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or  Quick  Selling  Spec 

rOB  PRICES  AND  DISCOTJNTS  ON 


^  FIVE  AND  TEN  CENT  ( 

NICKEL  PL.4TBD  HAMMERI 

by,  style,  flnlsh  and  price.      Let  u$  prove  \ 
uur  Catalogue  will  Iniereht  you. 

FRANKUN  SPECIALTY  CO,  811  Otny  SiKel,  lU 


ICE 
TOOLS 

ELEVATORS 

CONVEYORS 


Hudson.  N.Y.    Arlington.  Mass. 
Chicago.  111. 


FOR  MONEY  MAKERS 
SEE  PAGE  12 


I    OILERS 

THER  NAME  FOB 

ONOMY 

B   and   Re   Convinced 

WRITE  FOR 
CATALOG 

GEM  MFG.  CO. 

PITTSBUKG.  PA. 

All  Goods  Guaranteed 


Ask  for  the  STERLING 

A    STEEL   TUBULAR 
FOLDING  FRAME 

Ball-Bearlntf 
Cratec( 

The  Best  Mounted 
Grindstone  Made 


The  Ckvelaid 
Stone  Co. 

Cleveland      Chicafo 
New  York   Boaton 


SEND    YOUR    ORDERS    FOR 


Mason  and  Plasterer's  Drying  Stoves 

TO 

THE  G.  DROUVE  CO.,  Bridgeport,  conn. 

who  make  the  best,  strongest  and  lightest  drying 
stove  on  the  market.  Exactly  as  shown  in  cut. 
With  or  without  brick  lining  and  with  or  without 
top. 


PRICBS  RIGHT 


Sole  Manufacturers  of 


DBLIVBRY  PROMPT 


THE  LOVELL  WINDOW  OPERATING  DEVICE 

The  best  device  on  the  market  for  operat- 
ing ionK  line  of  aa^h  from  one  station,  and 

THE    "AINTI-PUUVIUS"    SKYLIGHT 

The  best  puttyless  skyliffht  in  the  world.     Send  for  descriptive  leaflets,  mentioning  this  paper 


Mill  en 
'Locked     TT) 
Company  ^^^ 
_xZa.  U.SA* 


f All  Use S' 
AUSi^es 

'AUFittishes 


Januabt.  1908.  HARDWARE  DBACERS"  MAGAZINE 


,^r^ 


The  Best  Oilers  Made 

Cc^perlzed  and  Nickel  Plated 

-Manufactured  from  best  quality  of  Cold  Rolled  **Swedoh** 
Steel,  prepared  at  our  Rolling  Mills. 

All  goods  subjected  to  a  most  rigid  system  of  inspection  be- 
fore being  packed  for  shipment. 


Hot  and  Cold  Rolled,  Hoop,  Strip  and  Bar 


for  Pressed,  Stamped  and  Drawn  Work,  Etc. 


All  ourgoods  guaranteed  to  be  as  represented.  Write 
us  about  your  requirements  ;  we  shall  be  glad  to  fig- 
ure with  you  on  the  manufacture  of  sheet  steel  hard- 
ware specialties  under  contract  or  on  a  royalty  basis. 

The  Aroeriean  Tube  and  Stamping  Co. 

New  Y«rk  Mfiee:  Mali  Office  ami  Works: 

IN  BROADWAY.  BRIDGEPORT.  CONN. 


IH  Answering  Advertisements  it  is  Desirable  that  You  Mention  HARDWARE  DEALERS' MAGAZINE. 
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ALLEN 

e"  Revolver 


Where 


Made  in  32  and 

38  calibre 
Nickel  and  Blued 


3-inch  barrel 

$7.50 

the  dasic  safety  principle. 

It  is  nof  an  ordinary  revolver  fitted  with  a  safety  device. 

When  the  trigger  is  pulled  the  hammer  drives  straight 
and  hard  to  the  firing  pin  and  there  is  no  interfering  lever 
to  weaken  the  force  of  the  blow.  When  the  trigger  is 
released,  the  hammer,  working  on  its  eccentric,  rises 
instantly  off  the  firing  pin  and  rests  on  the  so/id  steel 
frame  above  NOTHING  can  get  it  on  or  near  firing  pin 
until  the  trigger  is  again  pulled  all  the  way  back. 

The  Hopkins  &  Allen  "Safety  Police"  revolver  cannot 
be  accidentally  discharged  and  will  never  miss  fire. 


For  sale  by  all  firearms  jobbers. 
Write  for  our  Supplementary  Adver- 
tising matter— FREE. 


THE  HOPKINS  &  ALLEN  ASMS  CO. 

120  McKlnley  Ave.,  Norwich,  Connu,  U.  S.  A. 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Pages. 
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BEZGIIV  lOOS 

WITH     FIUHG     THIS     FOR    REFERKNOE 

We    IWIake 

Small  Springs  of  Every  Description 


Hardened  and  Tempered  Washers 


IS 


Small    Drop    F'orglngs 


Screw  IVfactilne  Products  up  to  1  In. 
In  lots  of  1,000  or  more 


i  * 


THE  WALLACE  BARNES  COMPANY 

BRISTOL.,  CONN. 

NO  STOCK  GOODS— Everything  to  Specifications 


fit  A'fWfmiMG  A»vv>^M«>fXHTS  n  19  Pesikable  that  You  Mention  HARDWARE  DEALERS' MAQAZINE. 
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FileSection 


'Eureka  " 
Skate  tool 


Front  View 


Simple  and  ac- 
curate. Auto- 
matic in  adjust- 
ment. Made 
from  the  fineat 
of  Tool  Steel, 
highly  polished 
and  Nickel- 
Plated.  File  is 
cut  on  all  four 
sides,  two  being 
flat  and  two 
convex. 


4 


The  ONLY,  PRAGTIGAI.,  UP-TO-DATE  Skate  Sharpener  made. 
''  Eureka  "  will  sharpen  any  Skate. 

Ask  your  Jobber  or  us  for  sampir  aad  price 


SMITH  &  HEMENNVAY  CO. 

Manttfaeturera  and  Importera  of  Hardware  Speeialtiea 
108    DUAIVB    STRJBBT       t       .      ISEW    YORK    OITV 


THE  UTICA  BLACK  BULL  STAPLE  PULLER 

The    stroaaest*  the  handiest  and  most  durahle  staple  paUer  made 

Only  the  Genuine 
bear  this  Mark 


d  sn  G> 


TRADE  MARK 


t  in  a  class  by 
themselves.  If  you  want  the  Best, 
insist  on  getting  the  UTICA  Brand. 

EVERY   TOOL    GUARANTEED, 


Write  for  lUEl  PAUOSnY-A  Wak  •■  Pllen  ani  Mppm  « 

^ttXVSt£^SSii  Ufica  Drop  Forge  &  Tool  Co.,Utfca,N.YnU.S.  A. 


Cpn^u;,?    PyVPRS'    KEi^ERENCE    JO    ADVEI^TISEMENTS    on    U?t    PaOW. 
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Russwin  Night  Latches  and 
Display  Boards 

TTicsc  handsome  Display  Boards,  which  are  of  1%-inch  Solid  Oak,  in  Antique 
^  Finish,  will  be  furnished'  at  the  regular  price  of  the  Night  Latches,  plus  a  reasonable 
charge  for  the  board  and  mounting. 

The  six  different  Night  Latches  mounted  on  the  board  are  displayed  in  working 
condition  and  demonstrate  the  action  and  appearance  of  the  stock  on  your  shelves. 

If  desired,  a  latch  may  be  removed  from  the  board  and  sold  (boxes  and  directions 
accompany  the  board)  and  another  latch  taken  from  stock,  applied  in  its  place.  We 
will  furnish,  on  request,  and  without  charge.  Booklets  and  Envelope  Enclosures  with 
your  name  and  address;  also  Display  Cards,  Blotters  and  Electrotypes. 

RUSSELL  &  ERWIN  MANUFACTURING  CO. 

New  Britain,  Goiul  Nos.  94-96-98  Lafayette  St.,  New  York 

PHILADELPHIA         WASHINGTON  SAN  FRANCISCO  CHICAGO  LONDON,  ENG. 
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KENNELS  and  DOG  LEADS 
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No  Rusty  or  Shop -Worn  Goods 

SEND  TO-DAY  FOR  THIS  RACK.    IT  HELPS!! 

Or  Aak  Your  Jobber  for  One. 


Manufacturers 

THE  BRIDGEPORT  CHAIN  CO.,  Bridgeport,  Conn. 


Consult    BUYERS'    REl-ERENCE    TO    ADVERTISEMENTS    on    La§t    Pacw. 
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REVERO" 


THE 


"kEEL"  GOODS 


A  GARDEN  HOSE  PRACTICALLY  INDESTRUCTIBLE 

"REVERC*    Hose  is   seamless  throughout. 

The  construction  consists  of  a  special  double  braiding  of  tightly  twisted  cotton  yam. 
The  cover  is  composed  of  tough  flexible  rubber  to  withstand  wear  and  abuse. 
The  complete  hose  is  vulcanized  in  our  patented  rigid  mould  under  a  high  internal 
pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  inseparable  body. 


LIGHT,  STRONG,  VERY  FLEXIBLE 
FREE  OF  ANY  TENDENCY  TO  KINK  OR  SEPARATE 

The  Dealer   will   appreciate  the   fact  that  ''REVERO"  is    made   in   continuous 

lengths  up   to   500    feet,   thus   avoiding   raninants. 

Made  in    ^^  %■,  and    %■  sizes. 

Dealers  in  Garden  Hose  will  find  it  to  their  advantage  to  write  us  for  samples 

and  prices. 

Revere  Rubber  Company 

BOSTON,  MASS. 


Branches 


NEW  YORK  PHILADELPHIA        PITTSBURG  CHICAGO 

NEW  ORLEANS       MINNEAPOLIS  SAN  FRANCISCO      PORTLAND,  ORE. 


Im  AvtwxKiNO  ADVKmTiSBMSKTS  IT  IS  Dbsxrablb  THAT  You  MsNTiON  HARDWARE  DEALERS* MAGAZINE. 
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QBT   OUR 


JANUARY  CATALOGUE 

AIND   COMPARB 


Price  reductions  so  many  and  important  no  shrewd 
retailer  will  care  to  miss  them  are  but  one  of  the  many 
proofs  of  the  advantages  of  our  way  of  selling. 

For  certainly  ability  to  be  first  in  reflecting  every 
sag  in  prices  and  safety  in  being  last  to  make  a  price 
advance — certainly  those  are  advantages  alone  enough 
to  mark  us  as  THE  modern  jobber  for  the  MODERN 
retailer. 

And  the  reasons  for  our  superiority  are  simple. 
Now  that  we  are  settled  in  our  immense  new  St.  Louis 
building — in  each  of  FOUR  cities,  we  possess  a  huge 
jobbing  "plant"  especially  built  for  us  within  the  past 
five  years. 

Thus  to  the  limit  of  up-to-date  development — our 
distributing  is  efficient  and  economical.  And  we  sell 
by  catalogue  only,  at  but  a  f ractioa  of  the  cost  of  road- 
men-selling. 

Then  our  own  buyers  operating  in  every  market 
place  of  the  world  are  constantiy  improving  our 
FOUR-OUTLET  possibilities  in  such  quantity  buying 
as  is  safe  for  the  one  city  jobber  only  in  dreams. 

Add  advantages  like  these  to  estimate  the  possibili- 
ties in  them  for  our  customers  and  then  say — fai  ytH 

afford  not  to  nuilie  onr  January  catalogne  tlie  basis  of 
your  comparison  ? 

Tell  us  NOW  to  send  our  January  catalogue — 
K647— to  YOU. 


Butler  Brothers 

Wholmaalmn  of  General  Merchandise 

NEW  YORK       CHICAGO        ST.  LOUIS       MINNEAPOUS 

Sample  Houses:    BALTIMORE,    DALLAS 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    oh    Lait    Pagbs. 
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MORRILL 

RearUtered  in  United  States  Patent  Office 

Stamped    on    a    tool    means 

QUAL^ITV 


THE  "SPECIAL'' 
SAWSET 

is  the 

best  Sawset 

for  all  kinds  of 

Hand  Saws. 

Try  Che  on  your  most  particular  customer-^it  will 
make  good.  We  also  make  other  Sawsets  for  Hand 
Saws  such  as  No.  1,  No.  10,  No.  11,  No.  95,  etc. 

No.  3  Sawset,  for  X  Cut  and  Circular  Saws, 

Single  Tooth,  14-20  Gauge. 
No.  4  Sawset,  for  X  Cut  M  and  Champion 

Tooth  Saws,  14-20  Gauge. 
No.  5  Sawset,  for  Timber  and   Board  Saws. 

Bench  Stops  and  Seal  Presses.    Punches  for 
Paper  and  Metal. 

ALL  OUR  GOODS  ARE  WARRANTED. 


NO.    I    INAIU    PlJLrL.BR 

Scientifically  constructed  of  the  highest 
grade  Drop  Forged  Steel.  Write  in  for 
new  catalogue. 

CHAS.  MORRILL,  275  Broadway,  New  York 


CoitsuLT    BUYERS*    REFERENCE   TO    ADVERTISEMENTS    on    Lait    Paow. 
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THE    FA.IVEOUS 


M 


ff 


^e  Create 
le  Demand 


»tm  fai  the  Mkm- 
iig  pabBcatiMi: 

Ladies'  Home  Journal 

Delineator 

Designer 

New  Idea  Ma«arine 

Saturday  ETenmc  Post 

Collier's 

Literal  y  Digest 

Harper's  Buar 

(Good    Housckeepiny 

Cnrrent  Literature 

Modem  Prisdlla 

Country  Life 

Scribner's 

Reriew  of  Reriews 

ETenrbody's 

McClure'« 

Assoc.  Sunday  Maga- 
zine. 

Munsey's 

Home  Needle  Work 
Magazine. 

Cosmopolitan. 

Sunday  School  Times 

Christian   Herald 

Garden   Magazine 

House  and  Garden 

House  Beautiful 

Craftsman 


M  Me  belMrc  jmt  itore,  tt  wffl  sell  Hsetf  and  ottien.  Siflf  the  cmI 

eriirL  Co  he  as  eadly  operated  1^  a  chfld  ar  wonuui  as  liy  a  ntD.    Seid  for 

* ^g^g  ^^  ONCE. 


and  priees.     TO  AVOID  DELAY  PLACE  YOUR  ORDI 


•mjrtojr 


HILiL.   DRYER    CO. 


NmvYo 


S18  PARK  AVE.,  WORCESTER,  MASS. 
EOfftecllSOl 


b  a  partial  Hst  oi  dlstrlkalors  of  tke  Fa 


TcL  iOtt  MadlMB. 


Ash  Sifters: 


ALBANY.  N.  Y. 
Albany  Hardware  k  Iron  Co. 

BOSTON,  MASS. 
Bifelow  k  Bowie  Co. 
Dana  Hardware  Co. 
Fnre,PUpM*  Ca. 
iottft  Co 


Ca. 
Baldwte  i  RobUns  Co. 
Sbcpard.  Ooik  A  Co. 

WfiiWr  Waodmwafa  Co. 


BUFFALO,  N.  Y, 

Republic  Metal- Ware  Co. 
CHICAGO,  ILL. 

Republic  Metal- Ware  Co, 

Hibbard,    Speneer,    Bartlett   h 
Co. 
DETROIT,  MICH. 

Buhl  Soot  Co. 
DULUTH,  MINN. 

KelleT-How-Thomaon  Co. 
MINNEAPOLIS,  MINN. 

Janney,  Scnmle,  HUl  k  Co. 

NEW  hXvenTconn. 

The  Bronaon  k  Towaaend  Co. 


NEW  YORK,  N.  Y. 

Neal  k  Brinker  Co. 

Republic  Metal-Ware  Co. 
OMAHA,  NEa 

Wright  k  Wilhelmy  Co. 
PHILADELPHIA,  PENN. 

Biddle  Hardware  Co. 

Seltzer-Klahr  Hardware  Co. 
PROVIDENCE,  R.  L 

Barker,  Chadaey  k  Co. 
ROCHESTER.  N.  Y. 

Mathewa  k  Boucher. 
SIOUX  CITY,  lA. 

Knapp  k  Speneer  Co. 
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Elgin  Adjustable  Wr ench 


IXTIA  JAWS 

will  renew  the  Wrench  Indefi- 
nitely. 
Extra  Jaws,  per  dosen , . 


It  makes  a  Ratcheting 
Die  Stock. 

Attachments  with  one  die 
or  insert,  per  dozen 


X  <  •: 


The  following  Dies  can  be  had 
in  U.  S;  Standard  bolt  thread,  3  16, 
^,  5-16,  %.  7-16  and  %.  Also 
Pump  Rod  Dies,  %,  7-16,  and  %-In.         

ImoIs  make  a  Ralcketfif  Wrcadi  la  the 

Square — for  Taps,  Set  Screws,  and  Small  Nuts. 
Hexagon — for  Cap  Screws,  and  Machine  Bolts. 

oo  oo 


Va  in. 


%ln. 


Vl  in. 


%ln. 


Ehctra  Dies  or  Inserts,  per  dosen 


BOXED  SETS  ELGIN  WRENCH 


Boxed  B«ti^  each  Q 

The  assortment  as  regnlarlT  pat  op  in.  a  9tr<mg  hlaek 
walnut  wooden  bow  is  1  Elgin  Wrench,  1  Rethreading 
Attachment  having  a  ^-inch  square  insert  for  taps,  5 
Rethreadlng  Dies  of  U.  S.  Standard  bolt  thread,  Tii. : 
^  in.,  5-16  in.,  %  in.,  7-16  in.,  and  %  in. 

Pump  Rod  Dies  are  also  carried :  %,  7-16  and  ^ 
in.,  and  a  3-16  in.  Die  for  Stove  Rod;  alio  Canadian 
Standard  Dies  %  in.,  6-16  in.,  %  In.,  7-16  In.,  and  H  In. 

Changes  can  be  made  in  assortment  to  snit. 


STARIIFG.COm 


CAimmtmuu  nj-.  v.u.l 
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QUALITY,  DURABILITY  AND  SIMPLICITY 

MAKE 

''STANLEY^'*  BRACES 

the  strongest  and  best  made. 

They  are  made  in  all  sizes  and  atyles  and  are  the  most  complete  line  offered 
to  the  trade  by  any  manufacturer  in  the  world. 

The  line  consists  of  three  classes  as  follows: 


STANLEY 

CONCEALED 

RATCHET 


NM.M1 


m 


iB  •»  a»  i«»  11 


14 


STANLEY 

BOX  RATCHET  AND 

SLEEVE 


Hmm.  US,  MB,  M4 


IB  •»  a,  i«»  111 


14  1 


VICTOR 

RATCHET  AND 

SLEEVE 


Wvy   WOp    MWt 

MS  and  MS 


Made  IB  a.  IS  ( 


111 


We  invite  comparison  with  Braces  of  other  manufacturers  at  a  like  price, 
and  if  your  dealer  does  not  have  them  write  us  direct. 

THE  STANLEY  RULE  &  LEVEL  CO. 

NEAV    BRITAIN t    CONN.t    U*  S.  A. 
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THE  TURNER  k  SEYMOUR  MFt.  CO. 

Oooonni 

m^  J^   %^       ^    ^^^^      ^B^^  Star    Brand    Escut- 

^^|p-^^^      ^^l^^r  Brass  S-Hooks.  clieon     Pins. 


Snaps  or  Split  Links. 
GAS  HEATER  No.  9 


Solid    Brass    Rings  of  all 
Sizes. 


Fancy  Nails. 


;   and    Brass    Plated,   All 
Shapes  and  Designs. 


Star  Brand  Safety  and  Plumbers'  Safety  Chain. 


Star  Brand  Ladder  Chain. 


Height,  18  in.;  diam.,  0 
in.;  consumption  of  gas,  10 
ft._  per  hour.  Enameled 
finish,  plated  trimmings.  By 
taking  off  dome  you  nave  a 
perfect  cook  stove. 


Star  Brand  Double  Jack. 


T 


Eagle    Brand 

upholstery 

Nails. 


Brass  Cup  Hooks. 


THE  RAINBOW  LAWN 

SPRINKLER. 

earings;  nothing  to  wear  or  rust  out; 
mder  hish  or  low  pressure;  covers  the 
with  the  least  water.  Under  a  high  pres- 
inbow  Will  cover  an  area  of  86  to  40 
Does  not  flood  the  lawn,  or  wash  the 
oots  of  the  grass  like  all  sprinklers  that 
e  volume  of  water. 


T*I4EI 

IER&  SEYMOUR 


MFG.  CO. 


tRINOTON,    CONN« 
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The  "Univefsal"  Coffee  Pefcolatof 

is  the  Perfection  of  the  Drip  Process 

It  excels  all  other  ways  of  makjng  coftee  hfecause  the  per- 
colating process  is  practically  completed  before  the  water  boils. 

Coffee  made  in  it  is  easily  known  b)^  its  delicious  aroma,  its 
fine  flavor,  the  absence  of  the  bitter  taste  caused  by  bailing. 


THE  **UNIVERSAL'^  IS  MADE  IN  THREE  STYLES; 

" Empire  "      "  Colonial "       "  High  tirade"  Enamel  Ware 
Four  Sizes:    4  Cups,     6  Cups,    9   Cups   and   14  Cups 

.All  parts  are  interchangeable  and  can  readily  be  supplied 

GoaniDtecdby    JL#/\iN  mC/lvdy   T  rV/YlV  I     OL    KjL/J\IXrk.        Coon..  U.  S.  A. 
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A  Money 
Maker 

for  your 
Sorinsr  Trade 
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CHESTERMAN'S 

TAPES,  RULES  and  TOOLS 

Everywhere  Recognized  as  STANDARD 
of  ACCURACY  and  QUALITY 


TqMSOl 

Steel, 

Hetamc 

aod 


mw  PATDIT  iMik.  Mci  M  HA.  ItHL  ani  aU  •Ikcr  auh  haB«e  tapct. 


nm|mMiiiij..iiniii|i'iiiiiii|iiiiMiiiiM,  iinin.i-'^^T;T:rrT 

Why  not  carry  a  .,<<^^^^^^^  ^^^  ^^^^  Jobber 

stock  and  tc<^^^^^^^     No.  891  for  prices, 

get  the  hnsiness?  ..,<^^^h^^^^  He  can  quote  you. 


Wr^..l..!.i.M 


Machine  Divided  5teel   Rules  in  Great  Variety 
of  Styles  and    Divisions. 


M ad*  by 

James  Chestermaii 
&  Co.,  Ltd. 

Sheffield,  Eif lead. 


WIEBUSCH  &  HILQER,  Ltd. 

STj&iiSrisL^rssr'         new  york  8otou.s.Ag»ato. 
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"Hello.  1908.    Glad  to  sec  you." 

"Good  morning.   Mr.   Business   Man.     You   see  I  am  here  on  time." 

"So  you  are,  and  you  look  pretty  good  to  me,  too." 

"Well,  I  feel  all  right  and  rather  guess  I  am  a  tolerably  healthy  specimen.    But  how  are  you?" 

"Things  are  off — and  it  looks  to  me  as  though  we  are  going  to  have  a  terrible  time  of  it  until 
after  election  anyway.    You  see  we  all  need  money  and — " 

"Now  stop  right  there.  You  don't  need  money  nearly  as  much  as  you  do  confidence.  What  you 
need  mdVe  than  anything  else  is  a  little  more  sand  in  your  craw.  You  fellows  have  plenty  of  money, 
and  while  my  old  friend  1907  over  there  gave  you  a  little  the  worst  of  it  along  toward  the  end,  you 
have  gotten  the  best  of  him — because  you  know  he's  knocked  out  for  good. 

"Look  back  over  1907  as  a  whole — pretty  good  year,  wasn't  it?  Lots  of  orders,  plenty  of  money, 
prices  fair^  things  booming.  Made  more  money  than  you  ever  made  before,  didn't  you?  Going  some — 
weren't  you? 

"Well,  you  had  a  little  jolt — that's  all.  Just  as  much  money  here  as  ever.  Just  as  many  orders, 
if  you  go  after  them,  prices  ail  right,  everything  is  lovely,  except  a  lot  of  you  duffers  have  made 
up   your   mind   that   you   are   going   to   have   hard  times  whether  or  no. 

"And  I'm  not  going  to  stand  for  it — sec!  I've  got  a  few  surprises  up  my  sleeve  and  I  don't  pro- 
pose to  permit  everything  to  go  to  the  demnition  bow-wows — not  as  long  as  my  name  is  1908,  an]rway. 

"There  are  going  to  be  enough  big,  broad-minded  men  in  the  country,  who  will  listen  to  me  to 
simply  take  the  lead  in  their  own  localities  and  through  their  confidence  in  themselves,  and  your 
humble  servant,  will  pull  the  scare  cats  out  of  Jericho  once  more  on  to  the  shady  side  of  Easy  Street. 

"Now,  old  man,  ARE  YOU  WITH  US?" 


EC.  ATKINS  &  CO., 


Inc. 


THE  SILVER-STEEL  SAW  PEOPLE. 

Canadian  Factory  Home  Office  and  Factory 

HAMILTON,  ONTARIO.  INDIANAPOLIS,   INDIANA. 

BRANCHES: 

ATLANTA,  CHICAGO.  MEMPHIS,  MINNEAPOLIS, 

NEW  ORLEANS,  NEW  YORK,  PORTLAND,  SAN  FRANCISCO,  SEATTLE. 
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Samson  Spot  Cord 


Extra  quality — warranted  free  from 
imperfections. 

Will  wear  from  three  to  forty  times  as 
long  as  any  other  material  for  hanging 
windows. 

Specified  by  all  architects. 

Called  for  by  discerning  carpenters  and 
builders. 

The  Colored  Spot  is  insurance  for  the 
user  against  the  annoyance  and  expense 
of  broken  window  cords. 

tfi         ^         tfi         tfi 

We  also  make  other  grades  of  sash  cord, 
to  meet  all  requirements,  and  everything 
we  make  is  the  best  we  can  turn  out  at 
the  price. 

^      ^      ^      ^ 

Sash  Cord,  Rope,  Clothes  Lines,  Mason 
Lines,  Shade  Cord,  Ventilator  Cord,  Awn- 
ing Line,  Chalk  Lines,  etc. 

Samson  Cordage  Works 

Boston,   \4ass. 
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This  is  what  we've  got  to  sell. 

The  merit  of  the  goods  is  well  known  and  we  never 
allow  the  quality  to  deteriorate. 

We  market  our  product  through  the  jobber  to  the 
retailer  and  do  not  sell  catalogue  houses. 

Our  freezers  find  a  ready  sale  to  the  consumer  and  at 
prices  that  afford  a  good  substantial  profit  to  the  dealer. 

We  want  your  business. 

That's  the  whole  story  told  as  briefly  as  possible. 


Catalogue  for  the  asking. 


THE  WHITE  MOUNTAIN  FREEZER  CO. 

ISASHUA,   IS.    H« 


OenvLT   BUYERS'   REFERENCE  TO   ADVERTISEMENTS   o«   LAfT   Paoii. 

Digitized  by  V:iOOQIC 


JAHtJAKT,  190S. 


HARDWARE  DEALERS'  MAGAZINE 


23 


AMERICAN  SCREEN  DOOR  CATCH 

JVtOUS    ^ 

FOR  SIKa"  doors 


THI  No.  2 
IMPROVED 

TMB    F^XMOUS    WMEELr    CXTCM 
THC  CATCH   THAT  LATCHIIS         -         -  THC  LATCH  THAT  CATCHIIS 


On  Rislit  Hand  Door 


Iniide  View. 


On  Left  Hsod  Door 


WILL   ADVIRTISED-SELLS    ON     1X8    MERITS. 


The 
AMERICAN  SHINER 


Indiidiiii;  3  steel  lasts— men's,  women's 
snd  children's;  box  Eagle  brand  shoe 
polish  and  polishing  cloth. 

All  packed  in   strong  pasteboard   box, 
3lba. 


COIUGE  BA8COCK  iesur 

F*r  TcsUif  mik  u4  Crea. 


Simple,  accurate,  durable.  Runs  like  a 
watch.  Working  parts  enclosed.  Runs 
without  noise,  vibration  or   friction. 

Outfit  includes  a  full  set  of  glassware, 
including   test   bottles,  pipette,  etc. 

Each  tester  complete,  packed  securely  in 
separate  wood  case.  Weight,  complete, 
10  lbs. 


Anertcan  Hardware  Mfg.  Co.,  Ottawa,  HL,  U.  S.  A. 


i908   FLJLTON    STIUCBT 
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Genuine  Philadelphia  ILawn  Mower 


STYLE  "A"  ALL  STEEL  MOWER. 

The  Philadelphia  Lawn  Mower  Company 

3101  to  3109  Chestnut  St..      PHILADELPHIA.  PA..  U.  S.  A. 

17  Styhs  lui  ui  5  of  lorsa  lowore.    3  to  8  Blidos,  6 1-2  to  IMoek  Wkools 

The  Largest  Line  of  Hich-Grade  Mowers  Made. 
Some  Are  Adapted  To  All  Markets  of  the  World. 


STYLE  "K"  10-INCH  WHEEL. 


London  Warehouse,  New  York  Salesrooms,  1 8  Warren  St. 

14  and  16  Scrutton  St.,  Finsbury,  E.  C.  H.  E.  Sturtevant,  INgr. 
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skilled  labor. 

It  is  made  to  shave  all  and  every  kind  of  a  beard. 
It  is  made  into  sets  from  $1.50  and  upward,  to  suit  all  classes  as  well 
as  masses. 

It  is  sold  at  RESTRICTED  RETAIL  PRICES  to  insure  a  GOOD 
PROFIT  to  the  DEALER. 

It  is  NOT  sold  by  jobbers,  purchasing  agents,  middlemen  or  for 
premium  purposes. 

It  is  a  Razor  which  is  worth  every  cent  we  ask  for  it,  and  no  one 
(consumer  or  dealer)  can  say  that  he  is  not  receiving  value  for  money 
invested. 

It  is  more  profitable  for  dealers  to  handle  than  any  other  Safety 
Razor  and  will  make  friends  and  customers  for  the  dealer. 

It  is  extensively  advertised  for  the  benefit  of  the  dealer,  and  to  assist 

^^»  him  we  will  furnish  a  liberal  amount  of  advertis- 

^^B  ing  matter  and  electrotypes  for  local  advertising. 
^H|  Send  at  once  for  our  agency  proposition,  cat- 

^^^  aldgue  and  discounts. 


KAMPFE   BROS 

8 '12  Reade  St.,  New  York 

9^  See  Corn  Raxor  Ad.,  Rai^e  228 


1»  A.»tw«iti 
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quality! 


THE 


No.  1G3. 


Embody  All  the  EstcntUI  Features  Required  in  a  Good  Rnimiiif 

Shear,  with  an  Exceptionally  Fine  Cutting  Ed  je. 

Smnd  for  Catalog  J^o,  17 

THE  ATLrAS  SHBA.R  COMPANY 

CAST  SHEARS  SCISSORS  TINNER  SNIPS 

BRIDGEPORT.  CONN^  U.  S.  A. 


A  Question  of  Quality 

When  a  man  buys  an  UN-X-LD  Pocket  Knife  he  gets  a 
full  measure  of  satisfaction— no  question  about  it.     It's  a 
knife  that  has  always   "stood  the  test."    We  know,  and  so 
would  you  if  we  could  get  you  to  use  it.     It's  full  of  good 
points    simply  because  we  kave  studied  the  "  knife   question ' 
for  years,  and  have   embodied  in  the   UN-X-LD  cutlery  every- 
thing that  quality  and  good  workmanship  stands  for.     You  won't  go 
wrong  if  you  stock  up  with  UN-X-LD.     Let's  talk  It  over! 

Northfield  Knife  Co.t  Northfield,  CoAn^  V.  S.  A. 


OUR  goods  are  made  and  sold  by  us   only.      We  save  you  the 
middleman's  profit  which  should  double  your  own  and  give  you 
the  benefit  of  exclusive  patterns  not  found  in  catalogs. 
Our  goods  are  guaranteed  to  give  satisfaction  to  the  user. 
Quality  is  our  advertisement.     A  trial  will  convince  you. 

W.  R.  CASE    &   SONS, 

Bradford^   Pcu 
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tfltard 


R.8i2&Oir«- 


THC  SIMPLEST  RAZOR  EVER  MADE 

HK«  ONLY  SAFETY  RAZOR  wItK  th«  NATURAL  SLIDING  STROKE,  outs  th«  bM«d 
and  do«a  not  aorApc  It  off  llko  •  ho*. 

ONLY  TWO  PARTS.'HANDLE  AND  BLADE         EASILY  CLEANED        INSTANTLY  ADJUSTABLE 

LARGEST  PROFIT 

Sold  only  through  dmalorM, 
J§ll  Inqulrlom  front  our  big 
adoortlMlng  campaign 

locality  from  which  In* 
qulrloM  arm  rocolood. 

Tho    moiling    of    a     WJ§itD 

ttJ§ZOR  moan*  a  matUflod 

cuMtomor,     and    v«    atand 

back  of  you  In  tho  guaran^ 

Cut  one-half  size.  **•' 

More  WARD  RAZORS  sold  in  same  length  of  time  on  the  market,  and  a 
aller  nercentag-e  retur 
other  safety  razor  made. 

THE  WARD  SAFETY  RAZOR  CO.,  751  Star  Bldg.,  356  Dearborn  St.,  CHICAGO 


smaller  percentage  returned  under  the  thirty-day  absolute  g-uarantee  than  any 
afet 
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QUALITY  COUNTS 

The  Keen  Edge  Razor  Strop 

Made  Wholly  on  Merit  = 


Two  thousand  dealers  selling  the  Keen  Edge  Razor  Strop 

pronounce  it  the  best,  as  it  enlarges  their  strop  business  with 
profits  of  over  one  hundred  per  cent 

OUR  BUSINESS 

increased  during  past  six  months  more  than  one  hundred  per  cent. 

OUR  FACILITIES 

for  supplying  trade  and  filling  orders  promptly  are  of  the  best 
Write  us  for  catalogue  and  quotations  for  special  offer  we  are 
making  the  trade  and  with  which  we  furnish  free  Hangers, 
Sign  Cards,  and  other  Advertising  matter. 

All  Goods  Guaranteed 


Makers  of 

KccaEdoc 


EDDY  MANUFACTURING  CO. 

Worcester,  Mass.,  U.  S.  A. 


Strops 
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OAppIied  forO 


'%    "Begtyet**  Stropper 

[crj^T  i      He  "Ustytr     jo) 


:f 


This  cut  "shows"  GILLETTE  blade  inserted— ready  for  use. 


The 


'BESTYET"  STROPPER  is  indeed  the  6ese  yet.    It  enables  you  to  strop  BOTH  EDGES  of  your 
blade  WITHOUT  takini;r  it  out  of  the  frame  (the  old  way)  BOTH  EDGES  BEING  EXPOSED  (see  cut  above). 

The  "  BESTYET  "  is  constructed  on  SCIENTIFIC  PRINCIPLES.  The  EVEN  BALANCE,  and  the 
THICKNESS,  assures  a  PERFECT  bevel  and  an  EVEN  stroke,  the  result  of  which  enables  you  to  strop 
your  blade  to  PERFECTION.  ^ 

Those  usinflf  the  GILLETTE  razor,  also  ALL  otlier  razors  with  DOUBLE  EDGE  blades,  can,  by  usinir 
the  '* BESTYET"  use  the  blades  MANY  times,  thus  reducing  the  cost  of  shavine  to  a  MINIMUM,  to  say 
nothing  of  the  COMFORT  derived  by  giving  your  blade  a  few  strokes  on  ANY  KIND  of  a  strop  with  the 
••  BESTYET  ••  STROPPER.  ^ 

PRICES :  50  cents  each :    $4.00  per  dozen :    136.00  per  grou. 
JOHN  G.  BESTGEN  &  CO.,  Patentees  and  Manufacturers, 


FOR  SALE  BY  ALL  HRST  CLASS  JOBBERS. 
161  Summer  St,  Boston,  Mass.,  U.  S.  A. 


HEINISCH 


IT  IS  NOT  EXPERIENCE 
ALONE    THAT    MAKES 

TAILORS*  SHEARS,  TRIMMERS,  SCISSORS,  TI  .SNERS*  SNIPS,  Elo.,  known  everywhere  as  the 

Bat  practical  tmprOTemento  that  eighty-two  yean  of  experience  made  possible. ' 
It  pays  to  sell  Shears  of  a  Known  ^nalttv. 

R.  HEINISCH'S  SONS  CO.,  Newark,  N.  J.,  U.  S.  A. 

New  York  Offlce  and  Salesroom,  156  Chambers  Street. 


PER^FECTION    SCISSOR.S    GRINDER. 

Why  be  with  a  pair  of  dull  scissors  when  any  man,  woman  or  child 
can  grind  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  life  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

Manvfactiired  By    V.    P.    BVCK,    M  Uncoln  $U  BOSTOII,  MASS, 


WHY    DOIN^T    YOU    SELI^ 

KNIVES,  >UKA.b,  SPOONS?     COSTS  YOU  LESS  than  THE  standard  plated  knife.     Is  absolutely  better 
than  is  possible  to  make  a  plated  knife  and  looks  better  after  use. 


PAYS  YOU  A  BETTER  PROFIT  than  you  have  ever  made  on  flat  ware.    Write  at  once  for  prices. 

ASSOCIATED  SILVER  COHPANT,  152-158  LAKE  ST.,  CHICAGO,    V.  S.  A. 


We  make  Highest  Grade  Knife  Blanks  for  Manufacturers  and  Silver  Platers; 
made  by  the  old  process  of  Forging  and  Hand  Grinding.  It  is  impossible  to  turn 
out  goods  equal  to  ours  by  Automatic  Machinery. 

May  We  Flonre  on  Your  1908  KcqnlrementB? 

THE  UNION  CUTLERY  &  HARDWARE  C0« 

unionvilj^e:,   co^J^7• 
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OATCS IUIPP5RS 


B.  B.  159 


There  must  be  some  virtue 
in  a  clipper  that  increases  in 
sales  to  such  an  extent  that 
even  doubling  and  tripling 
the  production  fails  to  over- 
stock it. 

Well  there  is— In  the  first 
place  it  is  a  beauty. 

The  principle  for  distribut- 
ing the  tension  is  correct. 

The  concave  grinding  is  a 
feature. 

The  idea  of  testing  each 
plate  to  a  constant  tone 
pitch  is  good. 

Added  to  this  the  Coates 
clipper  methods  make  it 
sell. 

TRY   IT   AND   BE    CONVINCED 


I 


Coates  Clipper  Manufacturing  Co. 

WORCESTER.    MASS..    U.    S.    A. 

SoU  Selling  JtgenU 

JOHN  H.  GRAHAM  (8L  CO..  113  Chambers  St..  New  York 
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CLIPPERS 


rue — The  Largest  Power 
les  to  the  lightest  and 
8t  barbers^  band  clip- 


Priest's  Single 

No.  9 

A  Perfect  Power 

GKpper  and  Grooaer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


rials  only  nsed. 

All  parts  interchangeable : 
reduces  cost  of  main- 
tenance. 

Why  not  get  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  quoted  on  request. 


American  Shearer  Manufacturing  COm  Makers 
Wiebusch  &  Hilger,  Ltd.,  seiung  Agents,  New  York 


^  We  are  the  only 
manufacturers  in  the 
world  that  make  and 
sell  Horse  Clipping 
and  Grooming  Ma- 
chines only.  We  do 
not  make  anything  but 
Horse  Clipping  and 
Grooming  Machines. 
We  have  no  Hard- 
ware  Speciaities. 


^  We  are  so  far  in  ad- 
vance of  other  Ma- 
chines in  improve- 
nients  that  we  reaify 
have  no  competi- 
tors. Gillette  Ma 
chines  give  satisfaction 
it  every  way. 


^  Our  claim  is  as  broad  as  words  can  make  it.    The  Gillette  Clipping  and  Grooming 
Machine  is  better  than  any  other  Clipping  and  Grooming  Machine  in  every  particular. 

^  Send  for  our  1907  Catalogue  and  read  about  our  New  Patent  Chain  and  Grooming  Brush. 


Gillette  Clipping  Machine  Company 


lit,  112,  114  W.  SM  Stmt 
MEW    YORK,    N.  Y. 
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FORSCHNER'S   XXXX 
BRAliD 

Butcher 
Knives 

Made  of  Special 
DamasCBS  Steel,  care- 
fully tempered  and 
ground,  combined 
with  best  workman- 
ship. Superior  to  all 
others.  Each  blade 
warranted. 

Write  far  Caialogui. 

ChasJorschoer  &  Sons 
2M  East  19th  Street 

NEW  YORK,  U.  S.  A. 


We  not  only  SELL  YOU 

mnmrtn 

Tools  and  Cutlery  but  we 
Help  You  To  SeMThem 

At  A  Satisfactory  Profit 

The  Public  Knows  About  Them— 
They're  Advertised 


The  Original  Non^grind'Off^toothed  bread  Knife 


4iil^"- 


Patented  7-17-'88  and  ll-SS-'tf. 

.UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  using 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEIN: — Simply  rub  the  smooth  .side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

MiMMbctM^  fcy  WOiTH  WAYNE  TOOL  CO..  HaBowcH  Mc.  U.  S.  A, 


U^M^ 


In  Answering  Advertisimiwts  it  is  Desikablb  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 


Digitized  by 


Google 


U  '     HARDWARE  DEALERS'  MAGAZINE  Jawuaby.  1908. 


Niagara 
Scythe  Stones 

Last  longer,  cut  faster,  put  a 
keener,  more  lasting  edge  on 
the  scythe  or  grass  hook  than 
any  other  stone  ever  produced, 
thes  never  need  to  be  ground 
[iagara  Scythe  Stones  are  used. 


ip  in 

display   be 

dozen  in  a  box — two  siz< 

12  inch — ^Write  for  prio 

This  is  the  Scythe  Stone 
that  will  make  you  a 
reputation— 

The 

Carborundum 

Company 

Niagara  Falls,  N.  Y. 
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"Adamite"  Oil  Stones 


That  Cut  Fastef  and  I^ast  Longer  than  Other  Makes 

In  all  standard  shapes  and  for  every  purpose.    Made  from  the  hardest  and 
touKhest  rtectrical  product.  ** ADAMITE** 

The  Largest  Namufaetorers  of  RAZOH  HONES  in  the  World 

We  want  responsible  Agents  everywhere.    Send  for  Catalogues  No.  l  and  2 
and  buy  direct  from  the  manufacturers. 

NIAGARA  OIL  StONE  CO.,  No.  Tonawanda,  N.Y.,  U.S.A. 


HANDLE  THE  RHODES  DOUBLE  CUT  PRUNING  SHEARS 

^  and  make  over  4f  % 
P  profit.    Advertised  in 

all  the  Fruit  Journals. 

Demand    established. 

kIs  delivered.    The  only 

made    that    cuts   from 

des  of  the  limb  and  does 

lise  the  bark.     Made  in 

all   styles    and    sizes. 

Write  for  circular  and 
h  prices. 

RHODES  ilFG.  CO.,  22  N.  Pine  St,  GRAND  RAPIDS,  MICH. 


nOTCtlKISS 
CUPPCR6 

Slaii4ard  QoalHy 
«a4  Worlnnaiiahip 


Simple  in  Design 
Elegant  in  Finisii 


Send  for  Descriptive  Catalogue  and  Prices. 

EDWARD  ft.  nOTCtlHISS 

RaJlroad  Ave..  BRIDGEPORT.  CONN. 


Mr.  Merchant: 
Do  You  Want  a  Cataloi: — 

THAT  quotes  net  wholesale  prices? 
THAT  saves  you  money  on  every  purchase? 
THAT  is  issued  a  monthly? 
THAT  goes  to  Hardware  Merchants  only? 
THAT  helps  you  compete  with  the  "Cata- 
log" house? 

WE  ISSUE  JUST  SUCH   A  CATALOG. 
It  is  yours  for  the  asking.    Mention  H96. 

THE  ROOT  BROS.  CO. 

PLYMOUTH.  OHIO 
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SAVAGE  303  and  30-30  cartridges  have  a  velocity  of  over  2,000  feet  per 
second,  and  all  Savage  cartridges  exceed  in  high  velocity,  q  Because  of 
this  high  velocity,  Savage  Ammunition  has  flat  trajectory  and  therefore 
greatest  accuracy.  ^  During  a  recent  test  a  Savage  303  calibre  rifle  firing  full 
jacketed  bullets  bored  completely  through  a  five-foot  white  wood  block,  and 
after  traveling  a  distance  of  fifty  feet,  then  punctured  a  2-inch  hemlock  plank 
backing  the  target.  ^  We  mention  this  as  mvincible  proof  of  the  tremendous 
power  of  a  Savage  Rifle  and  Savage  Ammunition  working  together,  q  If  ^ou 
shoot  with  a  Savage  you  will  increase  its  efficiency  many  per  cent,  by  using 
Savage  Ammunition.  ^  But  whether  you  carry  a  Savage  or  some  other, 
carry  Savage  Ammunition  next  trip.  Q  Its  well-known  accuracy  and  power 
make  it  the  standard  ammunition.  ^  Savage  Ammunition  is  as  sure  as  Savage 
Rifles.  That's  all  you  need  know  about  it.  There  is  no  ^Must  as  good" 
substitute.  ^  Order  of  us  direct  if  your  dealer  doesn't  carry  Savage  brand. 

SAVAGE  ARMS  CO,,   551  Savage  Avenue,  UTICA,  N.  Y. 


THE  NEW 


TARGET  GRIP 


The  fi] 
medium  ] 
perfect/tt 

An  exi 
affording 
to  the  reg 
regular  s 
for  pockei 

Can  be 
matic,  Pr 
Actions,  Ik 


fWtiM 


Bsired 
on  at 
sed. 

lEAT 
IBHT 

lOHe 


L 


Supplied  by  the  Jobbing  trad*.     I^eading    demlera 
everywhere  sell  Hd:R  Firearms.    Write  tor  catalog. 

Harrington  &  Richardson  Arms  Co. 

212  Park  Avcdhc,  Worecster,  Mass.,  II.  S.  A. 
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Folding  Pocket  Skates 


No  Keys,  Hecl-Ptetes  or  ScreW     NO  BULK,  NO  BOTHER. 

A  pair  in  a  wallet  may  be  carriec.       Che  braaat  pocket  ot  a  lady's  muff. 


AAlir  Citalti. 


MARTIN  SK^^FE  CO^  Bostoiit  llasik 


""  VELVET  TREAD ""  Simplest  and   Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become 
popular  with  all  skaters. 

WM  CARRY  A  FUJ^l,  MNM  OF  RINK  MQUIPMMNT9 = 

CMICAQO    ROLrUBR    SICATB    CO.,    es  So.  Oanml  »t,.  GHIGXOO 


THE  BEST  ICE  AND  ROLLER  SKATES 


Vn^  are  the  oldest  and  largest  manufac- 
▼▼  turcrs  of  skates  in  the  world.  Our  lines 
are  the  most  complete  on  the  market,  and 
are  made  in  all  styles  and  grades. 

When  writing  for  catalogue  please  let  us 
know  whether  you  are  interested  in  Ice  or 
Roller  Skates. 

TIEISMUEL  WIISLOW  SMTE  HFI.  01. 

^^        Wofo^«tor«  MaM.,  U.  S.  A. 
cw  TartuStChaaikcntt     Ltntai.  •  Unf  Lsm.  E.  C 


The  **KlBg  of  Glmmm  Cutlers**  arc  made  to  cut— the  rolls  are  manufactured  from  the  finest  Novo  steel,  with 
iheet  steel  heads  and  nickel-plated  shank.    Our  prices  are  all  right, 

THE    HART    MANUFACTURING    CO.,    Unionvllle,    Conn. 


THE  anr  gem 

WE  FURNISH  A 
SAMPLE  FREE 

for  canvaaaing  in  those  cities  where 
new  service  is  beinff  established. 

ASK  ABOUT  IT 

Also  for  our  Catalog  **£.'* 


THE  CITY  GEM 

HOUSE   BOX 

for  city  deliveries. 

WITHOirr  DOUBT  THE  MOST  POPULAR 

box  on  the  market,  because  appearance  and  price  are  right. 


It  has  a  protected  drop-letter  alot  and  an  outside  paper 
and  parcel  holder. 

When  the  door  is  opened  the  mail  is  brought  forward  In 
convenient  manner  for  removal. 


FURNISHED   IN   FOUR   FINISHES 

Aluminum,  dull  black,  copper  and  lemon  brass  with  glass 
front  or  without. 

AN    ORNAMENT   TO    ANY   HOME 

Your  Jobber  can  furnish  it,  or  write  us. 

THE  PECK-HAMRE  MFG.  CO. 

BERLIN,  WIS. 


Makers  of 
The  Gem  N«.  4,  with  scll-closlao  < 
The  Jewel  Me.  aU  eteel  hmrm  door  laleli. 
The  Gem  Loteh,  lor  oUdlag  bVB  dooro. 
Ihe  Avtomotle  NoU  Keg  TTvek. 


Consult    BUYERS*    REFERENCE   TO    ADVERTISEMENTS    oh    Last    Pages. 


Digitized  by 


3y  Google 


Jakuabt,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


39 


WiU  be  in  demand  while  tlie  cold  weatlier  holds, 
and  stocks  should  be  kept  up  accordingly 
YOURS  FOR  QUALITY 

BARNEY  &  BERRY,  Sprlnofleld,  Mass^  U.  S.  A. 


\ 


RichardsoM 
Single  Track 
Eipert  Roller 
Skate  :  :  : 


The  only  practical  two-wheel  Skate  on  the  market.  Embodies  the  same  oscillating  action  as  our  regular 
four-wheel  Skate.  Desinied  especially  for  expert  and  professional  skaters.  We  manufacture  the  most  com- 
plete line  of  high-grade  KoUer  Skates  on  the  American  market.  We  carry  a  full  line  of  ever]rthing  pertaining 
to  the  rink  business,  including  mechanical  military  bands,  maple  flooring,  surfacins  machines,  admission, 
skate  and  wardrobe  tickets,  lithographs,  electrotypes,  etc.  Send  for  caulogue.  Tells  how  to  open  and  operate 
roller  rinks. 

HKIAIJ^SON  BALL  BEARING  SKATE  COMPANY,  SOI  Wdls  St.,  Cluea* 


Union  Hardware  Company 

TORRINGTON.  CONN^  V.  S.  A. 

IV«w^  Yoric   OfflGSt    98  CHaml>«rs  Str««t 
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Baas  Automatic 


Trout  Automktio 


Fly  Automatic 


Size  250  yards 

Ocean  King 

TH£SE  ARE  PART  OF  OUR. 

DEALERS  MONEY 
MAKING  FRIENDS 

SMND  FOR  NBW  CATAI^OGUB  AND  PRICMS 

ROCHESTER  REEL  CO. 

ROCHESTER,  N.  Y.,  V.  S.  A. 


4  Multiple 


Ideal 

Same  style  in  German 
Silver  and  Aluminum 
Weffirht2ozs. 


9  Multiple 
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Steel  lisbingBod^ 

^f^g^g/  ^KaAJBAJV  '^h^i'c  ^  every  indication  that  the  coining  season  will  be  a  good 
^^^"^  ^P^ai^trfy  fishing  tackle  season.  Right  now  is  the  time  to  go  over  your 
■^■^^■^— ^"^—"""—""^"^  stock  carefully  and  sec  if  you  have  as  many  **Bl|I8TOLS** 
as  you  need.  Remember  that  our  advertising  campaign  in  big  magazines,  national  weeklies, 
sporting  journals  and  boys'  publications,  having  over  twenty-five  million  readers,  is  sure  to  make 
a  splendid  **BKISTOL**  season.  Are  you  ready  and  do  you  want  the  business?  Put  up  the 
"URISTOL**  sign  and   the  people   who  are  looking  for  *VKI8TOL"   Rods  will  come  to  you. 

Beautiful  Translucent  Signs,  Calendars  and  Catalogues,  also  fine  fishing  cuts,  booklets  and 
other  advertising  material  for  the  progressive  dealer.  '*BKISTOLS'*  sell.  They  are  not  dead 
stock.     They  make  money   for  the  dealer  because  there  is  a  steadily  growing  market  for  them. 

Order    more   ""BRISTOLS.**     You    will    need  them. 

t 

The  Horton  Mfg.  Co^  Brislolt  Conn^  U.  S.  A. 

R.  N.  SCOTT,  Canadian  Repreaentatiye 
2M  McGill  St.,  Montreal,  Quelyec 


THE  MINNOW  THAT  SWIMS" 


The 
Best 
Seller 
on  the 
Market 


of  a  live  ml 
Jointed  so  a 
In  water  ini 
from  the  f  If 
■Ise  ILOO;  L 

&.  dk  K.  Hire.  CO.,  Uept.  H.,  TOL.B1IU.  UHIU. 


THE 


Air- 
Cooled 
and 
Water- 
cooled 


Runabouts 

and 

Touring 

Cars 


NOTOH  VEHICLE  CORPORATION,  New  Brii«Lin,  Coim. 
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ADLAKE  1              1  CROWN  II 

BICYCLES                     BICYCLES 

MORE                                                   ARE  YOU 

SOLD                                                  SELLING 
THAN                                                      YOUR 

EVER                                                    SHARE? 

BICYCLES  WITH  GENUINE  FAUBER  ONE  PIECE 
CRANKS  ARE  BETTER  AND  SELL  BETTER 

1908  CATALOGUE  READY  ALSO  nUCES  THAT  WILL  PLEASE  YOU 
SAMPLES   SUBMITTED 

1   GREAT  WESTERN  MANFG.  COMPANY 

r        1     LAPORTE              ....              INDIANA 

j 
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GOOD 

a  THING 

Cut 

PuU  Size. 

C 

ER 
tlCTOR 

N0.4  ^ 

NO.  4,%  IffiTAL 

^^    TUBE 

MOUNm> 
ON  A 

^    lor2DOZEN 
^^         CARD 

CLWIUUMSMI 

wire  iMnutji  €•• 

1^    S4Bad«erAmiw 
^9      NEWAIK^liJ. 

for  every  DKALEK  to  examine  our  large  line 
of  Cork  ScrewB,  Ice  Picks,  Cork  Pullers,  Ice 
Cream  Dlshers,  Ice  Cream  Spoons,  Lemon 
Squeezers,  Lime  Squeezers,  etc.,  for  1906  busi- 
ness. We  are  the  largest  manutecturers  of 
this  line  of  goods,  all  of  which  are  designed  for 
up-to-date  requirements.  Finely  illustrated 
catalog  with  prices  and  discounts  will  be 
forwarded  to  all  dealers  on  request. 

eWE  SPECIALTY  CO.,  ERIE,  PA..  U.S.A- 


Paltner*s  Hammocks 


AND  ACCESSORIES 

Send  for  in%  illustrated   catalog 


The  L  B.  Palmer  Co. 

New  York  Office :       55  Worth   Street 


Hammock, 

Hosqutto  I 

Nets     ! 
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Each  and  crery  part  perfect  in  itielf  makes   the  most  perfect  Inenbator  of  to-day. 

The  result  of  to  years'  experience.   Hardware  men,  we  want  yon  to  sell  our  machine.  It  oosia  aothlnf  t»  try. 

Write  to-day  for  particulars  and  onr  large  Catalofrae.    Address 

REUABLE  INCUBATOR  &  BROODER  CO.,  Box  tm.  QUINCY,  ILL. 


Glascock's  Racers 


Strongesi.  Speediest, 
Elegintly  Finished 
^ars  oa  the  mtrlEet. 
In  four  sizes  for 
ys  and  girls. 

Advertised  InsII 
the  lesdiag  msgs- 
ziaes  for  your 
beaeflt. 

Write  for  onr 
iUustrsted  csts- 
logue.  We  hsve 
rssltslking  points. 


). 


CLASC6C1  BROS.  MFC.  C0.»  Mucie»  tad. 


WE 
9  MAKE 


BI6  AND  LITTLE 

WA1ER  MOTORS 


"Really  and  truly,"  the  only 
line  which  will  be  found  satis- 
factory from  the  standpoint  of 

the  dealer  and  user.    Why  not 

put  a  few  in  your  show  window  and  let 
us  refer  our  inquirers  to  you? 
UPHNCMT  W.  M .  a  L  CO. 
NcwsrfCt  N«  <!• 


hy  not 


JARVIS  FISHIN8  OOAT 

^■~    For  Woar  With  Wadors    ^"^ 

Convantont— comfor^bla— has  pockets  inside 
enience  for  a  trip 
stream. 

ck  pocket  on  the 
;arry  Innch,  shoes 
bulky  articles, 
SHORT —JQst  laps 
top  of  waders, 
intents  of  pockets 
^  can't  get  wet 
^  unless  you  hare 

to  swim. 
YOU'LL  WONDER 
HOW  yon  CTcr  got 

ng  without  one. 

Sent  prepaid  on  receipt  of 
price.  Army  Khaki  Cloth  each  $3.50.  Heavy 
Tan  Duck  each  $3.00. 

Ordor  Ono  Today. 

MRYIS  ^       .       for   use 

BAIT    ^^^^^bHU^^^HBL.    ^i^^U^® 
uAA|c  ^^^^^^^^^5*    saUedor 

fiSif  ^^     pickeled 

minnows,   for  trolling^  casting   or    still  fishing. 
Holds  fntamow  in  nstnial  posltloo;  it  csnt  doable  up  in  a  hsDBp 
ss  with  other  books.    Just  naturally  tempts  the  llSh;  then  hooks 
him.    Best  catcher  erer  devised.    Per  dosea  11 .00. 
Send  10c  for  ssmple  and  cooaplete  Infonaatlon  or  ask  your  dsalct. 

Ws  Bs  JARVIS  CO.,  erind  Rapids,  Mlok 

.       "  28  Canal  Straat.  ^ 


CpnptT  BVy^ftS'  K£FE;{£NC6  tq 
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UN  CASH  BOXES 

The  Cheapest 
and  Best 

Prompt  Shipments  for  1908. 

Fishing  Tadde  Boxes 

Tin  Letter  Boxes,  Etc.,  Etc. 


■ERRIAM  MFS.  GO. 

DURHAM,  CONN. 

EVERYTHIINa  IM 

Tifl   Boxes   fftr   Hardware  Stores 


1908  BICYCLES 


We  want  every  Hmrdwmre  asid  Sportiiii 
Goods  dealer  to  realize  that  the  Mejrele  lms»- 
ness  increased  in  1907  and  there  ia  erery  indi- 
cation of  good  trade  in  1908. 

CATALOGUE  IS  KEADY 

We  want  to  send  our  Catalogue  No.  40  and 
show  you  how  you  can  add  to  your  profita. 
We  carry  a  complete  stock  and  are  the  largest 
jobbers  of  Bicycle  Goods  in  the  East.  Special 
inducements  are  offered  for  early  orders.  Will 
you  write  us? 

BICYCLE  AGENTS  WANTED 

Our  line  is  most  complete,  containing  wheels 
to  retail  at  $20  to  $50. 

Let  us  send  you  samples  at  our  low  net  quo- 
tations aiid  if  you  are  not  more  than  satisfied 
we  will  pay  the  freight  both  ways.  We  believe 
in  the  bicycle  business.  We  believe  we  can 
help  you  to  make  money  and  we  would  like  a 
chance  to  prove  it    Catalogue  free. 

N(WYORK!iF^ING(iOODS( 


nViAMKEH 
STREBT 
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The  Greatest  Li^ht 
of  the  A^e 

FREE  DEALERS 

Valuable  information  and  a  128 
page  encyclopedia  of  money  making 
profitable  Auto  Supplies. 

Hardware    dealers    all    over    the 
country  are  now  increasing  their  busi- 
ness by  handling  Auto.  Sundries,  so 
don't  wait  until  your  competitors  get 
aU  the  trade. 

WRITE  TO-IIAT  and  get  our  trade 
discount  sheet  and  increase  your  busi- 
ness for  1908. 

THE  MOTOR  CAR 
EQUIPMENT  CO. 

Mtt.  nufacturera  and  Jobber*  of 

AUTO  SUPPUES 

55  Wamn  St.,        NEW  YORK 

The  New  Kerosene 
Mantle  Burner 

k  the  Best  and  Cheapest  Light 
in  the  World 

Six  Houn  for  One  Cent 

It  Barns  a  Mantle 

Six  limes  as  bright  as  a  central 
draufrht  lamp,  at  i-6th  the  cost.    A 
central  draught  lamp  costs  $12   a 
year  to  maintain— the  "Mantle 
Lamp"  costs  $2.  Ten  times  as  bright 
as  electricity  at  i-ioth  the  cost:  15 per 
cent,  brighter  than  incandescent  gas 
light  at  I -6th  the  cost.    Can  be  turn- 
ed low  and  will  not  smell  or  smoke 
— «  splendid  lamp  to  burn  all  night. 
Docs  not  heat  up   hke   a   central 
draught  lamp.    The  wick  needs  no 
trimming  and  never  wears  out.    It 
will  not  heat  the  oil  fount.    Chim- 
neys are  German   Jena  glass  and 
will  not  break  from  heat  or  water. 

G.  GOHN,  Importer 

335  BROADWAY,  N,  Y.  CITY 
Ageatt  Wanted  for  Open  Territory 

We 


We 


inirty  oavt'  trial  to  responsible  parties, 
demonstrate  the  fact, 
fumisli  the  inverted  lights  for  either  system  if  desired. 


Ihe  Celebrated 

ROYAL  GEM 

Works  nil  the  Time 

the  vital  imrt  of  the  system.  Write  now 
o  90  per  cent,  of  the  work.  We  cut  and 
on  same  so  that  when  the  plant  reMhci 
snd,  and  in  operation, 
dinners.  A  splendid  Hollow  Wire  Systm. 
void  the  rush  a  little  later  on. 

the   goods   and   are   not   afraid   te 


ROYAL  GAS  LIGHT  CO.,  214  E.  KJnzie  St,  CHICAGO 


Just  Wbat 

The  People  Want! 

An  absolutelv  sanitary,  non- 
breskable  and  non-leakable 

GLA88  FLA8K 
with  meUl  pocket  which  pro- 
tects, the  flask  from  breaking 
if  tipped  over  and  from 
cracking  if  heated.  In  every 
way  better  than  any  other 
Coffee  Flask  on  the  market 
Please  your  customer,  en- 
large your  profit,  build  up 
your  trade. 

Write  for  Simples  aid  Prices. 

ASK  YOUR  JOBBER. 

Manufactured  by 

A.  BRUEBACH, 

S8i  and  SS4  W.  tlat  St» 
CHICAGO 


Prevents  Drafts,  Dust  and  Window  Rattling. 

IVES'  PATENT 
Wli4Mr  Slip  A«islir. 


I 


WSrBi» 


rATBimD.  ^ 

The  only  Stop  Adhwter  made  f^om  oae  piece  of  metal  wick  tolli 

rlbt  and  heavy  bed  that  wlU  not  cap^tnra  er  bend  la  tighunlag 

the  tcrew.     ManafiKUircd  •■l/ by  Ths  B.  B.  IVES  CO.,  Bsw 

(Plfty-paffv  Catalogae  Mailed  Free.) 


Bavsa.  Csaa..U.S*A« 
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ALL  GLASS  DISPLAY  CASES 


Are  tupersedinf  the  old  frame  bound.  Shows 
goods  more  eaecthrely;  neat,  refined  in  ap- 
pearance. Adapted  for  all  kinds  of  merchandise. 
Designer  of  nearly  all  display  cases  and  adver- 
tising devices  on  tiie  market    Prices  unequaled. 

Establishtd  1892. 
Write  to 

P.  A.  BECKER 

!•  De  Halb  Avc^  BROOKLYN.  N.  Y. 


BEAT  IT 

A  FINE  CASE 

16^  X  16  X  9 
2  Doors 
2  Shelves 
Suits  any  store 
Wood  Boxed 
for 

Price  $8.00 
Worth  $6.50 


SEASON     OPEN 

A  Mwey  Miter  Wt  fte  teller 

The   only  adjustable  window 
ventilator  fitting:  any  window 

CARRIBD    IN    STOCK    SIZBS 

Write  for  our  illustrated  catfilog  and  liberal 
discount  to  the  trade;  also  an  advertisins 
proposition  which  costs  you  nothing  and  is 
bound  to  sell  ventilators. 

Naflmial  Veatflator  C<HB|»aiiy 

I49-I5I  So.  Jefforaon  St..  ChieoLgo. U.S.  A. 


NOTHING  SO  DISGUSTING  AS  DIRTY  FLOORS 

Many  a  customer  has  been  lost  because 
of  a  dirtv  floor  that  spoiled  a  dainty 
eown.  Many  a  dollar  is  lost  daily  by 
dust — damage  to  stock. 

THERE  IS  A   REMEDY 

This  brush  is  certain  deatli  to  dust.  The 
reservoir  top  feeds  iust  enough  kerosene 

to  lay  the  dust  and  sweep  clean.     Does  not  oil  the  floor.    Send  for  one  on  approval 

and  see  what  it  saves.      We  prepay  express  charges. 

lAhmX   DtooMmts   to    Dealers   In   Quantltlee 

mtWAOKEE  DDSTLESS  BRUSH  CO..  "•JISJJSa.SJBf" 


FUEHCy-VOSHARDT  CO..  Inc. 

If  ANUPACTURBRt  OP 

Architectural  Sheet  Metal,  Ornaments, 
Art  Metal  Ceilinffs,  Finials,  Cresting 
Weather  Vanes,  Galvanized  Steel  Tanks 
For  All  Purposes. 

WITH    A    PULL    LINB    OP 

Sheet  Metal  Roofinir,  Conductor  Pipe, 
Eave   Trough.        Sheet  Capper,   Etc. 

8BND  FOR  CATALOQUB  NO.  17 

stMet  cmcAso,  nx. 
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Send  lor  Our  New  Catalog  of 

Cobblers*   Outfits, 
Lasts  and  Stands 

RIVETING  MACHINES.  CORN  SHELL- 
ERS,  HARDWARE  SPECIALTIES,  Etc. 


OUR  PRICES  WILL  PLBASB  YOU 

The  Root  Bros.  Co.,   Plymoiith,  0. 


NO.  «  vaivc 


THE     OAKMAN 

Combination  Valve 
GAS  ARCS 


Will  give  you  the  coavenience 
of  Electric  Lighting 

and 

Repay  its  cost  in  Mantle  saving 
within  a  year. 

OAKMAN  MFG.  CO. 
2M  Centre  Street  NEW  YORK 
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Founded  in  1828 
But  alwa3r8  Up-to-IHte 

Mi(laiii5on  Ko. 

raiLADEtraiA 

HEW  VORIC 

BOSTON 

CHICAOO 

Manufacturers  of 

Sand  Papers 

IN  EVERY  FORM 

You  take  no  riak  on  the  Quality 

We  make  only  the  Besti 

3fammerU55 
X3ack 

CeUulolcC  Colors. 

Brasa.  Steal,  and 

Nuxnlaars 

SollcOiecC  Dtspla3r 

sells  tacKs 

SMppltttd  by  iobl9ttr« 

HawKea-JacKson.  MaKera,  New  YorK 

HOW   TO 
RETAIL 
6AS0I,KNE 

1 

Send  For  This  Booklet 

''Bow  !•  tetall  GaMtoM*"  U  writton  to 
AoiwiBt  tlM  rotaUors  of  gaioloM  with  tho 
moans  of  soUlag  gaioloao  so  as  to  lacroaso  Ids 
profits,  4ocroaso  his  lahors,  cat  oat  all  tensor 
aai  gaaraatoo  paro,  cloaa,  aai  strong  gasolono. 

.^ 

f- 

Wf 

to  sen 

S.F 

i  want  every  dealer  handlings  g^aaolene 
d  for  this  booklet 

.BOWSER  41  CO..  Inc. 

■1 

Nfra .  Self  NcMoring  Gasolene 
«LAd  Oil  Storage  Task* 

1 

rORT  WAYNE.   INDIANA 

1 

ISAtUMkAT*.    mtnUmr   MMMVtthwlUf.   IMIPnnrAv*. 

t»^m,mm.    ii«wTwkoitr     oumk^ul        tmmt,m. 
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"IT" 

A.BINGI] 

AB 

RAT,  MOUSE, 
MmERand 
CAME  TRAPS 

►ON  TRAP  COR4PANY 

INODOIN.    lUUINOIS.   U.   S.  A. 

^^                 ^^^fcj'~*"^'''^^'»-i*'»».            l*»«cly 

—3^ ^^BM^y^-^-^        Pof 

'^^m^^jjM^^lgiggig^^^m^       Aetlon. 

O-    K.     GOPHER    TRAR 

Svetocatdiaiid                 ^^        JwS>    J^\ 
tvetobold.                                                        I 

The  0.  k.  Gopher 
Trap    we    furnish 
both  with  and  with- 
out  tidct.     Dh^- 
tions  for  setting  on 
each  trap. 

EASY  TO  SET     cut  showing  Gopher  Approaching  Trap. 

Mou«e  Trap.    Bay  it- 
Try  H- 

AUtae 
Irapwith 

record. 

HATCHETS 


COMBINi: 


Qualiiy,  Siyle  and  Finish 

AT   A   REASONABLE   PRICE 

SEVEN   STYLES 

Inquire  ol  your  Jobber  or  write  Maikera 


V/'OUR  stoves  will  sell  much  quicker, 
■*•  and  at  a  better  price,  if  polished  with 
Black  Kid  Stove  Polish. 

This  is  the  best  of  all  the  good  stove 
polishes  made. 

Six  or  twelve  five-pound  cans  to  a 
case.    Your  jobber  has  it. 


EMabltohed  1«N 


Gerts,  Lumbard  &  Qo. 
Brush  Makers 


Iiioorporpted  1991 


Aak  for  our 
Special  Hardware  Cataloffua  **G* 


298  and  210  Raidilph  St.,  CHICAGOb  ILL. 
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Give  Your  Customers 
"The  Horse'' 


*^jnjE  HORSE""  is  the  thle  of  a  new  illus- 
trated booklet  of  32  pases»  issued  by  the 
Dixon  Gmipany.  Thete  is  Tcry  little  matter 
of  an  advertising  nature;  the  book  is  devoted 
almost  entirely  to  interesting  information  con- 
cerning the  care  of  the  horse  in  and  out  of 
the  staUe»  <f  With  every  order  for  Dixon's 
Graphite  Axle  Grease^  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among 
such  customers  as  are  interested  in  horses. 
<f  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — free  on  request 


JOSEPH   DIXON   CRUCIBLE   COMPANY 

JERSEY  CITY,   N.  J. 


Snow  Flake  Axle  Grease 


TRADB   MARK 


I 


The  Grease  to  Buy 
The  Grease  to  Sell 
The  Grease  to  Use 


The  Snow  Flake  Axle  Grease  Compaay 

MAIVUfACTURBRS 

PITCHBURQ,    MASS^ 
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THE  MARTIN-SENOUR  CO. 

MAKBR8   ,OFr 

MONARCH  HOUSE  PAINT        SEN01IR*S  FLOOR  PAINT 

IM  Ptr  C«it  Pnrt  (Tht  Stiadard  Bmi) 

E-Z  FLOOR  AND  FURNITURE  STAIN 

"Wontnarwhtti"      "BMnwalkliiion'' 


RED  SCHOOL  HOUSE  PAINT 

TlMB*M«t''U«*'fwBtfW,BMfi,ft6. 

MARTIN'S  WHITE  ENAMEL 

"  Tht  white  that  ftayi  white  * 


and  a  Full  Line  of  Paint  and  Vamiah  Specialties. 


10?  VS  A  LINE 

>ur    beautiful    four-colorv 
rated  catalogue.  .  We  will 
it  to  you  gratis. 


2514 1#  2520  fiuanry  Street  ani  Arclmr  ATenm 
CHICAGO,  ILLS.,  V.  S.  A. 


Let  us  tell  you  about 

ALABASTINE 

about  our 
magnificent 
advertising 
campaign, 
what  we  can 
do   for  you 
locally  to 
make  Ala- 
bastine    an 
important  unit  in  your  busi- 
ness and  to  bring  new  trade 
into  your  store. 

We  hare  something  to  offer  that  will 
make  you  money.  Please  write  us 

ALABASTINE  COMPANY 


CIAND  RAPIDS.  mCB. 


mW  YOU  CITY 


142  anH  144  lupecter  Street 
HONTKIAL,  CANADA 


The  Yale  Lock  has  imitators— not  competitors. 
A  procession  isn't  a  race. 


otDo,; 


the  trade-mark 
'  more  than  lock 
quality.  It  stands  for  selling 
helps. 

Ask  for  samples  of  our  night 
latch  printed  matter.  It's  as 
good  as  the  lock. 

It  brings  lock  business — and 
other  business.     Write 

Yale  &  Towne  Mfg.  Co. 

9  Murray  St.,  New  York 
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ARB 

PROFIT    PRODUCERS 

FH>R 

TTHE    DEAUER 

They  coSt  you 
less,  but  retail  for 
the  same  prices  as 
Other  makes, 
thereby  netting 
you  a  much  larger ' 
percentage     of 

IMTOfit. 

Wo  hkw  i««  prepared  t 
glTiaff  de- 


■cripctoas  aad  lUucretloM 
•r  Mr  Mdrt  Um,  wbieb  we 


•pea  reqeeec  We  eell  direct 
le  the  deeler  ealy* 

60SHEN  SWEEPER  COe 

GRAND    RAPIDS,    MICH. 


■  ntastreted  plans,  details,  siieaB  and  prices 
^  in  Polder  No.  44  will  permit  yoa  to  inttUi- 

■  gen^hf  order  on  the  spot— send  for  it  to 

*  CHICAGO 


TThere  Is  sonetUnf  good  in  the  worst  el  «b» 
And  there  Is  soactl^  bad  fai  the  best  el  «s; 

So,  it  docs  not  behoore  any  of  ns 
To  speak  ill  of  the  rest  of  as." 

TJN  ill  word 
'^  has  never 
been  spoken 
about 


GARY'S 
UNIVERSAL 

BOX 
STRAPPINQ 


by  any  one  who  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
all  over  the  world.  By  striving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  discounts 
on  application. 

Gary  Manafaetaring  eompany 

19  &  21   ROOSEVELT  STREET 

NEW  YORK  cmr 


Easy  to  Erect 

Eaton  &  Prince  hand -power  eleva- 
tors are  easily  and  quickly  erected  by 
any  mechanic  of  ordinary  ability 
because  of  the  simplicity  of  their 
construction,  and  because  of  the 
complete  working  specifications  we 
furnish  with  each  elevator. 

Eaton  &  Prince  hand -power  elevators 
are  carried  regularly  in  stock  in  Chicago 
in  both  comer- lift  and  center- lift  pattens 
in  various  siaes. 

We  are  thereby   enabled    to  skip 
promptly  upon  receipt   qf  order. 

E.  &  P.  elevators  combine  economy 
and  simplicity  with  superior  ser- 
vice,   safety  and  satisfaction. 


ROOFING  SLATE 


SUTE  BLACKBOIiRDS    I 


I.  i.  JOHNSON  CO. 


88  PAIS  ROW»  NIW  TdlK 

QUARRIES ;  Pennsyhrania  and  VermeiH 

Prices  qaeted  delivered  saywhcre.   Booklet 
'  eemlplete  Priee  List  ea   Applicstlea. 

Wire  la«aMes  Ghrea  Qvieh   Alteiitieii 


U  Amvaatw  ABTBrnxxtsMniTt  it  is  DuiftAtii  that  You  MsirriON  HARDWARE  DEALERS'  MAGAZINE. 

Digitized  by ' 


Google 


54 


HARDWARE  DEALERS'  MAGAZINE 


Jakuabt,  ld08. 


We  Bhall  he  glad  to  send  you  Catalog 

describing 

TKc  Uttle  Beauty 

Dumb.Waiter 
TKc  Rapid  Transit 

Dumb-Waitcr 
The  Energy  Dumb- 

Waiter 
Tlie  Little  Giant  Dumb- 

Waiter 
The  Side  Post  Hand 

Elevator 
The  Bade  Guide  Hand 

Elevator 
Hand   Power  Passenger 

Elevator 
Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Lifts 
Power  Attachments  for 

Hand  Elevators 

ENERGY    ELEVATOR    COMPANY 

31-4-318  IV«>v  Street,     f>HIUADBLif>HIA,   I>A. 


ELEVATOBS 

AUTOMATIC 

NITGN  D06RS 

DUMB  WAITERS 

And  all  Appliances 
for  Same 

Manufactured  by 

O'Holll 
Etovator  Co. 

926  Cherry  Street, 

PHILADELPHIA,  PA. 
Send  for  Catalog 


HOTTEST    ON    EARTM 

"     LET  US 
PROVE  IT 

in  size.  Only 
inches  thick, 
iteed. 

Vo.  16 

0  TORCH 

t  each,  93.75  net 

The  Turner  Brass   Works 

61  PARK  AVE.  SYCAMORE,  ILL..  U.  S.  A. 


TURNBUCKUrES 


MERRILL  BROS.,  Brooklyn,  N.  Y. 


LOUDEN  GOODS 

iis2.i,^sirhS^rS^  ^' 

BARN  DOOR  HANGERS 
m  ANi  umi  CAiims 

Self    Opening    loe    Tonga,    and    B  ^den  Mohy.  Oo. 
ether     Hardware     Speinalriei. 
"Peaitiirely    bo    geeda    mU    te 


LOUDEN  MACmNEBY  GO^ 
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"THE  ANDROCK 


f1 


Patent 

Applied 

For 


CiUtPET  BEATER 


Is  made  of  Spring  Steel  and  has  the  right  "feel." 

Strikes  a  heavy  blow,  with  but  slight  movement  of  the  wrist,  caused 
by  the  opposing  coils  near  the  handle,  and  the  extra  weight  at  the  end. 

Removes  the  dust  quickly,  because  it  covers  a  large  area  at  every 
blow. 

Handle  riveted  on  so  that  it  is  impossible  to  get  loose. 
Write  at  once  for  catalogue  and  prices. 

ANDREWS    WIRE    AND   IRON   WORKS 

ROCKFORD,    ILJL. 
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INTERCtlANGEABLC 

LOCK-CORNER  SHELF  BOXES 

FOR  THE  HARDWARE  1RA0E. 


The  A.  H.  Green  Co., 

97-101  Warreo  ftt..  NEW  YORK. 


NASHUA  TILL  CO. 

MANUFACTURERS  OF 

Alarm  Cash  Drawers 

NmKxi*.  N   H..  V.  8.  A. 

SHELF  BOXES 

TO   onoKR 

HENRY  H.  SHEIP  MFO.  CO. 

(MabiaATC.aMlRuMphSt.  FWIaddpUa,  Pi. 

I6LUNG  STEP 
Udders  fir  Stores 

■CND  FOR  NO.  aa  CATALOOUK 

Coburn  Trolley  Track  Mfg.  C^ 

HOLYOKE,  MASS. 

No  modern  store  Is  eqnlp- 

STBP     L1ADDBR3 

M  part  of  itfl  outfit. 

We  make  Ladders  to  torn 
cohien;  to  fit  all  kinds  of 
uneven    shelving;    to   work 
where   floor  is  slanting;  to 
fit     any     special     require- 
ments-Hind  more    Ladders 

bined. 

Ask  about  the  new 
noiseless  track. 

CIRCUURS  FOR  THE  ASKING 

THE  BICYCLE 
STEP  LADDER  CO. 

66  Rtndolph  StrMt 
Chicago,  III. 

'::::::  1.  n.  younbs,  m  w.  74ti «.,  N.r.  city 
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QUICK  SELLING  HARDWARE  SPECIALTIES 


Metal  Oasp**  Cm!  and  lat  ImIc 


Bcft  QuBfy  TIaplale 


These  goods,  on  account  of 
their  construction  and  low 
price,  are  trade  winners  in 
every  sense  of  the  word,  as 
they  will  give  perfect  satis- 
faction to  the  purchaser  and 
to  the  retailer,  and  practically  sell  themselves. 

Write  for  prices. 

THE    ATTLjAS    IVfFG.    CO.»       New  Haven,  Comu 

'  New    Yoric    Representatives:    J.    C.    McCARTY  &  CO..  21  Murray  St. 


m 


■> 


H"  oct.  tool  Meet.  W  looff.   WOI  pnU  any  «ixe  naU. 

^^T^rS^'  MarsiiaUtown  Trowel  Co 


INDISPE:i>fSA.BLE: 

to  the  carpenter,  is  the  handiest  tool  for  the 
farmer,  a  seller  for  the  merchant.    Made  of 


MAKSHALLTOWN 
IOWA 
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BUILT    UPON    HONOR 

Up-to-Date  Hardware  Delivo'y  Wagon 


for  progressive  hardware  deal- 
ers. Easy  to  load  and  light 
of  draft     Best  grade  only. 

Sycamore  Wagon  Works 

lit  DW AID  STh  SYCMnu,  ni. 


Solderless  Pipe  Couplings 

Ends  of  Lead  or  Lead  and  Iron  Pipe  firmly  held  to* 
gether  without  solder,  making  liquid-tight  joint.  Easily 
applied  or  removed  by  ordinary  workmen.  Cheaper  and 
more  effective  than  wiped  joint.  Profitable  to  dealers. 
Good  seller.    Circular  worth  sending  for. 

MODERN  IMPROVEMENT  MFG.  CO. 

466  Seventeenth  Street,  Brooklyn,  N.  Y. 


I 


THE  VANDECRIFT 

WOOD  HANDLB 

SCREW  WRENCH 


will  not  crack  or  break.     Lower  Jaw  and  Handle 
;el  studs  inserted  clear  to  base.     Will  outlast  any 
uiuuuitjr   wiciicu.      TYFiic   lor  sample. 
THB  VAIVPBQRIRT  JVIFH3.  CO.,  Shelb>rvllle,  Ind.        New  Yofk  Office*  108-10  Duuit  St 


BICYCLE,  AUTO  AND  SHOP  WRENCHES 

Sizes  from  5  to  11  inches. 

SOLD   ON   THEIR   MERITS.  EACH   WRENCH    GUARANTEED. 

Nickel  Plated  or  Mottled  Finished. 

Thorouglily 
Cflsehardened 

:o., 

^BORO,  MASS. 


Tolerably   Good  Benches 

Are  Not  Quite  Good  Enoiiak 
For  Your  Trade 

Why  bother  with  them  ? 
.The  really  good  kind  cost  no  more  and 
are  considerably  more  profitable  to  handle. 
Send  for  catalog. 

GRAND    RAPIDS    HAND    SCREW   eOMPANY 

Lfficft  BcMh  Mannlaelnren  fai  Um  W«rM    ::     914  Jefferson  Ave.,    GRAND  KAPIDS,  HIOL 
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FIVE  HANDY  FARM  TOOLS  IN  ONE 


A  practical   combination  of  one  nut   wrench^  one  pipe  wrench  and  three  thread 
cleaners.      Diop  forged  from  English  Tcol    bteel,    scientifically    tempered;    jaws 
and  dies  sharp,  hard  and  keen;  weighs  17 >^    ozs.;    8^^    inches   long;    handsomely 
finished  in  non-nist«  gun-metal  style. 

THE  HAWKEYE  WRENCH  SELLS  EASILY 

because  the  man  on  the  farm  can  see  at  a  glance  that  he  absolutely  needs  this  wrench 
for  his  mower,  binder,  com  planter,  plow,  wind-mill,  cream-separator,  gas  engine,  buggy, 
wagon,  manure  spreader,  hay  loader  and  for  a  hundred  other  purposes. 

One  hardware  clerk  in  a  town   of  about   12,000  tells  us  he  sola  649  Hawkeyes  in  one  year  by    , 
simply  making  it  a  rule  to  show  and  talk  it  for  a  few  seconds  to  every  farmer  who  came  into 
the  store. 
Better    order   a    few    to-day    from    your   jobber— don't  wait  until  spring— it  may  then  be  too  late  to 
get  your  order  filled  promptly. 

HAWKEYE  WRENCH  CO^  Box  M7.  Marrtiamowii,  low,  U.  S.  A. 

TH«  steadily  InereaAlns  popularity  of 

**SYRA.CUSE:**  Cup  Point  Nail  Sets 

among  users  is  due  to  their  superior  quality. 
The  standard  for 
twelve  years.  Look 
for  the  name.  Points 
2,  8  and  4/32,  as- 
sorted  or  solid   sizes,  as  ordered. 

ManufaGtured  by  SYRACUSE  TWIST  DRIUU  CO. 
Prleas  eh«erffully  quoted.  934  Orapa  Street,  SYRAGUSB,  IN. 


"VICTOR"    REVERSIBLE   CHAIN    WRENCH 


Strain  comes 
ttgainst  shoulder. 

Hhcli  psrtof  Han- 
dle and  forced  in 


Jaws  interchange- 
able. 


Ask  yonr  Jobber. 

Manufaetured   by    C  E-   BONNER  MHO.  CO.,  Chrisman,  111. 

Manufturturers  of  all  kinds  of  Drop  Forged  Tools.     Catalog  upon  request. 


HANDY    WRENCHES 

A  set  of  5  of  our  new  General 
Service  Wrenches,  (10  openings) 
put  up  in  a  serviceable  kit  bag, 
especially  adapted  to  use  on 
Autos,  wagons,  on  the  farm,  etc. 
They  are  light,  long  and  strong. 
Our  new  pocket  catalog  describes 
them  and  many  other  tools. 


TME   BlUUIIVaS   A   SPEINCER   GO. 
Hartford,  Conn. 
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Arc  always  made  when  you. 

SHOW  A  BEMIS  ft  CAU  WRENCH 

•■r  CMflbtaurtlMi  Pipe  ant.  Nat  Wreadl  is  a  strong,  serviceable  combination  of 
Nut  and  Pipe  Wrench,  that  enables  the  mechanic    to   tackle   any  kind  of  a  job   without 
;  aid  or   necessity  of  other  wrenches.       Icatf,    Bar   aad    Sluali,  Oae   ~'        -     -  -      - 


Plete   Sled  rtrflaf. 


AOJU8TABLE-8-NUT    WRENCH 

This    wrench    has   become   ktaif  •!  ito  daas,    by  its  many  advantages. 
The  operating  nut  being  of  sufficient  diameter  to  allow 
easy  adjustment  by  the  thumb  of  the  hand 
which  holds  it. 


Let's  Get  Acquainted. 


\  A  CaU  lUriware  A  TmI  C«. 
Sprteffldd.! 


Send  for  Our  Catologue. 


DO  YOU  CARE? 


ool  made 
in  all  i.t 
wrapped 
all  kinds, 
adily  and 
ling  line, 
itter. 


J.  H.  WILLIAMS  &  CO^  ^^JSSSi^'"'  BROOKLYN,  N.  Y. 


Fahrig  Anti-Fridion  Metal 

THE  BEST  BABBIT  METAL  ON  THE  MARKET 

It  will  pay  dealers  to  handle  this  high 
class  product.  Nothing  else  like  it. 
Write  for  literature  and  prices. 

FAII16  HETAL  CO^   S16  lodioo  Street,  New  York 


ACME  SAW  TOOTH 

Corrngated  Joint  Fastt-ners,  KIther 
Parallel  or  Divergent  Corrugation. 

DRIVES  EASILY-CUTS  CLEAN 

Pat  up  in  cartons  of  1,000  each  for 
glielf  hardware  trade. 

SOLE  MANTJPACTURERB 

ACME    STEEL    GOODS    CO. 
CHICAGO  28  Elm  St^  NEW  YORK 
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The  n«inc  CLARK  insurea  QUALITY,  WORKMANSHIP  and  DURABILITY  in  our  complete 
line  of  TRUCKS  and  CASTORS.  THE  QEORGB  P.  CLARK  CO.,  WittdHor  Locks,  Conn.,  New 
York  Offlce,  lloom  205,  258  Broadway. 


SHTSOrS 


eOMBINATION 
eUSHION 

enniR  tips 

WITH  METAL  BUSHING 

For  Hard  Wood  and  Marble  Floors 

Made  of  heavy  sole  leather,  metal  bushing  and 
felt  washer.  Attached  by  nail  to  chair  leg.  It  is 
noiseless  and  leaves  no  marks. 

SBND    FOJR    CATALOGUE 

BUA.STIC    TIP    COMPANV 

370    Atlantle    Avenue,       BOSTOIN,  IVf ASS.,   U,  S.  A. 


PATENTED 


Carry  ir\  stocK  a  complete  line  of 

REFRIGERATOR  TRIMMINGS 
BUILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
COAT  and  HAT  HOOKS,  Etc 

WRITE  FOR  CATALOGUE 
Special   Goods   Made   to   Order 

Goods    IVffg.    Co. 

BROOKLYN,    N.   Y. 
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OLDEST 


ESTABLISHED   1838 


LARGEST 


The  Frank  Mhxer  Co. 

Mannfactiirers  of  the  Preparations  for  Use  on  Harness  Known  as 

The  standard  of  the  Worid' 


Hifl^hest  Awards,  Centennial,  1876 
Higliest  Awards,  World's  Fair,  1893 


»; 


Harness  Dressing 


HASHESS  OIL. 

Preserves  and  softens  the 
leather,  consequently  adds 
life.  Ck»mpounded  with  pure 
neatBfoot  oil. 


The  very  best  article  of  its 
kind.  Unequaled  for  use  by 
both  manufacturer  and 
owner  of  harness. 


I.  Z.  L.  HASBESS  OIL 

Second  in  quality  only  to 
our  Frank  Miller  Harness 
Oil.    Superior  to  all  othera 


nUUKHLUBS 


Carnage  Top  Bressing. 

Giyes  an  elastic,  durable 
water-proof  gloss  and  is  posi- 
tiyely  safe  to  use  on  finest 
stock. 


ED€E,  COLLAR  AND 
HARNESS  INKS 


AZUE!  OIL 

Superior  to  Castor  Oil; 
lasts  longer  and  will  not 
gum. 


HABBESS  SOAP. 

Unriyaled  for  Cleaning  and  Our  preparations  are  nm- 

softening  the  leather,  abeo-  'orm   in   quality  and   the 

lutely  pure.  quality  the  best 

The  Frank  MiUer  Co. 

OmCB  AND  PACTORT  EUROPEAN  OPPICE 

S1falS51We8l2llhSL.NEWTflE.U.S.A.    TfwerChnkere.ll0trfile.IjtNBM,CC 

Bend  for  Priee  ZtiBt  mmd  Cmtmlogue. 
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MANUFACTURERS  OP 

COXXOIW 


TWINES,   MOPS,   WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 


NEW  YORK  OFFICE:  97  WamnStTMt      1?o1l    DImrOl*      -ILiofifi 
Tel«phoae:7950CortUndt  fall    KlVeT^    -    MBSS* 


"llwleDljIlplloltisfodM" 


AN  ILLUSTRATED  AND  CONVINCING  PROS- 
PECTUS, TO  SHOW  YOU  HOW  IMPORTANT 
IT  IS  THAT  YOU  AND  WE  CO-OPERATE  SO 
THAT  WE  BOTH  MAKE  MONEY.  WHETHER 
YQU  ARE  OR  ARE  NOT  SELLING  THE 

IWAN    POST    HOLE  AUGERS 

AND  OTHER  IWAN  SPECIALTIES,  WE  WANT 
YOU  TO  SEE  THIS  PICTURE  SALESMAN. 
BY  RETURN  MAIL  IF  YOU  ASK  FOR  IT. 


Iwan  Brothers 

Manufacturers  STREATOR,  ILL. 
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SILVER  LAKE 


Our  NtflM  to  StamiMd  oo  the  Cord 


dILVER  LAKE  »A»I1   CORD 

RECOGNIZED  STANDARD  SINCE  ISift 

Warranted  to  gire  aatisfaction  when  used  with  weights  arid  pulleys  recommended  In  our  catalogue 

Made  in  all  sixea,  Yanring  by  32da  of  an  inch  in  diameter. 

Braided  on  our  own  marhinea  by  tlie  moat  experienced  workmen. 

Made  from  selected  stock,  free  from  waste  and  imperfections. 

Hard  braid  and  amooth  finish  make  its  appearance  and  wearing  quaUties  the  best. 

Our  name  stamped  on  every  foot  of  the  cord  itself  makes  identification  easy. 

Sihrer  Lake  Braided  Cord  is  guaranteed  In  every  particular. 

Compare  tiiese  lew  featurea  with  ALL  the  best  points  you  know  of  other  sash  corda 

and  see  how  we  stand. 
Write  for  Catalog  B.    It  contains  valuable  information  regarding  our  braided  cord. 

THB    SlUVBR    LrAKB    CO. 


78    Ghaunoy    Street* 


BOSTON,    Mi^SS. 


Manila  and  Sisal 


"Columbian" 

Eureka"  R  OPE 


and 


Columbian  Rope  Co, 

Auburn,  New  York 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage 

Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn 

Jute  and  American 
Hemp   Twines 


Agencies  in  All  Principal  Cities 
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"WTTTH  this  number  the   Hardware    Dealers'  Magazine   enters 
^^      upon   its   fifteenth  year  of  continuous  publication  under 
the  same  management. 

O  TARTED  in  the  business  depression  of  1893,  with  slender 
^  capital  and  a  field  already  occupied,  it  has  steadily  expanded 
in  quality  and  quantity  and  now  completes  the  most  prosperous 
year  in  its  career. 

^TWERE  has  been  a  little  luck,  plbnty  of  hard  work  and  there 
"^  have  been  many  mistakes  in  the  years  that  have  passed,  but 
the  real  secret  of  its  success  has  been  due  first  and  last  to  the 
hearty  co-operation  and  good  will  extended  by  merchants  and 
manufacturers. 

T^HEREFORE,  Greeting  on  this  New  Year  to  J.  P.  Jorghnson 
^  Co.,  Jtmeau,  Alaska;  to  Kenchiku,  Kanamono,  Shakai,  Tokyo, 
Japan;  to  T.  Alcock  &  Co.,  Durban,  South  Africa;  to  G.  Friman 
Clausen,  Christiania,  Norway,  and  to  the  busy  army  of  twenty 
thousand  Hardwaremen  abroad  and  at  home,  for  whom  and  with 
whom  we  trim  our  sails  for  another  voyage  on  an  unknown  year. 

A  S  we  enter  the  New  Year  under  a  clearing  sky,  let  us  express 
^^  the  conviction  that  before  the  "New  Year"  has  become  the 
"Old  Year"  the  mists  will  have  entirely  lifted,  exposing  to  view  a 
wider  horizon  of  business  expansion  than  this  great  country  of 
ours  has  ever  known. 

DANIEL  T.  MALLETT. 
New  York,  January  1,  1908. 

^7  Digitized  by  Google 


May  Good  Luck  and  Good  Health 
Bimness  Prosperity  and  Wealth 
Extend  you  a  greeting  at  the  gate 
Of  Nineteen  Hundred  and  Eight 
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Louisville,  Ky. 

Daniel  T.  Mallett, 

Publisher  Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen  : 

The  fifteenth  anniversary  is  the  Crystal ;  the 
clearness  and  brilliancy  which  pertain  lo  the 
Crystal  pertain  also  to  the  Hardware  Dealers 
Magazine. 

It  seems  but  recently  since  it  came  upon  the 
scene,  gently  but  surely  feeling  its  way.  Now 
the  years  have  passed,  and  it  is  firmly  estab- 
lished. 

We  drink  its  health — metaphorically,  of 
course — out  of  a  crystal  goblet. 

It  is  a  most  acceptable  visitor  to  our  office. 

With  best  regards  to  you  and  wishing  you  a 
happy   future. 

We  are,  Yours  truly, 

Wm.  R.  Belknap, 
Pres.  Belknap  Hardware  Co. 

Buffalo,  N.  T. 

Daniel  T.  Mallett, 

New  York. 
Dear  Sir: 

We  wish  to  express  our  congratulations  on 
the  occasion  of  the  Hardware  Dealers'  Maga- 
zine entering  upon  its  fifteenth  year,  and  we 
trust  that  the  foundation  so  well  laid  in  the 
hearts  of  the  Hardware  people  will  prolong 
its  existence  for  all  time  to  come. 

It  is  very  evident  that  it  is  appreciated  not 
only  by  the  retail  dealers  as  well  as  the  Job- 
bers, for  all  can  read  it  with  interest  and 
profit. 

You  have  a  happy  faculty  of  expressing 
yourself  in  such  a  short,  concise  manner,  de- 
void of  all  unnecessary  use  of  words. 

With  kindest  regards, 
Believe  us. 

Yours  sincerely. 

Weed  &  Co. 

New  Haven,  Conn. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

It  gives  me  great  pleasure  to  congratulate 
the  Hardware  Dealers'  Magazine  upon  enter- 
ing upon  its  fifteenth  year,  and  to  extend  my 
best  wishes  for  its  future.  I  have  been  greatly 
interested  in  the  growth  of  the  Magazine  since 
its  first  number  was  published,  and  it  has  al- 


ways been  a  pleasure  to  receive  it  and  to  look 
over  its   interesting  columns. 

A  publication  of  this  kind  affords  a  most 
satisfactory  medium  for  the  exchange  of  ideas 
among  people  in  the  same  line  of  trade  and 
proves  of  educational  importance,  not  only  to 
the  newcomer  in  the  business,  but  also  to  the 
men  whose  long  business  experience  has  taught 
'beni  that  something  new  may  be  learned 
every  day. 

Wishing  you  a  most  prosperous  future, 
T*  am, 

Yours  very  truly, 

George  J.  Bassett, 
Pres.  The  Johrv  E.  Bassett  :&  Co. 

Orand  Bapids,  Mioh. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

Permit  me  to  congratulate  you  on  entering 
the  fifteenth  year  of  publication. 

The  Hardware  Dealers'  Magazine  is  one  of 
the  most  complete  publications  that  we  have 
ever  seen;  it  is  not  so  bulky  as  to  be  burden- 
some, and  yet  it  contains  all  the  necessary 
information. 

One  of  the  best  features  is  the  reports  that 
ynu  get  from  time  to  time  from  various  parts 
of  the  country,  making  it  possible  for  the 
readers  of  your  Magazine  to  keep  themselves 
thoroughly  posted  on  the  situation. 

If  we  were  asked  how  could  you  better  the 
Magazine,   we   would   be  at   a   loss   to   know 
what  to  say — it  is  very  complete. 
.   Yours  truly, 

J.  J.  RUTKA. 

Vice-Pres.  Clark-Rutka- Weaver  Co. 

Middletown,  Ohio 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

I  have  been  a  constant  reader  ^f  the  Hard- 
ware Dealers'  Magazine  since  its  first  issue, 
and  have  every  one  on  file. 

This  should  show  that  I  am  well  pleased 
with  it.  I  like  the  short,  pointed  information, 
and  consider  it  one  of  the  most  attractive  and 
reliable   trade   papers   that   I   receive. 

With  best  wishes  for  your  continued  suc- 
cess, 

I  an-*. 

Yours  truly. 

C.  C.  Fours. 
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St.  Plaul,  Minn. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

1  have  read  the  Hardware  Dealers'  Maga- 
zine from  the  Brst  issue  and  can  truly  say  that 
to  any  Hardwarcman,  be  he  wholesale  or  re- 
tail, the  Magazine  has  its  value;  the  reading 
matter  is  always  interesting  and  pointedly 
valuable. 

The  advertisements  are  carefully  scrutinized 
as  articles  of  merit  only  appear.  The  Maga- 
zine should  be  in  the  hands  of  every  owner 
of  a  Hardware  store  and  the  proprietor  would 
do  well  if  he  made  it  a  point  to  insist  that  his 
clerks  should  read  it  from  cover  to  cover.  I 
believe  that  a  present  from  proprietor  of  a 
year's  subscription  to  this  Magazine  would  be 
of  value  lo  both.  It  would  pay  both  away 
beyond  the  cost. 

With  best  wishes  for  continued  success, 
I  am. 

Yours  very  truly, 

T.  G.  Walther, 
Vice-Pres.  Hackett,  Walther,  Gates  Hdw.  Co. 

Chicago,  ni. 

Daniel  T.  Mallett, 

Hardware  Dealers'  Magazine, 

New  York. 
Dear  Sir: 

For  as  many  years  as  it  has  been  published 
Yfe  have  read  with  interest  the  Hardware  Deal- 
ers' Magazine  and  have  noted  its  constantly 
increasing  value  to  the  Hardware  merchant. 

It   is   bright,   newsy,    accurate  and   reliable, 
including  in  compact  form  a  mass  of  informa- 
tion   devoted    exclusively    to    the    Hardware 
trade. 
We  congratulate  you. 
Yours  very  truly, 

HiBBARD,  Spencer,  Bartlett  &  Co. 

Seading,  Fenn. 

Hardware  Dealers'  Magazine, 

New  York, 
Gertlemen: 

We  have  been  subscribers  to  the  Hardware 
Dealers'  Magazine  ever  since  it  has  been  pub- 
li.shed,  and  we  look  for  same  with  more  eager- 
ness than  vf^  do  for  our  daily  papers. 

We  can  also  see  the  improvements;  we  re- 
member the  Magazine  when  first  published, 
and  are  pleased  to  say  that  we  do  not  know 
any  publication  that  has  improved  more,  and 
given  morevakiable  information  than  the 
Hardware  Dealers'  Magazine,  and,  no  doubt, 
every  Hardware  merchant  is  doubly  repaid  by 
reading  same. 

We  certainly  wish  you  success  in  the  future 
as  i{i  the  past. 

Respectfully  your.s, 

Stichter  Hardware  Co.,  Ltd., 
A,  B,  Stein,  Secy. 


Atlanta,  Oa. 

Hardware  Dealers'  Magazine, 
253  Broadway, 

New  York. 
Gentlemen : 

It  is  with  much  pleasure  that  we  congratu- 
late you  upon  the  beginning  of  your  fifteenth 
year  the  publication  of  your  excellent  Maga- 
zine. 

We  believe  that  no  trade  publication  is  more 
wideawake,  more  reliable,  or  more  in  touch 
with  the  trade  than  yours. 

Hoping  that  you  may  continue  for  one  -hun- 
dred and  fifty  years  longer, 
We  are,  Yours  truly. 

King  Hardware  Co., 
Geo.  E.  King,  Pres. 

Pittsburg,  Pa. 

Daniel  T.  Mallett, 

Hardware  Dealers'  Magazine, 

New  York. 
Dear  Sir: 

We  were  one  of  your  first  subscribers  to  the 
Hardware  Dealers'  Magazine,  and  it  has  al- 
ways been  a  publication  which  was  not  only 
interesting  to  the  Jobbing  trade,  but  to  the 
Retailer  and  Manufacturer  as  well. 

We  want  to  congratulate  you  on  the  success 
which  you  have  attained,  and  we  can  only 
hope  that  the  next  fifteen  years  will  show 
equally  as  good  results. 

We  never  miss  reading  it,  and  consider  it 
one  of  the  most  interesting  and  valuable  pub- 
lications which  comes  to  our  notice. 
Yours  truly, 

James  C.  Lindsay  Hardware  Co., 
A.  J.  Buhler,  Treas- 

St.  Louis,  Mo. 

D.  T.  Mallett, 

Hardware  Dealers'  Magazine, 

New  York. 
Dear  Sir: 

We  take  pleasure  in  indorsing  the  Hard- 
ware Dealers*  Magazine.  We  always  read  its 
columns  with  interest. 

Every  Hardware  merchant,  whether  Manu- 
facturer, Jobber  or  Retailer,   should  take  the 
Hardware  Dealers'  Magazine  and  should  read 
it  carefully.     It  will  be  dollars  in  his  pocket. 
Yours  truly, 

Norvell-Shapleigh  Hardware  Co. 

Wilmii^^n,  Del. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

We  must  say  that  we  get  valuable  informa- 
tion from  the  Hardware  Dealers*  Magazine. 
We  think  it  one  of  the  best  published,  and  we 
hope  that  ir  will  continue  to  grow  in  useful- 
ness and  prosperity. 

Yours  very  truly, 

N.  Jac«bi  Hardware  Co. 
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ColumbiuBy  Oa. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

We  are  very  much  delighted  with  the  Hard- 
ware Dealers'  Magazine.  It  fills  a  rery  impor- 
tant place  with  us,  so  much  so  that  we  file 
each  number  and  frequently  refer  to  them  for 
information. 

Your  illustration  of  new  goods  is  more  com- 
plete and  comprehensive  than  any  other  pub- 
lication we  know  of,  and  the  contents  as  a 
whole  are  worth  to  the  business  man  several 
times  its  cost.  We  also  find  ^^lual)le  sugges- 
tions in  your  window  display  articles. 

We  wish  you  continued  success  and  ad- 
vancement. 

Yours  respectfully, 

Methvin  Hardware  Co., 
T.  S.  Methvin,  Pres. 

Pittsbxirg,  Pa. 

Hardware  Dealers'  Magazine, 

New  York, 
Gentlemen : 

We  take  pleasure  in  commending  the  Hard- 
ware Dealers'  Magazine  to  the  Hardware 
trade  as  a  useful  and  creditable  publication. 

All  merchants  should  keep  posted  as  to  what 
is  going  on  in  the  business  world,  and  espe- 
cially in  their  own  branch  of  it. 

There  is  no  better  way  to  do  this  than  to 
subscribe  for  and  read  the  Hardware  Dealers' 
Magazine. 

Yours  very  truly, 

Logan-Gregg  Hardware  Co., 
Geo.  B.  Logan,  Pres. 

Oalesbiu^j  111. 
Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

We  have  been  subscribers  to  the  Hardware 
Dealers'  Magazine  for  several  years,  and  it  is 
read  from  cover  to  cover  by  ourselves  and 
most  of  our  clerks. 

We  certainly  enjoy  reading  the  very  able 
articles  in  your  Magazine  each  month;  are 
especially  gratified  to  have  our  salesmen  take 
interest  enough  in  their  work  to  read  all  the 
articles  you  publish. 
Wishing  you  continued  success, 
We  are, 

Yours  truly, 

Churchill  Hardware  Co., 
G.  B.  Churchill,  Pres. 

New  York  City 

D.  T.  Mallett, 

Hardware  Dealers'  Magazine, 

New  York. 
Dear  Sir: 

We  take  pleasure  in  stating  that  of  all  of 
the  advertising  that  we  have  done  the  direct 
results  which  we  have  received  have  been 
greater  through  your  publication  than  in  any 
other  way. 


It  certainly  would  seem  as  if  you  occupied 
a  unique  position,  as  far  as  the  general  Hard- 
ware trade  is  concerned,  not  only  in  the  United 
States,  but  througfhout  the  world. 
Yours  very  truly, 

WiEBUSCH  &  HiLGER,  LtD., 

W.  M.  Taussig,  Pres. 
Dublin,  Oa. 

Hardware  Dealers'  Magazine, 

New  York, 
Gentlemen ; 

We  have  been  subscribers  to  the  Hardware 
Dealers'  Magazine  for  such  a  number  of  years 
that  we  hardly  see  how  we  could  get  on  with- 
out it. 

We  find  a  great  deal  of  good  reading  mat- 
ter   and    most    valuable    information    in    the 
Hardware  Dealers'  Magazine. 
Yours  very  truly, 

Robinson  Hardware  Co., 
W.  W.  Robinson,  Pres. 

Joliet,  ni. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen ; 

We  are  always  glad  to  receive  the  Hardware 
Dealers'  Magazine. 

We  read  it,  and  gel  as  many  of  our  help  to 
read  it  as  possible. 

The  advertisements  are  looked  over  in  every 
issue;  it  is  bright  and  up  to  date  and  a  hep 
in  our  business. 

Very  truly  yours, 

Barrett  Hardware  Co.. 
J.  O.  Barrett,  Pres. 

Bryan,  Ohio 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

Kindly  accept  my  congratulations  on  tht 
success  of  the  Hardware  Dealers'  Magazine, 
as  I  consider  it  one  of  the  best  Hardwareman's 
publications. 

Yours  very  truly, 

F.  W.  Ingalls, 
Vice- Pres.  Ohio  Hardware  Association. 

Boston,  Mass. 

Hardware  Dealers'  Magazine, 

New  York. 
Gentlemen : 

It  gives  us  great  pleasure  to  commend  most 
heartily  the  Hardware  Dealers'  Magazine. 

The  writer  goes  through  it  carefully  every 
month  and  gathers  information  well  worth  the 
time  spent  in  doing  so,  and  we  believe  that 
every  merchant  who  has  dealings  in  the  Hard- 
ware line  would  benefit  by  carefully  perusing 
each  issue.  Our  line  is  not  shelf  Hardware. 
but  we  get  help,  nevertheless,  from  your 
Magazine. 

Yours  truly. 

Brown- Wales  Co., 
W.  Q.  Wales,  Treas, 
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Nashville,  Tenn. 

Daniel  T.  Mallett, 

Hardware  Dealers'  Magazine, 

253  Broadway, 

New  York. 
Dear  Sir; 

I  have  been  a  constant  reader  of  your  splen- 
did publication,  the  Hardware  Dealers'  Maga- 
zine for  a  number  of  years,  and  as  such  have 
had  an  opportunity  to  observe  closely  its 
growth,  development  and  influence  on  Manu- 
facturers, Jobbers  and  Retailers,  and  am 
pleased  to  extend  you  congratulations  on  your 
unqualified  success. 
With  best  wishes  for  your  continued  success, 
I  remain^ 

Yours  very  truly, 

Irby  Bennett. 

Kansas  City,  Ho. 
Daniel  T.  Mallett, 

New  York. 
Dear  Sir: 

I  am  glad  to  say  a  word  of  praise  for  the 
Hardware  Dealers'  Magazine,  for  it  certainly 
is  a  worthy  publication  and  one  that  meets  the 
demands  9f  the  Hardware  Dealer,  both  large 
and  small. 

I  look  forward  to  its  receipt,  reading  with  a 
great  deal  of  interest  every  one  of  its  pages 
and  gain  good  ideas  pertaining  to  the  Hard- 
ware business  generally. 

T  wish  you  continued  success  and  a  prosper- 
ous New  Yean 

Yours  very  truly, 

Geo.  H.  Bunting, 
Pres.  Bunting- Stone  Hardware  Co. 

Atchison,  Kansas 

Hardware  Dealers'  Magazine, 

New  York. 
Gf»ntlemei4 : 

Tt  afford^  us  much  pleasure  to  congratulate 
you  upon  your  anniversary  and  to  assure  you  - 
that  the  trade  all  over  this  country  will  greet 
you    with    the    most   kindly    sentiments    upon 
this  occasion. 

You  have  the  satisfaction  of  knowing  that 
the  work  you  have  done  for  the  past  years 
has  been  at  all  times  for  the  best  interests  of 
both  the  retail  and  the  jobbing  Hardware 
trade. 

You  have  been  very  loyal  friends  through 
all  these  years  and  your  influence  has  grown 
from  year  to  year. 

You  have  managed  the  perplexing  questions 
that  have  arisen  with  tact,  good  judgment  and 
dignity,  and  we  hope  that  you  will  continue  to 
grow  in  the  same  ratio  for  the  next  fifteen 
vears. 

With  best  wishes,  we  are, 

Sincerely  yours, 

The  a.  J.  Harwi  Hdw.  Co., 
A.  J.  Harwi,  Pr^s, 


New  Tork  City 

Daniel  T.  Mallett, 

New  York. 
Dear  Sir: 

We  have  been  subscribers  to  the  Hardware 
Dealers'  Magazine  since  its  inception  and  it 
has  constantly  grown  in  favor  with  us,  and  we 
have  been  repaid  many  hundred  times  in  read- 
ing its  snappy  and  up-to-date  information. 

You  have  continually  improved  the  publica- 
tion, and  its  circulation  proves  that  it  is  ap- 
preciated by  the  trade.  We  say  that  no  Hard- 
ware Merchant  or  clerk  throughout  this  entire 
land  should  be  without  a  subscription  to  the 
Hardware  Dealers'  Magazine,  and  we  heartily 
indorse  it  in  every  respect. 
Yours  truly, 

Neal  &  Scott  Co., 
Bernard  B.  Neal,  Pres. 

Chioago,  Bl. 

Hardware  Dealers'  Magazine, 

New   York. 
Gentlemen : 

We  certainly  feel  that  you  are  entitled  to 
some  expression  from  us  as  regards  the  merits 
of  the  Hardware  Dealers'  Magazine,  as  an 
advertising  medium  for  our  line  of  products. 
Our  experience  this  year  has  been  that  your 
publication  has  brought  us  five  times  as  many 
responses  as  any  of  our  other  advertising  me- 
diums. We  have  received  responses  not  only 
from  the  States,  but  from  foreign  ports,  such 
as  Japan,  New  Zealand,  West  Indies  and  the 
South  American  States,  which  show  that  the 
claim  made  that  the  Magazine  covers  the 
world,  is  well  sustained. 

Yours  very  truly, 

The  Martin-Senour  Co., 
William  Jones,  Secy. 

New  Haven,  Conn. 

Hardware  Dealers'  Magazine, 
233  Broadway, 

New  York. 
Gentlemen : 

We  congratulate  you  on  your  fifteenth  anni- 
versary and  sincerely  hope  that  you  may  enjoy 
a  great  many  more. 

We  have  always  liked  the  Hardware  Deal- 
ers' Magazine  from  the  beginning,  and  you 
should  succeed  and  continue  to  grow  as  long 
as  you  put  out  as  good  a  paper  as  you  have 
in  the  past. 

As  an  advertising  medium  we  have  found 
the  Hardware  Dealers'  Magazine  entirely  sat- 
isfactory in  its  class,  and  to  the  retail  Hard- 
wareman  we  know  of  no  better  publication  for 
him  to  buy  and  read  carefully. 

With  very  best  wishes, 

Tu5  Marlin  Firearms  Co, 
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I€r.  Danitl  T«  Mall'btty  Publisher, 

Bardware  Dealers  *  Magazine, 
New  York  City, 
ICr  dear  Mr.  BCaUettt 

It  ie  rery  pi  easing  to  know  that 
you  are  about  to  enter  on  the  fifteenth  year  of  your 
work  in  connection  with  the  Hardware  Dealers*  llagazine* 

The  writer' haa  learned  with  a  great  deal  of  .in- 
terest of  the  continued  growth  and  popularity  of  your 
moat  excellent  publication*  It  is  ao  edited  that  while 
one  la  receiT^ing  instruction  which  pertains  to  the 
Hardware  business^  he  ia  at  the  same  tine  reading  matter 
written  in  a  manner  to  make  it  really  aa  interesting  as 
would  be  any  other  character  of  literature* 

Hoping  that  the  popularity  of  the  Hardware  Dealers' 
Ifagazine  may  increase  both  in  this  country  and  abroad, 
I  remain I 

Yours  ^JNtiTTN 
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GOOD  CHEER  FOR  THE  NEW  YEAR 

THE  SKY  STILL  BRIGHTER 

Reports  from  Leading  Hardware  Jobbing  Houses 
Are  Cheeiful  in  Tone  and  Indicative  of  a  Large  Busi- 
ness for  1908 — People  Are  No  Longer  Scared,  and 
Are  Buying  Goods — Observations  and  Advice  as  to 
Production  and  Prices — Causes  of  the  Recent 
Trouble,  and  Suggestions  as  to  How  the  Like  Can  be 
Avoided  in  the  Future. 

There  is  pepsin;  there  are  anti-blue  pills;  there  is  medicine  to  drive  away  bilious- 
ness: there  is  optimistic  tonic,  and  a  bracer  better  than  cocktails,  in  the  letters  which 
follow;  in  these  reports  of  American  Hardware  jobbers  who  are  buying  and  selling 
goods;  who  are  paying  their  bills,  and,  what  is  better,  are  being  paid  by  their  customers. 

The  year's  business  has  been  good.  The  fall's  business  has  been  good.  The 
December  business  has  been  good.     The  promise  for  1908  is  good. 

What  more  could  anybody  ask?     What  more  can  be  desired  or  expected? 


Are  Biiyi2ig  as  Usual 

George  Worthington  Co.,  Cleveland,  Ohio: 
Ihe  general  conditions  in  this  market  are 
1  ot  as  bad  as  the  reports  would  indicate.  In 
fact,  our  trade  throughout  the  agricultural  dis- 
tricts of  the  territory  that  we  cover  has  been 
holding  up  remarkably  well.  A  great  many  of 
oar  customers  are  buying  the  usual  amount  of 
seasonable  goods  for  later  shipment,  such  as 
lawn  mowers,  poultry  netting,  wire  cloth. 
screen  doors,  ice  cream  freezers  and  other 
lines.  In  some  of  the  large  manufacturing 
towns  and  cities  the  depression  has  been 
marked,  due  entirely  to  the  temporary  short- 
age of  currency.  That  tkis  condition  will 
shortly  pass  there  is  no  question  in  our  mind, 
and,  indeed,  we  are  looking  forward  to  an- 
other prosperous  year.  While  we  do  not  ex- 
pect the  buying  for  speculation  that  has  taken 
place  in  the  past,  still  we  are  confident  that 
most  of  our  customers  will  buy  what  they 
want  for  their  regular  needs,  and  will,  as 
usual,  anticipate  their  wants  for  seasonable 
goods,  as  they  have  in  the  past. 

The  general  conditions  throughout  the  coun- 
try are  good.  While  some  crops  have  shown 
a  shortage,  still  the  excess  prices  that  are  be- 
ing gotten  for  farm,  products  this  year  over 
last — in  fact,  over  the  several  years  past,  more 
than  compensate  the  farmers  for  the  shortage 
in  crops.  We  feel,  therefore,  that  there  will  be 
the  usual  demand  for  goods  throughout  the 
country,  not  only  in  the-  agricultural  districts, 
but  also  in  the  large  manufacturing  towns.  We 
say  to  our  customers,  "Buy  such  lines  of  goods 
as  you  ordinarily  sell  and  buy  them  in  the 
quantities  that  you  ordinarily  buy."  'We  are  con- 
fident that  the  merchants  who  follow  this 
suggestion  will  lose  nothing  by  so  doing.  In 
fact,  we  are  confident  they  will  be  the  gainers. 

We  appreciate  that  a  great  many  manufac- 
turing concerns  ha\'e  been-  funning  on  short 
lime.  The  lack  of  funds  has  prevented  their 
buying  material    and    paying   their   workmen. 


The  result  is  there  will  be  a  great  many  less 
goods  produced  in  the  last  two  or  three 
months  of  this  year,  and  perhaps  for  the  first 
month  or  two  of  the  coming  year,  than  has 
been  the  case  for  some  years  past.  This  fact, 
coupled  with  a  normal  demand,  wilT  in  our 
opinion  produce  an  actual  shortage  in  a  great 
many  lines  of  goods  when  the  spring  trade 
opens  in  the  year  iy(»8;  hence,  we  say  to  our 
customers,  "Buy  the  usual  amount  of  goods 
and  specify  for  shipment  at  a  little  earlier  than 
the  usual  shipping  date."  V\^e  believe  with  the 
passing  of  the  stringency  in  the  money  market 
that  all  classes  of  business  will  settle  to  a  nor 
mal  basis  and  that  the  volume  of  business  for 
the  coming  year  will  be  good. 

Orders  Keep  Bight  On 

Charles  H.  Turner,  president  Albany  Hard- 
ware and  Iron  Co.,  Albany,  N.  Y. :  The 
holiday  season,  as  usual,  stimulated  business  in 
certam  lines.  The  "round  up"  of  the  year  and 
the  *'going  into  winter  quarters"  of  outdoor 
industries,  contributed  in  their  way  tcyvard 
"keeping  busy,"  and,  in  fact,  the  pretty  steady 
influx  of  orders  for  goods  needed  at  once,  con- 
tinues right  on,  so  we  feel  that  though  dis- 
turbances may  be  threatened,  as  some  would 
have  us  feel,  yet  thus  far  it  has  not  material- 
ized to  any  considerable  extent,  and  the  oft- 
quoted  ''even  tenor  of  the  way"  is  in  evidence. 

We  cannot  expect  a  continuous  rush  for  an 
indefinite  period,  nor  perhaps  could  we  stand 
it,  for  there  is  a  limit  to  our  powers  of  endur- 
ance and  nervous  energy.  If  a  quiet  period  is 
to  visit  us,  winter  is  the  best  time  to  harbor 
it,  and  we  must  "do  as  we  would  be  done  by" 
toward  our  customers  and  those  we  purchase 
from,  easing  up  wherever  we  can. 

There  appears  to  be  little  change  in  the 
Hardware  and  metal  market.  Staple  goods 
hold  firmly  in  price.  No  surplus  stocks  are 
being  unloaded  on  the  market  and  everything 
seems  going  along  normally.  We  shall  trim 
our  sails  and  keep  in  the  safe  channel. 
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Big  Trade  in  December 

Sickels,  Preston  &  Nutting  Co.,  Davenport, 
la.:  We  presume  you  want  to  know  the 
cause  of  this  so-called  panic  and  the  effect  of 
same  here.  Well,  in  the  first  place,  there  is  no 
panic  and  there  is  absolutely  no  reason  for  a 
panic.  The  older  men  of  this  community  have 
had  some  experience  in  real  panics;  have 
known  times  when  currency  was  of  little  or 
no  value,  known  as  "Wild  Cat  Money";  have 
paid  thirty  per  cent,  for  New  York  exchange 
and  borrowed  the  money  to  buy  it  with  at 
twenty-five  per  cent,  interest  and  paid  the  in- 
terest in  advance.  Failure  of  crops,  failure  of 
banks,  epidemics  or  other  disasters  have  been 
the  means  of  financial  .and  commercial  disturb- 
ances, none  of  which  obtain  at  present. 

Our  banks  are  sound  to  the  core  and  are  as 
solid  as  the  rock  of  Gibraltar;  have  no  diffi- 
culty in  securing  funds  in  exchange  to  meet 
our  obligations  abroad  or  currency  to  pay  our 
liabilities  at  home ;  have  one  hundred  thousand 
dollars  more  in  currency  in  our  banks  than  we 
had  three  weeks  ago.  The  banks'  legal  re- 
serves have  steadily  increased  until  they  have 
a  much  larger  reserve  than  required  by  law. 
We  have  harvested  abundant  crops,  which  are 
selling  at  high  prices  for  cash.  Our  mines  are 
freely  giving  forth  of  their  enormous  wealth ; 
have  practically  no  commercial  failures,  and 
very  few,  if  any,  requests  for  extensions. 

Business  is  running  along  evenly  and 
smoothly. "  Merchants  in  the  various  lines  re- 
port good  trade.  Our  own  sales  for  December 
thus  far  largely  exceed  in  volume  those  of  last 
year.  There  seems  to  be  plenty  and  to  spare 
of  the  good  things  of  life  for  all.  What  som-e 
of  the  people  of  New  York  want  with  a  panic 
we  cannot  comprehend.  We  do  not  want  and 
do  not   exnect  one  in   Davenport. 

Betnm  of  Confidence  Justified 

Tower  &  Lyon  Co.,  New  York  City :  For 
some  weeks  past  we  have  shared  with 
others  the  results  of  the  financial  depression, 
especially  as  manifested  in  slow  collections  and 
a  falling  off  in  J:he  amount  of  orders  received. 
In  our  judgment  this  was  wholly  due  to  the 
feeling  of  uncertainty  that  prevailed,  making 
it  the  part  of  wisdom  to  proceed  cautiously 
and  make  all  as  snug  as  possible. 

We  believe  that  the  country  at  large  was 
never  in  a  more  prosperous  condition  than  at 
the  present  time,  and  that  returning  confidence 
which  is  fully  justified  will  bring  a  return  of 
business  activity  very  nearly,  if  not  quite,  equal 
to  that  enjoyed  before.  In  view  of  the  elec- 
tion next  fall  and  the  uncertainty  as  to  candi- 
dates, it  may  be  unwise  to  venture  any  definite 
prediction  as  to  how  soon  the  former  condi- 
tions are  to  be  with  us  again;  but,  because  of 
the  splendid  crops  in  the  west  and  the  good 
prices  obtained  for  them,  emphasizing  the  gen- 
eral prosperity,  there  must  soon  be  a  demand 
for  goods  of  all  sorts  which  the  trade  is  not 


prepared  to  meet  owing  to  the  recent  reluct- 
ance of  buyers  to  stock  up,  so  that  we  are  pre- 
pared to  see  soon  after  the  holidays  not  only 
easy  money,  but  a  demand  for  goods  that  will 
keep  us  all  busy — all  the  more  so  because  there 
has  been  so  large  a  curtailment  of  production 
during^  the  past  weeks. 

We  know  of  nothing  that  will  do  more  to 
bring  about  the  conditions  that  are  so  much 
to  be  desired  as  for  each  one  to  put  himself 
in  line  with  the  growing  sentiment  that- things 
are  already  on  the  mend,  and  to  govern  him- 
self accordingly. 

Why  Have  Hard  Times? 

Hackett,  Walther,  Gates  Hardware  Co.,  St. 
Paul,  Minn.:  The  writer  is  an  optimist 
and  always  expects  to  remain  so,  even  if  there 
is  a  change  in  business  conditions,  though  why 
any  one  should  expect  there  will  be  great 
changes  is  beyond  our  conception.  If  enough 
people  talk  Hard  Times,  then  Hard  Times 
will  surely  come — but  why  should  they? 

We  have  great  piles  of  things  to  sell.  Our 
crop  of  wheat,  corn  and  cotton  never  was 
greater.  Our  mines  are  putting  out  millions 
of  dollars,  so  why  should  we  be  pessimistic. 
We  would  like  to  tell  the  reader  to  be  an 
optimist,  because  then  he  would  see  the  real 
doughnut;  while  if  he  is  a  pessimist,  he  will 
see  the  hole  only. 

As  far  as  we  are  concerned,  our  territory 
has  never  enjoyed  a  better  crop  and  better 
prices,  and  yet  some  people  are  talking  hard 
times.  What  we  need  is  confidence;  so  let's 
get  together  and  have  confidence,  and  this  feel- 
ing will  create  a  spirit  of  everything  is  all 
right,  and  it  will  be  so.  All  the  large  interests 
tell  us  that  they  will  not  reduce  prices,  and 
they  mean  it — so  why  say  that  prices  are  com- 
ing down?  We  do  not  want  lower  prices. 
What  good  would  that  do?  What  we  do  want 
is  a  restoration  of  confidence. 

Don't  forget  that  high  prices  mean  plenty  of 
work  at  good  prices,  while  low  prices  mean 
little  work  at  little  prices.  Where  is  the  gain? 
If  you  can  build  a  $5,000  house  for  $4,000  and 
haven't  the  $4,000,  how  can  you  build?  But,  if 
it  costs  $5,000  to  build  a  house,  and  you  have 
the  $5,000,  are  you  not  better  off?  Business 
was  never  better  except  where  we  ourselves 
affect  the  conditions,  so  it's  up  to  all  of  us  to 
put  our  shoulder  to  the  obstruction  and  push 
it  out  of  the  way  of  progress  and  continued 
activity. 

Expect  Peace  and  Comfort 

Peirson  Hardware  Co.,  Pittsfield,  Mass.: 
We  have  a  curtailment  of  working  hours, 
or  of  help,  in  some  of  the  mills,  and  a  feeling 
that  retrenchment  is  to  be  the  watchword  for 
the  immediate  future ;  but  as  this  strikes  at  the 
root  of  the  present  trouble,  viz.,  extravagance 
in  all  walks  and  ways  of  life,  it  must  in  the 
end  work  out  helpfully. 
The  holiday  season  filled  our  streets  and 
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stores  with  shoppers,  and  apparently  most  peo- 
ple were  happy.  There  will  be  a  change  prob- 
ably during  the  long  hard  weeks  of  January 
and  February,  but  there  is  nothing  in  the  local 
situation  to  create  alarm.  Our  banking  insti- 
tutions are  in  good  condition,  and  are  taking 
care  of  their  customers.  Our  savings  banks 
have  lost  on  their  deposits,  though  but  very 
little  of  the  loss  can  be  traced  to  hoardings, 
and  their  earnings  are  sufficient  to  warrant 
the  payment  of  their  usual  dividends. 

The  fanners  and  the  country  stores  are 
sending  in  about  the  usual  amount  of  orders, 
and  if  wc  do  not  "get  rattled"  and  lose  our 
sober  judgment  we  ought  to  get  through  the 
winter  and  into  the  spring  hurry  with  peace 
and  comfort 

Big  Tear  in  1908 

Springfield  Hardware  Co.,  Springfield,  Ohio: 
We  have  the  utmost  confidence  in  our 
people,  our  products  and  our  future,  and  we 
do  not  see  how  it  is  possible  for  a  sane,  con- 
servative man  to  look  forward  to  anything  else 
in  the  near  future  other  than  a  safe  adjust- 
ment of  conditions  that  will  lead  up  to  pros- 
perity. 

Merchants  in  this  section  are,  at  this  time. 
feeling  what  the  eastern  country  has  already 
gone  through;  not  so  much,  however,  in  their 
sales,  as  in  their  collections.  Each  factory  and 
firm  having  control  of  money  or  monied  inter- 
ests is  conserving  these  interests  as  best  it 
knows  how.  Our  banks,  for  the  first  time  since 
present  conditions  were  brought  about,  are 
feeling,  and  are  beginning  to  show,  an  ease- 
ment in  currency  matters. 

Our  country  is  absolutely  filled  with  goods 
to  sell,  particularly  the  agricultural  district, 
and  no  Wall  street  or  other  interests  at  this 
time,  we  sincerely  feel,  could  work  us  any  per- 
manent injury.  We  confidently  look  forward 
to  a  better  business  year  for  the  next  twelve 
months  than  for  the  twelve  months  preceding. 

Besonrces  Tell  the  Story 

Gray  &  Dudley  Hardware  Co.,  Nashville, 
Tenn. :  Heretofore  it  has  been  our  cus- 
tom in  estimating  the  prospects  of  business  to 
take  into  consideration  the  resources  of  our 
territory,  and  if  they  seemed  good  we  felt  sure 
of  a  good  trade.  Measured  by  the  same  stand- 
ard, wc  are  compelled  to  say  the  prospects  of 
business  for  the  spring  of  1908  are  good. 

The  farmers  of  our  section  made  good  crops 
in  1905  and  1906,  and  sold  them  at  high  prices ; 
they  were,  therefore,  enabled  to  enter  1907  out 
of  debt,  and  most  of  them  with  good  bank 
balances. 

T9ic  crop  of  1907  will  bring  more  money  than 
any  previous  crop  ever  put  on  the  market  in 
the  South.  Corn  is  selling  at  enormous  prices, 
tobacco  is  being  sold  at  record  breaking  prices, 
the  1907  crop  of  cotton  will  make  more  net 
money  for  the  planter  than  he  ever  realized 
On  any  previous  one.  Truck  farming  was  more 


succesful  in  1907  than  previously,  good  crops 
being  raised  and  sold  at  handsome  prices. 

The  poultry  business,  one  of  our  greatest 
resources,  has  grown  steadily  until  it  is  the 
rival  of  any  crop  planted  as  a  money  maker. 

All  of  the  coal  mines,  iron  mines,  phos- 
phate mines,  mills,  factories,  furnaces,  etc., 
have  been  operated  for  the  past  few  years  full 
time,  and  with  greater  success  than  ever 
before. 

The  lumber  and  timber  interests  of  the  South 
in  1907  have  produced  about  as  jnuch  money  as 
the  farm  products. 

If  our  banks  were  not  closed,  and  some  of 
our  people  frightened,  we  would  say  that  we 
are  in  the  best  fix  that  we  have  ever  been  in 
financially,  and  that  the  prospects  for  the 
spring  were  better  than  they  have  ever  been 
before,  and  we  believe,  Mr.  Editor,  if  you  will 
just  excuse  us  for  differing  with  the  wise  and 
great  financiers  of  the  land,  we  will  say  it, 
anyway, 

A  Very  Hopeful  Sentiment 

Salt  Lake  Hardware  Co..  Salt  Lake  City. 
Utah:  Business  conditions  in  this  par- 
ticular section  of  the  country  are  becoming 
more  encouraging  every  day,  and  if  we  can 
secure  a  little  more  cash  to  transact  business 
with,  the  development  of  the  great  resources 
of  this  region  will  continue  as  before,  assur- 
ing good  conditions  in  all  lines. 

Right  at  present  the  condition  of  the  metal 
market,  and  the  unavoidable  closing  down  of 
some  of  the  smelters  has  CvOnsiderably  affected 
the  mining  industry,  but  we  look  for  a  speedy 
remedying  of  this  situation.  The  agricultural 
resources  of  this  part  of  the  country  were 
never  better,  and  the  only  trouble  has  been 
the  shortage  of  cash  with  which  to  move  crops 
to  market.  This  naturally  makes  business  a 
little  slow  and  collections  likewise.  Prevail- 
ing sentiment,  however,  is  entirely  hopeful, 
and  we  do  not  look  for  any  very  serious  set- 
back in  either  a  commercial  or  an  industrial 
way. 

Merchants,  as  a  rule,  are  pretty  well  stocked, 
and  buying  for  some  little  time  will  be  on  a 
conservative  basis,  but  under  all  conditions  we 
think  the  outlook  for  next  yeSr  is  quite  en- 
couraging for  good  substantial  business  in 
every  line. 

Are  T^ddng  Sprii^;  Orders 

Tenk  Hardware  Co.,  Quincy,  III:  The  vol- 
ume of  business  for  November  was  very 
satisfactory.  It  will  seem  rather  strange  to 
some,  nevertheless  it  is  a  fact,  that  our  busi- 
ness was  a  little  ahead  of  last  November,  and 
so  far  this  month  it  is  equal  to  last  December. 
The  banks  of  this  city  have  done  a  great 
deal  to  help  business  in  this  territory.  They 
have  provided  currency  for  the  payrolls  right 
along,  and  have  shipped  currency  to  many  of 
the  banks  in  the  small  towns  around  here, 
when  those  banks  could  get  none  from  either 


Digitized  by 


Google 


76 


HARDWARE  DEALERS'  MAGAZINE 


Januabt,  1908. 


Chicago  or  St.  Louis.  They  have  also  made 
cash  payment  on  deposits  where  it  appeared 
that  the  money  was  actually  needed.  Of 
course,  they  have  been  deceived  in  some  in- 
stances and  some  of  the  depositors  have  hoard- 
ed the  money. 

The  decline  in  the  price  of  grain  and  live 
stock  has  caused  the  farmers  to  stop  shipping 
to  a  large  extent,  but  as  the  farmers  in  gen- 
eral throughout  this  territory  are  in  good  con- 
dition iinancially,  this  holding  back  has  not 
had  a  very  serious  effect.  We  believe  that 
as  soon  as  the  prices  of  farm  products  show 
some  improvement  farmers  will  resume  ship- 
ping. 

So  far  we  have'had  remarkably  few  requests 
for  extension  of  time  on  past-due  accounts. 
In  fact,  nearly  all  of  our  customers  who  have 
not  paid  up  their  past-due  accounts  are  those 
who  are  usually  slow.  We  know  that  in  a  few 
instances  merchants  have  not  paid  promptly 
and  asked  for  an  extension  just  because  they 
felt  they  had  a  good  excuse. 

We  have  booked  quite  a  number  of  orders 
for  spring  goods,  such  as  wire  cloth,  poultry 
netting,  freezers,  screen  doors,  steel  goods,  etc. 
We  look  for  a-  good  spring  business,  unless 
the  situation  should  become  much  worse. 

We  have  told  a  number  of  our  customers 
that  the  most  effective  way  to  assist  in  bring- 
ing about  the  early  return  of  normal  business 
conditions  is  for  each  one  to  endeavor  to  go 
on  and  do  business  in  the  usual  manner,  and 
to  pay  our  accounts  as  promptly  as  possible. 

Stable  Condition  of  Business 

Bunting-Stone  Hardware  Co.,  Kansas  City, 
Mo. :  Conditions  are  improving  steadily 
in  this  section,  and  while  we  do  not  anticipate 
anything  like  as  large  a  business  as  we  had 
the  first  and.  middle  part  of  this  year,  our 
country  merchants  and  ^  local  dealers,  although 
temporarily  cautious,  are  of  the  opinion  after 
the  first  of  the  year  that  matters  generally  will 
brighten  up  considerably  and  soon  become 
normal. 

We  believe  the  policy  pursued  by  a  number 
of  the  larger  manufacturers,  especially  the 
United  States 'Steel  Corporation,  with  its  al- 
lied companies,  to  curtail  temporarily  the  out- 
put, so  as  not  to  cause  any  overproduction,  is 
a  splendid  idea  and  in  the  long  run  will  re- 
sult in  a  staple  condition  of  prices  and  busi- 
ness. If  all  other  lines  are  as  long-headed  and 
far-seeing  as  to  conditions  of  the  trade,  as 
the  iron  industry,  matters  will  soon  prove  all 
that  one  can  wish. 

Temporarily,  of  course,  the  demand  is  light, 
but  after  thirty  or  sixty  days,  we  do  not  see 
any  reason  why  both  the  supply  and  demand 
should  not  increase  and  result  in  1908  being 
at  least  a  normal  year,  and  one  that  will 
mean  much  to  every  line  of  business,  so  long  as 
firms  are  conservative  in  their  purchases,  cred- 
its and  general  conduct  of  the  business. 


The  few  failures  up  to  this  time  resulting 
from  our  recent  general  panic  is  nothing  short 
of  marvelous,  and  only  goes  to  prove  the 
stable  condition  of  business  in  every  line 
throughout  the  United  States. 

The  Too-Cautious  Banks 

William  R.  Belknap,  Belknap  Hardware  & 
Mfg.  Co.,  Louisville.  Ky. :  As  to  pres- 
ent conditions,  we  are  gradually  accustoming 
ourselves  to  the  new  state  of  affairs,  though 
between  caring  for  country  checks  on  the  one 
side,  and  demands  for  specific  exchange  on  the 
other  we  haven't  much  skin  left  to  our  backs. 
Payrolls  have  been  scanned  closely  for  reduc- 
tions, and  merchandise  stock  has  been  reduced 
in  all  lines,  so  that  we  (the  jobbers,  at  least) 
shall  start  out  the  new  year  with  bins  more 
nearly  trimmed  down  to  actual  requirements 
than  for  several  years  past.  The  encouraging 
features  are  the  fine  prices  that  the  planter  is 
getting  for  his  cotton,  and  for  anything  else 
that  he  has  to  sell  off  the  farm. 

Conditions  do  not  look  bad,  but,  on  the  con- 
trary, extremely  good  if  we  could  once  get 
away  from  excessive  interest  rates,  and  have 
our  collections  taken  care  of  as  they  used  to  be 
by  the  banks,  which  have  been  performing  jus: 
this  essential  service  in  all  these  years.  The 
banks  may  have  been  victims  of  their  fears, 
but  they  are  not  the  only  victims  as  the  dis- 
count entries  show.  If  we  are  going  to  have 
money  at  from  8  to  10  per  cent,  from  now  on, 
we  would  have  to  adjust  our  costs  of  doing 
business  accordingly,  so  that  those  institutions 
and  individuals  who  have  money  to  lend  shall 
receive  their  own  with  usury. 

As  to  postal  changes,  we  think  that  instead 
of  laying  too  much  stress  on  the  desirability  of 
parcels  post,  if  the  department  would  reduce 
the  cost  of  carrying  sealed  letters  within  citv 
limits  to  one  cent,  there  would  be  a  much 
larger  use  of  the  miils,  which  would  yield 
great  revenue  with  a  little  additional  cost. 
Statements,  receipts,  notices  of  any  kind 
would  be  thus  sent  out.  As  it  is,  some  of  the 
larger  houses  in  the  cities  employ  boy  runners 
to  go  out  several  times  a  day  to  deliver  letters 
within  a  circumscribed  area  rather  than  pay 
two-cent  postage.  A  boy  can  easily  make  his 
salary  twice  over  as  it  is.  The  government 
could  do  this  with  hardly  any  extra  cost . 
through  its  regular  letter  carriers. 

Will  Besume  Fully  Soon 

Logan-Gregg  Hardware  Co.,  Pittsburg,  Pa.: 
Pittsburg,  along  with  the  rest  of  the 
country,  is  passing  through  a  season  of  de- 
pression, but  we  are  agreeably  surprised  to 
find  from  the  report  of  the  various  clearing 
houses  that  our  November  clearings  only  de- 
clined 2V2  per  cent.,  while  most  of  the  other 
cities  declined  from  15  per  cent,  to  30  per 
cent. 

There  has  been  a  slowing  down  during  the 
past  few  weeks  from  the  high  pressure  of  the 
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first  ten  months  of  the  year.  We  hear  of  clos- 
ing down  of  coke  ovens,  furnaces,  and  other 
industries.  It  is  felt,  however,  that  this  is 
temporary,  and  that  immediately  upon  the 
financial  situation  becoming  normal,  our  manu- 
facturers will  be  able  to  operate  their  plants 
fully. 

Wc  arc  just  now  rejoicing  in  the  consum- 
mation of  Greater  Pittsburg,  which  was  re- 
sisted by  some  citizens  and  fought  through  all 
the  courts.  A  recent  decision  of  the  United 
States  Supreme  Court  in  Washington  settles 
the  question  and  it  is  now  an  accomplished 
fact.  Pittsburg  has  now  a  population  of 
750,000,  and  ranks  sixth  in  size  of  cities  in  the 
United  States. 

It  may  be  news  to  many  that  the  tonnage 
of  our  rivers  exceeds  that  of  New  York,  both 
foreign  and  coastwise  trade;  also  that  the  ton- 
nage of  our  railroads  exceeds  that  of  Boston, 
New  York,  Philadelphia,  Chicago  and  St. 
Louis  combined. 

To.  those  who  doubt  thts  claim  we  would 
refer  to  the  Pittsburg  Chamber  of  Commerce 
for  the  statistics. 

Reasons  for  Thankfulness 

Smith  Bros.  Hardware  Co.,  Columbus,  O. : 
We  have  been  thankful  all  the  year  for 
many  reasons.  Good  health  comes  first  on  the 
list,  good  friends  second,  and  good  business 
third.  Then,  of  course,  there  aie  many  inci- 
dentals for  which  to  be  thankful.  We  might 
mention  a  few  of  the  many  good  things  that 
have  come  to  our  city  this  year.  Our  baseball 
team  won  the  pennant  again.  We  caught  a 
number  of  city  officials  who  had  been  grafting. 
We  have  started  our  new  postoffice  and  United 
States  Government  building.  We  have  added 
one  more  interurban  street  railway.  Well, 
what's  the  u.se!  If  we  gave  a  full  list  of  the 
good  things  our  city  has  been  favored  with 
the  past  year,  you  would  not  have  room  for 
anything  else  in  your  Magazine. 

Now,  for  1908,  we  have  a  number  of  con- 
ventions booked  already.  We  expect  the  Inter- 
state Association  of  Gun  and  Ammunition 
Manufacturers  to  hold  the  Grand  American 
Handicap  Shoot  here  in  June.  We  have  al- 
ready secured  the  State  shoot.  This  is  good 
news  to  one  member  of  our  firm  at  least. 

We  hope  for  good  health  and  expect  a  good 
business.  The  clouds  seem  to  be .  rolling  by, 
and  we  feel  sure  the  sun  still  shines.  Trade 
has  held  up  well  to  within  the  past  ten  days; 
but  it  always  does  drop  off  at  this  season  of 
the  year.  Orders  for  spring  delivery  are  not 
up  to  last  year.  Many  buyers  say  they  prefer 
to  wait  until  after  January  1,  as  they  believe 
they  can  judge  better  as  to  the  future  at  that 
time.  The  only  danger  in  following  such  a 
policy  is  in  being  able  to  get  goods  when 
needed.  Manufacturers  are  loath  to  pile  up 
goods  in  large  quantities  without  having 
orders  for  them.    Jobbers  hesitate  to  lay  in  a 


full  supply  for  fear  they  may  not  have  the 
demand.  It  will  be  hard  for  manufacturers  to 
supply  the  goods  should  the  demand  be  up 
with  the  past  few  years,  unless  they  keep  their 
factories  going  as  they  have  been.  It  would 
seem,  with  the  shortage  that  has  existed  the 
past  two  years,  even  if  they  made  as  many 
goods  as  in  1906  and  1907,  they  would  not  have 
too  many;  but  we  all  are  a  **skeery"  lot. 

It  is  well  to  be  conservative,  but  if  anyone 
has  the  impression  that  business  is  going  to 
the  bow-wows,  they  are  mistaken.  We  all 
have  had  too  much  steam  on,  and  a  little  re- 
laxing of  the  high  pressure  will  be  beneficial; 
but  to  get  panicky  is  foolish.  Th*  country  was 
never  as  well  fortified  as  now  to  stand  a  slight 
shock.  Farmers  are  well  out  of  debt,  and  have 
money  in  banks  or  their  wives'  stockings  (we 
believe  the  bank  is  safer).  Mechanics  have 
money.  With  steady  employment  and  the  high 
wages  they  certainly  should  have  a  comfort- 
able savings. 

With  the  many  exposures  of  corruptness  the 
pul)lic  will  be  more  wary  for  a  while,  at  least, 
(iold  bricks  and  get-rich-quick  schemes  will  not 
be  in  demand  as  during  the  past  few  years. 
Bonds  and  stock  certificates  will  be  more 
closely  scrutinized,  and  most  people  with 
money  will  be  of  the  Missouri  "show  me"  type. 
It  is  awful  to  contemplate  the  possibility  that 
some  of  the  slick  promoters  will  have  to  earn 
an  honest  living;  but  their  occupation  at  pres- 
ent is  surely  on  the  bum. 

Quite  a  few  articles  are  lower  in  price.  We 
have  been  looking  for  that  for  the  past  eighteen 
months.  Some  arc  still  too  high.  Steel  goods 
is  one  class  of  goods  that  should  not  have 
been  advanced  for  1908.  The  close  corpora- 
tions are  bidding  for  new  competition,  and  no 
doubt  they  will  get  it,  and  then  trouble  will 
begin;  but  some  people  never  know  when  to 
quit,  and  keep  advancing  prices  to  the  strain- 
ing point. 

The  rope  problem  is  one  of  the  things  that 
worries  all  honest  dealers.  With  manila  rope 
ranging  in  price  from  9  cents  to  13  cents  per 
pound,  no  dealer  knows  what  grade  his  com- 
petitor is  selling.  You  quote  a  standard  make 
of  pure  manila  rope,  and  your  competitor  may 
quote  what  he  terms  pure  manila  rope  any 
plac€  from  1  to  2  cents  less,  and  have  a  much 
better  profit.  A  law  should  be  passed  similar 
to  the  pure  food  law,  compelling  manufactur- 
ers to  conform  to  certain  grades  and  branding 
in  such  a  way  that  dealers  would  know  what 
they  are  buying.  Two  grades  instead  of  four 
or  more  are  sufficient.  No.  1  and  No.  2.  Then 
the  manufacturers  and  dealers  selling  the  best 
goods  in  these  grades  should  get  the  business. 
Rope  is  being  sold  for  manila  that  does  not 
contain  an  ounce  of  manila  fibre.  Others  with 
the  cheapest  and  shortest  fibre  that  is  not 
nearly  as  serviceable  as  sisal.  We  showed  two 
samples  of  rope  to  nine  different  men,  and  all 
experienced  Hardwaremen  at  that  One  sample 
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was  worth  13  cents,  the  other  10%  cents.  Out 
of  the  nine  men  only  one  selected  the  best 
rope.  Many  people  think  if  rope  is  a  dark 
yellow  it  is  an  indication  of  purity,  while  the 
facts  are  the  very  best  manila  fibre  is  a  light 
color.  There  is  room  for  education  in  the 
rope  business. 

Weather  has  been  fine  for  outside  work. 
The  writer  was  in  the  country  for  three  days 
recently,  and  found  farmers  busy  husking  coin, 
and  it  seemed  to  be  turning  out  well.  Pasture 
was  fine  and  stock  looked  well.  Hunting  is 
good,  but  finding  very  poor.  Rabbits  still  wear 
a  bunch  of  cotton  for  tails,  just  as  they  did 
when  he  was  a  boy.  He  fell  down  only  twice 
in  three  days,  which  is  only  a  fair  average. 

A  Time  of  Pnshing 

Bering-Corters  Hardware  Co.,  Houston, 
Tex. :  The  present  condition  of  affairs  is 
being  very  much  felt  because  of  the  depression 
in  the  money  matters,  while  the  Hardware 
business  is  recognized  as  being  on  a  sound 
basis,  but' we  believe  the  situation  will  improve 
before  the  first  of  January. 

The  farmers  are  still  holding  their  cotton  for 
15  cents,  but  we  believe  they  will  have  to  turn 
it  loose,  as  the  merchant  in  the  interior  is 
going  to  push  them  for  payment.  The  jobber 
is  going  to  push  the  merchant,  and  the  manu- 
facturer is  going  to  push  the  jobber.  As  soon 
as  this  will  be  brought  about,  everything  will 
be  working  smoothly  as  heretofore ;  we  at  least 
hope  so. 

Cleaning  tip  Time 

Henry  Gilbert  &  Son,  Harrisburg,  Pa. :  Our 
city  has  had  an  unusually  long  period  of 
prosperity,  and  during  the  past  six  years  it 
has  advanced  in  all  respects  more  than  any  city 
of  like  size  in  this  State.  It  is  therefore  per- 
fectly natural  that  a  moderate  recession,  es- 
pecially in  its  business  life,  should  occur. 

Our  works  are  not  as  busy  as  they  have 
been,  although  the  number  of  employes  laid  off 
has  not  been  a  serious  one.  Our  merchants 
seem  to  be  busy  and  trade  continues  active. 
Building  operations  have  been  curtailed  to  a 
considerable  extent,  due  partly  to  lack  of  capi- 
tal and  partly  to  commencement  of  the  winter. 
Our  bankers  are  more  confident,  and  there  have 
been  no  failures  either  in  financial  or  business 
circles  of  any  moment  The  prompt  action  of 
our  clearing  house  in  issuing  certificates  in  the 
amounts  of  $1,  $5,  $10  and  $20,  relieved  the 
money  situation  to  a  remarkable  degree.  They 
were  accepted  not  only  in  this  community  but 
in  neighboring  towns  and  cities  as  well,  at  full 
value,  and,  after  they  were  understood,  circu- 
lated in  the  same  manner  as  national  currency. 
They  arc  gradually  being  recalled,  and  at  the 
present  time  the  amount  outstanding'  is*  only 
about  $100,000,  and  this  will  be  replaced  in  a 
short  time. 

In  our  opinion  it  is  a  good  chance  to  clean 
house,  brush  up  and  get  ready  for  the  future, 


which  we  all  fully  expect  will  bring  a  continu- 
ance of  good  times  and  good  cheer.  That  this 
will  come,  and  come  soon,  is  just  as  sure  as 
that  day  succeeds  night.  We  have  it  in  our 
power  to  bring  it  if  we  will  all  stop  our  pessi- 
mistic talk,  put  on  more  cheerful  faces,  and, 
recalling  with  gratitude  the  prosperity  of  the 
past,  "thank  God  and  take  courage." 

The  Dose  Will  Bo  CKxkL 

Dillon  Hardware  Co.,  Denver,  Col. :  We  do 
not  think  it  wise  to  attempt  to  discuss,  in 
detail,  the  causes  that  led  up  to  the  recent 
financial  disturbance  in  New  York.  It  is  to 
be  admitted  that  a  disease  of  a  malignant  type 
existed,  financially  speaking,  and  that  a 
"heroic  dose"  was  administered  to  check  it 

Such  corporation  greed  might  well  be  com- 
pared to  an  overloaded  stomach,  that  can  only 
regain  its  normal  state  by  administering  an 
emetic  such  as  seems  to  have  been  applied. 

It  is  to  be  hoped  that  the  banking  institu- 
tions that  remain  to  do  business  have  learned  a 
lesson,  and  that  they  can  be  termed  of  the 
"white  wing"  variety,  insistent  upon  doing 
business  in  the  future  along  lines  of  unques- 
tionable legitimacy. 

Some  seem  to  think  that  because  1908  is  a 
Presidential  election  year  that  business  will  be 
still  further  affected.  We  do  not  think  so,  be- 
lieving that  there  is  less  interest  concentrated 
in  this  feature  than  ever  before;  thus  far,  it 
seems  that  the  majority  of  the  people  want  the 
present  administration's  policies  continued,  and 
won't  stand  for  any  compromise  candidate. 

In  this  instance  we  do  not  believe  that  it  was 
the  owners  of  small  savings  accounts  that  were 
responsible  for  the  withdrawal  of  money  from 
general  circulation,  but,  on  the  contrary,  those 
who  were  possessed  of  great  wealth.  The 
owners  of  the  small  savings  have  not  the 
means,  mentally,  to  have  foreseen  the  crash 
that  came,  while  the  "strong  boxes"  have  been 
taxed  to  their  capacity  since  the  early  part  of 
the  present  year.  We  should  have  had  a  man 
at  the  treasury  helm  who  would  have,  months 
ago,  properly  provided  for  the  moving  or  mar- 
keting of  the  immense  crops  that  were  known 
to  soon  need  quantities  of  money.  It  is  to  be 
hoped  that  Congress  will  take  early  action  to 
adjust  our  currency  medium  and  quickly  re- 
lieve the  present  stringent  conditions. 

We  noted  a  decrease  for  September,  1907, 
as  compared  with  same  month  last  year,  but 
attributed  it  to  the  carrying  out  of  certain 
policies  of  our  own.  We  found  October  up  to 
the  average  of  the  preceding  October,  and 
November  did  likewise. 

We  are  unable  to  speak  disparagingly  of  col- 
lections, since  we  collected,  with  less  effort 
than  usual,  more  money  in  November  than  in 
October. 

We  are  buying  light,  and  will  continue  to  do 
so  for  some  months  to  come.  We  find  it  easier 
to  get  goods  more  promptly  recently,  and  tke 
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factory  that  fails  to  fall  in  line,  as  to  this  ele- 
ment of  its  competition,  simply  loses  that  much 
business. 

In  all  our  agricultural  districts  crops  have 
been  plentiful  and  profitable,  and  much  money 
is  going  into  the  farmers'  hands.  The  same  is 
true,  in  a  lesser  degree,  as  to  mining. 

The  Abnormal  Conditions 

Dunham,  Carrigan  &  Hayden  Co.,  San  Fran- 
cisco, Cal. :  First,  We  consider  present  con- 
ditions abnormal,  practically  false,  and  with- 
out the  proper  warrant  for  existence,  for  the 
reason  that  nothing  has  happened  to  interfere 
with  the  prosperity  of  the  country.  Our  crops, 
generally  speaking,  are  all  that  could  be  de- 
sired, and  where  the  volume  of  the  crop  is  less 
than  normal,  the  increase  in  price,  and  there- 
fore increased  revenue  for  the  farmer,  more 
than  offsets  the  shortage. 

Secondly:  If  our  opinion  is  correct,  present 
conditions  should  be  short-lived,  and  business 
conditions  should  be  restored  to  a  more  normal 
basis  within  a  very  short  period.  As  far  as  the 
Pacific  Coast  is  concerned,  outside  of  the  tinan- 
cial  stringency,  which  has  been  felt  all  over  the 
entire  United  States,  if  not  throughout  the 
world,  everything  is  prof^essing  along  the 
usual  lines;  we  have  had  splendid  rains  and 
the  farmers  are  making  ready  for  the  plowing 
and  the  sowing  of  the  usual  crops. 

In  conclusion,  we  believe  that  the  fact  that  a 
few  people  Elast  or  West  have  been  indulging 
in  some  "frenzied  finance"  is  no  reason  why  the 
rank  and  tile  of  us  should  lock  our  money  in 
safe  deposit  boxes,  or  "hide  it  in  our  kitchen 
aipboard.s,*'  and  the  sooner  that  the  great  pub- 
lic realize  that  nothing  very  serioiis  has  hap- 
pened and  that  their  money  is  safe  in  circula- 
tion, just  so  soon  will  we  have  a  return  to 
normal  conditions,  and  to  a  volume  of  busi- 
ness that  should  be  the  equal  of  any  of  our 
past  years. 

Conservatiflm  and  Work 

King  Hardware  Co.,  Atlanta,  Ga. :  This 
is  not  a  time  to  do  much  talking,  but  a 
time  to  do  a  lot  of  thinking,  and  a  lot  of 
working.  First,  we  will  say  that  it  is  un- 
doubtedly a  time  for  great  conservatism  on 
the  part  oi  business  managers.  Stocks  should 
be  as  light  as  possible.  We  believe  that  prices 
will  be  lower,  but  that  they  will  be  lowered  so 
gradually  that  the  prudent  and  wise  merchant 
need  not  suffer  unduly.  We  believe  it  is  a 
time  to  owe  less  money.  In  other  words,  that 
credit  has  been  too  cheap  with  the  banks, 
and  too  cheap  with  the  jobbers*  and  the  time 
has  come  when. we  nrast  all  get  down  nearer 
to  doing  business  on  our  own  capital.  With 
common  sense  and  common  prudence  we  be* 
Here  that  all  will  be  well. 

Now  for  the  export  trade  I 


Banki  Looked  Up  Ciinenoy 

To  the  Editor: 

The  country  is  full  of  agricultural  staples, 
the  basis  of  all  trade,  and  we  cannot  get 
money  to  move  the  trade  that  is  waiting  at 
our  doors.  Why  not?  There  is  a  lot  more 
money  in  the  country  than  there  was  a  month 
ago  before  we  were  scared  by  a  handful  of 
evil  doers.  Who  is  responsible  for  the  lock- 
up? It  is  your  bank  among  others.  They 
have  lost  their  heads;  they  are  frightened 
without  real  cause;  th^y  are  the  ones  who  are 
locking  up  currency.  Make  them  disgorge  or 
withdraw  your  account.  The  moment  they  let 
out  their  hoardings  into  usual  business  chan- 
nels the  wheels  of  trade  will  commence  to  turn 
again.  If  every  business  house  will  go  to  work 
with  a  will  to  convince  their  customers  that 
there  is  no  real  cause  for  suspension  of  busi- 
ness, confidence  will  be  restored  almost  im- 
mediately. Will  it  not  be  worth  while  for  us 
all  to  take  a  hand  in  overcoming  this  unrea- 
sonable scare.  Conditions  are  such  that  we 
are  sure  it  can  be  accomplished — ^and  in  a  very 
short  time — if  all  will  put  their  hands  and 
minds  to  the  plow.  In  union  there  is  strength. 
Let  us  try  it.  Alfred  Field  &  Co. 

The  Gray  &  Dudley  Prizes 

The  Gray  &  Dudley  Hardware  Co.,  of  Nash- 
ville, Tenn.,  did  a  neat  bit  of  advertising 
for  its  sporting  goods  department  when  it 
offered  a  Tennessee  brass  reel  for  the  largest 
black  bass  caught  in  any  running  stream  in 
Tennessee,  Kentucky,  Alabama,  Georgia,  Mis- 
sissippi and  Arkansas,  the  fish  having  to  be 
caught  with  tackle  bought  of  the  Gray  &  Dud- 
ley Co.  The  first  prize  fish  caught  by  Mr. 
HackWith  weighed  eight  pounds  and  was 
taken  out  of  Crow  Creek.  The  second  prize, 
a  six-foot  Bristol  steel  rod,  cork  handle,  was 
awarded  to  J.  F.  Breyer,  of  Cullman,  for  a 
seven  pound  thirteen  ounce  bass  caught  in 
Mulberry  River.  The  third  prize,  a  $4.50  Bris- 
tol steel  rod,  was  awarded  to  J.  P.  Blair,  Mc- 
Minnville,  for  a  5%  pound  bass  caught  in  Bar- 
ren Fork  Creek. 

Some  Big  Chain  Iffftking 

The  following  statement  shows  that  there  is 
something  doing  in  Great  Britain  in  the 
way  of  chain  making.  The  total  length  of 
chain  cable  tested  during  the  year  at  the  public 
proving  houses  in  the  United  Kingdom  was 
431,382  fathoms,  or  an  increase  on  last  year  of 
17,000  fathoms,  and  the  number  of  anchors 
tested  was  9,196,  or  an  increase  of  more  than 
50a  T-fce  diameter  of  the  largest  stud-link 
chain  cables  te#ed  (which  were  for  the  Lusi- 
tanta  and  Mauretaaia)  was  3%  inches.  The 
weight  of  each  link  of  these  cables  was  125 
pounds,  and  of  each  complete  cable  124  tons. 
The  heaviest  anchor  tested  during  the  year 
weighed  over  ten  tons  and  was  for  use  <m 
board  the  last-named  vessel. 
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Why  Some  Hen  Fail 

A'  searching  examination  of  the  returns  of 
three  of  the  largest  mercantile  agencies, 
for  the  past  two  years,  leads  to  an  interesting 
conclusion  as  to  why  mercantile  houses  fail. 
This  summary  may  be  made  up  in  the  follow- 
ing table  of  percentages : 

Per  .Cent. 

Lack  of  capital 31.5 

Incompetency  25.5 

Specific  or  local  causes 15.5 

Fraud   10.5 

Inexperience  4-1 

Unwise  credits  3.2 

Neglect    '3.7 

Failures   of  others 2.1 

Competition    1.4 

Extravagance    1 .3 

Speculation 1.2 

Total    100.0 

There  is  food  for  thought  in  th^e  figures, 
especially  concerning  the  first  two.  The  lack 
of  capital  is  not  often  given  as  a  reason  by 
those  who  have  failed;  incompetency  never— 
and  yet  the  two  are  responsible  for  over  one- 
half  the  smash-ups  that  occur. 

Observatioiu  6l  Mr.  Bine 
uX     went  up  to  my  club  this  noon,"  said  a 

1  Hardware  merchant,  "feeling  quite 
cheerful,  ready  to  face  anything,  and  inclined 
toward  one  or  two  promising  ventures.  I  had 
no  sooner  seated  myself  and  ordered  my 
luncheon  than  old  man  Blue  came  along 
and   sat   down   opposite  me. 

"My!  how  the  mercury  fell  before  he  sat 
there  twenty  minutes.  He  was  loaded  with 
hard  luck  stories  and  all  the  blues  of  the 
day  had  filtered  through  his  sediment  of 
indigo  only  to  assume  his  hue.  Blue  was  no 
name  for  it! 

"He  spoiled  my  appetite  and  made  me  feel 
that  my  substantial  luncheon  was  cheating 
my  wife  and  children  of  necessities  for  the 
future.  He  sent  me  back  feelmg  like  a  raw 
cast  wind — well,  as  for  those  ventures  I  de- 
cided to  lay  them  over  until  to-morrow." 

Spoiled  Fatnre  Chances 

Pierre  P.  Delmars,  of  Colombia,  South 
America,  relates  an  incident  which  shows 
how  foreign  trade  is  not  to  be  won.  An  order 
came  to  the  United  States  ffom  Barranquilla 
for  a  full  saw  mill  equipment.  Four  months 
passed  before  the'  goods  arrived ;  excuse,  too 
many  demands  at  home.  In  the  rush  of  busi- 
ness the  outfit  had  not  been  tested  by.  the 
manufacturer.  Defects  were  found  to  exist  in 
the  engine  and  sawmill,  and  it  was  necessary 
to  effectuate  a  protracted  dismounting  and 
send  the  defective  parts  to  the  repair  shop; 
result,  two  months'  additional  delay,  great  ex- 
pense, and  the  loss  of  a  lumber  contract  in< 


volving  many  thousands  of  dollars.  On  one  of 
the  trials,  and  due  to  the 'defects  mentioned, 
the  circular  saw  was  damaged  and  a  new  one 
ordered.  It  came  six  months  later,  consigned 
to  a  commission  house,  without  any  shipping 
documents  or  even  a  letter  of  instructions, 
leaving  the  consignee  absolutely  in  the  dark 
as  to  the  disposition  to  be  made  of  the  saw. 
The  customer  himself  was  not  advised  of 
the  shipment,  although  he  had  written  two  let- 
ters of  inquiry  in  the  premises.  Much  dis- 
gusted and  rather  than  have  his  mill  stopped 
for  an  indefinite  time,  he  purchased  at  a  pre> 
mium  another  saw  from  a  local  miller.  The 
American  article,  after  being  in  the  custom- 
house unclaimed  for  one  month  through  the 
fault  of  the  shippers,  had  ultimately  to  be  re- 
turned to  them. 

Gains  in  American  Silverware 

It  is  reported  from  Chile  that  silverware  of 
all  kinds  and  all  grades  is  in  general  use  in 
all  the  more  important  centers  of  that  country. 
The  demand  is  on  the  increase,  and  there 
should  be  a  good  field  for  American  ware, 
which  is  well  regarded.  According  to  Chilean 
government  reports  the  United  States  fur- 
nished no  silverware  in  1904,  and  but  $240  in 
1905,  out  of  a  total  importatjon  of  $10,000, 
while  in  1906  the  United  States  contributed 
$52  worth  out  of  $8,524.  From  statements  of 
dealers  in  silverware  and  the  amount  dis- 
played in  the  store  windows,  it  is  apparent 
that  1908  will  show  a  greatly  increased  sale 
and  that  the  United  States  will  show  a  re- 
markable gain. 

Cheerful  in  Fhiladelpliia 

At  a  meeting  in  Philadelphia  of  the  Hardware 
Merchants  and  Manufacturers'  Associa- 
tion it  was  decided  "that  the  present  condition 
of  afTairs  in  the  industrial  world  was  due  en- 
tirely to  lack  of  confidence,  and  not  to  any 
material  change  in  the  prosperity  of  the  coun- 
try." Accordingly  the  association  issued  the 
following  pertinent  and  timely  call :  "Wanted, 
several  thousand  persons  who  will  preach  con- 
fidence and  prosperity  on  all  occasions."  This 
call  ought  to  be  responded  to  promptly  by 
every  business  man  in  the  country,  who  at 
the  same  time  should  resolve  to  discourage  all 
who  indulge  in  pessimistic  talk. 

Wire  and  Steel  Lafh 

It  is  reported  from  Panama  that  there  is 
a  growing  market  there  for  steel  laths 
and  wire  netting  for  construction  purposes, 
owing  to  the  extending  use  of  cement;  that 
trade  in  those  lines  and  in  cement  could  be 
developed  to  a  much  greater  extent  if  quan- 
tities of  the  right  materials  were  on  hand, 
thus  avoiding  a  delay  of  six  to  seven  weeks 
in  waiting  for  an  order  to  be  filled  from  the 
the  United  States. 
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A  DIRECT  BENEFIT  TO  HARDWARE  RETAILERS 

BY  A  HARDWARE  MANUFACTURER. 


I  have  been  deeply  interested  in  your  treat- 
ment of  the  question  of  distributing  adver- 
tising matter. 

I  am  a  manufacturer  and  distribute  success- 
fully an  enormous  quantity  of  printed  matter 
among  my  customers.  I  am  spending  a  liberal 
sum  constantly  in  a  campaign  of  general  pub- 
licity, and  my  line  is  well  and  favorably  known 
among  the  trade. 

I  have  no  difficulty  whatever  in  selling  my 
output,  but  I  desire  that  the  dealer  who  is 
selling  my  wares  shall  derive  the  greatest  pos- 
sible benefit  from  the  conditions  which  I  have 
been  able  to  create.  I  feel  that  my  duty  toward 
him  prompts  me  to  render  him  some  personal 
assistance.  I  believe  that  my  duty  is  not  per- 
formed by  the  delivery  of  his  goods,  but  that 
I  should  render  him  every  assistance  in  the 
matter  of  selling,  and  thus  pave  the  way  for 
larger  business  intercourse.  I  have  therefore 
adopted  a  plan  of  offering  high-grade,  expen- 
sive literature  free  of  charge  to  any  of  my 
customers  who  give  me  the  assurance  that  they 
will  see  to  its  proper  distribution. 

I  find  that  it  pays  me  to  do  so,  and  as  our 
interests  are  mutual,  I  have  found  that  those 
who  are  using  the  matter  are  also  largely 
benefited;  in  fact,  the  dealer,  with  a  larger 
profit  than  myself,  must  undoubtedly  reap  the 
greatest  reward. 

Now,  I  am  not  fihding  fault  in  any  sense, 
excepting  that  I  deplore  the  fact  that  I  have 
not  been  able  heretofore  to  employ  methods 
sufficiently  emphatic  to  impress  upon  a  larger 
percentage  of  my  customers  the  advantage  to 
them  of  properly  using  the  service  that  I  would 
so  gladly  render  them  without  cost. 

Where  I  see  so  many  hundreds  of  dealers 
who  are  successfully  taking  advantage  of  my 
service  and  are  largely  profiting  thereby,  I 
cannot  but  regret  my  inability  to  secure  the 
co-operation  of  a  larger  number. 

1  do  not  send  printed  matter  unless  I  am 
told  that  an  intelligent  distributioii  of  it  will 
be  given.  By  this  I  mean  that  it  will  be  circu- 
lated among  new  trade  who  are  possible  future 
buyers  of  my  line. 

By  circulated  I  do  not  mean  that  it  should 
be  laid  upon  the  counter  to  go  to  waste ;  on  a 
table  where  it  may  become  soiled  and  worth- 
less, or  that  it  should  be  enclosed  in  a  package 
reaching  someone  who  would  not  purchase  my 
article  in  a  hundred  years. 

Proper  distribution  means  the  planting  of  the 
matter  in  soil  where  it  may  have  the  best  op- 
portunity to  mature. 

If  I  were  a  dealer  I  should  secure  a  suffi- 
cient supply  of  advertising  matter  describing 
each  different  line  that  I  had  for  sale.  I 
should  make  it  the  duty  of  each  of  my  safes- 
men  to  see  that  each  customer  coming  into  my 
store  was  referred  to  some  particular  specialty 


that  I  had  to  sell.  This  to  be  done  through 
the  use  of  a  few  words  of  commendation  on 
the  part  of  the  salesmen,  and  a  request  that 
the  customer  should  at  his  leisure  kindly  read 
what  the  manufacturers  had  to  say  of  their 
product. 

I  should  employ  intelligent,  cleanly  school- 
boys to  distribute  this  printed  matter  after 
school  or  on  Saturdays. 

I  should  start  them  on  a  certain  street  and 
instruct  them  carefully  in  the  matter  of  proper 
distribution. 

On  the  corner  we  have  a  grocery  store.  I 
should  have  my  boy  go  into  the  grocery  store  • 
and  hand  the  proprietor  a  booklet  covering 
tools,  such  as  saws,  hammers  and  such  things 
as  a  grocer  might  need.  To  the  clerks  I  should 
band  a  booklet  on  pocket  knives,  for  instance. 
Next  dfwr  we  find  a  drug  store.  This  drug- 
gist might  be  interested  in  scales,  funnels, 
scoops,  etc.  His  clerks  might  want  a  razor. 
We  next  come  to  a  private  house,  where  the 
housewife  would  undoubtedly  be  interested  in 
kitchen  sundries,  or  possibly  stoves.  1  should 
have  him  use  his  head,  and  distribute  at  each 
place  literature  which  seemed  to  best  fit  into 
conditions.  We  think  from  the  little  outline 
above  that  we  have  given  an  idea  of  what  in- 
telligent distribution  of  printed  matter  should 
mean,  and  we  know  from  actual  experience 
that  methods  of  this  character  will  produce  re- 
sults far  in  excess  of  expectations. 

My  object  as  a  distributor  of  printed  matter 
would  not  be  to  see  how  many  booklets  I 
could  get  away  with,  but  rather  that  each  one 
of  them  should  pay  me  for  distributing  them, 
and  we  assure  you  that  matter  distributed  as 
suggested  above  will  pay  large  dividends.  The 
trouble  with  the  ordinary  dealer  is  that  he 
feels  that  by  distributing  advertising  matter 
that  he  is  in  a  sense  an  "easy  mark."  That  it 
is  the  manufacturer's  duty  to  advertise  his 
goods,  and  that  the  dealer  should  sit  back  in 
his  easv  chair  and  wait  for  the  goods  to  be 
"called  for." 

That  is  all  right  so  far  as  it  goes,  but  the 
live  dealer  who  will  take  advantage  of  the 
general  publicity  of  the  manufacturer  by  at- 
tracting the  largest  percentage  of  inquiries  to 
himself  rather  than  to  permit  them  to  go  to 
his  competitor  around  the  corner,  is  pursuing 
a  policy  which  it  would  seem  to  us  will  re- 
dound to  his  greatest  profit. 

I  sincerely  hope  that  some  few  dealers  who 
will  read  this  article  will  be  sufficiently  inter- 
ested to  give  my  suggestions  a  practical  trial, 
when  I  am  quite  sure  the  results  obtained  will 
fully  justify  his  efforts. 


8i 


No  detail  is  too  minute  to  be  of  consequence 
in  salesmanship.  The  best  customers  are  some- 
times won  or  lost  by  a  trivial  incident. 
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HARDWARE  DEALERS'  MAGAZINE 


Januabt,  1908. 


No  Benefit  to  the  Hasses 

From  the  Robison  Hardware  Co.,  Hardware, 
Stoves,  Sporting  Goods,  etc.,  Thomasville, 
Ga.: 

It  appears  that  the  Parcels  Post  movement  is 
not  to  benefit  the  masses  at  all.  The  rate  of 
five  cents  per  pound  ifor  the  first  pound  and 
two  cents  per  pound  up  to  eleven  pounds  would 
not  give  us  any  advantage  over  the  catalogue 
house.  Any  change  from  the  present  rate 
would  lend  further  encouragement  and  assist- 
ance to  these  houses,  which  would  hurt  the 
merchant  in  distant  places,  and  not  benefit  the 
masses. 

If  the  transporting  of  parcels  to  the  country 
by  R.  F.  D.  carrers  is  to  do  any  good,  or  be 
patronized  extensively,  the  wear  and  tear  on 
vehicles  on  rough  roads  that  P.  M.  G.  knows 
nothing  about,  and  the  extra  help  required  to 
attend  to  it,  will  entail  an  expense  that  will 
certainly  not  be  warranted  by  the  postage  re- 
ceipts resuhing. 

There  are  various  reasons  why  the  govern- 
ment should  not  thus  aid  the  catalogue  houses, 
the  most  important  of  which  is  the  liability  to 
injure  in  many  ways  the  small  merchant  and 
the  owners  of  small  store  buildings  by  need- 
lessly curtailing  their  sales  and  cause  friction 
between  the  farmer  and  th«  merchant,  as  a 
merchant  might  not  feel  it  just  to  have  to 
patronize  one  who  sent  his  money  to  the  cata- 
logue house  and  expected  the  merchant  and 
people  of  the  small  towns  to  buy  his  produce. 

We  are  glad  that  you  are  going  right  to  the 
spot,  and  we  hope  that  not  a  merchant  will  fail 
to  give  you  his  opinion  of  the  matter. 

Would  Destroy  the  Towns 

Hale-Reynolds  Hardware  &  Supply  Co., 
Tulsa,  Okla.:  The  parcels  post  bill,  if 
passed,  will  benefit  one  class  of  people  only, 
and  that  is  the  catalogue  house  in  the  city.  It 
will  not  benefit  the  retailer  a  particle,  because 
he  sells  his  goods  by  the  people  coming  into 
his  store.  On  the  other  hand,  it  will  be  a  great 
benefit  to  the  catalogue  house;  in  fact,  it  will 
put  them  in  much  closer  touch  with  their  cus- 
tomers, the  consumers.  It  will  not  benefit  the 
consumer,  because,  in  the  first  place,  anything 
that  hurts  the  progress  of  the  retail  merchant 
hurts  the  farmer,  the  mechanic  and  the  labor- 
er. The  growth  of  all  towns  depends  largely 
upon  the  retail  merchant.  If  our  towns  are 
not  prosperous  the  farmers  do  not  find  good 
markets  for  their  produce;  laborers  and  me- 
chanics do  not  find  a  market  for  their  services. 
If  the  people  bought  all  their  goods  of  the 
catalogue  house  we  wouldn't  have  any  towns. 
The  parcels  post  has  a  tendency  to  isolate  the 
farmer;  instead  of  going  to  town  to  purchase 
his  goods,  he  would  buy  more  at  home. 

In  regard  <to  the  plan  proposed  by  the  post- 
master general  of  a  special  rate  to  be  made  on 
all  parcels  originating  and  delivered  on  our 
rural  routes  of  five  cents  for  the  first  ^potmd 


and  two  cents  for  each  additional  pound,  will 
say  that  the  only  way  a  retailer  could  get  any 
good  out  of  this  would  be  to  get  out  a  priced 
catalogue  with  cuts  showing  his  entire  stock. 
There  is  not  one  retailer. in  a  hundred  that 
could  afford  to  do  this.  On  the  other  hand, 
the  catalogue  house  would  quote  delivered 
prices,  be  able  to  make  quick  deliveries  and 
would  be  able  to  command  a  much  larger 
share  of  the  mail  trade. 

Confidenoe  at  Home 

From  J.  H.  Petty,  dealer  in  Hardware,  bug- 
gies, etc.,  Elliott,  la.: 

As  to  the  Parcels  Post,  I  am  opposed  to  the 
proposition.  First,  if  it  does  not  favor  the 
mail  order  and  catalogue  houses,  it  will  not 
become  a  law.  It  would  give  us  retailers  no 
advantage,  but  would  stimulate  the  catalogue 
house  by  showing  that  such  lawc  were  neces- 
sary, and  encourage  people  to  think  that  they 
must  send  away  for  their  merchandise.  I  do 
not  believe  the  government  ought  to  enact  laws 
to  help  those  who  deceive  the  people.  What 
we  want  is  more  confidence  at  home,  not  some- 
one telling  us  all  the  time  we  are  robbed,  and 
creating  a  feeling  that  you  have  to  spend 
money  to  find  out  who  your  friend  is. 

Would  Go  Out  of  Bminets 

From  the  Kokomo  Hardware  Co.,  Kokomo, 
Ind. :  We  are  opposed  to  all  catalogue 
business  and  the  parcels  post  movement.  The 
parcels  post  would  put  a  lot  of  country  mer- 
chants out  of  business.  With  this  matter  in 
force,  and  the  catalogue  houses,  we  might  as 
well  close  our  doors  and  quit. 

Good  Tear  for  Hnnting-Goods 

The  news  comes  from  Youngstown,  Ohio, 
that  more  nimrods  are  tramping  the  fields 
and  forests  and  more  hunting  is  being  done 
this  season  than  in  years.  The  Hardware 
dealers  report  sales  of  ammunition  and  guns 
to  be  larger  than  ever  before  in  history. 
Charles  Wilkins,  of  the  Wilkins-Leonard 
Hardware  Co.,  says:  "Our  sales  this  year  if 
anything  have  been  a  trifle  larger  than  ever 
before.  We  have  had  some  trouble  supplying 
trade  because  of  a  big  explosion  at  the  Austin 
powder  plant,  where  we  purchase  the  bulk  of 
our  ammunition.  This  firm  has  been  up  against 
it  in  filling  orders  in  time." 

A  diflferent  story  is  that  told  in  Omaha,  Neb. 
"They  don't  go,  hunting  as  they  used  to,"  said 
H.  C.  Townsend,  a  local  Hardwareman.  "They 
eat  turkey  and  go  to  the  football  game.  It 
used  to  be  that  a  man  who  had  any  sportiii|^ 
blood  in  him  must  go  hunting  on  Tbank^nr- 
ing,  if  he  shot  nothing  but  a  hedge  sparrow." 


The  new  president  of  titc  village  of  Green- 
wich, N.  Y.,  is  George  E.  Trumbull,  who  has 
for  some  years  conducted  the  Hardware  house 
of  Trumbull  &  McGroutjr. 
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THE  OCCASIONAL  ADVERTISING  OPPORTUNITY 
Y 


ii\Zcs"  said  the  boss  of  the  wholesale  busi- 
ness— ^the  main  push  of  the  entire  estab- 
Hshment — ^as  he  leaned  back  in  his  chair,  and 
allowed  the  smoke  of  a  fragrant  Havana  to  curl 
about  that  busy  head,  over  which  the  snow 
of  several  decades  of  successful  business  had 
drifted,  "there  is  such  a  thing  as  advertising, 
without  any  expenditure  of  money." 

"That  proposition,"  remarked  the  young 
man  to  whom  this  sententious  sentence  had 
been  addressed,  ''is  one  that  I  have  heard 
advanced  occasionally  in  my  devious  wander- 
ings through  the  business  paths  and  by-paths 
of  the  nineteenth  and  twentieth  centuries,  but 
It  generally  emanated  from  men  who  held  a 
ten-cent  piece  so  clqse  to  their  eyes  that  it 
was  impossible  for  them  to  see  a  dollar  a  little 
beyond.  From  that  class  of  fellow^,  who  are 
anxious  for  an  excuse  to  evade  the  payment 
of  solid  cash  for  publicity,  and  who  hide  them- 
selves behind  the  proposition  that  they  are  so 
well  known  that  it  is  useless  for  them  to 
spend  money  on  printer's  ink  in  extending  the 
public  knowledge  in  regard  to  themselves;  in 
other  words,  people  who  are  willing  to  take 
all  the  advertising  they  can  get  through  acci- 
dent or  otherwise,  but  are  not  disposed  to  ex- 
tend  it   as    far    as    involves    the    payment   ol 

mey.  Of  course,  this  does  not  apply  to  you, 
Mr.  Blank,  as  everybody  knows  that  tbe 
aaiount  you  have  spent  in  the  last  thirty 
years  would  load  to  the  guards  one  of  B(^ 
Evans*  battleships." 

"Yes,"  said  Mr.  Blank,  "we  do  spend 
money  now,  hoi  there  is  a  time  when  we  first 
started,  in  a  little  More  in  the  southern  pan 
of  town,  when  we  fk^  no  money  to  spend  for 
advertisiflg.  SiiM,  despite  that  fact,  we  be- 
came ^Mtie  wjAX  known  before  the  year  was 
over',  10  fact,  accidents  and  opportunities 
W$,  ^miTig  the  first  year,  quite  well 
duroughout  the  city. 

'**F^r  instance,  one  day  a  man  entered  our 
aiding  in  his  hand  a  pocketbook.  He 
f^id,  *I  found  this  in  the  gutter  near  your 
store,  and  as  I  must  catch  a  train  for  the 
Weft  inmicdiatcly  I  have  no  time  to  report  it 
to  ifbe  police,  much  less  advertising  it  or 
Inviting  up  the  owner.  As  I  do  not  wish  to 
take  it  with  me,  I  ask  you  to  take  charge  of 
it  until  the  proper  claimant  turns  up.  There 
are  $110  by  actual  count,  and  here  is  my  card, 
so  in  case  anybody  wants  to  find  out  about 
me  you  can  refer  them  to  me.' 

"Almost  before  the  last  sentence  was  out  of 
his  mouth,  he  was  out  of  the  store,  with  a 
gripsack  in  one  hand,  and  his  hat  in  the 
other,  making  a  sprint  toward  the  railroad 
depot. 

"I  had  hardly  decided  in  my  miod  what 
ought  to  be  done  when  a  shrewd  srotmg  clerk 
said  to  me:  'Mr.  Blafilc,  why  not  boom  this 


through  the  newspapers  and  get  out  of  it  all 
that  is  coming  to  you  in  the  way  of  ptiblic' 
notice?*  The  idea  struck  me  as  a  good  onC/ 
and  I  immediately  sent  word  to  the  sity 
editors  of  the  newspapers,  telling  them  Ikit  I 
had  stumbled  upon  a  matter  of  some  pMic 
imberesti  about  whidi  they  snilkt  4Mfe  to 
le^rn.  The  response  was  immMiMe,  tfltf  in- 
side of  a  couple  of  hours  hM  ^  dPten  re- 
porters had  come  in,  exanu0c4  the  giocket- 
book  and  taken  a  description  of  ihe  tame.  I 
merely  withheld  the  amount  of  oioacy  jmd 
a  description  of  the  pajiers  contained  in  it 
In  the  morning  almost  every  f^Mper  in  the  city 
had  a  long  article  in  regard  to  this  unusua' 
incident — illustrating  both  the  honesty  of  the 
hnder  and  his  implicit  faith  in  our  honesty- - 
and  in  every  case  very  expensive  mention 
was  made  of  the  Blank  Hardware  store.  The 
articles  were  certainly  seen,  as  during  ihc  U'/ 
half  a  dozen  people  dropped  in  to  inquire 
ab'^ut  the  pocketbook,  while  as  many  more 
stuck  their  heads  in  at  tlie  door  for  the  pui- 
poce  of  taking  a  look  at  the  place  that  had 
be*.D  mentioned  so  prominently  in  the  r'^ws- 
popers.  In  almost  every  case  the  callers  man 
aged  to  purchase  something  before  going  out. 

**The  man  to  whom  the  pocketbook  be- 
longed, came  in  on  the  second  day  and  proved 
his  property  to  our  entire  satisfaction,  and  as 
a  result  there  was  a  second  notice  on  the  next 
day  in  which  mention  was  made  of  the  Blank 
Hardware  store. 

"It  is  a  matter  of  fact* that  we  kept  hearing 
from  that  pocketbook  story  from  customers 
for  a  long  time  afterward,  showing  that  we 
had  made  an  impression,  and  that  it  had 
fixed  us  permanently  in  the  minds  of  quite 
a  number  of  people. 

"From  that  day  onward  we  made  a  point  of 
getting  our  names  into  the  papers  in  a  reputa- 
ble way  whenever  it  was  possible,  and  we  cer- 
tainly received  tangible  returns.  Of  course, 
we  took  up  regular  advertising  and  did  not 
attempt  to  live  on  the  strength  of  passing 
notoriety. 

"There,  is  nothing  in  the  world  will  take 
the  place  of  good  display  advertising,  espe- 
cially that  kind  which  identifies  our  name  with 
the  articles  that  we  have  for  sale  and  cre- 
ates in  the  public  mind  an  impression  thai 
the  Blank  Hardware  store  and  the  best  makes 
of    Hardware    are    identical    terms." 


The  Horton  Mfg.  Co.,  Bristol,  Conn.,  manu- 
facturers of  the  "Bristol"  Steel  Fishing  Rods, 
arc  furnishing  a  handsome  wall  calendar  to 
dealers  who  handle  fishing  tackle.  It  is  a  re- 
production of  a  painting  by  Oliver  Kemp.  The 
view  shown  is  a  fisherman  in  a  stream  with 
one   of  the  company's   fishing  rods  in   hand. 
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A  TRIP  THROUGH 

A  MODERN  JOBBING  HOUSE 

SYSTEMATIZED  BUSINESS 

Organisation,  Routine  and  Expedition  as  Aids  to 
BusincaB  Stock  Arrangement — How  Orders  Are 
Handled — Relations  Between  Employes  and  Em- 
ployers. 

By  a  A.  JOHNSON 

In  these  progressive  times,  when  modern  and  original  ideas  are  so  steadily  being 
advanced,  and  business  questions  are  so  frequently  discussed  by  men  in  all  walks  of 
life,  I  believe  that  an  artick  bearing  on  such  subjects  as  the  Organization,  System  and 
Routine  of  a  large  and  successful  jobbing  house  must  be  interesting  reading  .to  the 
average  merchant,  and  particularly  so  to  those  who  are  actively  engaged  in  the  Hard- 
ware business. 

It  is  through  the  courtesy  of  Norvell-Shapleigh  Hardware  Company,  St.  Louis, 
Missouri,  one  of  the  most  progressive  firms  in  this  country,  that  an  opportunity  is 
accorded  me  to  give  readers  of  the  Hardware  Dealers'  Magazine  a  full  insight  into  the 
intricate  details  of  the  management  of  an  up-to-date  and  modern  hardware  house. 

The  success  of  this  firm  is  largely  due  to  its  perfect  organization  and  strict  ad- 
herence to  its  business  routine,  which  is  unique  through  its  very  simplicity.  No  un- 
necessary red  tape  hinders  the  work.  The  orders  travel  from  place  to  place,  from  de- 
partment to  department  like  an  endless  chain,  and  the  entire  system  runs  like  clock- 
work. Probably  no  firm  more  clearly  appreciates  the  value  of  promptness  in  its  busi- 
ness dealings,  and  the  words — Good  Service — are  so  closely  incorporated  in  the  system 
as  to  become  the  dominant  factor  in  all  transactions. 

As  in  the  human  body  every  muscle  and  limb  have  certain  functions  to  perform, 
and  every  component  part  is  essential  for  the  operation  of  the  wonderful  mechanism 
thereof,  so  it  is  recognized  by  Norvell-Shapleigh  Hardware  Company  that  every 
employe  is  a  part  of  its  organization,  and  that  every  department  forms  an  important 
adjunct  thereto;  as  only  through  the  most  i)erfect  and  harmonious  co-operation  of 
their  employes  and  high  efficiency  of  all  departments  have  they  been  able  to  reach 
that  high  standard  in  merchandising  which  to-day  makes  them  so  prominent  in  the 
trade. 

It  cannot  help  being  of  interest  to  know  something  about  the  organization  of  this 
■  firm  that  has,  during  the  last  few  years,  made  such  marvelous  strides  towards  first 
place  among  American  Hardware  dealers  and  whose  salesmen  to-day  cover  almost 
every  State  of  the  Union.  A'  visit  to  such  a  place  would  be  well  worth  the  time,  and 
having  received  an  invitation  from  the  president  of  the  Company,  I  decided  to  im- 
mediately avail  myself  thereof. 

Oq^anizatioiL  -  and  Oilice  other  duties  give  active  attention  to  the  sales 

Upon  entering  the  store  I  first  met  a  cour-  management.    Their  desks  are  thus  near  the 

teous  young  man  who  has  at  his  command  entrance,  where  they  more  readily  can  meet 

a  remarkable  fund  of  information  concerning  the  friends  of  the  house,  that  is  to  say,  the  cus- 

thc  transaction  of  business  in  the  various  de-  tomers,      for      Norvell-Shapleigh     Hardware 

partments  of  the  house  and  who  also  seemed  Company  values  highly  the  personal  element 

prepared  to  answer  all  sorts  of  questions  in  in  the  relation  between  themselves  and  their 

reference  to  the  business  portion  of  St.  Louis,  customers. 

the  places  of  interest  and  how  to  reach  them.  Sales  department  is  divided  into  four  heads, 

etc.    He  is  known  as  the  usher,  or  door  man.  with  four  sales  managers  and  assistants.    The 

After   stating  my  business  I    asked  to  be  divisions  arc  Northwest,  Northeast,  Southwest 

shown  through  the  office  and  we  proceeded  and  Southeast,  and  the  salesmen  are  grouped 

through  the  central  aisle,  which  is  bordered  accordingly. 

by  rows  of  desks  at  which  arc  statkmed  the  Mail  Order,  Railway  Supply,  City  Sales  and 

sales  managers  and  their  assistants.    The  first  Traffic  are  separate  and  distinct  departments, 

vice-president  and  secretary  in  addition  to  their  There  are  two  divisions  of  house  managing 
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under  two  managers.  The  first  who  looks 
after  the  filling  of  orders,  supplies  necessary 
men,  maintains  discipline,  etc.,  and  the  second 
who  has  charge  of  keeping  stock,  placing 
goods,  arranging  space  ior  storage,  keeping  ac- 
counts of  stock,  etc.  Each  separate  depart- 
ment is  in  charge  of  a  department  manager 
who  controls  the  men  in  his  department. 

To  the  right  of  the  main  entrance  is  the 
Railway  Supply  Department,  the  manager  of 
which  has  had  long  and  successful  experience 
in  the  sale  of  this  line. 

In  the  center  of  the  office  is  a  large  en- 
closure, known  as  the  City  Sales  Department, 
where  all  city  and  suburban  retail  dealers  re- 


Department  of  Bicycles,  Harness,  Sewing 
Machines,  Lamps,  etc. 

General  Hardware  Department,  which  also 
includes  House  Furnishings. 

Department  of  Sporting  Goods. 

Department  of  Cutlery  and  Art  Goods. 

With  the  exception  of  the  Sporting  Goods 
and  Cutlery  Departments,  these  various  di- 
visions are  each  in  charge  of  a  buyer  whose 
desk  is  located  in  the  Buying  Department 
proper.  The  buyer  of  Sporting  Goods  and 
the  buyer  of  Cutlery  have  desks  located  in 
their  respective  departments  in  order  that 
they  may  be  more  closely  in  touch  with  the 
stocks  they  handle.    One  of  the  cardinal  prin- 


ceive  attention,  the  house  being  exclusively 
wholesale.  The  manager  of  the  City  Sales  De- 
partment, like  most  of  the  department  man- 
agers, is  a  former  commercial  traveler. 

Another  office  beside  the  main  aisle  is  that 
of  the  manager  of  the  Advertising  Depart- 
ment. The  department  itself  is  fpund  in  one 
of  the  upper  floors  of  the  house.  The  man- 
ager  of  the  department  has  his  desk  in  the 
main  office  as  a  matter  of  convenience. 

The  Buying  Department  occupies  the  greater 
part  of  the  East  Wing  of  the  main  office.  The 
second  vice-president  is  the  head  of  this  de- 
partment. Under  his  general  supervision  are 
the  following  divisions: 

Department  of  Tools, 

Departmcnt.of  Builders'  Hardware. 


The  Main  Office  on- 

ciples  of  the  Buying  Department  of  Norvell- 
Shapleigh  Hardware  Company  is  to  weigh 
carefully  the  merits  of  every  article  brought  to 
its  attention, .  viewing  it  from  the  standpoint 
of  the  retailer  who  must  ultimately  sell  it  to 
the  consumer.  The  application  of  this  principle 
results  in  a  degree  of  careful  conservatism  in 
buying  which  fairly  insures  that  the  merchan- 
dise thus  purchased  will  be  of  the  right  sort 
to  attract  the  consumer's  eye.  The  records  of 
the  r department  are  kept  with  such  accuracy 
that  it  is  possible  to  take  complete  inventory 
of  stock  on  hand  at  any  given  time  without 
going  outside  the  Buying  Department.  The 
records  also  supply  complete  information  re- 
garding the  various  manufacturers  of  each  of 
the  multitude  of  items  which  go  to  make  up  a 
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Stock  like  that  carried  by  Norvell-Shapleigh 
Hardware  Company,  and  not  least  important  is 
the  record  of  quotations  from  this  vast  num- 
ber of  manufacturers.  Contrary  to  usual  prac- 
tice, the  Buying  Department  of  this  house  is 
not  only  expected  to  make  the  purchases,  but 
the  manager  of  each  division  is  held  strictly 
accountable  for  the  sales  of  the  articles  under 
his  charge.  The  Sales  Department  is  con- 
stantly aided  in  its  work  by  the  ready,  cheer- 
ful co-operation  V  of  the  buyers.  Scarcely  a 
week  of  the  whole  year  passes  but  that  a 
group  of  traveling  representatives  are  brought 
to  the  house  and  sent  through  a  course  of  lec- 
tures or  class  discussions,   presided   over  by 


has  full  charge  of  both  inbound  and  outbound 
freight  and  controls  all  questions  of  routing 
and  transportation.  It  is  safe  to  say  but  few, 
if  any,  of  the  railway  freight  offices  are  so 
well  equipped  to  give  quick  accurate  informa- 
tion regarding  routes,  rates,  time  of  delivery, 
etc.,  as  may  be  obtained  here. 

The  Financial  Department,  under  the  direct 
supervision  of  the  Treasurer,  occupies  the  en- 
tire North  Wing  of  the  office.  Every  modern 
convenience  and  time-saving  appliance,  worthy 
a  place  in  a  busy  office,  is  found  here.  The 
methods  pursued  are  the  outgrowth  of  long 
experience  in  the  house. 

Directly  in  front  of  the  Accounting  Depart- 


-THE  First  Floor. 

the  diflFerent  buyers.  These  classes  are  in 
reality  heart-to-heart  talks  in  which  the  buyers 
and  sellers  discuss  the  quality,  merits  and  sell- 
ing features  of  the  merchandise  in  stock, 
familiarize  each  other  with  the  goods  turned 
out  by  the  manufacturer  under  other  brands 
than  those  handled  by  the  house,  study  com- 
peting lines,  compare  experiences,  etc.  The 
intimate  understanding  between  the  buyers  and 
salesmen,  which  grows  out  of  these  frequent 
meetings,  is  unquestionably  beneficial,  and 
tends  to  promote  sales  and  at  the  same  time 
insures  intelligent  introduction  of  new  goods 
and  efficient  representation  in  general. 

Tlie  Traffic  Department,  under  the  manage- 
ment of  an  experienced  railway  freight  man, 


ment  is  located  the  desk  of  the  Office  Manager, 
who  has  full  charge  of  all  office  work  as  well 
as  the  discipline  of  the  employes  connected 
therewith,  all  of  whom  he  also  employs. 

Near  his  desk  sits  the  House  Manager,  who 
looks  after  all  work  pertaining  to  the  operat- 
ing departments.  He  employs  all  stock  men. 
His  desk  is  directly  in  front,  and  in  plain  view 
of  the  President's  office,  to  whom  he  is  directly 
responsible  for  his  management. 

The  Claims  Department,  located  straight 
ahead  from  the  House  Manager's  desk,  is  un- 
der direct  charge  of  two  very  competent  men, 
both  of  whom  have  long  training  in  this  par- 
ticular line  of  business.  They  arc  both  old 
travelers  and  know  personally  many  of  the 
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dealers  in  their  territories,  which  is  of  great 
assistance  to  them  in  handling  their  corre- 
spondence. The  work  of  this  department  is  so 
divided  that  each  man  has  a  certain  territory 
to  look  after. 

I  was  rather  surprised  at  the  few  employes 
in  this  department,  which,  however,  was  ex- 
plained by  the  simple  system  in  use  and  the 
small  number  of  claims  which,  according  to 
the  statistics,  are  daily  being  still  more  re- 
duced. A  record  is  kept  of  all  complaints, 
which  are  tabulated  according  to  departments 
and  character,  and  a  full  monthly  report 
thereof  is  submitted  to  the  president. 

This  system  has  done  much  to  improve  the 


jobbing  house,,  as jmany  lines  of  goods  are  sold 
long  before  time  -for  delivery,  and  a  full  and 
complete  record  must  be  kept  of  all  such  orders 
with  a  view"  of  having  the  goods  on  hand 
when  the  order  is  to  be  filled,  which  in  these 
days  of  shortages  in  many  lines  of  merchan- 
dise is  no  small  undertaking.  This  department 
is  located  in  the  buyers'  division,  with  which  it 
is  in  very  close  touch. 

At  the  extreme  end  of  the  Accounting  De- 
partment is  the  Directors*  Private  koom,  where 
meetings  are  held  at  frequent  intervals,  policies 
of  the  business  worked  out,  market  conditions 
discussed  and  it  is  doubtless  to  the  unanimity 
of  purpose  resulting  from  these  meetings  that 


service  and  is  no  doubt  to  a  great  extent  re- 
sponsible for  its  high  efficiency.  The  practical 
work  of  the  department  is  done  without  any 
red  tape;  the  letters  containing  customers* 
complaints  are  attached  to  regular  "claim 
forms"  or  covers,  which  are  numbered,  and  all 
subsequent  letters  and  copies  thereof,  as  well 
as  all  notations  and  data  made  during  the  in- 
vestigations, are  fastened  within  these  covers, 
which  thus  contain  the  full  history  of  the 
claims  and  all  documents  connected  therewith. 
This  arrangement  gives  the  "claim  record**  a 
concise  form  and  materially  assists  in  looking 
up  matters  pertaining  to  claims,  no  matter 
how  old  they  may  be. 

The  Department  of  Future  Shipments  is  an- 
other interesting  and  necessary  adjunct  to  a 


Main  Packing  Room  on- 

the  house  has  been  able  to  show  such  remark- 
able growth. 

Buildings  and  Stock  Booms 

Norvell-Shapleigh  Hardware  Company  oc- 
cupies two  large  and  imposing  structures.  The 
main  store  building,  which  is  nine  stories  in 
height,  built  of  steel  and  concrete,  and  as  fire- 
proof as  is  possible  to  make  it,  is  especially 
designed  for  the  purpose  it  now  serves,  and  is 
arranged  on  a  most  up-to-date  plan.  It  is  lo- 
cated near  the  western  bank  of  the  Mississippi 
River,  at  the  foot  of  the  magnificent  Eads 
bridge,  fronting  an  open  square  and  surrounded 
on  the  other  three  sides  by  business  streets, 
and  it  naturally  attracts  a  great  deal  of  atten- 
tion on  account  of  this  prominent  location. 
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The  other  building,  or  the  warehouse,  is  also 
new  and  complete  in  its  equipment.  It  is  a 
six-story  building,  facing  a  street  on  one  side 
and  railroad  tracks  on  the  other,  having  splen- 
did facilities  for  shipping  and  receiving,  as 
several  railroad  cars  can  be  side-tracked  at 
one  time,  on  its  private  spur.  It  has  several 
freight  elevators  and  a  complete  sprinkling 
system  throughout  the  building,  which  mate- 
rially reduces  the  insurance. 

There  are  wagons  running  uninterruptedly 
between  these  two  buildings,  transferring 
goods  from  one  to  another,  shipping  being 
done  from  both  places.  X^^se  wagons  leave 
the  store  and  warehouse  on  schedule  time,  and 


floor,  away  from  the  noise  of  the  street,  in 
a  quiet,  well-lighted  spot  of  the  building  where 
the  customers  will  not  be  disturbed  while 
making  their  purchases. 

The  floor  below,  or  the  seventh,  is  occupied 
entirely  by  the  Sporting  Goods  department 
which,  like  the  Cutlery  room  above,  also  has 
its  own  packing  room.  The  above  depart- 
ments, containing  the  most  expensive  and  del- 
icate stock,  were  assigned  to  the  upper  floors 
with  a  view  of  better  protecting  the  goods 
against   damage  by   dirt  and  smoke. 

The  si-xth  floor  is  used  as  the  storage  room 
for  surplus  stock  of  bnth  the  Cutlery  and 
Sporting  Goods  departments,  and  here  is  also 


-THE  Second  Floor. 

a   regular    time    table   is    established    for    this 
service. 

In   the   main    building    are   stored    all    open 
btocks  which  require  packing,  whereas  in  the 
warehouse  are  located  all  articles  that  go  out 
in  original  cases  or  bundles,  or  articles  that 
merely  have  to  be.  wrapped  and  tied  together. 
It  may  be  interesting  to  your  readers  to  see 
how  the  stock  is  arranged  in  these  buildings, 
and  I  will  therefore  begin  at  the  top  in  the 
main  building  and  make  a  trip  through  the  dif- 
ferent floors. 

The  Cutlery  and  Show  Case  Goods  depart- 
ment occupies  the  larger  portion  of  the  top 
floor,  and  the  remainder  is  used  for  sample 
rooms.  It  struck  me  as  a  splendid*  idea  to 
have  the    sample    room   located  on   the   top 


located  the  Catalogue  and  Advertising  depart- 
ments, as  well  as  the  Printing  Office. 

The  firm  does  nearly  all  its  own  printing 
and  employs  a  good  many  men  and  women  in 
this  department,  which  is  equipped  with  three 
presses  and  other  machinery  necessary  for  a 
complete  printing  outfit.  All  general  letters 
to  travelers  are  printed  here,  and  all  change 
sheets  and  new  catalogue  leaves  are  also  pre- 
pared  in   this    room. 

The  Tinware  department  occupies  the  entire 
fifth  floor,  which  also  contains  a  large  packing 
room.  The  department  is  growing  so  fast 
that  it  puzzles  the  stock  manager  how  to  fur- 
nish the  necessary  floor  space  to  take  care  of 
its  rapid  increase. 

On  the  fourth  floor  we  find  the  Bicycle  de- 
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partment,  which  has  just  been  remodeled  to 
accommodate  its  growing  business.  It  may 
be  interesting  to  know  that  the  demand  for 
bicycles  seems  to  be  increasing,  and  the  firm 
is  now  making  preparations  for  handling  the 
largest  bicycle  business  in  its  history. 

The  Saddlery  department  also  occupies  a 
large  portion  of  this  floor,  and  a  joint  pack- 
ing room  is  provided  for  these  two  lines. 

The  third  floor  contains  the  main  stock 
room  where  most  of  the  shelf  goods  are  stored. 
It  is  occupied  nearly  altogether  with  long  rows 
of  shelving,  on  which  are  placed  such  goods 
as  hammers,  hatchets,  saws  and  other  similar 
articles.     There   is   no  packing   done   on   this 


tion,  and  the  usual  confusion  and  annoyance 
caused  by  robbing  and  interchanging,  parts  of 
locks,  etc.,  is  entirely  overcome,  and  last  but 
not  least,  the  service  has  been  so  improved 
that  complaints  are  seldom  heard.  I  was 
informed  that  the  cage  is  going  to  be  ma- 
terially increased  in  size,  enabling  the  firm  to 
better  handle  the  rapidly  increasing  business 
in  this  department,  which  increase  is  no  doubt 
caused  to  a  great  extent  by  its  splendid  or- 
ganization. 

The  carpenter  shop  and  box  factory  arc 
also  found  on  this  floor,  which  makes  it  very 
convenient  for  the  packers. 

On  the  first  floor  of  the  building  are  located 


floor,   as  all  goods   are    sent  to   the   general 
packing  room  one  flight  below. 

The  principal  space  on  the  second  floor  is 
utilized  for  the  main  packing  room,  which  is 
elsewhere  described,  but  considerable  room 
is  also  allotted  to  the  Stock  department  for 
storage  of  Builders'  Hardware.  This  line  of 
goods,  which  requires  more  detailed  attention 
than  the  general  hardware,  is  placed  within  a 
wire  netting  enclosure,  commonly  referred  to 
as  the  "cage,"  to  which  nobody  has  access  ex- 
cept the  head  of  the  Builders'  Hardware  de- 
partment and  his  assistants.  The  regular  or- 
der clerks  do  not  get  out  any  goods  in  this 
department,  all  orders  being  filled  by  special 
stock  clerks  with  practical  training  in  this 
particular  line  of  business.  Through  this  ar- 
rangement the  stock  is  kept  in  better  condi- 


PORTION  OF  THE   HARDWARE   SaMPLE- 

the  general  offices,  shipping  and  receiving  de- 
partments, which  are  entirely  separate,  the 
former  fronting  the  square,  and  the  latter  the 
opposite  street.  The  lunch  rooms  and  women*« 
rest  room  are  also  situated  on  this  floor. 

The  cellar  contains  all  heavy  goods,  such  as 
axes,  bolts,  hinges,  loaded  shells,  screws,  etc., 
and  the  department  is  also  equipped  with  a 
packing  room. 

All  incoming  freight  is  handled  through 
iron  chutes  leading  from  the  sidewalk,  thus 
doing  away  with  all  elevator  service. 

The  Axe  Handle  department,  occupying  a 
portion  of  this  floor,  is  quite  a  feature  of  the 
business,  and  is  equipped  with  modem  ma- 
chinery, such  as  cut-offs,  emery  and  polishing 
wheels,  etc 

With    Norvell-Shapleigh    Hardware    Cora- 
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pany  the  axe  handling  has  long  been  a  trade 
and  is  fast  becoming  an  art.  The  most  care- 
ful supervision  is  given  to  all  details  of  the 
department,  and  it  is  through  the  complete 
knowledge,  gained  by  long  and  practical  ex- 
perience of  how  to  hang  the  axes  and  wedge 
the  handles  that  they  have  acquired  such  a 
high  reputation  among  the  dealers  as  well  as 
the  consumers  in  the  lumber  districts  of  the 
various  states  where  their  axes  are  being 
sold  and  used. 

There  are  five  electric  elevators  installed  in 
the  building,  four  for  freight  and  one  for 
passengers,  the  latter  being  equipped  with  a 
signal  device  by  which  a  red  pilot  lamp  in  the 


storage  of  which  there  are  379  bins  5x6 
feet,  totaling  1,875  lineal  feet  in  length.  All 
bins  are  plainly  labeled. 

The  third  floor,  the  whole  of  which  is  de- 
voted exclusively  to  steel  goods  ( forks  and 
hoes)  is  certainly  a  gem.  It  is  laid  out  in 
long  rows  of  double-decked  bins,  plainly  and 
artistically  labeled  with  japanned  tin  signs,  its 
partitions  painted  and  the  floor  oiled  to  keep 
the  goods  clean  and  neat,  and  protecting  them 
against  dust.  Never  before  have  1  seen  such 
order  in  arrangement  and  extraordinary  clean- 
liness in  a  stock  room  of  ,any  store  where  1  , 
have  visited.  Every  foot  of  space  is  utilized, 
and  at  the  same  time  the  goods  are  laid  out 


-BOOM  ON  THE  Top  Floor. 

main  office  is  automatically  lighted  when  the 
cage  passes  the  third  floor  on  its  downward 
trip  and  remains  burning  until  it  begins  to 
ascend.  In  this  way  everybody  in  the  office 
knows  just  when  to  take  the  elevator,  and  . 
no  time  is  lost  in  waiting. 

A  systenr  of  passes  for  outside  people  wish- 
ing to  visit  offices  of  the  upper  floors  is  also 
in  use. 

The  warehouse,  which  is  located  a  few 
blocks  from  the  main  store,  is  a  big  Hardware 
store  m  itself. 

The  fifth  floor  is  occupied  by  screen  doors, 
boys'  express  wagons,  sewing  machines,  lan- 
terns, and  stoves,  etc. 

On  the  fourth  floor  is  located  all  shovels, 
spades,    rakes    and  lumbering  tools,    for   the 


systematically  according  to  character,  size  or 
number. 

The  bins,  of  which  there  are  371  on  this 
floor,  resemble  those  on  the  fourth  in  size  and 
general  construction,  but  are  built  of  lighter 
material. 

The  second  floor  is  occupied  by  lamps,  gal- 
vanized ware,  lawn  mowers  and  pumps,  and 
makes  a  very  attractive  appearance  through 
its  long  straight  aisles  running  from  one  end 
of  the  building  to  the  other. 

The  first  floor  is  used  almost  exclusively  for 
shipping  and  very  few  goods  are  stored 
thereon,  except  over  the  shipping  sections, 
where  every  foot  of  air  space  is  utilized  by 
means  of  decks,  on  which  such  goods  as 
wire  netting,  ice  cream  freezers  and  coal  hods 
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are  stored.  All  shipping  sections  are  divided 
by  high  board  partitions  to  prevent  the  goods 
belonging  in  one  section  from  being  mixed 
up  with  those  in  the  adjoining  one. 

One  of  the  most  notable  features  in  the 
shipping  room  is  the  steel  goods  aisle,  which 
is  IfK)  ft.  long,  5  ft.  wide  and  bordered  by 
80  shipping  bins  or  sections  4x5  ft.  in  size,  ar- 
ranged by  towns.  The  goods,  including  shov- 
els, spades  and  scoops,  are  stored  in  these 
bins  or  sections  preparatoo'  to  the  shipping 
and  arc  always  quickly  located  when  wanted, 
by  means,  of  plain  signs  over  every  bin. 
Ihere  is  seldom  a  delay  or  hitch  in  the  ware- 
house shipping  room,  as  everything  is  in  its 
place  and  there  is  a  place  for  everything. 


these  customers  are  carried  out  to  the  letter, 
guarding  against  all  mistakes,  through  the 
most  complete  and  improved  system  of  check- 
ing and  rechecking,  and  finally  disposing  of  all 
these  orders  without  a  hitch  of  any  kind,  and 
all  this  accomplished  during  the  working  hours 
of  one  day.  This  is  modern  merchandising, 
indeed,  .and  is  just  what  Xorvell-Shapleigh 
Hardware  Company  are  doing  every  day. 

The  magnitude  of  their  business  and  the 
ease  with  which  it  seemed  to  be  taken  care  of 
struck  me  very  forcibly,  so  I  asked  for  an  op- 
portunity of  learning  something  about  their 
system  of  handling  orders.  .After  being  in-, 
formed  that  the  most  practical  way  of  studying 
their  order  routine  would  bt^  to  follow  an  order 


Onk   of  tHK  Tool  Roo.vis  in   \L\rN  S.\mple  Room. 


The  cellar,  which  is  verv-  light  and  has  a 
high  ceiling,  contains  the  heavy  goods,  such  as 
nails,  horse  shoes,  barbed  wire  and  hollow 
ware,  etc.  In  the  rear  is  th?  railroad  plat- 
form and  the  warehouse  switch,  which  is  long 
enough  to  permit  several  cars  being  loadcil 
and  unloaded  at  the   same   time. 

How  Orders  Are  Handled 

Little  does  the  retail  merchant  know  about 
the  inside  workings  of  a  modern  jobbing  es- 
tablishment. The  details  connected  with  the 
filling,  invoicing  and  shipping  of  an  order  arc 
barely  conceivable  to  the  average  man. 

Just  think  of  taking  care  of  thousands  of 
orders  daily,  seeing  that  every  instmction  of  all 


in  its  course  through  the  building,  I  was 
ushered  into  the  mailing  office,  where  all  mail 
is  received,  opened  and  distributed.  This  de- 
partment is  a  busy  place,  indeed,  particularly 
during  the  morning  hours  when  mail  deliveries 
are  heaviest.  It  is  equipped  with  an  automatic 
machine  for  sealing  envelopes,  with  a  capacity 
of  4,000  per  hour;  a  splendid,  labor-saving 
invention. 

The  imincnse  morning  mail  is  collected  at 
the  post  office  by  special  messengers,  who  de- 
liver the  first  installment  thereof  at  6:30  a.  m. 
Numerous  young  men  and  boys  are  then  en- 
gaged at  opening  and  segregating  the  letters, 
which  work  beguis  immediately,  so  as  to  have 
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the  mail  distributed  on  the  desks  of  the  va- 
rious department  managers  at  the  opening  of 
the  store — 7:3i)  a.  m.     Special  attention  is.  of 


Fig.  1 — Front  Side  Credit  Card. 
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Fig.  2 — Reverse  Side  Credit  Card. 

course,  given  to  orders  and  remittances;  the 
former  going  to  the  registration  department, 
and  the  latter  to  the  credit  man,  who  looks 


them  over  carefully,  making  all  necessary  no- 
tations before  turning  them  over  to  the  Cash- 
ier's office. 

Upon  leaving  the  Mailing  Department,  I 
turned  my  steps  across  the  aisle  towards  the 
registration  office,  which  is  a  very  important 
department,  inasmuch  as  it  contains  full  rec- 
ords of  all  movements  of  orders,  and  a  great 
deal  other  valuable  data  and  references  which 
I  will  take  up  as  I  go  along.  There  are  a 
number  of  young  men  and  women  employed 
here,  under  the  supervision  of  a  department 
head.  The  work  of  this  "department  begins 
thirty  minutes  before  the  store  opens  for  gen- 
eral business.  No  time  can  be  lost  in  the 
morning,  because  the  majority  of  all  orders 
received  in  the  morning's  mail  must  be  out  of 
the  hou«e  before  night,  and  every  minute  is 
therefore  made  to  count.  The  first  transac 
tion  in  the  registration  office  is  the  entry  of 
the  orders  on  the  salesmen's  record  sheets, 
which  show  the  number  of  orders  taken  by 
each  salesman  for  every  day  of  the  month.  The 
order  is  then  given  a  number  by  which  it  is 
known  thereafter.  The  month  and  date  when 
the  order  was  received  form  the  first  three  or 
four  figures  of  this  number  and  the  other 
figures  indicate  the  serial  number.  Thus:  An 
order  number  1207867  means  that  the  order 
was  received  on  December  7  and  the  serial 
number  is  867.  All  future  and  direct  factory 
shipments  are  then  segregated  and  turned  over 
to  the  buyers  for  their  inspection  before  going 
to'  the  department  for  future  shipments,  where 
they  are  again  recorded  and  filed  until  time  for 
shipment. 

We  now  come  to  the  most  interesting  fea- 
ture of  this  whole  department — the  "Card  In- 
dex System,"  and  in  order  to  better  illustrate 
same   and  the  special  benefits  derived  therc' 
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from,  I  will  reproduce  both  sides  of  one  of  the 
cards  measuring  3x5  inches.  These  cards  are 
arranged  in  cabinets  by  states,  towns  and  cus- 
tomers. 

Fig.  1  shows  the  front  side,  part  of  which 
is  used  for  credit  notations  and  the  other  part 
for  customer's  general  instructions  pertaining 
to  filling  and  shipping  of  orders,  which  nota- 
tions are  copied  on  the  face  of  the  order  sheet 
and  carefully  observed.  The  upper  part  of  the 
card  is  for  the  customer's  name,  address  and 
line  of  business.  It  also  shows  what  catalogues 
if  any,  have  been  sent  him.  * 

Fig.  2  gives  the  reverse  side,  where  all  or- 
ders are  entered  as  received,  special  columns 
being  provided  to  show  whether  they  are  sales- 
men's orders  or  mail  orders.  There  is  also*a 
column  for  quotation  records.  The  sales  man-?  \ 
agers  consult  these  cards  frequently  to  obtam 
such  information,  as,  how  many  orders  they 


perform  double  service.  They  represent,  so 
to  say,  the  memory  of  the  house;  employes 
come  and  go  but. the  cards  always  remain 
silent  recorders  of  past  transactions  and  Valu- 
able advisers  for  future  ones. 

After  haying  passed  through  all  these  pre- 
cautionary measures  the  order  is  ready  to  go 
to  the  credit  man  for  his  approval,  and  if 
accepted  is  immediately  returned  to  the  regis- 
tration office  where  it  is  entered  on  the  official 
register  according  to  its  number.  The  depart- 
matizer  now  takes  hold  of  it  and  prepares 
it  for  the  stock  rooms.  He  sees  that  all  goods 
are  properly  entered  on  the  different  depart- 
ment .sheets,  which  are  then  immediately  dis- 
tributed throughout  the  house.  If  a  salesman 
fails  to  copy  an  item  on  the  proper  sheet,  or 
in  case  of  mail  orders  transfer  slips  are  made 
out,  but  little  time  is  lost  even  then,  as  a  large 
force  of  entry   clerks   is  always  on  hand  for 
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The  **D.\nger  Card." 


have  had  from  the  customer,  whether  he  is 
a  mail  order  customer  or  not,  and  whether 
they  have  been  favored  with  orders  after  send- 
ing quotations,  etc 

A  pink  colored  card  of  same  size  is  also 
used,  which  is  appropriately  referred  to  as  the 
"Danger  Card'*  as  it  contains  special  memo- 
randa regarding  undesirable  accounts  or  other 
remarks  of  similar  nature,  and  acts  as  a  danger 
signal  or  warning  to  exercise  unusual  care  in 
handling  of  an  order  to  which  it  has  reference. 
It  also  gives  full  information  about  special 
agency  goods  and  tends  to  prevent  errors  of 
selling  such  goods  to  more  than  one  customer 
in  the  same  town. 

The  value  of  these  cards  seemed  very 
obvious  to  me  at  the  first  glance ;  they  •  not 
only  assist  the  credit  and  sales  departments, 
but  also   protect    the   ciTStom^rs.   and   thereby 


this  work.  The  catalogue  shows  on  what  floor 
of  either  Hie  main  building  or  the  warehouse 
every  article  is  stored,  so  there  is  little  chance 
for  such  errors. 

Another  feature  to  which  my  attention  was 
drawn,  was  that  all  messenger  boys  carrying 
papers  from  one  department  to  another  mak* 
regular  trips  every  thirty  minutes,  having  to 
register  their  names  and  trip  time  at  each  sta- 
tion. 

The  time  consumed  in  thfc  preliminary  opera- 
tions before  the  practical  work  of  getting  out 
the  goods  begins,  is  really  astonishingly  short, 
as  can  be  seen  from  the  fact  that  the  orders 
received  in  the  first  morning  mail,  are  always 
in  the  hands  of  the  stock  clerks  at  8  a.  m., 
and  are  turned  over  to  the  packers  long  before 
noon.  I  was  shown  a  case  on  record  where 
some  few-  weeks  ago  a  new  stock  order  of  94 
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pages  was  received  in  the  registration  depart- 
ment at  8  a.  m.  and  being  filled  almost  com- 
plete, w.th  only  eight  shortages,  was  delivered 
in  the  shipping  room  before  3  p.  m.  It  took 
rhat  night's  train  for  Texas  and  reached  there 
on  time,  the  customer  senditTg  telegraphic  ad- 
vice when  the  goods  arrived,  which  was  four 
days  after  receipt  of  order. 

This  struck  me  as  pretty  good  work,  and  I 
was  told  that,  were  it  not  for  articles  made  to 
order,  goods  sent  in  from  other  houses,  every 
order  would  be  filled  just  as  promptly. 

Such  speed  is  made  possible  only  by  orders 
being  worked  simultaneously  on  all  floors  by 
different  crews  and  the  packing  being  done  on 
-icveral  floors  at  the  same  time.  Only  small 
goods,  such  as  mechanics'  tools  and  builders* 
Hardware,  etc.,  are  assembled  in  the  main 
packing  room  on  the  second  floor,  which  has 
a  floor  space  of  9,080  sq.  ft.,  and  contains  952 
feet  of  packing  tables.  This  room  is  light 
and  well  ventilated,  having  windows  on  three 
sides  and  is  connected  with  the  shipping  room 
below  by  means  of  an  iron  chute,  through 
which  even  the  largest  boxes  are  lowered.  The 
goods  are  all  checked  and  rechecked  before 
being  packed.  Broken  and  untidy  packages  are 
returned  to  the  stock  rooms  and  only  fresh 
and  bright  looking  goods  pass  the  rigid  in- 
spection to  which  they  are  subjected.  The 
packing  is  done  by  experienced  men,  who  are 
held  responsible  for  any  breakage  caused  by 
carelessness,  which  in  a  great  measure  insures 
rirst-class  work. 

Having  traced  the  order  through  the  various 
stages  of  its  progress,  I  have  now  reached  the 
shipping  room,  where  it  receives  its  final  dis- 
position. This  department  occupies  a  large 
portion  of  the  first  floor,  and  almost  its  entire 
floor  space  is  taken  up  by  bins  or  sections  laid 
out  according  to  States,  where  shipments  are 
assembled  before  being  loaded  on  the  wagons. 
There  is  a  platform  200  ft.  in  length  running 
in  front  of  the  entire  room,  which  greatly 
adds  to  the  shippirg  facilities.  A  large  force 
of  men  arc  engaged  at  trucking,  checking  and 
loading  teams  and  everybody  is  on  the  go  in 
this  busy  department.  It  requires  good  judg- 
ment and  quick  action  to  get  all  shipments  out 
of  the  house  before  5  p.  m.,  when  the  freight 
sheds  close  for  the  day,  but  Norvell-Shapleigh 
Hardware  Co.'s  location  is  peculiarly  well 
adapted  for  this  work  as  nearly  all  the  prin- 
cipal freight  depots  are* within  a  few  blocks  of 
the  store. 

The  shipment  now  being  on  the  way  to  its 
destination,  let  us  see  what  has  become  of  the 
order  sheet  and  how  it  is  priced  and  invoiced. 
When  the  packing  cases  were  dropped  through 
the  chute  into  the  shipping  room,  the  order 
sheet  went  back  to  the  registration  office  to 
be  checked  on  the  oflicial  register.  This  com- 
pletes the  records  of  this  office  and  prevents 
an  order  of  being  lost  or  misplaced  in  handling. 
All  orders  not  checked  out  are  reported  to  the 


house  manager,  who  requires  an  explanation 
from  the  foreman  of  the  packing  room  regard- 
ing the  cause  for  the  delay. 

i  hj  next  step  brought  me  to  the  Pricing 
Department,  where  I  was  shown  the  most  up- 
to-date  "pricing  catalogue"  that  I  have  ever 
seen.  This  book  is  entirely  different  from 
such  catalogues  which  I  have  seen  used  in 
pricing  offices  of  other  firm5.  In  order  to  fully 
explain  the  valuable  features  of  this  book,  I 
have  had  a  pagj  reproduced.  The  illustration 
shows  that  all  goods  are  arranged  alphabeti- 
cally and  numerically,  which  by  means  of  a 
multiple  index  makes  it  exceptionally  easy  for 
the  price  clerks  to  locate  the  many  thousands 
of  items  which  are  tabulated  therein.  1  wa> 
told  that  it  took  six  months  to  make  up  one- 
of  these  books  and  the  cost  was. quite  consider- 
able, but  the  system  no  doubt  paid  for  itself 
in  a  very  short  time. 

.Another  feature  about  this  pricing  catalogue 
is  that  it  contains  net  prices  on  all  articles,  also 
sold  by  discounts,  which  is  illustrated  at  th^ 
bottom  of  the  second  column  where  you  will 
find  carriage  bolts  listed.  It  is  noted  in  front 
of  each  item  on  what  page  in  the  regular  cata- 
logue the  article  appears,  also  how  the  goods 
are  sold,  whether  in  gross,  dozen  or  single. 

In  addition  to  this  perfect  system  of  price 
keeping,  there  is  also  a  method  of  keepirg 
track  of  all  prices  or  quotations  made  to  dif- 
ferent customers  from  time  to  time,  which 
requires  a  set  of  individual  price  books. 

Each  of  these  books  which  are  loose  leaved 
and  arranged  in  the  same  order  as  the  gen- 
eral price  catalogue  contain  only  one  account 
and  every  price  or  quotation  made  this  cus- 
tomer is  copied  and  the  date  thereof  noted. 

This  system  as  used  by  Norvell-Shapleigh 
Hardware  Company  is  very  characteristic  of 
the  firm,  and  is,  as  far  as  I  understand,  the 
only  one  of  its  kind  in  this  country. 

As  soon  as  the  pricing  is  completed  the  order 
sheet  is  turned  over  to  the  entry  department 
where  the  invoices  are  made  out  in.  dupli- 
cate, the  original  going  to  the  customer  and 
the  copy  to  the  bookkeeper.  This  department 
is  equipped  with  numerous  adding  machines 
and  all  operators  and  employes  are  female,  but 
one,  the  exception  being  the  manager,  who  also 
has  charge  of  the  filing  department,  which  is 
located  in  an  adjoining  room. 

As  evidence  of  the  up-to-date  and  compre- 
hensive methods  of  the  firm,  I  might  mention 
that  the  department  is  in  position  to  render 
invoices  in  several  foreign  languages,  such  a? 
French,  Spanish  and  German,  and  is  most 
complete  in  every  detail. 

The  order  sheet  having  served  its  purposes 
is  now  sent  to  the  Filing  Department,  where 
a  great  many  persons  are  employed  for  the 
proper  keeping  of  all  documents  for  future 
reference.  One  of  the  rules  of  this  department 
is,  that  no  papers  can  be  taken  away  from 
there    except    those    that    have    reference    to 
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claims  and  arc  used  in  completing  the  records 
of  the  claims  department.  Any  person  out- 
side of  this  department  anting  information 
from  the  filing  room,  can  obtain  it  by  making 
requisitions  for  copies  of  letters  and  order 
sheets,  which  are  furnished  without  delay,  or, 
if  he  prefers  to  see  the  originals,  he  can  do  so 
at  the  information  counter,  within  the  en- 
closure of  the  department,  but  under  no  cir- 
ctimstances  can  he  take  them  with  him.  In 
this  way  no  papers  get  lost  and  there  is  no 
trouble  in  finding  what  is  wanted,  which  is  not 
always  the  case  where  letters  and  order  sheets 
are  permitted  to  circulate  around  the  house. 
The  system  may  be  a  little  expensive,  but  an- 
swering the  purpose  it  is  certainly  worth  the 
price,  as  an  incomplete  filing  department  is 
worse  than  none. 


more  private  nature  than  any  other,  is  located 
in  the  corner  on  the  main  office  floor,  just  out- 
side the  entrance  to  the  President's  office,  and 
is  in  direct  charge  of  the  office  manager. 

The  first  operation  in  this  office  is  the  figur- 
ing of  the  profit  of  every  article  and  footing 
up  the  invoice  on  that  basis.  The  salesman  is 
then  credited  with  the  amount  of  the  bill  show- 
ing both  sale  and  profit,  after  which  the  car- 
bon is  filed  in  a  special  filing  cabinet  according 
to  salesmen,  subdivided  into  States,  towns  and 
alphabetical  arrangement  of  customers. 

At  the  close  of  the  month  the  salesmen's 
records  are  figured,  showing  the  exact  amount 
of  sales  and  profit  in  each  division  of  the  busi- 
ness. 

In  addition  to  the  above,  the  Auditing  De- 
partment also  foots  up  at  the  end  of  the  month 
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Returning  to  the  Entry  Department  and  de- 
siring to  see  the  routine  of  the  invoices,  which 
I  left  behind  when  I  entered  the  Filing  Room, 
I  was  informed  that  the  original  copy  had 
already  been  sent  to  the  Mailing  Department, 
which  also  handles  all  outgoing  mail,  and  the 
carbon  was  on  its  way  to  the  bookkeeping  de- 
partment, where  I  arrived  in  time  to  see  the 
amount  of  the  sale  and  the  terms  thereof 
posted  in  a  loose  leaf  ledger,  all  arranged  by 
States  and  towns.  This  department  was  very 
much  like  many  others  of  its  kind,  so  seeing 
no  reason  for  dwelling  there  any  longer,  I  pro- 
ceeded towards  the  Auditing  Department, 
where  the  finishing  touches  were  applied. 

This  department,   which  handles  matter  of 


the  total  of  bills  receivable  from  each  State. 

This  ended  a  most  interesting  trip  through 
the  operating  departments  of  the  house,  and 
having  followed  an  order  from  its  receipt  on 
the  mailing  desk,  to  its  final  disposition  in  the 
Auditing  Department,  I  will  now  make  a  few 
general  remarks  about  the  discipline,  etc. 

Belations    Between    Employee    and 
Employers 

It  is  natural  to  expect  that  a  house  doing 
so  much  towards  earning  the  confidence  and 
respect  of  their  customers,  will  not  slight  their 
employes,  who  have  been  instrumental  in  ob- 
taining for  them  these  desirable  results. 

Norvell-Shapleigh    Hardware   Company   has 
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not  lost  sight  of  the  fact  that  a  policy  of  con- 
sideration and  encouragement  is  more  produc- 
tive of  good  results  and  more  beneficial  to  its 
interest  than  one  of  cold  bloodcdncss  and 
harshness,  and  for  that  reason,  as  well  as 
from  the  nature  of  the  directing  heads  of  the 
company,  have  they  adopted  a  most  liberal 
policy  in  dealing  with  their  numerous  employes, 
who  are  being  taught  that  every  man  counts 
in  business  and  that  his  individual  position  is 
never  underestimated  by  his  employers.  Every 
employe  is  given  full  credit  for  his  merits,  by 
which  his  advancement  is  determined,  and  he 
is  equally  held  to  account  for  his  shortcom- 
ings. 
This  is  a  very  democratic  house;    no  fancy 


built  on  family  principles,  which  brings  the 
officers  and  employes  in  clos^  touch  with  each 
other,  and  a  spirit  of  good  feeling  between  the 
former  and  the  latter  is  manifested  in  every 
department  of  the  business. 

Much  is  also  done  for  the  comfort  and 
recreation  of  the  employes,  the  house  observ- 
ing Saturday  half  holiday  nearly  all  year,  anri 
it  is  only  on  very  busy  occasions  that  the  doors 
remain  open  on  Saturday  afternoons. 

At  Christmas,  the  company  makes  a  present 
of  half  a  month's  salary  to  every  person  wh ) 
served  continuously  for  the  preceding  year. 

The  hours  for  work  and  lunch  are  so  ar- 
ranged that  the  women  work  one  hour  less 
than    the    men,    and   go    to   and    return    from 


Showing   Mrthod  of  Storing  IU'lkv  Goods  in    Warehouse. 


private  offices,  with  their  ante-rooms  and  cere 
monial  formalities,  no  cards  on  silver  trays 
necessary  for  an  audience.  The  President. 
Second  Vice-President  and  Treasurer  have 
their  offices  partly  enclosed  by  low  partitions, 
but  the  other  officers  and  heads  of  depart- 
ments are  out  in  the  open  space  scattered 
amongst  the  employes.  No  trouble  to  get  a 
hearing  before  any  officer  of  this  company; 
just  walk  in  and  state  your  business — that's  all. 
A  man  with  a  grievance  is  never  denied  an  op- 
portunity of  laying  it  before  the  President,  if 
he  so  desires,  and  if  his  case  is  just  he  can 
be  sure  that  any  mistakes  will  be  rectified. 
The  whole  organization  of  this  company  is 


lunch  at  different  times.  Separate  lunch 
rooms  are  provided  for  the  male  and  female 
employes,  which  are  always  kept  neat  and  clean 
and  no  one  is  allowed  to  eat  the  noon  meal 
elsewhere  in  the  house. 

A  rest  room  for  women  is  one  of  the  fea- 
tures of  the  establishment,  and  the  system 
provides  a  matron  in  charge  thereof,  who. 
upon  proper  representation  of  a  woman  em- 
ploye, that  she  needs  rest  for  a  few  minutes, 
or  an  hour  or  more,  approves  an  application 
for  a  leave  card  to  the  proper  head,  and  the 
employe  is  then  relieved  from  duty. 

There  is  also  maintained  a  sick  benefit  fund, 
made  up  of  money  received  by  all  officers  and 
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employes  for  jury  and  witness  fees,  which,  to- 
gether with  voluntary  contributions,  has 
brought  this  fund  up  to  a  considerable  amount 
and  the  custody  thereof  is  in  the  hands  of 
three  employes,  the  House  Manager,  Office 
Manager  and  the  head  bookkeeper,  who  pass 
on  all  applications  for  assistance  and  distribute 
the  funds  according  to  the  deserving  features 
of  the  cases.  The  company  pays  full  salary 
to  all  employes  when  absent  for  jury  or  wit- 
ness duty. 

"(Jood  Service"  the  Motto 

In  making  a  trip  through  the  house  one  can- 
not help  noticing  a  great  number  of  conspic- 
uous signs,  about  4  x  18  inches,  with  inscrip- 


Don't  be  Too  Necessary 

A  man's  value  to  a  business  is  not  always  in 
proportion  to  the  influence  of  his  personal 
presence.  Sometimes  the  ability  to  leave  a 
business  for  a  time  and  have  it  go  on  as 
smoothly  as  ever  is  the  best  test  of  a  man's 
control   over  it. 

A  manager  was  taking  an  extra  hour  away 
from  his  work  one  noon,  and  remarked  to  a 
frienfl,  with  apparent  pride : 

*'I  must  be  going  back,  or  everything  will  be 
at  a  standstill.  I  can't  leave  the  shop  for  two 
hours  without  causing  a  difference  in  the  work. 
It  doesn't  take  long  for  things  to  be  going  at 
loose   ends   unless  I  am    right  there  to  watch 


Steel   Goobs  Floor  in  Warehut 

tion  "Good  Service"  in  large,  plain  letters.  If 
asking  the  meaning,  one  is  told  that  the  words 
"Good  Service"  is  the  motto  of  the  house,  and 
the  object  is  to  constantly  impress  on  every 
employe  the  value  of  correctness  in  all  deal- 
ings, thereby  enlisting  their  hearty  co-opera- 
tion in  their  unceasing  efforts  to  give  their 
customers  satisfactory  service. 


The  clerk  who  gets  grouchy  when  asked  to 
do  something  a  little  out  of  his  regular  work, 
something  "he  wasn't  hired  to'  do,"  is  likely  to 
find  his  employers  rather  slow  in  raising  his 
wages  for  doing  just  so  much. 

There  is  no  joy  in  life  equal  to  the  joy  of 
putting  salt  on  Xh^  tail  pf  an  id^a, 


SE,  Showing  ARR.\N(ii:MKNT    of     Hims 

This  man,  trying  indirectly  to  raise  himself 
in  his  friend's  estimation,  was  really  confess- 
ing his  own  weakness,  and  laying  bare  his  se- 
cret nn'sconcei)lion  of  the  fund  ions  of  a  man- 
ajLTcr.  'ihe  humor  of  the  situation  is  apparent 
when  we  remember  that  many  of  the  owners 
and  managers  of  vast  business  establishments 
are  able  to  l)e  absent  from  their  offices  for 
weeks  and  even  ni(,nths  at  a  time. 

The  good  organi/er,  unless  he  is  limited  to 
very  poor  material,  is  usually  the  man  who 
makes  his  own  personal  presence  less  and  less 
of  a  necessity  to  the  harmonious  working  of 
the  svstem. 


Excuses  are  the  enemies  of  adva^icem^iU.^ 
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A  Good  Skate  Window  Display 

The  Warner  Hardware  Co.,  Minneapolis, 
Minn.,  recently  had  a  window  display  of 
skates,  which  attracted  marked  attention  and 
greatly  increased  skate  sales.  Notwithstand- 
ing the  photograph  does  not  give  all  the  de- 
tails, sufficient  is  shown  that  it  is  a  unique 
display.  The  description  follows,  quoting  from 
the  company's  letter: 

"We  have  one  enclosed  window  fourteen 
feet,  front  glass,  with  ceiling  paneled  and 
studded  with  twenty-seven  electric  lights,  all 
finished  in  birch  mahogany,  as  a  basis  to  work 
on. 

"You  will  notice  the  base  of  this  window 
scheme  is,  two  snow  mountains  with  ice  pond  in 
the  foreground,  and  bridge  connecting,  emerg- 
ing from,  and  entering  into  a  tunnel  at  either 
end.  Our  ice  was  made  by  IC  roofing  tin, 
with  white  sand  scattered  carelessly  on  it,  the 
bridge  built  up  on  blocks  and  painted.     You 


a  church,  very  complete  in  all  its  details,  al- 
though it  is  built  out  of  nothing  but  little 
empty  wooden  boxes.  Leaded  glass  windows 
are  produced  in  effect.  The  church  doors  are 
open  and  a  view  straight  into  the  church 'shows 
a  tile  floor,  pews,  and  altar,  all  brightly  il- 
luminated from  behind  by  electricity.  The  clock 
in  the  tower  is  an  Ingersoll  watch.  Skates  were 
suspended  in  the  foreground  from  the  ceiling  Dy 
means  of  various  lengths  of  chain.  Skates 
were  also  strewn  on  the  window  floor,  near 
the  front  of  display.  Several  sign  boards  were 
put  up  on  the  mountain  side,  which  are  not 
discernible  in  the  reproduction. 

"This  window  has  attracted  a  great  deal  of 
attention  and  comment  and  we  feel  that  it 
should  have  done  so,  in  that  it  took  a  great 
many  days  to  complete  its  details,  and  the 
careful  attention  of  an  artist  in  perfecting  the 
minor  details  of  mounting  and  painting,  etc., 
the  various  features." 


A  Unique  Skate  Window  Display  by  Warner  Hardware  Co.,  Minneapolis,  Minn. 


will  notice  on  the  bridge,  street  cars,  teams, 
automobiles,  etc.  These  are  all  fastened  on  a 
white  continuous  braid  attached  to  a  mech- 
anism operated  behind  the  background  of  the 
entire  window  (which  is  blue  cloth  to  repre- 
sent the  sky).  This  mechanism  is  run  by  a 
motor,  operating  the  moon,  which  is  in  dim 
evidence,  just  to  the  left  of  center  of  the  win- 
dow. The  moon  moves  slowly  and  contin- 
uously from  behind  one  mountain  to  the 
other.  On  the  outer  side  of  the  right-hand 
mountain  you  will  notice  a  train  rounding  the 
mountain  side  and  near  the  center  of  the  pic- 
ture, a  large  pavilion,  which  was  made  out  of 
cardboard,  with  openings  for  windows  covered 
with  oiled  paper,  and  electric  lights  behind 
this,  illuminating  it  very  brightly. 
"On  the  mountain  at  the  left  you  will  notice 


An  Optimist 

See  dem  reed  birds  flyin* 

'Crost  dat  marshy  place? 
See  dem  plump  persimmons 

Darin'  you  to  tas'e? 
See  dem  yaller  pumpkins 

How  dey's  rounded  out. 
Hahd  times,  Ivoney? 

Whut's  you  talkin'  'bout! 

Apples  in  de  orchard, 

Sweet  an'  hangin'  low ; 
Rabbit  takin'  exercise 

Foh  footprints  in  de  snow. 
'Possum  prowlin'  roun'  de  tree 

Eatin'  till  he's  stout. 
Hahd  times,  honey? 

Whut's  you  talWn'  'boutlv^^^T^ 
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LISTS  AND  DISCOUNTS 

Exception  Taken  to  Long  Discounts  by  a  Jobber — 
Want  Simple  Discounts  to  Save  Time— Views  of 
Manufacturers— Majority  Favor  Simplification- 
Dealers  and  Jobbers'  Views  Invited. 


From  a  jobbing  house  we  have  received  a 
letter,  which  has  been  placed  before  a 
number  of  represerftative  manufacturers,  and 
from  the  larger  portion  of  whom  we  have  re- 
ceived the  letters  that  follow.  For  a  succeed- 
ing issue  views  are  requested  from  other 
manufacturers,  and  especially  dealers  and  job- 
bers. 

The  jobber's  letter  is   as  follows: 

To  the  Editor: 

As  the  first  of  the  year  is  approaching  and 
the  manufacturers  will  be  issuing  new  price 
lists,  would  it  not  be  well  to  draw  to  the  at- 
tention of  manufacturers  in  general  the  ques- 
tion of  making  lists  subject  to  as  simple  a  dis- 
count as  possible? 

There  seems  to  exist  no  good  reason  what- 
ever for  a  list  that  demands  such  a  compli- 
cated series  of  discounts  as  we  are  frequently 
called  upon  to  figure.  No  doubt,  it  is  neces- 
sary to  sell  goods  at  list  and  discount,  but,  if 
so.  let  us  have  the  discount  as  simple  as  pos- 
sible. 

In  the  United  States  and  Canada  time  to  the 
value  of  thousands  of  dollars  is  wasted  each 
year  in  figuring  these  complicated  discounts. 
Cut  it  out,  gentlemen.  Let  us  get  down  to  as 
simple  a  discount  as  possible. 

Emerson  &  Fisher,  Ltd. 


w 


Do  Not  TTse  Any  lists^or  IKscounts 

quote   and   bill   all   our  goods   at   net 


prices.  We  do  not  use  any  lists  and 
discounts  at  all  and  believe  that  our  customers 
like  our  system  much  better. 

National  Mfg.  Co. 

Jobbers  Prefer  Long  Ksconnts 

We  would  be  only  too  glad  to  cooperate 
with  you  in  cutting  out  long  discounts, 
but  we  find  a  good  many  jobbers  prefer  that 
goods  shall  be  listed  at  long  discounts.  Why 
this  should  be  so  we  are  unable  to  understand, 
but  at  the  same  time  you  can  appreciate  the 
fact  that  we  wish  to  do  as  the  majority  of  our 
customers  desire.        National  Cutlery  Co. 

Have  Used  Net  Prices  for  Quarter  Century 

We  believe  in  simple  discounts  wherever  dis- 
counts seem  necessary  or  desirable.  We 
used  such  for  many  years,  but  discarded  them 
altogether,  adopting  net  prices  instead  over 
twenty-five  years  ago  and  have  used  only  the 
latter  since.  NowmaEi-D  Knife  Co. 
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Tendency  to  Hake  list  and  IKscount  Too 
^       .  High 

rAur  line  of  business  is  such  that  on  many 
^  of  the  goods  it  is  absolutely  necessary  to 
have  lists  and  discounts  instead  of  net  prices; 
for  instance,  take  Bright  Wire  Goods  as  an 
example:  to  quote  a  customer  net  prices  on 
this  line  would  necessitate  a  long  letter,  while 
a  discount  could  be  quoted  him  in  one  line. 

Wherever  a  customer  asks  for  prices  on  two 
or  three  articles  we  always  quote  them  net 
prices,  but  any  one  can  readily  see  the  extra 
amount  of  work  that  it  would  make  to  quote 
on  the  whole  line.  We  believe  that  the  ten- 
dency on  all  lines  of  goods  that  we  manufac- 
ture is  to  make  the  lists  and  discounts  too  high 
and  that  it  could  be  simplified  to  a  great 
extent.  Parker  Wire  Goods  Co. 

Should  be  Simple  as  Possible 

While  we  believe  that  it  is  necessary  to  sell 
certain    classes    of    goods    by    discount 
from  a  list,  we  agree  with  the  party  that  the 
discounts  should  be  as  simple  as  possible. 
Cobb  &  Drew,  Inc. 

Jobbers  Eavor  Complicated  Discounts 

In  our  opinion  it  would  be  very  much  better 
to  use  lists  with  simple  discounts.  Com- 
plicated discounts  are  favored  by  the  jobbing 
trade  for  the  reason  that  the  retail  trade  can- 
not arrive  at  the  net  prices  on  some  goods  as 
easily.  Upon  some  goods  which  we  manufac- 
ture, the  discounts  are  very  complicated,  and 
we  are  obliged  to  use  them  on  account  of  other 
manufacturers  favoring  this  method,  but  it 
would  be  very  agreeable  to  us  to  use  simpler 
discounts.  Lawrence  Bros. 

Favor  Simpler  Discounts 

While  perhaps  we  are  not  in  a  position  to 
criticize,  owing  to  the  fact  that  we  our- 
selves have  a  complicated  series  of  discounts 
on  our  own  price  lists,  yet  we  heartily  agree 
that  it  is  a  nuisance  and  that  a  simpler  dis- 
count would  answer  the  purpose  ju^t  as  well 
and  be  the  means  of  saving  much  valuable 
time. 

Granite  St-\te  Mowing  Machine  Co. 

Working  for  Simplified  Discounts 

We  fully  agree  with  our  Canadian  friends 
in  their  views,  and  that,  as  far  as  we  arc 
concerned,  there  arc  but  very  few  items  re- 
maining on  which  we  have  a  system  of  com- 
plicated discounts,  and  even  on  these  we  are 
lending  our  influence  with  the  various  manu- 
facturers to  simplify  the  same. 

WiEBUScs  &  HiLGEVxLm^T/^ 
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Have  Kscounts  That  Work  Satisfactorily 

It  has  always  been  our  endeavor  to  get  our 
discounts  upon  as  simple  a  basis  as  pos- 
sible so  as  to  have  them  coincide  with  the  re- 
tail trade.  We  have  a  series  of  discounts  that 
seem  to  work  very  satisfactorily  and  harmoni- 
ously, and  at  the  present  time  do  not  want  to 
change  them. 

Henry  Disston  &  Sons,  Inc. 

Are  in  Sympathy 

In  regard  to  lists  and  discounts  will  say  we 
are  in  sympathy  with  the  movement  to 
simplify  discounts  as  far  as  possible,  and  in 
making  up  our  discount  sheet  we  aim  to  use 
simple  discounts  whenever  it  is  possible  to 
do  so.  The  Starr  Bros.  Bell  G). 

Heartily  Approvo  the  Suggestion 

With  reference  to  simplifying,  as  far  as  pos- 
sible, all  discount  sheets  to  save  time 
and  trouble,  we  heartily  approve  of  the  sugges- 
tion. Our  discounts  are -already  very  simple, 
being  for  the  most  part  only  two  figures. 

Hammer  &  Co. 

Flactnation  of  Prices  Prevent 

Wie  note  Emerson  &  Fisher's  letter,  but  fail 
to  see  how  a  manufacturer  can  keep  to 
simple  discounts  so  long  as  competition  exists 
and  the  price  of  raw  material  fluctuates.  We 
can  readily  understand  why  the  retailer  de- 
sires a  simple  discount,  but  do  not  see  how  it 
can  be  adhered  to. 

C  T.  Williamson  Wire  Novelty  Co. 

Believe     Established     Costojn     Prevents 
Change 

While  the  idea  is  a  very  good  one,  owing  to 
the  long  established  custom  it  is  not 
practicable.  There  are,  however,  many  in- 
stances where  there  is  no  necessity  of  having 
numerous  discounts,  and  it  is  our  aim  to 
eliminate  this  as  much  as  possible. 

Walworth  Mfg.  Co. 

Impossible  to  Satisfy  All  Jobbers 

Wc  are  of  the  opinion  that  it  is  impossible  to 
satisfy  all  jobbers  with  reference  to  this 
matter.  Some  prefer  a  net  price,  and  others 
think  their  interests  are  protected  if  the  dis- 
count is  more  or  less  involved,  so  that  the 
ordinary  consumer  will  not  be  able  to  rightly 
determine  just  what  the  net  cost  is. 

J.  W.  C 

list  Should  be  Top  Betail  Price 

We  are  of  the  opinion  that  a  list  should  be 
the  top  retail  price,  then  the  first  dis- 
count should  represent  the  price  to  the  retailer 
in  small  quantities.  After  that,  the  succeeding 
discounts  should  be  proportioned  to  amount  of 
goods  bought.  Cbas.  Mqrriu. 


Incessant  Commercial  Warfare  That  Brings 
Small  Ksconnts 

It  would  be  very  nice  to  be  able  to  sell  goods 
at  a  straight  40  or  50  per  cent,  discount. 
This  would  save  a  great  deal  of  figuring  and  a 
great  deal  of  time,  but  the  dealer  and  the 
and  the  jobber  are  looking  for  slight  conces- 
sions continually,  and  get  them  on  many  lines 
of  goods  from  month  to  month.  These  conces- 
sions have  to  be  made  as  an  extra  discount 
from  the  regular  discounts  quoted,  and  very 
soon  there  becomes  a  complication,  or  rather 
a  multiplication  of  discounts,  and  instead  of 
the  standing  price  of  a  straight  40  per  cent, 
there  sQon  becomes  a  discount  of  40  and  7%, 
and  5  and  2%.  It  is  the  incessant  commercial 
warfare  that  brings  the  additional  small  dis- 
counts, which  make  it  so  hard  to  figure  out  the 
net  price  of  goods,  and  it  is  hard  to  propose 
a  remedy  that  would  effectually  prevent  the 
same.  Wright  Wire  Company. 

TTsnal  Bon  of  IKscounts  Too  Complicated 

We  heartily  agree  with  Emerson  &  Fisher 
that  the  usual  run  of  discounts  is  too 
complicated,  and  that  the  simpler  they  can  be 
made  the  better  it  would  be  for  all  concerned. 
In  fact,  we  favor  net  prices,  so  far  as  practi- 
cable. If  it  were  not  for  the  fact  that  we  use 
a  discount. book,  we  don't  know  what  we  would 
do  when  it  comes  to  figuring  some  compli- 
cated series  of  discounts. 

The  Root  Brothers  Co. 

Customers  Favor  Net  Erices 

TJ*or  the  past  two  years  we  have  been  strongly 
J^  of  the  opinion  expressed  by  your  cor- 
respondents, Emerson  &  Fisher,  that  the  com- 
plicated discounts  were  a  great  nuisance,  both 
to  the  buyer  and  to  the  manufacturer.  We 
have,  therefore,  for  the  past  two  years  quoted 
net  prices  in  every  instance.  Our  plan  in  get- 
ting out  our  discount  sheets  has  been  to  quote 
strictly  net  prices,  but  in  those  cases  where  it 
figured  any  particular  discount,  we  have  so 
stated  in  small  letters  for  the  convenience  of 
those  customers  who  desired  to  make  com- 
parisons with  others  who  still  adhere  to  the 
discount  principle. 

This  dual  plan  has  been  new  so  far  as  we 
are  aware  and  in  most  cases  has  worked  very 
satisfactorily,  although  we  confess  that  a  verj' 
few  customers  were  inclined  to  figure  a  dis- 
count from  the  net  prices  that  we  quoted.  We 
soon  disabused  their  mind  of  this  idea,  how- 
ever, and  we  have  had  practically  no  trouble 
at  all,  and  we  know  personally  that  very  many 
of  our  elastomers  have  been  very  much  pleased 
with  the  system  of  net  prices. 

The  National  Mfg.  Co. 

Two  or  More  Discounts  Better  Than  One 

Our  experience  with  the  Hardware  trade  has 
been  of  such  a  nature  that  we  do  not  be- 
lieve a  flat  discount    would    be    satisfactory 
Digitized  by  V3^^V  iC 


Januabt,  ld08. 


LISTS  AND  DISCOUNTS 


lOS 


either  to  the  merchant  or  manufacturer.  We 
have  found  that  if  we  had  a  discount  approxi- 
mately 60  per  cent,  as  the  very  bottom  price 
that  it  is  better  to  have  a  discount  of  50- 1^, 
per  cent,  with  an  extra  10  per  cent,  for  special 
customers,  where  they  arc  entitled  to  a  price 
for  a  quantity  of  goods  purchased,  and  if  we 
made  this  discount  60  per  cent.,  immediately 
some  dealer  would  want  an  extra  2%  per  cent, 
or  5  per  cent,  and  would  not  be  satisfied  that 
our  statement  of  60  per  cent,  was  the  very  bot- 
tom price  we  have.  We  have  carefully  given 
this  matter  consideration  for  several  years,  and 
are  fully  convinced  that  two  or  more  discounts 
are  better  than  one  discount 

The  Plume  &  Atwood  Mfg.  Co. 

Varions  Conditioiu  Prevent 

As  a  general  proceeding  the  argument  is 
O.  K,  wbich  is  made  by  Emerson  &  Fisher, 
but  it  is  almost  impossible  with  the  rise  and 
fall  of  prices,  to  adjust  any  list  price,  so  that 
any  discount  that  is  one  figure  can  obtain  it  at 
all  times.  At  present  the  chain  discount  is  rep- 
resented by  one  figure,  but  until  very  recently 
the  discounts  have  been  represented  by  three 
or  four  discounts.  It  seems  to  be  one  of 
those  things  that  cannot  be  overcome  at  all 
times  without  a  complete  change  of  list,  which 
costs  considerable  money  and  naturally  the 
manufacturers  will  have  as  many  printed  as 
they  think  will  supply  their  needs  for  at  least 
two  years.  This  is  our  case  exactly  at  the 
present  time.  The  list  we  have  in  force  at 
this  time,  we  adopted  last  February. 

WooDHousE  Chain  Works. 

lists  and  Disconnts  Necessary,  but  Not 
Complicated 

Messrs.  Emerson  &  Fisher,  Ltd.,  are  cor- 
rect. I  think,  too,  much  tjme  is  wasted 
in  complicated  discounts.  We  are  now  com- 
piling the  fifth  edition  of  the  Green  Book,  and 
our  one  idea  will  be  to  simplify  discotmts.  It 
is  necessary  to  make  lists  and  discounts  in 
the  Hardware  business,  but  it  is  not  necessary 
to  make  complicated  ones.  Were  the  Hard- 
ware salesmen  furnished  with  net  prices  to 
sell  the  trade,  it  would  take  the  average  buyer 
from  one  to  an  unlimited  number  of  days  to 
go  through  the  line  and  take  net  prices  down. 
Smith  &  Hehenway  Co. 

Simple  Discounts  Help  Everyone 

The  ground  taken  by  Messrs.  Emerson  & 
Fisher,  Ltd.,  that  manufacturers  should 
use  as  simple  discount  as  possible,  is  on  the 
right  line;  it  helps  everyone,  from  the  buyer 
clear  back  to  the  invoice  clerk.  As  for  our- 
selves, we  use  net  prices  wherever  possible,  and 
our  discount  figures  are  all  simple  ones,  that 
can  be  figured  mentally. 

H.  H.  Mayhew  Co., 
J.  W.  Thurber,  Pres. 


Too  Many  Big  Interests  Opposing 

One  trouble  in  making  any  change  of  lists  is 
that  it  can  be  done  only  through  concerted 
action  of  the  manufacturers  of  the  goods,  and 
as  to  quite  an  extent  each  manufacturer  makes 
a  variety  which  competes  with  quite  a  number 
of  others,  it  is  seldom  that  all  can  get  together 
to  make  a  change  of  Ksts.  We  have  further 
found  that  the  larger  Hardware  jobbers  are 
decidedly  opposed  to  having  manufacturers  use 
simple  discounts,  as  they  claim  that  every  one 
gets  too  familiar  with  these  simple  discounts 
in  a  very  short  time,  which  works  to  the  detri- 
ment of  the  Hardware  jobber,  and  we  think 
their  influence  has  to  quite  an  extent  prevented 
the  use  of  more  simple  discounts  on  many  lines 
of  goods.  We  really  have  no  suggestions  to 
offer  as  to  a  remedy  for  the  matter,  but  think 
it  is  a  subject  with  which  individual  manu- 
facturers can  do  little,  especially  while  in  open 
competition  where  several  parties  make  the 
same  line.  "Keystone." 

Time  is  Wasted  in  Figxuing  Discounts 

It  always  has  been  our  policy  to  adopt  as  sim- 
ple a  discount  as  'possible  in  making  quo- 
tations and  we  think  the  letter  of  Emerson  & 
Fisher,  Ltd.,  is  a  very  sensible  one.  We  quite 
agree  with  these  parties  that  there  is  a  great 
amount  of  time  wasted  by  long  drawn  out 
discounts  which  might  b^  quoted  in  probably 
one  or  two  figures. 

Vaughan  &  Bush  NELL  Mfg.  Co. 


Save  Time  and 


Simple   Discount   Wonld 
Expense 

We  feel  that  your  subscribers  have  the  right 
idea  regarding  this  matter  of  discounts, 
as  we  know  that  a  good  many  manufacturers 
of  small  articles  like  wire* goods,  bolts,  screws, 
etc.,  have  discounts  which  certainly  take  time 
to  figure  out.  While  this  does  not  affect  us 
materially,  we  can  see  where  it  would  in  a 
great  many  instances  save  a  g^eat  deal  of  valu- 
able time  and  expense  to  the  dealers. 

Hill  Dryer  Co. 

Wonld  Effect  Saving  in  Time  if  Done 

We  agree  with  Emerson  &  Fisher,  Ltd.,  that 
it  would  be  advantageous  if  some  scheme 
could  be  devised  which  would  enable  the  manu- 
facturers to  quote  simple  discounts.  Carrying  a 
large  line,  as  we  do,  we  find  that  it  is  very 
confusing  to  the  trade  to  change  our  lists  more 
than  is  absolutely  necessary.  The  result  is 
that  with  the  constant  variation  in  the  mar- 
ket price,  we  are  often  obliged  to  use  com- 
plicated discounts  in  quoting.  Up  to  this  time 
we  have  not  been  able  to  devise  any  way  to 
obviate  this  difficult  arrangement.  It  would 
be  a  great  saving  of  time,  if  we  could  do  so. 
The  Wire  Goods  Company,  j 
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Aigament  for  Direct  Discount  Well  Taken 

We  note  the  letter  of  Emerson  &  Fisher. 
Ltd.,  who  speak  of  the  complicated  list 
of  discounts  at  which  many  lines  manufactured 
in  this  country  are  quoted.  The  writer  of  this 
letter  -closes  with  a  phrase  "Cut  it  out,  gentle- 
men; let  us  get  down  to  as  simple  a  discount 
as  possible."  We  may  state  that  our  experi- 
ence has  been  that  a  simple  direct  quotation  is 
the  businesslike  honest  way  of  quoting  on 
goods.  To  the  bona-fide  dealer  "Sterling" 
goods  have  always  been  sold  at  one  direct  dis- 
count without  necessitating  figuring  out  on  the 
part  of  the  merchant  a  complicated  series  of 
discounts.  We  believe  that  the  argument  for 
a  direct  discount  is  well  taken  by  your  corre- 
spondent. 

Diamond  Saw  &  Stamping  Works. 

TTse  a  Single  Discount 

Realizing  the  great  annoyance  of  complicated 
discounts  from  list  prices,  we  have,  ever 
since  we  started  business,  made  a  net  price 
sheet  for  jobbers,  and  a  single  simple  discount 
to  the  retail  trade  from  our  catalogue  list,  and 
expect  to  continue  this  system. 

The  Bridgeport   Wire  Goods   Co.. 

Long  Strings  of  Discounts  Are  an  Abuse 

We  believe  in  the  simplest  discount  possible, 
and  all  "Ford"  tools  are  sold  by  simple 
discounts.  Long  strings  of  discounts  wjiich 
are  quoted  by  some  manufacturers  are  an  abuse 
which  should  be  corrected,  and  which  will  be 
as  soon  as  the  trade  begins  giving  its  pref- 
erence to  those  manufacturers  who  use  sim- 
ple discounts. 

Ford  Auger  Bit  Co, 

Principle  Is  Bight 

We  consistently  follow  the  plan  sugjgested 
by  your  subscriber,  and  shall  continue 
to  do  so,  although  there  is  no  intention  to 
make  change  in  discounts  this  year.  We  be- 
lieve that  the  principle  that  they  advocate  is 
entirely  right.  There  is  no  occasion  for  the 
complicated  condition  of  discounts  that  exists 
in  some  business  quarters. 

J.  H.  Williams  &  Co. 

Time  Wasted  in  Reduction  of  List  Prices 

Our  company  recognizes  the  time  that  is 
wasted  in  the  reduction  of  list  prices  to 
net  figures  by  a  succession  of  discounts  and 
are  heartily  in  favor  of  simple  discounts. 

Columbian    Cutlery    Co. 

No  Oood  Season  for  Complicated  Discounts 

We  can  see  no  good  reason  for  having 
complicated  discounts,  and  we  think  it 
would  be  much  better  to  revise  the  list  so  that 
a  simple  discount  could  be  used. 

The  Horton  Mfg.  Co. 


Oreat  Variation  in  Views 

There  is  a  great  variation  in  the  views  of 
manufacturers  and  jobbers  relative  to 
the  matter  of  lists  and  discounts.  Some  of 
OUT  goods  are  sold  at  list  and  discount,  and 
others  are  at  net  prices.  We  cannot  con- 
sider making  any  change  in  our  methods  at 
present.  The   Charles    Parker   Co. 

Want  Lists  and  Discounts  That  Can  be 
Easily  Comprehended 

Regarding  lists  and  discounts,  would  say 
that  the  idea  mentioned  in  the  letter  of 
Emerson  &  Fisher,  Ltd.,  is  to  be  highly  com- 
mended, at  the  same  time  we  can  easily  see 
how  difficult  it  must.  be.  in  some  business  to 
simplify  a  matter  of  this  kind.  Although  we 
have  many  styles  of  hand  mowers,,  we  take 
care  to  have  the  same  list  for  the  same  sizes 
of  all  the  styles  of  mowers,  and  the  discounts 
are  as  easily  calculated  as  we  can  possibly 
make  them. 

We  are  frequently  bothered  by  quotations 
made  us  by  other  concerns,  and  hope  the  day 
will  speedily  come  when  the  matter  of  lists 
and  discounts  will  be  made  very  much  easier 
to  comprehend  and  calculated  than  they  are 
at  present.  S.   P.  Townsend  &  Co. 

Net  Price  Quotations  Eavored 

We  are  of  the  same  opinion  as  the  Emer- 
son &  Fisher  Company,  and  have  al- 
ways made  our  discount  as  simple  as  possi- 
ble. In  many  cases  we  prefer  to  quote  net 
prices,  and  believe  that  a  manufacturer  who 
quotes  a  net  price  to  a  busy  purchasing  agent 
is  many  times  favored  with  an  order,  whereas, 
if  a  complicated  discount  had  been  quoted,  the 
buyer  would  not  take  the  time  to  hgure  the 
net  price,  and  would  not  place  an  order.  Of 
course,  there  may  be  other  lines  where  this 
may  not  be  the  same,  but  we  cannot  see  why' 
a  complicated  discount  is  necessary. 

Rock  Island  Tool  Co. 

Would  be  Olad  to  See  a  Change 

We  have  always  sought  to  discourage  the 
custom  of  using  a  very  high  list,  which 
must  necessarily  be  accompanied  by  a  long 
string  of  discounts,  troublesome  to  figure. 
Whenever  the  writer  has  had  anything  to  do 
with  the  making  of  lists,  he  has  sought  to  get 
them  down  to  a  lower  level.  In  most  cases, 
however,  he  has  not  succeeded  in  carrying  his 
point,  as  whenever  it  is  necessary  to  increase 
prices,  by  reason  of  higher  costs,  the  prevailing 
disposition  among  manufacturers  seems  to  be 
to  increase  the  list  rather  than  to  give  less 
discount.  On  general  principles  we  should 
favor  lists  which  would  in  no  case  admit  of  a 
deduction  of  more  than  50  per  cent,  and  to 
any  movement  in  this  direction  we  should  be 
glad  to  lend  our  influence. 

E.    H.   TiTCHENER  &  Co. 
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Must  be  Brought  About  Slowly 

We  agree  with  you  in  the  question  of  mak- 
ing the  discount  as  simple  as  possible. 
In  the  last  issue  of  our  catalogue,  we  have 
tried  this  and  find  that  it  works  much  better. 
Of  course,  one  trouble  is  in  doing  considerable 
business  with  the  export  trade.  It  is  rather 
confusing  to  change  your  lists.  Consequently, 
it  must  be  brought  about  very  slowly  on  ac- 
count of  the  length  of  time  it  takes  to  reach 
the  trade  in  the  far  countries,  but  we  are 
working  with  that  point  in  view  and  expect, 
in  our  next  issue,  to  place  the  whole  line  sub- 
ject to  one  plain  discount. 

The  Atlas  Shear  Co. 

Sensible  to  Su^^est  Simple  Discounts 

We  should  think  that  as  a  general  proposi- 
tion it  was  sensible  to  suggest  discounts 
as  simple  as  possible.  In  our  own  goods  we 
always  make  it  a  point  to  do  this. 

Atlas  Mfg.  Co. 

Beady  to  Assist  the  Improvement 

We  fully  sympathize  with  the  dealer  on  this 
question,   and   have   always   endeavored 
to  make  our  own  discounts  as  simple  as  pos- 
sible.    You  may  depend  upon  our  co-opera- 
tion in  any  improvement  looking  to  this  end. 
The  Irwin  Auger  Bit  Co.' 

lost  Bepresents  Selling  Price 

We  agree  heartily  with  the  remarks  of 
Emerson  &  Fisher,  Ltd.  It  seems  best 
for  us  to  arrange  our  prices  with  lists  and 
discounts,  the  list  being  the  selling  price  to 
the  consumer  and  the  discounts  representing 
the  dealers'  profit.  We  endeavor  to  make 
our  discounts  as  simple  as  possible,  and  on 
our  regular  line  there  is  only  one  class  of 
goods,  the  discount  on  which  is  expressed  by 
two  numbers.  On  all  the  rest  only  one  dis- 
count is  used. 

The  L.  S.  Starrett  Co. 

Has  Always  Favored  the  Simple  Discount 

The  writer  has  always  advocated  simple 
discounts  and  as  few  figures  as  possible, 
and  has  opposed  several  times  where  parties 
wanted  to  make  long  drawn-out  discounts.  If 
you  will  notice  our  line  of  goods,  we  do  not 
have  very  difficult  discounts  and  we  will  try 
to  always  make  them  as  simple  as  possible. 
Our  list  prices,  we  believe,  are  now  permanent 
and  the  discount  on  our  full  line  will  remain 
as  they  are  now.  Sandusky  Tool  Co. 

Now  TTse  Net  Figures 

We  have  to  a  certain  extent,  increasing  as 
time  passes,  given  up  the  use  of  discounts 
until  now  our  custom  is,  net  figures,  almost 
entirely,  especially  with  houses  with  whom 
we  have  long  dealt.  We  have  long  felt  this 
to  be  far  the  better  way,  saving,  as  it  does, 
both  our  customers'  and  our  own  time,  and 


by  which   nothing  was  gained  in   the   former 
way.  J.  S.  Fray  &  Co. 

Favor  Cutting  Out  Extra  Figuring 

It  is  our  policy,  and  always  has  been,  to 
make  our  line  of  discounts  as  simple  as 
possible.  We  think  it  is  the  proper  course.  We 
shall  continue  to  make  our  discounts  as  sim- 
ple as  possible  from  now  on  for  anything 
which  we  know  of.  We  are  heartily  in  favor 
of  cutting  out  any  extra  figuring.  We  do  it 
whereever  possible  in  our  business.  It  is 
worth  dollars  and  mistakes — no  mistake. 
The  Bridgeport  Hardware  Mfg.  Corp. 

Time  Has  Come  to  Cut  Out  Long  Discount 

As  our  price  list  was  gotten  out  so  short  a 
time  past,  we  shall  make  no  changes  at 
the  first  of  the  year.  We,  however,  are  work- 
ing along  the  lines  you  suggest  and  in  our 
last  issue  we  eliminated  a  great  many  of  the 
discounts.  We  believe  with  you  the  time  has 
come  to  cut  out  the  long  line  of  discounts 
some  firms  are  using. 

C.  T.  Ham  Mfg.  Co. 

Simple  Discount  Would  be  Agreeable 

A  simple  discount  would  'be  very  satisfac- 
'^*'  tory  to  us,  providing  all  manufacturers 
would  adopt  the  same. 

NicHOLLs  Manufacturing  Co. 

Have  Simple  Discounts 

Our  lists  are  harmonized  for  substantially 
one  discount  on  our  goods.  We  have 
certainly  triumphed  in  simplifying  and  har- 
monizing our  list  for  the  large  line  we  manu- 
facture. We  have  a  condition,  we  believe,  un- 
like anyone  else,  and  have  simplified  matters 
for  dealers  generally.  This  matter  has  had 
our  careful  consideration  for  several  years 
past.  F.  E.  Myers  &  Bro. 

Net  Prices  Not  Wanted  by  Dealers 

Our  preference  and  practice  has  always 
been  to  use  as  far  as  possible  a  simple 
single  figure  discount  to  the  general  dealer 
and  a  compound  two  figure  discount  to  the 
jobber.  As  far  as  possible  we  avoid  making 
any  discounts  under  any  conditions  that  in- 
volve more  than  two  sets  gf  figures.  Of 
course  there  is  a  basis  of  business  policy  and 
necessity  in  building  up  discounts,  but  a  great 
deal  of  it  results  from  the  effort  to  make  a 
small  cut  in  price  that  can  be  covered  up  or 
withdrawn.  Such  things  will  go  on  prob- 
ably to  the  end  of  time,  as  long  as  open  com- 
petition exists.  Net  prices  are  not  wanted  by 
dealers  generally,  and  thus  lists  must  continue 
and  discounts  will  be  top-heavy  and  incon- 
venient to  handle  in  some  cases.  Everyone 
can  hold  down  their  own  to  simple  discounts 
as  far  as  possible,  but  no  one  can  very  ma- 
terially change   current   practice. 

Greenlee  Bros.  &  Ca^T^ 
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HARDWARE  TRADE  IN  FOREIGN  COUNTRIES 


The   following  article  is  by  John  Hall,  ex- 
port   sales    manager    of    the    Simmons 
Hardware  Co.,  St.  Louis,  Mo. : 

It  has  been  my  pleasure  to  visit  and  sell  in 
his  own  Hardware  store  almost  every  kind 
and  color  of  men — black,  white,  yellow  and  a 
few  of  them  green.  I  have  taken  orders  from 
the  merchants  of  Europe,  Asia,  Africa,  Aus- 
tralasia, the  islands  of  the  Atlantic  and  the 
Pacific,  North  and  South  and  Central  Amer- 
ica, and  I  have  failed  to  note  in  all  of  my  ex- 
perience a  single  exception  to  the  rule  that  the 
principles  which  govern  in  the  selling  of 
Hardware  in  this  country,  either  retail  by  the 
single  piece,  or  wholesale  by  the  case,  applies 
everywhere  else. 

To  give  a  man  full  value  for  his  money  and 
to  give  him  the  very  best  possible  service 
which  he  can  obtain  is  the  rule  that  will  bring 
success  no  matter  in  what  country,  in  what 
city,  in  what  town,  in  what  village,  or  what 
kind  of  man,  either  color  or  nationality,  that 
you  try  to  do  business  with. 

There  are  certain  fixed  laws  that  govern  the 
selling  of  Hardware  applicable  in  all  countries 
of  the  world,  fixed  and  unchangeable  as  the 
turning  of  night  into  day,  the  changing  from 
winter  to  summer,  laws,  which,  if  observed 
and  followed,  lead  to  success;  which,  if  ig- 
nored, bring  failure.  Some  men  understand 
these  laws  by  intuition,  and  those  kind  of  men 
are  what  we  call  "Natural  born  salesmen." 

To  illustrate  what  I  mean:  A  young  man 
behind  the  Hardware  counter  in  the  city  of 
Little  Rock,  who  understands  the  science  of 
selling  and  applies  it  so  as  to  make  that  man 
who  comes  into  the  store  glad  that  he  came 
in  and  look  forward  with  pleasure  to  the  time 
when  he  will  have  to  come  again,  can  be  trans- 
planted to  London  and  he  will  adapt  himself 
to  the  changed  conditions  and  go  on  selling 
successfully. 

There  is  a  science  in  the  selling  of  Hard- 
ware at  retail ;  it  cannot  be  learned  at  colleges 
or  universities^  not  taught  in  the  schools  of 
salesmanship.  That  clerk  who  does  not,  from 
the  school  of  each  day's  experience,  master 
this  science  is  failing  to  reach  the  full  possi- 
bilities of  the  vocation  in  which  his  Creator 
is  giving  him  the  privilege  to  labor. 

I  ask  your  indulgence  should  I  be  obliged, 
in  a  general  sort  of  way,  to  refer  to  the  busi- 
ness of  whidi  I  have  the  honor  to  be  a  part, 
and  bear  with  me  when  I  do  so,  remembering 
it  is  the  only  way  in,  which  I  can  illustrate  the 
things  which  seem  to  me  to  be  well  for  you  to 
know. 

It  seems  to  me  quite  a  long  while  ago,  though 
really  only  about  twelve  y^ars,  when  the  presi- 
dent of  our  company  sent  for  me  to  come  to 
St.  Louis.  At  that  time  I  was  representing  the 
company  in  the  states  of  Alabama,  Mississippi 
and  Florida.    When  I  got  to  St.  Louis  he  told 


me,  in  effect  if  not  in  words,  that  he  wanted  to 
investigate  the  subject  of  foreign  business,  and 
that  as  he  could  not  spare  a  good  man  h:; 
concluded  to  have  me  go  abroad.  He  asked 
me  when  I  could  go,  and  my  reply  was :  "Wait 
a  minute  and  I'll  get  my  hat,"  and  that,  gen- 
tlemen, practically  speaking,  was  the  beginning 
of  our  experience  in  doing  business  in  foreign 
countries.  I  have  sometimes  thought  that  I 
was  selected  for  that  particular  mission  be- 
cause it  was  believed  that  I  did  not  know  that 
St.  Louis  could  not  go  into  foreign  countries 
and  sell  Hardware,  and  the  result  was  that  I 
went  to  quite  a  part  of  the  world  outside  the 
United  States  and  sold  Hardware  before  I 
found  out  that  St.  Louis  could  not  do  it,  and 
after  I  had  found  it  out  it  was  entirely  too 
late,  as  the  business  was  already  established. 


THE     THREE  .  GREAT      HARDWARE 
COUNTRIES. 


PRODUCING 


The  three  great  Hardware  producing  coun- 
tries are  England,  Germany  and  the  United 
States.  France  produces  some  Hardware  but 
not  much  by  comparison,  and  the  others  pro- 
duce more  or  less  goods  that  are  used  within 
their  own  domain  but  are  of  small  moment  in 
the  markets  of  the  world.  The  battle  royal  for 
business  is  between  England,  Germany  and  the 
United  States,  and  the  commercial  war  is 
being  waged  with  great  intelligence  by  an 
army  of  salesmen  from  each  country,  drilled 
and  trained,  who  know  their  business  and 
know  how  to  talk  it.  Some  of  the  Hardware 
salesmen  that  I  know^-men  who  carry  the 
catalogues  and  men  who  stand  behind  the 
counters — think  at  times  that  they  have  hard 
competition.  You  do  not  know  what  it  means, 
and  yet  I  say  to  you  in  all  seriousness  that  I 
have  proven  to  my  own  satisfaction  that  no- 
where in  the  battle,  either  in  wholesale  or 
retail,  in  this  or  in  any  other  country,  is  there 
any  such  thing  as  competition.  The  word  has 
no  place  in  the  Hardware  dictionary,  it  is  a 
condition  existing  only  in  the  imagination. 

When  we  fail  to  effect  a  sale  let's  be  honest 
and  put  the  blame  where  it  belongs — on  our- 
selves; do  not  blame  the  other  fellow,  we  fail 
because  we  have  left  undone  something  that 
we  ought  to  have  done,  or  we  have  done  some- 
thing that  we  ought  not  to  have  done.  Sum  it 
up  as  a  state  of  not  being  ready,  not  being 
equipped,  not  being  properly  trained  when  we 
went  into  the  game. 

I  shall  not  deal  in  statistics,  but  before  we 
go  into  the  details  of  our  subject  let  me  re- 
mind you  of  these  facts — the  United  States 
has  only  about  3  per  cent,  of  the  world's  popu- 
lation and  is  producing  in  1907  fully  25  per 
cent,  of  the  world's  gold,  30  per  cent.^  of  its 
silver,  40  per  cent,  of  its  iron,  42  per  cent  of 
its  steel,  45  per  cent,  of  the  coal,  50  per  cent. 
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of  the  petroleum,  60  per  cent,  of  the  copper 
and  75  per  cent,  of  the  cotton.  Can»you  won- 
der at  the  great  prosperity  of  this  nation,  or 
that  with  a  basis  of  such  a  percentage  of  the 
raw  material,  that  our  Hardware  should  find 
its  way  into  foreign  markets? 

The  American  mechanic  has  as  a  result  of 
his  daily  labor  25  per  cent,  more  finished  pro- 
duct than  the  mechanic  of  any  other  country; 
he  produces  in  tools  and  Hardware  an  article 
that  is  superior  in  finish-symmetrical  propor- 
tions and  better  suited  to  the  purpose  for 
which  it  is  intended  than  can  be  found  in  any 
other  land. 

The  American  Hardware  salesman — for  he 
is  a  man  among  men,  an  educator,  a  power  for 
good — when  he  starts  abroad  has  written  in 
his  instructions,  ''Make  a  success  or  don't 
come  back."  I  have  noted  that  they  all  come 
back  and  show  their  right  to  return  by  the 
orders  they  have  taken. 

Selling  Hardware  in  foreign  countries 
started  in  a  small  way,  the  United  States  took 
the  small  leavings  after  England  and  Germany 
got  through,  gradually  we  got  stronger  and 
fought  for  a  share  of  the  trade,  carrying  the 
fight  even  to  the  gates  of  our  great  competi- 
tors and  then  into  their  very  own  country, 
and  to-day  American  tools  and  Hardware  are 
as  well  known  in  England  and  Germany  as 
they  are  at  home. 

I  an\  comparatively  a  young  man  and  yet  in 
the  store  where  I  learned  the  Hardware  busi- 
ness as  a  boy,  the  padlocks,  trace  chains,  cut- 
lery, files,  anvils,  many  of  the  tools  and  other 
goods  too  numerous  to  mention,  were  imported 
from  Germany  and  England.  The  sending  of 
those  goods  abroad  has  now  become  so  com- 
mon that  it  fails  to  excite  comment  and  is 
taken  as  a  matter  of  no  particular  moment 
in  our  own  business  in  St.  Louis  to  have  orders 
for  cutlery  and  files  from  England,  and  even 
pocket  knives  and  butcher  knives  from  Ger- 
many. 

QUALITY    HAS    BEEI{    THE    SLOGAN. 

Do  you  think  that  this  great  foreign  busi- 
ness on  American  tools  and  Hardware  has 
been  built  up  on  price?  Not  a  bit  of  it.  No 
fear.  Quality  alone  has  been  the  slogan  used, 
it  has  won  in  every  country  and  is  winning 
to-day  and  must  continue  to  either  win  for  us 
or  k>se,  for  we  can  not  in  the  United  States, 
and  never  intend  to  prostitute  our  unrivaled 
products  to  the  sordid  question  of  price. 

The  orders  come  and  goods  are  shipped  by 
rail  into  Canada  and  Mexico,  and  from  and 
to  other  countries  by  steamship  lines  from 
New  York,  Boston,  Mobile,  New  Orleans  and 
San  Francisco.  The  goods  must  have  great 
care  in  packing,  cases  must  be  strong,  iron- 
strapped,  lined  with  oil  paper  to  keep  out 
moisture,  the  net  weight  of  the  goods  and  the 
gross  weight  and  cubic  measure  of  cases  sten- 
ciled on,  and  no  mistakes  made  or  the  ship- 


ment is  subject  to  a  fine  when  it  passes  into 
the  country  for  which  it  is  intended. 

There  is  used  a  system  of  code  books  for 
cabling  that  enables  us  to  communicate  by 
wire  to  distant  countries  quickly.  To  illus- 
trate the  value  of  this,  recently  a  steamer 
burned  at  sea  off  the  coast  of  Africa;  within 
forty-eight  hours  after  we  had  received  the 
information  the  customers  had  been  notified 
and  we  were  instructed  to  duplicate  the  fifteen 
shipments,  atid  orders  were-  in  course  of  fill- 
ing. 

The  salesman  must  speak  the  language  of 
the  country  he  works  in,  and  correspondence 
is  conducted  in  the  language  of  the  country 
we  do  business  with.  Spanish  is  used  entirely 
to  the  south  of  us,  except  in  Brazil,  where 
Portuguese  is  spoken.  English  is  used  as  a 
business  language  in  the  far  east,  and  in 
Europe  English,  German  and  French  is  em- 
ployed. 

Canada,  just  to  the  north  of  us,  is  a  part  of 
the  British  Empire.  The  money  system  is  dol- 
lars and  cents;  the  Hardware  stores  in  the 
older  sections  are  like  those  in  our  cities,  the 
stores  in  the  northwest  are  identical  with  those 
of  our  northwest;  the  merchants  have  a  high 
sense  of  commercial  honor,  are  up-to-date  and 
modern  in  their  methods,  they  get  their  sup- 
plies from  England,  Germany  and  the  United 
States.  A  great  deal  is  manufactured  in  Can- 
ada, the  duties  are  high  and  the  policy  is  to 
protect  the  home  makers. 

The  American  salesmen  travel  Canada  just 
as  they  do  in  the  United  States ;  our  own  men 
visit  the  principal  cities,  and  the  orders  come 
in  daily. 

IN    MEXICO  AND  CENTRAL   AMERICA. 

Mexico,  to  the  south,  is  a  republic;  the 
money  is  the  decimal  system,  the  dollar,  or 
peso,  is  worth  about  fifty  cents  American 
money.  The  Hardware  merchants  are  largely 
German  and  Swiss;  the  credit  risk  is  very 
good  and  the  trade  seldom  notes  a  failure. 
The  merchants  get  their  supplies  from  Eng- 
land, Germany  and  the  United  States;  the 
American  salesmen  travel  Mexico  the  same  as 
they  do  in  this  country;  we  have  five  salesmen 
who  work  wholly,  or  partly,  in  that  country. 

The  Central  American  countries  are  all  re- 
publics; they  embrace  Guatemala,  Honduras, 
Salvador,  Nicaragua,  Costa  Rica  and  Panama. 
England  has  a  footing  there  in  British  Hon- 
duras. The  money  is  the  decimal  system.  The 
large  merchants  in  the  coast  cities  import  the 
Hardware  and  supply  the  interior.  Many  of 
the  stores  carry  enormous  stocks,  mostly  gen- 
eral stores.  The  business  of  the  United  States 
is  practically  a  mail  order  business.  Our  own 
salesmen  visit  the  countries  once  a  year.  The 
merchants  are  Americans,  Germans  and  a  few 
Chinese. 

Cuba  and  Porto  Rico  are  essentially  Spanish 
in  their  type.    The  Hardware  merchants,  gen- 
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erally  speaking,  are  Spanish,  a  fine  class  of 
people  with  a  high  sense  of  commercial  honor. 
The  buildings  are  Spanish  in  character,  the 
stocks  are  large,  the  goods  are  supplied  prin- 
cipally by  the  United  States.  Porto  Rico  is  a 
part  of  the  United  States  and  Cuba  is  a  re- 
public. The  two  countries  are  rich  beyond 
any  conception  and  if  the  people  ever  quit 
playing  and  get  busy,  the  wealth  of  Cuba 
would  be  the  ninth  wonder  of  the  world. 

Most  of  the  American  manufacturers  do 
business  with  the  West  Indies  through  com- 
mission agents.  We  ourselves  follow  our 
regular  policy — we  have  an  office  in  Havana 
and  the  salesmen  visit  the  principal  cities  4*eg- 
ularly. 

South  America,  I  will  treat  as  a  whole,  with 
the  exception  of  the  small  area  in  the  north 
controlled  by  Holland,  England  and  France, 
is  composed  of  republics;  the  principal  ones 
are  the  Argentines,  Brazil,  Chile  and  Uruguay. 
Buenos  Aires  is  the  largest  city,  about  one 
million  people,  modern  in  every  respect,  and, 
to  my  notion,  the  best  governed  city  in  the 
world.  Germany,  England  and  the  United 
States  send  traveling  men  to  all  of  the  re- 
publics and  all  of  the  principal  cities.  Very 
few  goods  are  made  in  South  America  and 
large  quantities  of  Hardware  are  used.  The 
United  States  supplies  all  of  the  high  grade 
goods,  England  the  medium  grades  and  Ger- 
many all  of  the  cheap  lines.  The  United 
States  sells  the  most  mechanics*  tools,  axes, 
sewing  machines,  agricultural  machinery,  and 
the  supremacy  in  the  other  lines  is  divided 
between  England  and  Germany.  The  mer- 
chants order  in  large  quantities  and  are  good 
pay.  Generally  speaking,  the  Hardware  mer- 
chants in  South  America  are  foreigners  to 
the  country — English,  German,  French  and 
Spanish. 

THE   OTHER    SIDE   OP    THE    WORLD. 

Africa  sounds  a  long  way  off,  but  really 
is  near  by.  British  South  Africa,  of  which 
Cape  Town  is  the  principal  city,  uses  a  great 
deal  of  American  Hardware.  The  country  is 
a  part  of  the  British  Empire  and  English  cus- 
toms prevail.  The  Hardware  stores  are  typi- 
cally English,  many  of  them  large,  all  carry- 
ing a  varied  stock.  American  salesmen  visit 
the  country,  though  most  of  the  business  is 
done  through  commission  agents. 

The  Philippine  Islands,  part  of  the  United 
States  domain,  uses  more  or  less  Hardware 
from  the  United  States.  There  are  Fomc 
American  merchants,  some  Spanish  and  a 
great  many  Chinese.  The  city  of  Manila  is 
the  principal  market,  and  most  of  us,  who  do 
business  with  the  country,  confine  the  opera- 
tions to  the  merchants  of  Manila,  though 
there  are  some  notable  exceptions  to  this  rule. 

Japan,  the  country  that  is  at  present  attract- 
ing so  much  attention,  tises  more  or  le?s 
American  goods.    The  country  is  included  in 


the  Far  East  circuit,  and  the  salesmen  who  go 
to  the  Philippines  usually  take  in  Japan,  China 
and  India.  The  large  cities  of  Japan  only 
are  considered ;  the  merchants  deal  both  direct 
with  the  United  States  -and  through  a  few 
large  importers  in  the  city  of  Tokyo.  There 
are  some  English  and  German  merchants,  but 
most  are  natives. 

China,  the  great  country  of  the  east,  with 
its  four  hundred  million  people,  uses  so  little 
fine  Hardware,  as  you  and  I  understand  it, 
that  it  hardly  counts.  The  Treaty  ports- 
Hong  Kong,  Shanghai,  etc.,  are  the  towns 
where  the  business  is  sought.  Hong  Kong  is 
an  English  Crown  Colony  and  Shanghai  is 
practically  controlled  by  the  Europeans. 

India,  with  its  three  hundred  million  people, 
is  a  part  of  the  British  iimpire  and  is  an  exam- 
ple of  the  wisdom  and  greatness  of  English 
rule.  Calcutta  and  Bombay  are  the  principal 
cities.  The  English  Hardware  stores  are 
large,  carry  immense  stocks  and  do  business 
by  catalogue  over  all  India.  The  native  mer- 
chants do  business  in  the  bazaars,  or  market 
places,  and  their  plan  of  operation,  generally 
speaking,  is  local.  The  American  salesmen 
visit  the  principal  cities  of  India  and  take  in 
Burma,  the  Straits  Settlement,  Borneo  and 
to  the  Philippines,  or  vice  versa. 

All  of  that  vast  country  to  the  north  of 
India  is  unknown,  commercially  speaking, 
though  there  is  an  awakening  and  Amprican 
goods  are  finding  a  market  in  Turkey,  Persia 
and  Manchuria.  This  great  Asia  is  very  in- 
teresting to  me,  and  if  I  should  wish  to  be  a 
boy  again  it  would  be  to  have  a  hand  in  the 
great  commercial  warfare  that  is  to  take  place 
there.  With  great  Russia  owning  almost  half 
of  Asia ;  England,  Germany  and  France  firmly 
rooted  there,  the  United  States  can  only  hope 
for  r*  share  of  the  business  by  producing  bet- 
ter goods,  by  pursuing  the  best  business 
methods.  Though  we  ourselves  are  doing  a 
very  large  business  in  India,  and  coquetting 
with  Persia,  Manchuria,  Burma  and  Siam,  I 
know  we  are  not  sci^tching  the  surface  and 
look  for  those  who  are  younger,  stronger, 
more  able  that  will  in  time  take  my  place  to 
make  a  great  mark  and  achieve  great  results 
in  this  most  marvelous  part  of  the  world. 

AUSTRALIA,    NEW    ZEALAND    AND    TASMANIA. 

Australia,  New  Zealand  and  Tasmania  are 
all  English-speaking  countries,  part  of  the 
British  Empire,  self-governing,  and,  to  my 
notion,  among  the  best  governed  countries  in 
the  world.  A  people  that  have  no  superior 
on  earth,  hospitable,  brave  and  generous,  the 
men  are  recognized  as  men  and  the  women 
are  beautiful  in  all  that  goes  to  make  true 
womanhood.  The  American  has  no  need  to 
feel  that  he  is  in  a  foreign  country  when  he 
walks  the  streets  of  the  cities  of  those  wonder- 
ful countries  of  the  South  Pacific.  The  in- 
terior of  Australia  is  deficient  in  rainfall  and 
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the  principal  cities  are  located  on  the  coast; 
there  are  periods  of  long  drought  and  the 
Hardware  merchants  suffer  from  consequent 
depression.  One  year  of  average,  rainfall 
makes  them  all  rich  again.  There  is  a  solidity 
about  the  buildings  and  methods  of  business 
in  Australia  and  New  Zealand  that  is  char- 
acteristic of  the  British  countries.  Most  of 
the  large  Hardware  firms  do  both  wholesale 
and  retail;  there  are  some  exceptions  but  very 
few.  Most  of  the  Hardware  goes  from  Eng- 
land, some  from  Germany  and  large  quanti- 
ties from  the  United  States.  We  ourselves  at- 
tach so  much  importance  to  our  business  that 
a  salesman  covers  Australia  and  Tasmania 
regularly  and  another  works  New  Zealand 
alone. 

New  Zealand  has  abundant  rainfall  and  is 
always  prosperous.  The  cities  and  Hardware 
stores  are  modern  and  up-to-date.  The  busi- 
ness of  New  Zealand  runs  more  generally  to 
high  grade  tools  and  high  grade  Hardware 
than  any  other  country  save  that  of  the  United 
Sutes. 

All  of  the  Pacific  islands,  like  Samoa,  Solo- 
mon, and  Fiji,  use  some  Hardware  from  the 
United  States.  It  is  a  small  mail  order  busi- 
ness; taken  altogether,  it  assumes  considerable 
proportions. 

The  Hawaiian  Islands  are  a  part  of  the 
United  States,  buys  its  Hardware  in  this  coun- 
try, and  the  lar^e  dealers  in  Honolulu  have 
buying  agents  in  New  York.  It  is  worked  for 
us  by  one  of  our  California  men,  though  it 
comes  within  the  jurisdiction  of  our  foreign 
department. 

Great  Britain,  that  is,  England,  Scotland, 
Ireland  and  Wales,  use  enormous  quantities 
of  American  Hardware;  many  American  sales- 
men cover  it  as  a  regular  territory.  Our  sales 
run  largely  to  fine  mechanics*  tools,  files,  cut- 
lery, lawn  mowers,  ice-cream  freezers  and 
such  things.  Our  arrangements  are  such  that 
about  eight  salesmen  are  pushing  our  pro- 
ducts and  this  is  a  fair  idea  of  how  important 
the  marlcet  is  to  America. 

France  is  a  territory  in  itself;  Paris  is  the 
center.  The  goods  sold  there  are  the  same  as 
England,  the  business  is  important  and  there 
is  great  competition.  I  look  after  our  French 
business  myself,  I  suppose  because  Paris  is 
there,  and  I  relieve  myself  of  all  work  by 
turning  the  job  over  to  a  large  jobbmg  house 
in  Paris  who  gets  results,  and  that  is  what 
we  are  all  after. 

IN  EUROPE. 

Germany,  Switzerland,  Belgium,  Austria, 
and  Hungary  is  a  territory.  We  have  an  office 
in  Munchen,  Germany,  and  the  salesmen,  with 
samples,  visit  all  of  the  principal  towns  just 
as  they  come  to  L»ttle  Rock.  Our  sales  run 
to  tools,  cutlery,  lawn  mowers,  freezers,  heat- 
ing stoves,   shovels,  agricultural   implements, 


etc.  I  believe  that  most  all  of  the  important 
producers  of  Hardware  in  the  United  States 
are  represented*  in.  all  of  the  countries  of 
Europe,  some  by  regular  salesmen  and  others 
by  the  agency  plan.  Spain,  Italy,  Russia,  the 
Balkan  States,  all  use  more  or  less  American 
Hardware.  The  Scandinavian  countries — Den- 
mark, Norway  and  Sweden,  buy  in  this  coun- 
try largely.  The  American  Hardware  sales- 
man goes  to  all  countries,  none  escapes  him, 
he  fights  the  great  battle  of  pushing  American 
Hardware  with  varying  success;  he  has  much 
to  contend  with,  his  work  is  hard,  but  his  glory 
is  great,  he  is  an  educator  and  a  strong  char- 
acter wherever  you  find  him. 

One  Way  to  Broaden  Trade 

Invite  your  lady  acquaintances  in  occasion* 
ally,  if  only  for  a  chat.  The  men  will 
put  you  in  a  rut;  it  takes  a  woman  to  see 
things  differently  and  speak  about  them.  One 
woman  will  suggest  a  dozen  valuable  changes 
in  your  arrangements,  and  then  a  dozen  men 
will  come  in  and  admire  the  general  effect,  al- 
though not  one  of  them  can  for  the  life  of 
him  tell  you  just  how  the  difference  has  been 
made.  Men  as  a  rule  only  notice  results; 
women  how  to  bring  them  about. 

A  woman,  too,  has  much  to  learn  in  such  a 
visit,  and  may  be  educated  into  supplying  her 
domestic  Hardware  needs  of  you  instead  of 
going  to  a  department  store.  She  likes  to 
deal  with  specialists,  as  a  rule,  but  does  not 
realize  that  you  are  one  until  her  own  eyes 
show  her;  possibly  her  idea  of  a  Hardware 
store  is  a  place  where  they  keep  nails  and 
plows  and  things  to  build  houses  with.  Don't 
show  her  error  to  her;  instead  show  her  the 
things  you  sell  that  she  is  likely  to  be  inter- 
ested in,  not  particularly  as  a  salesman,  but 
is  a  friend,  same  as  she  would  show  you  in- 
teresting bric-a-brac  in  her  own  house.  She 
will  like  nothing  better  than  to  circulate  the 
knowledge  she  acquires  in  her  new  experience 
among  her  friends.  A  pleased  woman  is  a  first- 
class  advertisement  of  large  circulation,  but 
beware  of  a  displeased  one;  she  circulates, 
too.  Don't  laugh  at  her  if  she  describes  a 
bolt  as  a  straight  piece  of  iron  with  a  wiggle 
in  it.  Some  day  she  may  see  you  in  a  dry 
goods  store  and  make  you  feel  uncomfortable. 
She  can.  Don't  lose  patience  if  she  persists 
in  giving  you  orders  for  goods  that  come  in 
tin  cans  or  sometimes  forgets  herself  and 
ask  you  for  the  ribbon  counter;  department 
stores  have  manners  of  their  own,  and  "it's  all 
in  the  bringing  up."  She  knows  a  lot  of  things 
you  don't  know  that  would  be  a  help  to  you 
in  selling  Hardware  and  to  her  in  buying  it  if 
you  did;  and  trust  her  to  learn  her  ^d  of  the 
business  first.  One  of  the  differences  between 
men  and  women  is  that  the  average  woman 
wants  to  be  told  everything  and  the  average 
man  is  sure  that  he  is  competent  to  tell  her, 
but  he  isn't  always. 
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Tempting  Tennessee  Window  Displays 

JH.  Fall  &  Co.,  Nashville,  Tcnn.,  have 
•  good  window  displays,  '  making  a  spe- 
cial feature  in  this  direction.  A  recent  dis- 
play was  that  of  sporting  goods,  which  con- 
tained almost  every  necessity  for  the  conve- 
nience of  the  sportsman,  including  loading 
outfits,  ammuntion,  guns  of  different  makes, 
cartridge  belts,  game  and  cartridge  bags, 
hunting  coats  and  caps,  leggins,  etc.  The 
background  consists  of  two  "Teddy  Bears" 
mounted  upon  a  pedestal,  each  bearing  an  air 
rifle.  These  not  only  serve  as  a  background, 
but  are  interesting  and  lend  to  the  attractive- 
ness as  well.  The  eagle  helps  make  up  the 
background  and  is  a  very  appropriate  orna- 
ment. 


"Thanksgiving  Ideas"  sign  hung  above  the  em- 
blem was  a  light  frame  backed  up  by  a  gauze 
and  the  letters  glued  on.  This  sign  is  near 
the  top  just  back  of  the  word  "Fall"  on  the 
window. 


The  John  E.  Bassett  &  Co.,  the  well  known 
progressive  Hardware  dealers  at  New 
Haven,  Conn.,  are  distributing  their  annual 
"New  Haven  Almanack."  As  usual,  it  is 
printed  in  the  colonial  spelling  and  style.  There 
are  also  added  old-time  pictures  with  some  his- 
torical facts  and  many  pertinent  observations. 
Now  and  then  the  reader  is  reminded  that  cer- 
tain* goods  are  always  to  be^  had  at  Bassett's 
store,  on  Chapel   street. 


A  Thanksgiving  Window  Display  by  J.  H.  Fall  &  Co..  Nashville,  Tenn. 


The  other  display  is  made  up  wholly  of 
silver  plated  tableware,  consisting  of  knives  and 
forks,  teaspoons,  tablespoons,  orange  spoons, 
oyster  and  soup  ladles,  carvers,  coffee  extrac- 
tors, chafing  dishes,  etc.  The  tune-honored 
Thanksgiving  emblem  was  used  for  a  center 
piece  and  background.  A  piece  of  canvas 
stretched  over  a  buggy  felloe  served  as  a 
frame  for  the  painted  picture.  This  frame  was 
tufted      with      green      cheese      cloth.       The 


Keeping  Tools  in  Handles 

To  keep  tools  in  their  handles:  Fill  the 
handle  with  powdered  resin  and  a  little  rotten- 
si  one.  Heat  the  tang  of  the  tool  hot  and  then 
push  it  down  hard  into  the  handle.  When  it  is 
cold  it  will  be  firmly  set. 

The  "pleased  customer"  has  no  doubt  of  the 
truth  of  your  statement.  Try  to  increase  that 
sort. 
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Tin  Boofers'  Handbook 

The  National  Association  of  Master  Sheet 
Metal  Workers  of  the  United  States, 
with  chief  office  at  2213  Chestnut  street,  Phila- 
delphia, Pa.,  have  issued  a  24-page  booklet 
with  the  above  title.  It  is  a  text-book  for  the 
instruction  of  roofers,  sheet  metal  workers  and 
their  apprentices.  It  is  distributed  free  of 
charge  by  this  association  to  any  one  inter- 
ested. The  object  is  to  instruct  roofers  in  the 
proper  methods  oi  laying  tin  roofs.  To  this 
end  the  association  has  adopted  standard 
working  specifications,  which  are  given  in  the 
handbook,    fully    illustrated.      This   little   text- 


Preventing  Frost  on  Show  Windows 

7^0   the  Editor: 

Please  advise  us  of  any  way  to  keep  show 
windows  from  being  covered  with  frost. 

C.  C.  Newman  &  Co. 

Editor's  Note. — Where  electricity  is  avail- 
able, the  simplest  method  is  to  keep  an  electric 
fan  running,  with  the  air  current  directed  into 
the  window.  This  will  carry  off  the  conden- 
sation and  thus  prevent  frost  accumulating  on 
the  window  glass.  Where  the  window  is 
boxed  in  so  that  the  air  from  store  is  excluded 
another  method  is  to  lx)re  one  or  more  small 
holes  near  the  bntom  of  the  window  so  as  to 


Sporting  Goods  W^inpow   Display   by  J.   H.     I\\ll  &  Co.,  X.xsiimlle,  Tenn. 


book  on  tin  roofing  is  of  practical  use  to  any 
one  interested  in  roofing  materials. 

>  ''The  Best  All  Aronnd  Hardware  Publica- 
tioil" 

I  am  a  reader  of  the  Hardware  De.\lers' 
Magazine  and  can  say  it  is  by  far  the  best 
all-around  Hardware  publication  on  the  mar- 
ket. It  has  no  equal.  It  is  a  great  help  to 
employer  and   employe. 

George  Ingrams. 


get  the  show  window  box  temperature  the 
same  as  that  out(l(H-,rs ;  this  will  prevent  frost- 
ing. Still  aii<nher  method  is  to  give  a  slight 
coating  of  glycerine  over  the  entire  surface  of 
the  window  glass. 

Those  of  our  readers  who  have-  tried  and 
f(4ind  other  methods  satisfactory,  and  will 
write  us  concerning  same,  will  confer  a  favor 
upon  many  other  dealers  who  are  in  search  of 
such  information. 
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Are  Ton  the  Man? 

There's  a   scary   sort  of  felldr  goin'   round 
the  country  through 
A-taMcin'  of  the  future  in  a  way  to  make  you 

blue; 
A-predictin'  woes  and  panics  and  all  kinds  of 

dreadful  shocks. 
And  a-hlaming'  folk  in  Wall  Street  and  con- 

demin'  deals  in  stocks; 
Sayin'  our  financial  system  is  a  structure  full 

of  faults. 
And  a-callin'  in  his  money  and  a-lockin'  it  in 

vaults, 
And  with  wish  to  bring  him  forward  and  con- 
vert him  if  we  can 
We  are  seekin'  information — 

Say,  are  you  the  man? 


Shucks!     Don't   let   a    little    flurry    from    the 

clouds  a-passin'  by 
Make  you  think  the  storm  has  covered  all  the 

broad  financial  sky; 
You   would   see  the  sun  still  shinin'   if  you'd 

just  poke  out  your  head; 
Stop   a-countin'   up   your   losses;    count   your 

blessin's  up  instead; 
Trouble  finds  the  man  who  falters  sooner  than 

the  man  who  fights; 
Quit  your  talk  of  comin'  panics;  help  at  settin' 

things  to  rights, 
Let  a  little  cheerful  confidence,  not  grumblin', 

be  your  plan 

Now  to  save  the  situation — 

Say,  are  you  the  man? 

{To  the  Editor — This  is  a  contribution  to  the  cause 
of  improving  conditions  generally,  which  we  shall  be 
pleased  to  have  you  use. — The  International  Syndi- 
cate, Baltimore,   Md.] 

Your  personal  neatness  may  not  always  at- 
tract attention,  but  the  lack  of  it  is  sure  to  be 
noticed,  particularly  by  the  women  customers. 


Ebive  Confidence^  be  Optimistic  and  Happy 

To  the  Editor: 

One  would  think  from  the  reports  we  hear, 
that,  as  a  nation,  we  are  in  the  "last 
ditch"  financially.  We  don't  believe  it,  how- 
ever, and  hope  that  some  of  the  timorous, 
doubting  Thomases  will  soon  wake  up  and 
recognize  the  fact  that  the  railroads  continue 
to  exist,  and  to  persist  in  carrying  passengers 
and  freight;  that  mines  have  not  yet  sunk  to 
the  center  of  the  earth;  that  the  cotton  plants 
continue  to  produce  cotton,  and  the  cornfields 
to  produce  corn. 

Some  people  (the  pessimists)  who  reatly 
ought  to  know  better,  need  an  injection  of 
Confidence,  three  times  a  day,  the  dose  to  be 
continued  until  they  become  optimists.  Being 
optimists,  we  are  happy;  everybody  should  be 
optimistic  and  happy.  A  pessimist  is  always 
unhappy,  worries  about  every  little  thing,  and 
if  there  is  nothing  to  worry  about,  he  frets 
because  there  isn't,  and  pakes  around  ipto 
every  hole  and  corner  looking  for  things  to 
find  fault  about.  The  optimist  starts  the  day 
with  gladness  in  his  heart,  a  smile  on  his  face, 
and  enjoys  every  moment  of  the  day.  An  in- 
vestment in  optimism  will  give  better  returns 
than  anything  else.  Optimism  is  like  love,  it 
can't  be  bought,  and  it  is  also  free  as  the  air. 
Any  old  pessimist  can  exist,  but  it  takes  an  op- 
timist to  really  live.  A  pessimist  usually  has 
liver  trouble  anyhow. 

An  optimist  sees  the  doughnut,  all  the  pessi- 
mist can  see  is  the  hole.  Optimism  and  confi- 
dence go  together;  confidence  is  infectious, 
optimism  is  progression.  Pessimism  is  stag- 
nation— rot.  Confidence  and  money  make  the 
mare  go;  confidence  is  as  good  as  gold — so  is 
your  check,  a  bank  draft,  certificate  of  deposit, 
clearing  house  check,  or  certificate,  or  bank- 
ers' check,  is  as  good  as  gold  with  us,  just  the 
same  as  gold,  silver  or  currency.  That  is  the 
extent  of  our  confidence  and  optimism. 

We  hope  everybody  feels  as  good  as  we  do. 
IvER  Johnson's  Arms  &  Cycle  Works. 

A  Woman  Buyer 

One  of  the  leading  department  stores  in 
New  York  employs  a  woman  buyer  for  its 
house  furnishing  department.  She  is  strictly 
business-like  in  her  methods,  and  in  some  re- 
spects sets  the  pace  for  some  of  her  masculine 
co-workers.  Large  auction  sales  of  goods 
used  in  her  department  are  frequently  held 
in  New  York,  and  when  such  a  sale  is  an- 
nounced, she  visits  the  auction  rooms  in  ad- 
vance of  the  hour  appointed,  selects  the  goods 
which  she  wants  and  marks  the  price  in  the 
catalogue  which  she  is  willing  to  pay  for  each. 
At  the  hour  of  the  auction  she  sends  a  man  to 
reprejenf'  her.  who  bids  from  the  marked  cata- 
logue,  and   thus   saves   her  time. 


"I  forgot"  never  fattens  a  pay  envelope. 
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"Apollo"  Sweeper 

The  Greene  Mfg.  Co.,  Springfield,  O.,  are 
manufacturers  of  the  "Apollo"  Sweeper, 
illustrated.  It  is  an  improved  machine,  de- 
signed to  meet  all  requirements  in  removing  in 
a  quick,  easy,  effective  way,  cut  dead  grass, 
leaves,  twigs,  and  other  litter  from  lawns,  as 
well  as  dirt,  shavings,  paper,  string,  chips,  etc., 
from  large  floor  spaces,  platforms,  walks  and 
driveways.  A  distinctive  advantage  of  this 
Sweeper  for  lawn  use  is  the  rapidity  and 
thoroughness  with  which  a  large  lawn  can  be 
cleaned  and  left  in  perfect  order,  thereby  sav- 
ing time  and  labor.    Rotary  brushes  revolving 


is  suspended  on  the  front  of  the  machine  and 
which  can  be  emptied  by  pulling  the  chain  or 
can  be  instantly  detached.  The  drive  wheels 
are  skeleton,  15  inches  in  diameter.  The  brush 
reels  are  12  inches  in  diameter,  geared  with 
reference  to  securing  rapid  revolutions  to- 
gether with  light  running.  There  arc  eight 
brush  heads  to  a  set,  made  of  tampico, 
a  heavy,  durable  fiber  unaffected  by  water.  The 
brushes  wear  from  three  to  five  years,  and 
may  be  easily  and  cheaply  replaced.  The  wear 
on  the  brushes  is  automatically  taken  up. 
There  is  also  an  adjusting  lever  by  means  of 
which  the  operator  can  set  the  brushes  for 
close  or  light  sweeping.    Every  piece  and  part 


''Apollo"    Sweeper. 


forward  produce  satisfactory  results  without 
injuring  or  tearing  the  grass  and  do  not  break 
or  choke  up.  The  makers  state  that  a  thicker, 
finer  grass  is  produced  by  the  use  of  this 
Sweeper,  as  it  removes  the  fine  cut  grass  and 
other  foreign  matter  that  would  be  left  by 
rakmg  or  other  methods,  which  prevents  mois- 
ture, air  and  sunlight  from  reaching  the  grass 
roots.  The  machine  is  constructed  on  correct 
sweeping  principles.  As  shown  in  the  illus- 
tration, the  brushes  throw  the  sweepings  for- 
ward into  a  receptacle  of  large  capacity,  >\  hich 


of  the  Sweeper  is  made  of  high  grade  mate- 
rial. It  has  no  complicated  parts  and  with 
ordinary  care  will  last  for  years.  The  Sweeper 
is  made  with  20-inch,  24-inch  and  28-inch 
sweep.  Rubber  tires  arc  supplied  if  desired. 
The  company  manufactures  a  Golf  Green 
Sweeper  that  is  especially  useful  in  removing 
worm  casts,  and  other  obstacles  from  putting 
greens  and  is  in  use  by  many  of  the  largest 
clubs.  The  Sweepers  are  attractively  designed 
and  handsomely  finished,  and  the  makers  guar- 
antee every  machine  to  give  sat;isfaction. 
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"Gem"  Hue  Stoppers 

JL.  Clark  Mfg.  Co.,  Rockford,  III.,  are 
•  manufacturers  of  the  "Gem"  Flue  Stop- 
pers, illustrated.  The  blank  or  front  of  the 
pattern     is     flat.       It    may  therefore  be  usei 


P'or  rc-inforcing  the  top  edge  of  Boiler  only 
%-inch  rods  are  used.  All  covers  are  XX 
charcoal  tin  plate  of  the  same  grade  as  the 
sides  of  Boiler,  and  the  extra  deep  vertical 
rims   with  curled   edges   assures  a   perfect   fit 


"Gem"  Flue  Stopper. 

to  advantage  where  it  is  desired  to  paper  over 
the  flue.  Th-e  finish  is  of  a  delicate  gray 
japan,  having  ?t  the  center  an  artistic  land- 
scape design.  In  the  No.  3  the  patent  wire 
fastener  is  secured  to  the  blank  by  means  of 
sockets  raised  from  the  metal  of  the  blank 
itself.  It  has  proven  a  favorite  with  the  trade, 
owing  to  the  convenience  of  the  fastener, 
which  folds  close  against  the  blank.  All  Flue 
Stoppers  are  provided  with  the  patent  wire 
fastener,   which    gives    four    secure   points    of 


*'Prisco"    Wash    Boillr, 

and  a  guarantee  against  lacerated  hands;  there 
are  no  raw  edges  about  the  Boiler.  The  ma- 
hogany finished  handles  are  large  enough  to 
give  a  firm  lifting  grip  and  are  all  attached 
with  lar^e  tinned  rivets,  which  are  carefully 
soldered  to  prevent  rusting  out,  while  the 
handle   on   cover   has   plenty    of   clearance   to 


contact  in  the  flue,  preventing  the  possibility 
of  the  Stopper  being  blown  or  jarred  from 
position.  They  are  designed  for  5,  6  or  7-inch 
flues.  All  Stoppers  are  furnished  with  an 
assortment  of  landscape  designs  and  are  packed 
one  dozen  in  a  box. 

"Frisco"  Wash  Boiler 

The  Pritchard-Strong  Co.,  Rochester,  N.  V., 
are  placing  on  the  market  the  "Frisco" 
Wash  Boiler,  illustrated.  .  The  manufacturers 
remark  that  the  tinpiate  used  is  so  heavily 
coated  with  pure  tin  that  it  can  be  whittled  off 
with  a  common  pen  knife  as  you  would  shave 
a  pine  stick.  The  copper  bottoms  are  full 
weight,  tinned  on  one  side,  of  Lake  Superior 
quality  only,  fully  guaranteed.  The  bottoms 
are  put  on  with  a  hand-rounded  double  seam, 
instead  of  having   a   sharp   right  angle  edge. 


"Frisco"   Wash   Boiler,   Cover   Removed. 


prevent  burning  the  hand, 
the  patented  tinned  wire 
cover  holder.  The  Boiler 
in  all  sizes,  which  are  7,  8 


Other  features  are 

clothes    stick    and 

s  large  in  capacity 

9.  and  10,  and  in 


weight  nothing  lighter  than  XX  tinpiate. 
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''Biamond  Edge"  Food  Cutters 

The  Norvell-Shapleigh  Hardware  Co.,  St. 
Louis,  Mo.,  are  offering  the  trade  the 
"Diamond  Edge"  Food  Cutters,  illustrated. 
The  thorough  construction  eliminates  all  lost 
motion  or  friction.  Every  bearing  and  cutting 
part  is  perfectly  milled  and  not  ground.  The 
food  entering  the  hopper  is  instantly  engaged 
by  the  food  screw,  and  the  process  of  cutting 


"Diamond  Edge"  Food  Cutter. 
between  the  food  screw  and  the  lateral  knives 
reduces  it  to  small  pieces  before  it  has  reached 
the  business  end  of  the  machine,  where  the 
final  cutting  takes  place.  Every  bit  of  meat 
which  enters  the  hopper  is  cut  and  leaves  the 
machine  thoroughly  cut.  The  internal  food 
screw  instead  of  being  a  forcer,  is  both  a  con- 
veyor and  a  cutter.  There  are  no  spouts  or 
gutters  to  carry  off  the  juices  for  the  juices 
remain  in  the  food.     One  thumb  screw  serves 


possible  for  the  plate  to  be  deflected,  even  if  a 
piece  of  bone  or  other  improper  substance 
should  accidentally  pass  through  the  hopper. 
There  are  four  reversible  steel  cutting  plates; 
nut  butter,  fine,  medium  and  coarse.  They  are 
milled  true,  and  give  a  clearly  defined  shear 
cut.  A  phosphor  bronze  bearing  renders  oiling 
unnecessary.  The  crank  provides  the  right 
leverage  to  insure  ease  of  operation.  The 
clamp  attaches  the  machine  firmly  to  the  table, 
but  does  not  mar  it.  The  machine  will  not 
clog  or  choke,  is  self-emptying,  easily  cleaned, 
and  the  knives  and  plates  are  self-sharpening. 
It  will  cut  perfectly  every  kind  of  food.  The 
metal  parts  are  heavily  coated  with  pure  block 
tin  and  will  not  rust.  Each  Cutter  is  packed 
in  an  individual  catton,  handsomely  labeled  in 
colors  and  to  each  machine  is  attached  a  tag 
giving  full  instructions  for  its  use.  The  Cut- 
ter is  made  in  four  sizes,  Nos.  71,  small  family 
size;  No.  72,  regular  family  size;  No.  73. 
large  family  size,  and  No.  74,  hotel  size. 

''Dandy"  Steel  Kettle  Scraper 

The  Arcade  Mfg.  Co.,  Freeport,  111.,  are  in- 
troducing the  "Dandy"  Steel  Kettle  Scrap- 
er, illustrated.  This  useful  kitchen  utensil  is 
made  of  a  single  piece  of  cold-rolled  steel.  The 


"Dandy''  Steel  Kettle  Scraper. 

opening  in  the  center  is  for  the  purpose  of 
hanging  up  in  a  convenient  place  and  also  for 
the  purpose  of  giving  the  operator  a  firm  grip 
in  using^  it.  The  angles  on  the  device  clearly 
indicate  the  variety  of  corners  which  can  be 
reached.  The  retail  price  is  but  a  few  cents, 
yet  yielding  the  dealer  good  profit. 


Showing  Component  Parts  of  Food  Cutter. 
to  secure  the  crank  and  regulates  the  tension, 
and  it  is  impossible  for  even  the  most  carc- 
\ess  person   to  put  the  machine  together  im- 
properly or  fail  to  regulate  the  tension.    The 
iood  drops  untouched  as  it  leaves  the  machine, 
as  there  are  no  adjusting  screws,  etc.,  at  the 
cutting  end.     The  milled  recess  or  seat  at  the 
end  of  the  cylinder  of  body  receives  the  cut- 
ting plate.    The  fit  is  so  perfect  that  it  is  ini' 


The  Syracuse  Twist  Drill  Co.,  Syracuse,  N. 
Y.,  in  their  latest  catalogue  show  the  variety 
of  tools  they  supply  the  trade.  These  embrace 
Bell  Hangers'  and  Electricians'  Drills,  short 
Wood  Brace  DriUs,  short  and  taper  lengths 
Blacksmiths'  Drills,  straight  and  taper  shank 
Drills,  toolmakers'  Screw  Driver,  Cup  Point 
Nail  Sets,  handy  sets  of  Wood  Brace  and  Bit 
Stock  Drills  in  morocco  case.  Nail  Sets, 
Knurled  Hollow  Punches,  Screw  Driver  Bits, 
Octagon  Punches,  Cold  Chisels,  Square  Ream- 
ers, double  cut  Counter-sinks,  adjustable  malle- 
able Iron  Handle,  Bit  Extension,  etu 
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"Shrp-Shavr"  Safely  Eazor 

The    Shrp-Shavr    Razor     Co.,     108     Duane 
street,    New    York,    are    placing    on    the 
market  the  "Shrp-Shavr"  Safety  Razor,  iHiis- 


"Shrp-Shavr"  Safety  Razor. 

trated.  The  frame  is  a  rigid  ccnstruction, 
heavily  nickeled  and  polished.  There  are  but 
two  parts,  the   frame  and  blade.     The  blades 


the  blade  is  as  easily  withdrawn,  and  the  whole 
cleansed  by  holding  under  a  faucet.  The 
frame  is  permanently  attached  to  the  handle, 
and  the  angle  of  the  frame  is  said  to  be  the 
same  as  the  regular  concaved  old  fashioned 
razor,  producing  a  smooth  shave.  Every  blade 
is  carefully  tested  and  sealed  before  shipment. 
The  Razor  is  put  in  a  neat  carton,  and  retails 
at  a  small  price.  One  blade  goes  with  each 
Razor ;  additional  blades  can  be  obtained  at  a 
small  price.  A  stropper  can  be  had  for  slight 
additional  cost  when  desired. 


Nicholson  Mfg.  Co.,  Holly,  Mich.,  issue  a  fold- 
er descriptive  of  the  "E-Z"  Post  Hole  Digger. 

"Keen  Edge"  Bazor  Strop 

The  Eddy  Mfg.  Co.,  Worcester,  Mass.,  are 
offering  the  trade  the  "Keen  Edge" 
Combination  Razor  Strop,  No.  112,  illustrated. 
The  leather  goes  through  special  tanning  proc- 
esses, after  which  it  receives  the  "Keen  Edge" 
treatment,  which  imparts  to  it  the  soft,  smooth, 
pliable  finish.  The  Strop  illustrated  has  a 
"Keen  Edge"  cordovan  leather  and  line  hose, 
17x2^/4  inches,  and  fancy  stuffed  handle.  Three 
other  numbers  in  the  same  style  are  furnished, 
varying  in  the  leather,  handle  and  trimmings. 
The  "Keen  Edge"  Strops  never  need  redress- 
ing, retaining  their  sharpening  qualities  as  long 
as  the  leather  lasts.  They  do  not  gum  up  or 
become  glossy.    They  produce  a  smooth,  keen 


"Keen  Edge"  Razor  Strop,  No.  112. 

are  made  from  high  grade  razor  steel  and  edge  on  a  razor,  and  the  makers  give  the 
slip  into  the  frame  from  one  side  very  easily.  strongest  kind  of  a  guarantee  with  each  Strop. 
A  lug  on  the  other  side  keeps  the  blade  in  Several  styles  are  shown  in  the  company's  cat- 
proper  position   for   shaving.     After   shaving  alogue. 
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"Gem   Jr."  Safety  Razor  Outfits 

The  Gem  Cutlery  Co.,  34  Reade  street,  New 
York,  are  offering  the  trade  new  "Gem 
Jr.'*  Safety  Razor  Outfits,  Nos.  15  and  20,  as 
illustrated.  The  No.  15  has  a  genuine  morocco 
leather  covered  case,  plush  and  silk  lined.  The 
new  bar  frame  is  triple  silver  plated,  with 
ebony  handle.  Twelve  blades  are  supplied  with 
each  outfit.  The  size  of  the  case  is  5x2?d^/4 
inches. 


posed  as  shown.  The  construction  of  the 
Stropper  is  such  that  an  even  stroke  is  assured, 
resulting  in  the  proper  stropping  of  blade.  The 
use  of  this  Stropper  gives  a  longer  life  to  the 
wafer  blades  than  the  practice  heretofore  of 
discarding  or  exchanging  the  blades  when  dull. 
Full  size,  the  Stropper  is  6%  inches  long.  Fig. 
1  shows  the  Stropper  with  "Gillette"  blade  in- 
serted. Fig.  2  shows  the  Stropper  with  any 
other  make  of  double  edge  blade  inserted  in 


"Gem  Jr."  Safety  Razor  Outfit  No.  20. 

The  No.  20  Travelers*  Outfit  is  a  complete 
shaving  outfit,  consisting  of  brush,  soap,  triple 
silver  plated  frame,  twelve  blades.  All  are 
packed  in  a  handsome  morocco  leather  cov- 
ered case,  plush  and  silk  lined.  In  size  it  is 
ox3%xlH  inches. 

'"Bestyet"  Sazor  Blade  Stropper 

John  G.  Bestgen  &  Co.,  161  Summer  street, 
Boston,  Mass.,  are  placing  on  the  market 
the  "Bestyet"   Safety   Razor   Blade    Stropper, 


o 


:^ 


'Gem  Jr."  Safety  Razor  Outfit  No.  l-"). 

the  opposite  end  of  StTopper,  ready  for  use. 
The  device  is  neatly  nickel-plated  and  is  con- 
venient to  use. 


The  Eddy  Mfg.  Co.,  Worcester,  Mass.,  in 
their  catalogue  of  "Keen  Edge"  Razor 
Strops  present  numerous  styles,  single  and 
double  swing,  combination  and  traveler's  com- 
bination. The  catalogue  is  gotten  up  hand- 
somely and  gives  full  information  concerning 
these  goods.  The  company  remark  that  their 
trade  on  this  line  has  increased  100  per  cent, 
during  the  past  six  months.  The  profits  on  the 
goods  to   the  dealer  are  100  per  cent.      The 


f 
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Fig.  1.— "Bestyet"  Razor  Blade  Stropper,  "Gillette"  Blade  Inserted. 


illustrated.  In  our  last  issue  the  captions  un- 
derneath the  two  cuts  were  transposed,  giving 
a  wrong  impression.    They  are  presented  cor- 


concern  are  also  putting  on  the  market  the 
"Howes' "  Never-Rot  Harness,  which  never 
needs    any    re-dressing,    blacking    or    soaping 
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Fig.  2.— "Bestyet"  Blade  Stropper,  with  Do  uble-Edce  Blade  Re.\dy  for  Stropping. 

rcctly  herewith.  It  enables  the  user  <to  strop  after  it  has  been  once  treated  by  their  process, 
both  edges  of  a  wafer  blade  without  taking  it  The  result  is  an  always  flexible  Harness.  They 
out  oi  the  frame,  botli  blade  edges  being  ex-      issue  a  handsome   catalogue   describing  same. 
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''American"  Pressed  Metal  Sash  Pulleys 

The  American  Pulley  Co.,  Twenty-ninth 
and  Bristol  streets,  Philadelphia,  Pa.,  are 
manufacturers  of  the  "American"  Pressed 
Steel  Sash  Pulleys,  illustrated.  In  enumerating 
the  advantages  of  this  style  of  Pulleys,  the 
makers  state  that  they  cannot  be  broken  in 
transit,  or  in  putting  into  a  frame  or  in  han> 
dling.  In  all  grades,  especially  in  those  with 
roller  or  ball  bearmgs,  and  in  the  brass  and 
bronze  goods,  they  are  cheaper  than  cast  goods. 
The  pressed  steel  Sash  Pulley  weighs  about 
one-half  as  much  as  a  cast  pulley  of  the  same 
size,  saving  cost  in  transportation.  •  The 
pressed  steel  product  has  a  good  finish.  The 
wheels  are  made  on  a  new  principle,  by  which 
the  two  main  side  pieces  are  locked  together  a'l 
the  way  around,  just  under  the  groove,  by 
means  of  a  locking  ring,  so  as  to  make  a  wheel 
indissolubly  one.  It  is  said  to  be  impossible  to 
pull  the  two  halves  apart  after  being  locked.  A 
2%-inch  wheel  will  not  deform  with  a  load  of 
600  pounds.  Sash  pulley  wheels  are  made  with 
a  combination  groove  equally  well  adapted  for 
either  cord  or  chain,  and  are  made  with  three 
styles  of  bearings;  plain  axle,  roller  bearing, 
and  ball  bearing.  The  wheels  in  these  three 
styles  differ  only  in  the  hubs.  In  the  plain 
axle  bearing  the  steel   bushings   are  made  of 


thimble  and  the  axle.  These  rollers  ere  made 
out  of  cold  drawn  steel.  The  rollers  and  thim- 
bles are  put  in  place  before  the  two  halves  of 
the  wheel  are  locked  together,  making  a  roller 
bearing  wheel  independent  of  the  sash  pulley 
housing  and  axle.  In  ball  bearing  Pulleys,  the 
balls   run  between  the   race  and  a  steel   cone, 


Sectional  View  Ball  Bearing  Wheel. 

the  balls  bearing  at  three  points.  The  balls 
used  in  these  Pulleys  are  high  grade  sfeel 
finished  balls.  The  case  is  also  made  entirely 
of  pressed  metal  with  no  riveted  or  soldered 


A 


extra  heavy  metal,  and  are  embossed  into 
the  sides  of  the  wheel  before  locking  the  sides 
together.  The  two  bushings  butt  against  each 
other  when  the  halves  are  joined.  In  the  roller 
bearing  Pulleys,  the  rollers    run    between    a 


"American''  Roller  Bearing  Sash  Pulley. 
joints.  The  axle  pins  are  of  ample  size,  made 
of  cold  drawn  steel  and  shouldered.  The  pin 
is  riveted  outside  of  the  case  or  housing,  which 
is  held  between  the  rivet  head  and  the  axle 
shoulder.  These  pins  are  the  same  in  all  three 
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types,  but  vary  a  little  in  size.  All  the  Sash 
Pulleys  are  coated  with  a  compound  which  pre- 
vents rust;  and,  as  listed,  are  packed  with 
screws  to  match  the  faces  of  Pulleys.  In  the 
illustrations,  the  Pulleys  are  shown  about  half 
size  and  the  sectional  view  of  the  Ball  Bear- 
ing wheel  is  about  two- thirds  actual  size. 

"Pyko"  Grinder 

The  Pike  Mfg.  Co.,  Pike,  N.  H.,  are  placing 
on  the  market  the  **Pyko"  Grinder,  illus- 
trated. It  is  adapted  for  use  by  carpenters, 
tinners,  plumbers,  butchers,  farmers,  chefs, 
barbers,  housekeepers,  etc.,  in  grinding  tools  of 
every  description.  Every  Grinder  is  finished 
in  an  attractive  green  enamel,  making,  with  the 
terra  cotta  color  wheel,  a  handsome  article. 
The  chain  gearing  assures  a  steady  and  equal 
distribution  of  the  driving  power,  but  mini- 
mizes any  chance  for  breakage  in  the  casting. 
There  is  an  improved  chain  adjustment,  so  that 
in  case  the  chain  loosens  it  may  be  tightened 
by  setting  the  gear  wheel  arbor  by  simply 
turning  a   set   screw   and   adjusting  the   gear 


''Bosswin"  Night  Latch  Display  Board 

The  Russell  &  Erwin  Mfg.  Co..  New  Britain, 
Conn.,  with  New  York  branch  at  45 
Chambers  street,  are  offering  the  trade  the' 
**Russwin"  Night  Latch  Display  Board,  illus- 
trated. This  handsome  Display  Board  is  of 
1%-inch  solid  oak,  in  antique  finish,  and  will 
be  furnished  at  the  regular  price  of  the  Night 


"Russwin"   Night   Latch    Display    Board, 
Front  View. 

Latches  plus  a  reasonable  charge  for  the  board 
and  mounting.  The  six  different  Night 
Latches  mounted  on  the  Board  are  displayed 
in  working  condition,  and  demonstrate  the 
action  and  appearance  of  the  stock  on  the 
dealer's  shelves.  A  handle  at  top  affords 
means  for  carrying  or  moving  the  Board.  If 
desired,  a  Latch  may  be  removed  from  the 
Board  and  sold  and  another  Latch  taken  from 
stock  and  applied  in  its  place.  Boxes  and  di- 
lections  accompany  the  mounted  Latches.  The 


"Pyko"  Grinder. 


wheel  to  the  proper  distance.     The  clamping 
device  will  take  a  grip  on  anything  up  to  2 
inches.    It  cannot  work  loose,  no  matter  how 
high  the  rate  of  speed  maintained.     It  is  easy 
of  adjustment.     The  device  for  attaching  the 
grinding  wheel  is  so  simple  that  a  new  wheel 
can  be  easily  adjusted   at   any  time    without 
necessitating  the  use  of  an  extra  shaft  or  cen- 
ter.    From  the  top  of  the  grinding  wheel  to 
the  bottom  of  set  screw  is  9  inches.    From  the 
end  of  arbor  to  outer  point  of  handle  is  6  Ms 
Miches.   The  weight  is  4  pounds  2  ounces.    The 
diameter  of  grinding   wheel  is  4  inches  and 
width  of  face  of  wheel  is  1  inch.    Each  Grind- 
er is  packed  in  an  attractive  telescope  box.    ^ 


The  Mcrriam  Mfg.  Co.,  Durham,  Conn., 
nianufacturers  of  Tin  Stationers'  Boxes, 
^ing  Tackle  Boxes,  Mail  Boxes,  Cash  and 
°^^  Boxes,  etc.,  report  that  with  improved 
^cthods  of  manufacture  and  increased  facili- 
ties they  are  increasing  their  output  and  are 

^ow  in  position  to  make  prompt  shipments. 


"Rl'sswin"   Night   Latch    Display    Board^ 
Rear   View. 

company  will  furnish,  on  request,  and  without 
charge,  booklets  and  envelopes,  enclosures, 
with  the  dealer's  name  and  address,  also  dis- 
play  cards,   blotters  and   electrotypes. 

The  annual  inventory  has  been  taken,  show- 
ing the  year's  business  of  F.  E.  Myers  &  Co., 
Ashland,  O.,  to  have  been  one  of  the  most  suc- 
cessful in  the  history  of  the  concern.  All  new 
buildings  are  now  organized  and  factory  im- 
provements completed.  The  plant  is  running 
ten  hours  per  day  with  a  full  force  of  men. 
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"Myers' "  Hydro-Pneumatic  Pump 

FE.  Myers  &  Bro.,  Ashland,  Ohio,  are 
•  placing  on  the  market  the  "Myers'" 
Hydro- Pneumatic  Century  Low  Down  Pump, 
illustrated.  It  is  equipped  with  brass  valve 
seats,  rubber-faced  valves  and  brass-covered 
piston  rod,  and  is  especially  designed  to  oper- 
ate in  connection  with  the  Hydro-Pneumatic 
Cylinder  for  pumping  air.  It  is  made  with  lib- 
eral flanges,  built  strong  in  all  its  parts  for 
heavy  usage,  and  tested  under  pressure  before 
leaving  the  erector.  The  two  Pumps  shown 
are  alike  save  in  the  application  of  power.  Fig. 


moving  individual  caps,  which  gives  the  oper- 
ator free  access  to  all  the  valves  without  dis- 
turbing either  the  suction  or  discharge  pipe,  or 
making  it  necessary  to  remove  any  of  the  parts 
except  the  cap  referred  to.  The  air  cylinder, 
1%  inches  in  diameter,  is  brass-lined,  and  has 
an  independent  plunger  and  valve,  so  that  the 
pumping  of  air  does  not  in  any  way  affect  the 
water  capacity  of  the  pump,  or,  in  other  words, 
the  air  pump  is  distinctly  an  individual  fea- 
ture, having  its  own  plunger  and  check  valve. 
The  air  is  forced  into  the  body  of  the  pump 
and  conveyed  through  the  discharge  pipe  into 
the  pressure  tank,  and  is  so  arranged  that  by 


Fig.  1.-"Myers"'  Hydro- Pneumatic  Pump.       pj^.    2.-Ratchet    Head    Horizontal    Pump. 

turning  the  cap  on  the  valve  the  operator  can 
pump  air  as  well  as  water,  or  by  a  reverse  turn 
of  the  cap  discontinue  the  air  supply. 


1  being  the  usual  construction  and  Fig.  2  illus- 
trating the  patent  ratchet  head  applied  to  the 
horizontal  pump.  The  makers  state  that  it  has 
been  demonstrated  that  the  ratchet  movement 
under  the  same  pressure  will  operate  with 
from  25  to  40  per  cent,  less  power,  or  a  3-inch 
pump  with  the  ratchet  movement  can  be  oper- 
ated just  as  easily  as  a  2^-inch  cylinder  pump 
with  the  lever  movement.  The  brass  lining, 
which  is  removable,  extends  out  flush  with  the 
head  of  the  cylinder,  and  is  concave  at  the 
ends,  so  that  the  plunger  can  be  readily  re- 
moved and  easily  replaced,  without  difficulty 
in  getting  the  same  to  register.  The  suction 
and  discharge  valves  are  all  accessible  by  rc- 


The  White  Mountain  Freezer  Co.,  Nashua, 
N.  H.,  in  their  advertisement  in  this  issue, 
succinctly  set  forth  their  position  regarding 
the  manufacture  and  sale  of  the  "White 
Mountain"  Ice  Cream  Freezers.  They  remark 
they  never  allow  the  standard  of  quality  to 
deteriorate.  The  product  is  marketed  through 
the  jobber  to  the  retailer  and  they  do  not  sell 
catalogue  houses.  The  prices  to  the  con- 
sumer are  such  that  they  afford  a  substantial 
profit  to  the  dealer. 
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"Bevero^'  Seamless  Braided  Ckurden  Hose 

The  Revere  Rubber  Co.,  77  Bedford  street, 
Boston,  Mass.,  with  New  York  office  at 
59  Reade  street,  are  offering  the  trade  the  *Re- 
vero"  Seamless  Braided  Garden  Hose,  illus- 
trated. The  construction  of  the  braided  fabric 
is  a  special  feature,  being  of  a  special  design, 
whereby  any  possibility  for  separation  between 
the  fabric  and  rubber  is  disposed  of.  This 
Hose  is  vulcanized  in  patented  moulds  under 


Construction  of   Seamless  Braided  Hose. 

e3rtrcme  internal  pressure  which  thoroughly 
unites  the  rubber  and  fabric.  The  principal 
claim  made  for  this  Hose  is  its  great  flexibil- 
ity and  strength  with  the  minimum  amount  of 
weight,  together  with  its  being  made  in  con- 
tinuous lengths  up  to  500  feet.  This  latter  fea- 
ture will  be  greatly  appreciated  by  the  Hard- 
ware dealer  as  it  disposes  of  the  remnant 
question.  In  the  construction  there  is,  first,  a 
seamless  tube  of  high-grade  rubber.  Over  this 
is  apph'ed  a  special  double  braiding  of  tightly 


A  Reel  of  "Revero"  Garden  Hose. 

twisted  cotton  yarn.  Next  the  cover  is  put 
on,  which  is  composed  of  tough  flexible  rubber 
to  withstand  wear  and  abuse.  The  complete 
Hose  is  then  vulcanized  in  the  company's  pat- 


Hose  that  combines  great  flexibility  with  the 
minimum  amount  of  weight  without  sacrificing 
strength  or  durability.  It  is  a  Hose  that  has 
no  tendency  to  separate  between  the  plies  or 
unwrap,  and  has  small  tendency  to  kink  when 
bent  at  sharp  angles.  "Revero"  is  furnished  in 
%-inch,  %-inch  and  %-inch  sizes,  in  lengths  of 
50  feet,  or  in  continuous  lengths  up  to  500 
feet  on  reels.  A  unique  folder  fully  describing 
the  construction  and  distinctive  merits  of  this 
Hose  can  be  had  by  applying  to  any  of  the 
Revere  Rubber  Co.'s  branch  stores,  or  their 
home  office  in  Boston. 

"Gilchrist''  Ice  Pick 

The  Gilchrist  Co.,  Newark,  N.  J.,  are  offing 
the  trade  a  line  of  Ice  Picks,  one  of  which 
is  illustrated,  No.  153,  for  icemen's  use.  In 
the  manufacture  of  ice  pick  points,  as  well  as 
their  other  products,  they  follow  out  their 
motto  "Better  Than  Need  Be"  goods.  In 
their  advertisement  is  clearly  illustrated  the  old 
process  of  making  ice  pick  points,  in  which  the 
crystallization  of  the  metal  takes  place,  the  life 
and  elasticity  of  the  metal  has  departed,  and 
the  point  is  prepared  to  crumble,  split  and 
break  when  in  use.  There  is  also  shown  a 
piece  of  wire  pointed  by  the  **Gilchrist"  process, 
•the  wire  being  automatically  fed  to  an  emery 
wheel.  The  point  in  its  entirety  is  ground  and 
ground  only,  the  original  fibre  of  the  metal  is 
not  injured,  and  the  point  obtained  is  as  sharp 
as  a  cambric  needle  and  uniform  and  sym- 
metrical throughout  its  entire  taper.  The  com- 
pany's Ice  Picks  are  hardened  their  entire 
length  and  automatically  tempered  in  oil.  In 
this  operation  a  thermometer  determines  the 
temper,  no  chance  being  left  to  the  skill  of 
the  workman.  Severe  tests  as  to  the  hardness 
of  the  Pick  points  has  been  to  strike  the 
Pick  point  repeated  blows  on  a  piece  of  cast 
iron  without  in  the  least  affecting  its  sharp- 
ness. For  ordinary  household,  soda  fountain 
or  saloon  use,  a  P/^-inch  taper  point  has  been 
adopted  as  being  slender  enough  to  do  good 
work  and  strong  enough  to  stand  abuse.  For 
the  use  of  the  iceman  who  does  not  use  an  ice 
pick  as  a  crowbar,  a  longer  point  is  advisable, 
a  3%-inch  taper,  as  shown  in  the  illustration 
herewith.  A  5-inch  taper  point  for  expert 
icemen  is  also  made.  These  Ice  Picks  are 
made  of  tempered  steel,  are  highly  polished 
and  nickel  plated  to  prevent  rusting  while  on 


''Gilchrist"  No.  153  Ice  Pick  for   Icemen's  Use. 


^  rigid  moulds  under  very  high  pressure. 
>ne  pressure  exerted  from  the  inside  of  the 
Hose  forces  the  rubber  and  fabric  together 
oeiorc  it  is  vulcanized,  and  this  becomes  one 
complete  homogeneous  body.    The  result  is  a 


the  dealers'  shelves  or  when  in  use.  All  fer- 
rules are  brass,  nickel  plated  and  handles  are 
of  hardwood,  shellaced.  A  catalogue  is  issued 
covering  these  and  other  ice  goods.  Lemon 
Squeezers,  etc. 
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"0.  K/^  Gopher  Trap 

npiie  Abingdon  Trap  Co.,  Abingdon,  111.,  are 
•*■  offering  the  trade  tthe  "O.  K."  Gopher 
Trap,  illustrated.  It  is  of  simple  construction 
and  is  furnished  with  or  without  sides,  as  de- 
sired.    The  best  method  of  setting  the  Trap  is 


Et...  i?*; 


**0.  K."  Gopher  Trap. 

to  place  it  in  the  last  place  where  the  gopher 
comes  to  the  surface.  Both  styles  of  Trap  are 
set  in  the  same  way.  It  is  a  self-setting  con- 
itruction,  easy  to  actuate,  and  when  in  position 
attracts  but  little  attention — an  essential  in  an 
article  of  its  kind.  It  is  V2  inch  thick,  3% 
inches  wide  and  6%  inches  long. 


knives,  etc.,  in  adjusting  small  screw^s.  The 
small  size  as  shown  is  put  up  for  dealers  on  a 
handsome  show  card,  containing  one  dozen  to 
each  card,  the  cards  being  provided  with  an 
easel  standard  so  they  will  be  shown  upright  on 
top   of   show   case.     When   used    as  a  charm 

FULL 

Size. 


"Ever-Ready"  Watch  Charm   Screw  Driver. 

it  is  closed  as  indicated  by  the  upper  one  of  the 
illustrations,  and  when  the  owner  wishes  to  usx: 
it  the  screw  driver  end  is  reversed.  The  body 
is  neatly  knurled.  When  displayed  customers 
immediately  perceive  its  utility  and  sales  result. 
It  is  sold  at  a  popular  price  and  gives  the 
dealer  a  good  profit  margin. 

''Stimpson"  Steel  Pitless  Wagon  Scale 

The  Stimpson  Scale  &  Mfg.  Co.,  North- 
ville,  Mich.,  are  offering  the  trade  the  ''Stimp- 
son" Steel  Pitless  Wagon  and  Stock  Scale,  il- 
lustrated. It  is  referred  to  as  being  high 
grade  in  every  particular  and  has  many  ex- 
clusive features.  These  Scales  are  provided 
with  triple  or  double  solid  brass  beam  with 
brass  sliding  poises  and  carefully  graduated 
to  full  capacity  of  Scale  on  beam.  The  bear- 
ing pivots  throughout  the  Scale  are  of  high 
grade  tool  steel,  carefully  tempered.  The 
levers  are  of  rolled  T  shaped  steel,  trussed, 
thus  insuring  rigid  levers  under  any  load 
Steel  I  beams  support  the  platform,  and  steel 


"Stimpso.x"  Steel  Pitless  Wagon  Scale. 


"Ever-Ready"      Watch      Cliarm      Screw 
Driver 

The  Lippincott  W.  M.  &  I.  Co..  Newark.  X. 
J.,  are  offering  the  trade  the  "Ever-Ready" 
Watch  Charm  Screw  Driver,  illustrated.  It 
is  shown  full  size,  and  is  made  of  steel,  pol- 
ished and  nickel  plated,  or,  will  be  polished 
and  blued  if  desired.  It  will  be  found  of  espe- 
cial advantage  by  every  wearer  of  eye  glasses, 
or   by   persons    who    ruin    the    points    of   pen 


cl'.annels  connected  by  tubular  steel  crass 
pieces  provide  a  rigid  cross  frame  in  which 
the  direct  lever  construction  supports  the  I 
beam  stringers  and  platform.  The  beam  box 
is  of  selected  one-inch  tongued  and  grooved 
lumber,  painted  with  two  coats  of  lead  paint, 
with  a  heavy  molded  top.  The  concern 
manufacture  forty-four  styles  and  sizes  of 
Scaler  for  all  purposes;  New  catalogue  will 
be   sent  upon  request. 
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''Haynes' "  Towel  Hanger 

Chas.  M.  Haynes,  284  Washington  street, 
Newark,  N.  J.,  is  offering  the  .trade 
"Haynes'"  Towel  Hanger,  illustrated.  The 
band  is  of  rolled  steel  stock  %-inch  wide  and 
of  a  thickness  making  it  firm  and  strong.    The 


boilers  in  common  use.  When  the  band  is 
placed  around  the  boiler  its  notched  end  is  in- 
serted in  the  slip-catch  which  engages  a  pair 
of  notches,  according  to  the  diameter  of  the 
boiler.  When  the  band  is  thus  set  to  the  boiler, 
it  is  then  thoroughly  tightened  by  turning  the 
bolt  with  a  screw  driver.  When  the  hooks  arc 
positioned  properly  relative  to  the  boiler,  the 
head  of  the  bolt  seen  at  the  end  of  the  box- 
loop,  is  at  the  side  of  the  boiler,  so  it  is  not 
required  to  work  directly  at  the  back  of  the 
boiler  in  tightening  the  Hanger.  For  house- 
hold-use  but  one  size  is  made.  Special  sizes 
are  made  for  hotel  and  other  uses,  having  in 


"Haynes"  Towel  Hangek  on  Boiler. 

hooks,  2%  inches  long,  are  of  steel  stock  con- 
siderably heavier  than  the  band,  and  of  special 
design,  so  that  when  riveted  on  the  lugs  fit 
against  the  band,  preventing  any  side  move- 
ment and  the  hooks  remain  rigid  and  strong, 
even  though  their  anchorage  is  to  a  metal  strap. 
A  steel  spiral  spring  held  within  a  box-loop  at 
one  end  of  the  band  takes  the  full  pull  of  the 
screw-bolt  tightener,  passing  through  it,  so  that 
all  expansions  and  contt  actions  are  absorbed 
by  the  spring,  and  the  band  tightly  binds  the 


Haynes  '»  Towel  Hanger  on  Boiler. 

the^^  T  (  *^™^^  *"^  cannot  slip  down.  On 
the  A  °  £  ^^  screw-bolt  which  projects  from 
cnaT  '  ^^^  ^x-^oop  is  a  slip  catch  which 
tnT^7  T^^  ^^^  ^^"^^  ^^  notches  at  the  free 
Han^  '  ^^^^  ^y  which  arrangement  the 
^«^g«T  IS  tnadc  to  fit  the  different  sizes  pf 


Showing  Adjustment  of  Towel  Hang_r. 

addition  to  the  hooks,  several  swinging  arms. 
This  device  utilizes  heat  from  the  boiler  to 
dry  towels  and  on  the  boiler  is  out  of  the 
way.  It  i£  heavily  tinned  after  it  is  made  up, 
and  is  lastipg.  It  is  made  to  meet  in  a  per- 
manent way  a  permanent  kitchen  necessity. 

"Androck"  Carpet  Beater 

The  Andrews'  Wire  &  Iron  Works,  Rock- 
ford,  111.,  are  placing  on  the  market  the 
"Androck"  Wire  Carpet  Beater,  illustrated. 
It  is  made  of  spring  steel,  has  the  right  "feel," 
and  strikes  a  heavy  blow,  with  but  a  slight 


Androck"   Carpet  Beater. 


movement  of  the  wrist,  due  to  the  opposing 
coils  near  the  handle,  and  the  extra  weight 
at  the  end.  The  Beater  removes  the  dust 
quickly  as  it  covers  a  large  area  at  every  blow. 
The  handle  is  so  riveted  that  it  will  not  get 
loose.  The  device  is  30  inches  long  and  12 
inches  wide. 


The  Bristol  Co.,  Waterbury,  Conn.,  are  is- 
suing three  new  bulletins,  covering  their  Elec- 
trical Instruments:  Bulletin  No.  61,  describing 
Recording  Voltmeters;  bulletin  No.  62,  de- 
scribing Recording  Ammeters,  and  lists  new 
form  of  Portable  Instruments.  Bulletin  No. 
63  covers  a  line  of  Recording  Wattmeters, 
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''Sterling"  Mounted  Grindstone 

The  Cleveland  Stone  Co.,  Cleveland,  Ohio, 
are  offering  the  trade  the  "Sterling" 
Mounted  Grindstone,  illustrated.  It  has  a 
double  treadle  frame  embracing  the  bicycle 
features  of  the  Bi-Treadle.  It  is  constructed 
of  1  1/16  and  1^-inch  diameter,  heavy  steel 
tubing,  braced  securely  with  heavy  material ; 
all  rods  and  bolts  are  threaded ;  there  are  no 
cotter  pins  and  no  loose  parts;  permanent 
rigidity  is  insured.  There  is  provided  a  large, 
comfortable  seat  and  clothes  protector,  all 
tastefully  enameled  a  rich  vermilion.     It      is 


The  Clauss  Shear  Co.,  Fremont,  O.,  with 
New  York  office  at  7  Warren  street,  in  charge 
of  the  U.  J.  Ulery  Co.,  have  isstied  a  new 
catalogue  No.  34.  It  is  a  book  of  192  pages 
and  is  .confined  to  their  products,  which  in- 
clude Shears,  Scissors,  Tailor  Shes-rs,  Tin- 
ner Snips,  Pruners,  Razors  and  Strops.  Also 
Safety  Razors  and  Stroppers,  Serrated 
Knives,  etc. 


'Teoria"  Lawn  Mower  Grinder 

The  Peoria  Lawn  Mower  Grinder  Co.,  521 
South  Washington  street,  Peoria.  111.,  are 
offering  the  trade  the  new  model  "Peoria" 
Lawn  Mower  Grinder,  illustrated.  In  the  con- 
struction of  the  new  model  a  radical  departure 
has  been  made  from  the  general  custom  of 
using  cold  rolled  shafting  on  which  to  carry 
the  stone  or  stone  carriage.  In  place  of  this  is 
used  a  heavy  casting  strong  enough  to  prevent 
any  warping  or  springing,  and  milled  on  top 
and  bottom,  making  it  parallel,  straight  and 
true  as  the. ways  of  a  lathe.    The  guide  has 


"Sterling"  Mounted  Grindstone. 

fitted  throughout  with  malleable  iron  castings 
and  supplied  with  the  company's  patent  de- 
tachable ball-bearing  fixture.  It  is  the  most 
substantial  and  lightest  running  grindstone 
made,  mounted  with  genuine  Berea  or  Lake 
Huron  stone,  19  to  22  inches  diameter,  1%  to 
2V^  inches  thick.  The  weight  complete  is 
about  90  pounds.  The  Stone  is  shipped  knocked 
down  and  crated  in  a  strong  square  package, 
easily  handled,  and  takes  up  but  little  space. 
There  are  no  loose  parts.  The  frame  folds 
intact;  the  shaft  and  bearings  remain  in  the 
stone.  This  frame  can  be  set  up  in  a  short 
time  apd  with  a  small  amount  of  labor,  mere- 
ly by  manipulating  one  bolt. 


G.  M.  Thurnauer  &  Bro.,  now  located  at 
35  Park  Place,  New  York,  will  next  month  re- 
move to  new  and  larger  quarters  at  83  and 
85  Worth  street.  The  firm  does  a  large  busi- 
ness in  imported  house  furnishing  goods. 


The  Owensboro  Shovel  &  Tool  Co.,  Owens- 
boro,  Ky.,  have  brought  out  a  handsome  cal- 
endar, showing  a  three-color  picture  entitled 
"In  Old  Kentucky,"  being  a  reproduction  from 
a  well-known  painting.  The  monthly  calendar 
sheets  are  at  the  bottom,  and  brief  announce- 
ment of  the  concern  and  its  products  at  the 
top. 


**Peori.\''  Lawn  Mower  Grinder. 

also  been  improved  so  that  now  it  carries  the 
stone  to  the  extreme  ends  of  the  reel  blades 
either  right  or  left  hand.  The  makers  have 
perfected  a  non-slipping  belt,  put  thumb  screws 
under  the  mower  wheels  for  leveling  up  the 
mower  in  place  of  the  eccentrics  formerly  used. 
The  machine  will  grind  any  reel  mover,  either 
right  or  left,  reel  in  or  out  of  the  mower,  han- 
dle on  or  off,  on  any  way  the  mower  happens 
to  come  in.  In  addition  to  sharpening  Mowers 
all  kinds  of  tools  can  be  ground,  such  as 
skates,  shears,  planes,  chisels  and  li^ht  tools. 
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<<Kirche''  Sanitary  Commode 

The  Wcber-Kirche  Mfg.  Co.,  Keokuk  Iowa, 
are  manufacturers  of  the  "Kirche"  Sani- 
tary Combination  Commode  and  Chamber  Pail, 
illustrated.  The  Commode  is  made  from  high- 
grade  galvanized  iron  and  also  of  extra  qual- 
ity XXX  tin,  enameled  in  green,  red,  blue,  etc.. 
and  has  an  ornamental  front.  It  is  odorless, 
for  the  reason  that  the  cover  fits  in  a  groove 
filled  with  water.     This  construction  forms  a 


Amateur  Vises 

The  Leavens  Mfg.  Co.,  Vineland,  N.  J.,  are 
offering  the  trade  a  complete  line  of  Ama- 
teur Vises,  one  of  which  is  illustrated.  The 
makers  state  that  each  Vise  is  nicely  fitted, 
comes  up  square  on  the  face  of  the  jaw,  the 
screw  works  smoothly  and  easily,  as  they  use 
a  loose  malleable  iron  nut,  the  same  as  is  em- 
ployed in  all  machinists'  vises.  This,  how- 
ever, is  said  to  be  a  new  feature  in  Amateur 


"Kirche"  Sanitary  Commode. 

trap,  making  it  air-tight.  The  groove  will 
hold  water  to  the  depth  of  %-inch,  and  is  so 
arranged  that  any  overflow  will  run  inside  the 
pail.  A  lip  is  left  so  that  the  contents  of 
bucket  can  be  easily  emptied.  The  seat  is  neat, 
scarcely  noticeable,  but  comfortable,  and  made 


Vises.  Another  feature  is  the  solid  screw.  In 
finishing  a  brown  baking  japan  is  used  instead 
of  black  air-drying  japan.  The  brown  japan 
and  the  high  polish  give  to  the  Vises  an  attrac- 
tive  appearance 

"H.  &  R"  Target  Grip 

The  Harrington  &  Richardson  Arms  Co., 
Worcester,  Mass.,  are  placing  on  the  mar- 
ket the  "H.  &  R.''  Target  Grip,  illustrated.  It 
is  an  extension  hard  rubber  stock  affording  a 
perfect  grip.  It  is  fitted  to  the  regular  re- 
volver frame  and  by  having  the  regular  stocks 


"H.  &  R."  Target  Grip. 

fast  to  and  part  of  Pail.     The   Pail  is  made  can  be  interchanged  for  pocket  use.    This  Grip 

only  in  r2-quart  size.    The  company  also  make  can  be  furnished  with  "H.  &  R."  Automatic, 

Flue  Stops,  Flue  Thimbles,  Pipe  Collars,  Rural  Police    Automatic,    Premier,    Police    Premier, 

Mail  Boxes^  Curry  Combs  and  Cream  Sepa-  and  "H.  &  R."  Double  Actions,  Models  1904, 

razors,  1005  and  19d6  Reyojvers^^  ^^^ Clnif^n\c 
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King  of  Casting  Bait 

The  K.  &  K.  Mfg.  Co.,  Toledo,  Ohio,  are 
offering  the  trade  the  King  of  Casting 
Bait,  ilUistrated.  This  is  a  surface  minnow 
that  swims  only  about  three  inches  under  the 
water,  and  the  makers  claim  that  there  is  lit- 
tle danger  of  losing  it,  for  the  reason  that 
when  snagged  you  can  go  back  and  pick  it  up, 
and  it  will  be  found  either  on  the  surface  or  a 
few  inches  under.  It  can  be  used  for  deep  sea 
fishing  or  trolling  by  putting  a  sinker  on  the 
line  the  same  as  is  done  with  live  bait.  The 
company  make  a  number  of  other  Animated 
Minnows,  all  of  which  swim  with  the  same 
easy,  darting  motion  that  is  observed  in  a 
shiner.  The  motion  is  deceptive  to  large  or 
small    mouth    bass,  pike,  sea   bass   or   musca- 


vered  gold  on  the  belly.  Pure  gold  is  used, 
and  is  claimed  to  be  the  most  artistic  and  ex- 
pensive decoration  ever  used  on  similar  arti- 
cles. The  blending  of  the  colors  with  the 
scale  effect  is  a  secret.  The  Bait  illustrated  is 
iVj  inches  long,  and  has  three  double  hooks. 
With  a  capacity  of  turning  out  1,200  Minnows 
per  day,  the  concern  has  not  been  able  to  keep 
up  with  the  demand.  The  output  will  soon  be 
increased  to  1,500  per  day,  in  order  to  prompt- 
ly take  care  of  all  orders.  They  have  some 
splendid  testimonials  as  to  the  efficiency  of 
their  Baits. 

"Tropic"  Ash  or  Fornaoe  Shovel 

The  Avefy  Stamping  Co.,  Cleveland,  Ohio, 
arc  manufacturers  ot  the  "Tropic"  Ash 
or    Furnace    Shovels,   one   of   which    is   illus- 


longe.  It  is  immaterial  how  o«e  casts  the  "K. 
&  K.,"  it  rights  itself  instantly,  just  as  a  live 
minnow  does  when  it  is  cast  in  the  water. 
This  Bait  may  fall  on  its  side,  back,  tail  or 
head,  and,  quick  as  a  flash,  assumes  a-  swim- 
ming attitude  and  the  tail  begins  to  move  pre- 
cisely as  does  the  tail  of  a  live  shiner,  and  it 
remains  in  a  horizontal  attitude.  Another  fea- 
ture that  will  appeal  to  the  fisherman  is  the 
direct  pull  that  is  obtained  when  one  gets  a 
strike.  The  Minnow  pulls  away  from  the  hook. 
Thus  a  good  direct  pull  is  obtained,  and  there 
is  no  unsportsmanlike  device  to  prevent  the 
bass  from  making  a  good  game  struggle.  The 
jointed  sections  are  made  especially  to  obviate 


trated.  They  are  made  in  two  sizes,  the  blade 
of  the  No.  1  being  9  in.  x  I'SVz  in.,  and  of  the 
No.  2,  11%  in.  X  ISV2  in.  High  grade  ma- 
terials are  used  in  the  manufacture  of  these 
goods,  and  as  they  have  been  on  the  market 
a  number  of  years,  the  quality,  style  and  fin- 
ish is  quite  well  known.  The  blades  of  these 
shovels  are  said  to  have  been  hammered  to 
make  them  perfectly  smooth,  stiff  and  straight 
edge,  also  lacquered  to  prevent  rusting,  and 
the  socket  is  neatly  closed  around  the  shank, 
making  a  smooth  grip,  protecting  the  hand 
from  slivers  and  cuts  often  met  with  in  goods 
carelessly  made.  The  handles  are  second 
growth   white   ash,  smoothly   sanded,  and  the 


the  possibility  of  rust  or  decay,  and  the  ani- 
mation is  produced  by  the  Minnow  being  joint- 
ed or  flexible,  together  with  the  proper  adjust- 
ment of  weights  combined  with  the  position  of 
the  line  fastening.  It  contains  no  mechanism 
inside  to  get  out  of  order.  The  colorings  are 
"fast"  and  will  resist  the  action  of  the  water 
for  an  indefinite  period,  and  the  hooks  do  not 
mar  or  scratch  the  Minnow.  The  Minnows  are 
decorated,  they  are  an  exact  reproduction  of 
a  deep  water  shiner,  with  the  dark  green 
golden  backi  shading  down  to  a  gold  and  sjl- 


Malleable  D  attached  by  means  of  a  strong 
iron  rivet.  The  company  also  furnish  the 
"Tropic"  Shovels  in  the  long  handle  as  well, 
with  a  corresponding  difference  in  the  price. 


Sargent  &  Co.,  New  York  and  New  Haven, 
Conn.,  have  brought  out  a  catalogue  of  Sar- 
gent's "Union"  Lock  Sets.  The  36  pages  of 
the  book  are  replete  with  the  usual  hand- 
some illustralion§  and  I^tterpr?$§,  ^ 
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House  and  Bat  Traps 

Animal  Trap  Co.,  Lititz,    Pa.,  a  branch  of 
the  Oneida   G>mmunity,  Ltd.,  are  manu- 
facturers of  a  variety  of  Mouse  and  Rat  Traps, 


"Out-O-Sight"  Mouse  Trav. 


several  of  which  are  illustrated.  The  "Out-0- 
Sight"  Mouse  Trap  was  the  first  of  its  kind  on 
the  market.  It  has  a  rock  elm  base,  a  premier 
coppered  steel  spring  wire,  one  piece  double 
tensioned  spring;  re-enforced  wood  trigger, 
staples  thoroughly  clinched  and  will  not  pull 
out.  It  is  a  sensitive  Trap  that  will  not  get 
out  of  order. 


be  used  repeatedly  without  any  loss  of  effect- 
iveness. This  style  also  has  a  double  tension, 
flat  bow  and  metal  trigger. 

The  **Wizard"  Mouse  Trap  has  the  wooden 
base,  with  flat  wire  bow.     The  metal   trigger 


"Wizard"  Mouse  Tr.\p. 

is  so  made  that  it  is  very  easy  to  set  this 
Trap.  The  variety  of  Traps  made  by  this 
concern  are  sufficient  to  meet  the  wants  of  all 
customers. 

'"Ehodes' "  Pole  Proning  Shear 

The  Rhodes  Mfg.  Co.,  Grand  Rapids,  Mich., 
are  placing  on  the  market  the  "Rhodes'  " 
Pole  Pruning  Shear,  illustrated.   It  cuts  from 


"Blizzard"  Mouse  Trap. 

In  the  **Blizzard"  Mouse  Trap  the  principal 
point  is  the  ease  with  which  the  Trap  is  set, 
safety  to  the  fingers  while  setting,  and  substan- 
tial construction.  In  setting  it  the  fingers  take 
hold  of  the  safety  lever  on  top  to  raise  and 
fasten  the  striker  in  position,  or  pass  locking 


"Easy  Set*'  Mouse  Trap. 

bar  over  both  lever  and  striker  and  set  like 
old  style  spring  traps.  In  releasing  dead  ani- 
mals, the  hands  do  not  come  in  contact  with 
the  wire  that  kills  them,  but  the  lever  is  used 
to  raise  the  striker. 

In  the  "Easy  Set"  Trap  all  that  is  necessary 
to  do  in  setting  is  to  pull  the  bow  back  until 
it  is  engaged  with  the  trigger.  There  is  nothing 
complex  and  nothing  to  get  out  of  order. 


"Zip"  Mouse  Trap. 


The  "Zip''  Mouse  and  Rat  Traps  have  a 
metal  base,  ana  permit  of  being  thoroughly 
smoked  to  remove  odors  from  ^me  and  can 


"Rhodes'  "    Pole    Pruning   Shear. 


both  sides  of  the  limb  and  docs  not  bruise  the 
bark.     It  has  a  10- foot  pole.     Both  this  and 
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the  wood  handle  Double  Cut  Pruning  Shear 
have  shear  blades  made  from  forged  tool  steel, 
carefully  ground  and  tempered.  The  movable 
jaw  of  the  Pole  Shear  is  operated  by  a  cord 
pulled  with  one  hand.  After  the  pruning  is 
made  the  jaw  returns  to  the  normal,  or  open, 
position  by  reason  of  a  coiled  spring  attached 
near  end   of  pole. 

In  the  wood  handle  construction  the  handles 
have  been  strengthened;  they  are  turned  from 
maple.      The    ferrules    are    wrought    iron,    4 


"Monarch''  Shoe.  Shiner 

The  Great  Lakes  Mfg.  Co.,  152  Lake  street, 
Chicago,  111.,  are  manufacturers  of  the 
"Monarch"  Shoe  Shiner,  illustrated.  It  is  pro- 
vided with  a  lever  having  a  double  cam,  mak- 
ing it  quick,  powerful  and  easy  of  operation. 
It  is  practically  a  three  last  Shiner,  having 
one  last  for  ladies,  one  for  men  and  for  the 
smallest  shoes  no  last  is  required.  The  last 
follows  the  shape  of  the  shoe  right  or  left  and 
does  not  get  it  out  of  form.     The  lasts  hook 


••i\hod:.s"  Double  Cut  Wood  Handle  Pruning  Shear. 


inches  long,  with  extra  ferrule  1  inch  long  on 
end.  A  rivet  is  put  through  the  ferrule,  han- 
dle and  shank  of  shears,  which  prevents  the 
ferrule  and  shears  from  loosening  on  the 
handle.  The  overlapping  points  pass  by  each 
other  before  the  shears  cuts  into  the  limb  far 
enough  to  draw  the  blades,  and  it  is  impossible 
for  the  blades  to  draw  together  and  cut  them- 
selves after  the  points  pass  each  other.  The 
cutting  from  both  sides  does  not  bruise  the 
bark,  but  leaves  a  clean,  smooth  cut  that  heals 
up  rapidly.  The  wood  handle  Pruner  is  made 
in  four  sizes,  20,  26,  30  and  36-inch  lengths 
over  all;  the  blades  are  same  size  for  all 
fengths  of  handles. 


The  Oster  Mfg.  Co.,  (Cleveland,  O.,  in 
catalogue  No.  18  show  the  "Oster"  Threading 
Tools  for  pipe  and  bolts. 


The  Gilbert  &  Bennett  Mfg.  Co.,  59  Clark 
street,  Chicago,  and  277  Broadway,  New 
York,  have  issued  a  handsome  catalogue  on 
general  wire  goods,  known  as  No.  151.  The 
variety  is  extensive.  There  is  Wire  Fencing, 
Poultry  Netting,  all  kinds  of  Screens,  Wire 
Cloth,  Coal  Chutes,  Spark  Guards,  Counter 
Railings,  Window  Guards,  Stable  Fittings, 
Flower  Pot  Stands,  etc.  The  engravings 
throughout  the  book  are  above  the  ordinary 
standard. 


on,  which  prevents  pulling  off  in  the  shoe.  The 
device  holds  the  shoe  naturally  in  a  horizon- 
tal position,  but  it  can  \ye  tilted  to  any  desired 


angle  almost  instantly.  The  bracket  is  perma- 
nently attached  to  wall  and  the  Shiner  can  be 
readily  slipped  in  or  removed  from  same. 
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Cook'l  '^Eaiy^'  Lemon  Squeeser  in     construction     as     No.     2,     the     differ- 

The  Hart  Mfg.  Co.,  Unionville,  Conn.,  arc,,    cnce  being  in  the  method   of  use.     No.   1   is 
placing    on    the    market   Cook's   "Easy'"      put  into  the  lemon  and  turned,  while   No.  2 

has  the  lemon  placed  on  it  and  the  juice  ex- 
tracted. The  No.  1  has  a  6-inch  wood  handle 
and  in  use  is  held  in  the  right  hand,  with 
the  half  lemon  in  the  other  hand,  and  as  the 
device  is  turned  the  juice  and  seeds  are  ex- 
tracted. No  rind  juice  is  extracted  by  this 
method.  Straining  to  get  the  pulp  and  seeds 
requires  a  separate  operation.  The  No.  2  ex- 
tracts and  strains  the  juice  during  the  same 
operation.  It  can  be  placed  on  top  of  a  glass 
or  cup  as  well  as  used  on  a  saucer  or  over  a 
plate  or  other   receptacle. 

''Bead's"  Rein  Guard 

OB.  Read  Mfg.  Co.,  Troy.  N.  Y.,  are  the 
•  manufacturers  of  "Read's"  Rein  Guard, 
illustrated.  This  device  attached  to  a  harness 
prevents  the  reihs  from  sliding  down  and 
catching  under  the   ends  of  the  hip  strap,  or 


gelling  under  the  horse's  tail,  thereby  pre- 
venting a  common  nuisance  and  serious  acci- 
dents. The  device  is  adjustable,  simple,  prac- 
tical, ornamental  in  appearance,  and  costs  but 
a  trifle.  It  comes  in  either  heavy  nickel  or 
No.  2. — "Easy"  Lemon  Juice  Extractor.  imitation    rubber.     The    Guards    come    neatly 


No.   1— Cook's  "Easy"  Oranse  and  Lemon  Juice  Extractor. 

Orange     and     Lemon    Juice    Extractors,     il-      mounted  on  display  cards  and  yield  a  profit  to 
lustrated.      No,     I    is    essentially    the    same      the  dealer  of  80  per  cent. 
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"LeoQard''  Cleanable  Befrigomtor 

The  Grand  Rapids  Refrigcfator  Co.,  Grand 
Rapids,  Mich.,  are  offering  the  trade  a 
large  line  of  Refrigerators,  one  of  which^  the 
"Leortard"  Cleanable.  No,  4,  is  illustriated.  It 
is  a  genuine  porcelain  lined,  and  has  polished 
oak  case.  The  front  panels  are  quarter-sisiwed 
oak,  with  heavy  round  corners.  The  golden 
oak  finish  is  rubbed  and  polished.  The  Re- 
frigerator  is   insulated    with    polar   felt.     The 


"Leonard"    Cleanable    Refrigerator,  .No.    4. 

provision  chamber  is  lined  with  porcelain  on 
heavy  sheet  steel.  There  are  nine  walls,  so 
that  perfect  insulation  is  obtained.  The  ice 
chamber  is  lined  with  heavy  galvanized  iron. 
The  four  shelves  are  of  tinned  wire,  light,  but 
strong,  and  can  be  easily  removed  for  clean- 
ing. The  locks  and  hinges  are  nickel  plated. 
It  is  a  medium-priced  construction,  notwith- 
standing its  high  class  construction. 


have  made  substantial  additions  to  their  line 
of  Colonial  Candle  Sticks,  which  now  consists 
of  some  76  numbers.  These  goods  are  being 
shown  at  the  various  branch  offices  of  the 
company.  These  Sticks,  as  are  the  others 
in  their  line,  are  correct  reproductions  of 
Colonial  goods.  To  the  Bath  Room  Acc^es- 
sorics  some  15  numbers  have  been  added. 

''Corbin''  4-Fas8enger  Runabout  Auto 

The  Corbin  Motor  Vehicle  Corporation.  New 
Britain,  Conn.,  are  offering  the  "Corbin" 
4  Passenger  Runabout  Automobile,  illustrated. 
Model  S  is  air  cooled  and  Model  O  water- 
cooled.  It  is  provided  with  a  30  H.  P.,  4-cylin- 
der,  vertical,  4*4  x  4V2-iuch  motor.  In  the 
air  or  water  cooled  constructions  all  valves 
mechanically  operate  and  are  interchangeable. 
The  three  speeds  and  reverse  single  lever,  trans- 
mission is  of  the  sliding  gear,  selective  type. 
There  is  a  shaft  drive,  bevel  gear,  double  uni- 
versal joints.  The  front  axle  is  I  section, 
drop  forged  from  one  piece,  and  is  of  the  El- 
liott type.    The  rear  axle  is  of  the  semi-float- 

*  ing  type,  spur  gear  differential.  The  frame  is 
of  pressed  steel,  with  steel  pan  supportintj 
motor  and  gear  case.  The  steering  is  done 
by  a  special  worm  and  sector,  non-reversible. 
1  he  clutch  is  a  leather  faced  cone.  The  bear- 
ings are  annular  throughout,  except  inter- 
mediate crank  shaft  and  cam  shaft  bearings. 
The  crank  pins  and  transmission  gears  run  in 
oil  bath.  The  pistons  arc  lubricated  by  direct 
sight  feed.  The  ignition  is  by  the  jump  spark, 
with  a  double  set  of  plugs.  The  control  is  by 
throttle  and  spark  levers  on  top  of  steering 
wheel.  There  are  two  internal  expanding 
brakes  on  each  rear  hub.  The  tires  are  34  x 
3*4  inches  for  the  front  and  34  x  4  inches  for 
the  rear.  The  wheel  base  is  108  inches,  stand- 
ard tread.    The  front  springs  are  2  x  40  inches 

,  and  the  rear  2^  x  50  inches.  The  gasoline 
capacity  is  15  gallons.  From  4  to  50  miles  per 
hour  is  attained  on  the  high  gear.  The  equip- 
ment consists  of  three  oil  lamps,  two  gas 
lamps,  generator,  horn,  extra  parts,  set  of  tools 
and  jack.  The  standard  color  is  Richelieu  blue. 
The  weight  of  this  Car  is  2.200  pounds.     The 


"Corbin"  4-Passknger  Runabout  Auto. 


American  Ring  Company,  Waterbury,  Conn., 
with    New    York   office   at    1    Hudson    street, 


gear   ratio  of  the  Runabout  is  3%  to  1.      It 
has  detachable  rear  seats  and  rumble. 
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WBl  Botfle  Open^  and  Stopper 

Windsor  Stephens  &  Co.,  Waltham.  Mass., 
are  placing  on  the  market  the  Milk  Bot- 
tle Opener  and  Stopper,  illustrated.     It  is  of 


in  cross  section  and  will  bear  greater  tensile 
strength  than  any  other  part  of  the  strand 
wire.  The  b^trbs,  short,  sharp  and  rigid,  fotir 
inches  apart,  are  under  great  pressure  coiled 


SlJ 


Milk  Dotile  Opener  and  Stopper  and  Method  of  Using  Same. 


wood  in  the  form  of  a  cork,  made  flaring,  with 
a  pointed  wire  inserted  in  the  bottom  of  same. 
Taking  out  the  paper  caps  on  top  ot  milk 
bottles  frequently  brings  disastrous  results  to 
the  person  handling  same.  With  this  device 
ihc  hook  or  prong  easily  enters  the  paper  cap 
and  it  can  be  readily  taken  off.  The  device 
then  acts  as  a  stopper  by  being  placed  in  the 
neck  of  bottle.  Its  use  is  a  cleanly  habit  and 
satisfactory  in  results." 

"BclF'  Elastic  Barb  Wire 

The  Bell  Wire  Co.,  Jackson,  Mich.,  are 
manufacturers  of  the  "Bell"  Elastic  Barb 
Wire,  illustrated.  It  is  a  single  strand  wire 
and  is  said  to  have  all  the  merits  of  the  com- 
mon barb  wire  and  many  others.  As  a  single 
strand  it  can  be  and  is  made  of  hard  steel 
*-irc,  and  is  made  elastic  every  six  inches,  be- 
ing a  complete  coil.  As  it  is  clastic  it  will 
not  stretch  at  all  in  common  use.  It  will  stay 
where  you   put  it.     As  all   the  metal  is  in  a 


"Bell"  Elastic  Barb  Wire. 

single  strand  there  is  less  surface  exposed,  in 
proportion,   and  will   therefore   rust   less.     It 
will  not  gather  and   hold     water     like     two 
strands  twisted  together.    All  the  barbs  stand 
one  way,  resulting  in  greater  safety  and  effi- 
ciency.    If  the  barbs  are  set  vertical,  horses 
and   young  stock   may   play   along   the    fence 
in   safety',  but   surely   find   the  barbs   if  they 
try  to  reach  through  the  fence  or  over  it.  If 
desired,  the  wire  may  be  set  with  the  barbs 
pointed  towards  the  field.     The  strand  wire, 
of  a  high  grade  hard  steel,  is  every  six  inches 
^•Md  completely  around  a  mandrel,   which 
8w«a  a  true  spiral  for  elasticity.    Every  four 
wdies  a  space  in  the  strand  wire  is  flattened 
to  h<?\4  the  \)arl).    Th^s^  flats  ar^  n^ad^  oval, 


tightly  around  the  oval  flats.  Though  a  barb 
wiU  sometimes  move  a  trifle  on  the  flat,  the 
barbs  are  positively  warranted  not  to  move  off 
the  flat.  All  wires  are  heavily  galvanized. 
All  spools  contain  8(i  rods  each.  When  once 
put  up  it  is  not  necessary  to  take  up  the 
stretch  in  this  Barb  Wire,  as  it  does  not 
stretch. 


Schoverling,  Daly  &  Gales,  3(r2  Broadway, 
New  York,  have  issued  a  book  of  fine  guns, 
which  include  the  Charles  Daly  and  J.  P. 
Sauer  &  Son  Shotguns.  The  book  also  pre- 
sents the  Sauer-Mauser  Repeating  Rifles, 
"Luger"  Automatic  Pistol  and  Carbine, 
Leather  Coats,  Hunting  Shoes,  etc. 


The  Ontario  Knife  Co.,  Franklinville,  N. 
Y.,  in  catalogue  No.  3  show  an  extensive  line 
of  Butcher,  Bread,  Kitchen,  I'Vnit,  Fish  and 
Canning  Knives,  Kitchen  Sets.  Putty  Knives, 
Wall  Scrapers,  Knives  and  Forks  for  table 
use,  Clam  Knives,  etc. 


Eclipse  Mfg.  Co..  North  Girard.  Pa.,  in  a 
new  catalogue  present  Clothes  Driers,  Dust 
Pans,  Suit  Holders,  Sleeve  Boards,  Folding 
Table   and    Bath    Tub    Scats. 


Following  the  custom  of  years,  the  Belfast 
Ropework  Co.,  Belfast,  Ireland,  have  been 
sending  out  copies  of  their  1908  calendar.  It 
is  adapted  for  desk  use,  with  removable 
monthly  sheets  printed  in  two  colors. 

The  Philip  Carey  Mfg.  Co.,  Lockland,  Cin- 
cinnati, O.,  have  issued  a  new  catalogue  of 
their  Coverings  for  pipes,  boilers,  etc.  They 
manufacture  a  large  variety  of  asbestos  goods, 
such  as  Millboard.  Paper,  Wick  Packing, 
Rope  Packing,  Braided  Tubing,  etc. 


The  Krein  Mfg.  Co.,  Wapakoneta,  O.,  in 
catalogue  No.  1  show  the  large  line  of  dif- 
ferent kinds  of  Chains,  which  they  mani^- 
factqr?, 
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''Komi"  ?ordi  Onrteia 

The  R.  H.  Comey  Co.,  Camden,  N.  J.,  arc 
offering?  the  trade  the  "Komi"  green 
painted  Poich  Curtain,  illustrated.  The  green 
color  has  been  adopted  because  it  is  restful  to 
the  eye  and  harmonizes  with  any  surroundings. 
The  paint  is  applied  with  a  brush,  and  does 


**KoMi"  Porch  Curtain. 

n6t  fade.     The  pulleys  supplied  with  the  Ci.r- 
taiii  arc  of  galvanized  iron.    The  Curtains  come 


''Ideal"  Hot  Water  Incubator 

JW.  Miller  Co.,  Freeport,  111.,  manufac- 
ture the  "Ideal"  Hot  Water  Incubator, 
illustrated.  It  has  a  capacity  of  240  eggs,  is 
large  enough  for  the  poultryman  who  wants 
to  raise  chicks  by  the  hundreds  and  small 
enough  for  the  beginner.  This  No.  3  is  built 
with  double  walls,  double  top  and  bottom.  The 
outer  walls  are  made  of  1-inch  Washington 
red  cedar,  the  inside  walls  of  %-inch  cedar; 
between  the  two  walls  is  a  1-inch  dead  air 
space.  It  has  double  glass  doors  with  a  dead 
air  space  between  the  panels.  The  thermometer 
and  eggs  can  be  seen  through  the  glass  with- 
out opening  the  door.  The  Incubator  is 
heated  with  a.  copper  tubular  tank  and  heater. 
.\11  Incubators  are  equipped  with  lamp,  regu- 
lator, egg  trays,  egg  tester — in  fact,  every- 
thing needed  for  successful  operation.  The 
"Ideal"  is  also  made  in  the  60  and  r20-egg 
capacities.  These  Incubators  have  a  good  sys- 
tem of  ventilators  and  regulation;  automatic 
in  control  and  yet  of  simple  construction  and 
operation.  The  Incubator  can  be  had  in  either 
hot  water  or  hot  air  construction,  as  desired. 
The  company  remark  that  thnsc  dealers  who 
have    taken    r.p    the    line    have    derived    good 


in  a  good  range  of  sizes,  always  carried  in 
stock,  so  that  prompt  deliveries  can  be  made 
from  factory.  The  stock  sizes  range  from 
4  feet  wide  and  8-feet  drop  up  to  12  feet 
wide  and  10-feet  drop.  The  new  "Komi"  Cur- 
tain comes  in  both  the  narrow  and  wide  slats, 
both  made  from  selected  bamboo. 


profits    directly,   and   also    increased   sales  on 
allied  lines,  such  as  poultry  netting,  etc. 

If  you  are  the  sort  of  a  clerk  who  doesn't 
care  whether  a  customer  buys  or  not  because 
"your  pay  goes  on  just  the  same/'  I  wouldn't 
care  if  the  boss  were  to  bounce  you  to-morrow 
morning. 
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Perfection^'  Safety  Bazbr  Blade  Holder 

The  Perfection  Mfg.  Co.,  7  Water  street, 
Boston,  Mass.,  are  offering  the  trade  the 
"Perfection"  Razor  Blade  Holder,  illustrated. 
This  device  is  designed  for  stropping  double- 
edge  safety  razor  blades.  To  use,  slide  the  in- 
ner clamp  down  in  the  fluted  end  of  handle, 
which  causes  it  to  open;  insert  the  blade  with 
the  holes  over  the  raised  eyelets.  Press  the 
clamp  together,  and  slide  up  to  the  other 
end  of  handle.      The   stropping   is  then   done 


sued  a  couple  of  booklets,  one  entitled,  "Hints 
on  Grinding,"  giving  useful  information  on 
how  to  grind  and  how  not  to  grind.  The 
other  booklet  is  "The  Story  of  David  May- 
dole,"  which  is  to  be  used  as  an  aid  in  sell- 
ing the  company's  machines.  These  booklets, 
are  furnished  the  trade  as  advertising  matter, 
and  will  doubtless  be  appreciated  by  many 
Hardware  dealers. 


The  J.  Stevens  Arms  &  Tool  Co.,  Chicopee 


'Perfection"  Holder  for  Double  Edge  Safety  Razor  Blade. 


in  the  usual  manner.  The  blades  should  be 
stropped  on  both  sides  alternately  to  obtain 
the  keen   edge.     The    holder   is   light,   simple 


Falls,  Mass.,  have  prepared  a  new  series  of 
six  single-column  mortised  newspaper  adver- 
tsing  electrotypes   illustrating  hunting  scenes 


Inserting    Blade    in     "Perfection"     Razor    Blade    Holder. 


^n  construction,  and  the  blade  is  so  held  that 
^"*^  same  edge  is  always  obtained. 


^ova\  Mfg.  Co.,  Lancaster,  Pa.,  manufac- 
^T<iTs  oi  hand-power  and  foot-power  Grind- 
^^s.  and  Sickle  and  Disc  Grinders,  have   is- 


The  mortised  space  allows  the  dealer  to  pre- 
sent his  claims  for  the  goods  he  is  market- 
ing.' One  of  these  electros  will  be  sent  gratis 
to  any  Hardware  dealer  upon  request.  With 
such  electro  the  company  would  also  be 
glad  to  send  cuts  of  any  "Stevens"  models  car- 
ried in  stock  by  the  trac)?, 
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''Cannon"  Oiler 

RE.  Bloomer,  Keithsburg,  111.,  is  offering 
•  the  trade  the  "Cannon"  Oiler,  illustrated. 
Its  construction  embodies  quickness,  con- 
venience and  economy.  It  is  quick,  because 
one  does  not  have  to  wait  for  the  oil  to  trickle 
out,  as  it  is  forced  out  by  simply  pressing  the 
plunger.  It  is  convenient,  as  the  Can  can  be 
held  in  any  position,  thereby  enabling  the 
operator  to  hold  the  nozzle  in  the  proper  place 
for  oiling  the  bearing.  It  has  a  complete  force- 
pump  attachment  without  any  packing  nuts; 
both  the  valves  are  separate  from  the  plunger, 
which  is  p'^cked  with  calfskin  leather.  As  it 
works  in  oil.  it  wJll  last  a  lorg  time,  and  can 


Kerosene  Mantle  Burner 

GCohn,  335  Broadway,  New  York,  is  of- 
•  fering  the  trade  the  Kerosene  Incan- 
descent Mantle  Burner,  illustrated.  This  out- 
fit comprises  wick,  mantle,  chimney  and  burner 
proper.  Its  peculiar  construction  gives  100  c. 
p.  or  six  times  the  light  radiated  from  a  cen- 


"Cannon"  Oiler. 

be  easily  replaced  should  it  wear  out.  The 
Oiler  is  made  in  four  sizes,  1  qt,  with  a  20- 
inch  spout;  1%  pt.,  with  a  12-inch  spout;  1  pt, 
with  an  8-inch  spout,  and  Vi  pt.  with  a  6-inch 
spout.  It  is  especially  adapted  for  work 
around  automobiles,  machinery,  etc.,  where 
overhead  or  out  of  the  way  places  are  to  be 
oiled. 

''Stevens' "  Repeating  Gallery  Bifle 

The  J.  Stevens  Arms  &  Tool  Co.,  Chicopee 
Falls,  Mass.,  have  ready  for  the  trade  the 


25    STEVENS 


"Stevens'  "  .25  Rim -Fire  Cartridge. 

"Stevens'"  Repeating  Gallery  Rifle  No.  80.  It 
is  said  to  be  the  only  .25  rim-fire  Repeating 


Kerosene  Mantle  Burner. 

tial  draught  lamp,  although  it  is  said  to  con- 
sume but  one  quart  of  kerosene  in  20  hours. 
Less  heat  is  thrown  off  than  in  the  other  style 
of  lamp.  The  wick  needs  no  trimming  and  is 
claimed  never  to  wear  out.  The  chimney  is  of 
German-Jena  glass  and  will  not  break  from 
heat  or  water.  'Jhe  mantle  will  last  a  year 
with  careful  handhng.  This  Burner  will  fit  a 
No.  3  collar ;  or,  the  complete  lamp  will  be  sup- 
plied when  desired. 


The  New  York  Sporting  Goods  Co..  17  War- 
ren street,  New  York,  have  issued  their  1908 
Catalogue  of  Bicycles  and  Supplies,  and  a  copy 
will  be  sent  to  any  dealer  upon  request.  This 
book  is  attractively  gotten  up,  and  its  small 
size,  5x7  inches,  makes  it  convenient  to  carry 


''Stevens'  "  Repeating  Gallery  Rifle. 


Rifle  on  the  market,  and  takes  the  .25  "Ste- 
vens' "  Rim-Fire  Cartridge.  It  is  moderately 
priced,  of  high  quality  and  a  first-cl^ss  shooter. 


in  the  pocket.    The  company  make  a  specialty 

of  the  bicycle   business  and   claim  to  be  the 

largest  distributors  of  these  goods  in  the  East- 
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VV.  H.  Bennett,  better  known  to  hosts  of 
friends  as  "Pop,"  has  returned  to  his  ''old 
love,"  and  is  now  again  western  manager  of 
the  Chicago  branch  of  the  Reading  Hard- 
ware Co. 


The  Philadelphia  Lawn  Mower  Co.,  3101 
Chestnut  street,  Philadelphia,  Pa.,  have  is- 
sued the  pocket  size  catalogue  of  the  Genuine 
"Philadelphia"  Lawn  Mowers.  The  booklet 
illustrates  the  various  stvles  for  the  season  of 
1908.  They  make  the  statement:  "We  shall 
continue  to  make  nothing  but  high  grade 
Mowers  and  guarantee  all  goods  against  im- 
perfections, and  warrant  them  to  give  entire 
satisfaction." 


Frank  Mosbberg  Co.,  Attleboro,  Mass.,  in 
catalogue  No.  10  show  their  line  of  Wrenches, 
which  have  gained  for  the  concern  an  en- 
viable reputation.  The  catalogue  also  pre- 
sents Bicycle  Chime  Bells,  Bicycle  and  Auto 
Bells,  Gongs,  Manicure  Goods,  advertising 
novelties,  etc.  A  specialty  is  made  of  metal 
stampings  and  punchings.  concerning  which 
they  are  prepared  to  give  expert  advice. 


The  Hohfeld  Mfg.  Co.,  Eighth  and  Dau- 
phin streets,  Philadelphia,  Pa.,  now  have 
ready  their  new  catalogue,  advanced  mention 
of  which  was  made  in  a  recent  issue.  It  fully 
maintains  their  reputation  for  putting  out  a 
very  handsome  book,  as  the  Hammocks  are 
all  in  colors  and  give  one  an  excellent  idea 
as  to  the  appearance  of  the  goods.  Their 
aim  has  always  been  to  give  the  highest  class 
and  most  salable  line  at  the  right  price. 


The  Revere  Rubber  Co.,  Boston,  New 
York,  Chicago,  Philadelphia,  etc.,  have  is- 
sued a  handsome  catalogue  of  their  Rubber 
goods  for  mechanical  use.  These  include 
high  grade  Belting,  for  various  purposes; 
Water,  Steam.  Brewers',  Garden,  Acid,  Coke, 
Sand  Blast,  Suction,  Fire  Department  and 
Chemical  Fire  Extinguisher  Hose;  Tubing, 
Rubber  Blankets,  Packings  Matting,  Air 
Cushion  Horse  Shoe  Pads,  etc.  The  manur 
facturers  lay  particular  stress  upon  the  high 
quality  of  their  entire  line  of  goods. 


The  Grand  Rapids  Refrigerator  Co.,  Grand 
Rapids,  Mich.,  have  ready  their  catalogue 
for  the  1908  season.  It  is  a  book  oi  over  130 
pages,  and  is  devoted  entirely  to  Refrigera- 
tors, which  will  convey  an  idea  of  the  great 
variety  offered.  These  include  the  many 
constructions  under  the  different  brands, 
"Leonard,"  Cleanable,  the  "Grand  Rapids,*' 
and  the  White  Enameled  Refrigerators.  In 
the  first  pages'  are  sectional  views  showing  the 
method  of  insulation,  construction  of  case,  ice 
rack,  etc.     There  arc  a  number  of  views  out- 


lining the  processes  followed  in  making  the 
genuine  porcelain  linings,  which  give  such 
a  "cool"  appearance  to  a  Refrigerator,  ev^»^ 
though  it  iias  no  ice  in  the  ite  chamber.  /. 
four-page  price  list  is  inclucleci  with  the  catft* 
logue. 


The  Great  Western  Mfg.  Co.,  La  Porte,  Ind., 
are  advertising  th€  "Cyrus,"  "Crown"  and  "Ad- 
lake"  Bicycles,  and  call  attention  to  the  ex- 
tended use  that  is  being  made  of  bicycles 
throughout  the  country.  While  in  some  sec- 
tions there  arc  not  many  wheels,  in  others  there 
is  a  gradually  increasing  number.  The  capacity 
of  the  company's  plant  is  25,000  to  35,000 
wheels  annually.  Heretofore  the  larger  part  of 
their  output  has  been  handled  by  jobbers. 
Their  new  selling  plan  is  to  go  direct  to  the 
dealers,  and  give  the  latter  the  benefit  of  the 
saving  in  jobbers*  profits.  The  prices  for  these 
wheels  is  low  for  a  high-class  product. 


American  Hardware  Manufacturing  Co.. 
1203  Washington  street,  Ottawa,  111.,  are 
manufacturers  of  the  "Illinois"  Dairy  Sepa- 
rator. The  present  is  the  seventh  year  of 
manufacture  of  this  article,  and  so  popular 
has  it  become  that  last  year  with  every  energy 
bent,  they  were  scarcely  able  to  keep  up  with 
orders,  notwithstanding  several  additions 
were  made  to  their  plant.  The  feature  of  this 
Separator  is  the  turbine  disc  bowl,  which  has 
made  an  enviable  record  for  clean  skimming. 
This  device  is  built  heavier  than  what  is  usu- 
ally found  in  similar  constructions,  the  distri- 
bution being  at  the  points  of  greatest  strain. 
The  concern  announce  a  vigorous  campaign 
of  advertising  the  coming  season  in  farm  pa- 
pers, and  of  which  they  wish  the  dealers  to 
take  advantage  in  securing  and  filling  orders. 


AH.  Briggs,  manager  of  the  New  York 
•  branch  of  the  L.  S.  Starrett  Company, 
Athol,  Mass.,  since  it  was  established  here  10 
years  ago,  has  resigned  that  position  to  go 
into  business  on  his  own  account.  He  will  be 
associated  with  W.  M.  Briggs,  New  York 
manager  for  the  Rock  Island  Tool  Company, 
Rock  Island,  111.,  manufacturing  Vises,  and 
the  Joyce- Crid land  Company,  Dayton,  Ohio, 
manufacturing  Jacks.  A.  H.  Briggs  will  rep- 
resent manufacturers  of  first-class  lines  of 
Mechanics*  Tools,  and  is  now  in  a  position  to 
consider  additional  connections.  He  was  for 
many  years  with  the  Frasse  Company,  New 
York,  which  dates  back  to  1806,  when,  as  a 
Mechanics'  Tool  and  supply  house  it  was 
founded  by  Henry  F.  Frasse,  and  was  its  first 
treasurer  when  the  business  was  incorporated 
January  10,  1893.  Mr.  Briggs  is  thoroughly 
familiar  with  the  marketing  of  high  grade 
Tools  and  supplies  for  machinists,  jewelers 
and  other  workers  in  metals,  and  has  an  ex- 
tensive acquaintance  in  the  trade  by  whom 
he  is  highly  regarded. 
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THE  RETAIL  MERCHANT  AND  THE  CATALOG  HOUSE 

A  PLAN  FOR  GETTING  AND  KEEPING  THE  HOME  TRADE 

Why  is  the  catalog  house  able  to  get  your  local  trade? 

How  does  it  get  the  trade? 

Can  the  local  merchant  compete? 

How  shall  he  go  about  it? 

By  B.  p.  Stone. 


These  are  burning  questions  in  every  town 
and  village  at  this  moment.  There  is  a 
vast  amount  of  business  done  by  these  con- 
cerns and  the  amount  seems"  to  be  on  the  in- 
crease rather  than  otherwise.  The  western 
houses  of  this  sort  are  building  immense  stores 
and  are  equipping  them  with  the  most  modern 
devices  for  handling  business.  Their  offices 
are  magnificent  and  their  dividends  are  enor- 
mous in  spite  of  the  vast  sums  thus  expended. 
Part  of  the  money  which  helps  to  build  and 
maintain  these  vast  establishments  comes  from 
your  town.  Part  of  it  ought  to  be  in  your 
till.  You  would  like  to  see  it  there  and  I  shall 
try  to  point  out  the  way  in  which  it  may  be 
done.  To  begin  with,  let  us  understand  clearly 
just  what  I  refer  to  when  I  say  ''catalogue 
house."  and  for  convenience  sake  let  us  call  it 
the  C.  H.  It  is  the  institution,  located  in  a 
big  city,  which  solicits  business  wherever  it 
is  to  be  had,  confining  itself  to  no  particular 
locality.  I  do  not  refer  to  the  concern  which 
is  marketing  a  new  thing  which  it  is  first  in- 
troducing through  the  mails,  or  to  the  con- 
cern handling  a  specialty  of  such  character 
that  it  cannot  be  profitably  stocked  by  you  and 
your  fellow  merchants.  These  are  perfectly 
legitimate,  even  from  the  merchant's  stand- 
point. I  particularly  refer  to  the  house  which 
claims  and  aims  to  sell  everything  and  any- 
thing in  common  use  in  the  home  and  on  the 
farm,  and  which  claims  to  sell  each  and  every 
article  at  a  fourth  to  a  half  lower  than  you  can 
buy  the  same  article  for  from  your  jobber. 
They  cannot  do  it— or  at  least  they  do  not — . 
but  they  claim  to  and  this  is  what  does  the 
mischief.  The  "box-car"  merchant  who 
periodically  infests  your  locality  is  in  this  class 
and  like  the  rest  of  the  class  is  a  nuisance  and 
a  sharper. 

WHY     IS    THE    CATALOGUE    HOUSE    ABLE    TO    GET 
BUSINESS? 

The  C.  H.  gets  business  wholly  and  solely  on 
false  pretenses.  This  sounds  like  a  pretty 
broad  claim,  but  it  is  wholly  within  the  bounds 
of  truth  as  I  shall  show.  The  basis  of  their 
success  is  the  credulity  of  those  who  bite  at 
their  bait  and  who  are  landed  on  their  hooks. 
As  I  shall  show  they  cannot  sell  goods  any 
more  cheaply  than  you  can,  but  they  claim  to 
and  that  has  answered  the  purpose  simply  be- 
cause they  have  claimed  it  as  a  fact  so  long 
and  so  loudly  that  they  almost  bcfieve  it  them- 
selves. In  fact  they  have  claimed  it  so  strongly 
as  a  fact  that  you  believe  it  yourself,  although 
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you  can  prove  to  the  contrary  if  you  will  take 
the  time — and  I  shall  show  you  how  it  can 
be  done.  It  is  not  necessary  that  there  should 
be  more  than  the  very  slightest  basis  of  fact 
behind  the  statements  so  long  as  the  buyer 
can  be  made  to  believe  that  he  is  paying  you 
too  much  and  that  he  can  get  the  same  goods 
from  the  C.  H.  at  a  much  smaller  price.  The 
constant  claim  of  the  C.  H.  is  that  you  and 
your  fellow  merchants  are  fattening  at  the  ex- 
pense of  your  trade  to  an  illegitimate  degree. 
Here  is  a  talk  taken  from  a  recent  issue  of  a 
"house  organ,"  published  by  one  of  the  big 
Chicago  houses,  which  will  illustrate  the  line 
of  argument  on  which  they  rely: 

"A  crowd  of  men  were  talking.  All  were  from 
the  same  town  in  Iowa.  One  of  the  men  said  to 
another,  ".Tim.  you  seem  kind  of  sore  at  me  for 
the  last  week  or  two.  I  don't  know  anything  I 
have  done  to  you.  What's  the  reason?"  "Reason 
enough,"  said  the  other.  "My  wife  says  you 
called  her  down  the  other  dav  in  your  store 
because  we  sent  to  Dash  &  Co.  for  some  stuff. 
You  told  her  she  ought  to  be  ashamed  to  do 
such  a  thmg  after  you  had  carried  our  account 
for  $50  last  winter.  Now,  all  these  folks  arc 
neighbors  and  I  am  going  to  tell  them  how  you 
carried  us.  We  have  six  cows  and  have  been 
pcffmng  alone  without  a  cream  separator  and  de- 
cided we  had  better  get  one;  so  my  wife  went 
to  you  and  paid  you  $100  for  a  separator,  giv- 
ing you  $50  cash  and  owing  you  $50,  which  you 
were  kind  enough  to  carry  as  you  call  it. 

"It   was   not   long  after  we  got  our   separator  " 
that  our   nearest   neighbor   decided   to   have   one 

also.    They  had  been  dealing  with 

&  Co.,  so  they  sent  there  for  one  and  got 
the  same  separator  for  $45  cash.  Of  course,  it 
did  not  have  the  same  name  and  was  not  iden- 
tical on  the  outside,  but  the  working  parts  were 
just  alike  and  of  course  it  did  the  work  just  the 
same  as  the  one  you  sold  us  for  $100.  It  was 
so  accommodating  of  you  to  carry  us  after  you 
had    gotten    $5  profit   over   what   we   could    buy 

the  same  thing  tor  at for. 

You  took  a  terrible  chance  of  losing  money! 
didn't  you.  Bob?" 

"But,  look  here.  Jim "  replied  the  now  un- 
comfortable  merchant,  "there  are  other  things 
to  be  considered  besides  the  cost.  Supposing 
there  were  no  merchants,  what  would  your  farm 
be  worth?  You  have  to  support  your  home  mer- 
chants  for  your  town's  sake  as  well  as  for 
your  own." 

"I  wouldn't  care  a  continentel  if  you  take  the 

whole  town  of and  wipe  it  out;  the 

only  benefit  to  me  there  is  the  railroad.  The 
town  does  me  no  jfood.  Chicago  supports  me, 
my  meat  goes  to  Chicago,  so  docs  my  grain  and 
potatoes.  Say,  I  didn't  see  you  buying  any 
potatoes  from  us  farmers  year  before  last  when 
they  were  a  little  high.  No,  you  sent  up  to 
Minnesota  and  bought  two  carloads.  See  here. 
Bob.  you  let  me  and  my  wife  alone  and  we  will 

send  to  — - — —  — any  time  we  want 

*°.i^   L^*  °°"  '  ^'*"*  *"y  °^  7°"^  comments — ." 

Both  parties  were  angry  65  this  time  and  in 
a  Jiffy  there  was  a  lively  exchange  of  blows. 
Friends  separated  them,  but  the  affair  will  prob- 
ably be  continued  when  they  reach  home.  Round 
one  was  the  farmer's  and  onlookers  say  it  is  ten 
to  one  he  will  win  in  a  canter." 

The  whole  point  is  that  the  customer  does 
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not  know  what  he  is  getting.  He  thinks  he 
does,  but  he  does  not  It  is  another  manifesta- 
tion of  the  great  American  game  of  bluff. 
Make  'em  think  you  have  a  full  hand  even  if 
you  have  only  a  measly  little  pair  of  deuces 
and  you  will  get  the  pot  if  your  bluff  is  not 
called.  It  is  time  to  call  all  such  bluffs  for 
the  C.  H.  has  been  taking  in  the  chips  without 
having  the  winning  hand  long  enough.  The 
C.  H.  has  worked  this  game  to  the  limit.  Look 
at  the  literature  they  send  out.  There  is  pretty 
sure  to  be  a  stream  of  it  running  into  your 
town  this  ver>'  day,  and  perhaps  this  very 
minute  if  there  is  a  mail  train  coming  in.  Look 
at  it !  Every  line  of  it  is  devoted  to  a  pathetic 
tale  of  the  way  you  are  skinning  the  poor 
farmer  and  the  poor  citizen  of  your  town,  and 
to  the  benefits  each  of  them  will  secure  by  send- 
ing his  money  so  far  away  from  home  that  never 
a  penny  of  it  will  ever  come  back  again  to 
gladden  your  eyes  or  your  pocket — or  the  eye 
or  the  pocket  of  the  sender  either  for  the 
matter  of  that.  The  C.  H.  appeals  to  the 
pocket  book  of  the  victim.  That  is  why  he 
is  interested.  They  make  him  believe  that  they 
can  save  him  money.  That's  why  they  get  the 
money  instead  of  your  getting  it,  which  ought 
to  be  the  case.  There  are  all  sorts  of  games 
to  promote  this  idea.  The  latest  are  the  bank- 
ing game  and  the  profit-sharing  plans.  This 
latter  is  presented  under  various  disguises.  One 
house  issues  certificates  with  purchases  and 
another  gives  cumulative  discounts  and  they 
all  mean  the  same  thing.  The  "cinching"  of 
the  trade.  You  can  work  any  of  these  plans 
if  you  see  fit,  but  the  troi  blc  is  that  your  fel- 
low citizens  will  not  believe  that  you  are  in 
business  for  your  health  simply  because  you 
spend  your  money  where  you  make  it.  One  C. 
H.  had  a  plan  which  looked  like  a  winner.  This 
was  The  Cash  Buyers'  Union  of  Chicago. 
(  Later  it  was  called  The  First  National  Co- 
operative Society,  I  think.)  This  concern  sold 
stock  in  the  enterprise  to  all  who  would  buy 
preferably  to  those  in  small  communities.  The 
buyer  of  stock  was  to  be  entitled  to  a  dis- 
count on  his  own  purchases,  and  was  also  to 
get  a  commission  on  all  trade  brought  in 
through  his  influence.  The  idea  was  to  get 
a  long  line  of  stockholders  all  over  the  country 
who  would  buy  all  their  goods  of  the  concern 
and  who  would  persuade  Iheir  friends  to  do 
like.  This  would  mean  an  immense  lot  of 
advertising  without  a  penny  of  cost.  It  seemed 
to  follow  naturally  that  every  man  who  owned 
ten  dollars  worth  of  stock  would  feel  a  pro- 
prietary interest  in  the  concern  and  would  not 
fail  to  confine  his  trade  to  that  house,  besides 
swinging  his  friends  into  line  as  much  as  he 
could.  As  I  say,  the  plan  looked  like  a  winner. 
But  for  some  reason  it  did  not  pan  out  as  ex- 
pected. There  arc  a  lot  of  stockholders  look- 
ing for  the  money  they  put  into  it,  and  it  does 
not  look  very  bright  for  getting  it.  The  fact  is, 
it  cost  too  much  to  get  business  that  way  and 


the  concern  could  not  stand  the  strain.  In 
selling  their  stock  this  concern  told  a  whole 
lot  of  interesting  facts  about  what  other  con- 
cerns in  the  same  line  were  doing  and  what 
they  had  done  in  the  past.  And  they  were 
facts,  too,  as  the  writer  knows  from  a  per- 
sonal investigation.  For  instance,  one  con- 
cern is  known  to  make  on  its  sales  a  good 
four  times  the  percentage  of  profit  you  can 
make  on  yours.  How?  By  seUing  a  second- 
class  lot  of  merchandise  at  a  trifle  less  than 
you  ask  for  goods  of  the  first  class.  This  is 
how  they  can  get  business.  They  make  a  big 
bluff  and  make  it  stick. 

HOW    DOES    THE    C.ATAL0(;UE    HOUSE    GO    ABOUT    IT 

TO  GET   ITS  BUSINESS  FROM   YOUR 

CUSTOMERS? 

The  motto  of  the  C.  H.  is  "Advertise." 
Advertise  first,  last  and  all  the  time.  Ad- 
vertise by  every  known  means,  overlooking 
none.  One  of  the  Chicago  houses  has  grown 
so  great  that  it  has  just  completed  a  mam- 
moth new  building  of  its  own  and  through 
shrewd  management  it  has  secured  tens  of 
thousands  of  dollars  worth  of  free  advertis- 
ing in  the  shape  of  write-ups  in  the  press  of 
the  country.  Even  some  of  the  local  press  in 
small  towns  have  been  buncoed  into  giving 
them  a  puff,  which  is  all  good  advertising  lor 
them,  for  all  is  fish  which  comes  to  their  net. 
You  know  the  old  saw.  "Nothing  suc- 
ceeds like  success"  and  to  advertise  a  big  suc- 
cess is  to  make  the  reader  feel  that  he  is  miss- 
ing something  by  not  getting  into  the  proces- 
sion, so  just  to  be  in  the  game  he  sends  in  an 
order. 

The  first  step  of  the  C.  H.  is  to  get  the  name 
of  your  customer.  There  are  various  ways  of 
doing  this,  and  each  and  every  one  of  them  is 
spending  a  mint  of  money  in  getting  these 
names.  Until  the  thing  was  stopped  the  names 
were  given  them  by  the  R.  F.  D.  carriers  in 
some  localities.  Later  on  this  was  stopped  by 
a  ruling  from  the  postal  authorities,  but  in 
many  cases  the  mischief  had  been  done  for  the 
names  had  been  given  up.  You  cannot  stop 
the  C.  H.  from  getting  the  names,  but  it  is 
possible  to  keep  close  watch  and  stop  all  the 
easy  ways  and  thus  make  the  getting  of  the 
names  an  expensive  process.  Anything  which 
adds  to  the  expense  of  the  C.  H.  makes  it 
easier  for  you  to  compete.  A  little  while  ago 
there  was  a  movement  put  on  foot  to  number 
all  R.  F.  D.  boxes  and  then  number  the  route 
and  to  allow  mail  to  be  delivered  when  ad- 
dressed to  route  and  number  only.  Postmas- 
ters began  asking  for  permission  to  make  pub- 
lic the  number  of  each  route  and  the  number 
of  boxes  served  on  it.  This  attracted  the  at- 
tention of  individuals  and  of  trade  papers  to 
the  matter  and  a  protest  went  up  which  caused 
the  plan  to  get  its  quietus,  but  eternal  vigi- 
lance is  the  price  of  safety.  The  thing  will 
break  out  again  and  you  must  be  on  the  watch 
if  you  would  keep  them  out.    If  this  plan  had 
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prevailed  it  would  have  placed  an  immense  and 
complete  list  in  the  hands  of  the  C.  H.  at  little 
or  no  cost  and  would  have  enabled  them  to  get 
their  printed  matter  into  the  hands  of  a  million 
or  so  of  people  at  the  mere  cost  of  postage. 
Lotteries  are  denied  the  privilege  of  the  mails 
and  the  C.  H.  is  more  misleading  than  the  lot- 
tery. When  a  man  buys  a  lottery  ticket  he 
knows  he  is  taking  a  long  chance,  but  when  he 
buys  goods  of  the  C.  H.  he  is  taking  a  long 
chance,  only  he  does  not  know  it. 

PUTTING   OUT   THE  BAIT. 

The  first  step  in  the  campaign  of  the  C.  H. 
is  to  get  the  name  of  the  prospective  purchaser 
(the  P.  P.).  The  next  is  to  cast  a  bait.  A 
letter  is  sent  quoting  what  seem  to  be  very  at- 
tractive prices,  for  the  C.  H.  will  put  out 
sprats  to  catch  whales  any  old  time.  They  arc- 
always  willing  to  give  a  dollar  to  get  two.  Ad- 
vertising in  your  local  paper  and  advertising 
in  the  general  magazines  and  in  the  agricul- 
tural papers  and  magazines  is  also  used  to  an 
immense  extent.  These  are  expensive  methods 
for  getting  names,  but  it  seems  to  pay  the  C. 
H.  to  spend  the  money.  You  can  fino  this  ad- 
vertising any  time  you  care  to  look  for  it,  and 
many  times  a  leader  is  advertised  as  a  bait 
at  a  price  which  looks  good  to  the  reader 
From  the  advertisement  it  seems  that  the  arti- 
cle offered,  whatever  it  may  be,  is  offered  at  a 
fraction  of  its  Value  and  a  fraction  of  the 
price  you  will  ask  for  it.  It  was  recently  admit- 
ted by  the  manager  of  a  mail  order  house  that 
customers  gotten  in  this  way  cost  over  five 
dollars  each  for  the  first  sale  and  .sometimes 
for  the  mere  name  alone,  regardless  of 
whether  a  sale  was  made  or  not.  Of  course, 
there  was  additional  expenditure  necessary  to 
make  a  sale  and  all  this  you  may  be  sure  the 
customer  had  to  pay  many  times  over  before 
he  was  through  with  the  deal  if  he  stuck  to  it. 
Once  a  name  is  on  the  list  the  next  step  is  to 
get  appropriate  literature  into  the  prospective 
purchaser's  hands.  In  answering  the  first  ad- 
vertisement the  P.  P.  often  asked  for  the  cata- 
logue issued  as  the  advertisement  was  so 
worded  as  to  make  him  do  so.  In  any  case 
the  idea  is  to  get  the  P.  P.  to  ask  for  the 
catalogue.  Then,  of  course,  the  catalogue  is 
sent.  This  costs  money — plenty  of  money,  for 
the  catalogue  is  a  voluminous  affair,  costing 
well  on  toward  a  dollar  for  the  printing  alone, 
to  say  nothing  of  the  binding  and  the  distribu- 
tion, which  more  than  doubles  the  cost.  The 
catalogue  aims  to  describe  pretty  nearly 
everything  which  a  human  being  can  de- 
sire between  the  cradle  and  the  grave — and 
in  some  cases  things  needed  in  the  long  home 
itself. 

THE  POLLOW-UP  SYSTEM. 

This  catalogue,  though  very  comprehensive, 
is  not  enough  to  get  business,  or  at  least  not 
to  get  business  in  sufficient  volume  to  make 
its  issue  a  profitable  affair.  Something  more 
is  necessary  to  stimulate  the  desire  and  the 


imagination  of  the  P.  P.  So  a  follow-up  sys- 
tem is  put  at  work.  Mark  this  well,  for  you 
must  do  the  same  thing,  in  a  way  at  least. 
Letter  after  letter  is  sent  to  the  P.  P.  A  series 
of  special  bargins  is  brought  to  his  attention. 
Note  I  say  *'his,"  but  only  for  the  sake  of 
convenience,  for  the  woman  of  the  household 
is  the  bargain  seeker  and  is  the  comfort  and 
the  mainstay  of  the  C.  H.  Some  of  these 
special  offerings  are  real  bargains  and  arc 
used  as  bait  to  induce  an  order  of  some  sort 
at  least.  Others  are  far  from  being  real  bar- 
gains, although  they  are  so  in  seeming.  Ths.- 
whole  thing  lies,  as  I  have  said  in  making 
the  P.  P.  think  he  is  getting  a  bargain,  and  to 
this  end  all  of  the  literature  is  the  best  ob- 
tainable. The  C.  H.  employs  for  getting  up 
this  stuff  the  best  advertising  talent  available. 
You  will  find  all  the  literature  the  best  to 
be  had,  and  some  of  the  letters  are  real  gems 
of  the  letter-writing  art  or  science. 

A  single  letter  does  not  mark  the  limit  of 
effort.  A  bombardment  is  kept  up  until  a 
sale  is  made  or  until  it  is  perfectly  clear  that 
the  case  is  hopeless.  You  would  be  astonished 
at  the  persistence  displayed  if  you  never  in- 
vestigated it.  Just  for  the  sake  of  the  expe 
rience  I  would  advise  you  and  every  mer- 
chant to  get  himself  on  the  list  of  one  or  more 
of  the  big  C.  ri.  people.  It  is  quite  easily  done. 
Simply  ask  for  the  catalogue  and  see  that  a 
name  is  used  which  does  not  appear  in  Dun  or 
Bradstreet  for  the  C.  H.  is  chary  of  doing  busi- 
ness with  a  dealer.  They  have  their  reasons, 
no  doubt.  Perhaps  they  fear  that  too  much 
knowledge  of  the  goods  sold  may  be  brought 
to  bear.  Possibly  there  is  some  other  reason 
In  any  event  the  C.  H.  will  not  sell  to  local 
customers.  A  resident  of  Chicago  cannot  buy 
•goods  from  either  of  the  two  largest  houses 
there  in  this  line.  They  let  that  be  distinctly 
understood. 

AFTER  TJIE  ORDER  IS  BOOKEU. 

Once  an  order  is  booked  an  amazing  show 
of  fair  dealing  is  made.  All  sorts  of  guaran- 
tees are  made.  On  the  fact  of  the  matter  it 
looks  to  the  P.  P.,  who  has  now  become  a 
buyer  as  though  he  had  the  best  of  the  deal 
in  every  way.  The  C.  II.  does  not  overlook 
the  fact  that  nine  customers  out  of  ten  have 
no  mfans  of  telling  whether  they  get  what  the\ 
pay  for  or  not,  nor  do  they  overlook  the  faci 
that  the  tenth  one  will  be  either  too  lazy  or 
too  much  ashamed  of  himself  for  being  taken 
in  to  complain,  although  he  may  be  far  from 
satisfied  with  what  he  got  for  his  money. 
"Hope  springs  eternal  in  the  human  breast,*' 
and  the  dissatisfied  customer  is  often  persuaded 
to  try  it  again  just  to  sec  what  will  happen,  for 
there  is  a  sporting  streak  in  most  of  us.  In 
spite  of  the  guarantees  there  is  a  ridiculously 
small  amount  of  goods  returned,  considering 
the  possibility  opened  by  the  promises  made. 

After  the  name  is  on  the  list  there  is  a  con- 
stant stream  of  offers,  inducements,  bargains 
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and  entreaties  to  buy.  Now,  constant  dropping 
will  wear  away  a  stone  and  sales  are  made 
sometimes  by  sheer  force  of  persistent  effort. 
The  goods  are  sold  by  a  constant  and  strenu- 
ous application  of  selling  method  and  you 
may  be  sure  that  you  will  never  find  the  C.  H. 
sitting  idly  awaiting  trade.  They  want  the 
trade  and  are  not  afraid  to  let  that  want  be 
known.  In  other  words,  they  want  business, 
and  they  know  that  the  way  to  get  it  is  to  go 
out  after  it.  And  go  out  after  it  they  do  and 
pretty  constantly,  too. 

CAN  THE  LOCAL  MERCHANT  COMPETE   WITH   THE 

CATALOGUE  HOUSE  AND  KEEP  THE 

TSAIS  AT  HOME? 

To  this  question  I  answer  most  emphatically 
yes.  What  does  the  C.  H.  say  about  it?  They 
say  a  whole  lot  about  the  low  first  cost  of 
their  stock  due,  as  they  claim,  to  the  large 
amounts  of  a  given  commodity  handled.  Let 
us  look  into  this  a  little.  Grant  that  there  is 
something  in  this  claim  for  the  C.  H.  is  a  big 
buyer  and  there  must  naturally  be  something 
in  it.  Even  at  that  there  is  no  more  than  a 
manufacturer's  profit  in  it,  even  when  the  C. 
H.  does  the  manufacturing  itself  as  they  often 
do.  Give  them  the  whole  of  the  manufac- 
turer's profit  in  every  instance  and  it  will  not 
come  anywhere  near  justifying  the  claims 
made.  The  fact  of  the  matter  is  that  the  C. 
H.  gets  a  bigger  price  than  you  .do  for  the 
greater  part  of  what  they  sell.  In  other  words 
you  could  sell  the  same  stuff  they  sell  at  the 
same  price  asked  by  them,  and  make  a  bigger 
profit  than  they  do.  Give  the  C.  H.  the  bene- 
fit of  the  manufacturer's  profit,  the  jobber's 
profit  and  the  retailer's  profit  into  the  bargain 
for  good  measure  and  still  you  can  beat  them. 
They  have  to  have  all  these  profits  or  they 
cannot  do  business  for  you  must  not  imagine 
that  they  operate  on  anything  like  the  small 
percentage  of  expense  that  you  can.  Figure  it 
out  for  yourself.  The  jobber  sells  in  large  quan- 
tities and  so  can  sell  at  a  low  figure,  but  the 
C.  H.  sells  in  the  same  small  quantities  that 
you  do.  A  pound  of  this  and  a  dozen  of  that, 
and  it  costs  them  just  as  much  to  handle  a 
hundred  dollars'  worth  of  merchandise  as  it 
does  you.  That  is,  it  costs  them  just  as  much 
as  it  does  you  for  clerk  hire.  When  it  comes 
to  other  expenses  there  is  no  comp^ison.  You 
do  not  suppose  that  they  get  floor  space  at  the 
same  rental  that  yoii  do.  They  don't.  The 
property  on  which  these  people  do  business  is 
immensely  valuable  and  has  to  pay  a  high 
rental.  And  it  does.  Why  do  you  suppose 
these  concerns  locate  in  big  cities  where  the 
rentals  and  other  expenses  are  so  high?  Not 
because  the  transportation  facilities  are  good, 
for  there  are  a  whole  lot  of  places  of  a  much 
smaller  size  where  the  transportation  facilities 
are  just  as  good,  and  where  the  expenses 
would  be  a  great  deal  smaller — a  mere  frac- 
tion, in  point  of  fact.  Cut  out  the  cartage 
from  house  to  depot,  for  instance,  as  you  could, 


if  located   in   a   small    town,   and  you  would 
have  an  appreciable  saving  to  start  with. 

LARGE    CITY    NECESSARY    FOR    LOCATION. 

Why  then  don't  the  C.  H.  locate  in  small 
towns?  There  are  two  reasons.  The  first  one 
is  because  in  a  small  town  they  would  be  com- 
pelled to  supply  the  local  trade,  and  they  are 
not  prepared  to  do  that.  The  other  is  that 
they  depend  to  a  considerable  extent  on  the 
jobber  of  the  town  where  they  are  located. 
If  this  is  a  fact— and  it  is — where  is  the  claim 
of  better  buying  in  the  case  of  these  goods? 
But  this  is  a  side  issue.  When  you  consider 
the  immense  establishment  the  C.  H.  must 
maintain  you  will  begin  to  realize  that  you 
can  compete  and  when  you  figure  up  the  other 
expenses  you  will  be  sure  you  can.  Consider 
the  cost  of  the  campaign  which  puts  a  cus- 
tomer on  the  books  of  the  C.  H.  Five  dollars 
is  not  an  unusual  price  to  pay  for  the  name 
alone.  The  catalogue  is  an  expensive  affair, 
and  it  costs  money  to  distribute  it.  You  may 
be  sure  that  who  buys  of  the  C.  H.  pays  in 
added  cost  of  goods  for  his  own  catalogue  and 
helps  to  pay  for  the  one  sent  to  the  man  who 
never  pays  a  cent's  worth.  Five  dollar^  for 
the  name,  two  dollars  for  the  catalogue,  and 
the  expense  of  delivery,  another  dollar  for  the 
follow-up  and  you  have  a  charge  of  eight  dol- 
lars to  meet  on  each  customer.  Now,  if  each 
one  who  gets  on  the  books  of  th<^  C.  H.  as  a 
prospect  were  to  become  a  customer,  it  would 
be  expensive  enough.  If  each  one  bought 
forty  dollars'  worth  there  would  have  to  be 
a  twenty  per  cent,  prolit  to  cover  this  part  of 
the  cost  and  another  five  or  ten  to  cover  the 
usual  charges,  but  not  all  who  get  on  the  list 
become  customers.  In  fact,  not  much  more 
than  half  of  them  do.  Then  when  a  man  does 
become  a  customer,  he  buys  for  a  while  and 
then  learns  better  and  must  be  won  all  over 
again,  and  thus  the  above  expense  is  practically 
a  constant  one. 

KEEPING  THE  CUSTOMER  IN  LINE. 

Keeping  the  customer  in  line  is  a  constant 
and  heavy  expense  to  all  the  C.  H.  people,  and 
many  of  them  have  frankly  admitted  the  fact. 
All  these  things  make  it  necessary  for  the  C. 
H.  to  get  from  25  to  50  per  cent,  profit  on  the 
bulk  of  their  sales — and  they  get  it,  for  they 
make  money  and  they  could  not  make  money 
without  it. 

All  this  points  to  the  fact  that  you  most 
certainly  can  compete  with  the  C.  H.,  but  there 
is  a  better  way  of  demonstrating  your  ability 
to  do  so  than  any  figures  of  this  sort.  These 
figures  will  convince  you  that  you  can  under- 
sell the  C.  H.  item  for  item  and  dollar  for  dol- 
lar, but  the  task  before  you  is  to  convince  the 
customer.  First  get  the  catalogue.  Then  com- 
pare the  prices  of  goods  in  your  own  line  as 
sold  by  you  with  the  prices  asked  in  the  cata- 
logue. Make  this  comparison  item  by  item, 
nnd  do  not  fall  into  the  error  so  common  on 
the  part  of  your  farmer  customer  of  taking  it 
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for  granted  that  all  in  the  list  represents 
honest  values.  Remember  that  there  are  baits 
here  and  there,  through  the  whole  thing. 
Staple  articles  of  known  quality  and  price  are 
always  listed  in  these  catalogues  at  less  than 
the  usual  price  and  will  be  furnished  at  that 
price  when  ordered.  The  secret  of  the  thing 
lies  in  the  fact  that  the  buyer  will  order  two 
items  of  unknown  quality  for  which  he  will  pay 
a  high  price  and  one  of  a  known  quality  on 
which  he  will  get  some  reduction  from  the  reg- 
ular figure.  The  C.  H.  is  constantly  urging 
the  patron  to  "make  up  an  order."  This  means 
buying  a  variety  of  things  so  that  the  necessary 
margin  of  profit  can  be  kept  up.  It  is  very 
easy  to  do  all  this  when  a  good  sized  miscel- 
laneous list  is  made  up  and  the  poor  buyer  then 
pays  the  fiddler  and  dances  to  the  other  fel- 
low's tune.  This  is  absolutely  true.  Prove  it 
to  yourself  and  you  will  then  be  in  a  position 
to  prove  it  to  your  customer. 

CUTTING   THE   PRICE    ON    A    STANDARD  ARTICLE. 

Look  in  the  catalogue  and  pick  out  any  arti- 
cle you  choose  which  you  have  in  your  own 
stock.  Let  it  be  an  article  which  is  well  known 
and  which  is  usually  sold  at  a  stated  price.  It 
may  be  a  cream  separator,  or  a  gasoline  stove, 
or  a  shot-gun,  or  any  old  thing  which  is 
staple  in  your  line.  It  really  does  not  matter 
what  the  article  may  be,  for  you  will  find 
the  same  trick  played  in  all  the  cases.  Look 
it  up  and  you  will  find  the  article  mentioned 
quoted  at  a  lower  price  than  you  care  to  sell 
it  at.  Usually  at  a  lower  price  than  you  can 
sell  it  at,  and  come  out  whole.  The  C.  H. 
is  willing  to  sell  at  this  cut  price  and  does 
sell.  How,  then,  do  they  get  even?  Look  a 
little  further  and  you  will  see.  The  article 
in  question  is  listed  and  described  briefly.  There 
is  no  need  for  more  than  a  brief  description 
for  the  article  is  well  known.  But,  directly 
following  this  particular  quotation,  there  will 
be  another  article  of  the  same  sort  and  class, 
described  at  a  still  less  price,  and  this  one 
is  described  minutely  and  is  lauded  with  all  the 
adjectives  in  the  catalogue  writer's  vocabulary. 
It  is  perfectly  clear  from  the  description  that 
this  one  is  far,  far  superior  to  the  other,  and 
can  be  had  for  less.  It  is,  then,  just  as  clear 
that  if  the  other  is  a  bargain,  this  must  be  a 
much  greater  bargain.  So  the  poor  buyer 
takes  the  much-lauded  substitute  at  the  smaller 
figure  and  pays  four  times  the  profit  you  would 
have  charged  on  the  same  thing.  .  Does  the 
buyer  really  do  this?  To  be  sure  he  does,  and 
he  does  it  right  along.  That  is  the  way  it  is 
done.  Take  any  standard  article  in  your  stock 
— an  article  which  is  sold  on  the  strength  of 
its  name.  You  know  that  there  has  been  a 
goodly  sum  tacked  onto  the  price  of  the  arti- 
cle for  this  same  name.  You  know  that  you 
can  supply  a  substitute  with  practically  the 
same  qualities  under  another  name  or  under  no 
name  at  all  for  half  the  price  and  still  make 
as  much  profit  as  your  conscience  will  allow. 


ihc  C.  H.  really  sells  an  imitation  at  pretty 
nearly  the  price  of  the  genuine.  That  is  how 
the  necessary  50  per  cent,  is  made.  Here  is 
where  the  retail  merchant  falls  dowii  in  many 
cases.  He  puts  his  selling  ability  into  the  sale  of 
the  standard  article  at  a  small  profit.  The  C.  H. 
does  just  the  reverse.  They  devote  their  en- 
ergies to  the  sale  of  the  thing  which  brings 
the  big  profit.  And  they  leave  the  buyer  with 
the  idea  that  he  was  pretty  sharp  to  take  ad- 
vantage of  such  a  bargain.  He  will  spend 
quite  a  little  time  telling  his  friends  that 
he  got  something  a  little  better  than  the 
"Blank-Dash"  at  a  much  smaller  price.  And 
the  best  part  of  it  is  that  he  really  believes  it 
himself.  This  is  merely  a  random  illustration, 
taken  without  mentioning  names  of  articles. 
You  will  find  a  hundred,  yes,  a  thousand  such 
when  you  look  for  them.  Here  you  have  the 
way  in  which  the  C.  H.  gets  even  for  the  real 
bargains  it  does  sometimes  give  to  the  buyer, 
who  Hnows  what  he  wants  and  insists  on  get- 
ting it.  And  you  have  here  a  positive  proof 
that  you  can  compete  with  the  C.  H.  and  keep 
the  trade  at  home.  There  is  no  real  deception 
here.     Merely  salesmanship. 

THE  WAY   TO  BEAT  THE   GAME. 

You  have  viewed  the  situation  with  a  great 
deal  of  dissatisfaction  for  a  long  time.  You 
have  talked  it  over  with  others  many  a  time. 
Perhaps  it  has  at  times  alarmed  you  and  you 
have  wondered  where  the  thing  was  going  to 
stop.  It  is  not  going  to  stop  at  all.  If  you 
want  it  stopped  you  will  have  to  get  out  and 
put  a  stop  to  it  yourself.  It  is  all  very  well 
tg  talk  the  thing  over  in  your  conventions,  and 
so  on.  It  is  all  very  well  to  say  that  the 
standard  goods  must  be  kept  out  of  the  hands 
of  these  people.  But  all  this  does  not  hit  the 
situation  where  it  affects  you.  Do  you  know 
how  much  money  is  going  out  of  your  own 
town  to  these  same  concerns?  I  will  warrant 
that  you  will  be  both  surprised  and  disgusted 
when  you  find  out.  This  money  belongs  at 
home.  It  belongs  in  your  town,  where  every 
dollar  of  it  will  pay  a  $100  worth  of  debts 
or  make  a  hundred  dollars'  worth  of  pjirchases, 
if  it  is  kept  in  circulation.  The  point  is  how? 
The  answer  is:  Educate  your  trade.  All  the 
talking  you  merchants  do  among  yourselve.s 
is  so  much  time  wasted.  It  never  reaches  the 
correct  place.  It  is  not  criticism  but  education 
which  will  do  the  business.  Do  the  thing  the 
way  the  C.  H.  does  it.  Get  after  them  and 
keep  after  them.  Keep  up  the  fight.  It  can 
not  be  done  in  a  day,  or  a  week,  but  must  be  a 
continuous  process,  for  as  soon  as  you  let 
up  a  little  the  C.  H.  will  be  after  them  again. 
In  fact  they  will  keep  after  them,  too,  just  as 
they  are  doing  now.  Do  not  try  to  reform 
the  whole  country  at  once,  nor  to  put  the  C. 
H.  out  of  business.  Let  other  sections  of  the 
country  fight  their  own  battles.  You  will  have 
enough  to  do,  you  and  your  fellow-merchants, 
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to  get  the  people  of  your  own  locality  in  line, 
Now  for  a  definite  plan. 

EDUCATE  YOUR  PEOPLE. 

The  plan  is  strictly  educational.  It  will  do 
less  than  no  good  at  all  to  call  the  C.  H.  a 
pirate  and  a  menace.  Nobody  c^res  about  the 
menace  part  of  it.  You  must  educate  your 
people  until  they  can  see  that  there  is  an 
actual  money  saving  in  buying  at  home.  Then 
you  must  add  all  the  other  arguments  one  by 
one.  Keep  at  this  and  you  can  get  back  your 
trade  and  keep  it.  This  cannot  be  done  by  you 
alone.  You  must  have  the  support  and  assist- 
ance of  ever>'  business  and  professional  man 
in  your  community  so  far  as  you  can  get  them 
together.  Remember  that  this  is  not  a  cam- 
paign for  the  good  of  your  business  alone.  It 
is  to  keep  the  money  at  home  and  all  should 
join.  In  the  first  place  you  want  the  assist- 
ance of  the  local  paper  or  papers.  Just  here 
let  us  ask  a  question.  Have  you  in  the  past 
and  are  you  now  giving  the  right  sort  of  sup- 
port to  the  local  paper?  If  not  this  is  the  time 
to  commence.  Get  the  paper  into  fhe  game 
and  give  it  the  right  sort  of  support,  both  in 
the  way  of  advertising  patronage  and  other- 
wise. 

DO  SOME  GENEROUS  ADVERTISING. 

What  you  ^ant  to  do  now  is  to  present  to 
the  village,  town  and  farming  population  all 
the  arguments  you  can  muster  in  favor  of 
home  trade.  Use,  for  this  purpose,  advertising 
in  the  local  paper,  advertising  by  circulars  and 
personal  appeal.  Form  a  local  association  or 
club.  This  will  make  concerted  action  possi- 
ble and  will  allow  of  a  much  greater  spread  of 
your  activities  as  all  can  contribute  toward 
the  cost.  Put  a  standing  advertisement  in  the 
paper,  bearing  on  this  subject,  and  let  it  be 
issued  in  the  name  of  the  club.  In  addition  to 
this  let  each  one  interested  insert  individual 
advertisements,  but  let  all  of  them  tend  to  the 
same  point.  Let  this  be  helped  out  by  editorial 
comment,  not  once  in  a  while,  but  in  every 
issue  oi  the  paper.  The  publisher  of  your  local 
paper  will  fall  in  with  your  plans  readily 
enough,  for  he  depends  for  success  on  the  gen- 
eral prosperity  of  the  community  just  as  much 
as  you  do,  and  it  is  a  pretty  safe  bet  that  he 
realizes  that  fact  fully  as  well  as  you  do  and 
possibly  a  little  better.  There  will  be  no  diffi- 
culty about  him  you  may  be  assured.  Every 
man  who  owns  a  foot  of  real  estate  in  your 
town  should  be  with  you,  and  will  be  if  the 
case  is  properly  put.  The  value  of  his  hold- 
ing -depends  on  the  prosperity  of  the  town. 
Let  one  store  or  factory  move  out  of  town 
and  it  lessens  the  value  of  that  holding  ap- 
preciably. If  the  business  of  the  community 
is  not  going  to  stay  at  home,  some  one  will 
move  out.  If  enough  business  goes  abroad,  all 
of  you  will  move  out.  Wher.e  will  the  values 
of  the  real  estate  go  then? 

The  same  is  true  of  the  professional  men. 
A  town  which  is  no  good  for  business  is  no 


good  for  them.  1  he  same  is  the  case  with  the 
clerk  and  the  laborer.  And  if  prices  and  ser- 
vice are  equal  the  farmer  would  rather  trade 
at  home  than  to  go  abroad,  so  it  is  simply  a 
case  of  showing  him  that  prices  and  service 
are  a  little  better  at  home  than  abroad. 

EXTEND  YOUR  DELIVERY  SERVICE. 

There  is  another  point.  It  is  easy  for  the 
farmer  on  a  rural  mail  route  to  write  a  check 
and  send  away  for  what  he  wants.  Make  11 
just  as  easy  for  him  to  get  the  same  stuff  from 
you.  Extend  your  delivery  service.  Anything 
which  the  C.  H.  can  send  by  mail,  you  can  send 
by  mail  just  as  well.  Lay  stress  on  that.  Make 
it  easy  to  buy  from  you  and  the  trade  will 
come  your  way.  The  comments  of  the  local 
paper  on  the  situation  will  have  weight  with 
all  who  read  the  paper.  See  that  every  one 
does  read  it.  If  there  is  a  family  in  the  dis< 
trict  which  is  not  a  reader  of  one  of  the  local 
papers,  see  to  it  that  frequent  sample  copies  are 
sent.  An  arrangement  to  this  effect  can  easily 
be  made.  This  gets  your  arguments  into  the 
hands  of  the  people  you  want  to  reach.  Fol- 
low this  up  with  other  matter,  both  that  is- 
sued by  the  association  and  that  issued  by 
yourself.  You  will  see  by  this  time  that  ad- 
vertising is  the  only  way  to  do  the  thing  you 
want  done  and  so  you  must  become  an  adver- 
tiser. 

Now  about  the  advertising.  Don't  have  it 
written  and  prepared  by  the  office  boy  or  the 
porter.  Get  some  one  to  do  the  job  who  makes 
a  business  of  it.  Remember  that  you  are  com- 
peting with  those  who  understand  the  adver- 
tising game  thoroughly,  and  get  the  best  there 
is  to  be  had.  See  what  the  catalogue  house 
has  done  with  their  advertising  and  do  not  be 
afraid  to  follow  suit.  The  other  fellow  offers 
bait  and  there  is  no  reason  why  you  should 
not  do  the  same.  An  occasional  big  bargain 
will  do  the  cause  no  harm  and  will  bring  in 
trade.  Use  all  legitimate  methods  of  getting 
your  customers  into  town  and  into  your  store. 
And  when  you  get  them  there  do  not  waste 
time  in  reproaches  or  statements  that  there  is 
a  wrong  done  when  goods  are  bought  outside, 
but  be  diplomatic  and  simply  show  them  that 
the  goods  are  cheaper  and  better  at  home  than 
abroad. 

It  is  either  fight  or  lie  down.  Which  shall 
it  be  in  your  town  ?  If  the  trade  is  worth  hav- 
ing it  is  worth  going  after.  Go  after  it  if  you 
want  it.  You  are  not  called  upon  to  fight  the 
battles  of  the  trade  at  large.  All  you  are  in- 
terested in  is  the  trade  which  is  legitimately 
yours.  You  can  get  it  all  if  you  will  pull  to- 
gether with  the  other  retailers  and  get  all 
those  vitally  interested  to  help.  It  is  up  to 
you.     Don't  whine,  but  hustle. 


There  is  a  great  premium  nowadays  upon 
ability  to  strike  right  out  away  from  the 
beaten  path  and  make  good  in  a  new  way 
without  being  a  freak. 
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Publicity  Bisoussed 

7V>   the  llditor:  -    - 

We  are  very  fnudi  interested  in  Mr.  Miles' 
address  which  appeared  in  a  recent  issue  of 
your  paper,  on  the  subject  of  "Publicity,"  par- 
ticularly as  it  shows  earnestness  in  a  desire  to 
be  fair  and  much  care  in  investigation;  and 
yet  we  believe  Mr.  Miles  is  in  the  main  mis- 
taken in  his  argument  and  conclusions.  He 
must  be,  or  else  every  advertiser  is  wrong; 
and  while  we  know  many  of  them  are  wrong, 
we  firmly  believe  in  advertising,  and  therefore 
that  most  of  them  are  right.  We  think  he 
must  be  aiming  at  some  particular  class  of  ad- 
vertisers who  are  trying  to  make  the  trade  or 
public  think  they  are  doing  greater  wonders 
than  they  are,  and  even  they  probably  would 
demand  in  fairness,  credit  for  what  they  actu- 
ally do,  even  if  they  overdraw  in  telling  about 
it. 

His  report  is  based  principally  on  what  he 
has  been  told  by  retailers,  and  as  such  there- 
fore deserves  the  most  reflective  consideration, 
and  that  reflection  must  lead  one  to  go  deeper 
than  the  mere  questions  and  answers,  and  to 
start  with  we  should  consider  the  nature  of 
publicity  which  so  diffuses  itself  throughout 
the  living  world  that  it  is  the  most  difficult 
imaginable  thing  to  go  after  it  and  find  where 
it  has  landed. 

Publicity  aims  only  to  secure  impressions  to 
sow  seed  which  will  grow,  and  to  here  and 
there  and  everywjhere  create  a  little  knowledge 
of  the  article  to  which  it  relates.  It  is  rare 
that  it  makes  so  definite  an  impression  as  to 
immediately  cause  a  man  to  go  out  and  de- 
mand the  item  of  his  storekeeper;  but  espe- 
cially if  publicity  is  followed  systematically 
and  continuously  aB  with  most  substantial  ad- 
vertisers, a  sort  of  subconsciousness  that  this 
article  is  in  existence  is  produced,  and  when 
he  sees  the  article  he  knows  it  is  what  he  is 
after,  and  little  or  no  further  labor  is  neces- 
sary to  do  business  with  such  a  candidate. 

Yet  you  could  not  cross-examine  that  man, 
and  perhaps  get  even  an  acknowledgment  from 
him  that  he  had  ever  seen  any  advertising  of 
the  article  in  question.  If  such  is  a  fact,  how 
can  it  be  expected  that  the  merchant  will  real- 
ize what  it  is  that  sends  his  trade  to  him,  or 
makes  it  easy,  or,  at  least,  possible,  for  him  to 
do  business  with  a  certain  line? 

Now,  if  as  might  seem  from  Mr.  Miles'  later 
remarks,  he  puts  the  case  against  publicity  as 
strongly  as  he  does  in  order  to  bring  out  in 
contrast  the  advantages  of  salesmanship,  we  do 
not  know  but  he  is  justified,  for  we  should 
rather  place  salesmanship  above  publicity,  ex- 
cept that  we  prefer  not  to  give  either  pre- 
eminence, but  consider  them  both  necessary 
parts  of  the  higher  development  of  a  business. 
Publicity,  however,  is  a  system  which  the 
manufacturer  must  organize  and  administer, 
but  salesmanship  is  education,  and  the  retail- 
ers' individual  share  in  the  labor  of  distribu- 


tion for  which  they  are  paid;  but  no  matter 
how  much  of  .salesmanship,  is  directed  in  the 
pushing  of  goods,  no  amount  of  it  can  take  the 
place  of  publicity  in  the  creation  of  demand 
therefor;  and  is  Mr.  Miles  warranted  on  the 
part  of  the  whole  trade  in  taking  oflFense  at 
certain  anti-substitution  arguments  set  in  mo- 
tion by  large  manufacturers  through  leading 
periodicals  ?  .  We  should  say,  let  the  substitu- 
tion coat  fit  where  it  will.  All  retailers  are 
not  substitutors ;  most  of  them  are  not,  but 
some  are,  and  they  do  a  lot  of  damage. 

We  fear  Mr.  Miles  does  not  mean  all  he 
says  wnen  he  seeks  to  minimize  the  importance 
of  advertising,  because  this  is  essentially  the 
age  of  advertising,  not  merely  of  the  scare 
headline  sort,  but  of  the  indirect  and  general 
kind  which  is  usually  called  "publicity." 

The  printing  press  is  pretty  well  woven  into 
the  destin-ies  of  this  country  and  advertising 
makes  the  printing  press  go. 

In  closing,  will  say  that  we  believe  the  re- 
tailer has  just  cause  for  complaint  of  his 
treatment  by  some  manufacturers,  particular- 
ly in  the  matter  of  inadequate  profits  allowed 
on  many  articles  that  are  forced  by  heavy  ad- 
vertising, and  that  his  relief  is  to  come 
through  concentrating  on  thfs  one  point  rather 
than  discouraging  advertising,  or,  in  fact, 
showing  the  slightest  indifference  to  its  bene- 
ficial results  to  the  retailer.  Let  the  retailer 
assist  the  manufacturer  to  make  his  advertis- 
ing profitable,  and  let  him  at  the  same  time 
insist  on  reasonable  profit  for  his  important 
branch  of  the  work. 

Chas  H.  Ingersoll. 

Wisconsin's  View  of  the  Baicelfl  Post 

In  line  with  the  voluminous  correspondence 
that  has  been  and  is  centering  on  the  post- 
master general,  congressmen  and  United  States 
senators  from  merchants  all  over  the  country. 
President  J.  Kornely,  Milwaukee,  Wis.,  of 
the  Wisconsin  Retail  Hardware  Association, 
recently  sent  the  following  letter  to  Postmas- 
ter General  G.  von  L.  Meyer,  a  copy  to  Presi- 
dent Roosevelt  and  also  copies  to  all  congress- 
men and  senators  in  Wisconsin.  The  letter 
follows : 

After  reading  the  extracts  from  your 
speeches  at  Boston  and  Milwaukee,  and  care- 
fully considering  every  argument  which  you 
adduced  in  favor  of  the  parcels  post,  I  respect- 
fully submit  what  I  believe  to  be  convincing 
arguments  against  your  position. 

The  object  that  you  allege  to  attain  is  the 
good  of  the  farmers.  As  the  farmer  is  the 
consumer,  the  proposition  is  a  fruitless  one,  be- 
cause you  make  the  farmer  pay  directly  on  the 
goods  bought  and  indirectly  by  taxes  to  sus- 
tain the  carrier  business. 

If  the  parcels  post  would  be  regulated  ac- 
cording to  distance,  so  that  the  farmer  would 
pay  proportionately  the  same  cost  of  carrying 
from  the  village  to  his  farm  that  he  would 
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have  to  pay  from  New  York  to  his  farm  in 
Wisconsin,  diere  would  be  nothing  dishonest 
or  foolish  about  the  transaction ;  but  yet.  it 
would  be  unbusiness-like.  The  queer  part  of 
the  transaction  is  the  charging  of  the  same 
rates  for  one  mile  and  four  thousand  miles, 
which  is  a  violation  of  every  business  principle, 
and  if  a  man  were  to  go  into  the  freight  busi- 
ness on  that  plan,  he  would  be  stamped  as  a 
swindler  or  a  fool.  And  to  think  that  our 
nation — including  public  officials — is  made  up 
of  men! 

The  carrying  of  freight  is  purely  a  commer- 
cial enterprise,  differing  in  principle  from  the 
carrying  of  communications,  news  and  intelli- 
gence atnong  the  people  and  between  our  peo- 
ple and  foreign  countries,  in  the  form  of  mail. 
Once  the  territory  of  legitimate  commerce  is 
inN'aded,  the  liberty  and  independence  of  the 
citizen  is  trespassed  upon,  and  the  liberty  anci 
independence  of  the  country  proportionally 
destroyed. 

Another  feature  would  be  the  confusion  in 
prices,  the  farmer  receiving  his  goods  at  home 
paying  more  than  his  neighbor  who  purchased 
in  town.  Besides,  it  seems,  there  must  be  ad- 
.  ditional  expense  of  packing  to  be  charged 
against  the  consumer.  As  neighbors  exchange 
gossip  over  teacups,  the  variable  prices  of  their 
local  dealer  would  be  gone  into  and  a  reso- 
lution easily  voted  to  give  their  trade  to  some 
concern  a  thousand  miles  away,  to.  spite  their 
local  dealer. 

Another  problem  would  be  the  disadvantage 
of  selecting  the  kind  of  goods  and  the  prices 
of  the  goods  desired,  which  could  not  be  done 
unless  their  local  dealer  got  out  a  large  cata- 
logue of  everything  that  he  carried,  and  fur- 
nished it  to  the  farmer.  In  this  way  the  farm- 
ers would  obtain  a  library  of  .confused  prices 
and  descriptions,  which  in  time  would  bring 
them  disappointment  and  disgust  and  would 
greatly  add  to  the  expense  of  the  local  dealer. 

Here  is  where  the  big  catalogue  houses 
would  reap  harvests.  One  of  those  houses  lo- 
cated in  Chicago  could  send  its  goods  to  every 
part  of  the  country  at  the  expense  of  the  tax- 
payers of  the  United  States.  Nor  would  that 
be  the  worst  phase  of  the  matter;  they  would 
advertise  their  goods  in  glowing  terms  and 
then  send  out  cheap  tawdry  to  the  farmers. 
who  might  obtain  substantial  goods  at  the 
same  cost  in  their  local  village.  The  fact 
that  the  so-called  catalogue  houses  make  enor- 
mous fortunes  in  a  short  time  proves  that  they 
are  getting  outside  of  legitimate  business.  Also, 
it  would  require  more  than  affidavits  to  satisfy 
a  judicial  mind  that  the  parcels  post  is  not 
being  agitated  principally  by.  the  catalogue 
houses.  No  matter  from  what  point  it  is 
viewed,  clearly  it  is  class  legislation,  and  ob- 
jectionable on  that  ground. 

Gn'E  One-Cent  Letter  Postage. 

If  the  post  office  department  desires  to  give 
relief   to  the. entire  people,  it   should  reduce 


the  rate  of  postage  on  sealed  matter  to  one 
cent  per  ounce.  There  is  no  more  trouble  in 
handling  a  sealed  letter  than  an  unsealed  one, 
and  it  weighs  less  on  the  average.  Therefore, 
let  us  have  a  one-cent  rate. 

If  trade  is  left  in  its  natural  channels,  un- 
hampered in  localities  by  law,  and  not  sub- 
sidized in  other  places  by  misappropriated 
taxes  upon  the  people,  the  small  trader  will 
have  an  equal  chance  with  catalogue  houses 
to  make  an  honest  living;  otherwise,  the 
money  will  be  drained  from  the  small  localities 
to  the  catalogue  house  and  the  locality  as  such 
become  impoverished  and  our  peasantry  de- 
generate. Any  one  who  has  studied  the  ques- 
tion of  absentee  lanlordism  will  readily  see 
the  national  calamity  to  which  the  proposition 
leads.  The  destruction  of  the  small  trader  and 
the  country  village  is  worse,  perhaps,  than 
race  suicide.  After  his  picture  of  Sweet  Au 
hum,  in  "The  Deserted  Village,"  (ioldsniith 
puts  the  argument  in  its  strongest  form : 

'*III  fares  the  land,  to  hastening  ill  a  prey. 
Where  wealth  accumulates,  and  men  decay; 
Princes  and  lords  may  flourish,  or  may  tade: 
A  breath  can  make  them,  as  a  breath  has  made; 
Rut  a  bold  peasantry,  their  country's  pride. 
When  once  destroyed  can  never  be  supplied." 

Do  Not  Find  Demand  for  a  Parceb  Post 

We  would  not  like  to  see  a  parcels  post  put 
into  effect,  as  wc  think  it  would  bring 
more  hardships  upon  the  retail  merchants 
than  they  now  realize.  T'ew  retail  merchants 
of  to-day  but  feel  the  effects  of  the  mail  order 
houses,  and  with  a  parcels  post  at  their  com- 
mand the  merchant  would  have  a  hard  time 
to  do  business  against  such  competition,  and 
one  by  one  the  small  stores  tfiroughout  the 
country  would  bo  compelled  to  close  their 
doors.  Postmaster  (ieneral  Meyer  is  doing  all 
in  his  power  to  aid  the  catalogue  houses,  ani 
it  looks  very  much  to  us  as  though  the  govern- 
ment should  apply  the  air  to  his  brakes  long 
enough  to  take  an  inventory  of  the  damaj^j 
such  a  measure  would  bring  to  the  retail  mer- 
chant and  others  who  have  done  so  much  to 
make  the  small  towns  and  cities  prosperous. 
We  need  a  law  that  will  build  up  our  towns 
and  not  a  law  that  will  destroy  them.  We 
cannot  find  that  there  is  a  <lemand  for  a  par- 
cels post  by  the  merchant,  the  farmer,  or  the 
laboring  classes  in  this  locality.  So.  why  is 
Postmaster  General  Meyer  so  anxious  to  give 
us  something  wc  are  not  clamoring  for.  unless 
there  is  a  power  back  of  him  that  will  get 
the  benctit  of  a  measure  that  would  bring 
hardship  to  so  many?  We  hope  this  will  ex- 
plain our  position,  and  if  there  is  anything 
more  that  wc  can  do  to  help  defeat  a  measure 
of  this  kind,  we  will  be  only  too  glad  to  do  so. 
Brown  &  Bahr. 


You  have  no  idea  of  the  number  of  extra 
sales  you  can  make  until  you  try  systematically 
calling  people's  attention  to  things  they  did  not 
come  to  buy. 
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Holiday  Window  Display 

Townc  Hardware  Co.,  Saratoga  Springs^  N. 
Y.,  changed  their  window  displays  ^v- 
eral  times  during  the  last  holiday  season,  land 
we  take  pleasure  in  presenting  tw6  of  t6em 
herewith.  The  decorations  of  the  red  «aill 
window  are  nearly  all  in  green  and  red.  The 
mill  is  operated  by  a  small  electric  motor. 
The   sign   on  the  mill   reads   "Santa    Claus  & 
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in  the  center  has  a  movable  head  and;  eyes 
operated  by  clock  work.  The  back  and  side 
of  the  window  is  lined  with  asbestos  paper  to 
give  the  effect  of  plaster.  On  the  mantjf  arc 
steins  and  fancy  plates,  while  on  the  chimney 
a  drum  and  two  guns  are  hung.  On  the  left 
and  right  of  fireplace,  pocket  cutlery,  razors, 
shears,  carvers,  etc.,  are  shown.  On  the  right 
side  a  false  window  was  placed,  showing  snow 


A   "Rkd  Mill"  Xmas  Window   Display  by  Towne  Hardware  Co. 


Co.,  Toy  Factory."  Bells  were  suspended 
from  the  ceiling,  toys,  fancy  china,  silverware, 
etc.,  were  placed  in  the  foreground  on  the 
steps.  The  store  interior  shows  through  in 
the  photo,  and  thus  much  of  the  detail  of  win- 
dow display  is   lost. 

The  other  window  is  decorated  in  red  and 
white.  The  fireplace  is  a  wooden  framework, 
covered   with  brick  paper.     The  Santa  Claus 


outdoors.  A  tool  chest  is  also  shown  at  the 
right.  The  foreground  is  given  over  to 
a  display  of  skates,  silverware,  sad  irons  and 
other  suitable  holiday  gifts.  On  the  sidewalk 
in  front  of  both  windows,  hand  sleds  were 
placed. 

Stanley  Works  in  Ohio 

A  report  from  Girard.  O.,   is  to  the  effect 
that  the  plant  of  the  Girard  Foundry  &  Ma- 
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Dates  of  Betail  Hardware  ConTentiims 

Arkansas — June. 

California — March. 

Carolinas — ^July  14  at  Wrightsville  Beach, 
N.  C. 

Connecticut — February  10  and  11,  at  Meri- 
den. 

Georgia — May  19.  20  and  21,  at  Indian 
Springs.     Exhibit. 

Idaho — ^January  3  and  4,  at  Nampa. 

Illinois— February  26,  27  and  28,  at  Peoria. 
Exhibit. 

Inland  Empire — ^January  15,  10  and  17,  at 
Spokane,  Wash. 

Iowa — February  18,  19  and  20  at  Cedar 
Rapids.    Exhibit. 

Kentucky — February  11-18,  at  Louisville. 
•    Michigan — August  12,  13  and  14,  at  Detroit. 

Minnesota — February  25,  2(i,  27  and  2^,  at 
.Minneapolis.     Exhibit. 

Mississippi — May  11,  at  Greenwood. 

Nebraska — February  11,  12,  13  and  14,  at 
Lincoln.     Exhibit.    . 

New  York  State— February  18,  19,  20,  21  and 
22,  Buffalo.     Exhibit. 

North  Dakota — January  28,  29  and  30,  Fargo. 

Ohio — February  25,  26  and  27,  Columbus. 
Exhibit. 

Oklahoma — ^July  14,  Oklahoma  City.  Ex- 
hibit. 

Pacific  Coast  Federation — ^January  23,  24  and 
25,  at  Portland,  Ore. 

Pennsylvania — February  24,  25  and  2(},  Al- 
toona. 

Rhode  Island — June. 

South  Dakota — February  4,  5,  6  and  7,  Aber- 
deen.   Exhibit. 

Texas— January  21,  22  and  23.  at  Dallas. 

West  Virginia — February  18,  19  and  20. 
Elkins. 

Wisconsin — February  5,  6  and  7,  Milwaukee. 
Exhibit. 

Ontario,  Canada — February  10,  11  and  12, 
Toronto. 

Iowa  Betail  Hardware  Association 

Secretary  A.  R.  Sale,  Mason  City.  Iowa, 
of  the  Iowa  Retail  Hardware  As- 
.sociation.  announces  that  the  special  features 
of  the  tenth  annual  convention  are  the  change 
in  location  from  Des  Moines,  where  the  meet- 
ings have  usually  been  held,  to  Cedar  Rapids. 
The  exhibit  features  made  this  change  neces- 
sary on  account  of  Cedar. Rapids 'pos.sessing  a 
fine  auditorium  for  this  purpose.  The  exhibits 
will  be  open  in  the  morning  and  evening,  the 
afternoons  being  devoted  to  the  business  ses- 
sions of  the  Association,  February  18-20. 

The  annual  meeting  of  the  Iowa  Hardware 
Mutual  Insurance  Association  will  be  held  the 
second  day  of  the  convention,  February  19.  An 
unusually  large  attendance  is  expected  at  the 
convention.  Since  the  date  of  ore^anization  of 
the  Insurance  Association  policy  holders  have 


received  in  cash  rebates  $24,899.64.  The  in- 
surance in  force  is  now  over  $2,000,000,  a 
gain  of  over  $500,000  during  the  year. 

Kentucky  Betail  Hardware  Convention 

T^he  annual  convention  of  the  Kentucky  Re- 
•*•  tail  Hardware  and  Stove  Dealers*  Asso- 
ciation will  be  held  at  the  Gait  House,  Louis- 
ville, Ky.,  Feb.  11,  12  and  13.  Spaces  for  ex- 
hibits can  be  obtained  from  the  management 
of  the  hotel.  From  plans  already  made  and 
those  under  way  it  is  expected  the  forthcom- 
ing meeting  will  be  successful  in  every  way. 
John  R.  Sower,  Frankfort,  Ky.,  is  secretary. 

New  Tork  State  Convention 

John  Holley  Bradish,  Batavia,  N.  Y.,  man- 
ager of  the  Hardware  exhibition  to  be  held 
in  conjunction  w'th  the  New  York  State  Re- 
tail Hardware  convention  at  Buffalo  on  Feb- 
ruary 18  to  22,  states  that  nearly  all  o'f  the 
space  available  has  been  contracted  for.  It 
promises  to  be  the  best  exhibition  ever  given 
in  the  State.  The  officers  of  the  association 
have  every  reason  to  believe  that  the  forth- 
coming convention  will  be  well  attended  And 
fruitful  in  good  results.  John  B.  Foley,  Sj'ra- 
cuse,  is  secretary. 

North  Dakota  Convention 

HP  he  annual  meeting  of  the  North  Dakota 
*  Retail  Hardware  Association  will  be 
held  in  the  Commercial  Club  rooms,  Fargo, 
N.  Dak.,  Jan.  28,  29  and  30.  Headquarters 
will  be  at  Hotel  Metropole.  While  the  asso- 
ciation will  not  rent  a  building  or  sell  space 
for  exhibits,  those  desiring  to  make  exhibits 
can  reserve  space  by  writing  E.  E.  Cole,  Fargo, 
N.  Dak.,  manager  of  the  Hotel  Metropole. 
Secretary  C.  N.  Barnes,  Grand  Forks,  N.  Dak- 
advises  that  they  now  have  357  merhbcrs,  a 
gain  of  fifty  during  the  past  year.  As  near  as 
can  be  estimated  there  are  only  450  Hardware 
merchants  in  the  entire  state. 

Sonth  Dakota  Retail  Hardware  Association 

The  annual  meeting  of  the  South  Dakota 
Retail  Hardware  Association  will  be  held 
4Mi,  5th,  6th  and  7th  of  next  month  at  Aber- 
deen. Secretary  H.  E.  Johnson,  Redfield. 
states  the  convention  will  be  largely  attended 
and  doubtless  the  present  membership  of  150 
doubled.  A  manufacturers  and  jobbers'  ex- 
hibit will  be  held  in  connection  with  the 
meetings. 


GJ.  Darling,  secretary  of  the  Detroit  Rc- 
•  tail  Hardware  Dealers'  Association, 
reports  that  the  past  year  has  been  the  mcrst 
successful  of  any  in  the  history  of  the  organi- 
zation. Nineteen  hundred  and  eight  starts  in 
with  every  indication  of  another  good  year. 
The  annual  meeting  and  election  of  officers  is 
held  the  1st  inst.  The  organization  now  has 
a  membership  of  ninety-four. 


Digitized  by 


Google 


DIRECTORY  OF  HARDWARE  ASSOCIATIONS 

.  Annual  Reports  of  Hardware  Associations*  National, 
Sute  and  Local— Lists  ol  Officers— Date  of  Annual 
Meetings— Hardware  Exhibits  at  Conventions — 
Membership*  Etc. 


American  Haidirore  XfOLiiifaotiirerg' 
Associatioii 

President— Charles  W.  Asbury,  Philadel- 
phia, Pa. 

Vioe-Presidents— William  M.  Pratt,  Green- 
field, Mass.;  Robert  Garland,  Pittsburg,  Pa.; 
Edward  Ingalls,  Newark,  N.  J. 

Secretary-Treasurer— F.  D.  Mitchell,  New 
York. 

Executive  CoMMrrrEE— C.  A.  Earl,  chair- 
man; W.  H.  Bennett,  Chicago,  111.;  G.  H. 
Jantz,  New  York  City;  W.  T.  Johnson,  Pitts- 
burg, Pa.;  C  M.  King,  Pittsburg,  Pa.;  Fred. 
S.  Merrick,  New  Brighton,  Pa. ;  F.  E.  Muazy, 
Chicopec  Falls,  Mass.;  T.  H.  Taylor,  New 
York  City. 

Advisory  Boarb  (onsisting  of  ex-presi- 
dents)—Julius  C.  Birge,  St.  Louis,  Mo.;  F.  S. 

Kretsinger,  Cleveland,  O. 
Organized  1901.    Annual  meeting  November 

20,  at  Memphis,  Tenn.    Present  membership  is 

240,  a  gain  of  16. 

lational    Hardware    AsaoeiatioiL    TJnited 
States 

Pbesident— W.  S.  Wright,  Omaha,  Ncbr. 

First  Vice-Presdoent— John  C.  Koch,  Mil- 
waukee, Wis. 

Secbnd  Vice-President— Brace  Hayden,  San 
Frandsco. 

Secretary-Treasurer— T.  James  Fernley, 
Philadelphia. 

Executive  CoMMrrrEE— R-  M.  Dudley,  Nash- 
ville, Tcnn.;  A.  J.  Bihler,  Pittsburg,  Pa.;  P.  E. 
Strauss,  Boston,  Mass.;  J.  D.  Moore,  Birming- 
ham, Ma.;  Chas.  H.  Turner,  Albany,  N.  Y.; 
W.  D.  Taylor,  Cleveland,  O. 

Organized  1894.  Annual  meeting  November 
18,  at  Memphis,  Tenn.  Present  membership  is 
190. 

lew  Enf^aod   Iron   and   Haidwaxe 
AsaoeiatiMi 

President— R.  M.  BoutwcU,  Boston. 

ViCE-PttsiDEKT— E.  A.  Loomis,  Providence, 
R.I. 

CLERK--Geo.  J.  Mulhall,  Boston,  Mass. 

TttAsuiER— Chas.  H.  Brcck,  Bostou,  Mass. 

EMcimvE  CoMMrrrEE— R.  M.  Boutwell, 
Allan  J.  Chase,  A.  C.  Harvey,  E.  E.  Farnham, 
W.  A.Hopldns,  A.  B.  Marble,  Chas.  W.  Sabin, 
Osar  A.  Shepard,  E.  L.  Richards,  Boston; 
E-  A.  Loomis,  Providence,  R.  L;  and  C.  F« 
Bragg,  Bangor,  Me. 

Organized  1893;  incorporated  1894.  Annual 
meeting  June  16.  Present  membership  90.  An- 
nual banquet  in  January. 


Western  New  England  Iron,   Steel   and 
Hardware  ABSomation 

President— E.  H.  Havens,  Bridgeport,  Conn. 

Vice-President — W.  H.  Guest,  New  London, 
Conn. 

Secretary-Treasurer- H.  H.  Ensworth, 
Hartford,  Conn. 

Annual  meeting  February  14  at  Hartford, 
Conn.    Present  membership  is  12. 

New  Tork  State  AsBociation  of  Hardware 
Jobbers 

President — Edgar  C.  Neal,  Buffalo. 

Vice-President— Robert  H.  Treman,  Ithaca. 

Secretary-Treasurer- Joseph  Born,  Syra- 
cuse. 

Directors— Irving  D.  Booth,  Elmira;  James 
H.  Boucher,  Rochester. 

Organized  1888.  Annual  meeting  in  Novem- 
ber.   Present  membership  is  14. 

Eastern  New  Tork  and  Vermont  Hardware 
and  Iron  Association 

President— Jas.  L.  Dunn,  Troy,  N.  Y. 

Vice-President— Richard  Ryan,  Rutland,  Vt. 

Secretary— Chas.  H.  Turner,  Albany,  N.  Y. 

Treasurer— John  E.  Larrabee,  Amsterdam, 
N.  Y. 

Directors — Chas.  Croissant,  Albany,  N.  Y. ; 
J.  T.  Johnson,  Rondout,  N.  Y. ;  J.  F.  Whalen, 
Burlington,  Vt. 

Organized  1898.  Annual  meeting  February 
15,  at  Albany.    Present  membership  is  15, 

Pacific    Coast    Hardware    and  Ketal 
Assodation 

President — ^Andrew  Carrigan  (Dunham, 
Carrigan  &  Hayden  Co.),  San  Francisco. 

Vice-Presidents— T.  D.  Honeyman  (Honey- 
man  Hardware  Co.,  Portland,  Ore.)  ;  A.  S. 
Burwell  (Seattle  Hardware  Co.,  Seattle, 
Wash.) ;  L.  C.  S-heller  (Union  Hardware  & 
Metal  Co.,  Los  Angeles) ;  C  F. '  Prentiss 
(Thomson-Diggs  Co.,  Sacramento,  Cal). 

Secretary — Eugene  Goodwin,  Monadnock 
Building,  San  Francisco. 

Treasurer— R.  W.  Kinney  (R.  W.  Kinney 
Co.). 

Executive  Committee— F.  A.  Brand,  San 
Francisco ;  J.  C.  Brittain,  San  Francisco ;  H.  R. 
Boynton,  Los  Angeles;  Jay  Smith,  Portland, 
Ore.;  E.  F.  Messinger,  Tacoma,  WasK;  Geo. 
Boole,  Seattle,  Wash. 

Organized  1895.  Annual  meeting  in  June. 
Present  membership  is  42,  a  gain  of  13. 
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Pennsylvania    Wholesale    Hardware    aad 
Supply  Association 

President— A.  B.  Stein,  Reading. 

FrasT   Vice-President — ^Geo.  Small,   York. 

Second  Vice-President— J.  N.  Kline,  Will- 
iamsport. 

Treasurer — Geo.  D.  Krause,  Lebanon. 

Executive  Committee — H.  L.  Raub,  chair- 
man, Lancaster;  H.  M.  Melchoir,  Reading; 
Geo.  W.  Lewis,  Wilkes-Barre ;  J.  M.  Kem- 
merer,  Scranton ;  C  H.  Miller,  Huntingdon. 

Organized  1901.  Annual  meeting  March  13, 
at  Hotel  Astor,  New  York. 

Southern  Hardware  Jobbers'  Association 

President — ^John  Donnan,  Richmond,  Va. 

First  Vice-President — W.  L.  Sanford,  Sher- 
man, Tex. 

Second  Vice-President — H.  R.  Miller,  Mem- 
phis, Tenn. 


Secretary-Treasurer — C.  E.  Kerse>,  P.  O. 
Box  654,  Richmond,  Va. 

Executive  Committee — O.  B.  Barker, 
Lynchburg,  Va. ;  Chas.  H.  Ireland,  Greensboro, 
N.  C. ;  Bruce  Keener,  Knoxville,  Tenn. ;  W.  A. 
Parker,  Atlanta,  Ga. 

Organized  1891.    Present  membership  is  83. 

Texas  Hardware  Jobbers'  Association 

President— Chas.  E.  Nash,  Ft.  Worth. 

First  Vice-President — E.  A.  Peden,  Hous- 
ton. 

Second  Vice-President — ^Jno.  L.  Keith, 
Beaumont. 

Secretary-Treasurer — R.  F.  Bell,  Fort 
Worth. 

Executive  Committee— F.  A.  Heitmann. 
Houston;  G.  A.  Trumbull;  W.  L.  Sanford. 
Sherman;  Ed.  S.  Hughes,  Abilene. 

Organized   1896. 


STATE  RETAIL  HARDWARE  ASSOCIATIONS. 


National  Betail  Hardware  Association 

President — S.  R.  Miles,  Mason  Qty,  la. 

First  Vice-President — A.  T.  Stebbins, 
Rochester,  Minn. 

Second  Vice-President — Chas.  H.  Williams, 
Streator,  111. 

Secretary — M.  L.  Corey,  Argos,  Ind. 

Treasurer— H.  L.  McNamara,  Janesville, 
Wis. 

Executive  Committee — S.  R.  Miles,  Mason 
City,  la. ;  A.  T.  Stebbins,  Rochester,  Minn. ; 
Chas.  H.  WiHiam.s,  Streator,  111.;  H.  L.  Mc- 
Namara, Janesville,  Wis.;  Frank  A.  Bare, 
Mansfield,  O. ;  F.  Alex.  Chandler,  Boston, 
Mass. ;  G.  W,  Woodruff,  Winder,  Ga. ;  Nathan 
Roberts,  Omaha,  Neb. ;  S.  E.  Jones,  Richmond, 
Ind. 

Organized  1900.  Membership  composed  of 
delegates  from  State  Retail  Hardware  Asso- 
ciations. 

Alabama  Betail  Hardware  Association 

President — B.  F.  Luttrell,  Florala. 

First  Vice-President — ^J.  W.  Beasley,  Bir- 
mingham. 

Second  Vice-President — Rane  McMillen, 
Dcmopolis. 

Secretary-Treasurer — L.  G.  Smith,  Ensley. 

Executive  Committee — B.  F.  Luttrell,  J.  W. 
Beasley,  Rane  McMillen ;  J.  U.  Cuneton  l)o- 
than;  W.  M.  Ross,  Albertville. 

Organized  1907.  Annual  meeting  at  Mont- 
gomery. 

Arkansas  Retail  Hardware  Association 

President — Jno.  A.  Plummer,  Marianna. 

First  Vice-President — R.  F.  Roys,  Russell- 
ville. 

Second  Vice-President — J.  P.  Simpson,  Mal- 
vern. 

Secretary-Treasurer — C.  E.  Taylor,  Little 
Rock. 


Executive  Committee — ^Jno.  M.  Pittman, 
Prescott;  Frank  B.  Gregg,  Little  Rock;  N.  T. 
Richmond,  Ft.  Smith ;  E.  E.  Mitchell,  Morril- 
ton ;  Hamp  Williams,  Hot  Springs ;  J.  H.  Mor- 
gan, Camden ;  J.  S.  Edmiston,  Cane  Hill. 

Organized  1900.  Annual  meeting  June,  at 
Little  Rock. 

California    State   Betail   Hardware 
Association 

President — F.  T,  Duhring,  Sonoma. 
First  Vice-President— W.  C.  Barth,  Corona. 
Second  Vice-President — M.  M.  Brown,  San 
Francisco. 
Secretary— F.  B.  Dickinson,  San  Francisco. 
Treasurer — G.  M.  Hickman,  San  Francisco. 
Organized  1902.    Annual  meeting  in  March. 

Retail    Hardware    Association    of    the 
Carolinas 

President — W.  N.  Everett,  Rockingham, 
N.  C. 

First  Vice-President — E.  Walker  Duvall, 
Cherow,  S.  C. 

Second  Vice-President — R.  H.  McDuffie, 
Fayetteville,  N.  C. 

Secretary-Treasurer — Paul  W.  McLure, 
Greenwood,  S.  C. 

Executive  Committee — The  officers  and 
W.  H.  Jones.  Abbeville,  S.  C;  Fred  S.  Smyre, 
Newton,  N.  C. 

Organized  1905.  Annual  meeting  July  14,  at 
Wrightsville  Beach,  N.  C.  Present  member- 
ship is  250,  a  gain  of  175. 

Colorado  Retail  Hardware  Assooiation 

President — T.  M.  Harding,  Canon  City. 

Vice-President — Edwin  Starkey,  Greeley. 

Secretary-Treasurer — Adolph  Unfug,  Wal- 
senburg. 

Directors— W.  H:  Clatworthy,  Fort  Morgan ; 
G.  J.  CoddingtCMi,  Wellington. 

Organized  1903.  Annual  meeting  in  Feb- 
ruary. 
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Coniiecticiit  Hardware  AMoeiation 

President— I.  C.  Treat,  Hartford. 

FiEST  Vice-President — Eli  C.  Birdsey,  Meri- 
den. 

Segond  Vice-President — Frank  T.  Terry, 
Ansonia. 

Financial  Secretary— F.  A.  Farrar,  South 
Manchester. 

Recording  Secretary — J.  D.  Phelps. 

Treasurer — Lewis  B.  Crosby,  New  London. 

Executive  Committee — Geo.  J.  Bassett,  New 
Haven;  I.  C.  Treat,  Hartford;  Eli  C.  Birdsey, 
Meriden;  A.  H.  Abbe,  New  Britain;  J.  D. 
Phelps,  Windsor  Locks. 

Organized  1903.  Annual  meeting  February 
10  and  11,  at  Meriden.  Present  membership 
is  three-fourths  of  Hardware  dealers  of  State. 

The    Setail    Hardware    Assooiation    of 
Georgia 

President — C.  M.  Tillman,  McRae,  Ga. 

First  Vice-President — C.  B.  Thomas, 
Griffin,  Ga. 

Second  Vice-President — ^J.  R.  Hall,  Moul- 
trie, Ga. 

Secretary  and  Treasurer — Gary  Vinson, 
Wa>'nesboro,  Ga. 

Executive  Committee — C.  M.  Tillman,  C.  B. 
Thomas,  J.  R.  Hall,  H.  C.  Briggs,  Gary  Vin- 
son. 

Organized  1906.  Annual  meeting  Indian 
Springs,  May  19,  20  and  21.  An  exhibit  hall 
will  be  provided. 

Idaho  Hardware   and  Implement  Dealers' 
ABSociation 

President — A.  P.  Moss,  Fayette. 
Vice-President — ^V.  C.  Kerr,  Boise. 
Secretary — ^J.  F.  Cook,  Boise. 
Treasurer — E.  A.  Fraser,  Ontario. 
Annual  meeting  January  3  and  4,  at  Nampa. 

Illinois  Betail  Hardware  Association 

President — T.  J.  Mathews,  Mt.  Vernon. 

Vice-President — E.  L.  Sommers,  Chicago. 

Secretary — Leon  D.  Nish,  Elgin. 

Treasurer — H.  E.  Gnadt,  Chicago. 

Executive  Committee — The  officers  and  W. 
T.  Gormley,  Chicago;  L.  D.  Ra)%  Rock- 
ford;  D.  M,  Norris,  Kankakee;  E.  N. 
Howell,  Dixon;  David  Refior,  Ottawa;  J.  H. 
Vawter,  Salem. 

Organized  1899.  Annual  meeting  February 
26,  27,  28,  at  Peoria.  Present  membership  is 
1^0,  a  gain  of  200.     Hardware  exhibition. 

Indiana  Betail  Hardware  Association 

President— C.  B.  Frame,  North  Manchester. 

FntsT  Vice-President— W.  B.  Creed,  New 
Albany. 

Second  Vice-President — Fred  Bartholo- 
mew, Michigan  City. 

Secretary — M.  ll  Corey,  Argos. 

Treasurer— Chas.  E.  Hall,  Indianapolis, 


ExEci'TivE  CoMMiTTiit— M.  W.  Coates,  Ko- 
komo;  S.  L.  Ocker,  Roann;  C.  B.  Frame, 
North  Manchester;  M.  L.  Corey,  Argos;  Chas. 
E.  Hall,  Indianapolis. 

Organized  1900.  Annual  meeting  February 
18,  19  and  20,  at  Indianapolis. 

Inland  Empire  Implement  and  Hardware 
Dealers'  Association 

President — R.  L.  Spiker,  Lewiston,  Idaho. 

First  Vice-President — A.  Urbahn,  Spokane, 
Wash. 

Second  Vice-President— A.  B.  Salmon,  Wil- 
bur, Wash. 

Secretary-Treasurer— E.  W.  Evenson,  Spo- 
kane, Wash. 

Executive  Committee— A.  Z.  Wells,  Wenat- 
chec;  E.  L.  Scott,  Oakesdale;  A.  Urbahn,  Spo- 
kane; E.  E.  Plough,  Wilbur,  Wash.;  C.  L. 
Butterfield,  Moscow,  Idaho. 

Organized  1905.  Annual  meeting  January 
15,  16  and  17,  at  Spokane,  Wash.  Present 
membership  is  300,  a  gain  of  25  per  cent. 

Iowa  Betail  Hardware  Association 

President— P.  C.  DeVol,  Council  Bluffs. 

Vice-President— J.  F.  Doty,  West  Liberty. 

Secretary-Treasurer— A.  R.  Sale,  Mason 
City. 

Directors— P.  C. .  DeVol,  Council  Bluffs ; 
L.  C.  Abbott,  Marshalltown ;  F.  R.  Currie, 
Mason  City;  E.  C.  Barbour,  Ft.  Madison; 
J.  F.  Doty;  Thos.  Larson,  Eldora;  F.  P.  Mar- 
vin, Grinnell ;  C.  T.  Gadd,  Des  Moines ;  C.  H.. 
Thomas,  Kent;  H.  S.  Vincent,  Ft.  Dodge; 
C.  E.  Haas,  Le  Mars. 

Organized  1897.  Annual  meeting  February 
18,  19,  20  and  21,  at  Cedar  Rapids.  Present 
membership  is  710,  a  gain  of  145.    Exhibition. 

Kentncky    Betail    Hardware    and    Stove 
Dealers'  Association 

President — John  W.  Read,  Hodginsville. 

First  Vice-President — J.  E.  Grubbs,  Win- 
chester. 

Second  Vice-President — George  Cubbage, 
Leitchfield. 

Secretary — John  R.  Sower,  Frankfort. 

Treasurer — A.   Steitler,   Jr.,   Owensboro. 

Executive  Committee — The  officers. 

Annual  meeting,   Feb.    11-13,   at  Louisville. 

Michigan      Retail      Hardware      Dealers' 
Association 

President — C.  M.  Alden,  Grand  Rapids. 

Vice-President — Porter   A.   Wright,   Holly. 

Secretary — Arthur  J.  Scott,  Marine  City. 

Treasurer — Wm.  Moore,  Detroit. 

Executive  Committee— J.  H.  Whitney,  Mer- 
rill; J.  G.  Patterson,  Detroit;  F.  M.  Brockett, 
Battle  Creek;  E.  S.  Roe,  Buchanan;  Henry  C. 
Weber,  Detroit;  E.  B.  Standart,  Holland; 
Fred  Ireland,  Belding;  J.  M.  Williams,  North 
Adams;  O.  H.  Gale,  Albion;  Geo.  J.  Frank, 
Bay  City. 
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Organized  189o.  Annual  meeting  August  12, 
•13,  14,  at  Detroit.  Present  membership  is  700, 
a  gain  of  61. 

Hinnesota  Betail  Hardware  Association 

President — Julius  Schmidt,  Wabasha. 

First  .Vice-President — A.  Marckel,  Perham. 

Secretary — M.  S.  Mathews,  Minneapolis. 

Treasurer — H.  H.  Heydon,  Chatfield. 

Executive  Committee — A.  G.  Ostrum, 
Evansville;  J.  H.  Smith,  Minneapolis;  E.  H. 
Heins,  Renville;  C.  H.  Casey,  Jordan;  A.  T. 
Stebbins,  Rochester;  Elmore  Houghtaling, 
Fairmont ;  W.  H.  Tomlinson,  Le  Sueur ;  Chas. 
F.  Ladner,  St.  Cloud. 

Organized  1907.  Annual  meeting  Feb.  25  to 
28,  at  St.  Paul.  Present  membership  is  795,  a 
gain  of  42. 

Hardware  exhibition,  with  16,000  feet  floor 
space. 

MissisBippi  ^tail  Hardware  Association 

President — P.  E.  Pegues,  Winona. 

First  Vice-President — D.  H.  Hale,  Aber- 
deen. 

Second  Vice-President — Mallory  Davis, 
Itta  Bina. 

Secretary-Treasurer — ^John  E.  Sommers, 
Clarksdale. 

Executive  Committee — Gus.  Bain,  Acker- 
man;  G.  A.  Wettlin,  Woodville. 

Organized  1907.  Annual  meeting  May  11, 
at  Greenwood,  Miss.  Present  membership 
"is.  27. 

MissoTiri  Betail  Hardware  Association 

President—W.  H.  Hahn,  St.  Louis. 

Vice-President — M.  A.  Wengert,  Kansas 
City. 

Secretary-Treasurer — Fred  D.  Kansteiner, 
St.  Louis. 

Executive  Commitfee — W.  T.  Shoop,  Rich- 
mond; O.  W.  Johnston,  Marshall;  F.  A.  Kan- 
steiner, St.  Louis. 

Organized  1898. 

Nebraska  Betail  Hardware  Association 

President — Frank  Hacker,  Friend. 

First  Vice-President — Alex.  F.  Meyer, 
Hastings. 

Second  Vice-President — Wm.  Wisda,  Lex- 
ington. 

Third  Vice-President — Fred  Ebinger,  Plain- 
view. 

Secretary— J.  Frank  Barr,  Lincoln. 

Treasurer— H.  J.  Hall,  Lincoln. 

Executive  Committee — ^Dan  Kavanaugh, 
Fairbury;  E.  S.  Hayhurst,  Loup  City;  J.  W. 
Armstrong,  Auburn. 

Organized  1902.  Annual  meeting  February 
11-14,  at  Lincoln.  Present  membership  is  400, 
a  gain  of  75.  An  extensive  exhibit  of  Hard- 
ware and  kindred  products  will  be  conducted 
during  the  convention. 


New    FiHgland    Hardware    Dealers' 
Association 

President — F.  Alexander  Chandler,  Boston. 

First  Vice-President — S.  H.  Thompson, 
Lowell. 

Second  Vice-President— Frank  E.  Peirson, 
Pittsfield. 

Secretary — Charles  S.  Underhill,  Somer- 
ville. 

Treasurer — Henry  M.  Saunders,  Boston. 

Executive  Comuittee — ^The  officers  and  D. 
Fletcher  Barber,  Boston ;  Bion  C.  Pierce,  Taun- 
ton; Calvin  M.  Nichols,  Boston;  Ernest  S. 
Davis,  Boston ;  S.  E.  Pope,  Jeff ersonvillc,  Vt ; 
Jas.  D.  Phelps,  Windsor  Locks,  Conn. 

.Organized  1893.  Annual  meeting  March  11 
and  12,  at  Boston. 

New    Hampshire    Betail    Hardware 
Assodation 

President — Vacant  on  account  of  death  of 
John  H.  Barr. 

Vice-President — J.  Herbert  Seavey,  Dover, 
N.   H. 

Secretary-Treasurer — W.  H.  Underwood, 
Manchester,  N.  H. 

Executive  Committee — C.  H.  Adams, 
Manchester;  J.  Herbert  Seavey,  Dover;  W. 
D.  Thompson,  Concord;  G.  E.  McClintock, 
Manchester;  W.  H.  Underwood,  Manches- 
ter. 

Organized  1902.     Present  membership  is  lO. 

New    Tork    State    Betail    Hardware 
Association 

President — L.  G.   Mattison,   Newark. 

First  Vice-Prhsident — ^John  Holley  Brad- 
ish,   Batavia. 

Second  Vic^President — John  G.  Ferres, 
Johnstown. 

Secretary — ^John  B.  Foley,  Syracuse. 

Treasurer — F.   E.   Pelton,   Herkimer. 

Board  of  Directors— John  E.  Larrabee, 
Amsterdam;  Geo.  L.  Starks,  Saranac  Lake; 
Thos.  F.  Hobbes,  Utica;  Charles  P.  Sher- 
wood, White  Plains;  Chas.  E.  Wethey,  Port 
Byron ;  W.  D.  Ganey,  Auburn ;  Louis  J. 
Ernst,  Rochester;  Geo.  W.  Rockwell,  Horse- 
heads;  W.  J.  Hoyt,  Wellsville. 

Organized  1902.  Annual  meeting  at  Buf- 
falo, Feb.  18-22.  Present  membership  350,  a 
gain  of  25.  Will  have  a  large  Hardware  ex- 
hibit. 

North  Dakota  Betail  Hardware  Association 

President — H.  F.  Emery,  Fargo, 

First  Vice-President— H.  B.  Allen,  James- 
town. 

Second  Vice-President-— J.  A.  Roell, 
Minot. 

Third  Vice-President — Nick  Halverson, 
Northwood. 

Secretary — C.   N.   Barnes,   Grand    Forks. 
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Treasurer— H.  T.  Helgesen,  Milton. 

Executive  Committee— W.  R.  Mcintosh, 
Bottineau;  E.  E.  Elliott.  Sanborn;  S.  D. 
Bostwick,  Bathgate;  H.  F".  Emery,  Fargo;  C. 
N.    Barnes,   Grand   Forks. 

Organized  1897.  Annual  meeting  on  Jail- 
uary  28-30,  at  Fargo.  Present  membership 
357,  a  gain  of  about  50.  There  will  be  no 
ofHcial  Hardware  exhibits,  but  space  in  Hotel 
Metropole  can  be  reserved  from  hotel  people. 

Ohio  Hardware  ABSodation 

President — C.  S.  Johnson,   Barbcrton. 

First  Vice-President— -Frank  W.  Ingalls. 
Bryan. 

Financial  Secretary—A.  L.  Shearer, 
Dayton. 

Secretary — Frank  A.   Bare,   Mansfield. 

Treasurer — C.  C.   Fonts,  Middletown. 

Executive  Committee — T.  C.  Weir,  Stcu- 
benville;  J.  R.  Dickson,  Columbus;  W.  W. 
OslK)rn,  Bellefontaine ;  Adam  Bretcli,  Day- 
ton; George  Marquardt,  Toledo;  I.  L. 
Loomis,  Cuyahoga  Falls;  D.  O.  Thompson. 
Cambridge;  James  McVicker,  Jackson. 

Organized  1894.  Annual  meeting,  February 
2o-27,  at  Columbus.  Will  have  a  Hardware 
exhibit  in  connection*  with  the  convention. 

OUahoma  Eetail  Hardware  and  Implement 
Dealers'  Association 

President— -Wm.  Murdoch,   Ralston,  Okla. 

Vice-President— Ben  F.  Ridge,  Duncan. 
I,  T. 

Secretary-Treasurer — D.  C.  Patterson, 
Oklahoma  City. 

Board  of  Directors — M.  C.  Hale,  Tulsa,  I. 
T.;  Frederick  Pfaff.  Anadarko,  Okla.;  W.  J. 
Pettee,  Oklahoma  City  r  O.  A.  Smith,  Wa- 
tonga,  Okla.;  Mont  Franz,  Enid,  Okla.;  W. 
W.  Storm,  Oklahoma  City;  H.  S.  Ferbrache. 
Stigler;  J.  B.  Alexander,   Pauls  Valley. 

Organized  1904.  Annual  meeting,  July  14, 
at  Oklahoma  City.  Present  membership  225. 
a  gain  of  25.     Will    have   Hardware   exhibit. 

Pacific  Coast  Federation 

President — ^John  Smith,  vValla  Walla, 
Wash. 

First  Vice-President — R.  L.  Spiker. 
Lewiston.  Idaho.     " 

Second  Vice-President — S.  W.  Dee,  Boise, 
Idaho. 

Secretary-Treasurer — E.  W.  Even  son. 
Spokane,  Wash. 

Directors — E.  B.  Judd.  Great  Falls,  Mont. ; 
G.  F.  Carpenter,  Helena,  Mont.;  S.  W.  Dee, 
Boise,  Idaho;  C.  S.  Graybill,  Nampa,  Idaho; 
H.  E.  Humphrey,  Whittier,  Cal.;  Oscar 
Schulze,  Dixon,  Cal;  W,  J.  Clarke,  Pendle- 
ton, Ore.;  E.  L.  Scott,  Oakesdale,  Wash.;  E. 
E.  Lucas,  Davenport,  Wash.;  F.  A.  Ernst, 
Seattle,   Wash. 

Organized  1907.  Annual  meeting,  Januarv 
23-25,  at  Portland,  Ore: 


Pennsylvania    Betail    Hardware    Bealen' 
Association 

President — A.  H.  Kaufman,  Lock  Haven. 

Vice-President — John   F.    Howe,   Freedom. 

Secretary-Treasurer— J.  E.  Digby,  McKccs 
Rocks. 

ExECin'ivE  Committee — William  Mcndeii- 
hall,  Montoursville ;  Geo.  V.  Thomp.son,  Mt. 
Jewett;  George  L.  Moore,  Brownsville;  A.  H. 
Kaufman,  Lock  Haven,  and  J.  E.  Digby. 

Organized  1901.     Annual  meeting,  February 
24-26,    1908,   at   Altoona,    Pa.     Present   mem 
bership  is  about  «S75,  a  gain  of  40. 

Bhode  Island  Eetail  Hardware  Association 

President — Geo.   P.   Peterson. 
Vice-President — W.  H.  Thompson. 
Secretary — \\  T.   Kellcy. 
Treasurer — C.  S.   AngcU. 
Executive  Committee — The  Ulhcers. 
Annual  meeting  in  June.     IVcscnt  member- 
ship  is   22. 

South  Dakota  Eetail  Hardware  Association 

President — E.   D,    Hawkins,   Vermillion. 

First  Vice-President— Otto  K.  Mueller, 
Aberdeen. 

Second  Vice-President — F.  I.  Pixicy, 
Montrose. 

Secretary — H.    E.   Johnson,    Redlield. 

Treasurer — B.    G.    Watson,    Chamberlain. 

Executive  Committee — E.  I.  Gergcry, 
-Mexandria ;  J.  P.  Rope,  Parkston ;  C.  W. 
Feech,  Elk  Poinf;  F.  J.  Birkenbine.  Scotland ; 
F.  Rummel,  Sioux  Falls;  F.  O.  Steensland, 
Beersford;  W.  C.  Webster,  Mitchell;  B.  G. 
Watson,  Chamberlain ;  E.  D.  Hawkins,  Ver- 
million, and  H.  E.  Johnson,  Redfield. 

Organized  1906.  Annual  meeting,  Febru- 
ary 4-7,  at  Aberdeen.  Present  membership  is 
150,  a  gain  of  38.  Will  have  Hardware  ex- 
hibit. 

Tennessee  Betail  Hardware  Assocation 

President — L.  Lee  Love,  Nashville. 

First  Vice-President-^M.  H.  Walker,  Cov- 
ington. 

Second  Vice-President — J.  R.  Fischesser, 
Spring  City. 

Secretary-Treasurer — M.  Richardson,  Law- 
renceburg. 

Executive  Committee — L.  L.  Love.  M.  H. 
Walker,  J.  R.  Fischesser;  E.  L.  Collins.  Win- 
chester; W.   A.   Hntton,  Gallatin. 

Organized  1907. 

Texas   Setail   Hardware    and   Implement 
Dealers'  Association 

President — W.  A.  Spangler,  Bonham,  Tex. 

Vice-President — W.  M.  Gunnell,  Marlin. 
Te.v. 

Secretary-Treasurer— J.  W.  McMamis, 
Dallas,  Tex.    . 

Executive  Committee — Officers. 
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Organized  1898.  Annual  meeting,  January 
21-23,  at  Dallas.  Present  membership  is 
about  500,  a  gain  of  about  100. 

Wisconsin  Betail  Hardware  Association 

President — J.  Korncly.  Milwaukee. 

Vice-President — ^Jas.    Murphy,    Racine. 

Secretary-Treasurer — C.  A.  Peck,  Ber- 
lin. 

K-XECUTivE  Committee — E.  If.  Raunn,  New 
I-ondon;  O.  A.  La  Budde,  Oeonto;  A.  H. 
Kleeberg,  Nekoosa ;  O.  B.  James,  Richland 
Center. 

Organized  180G.  Annual  meeting,  February 
5-7,    at    Milwaukee.      Present    membership    is 


647.     Will   have  an   exhibition  in  connection 
with  convention. 

West  Virginia  Betail  Hardware  Association 

President— C.  D.  Kyle,  Wellsburg. 

First   Vice-President— T.    B.    Fryc,    Key- 
ser. 

Second      Vice-President — E.      J.       Kane, 
Weston. 

Secretary-Treasurer  —   Leslie       Hawker, 
Shinnston. 

E.xEcuTix-E  Committee— F.  R.  Clelland,  W. 
A.  Vance,  E.  C.  Linger,  President  and    Sec- 
retary.    Annual  meeting,  at  Elkins,  February 
18-20. 
Organized    1906. 


LOCAL  RETAIL  HARDWARE  ASSOCIATIONS. 


Columbus,  Ohio,  Betail  Hardware  Club 

Board  of  Directors — Frank  Amos,  E.  S. 
Harris,  Albert  Zettler,  D.  L.  Williams.  J.  B. 
Pergrin,  Wyatt  L.  Millikcn,  and   M.  O.  Love. 

Derby,  Ansonia  and  Shelton,  Conn.,  Retail 
Hardware  Association 

President — W.  A.  Church. 
Vice-President — D.  N.  Clark. 
Secretary-Treasurer — F.    T.    Terry.  ^ 
Executive  Committee — The  officers. 
Organized  1899.     Annual   meeting,   Novem- 
ber 12,  at  Derby.    ^Present   membership  is  5. 

Detroit,  Hicli.,  Betail  Hardware  Dealers' 
Association 

President — James  Tyre. 
Vice-President — E.   F.   Lorcys. 
Secretary — O.  J.  Darling. 
Treasurer — A.  Lemke. 
Executive  Committee — Wm.    Moore,  J.   G. 
Patterson,    A.   Harshaw,   A.     Samowsky    and 

F.  J.   Mason. 

Organized  1903.  Annual  meeting,  January 
1.     Present  membership  is  94,  a  gain  of  6. 

Hartford,  Conn.,  Hardware  Association 

President — William   E.  Cone. 
Secretary-Treasurer — George    I.    Clapp. 
Organized  1889.     Present  membershif)  is  13 

Kansas  City  Implement,  Vehicle  and  Hard- 
ware Club 

President — W.  L.  Day. 

First  Vice-President — J.  W.  Wilson. 

Second  Vice-President— H.  G.  Moore. 

Secretary — J.  E.  Baird. 

Treasurer — A.  G.  Trumbull, 

Executive  Committee— W.    M.    Ferguson, 

G.  A.  Parker,  C  R.  Butler,  E.  O.  Faeth,  W. 
F.   Roth. 

Organized  1890.  Annual  meeting  will  be 
held  on  second  Monday  in  November  at 
Kansas  City.  Present  membership  is  70,  a 
gain  of  1. 


Lonisville,  Ey.,  Betail  Hardware  and  Stove 
Association 

President — Geo.  Dehler,  Jr. 

First  Vice-President — Henry   lluck. 

Second  Vice-President — Sherman  Jones. 

Secretary — J.  C.  Kirchdorfer. 

Treasurer — Chas.  W.  Shott. 

Executive  Committee — Wm.  Dehler,  E. 
G.  Heartig,  Paul  Wagner,  Wm.  Shaber. 

Organized  1904.  Annual  meeting,  February 
11.     President   membership  is  43. 

Minneapolis,  Minn.,  Hardware  Association 

President — Frank  C.  Smith. 

Vice-President — H.  O.  Roberts. 

Secretary — H.  M.  Gardner. 

Treasurer — Antone  Ebe. 

Executive  Committee — H.  O.  Roberts,  C. 
F.  Stummcl,  M.  F.  Dressier,  Antone  Ebc\ 
Wm.  Simme,  Geo.  Brimhall,  F.  C.  Smith,  G. 
E.  Woehler. 

Organized  1894.  Annual  meeting,  February 
4,  at  Minneapolis.  Present  membership  is 
37. 

The  Hardware  Clnb  of  New  Tork 

President — Eugene  Bissell. 

Vice-President— Thomas  F.  Keating. 

Secretary — Arthur  G.   Sherman. 

Treasurer — Alfred   D.   .Clinch. 

Organized  1892.  Annual  meeting,  March 
21.  Resident  and  non-resident  membership 
is  760. 

Peoria,    111.,    Betail    Hardware    Dealers' 
Association 

President — Wm.  Bittel. 

Vice-President — ^J.  A.  Hunter. 

Secretary-Treasurer — J.  L,   Douglas. 

Executive  Committee — Chas.  Johnson, 
George  Meyers,  R.  L.  Wilson. 

Organized  1899.  Annual  meeting,  March 
20,  at  Peoria,  111.     Present  membership  is  14. 
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Hardware     Kerohants'     AMociation     of 
Philadelphia,  Pa. 

President — Nathan  C,  Engle. 

Vice-President — Geo.  R.  Mitchell. 

Secretary — F.  A.  Mitchell. 

Treasurer — Edward  W.  Richards, 

Executive  Committee — Nathan  C.  Engle, 
Geo.  R,  Mitchell,  F.  A.  Mitchell,  Edward  W. 
Richards,  Jno.  Ashmore,  Chas.  Berlin,  Paul 
J.  Devitt,  A.  L.  Egolf,  Albert  Kaiser,  Jno. 
H.  Lepper,  John  Orr,  Newton  M.  Holden. 

Organized  1902.  Annual  meeting,  February 
12,  at  420  Commerce  street.  Present  mem- 
bership 37,  a  gain  of  2. 

Philadelphia,  Pa.,  Hardware  Association 

President — Chas.  L.  Ogborn. 

Vice-President — ^Wm.  R.  Wheaton. 

Secretary — ^T.  B.  Hendrickson,  017  Market 
street. 

Treasurer — Louis  Beyer. 

Executive  Committee — ^Edward  Madden, 
Lewis  C.   Glading,  Aaron   L   Sanson. 


Organized  February,  1884.  Annual  meet- 
ing,  April    I.     Present   membership   is    1H6. 

Hardware  Merchants'  and  Hanofaoturers' 
Association,  Philadelphia,  Pa. 

Pre.si DENT— John  R.  Griffith. 

Vice-President — Edward  S.  Jackson. 

Secretary-Treasurer — T.  James  Fernley. 

Directors — W.  W.  Supplee,  Thomas  Devlin, 
Chas.  Z.  Tryon,  John  R.  Griffith,  Samuel  Diss- 
ton.  Ellicott  Fisher,  Chas.  M.  Biddle,  Edward 
S.  Jackson  and  T.  James  Fernley. 

Organized  1886.  Annual  meeting  January 
17,  and  annual  banquet  January  30. 

Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation of  St.  Louis,  Mo. 

President — K.  L.  Wachter. 
I'iRST  Vice-President — Geo.    M.    Rinine. 
Second    Vice-President — Theo.    Wirtz. 
Secretary — J.   L.   Boehl. 
Treasurer— F.   D.   Kanstcincr. 
Organized    1897.     Annual   meeting,   January 
5.     Present  membership  is  25,  a  gain  of  2. 


HARDWARE   MUTUAL   FIRE   INSURANCE. 


National  Hardware  Dealers'  Mutual  Tire 
Insurance  Company 

President — C.  H.  Miller,  Huntingdon,  Pa. 

Vice-President — E.  M.  Bush,  Evansville, 
Ind. 

Secretary — W.  B.  Simpson,  Huntingdon. 
Pa. 

Treasurer — W.  P.  Lewis,  New  Albany, 
Ind. 

Board  of  Directors — W.  P.  Lewis,  New 
Albany,  Ind.;  C.  H.  Miller,  Huntingdon,  Pa.; 
H.  G.  Cormick,  Centralia,  111.;  W,  P.  Bo- 
gardus,  Mt.  Vernon,  O.;  F,  C.  Moys,  Boulder, 
Colo.;  Chas.  P.  Sherwood,  White  Plains,  N. 
v.;  E.  M.  Bush,  Evansville,  Ind. 

Chartered  1903.  Annual  meeting  on  Jan- 
uary 14,  at  Huntingdon,  Pa. 

Iowa    Hardware    Mutnal    Insurance 
Association 

President — S.    R.    Miles,    Mason    City. 

Vice-President — L.    Lindenberg,    Dubuque. 

Secretary — A.  R.  Sale,  Mason  City. 

Treasurer — L.  R.  Bailey,  Mason  City. 

Directors — J.  F.  Doty,  West  Liberty;  C.  F. 
Schmidt.  Marshalltown ;  S.  R.  Miles,  Mason 
City;  Jacob  Seither;  P.  C.  DeVol,  Council 
Bluffs;  C.  R.  Keating,  Mt.  Ayr;  C.  E.  Haas, 
LeMars;  L.  H.  Kurtz;  L.  A.  Guam. 

Organized  August,  1903.  Annual  meeting, 
on  February  19,  at  Cedar  Rapids.  Present 
membership  in  Iowa  500.  Insurance  in  force 
$2,010,000,  a  gain  during  the  year  a  little 
more  than  $600,000. 

Betail  Hardware  Kntnal  Fire  Ininrance 
Co.  of  Kinn. 

President — Chas.  F.  Ladner,  St.  Cloud. 
First   Vice-President— C.   H.    Casey,    Jor- 
dan. 


Secretary — M.    S.    Mathews,    Minneapolis. 

Treasurer — Henry    llauser,    Franklin. 

Directors — Chas.  F.  Ladner,  St.  Cloud;  C. 
11.  Casey,  Jordan;  E.  H.  Heins,  Renville;  A. 
T.  Stebbins,  Rochester;  H.  Hauscr,  Franklin; 
Julius  Schmidt,  Wabasha ;  Amos  Marckel, 
Pcrham;  W.  H.  Tomlinson,  Le  Sueur;  Elmore 
Houghtaling,  Fairmont;  F.  W.  Lucas,  Litch- 
field. 

Organized  1900.  Annual  meeting,  February 
•2().  St.  Paul.  Amount  of  insurance  in  force 
$(),(>00,000;   cash  assets  $122,000. 

Nebraska    Hardware    Mutual    Insurance 
Company 

President — H.  J.  Hall,   Lincoln. 

Vice-President — C.    A.    Ncwbcry,    Alliance. 

Secretary — J.  Frank  Barr,  Lincoln. 

Treasurer — J.   F.    Goehner,   Seward. 

Directors — F.  C.  Harrington,  Pawnee  City; 
L.  F.  Holloway,  Fremont;  Leon  Baker,  Lin- 
coln; Nathan  Roberts,  Omaha;  S.  C.  Oaks, 
Seward;  Ernest  Hoppe,  Lincoln;  Victor 
Fried,  Oakland;  Thos.  Nelson,  Springfield; 
A.  E.  Small,  Crete. 

Organized  1905.  Annual  meeting,  Febru- 
ary 12,  at  Lincoln.  Insurance  in  force  $605,- 
(M)0.  Ratio  of  losses  to  premium  receipts, 
29 K*   per  cent.     Cash   rebate   paid,  $3,685. 

Ohio  Hardware  Dealers'  Mutual  Fire  In- 
surance Company 

President — J.  P.  Duffey,  Greenville.  , 

Secret  ary-Tre.a  SURER — George      M.      Gray. 

Coshocton. 
Executive       Committee — J.       P.       DuflFey. 

Greenville;  George  M.  Gray,  Coshocton;  Geo. 
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B.     Meyer,     Cincinnati;     H.     C.     Wiseman, 
Springfield;  Henry  F.   Ralie,  Cleveland. 

Organized  1902,  Annual  meeting,  February 
27,  at  Columbus.  O.  Present  membership  is 
604. 

Hardware  Dealers'  Hutual  Fire  Association 
of  Pennsylvania 

President — C.   H.   Miller,   Huntingdon,   Pa. 

First  VIce- President — George  V.  Thpmp- 
son,  Mt,  Jewett,  Pa. 

Secretary — W.  B.  Simpson,  Huntingdon, 
Pa. 

Treasurer — George  W.  Hackett,  Sunbury, 
Pa. 

Board  of  Directors — C.  H.  Miller,  Hunt- 
ingdon; George  L.  Moore,  Brownsvill;e  John 
H.  Bowers,  Charleroi;  S.  S.  Bryan,  Titus- 
ville;  George  W.  Hackett,  Sunbury;  George 
V.  Thompson,  Mt.  Jewett;  George  D.  Krause, 


Lebanon:  James   N.   Kline,  Williamsport ;    D. 
A.  Gill,  Meadville. 
Annual  meeting,  January  7,  Huntingdon,  Pa. 

Wisconsin  Kntnal  Fire  Insurance  Company 

President — O.  P.  Schlafer,  Appleton,  Wis. 

Vice-President — R.  C.   Murdock,  Beloit. 

Secretary — C.  A.  Peck,  Berlin,  Wis. 

Treasurer — H.   L.   McNamara,   Janesville. 

Executive  Committee — Officers  and  A.  G. 
Kroncke,  Madison;  J.  Kornely,  Milwaukee; 
R.  M.  Burtis,  Oshkosh;  E.  H.  Ranine,  New 
London;  L.  Findeisen,  Green  Bay. 

Organized  1904.  Annual  meeting,  February 
4,  at  Milwaukee. 

Business  written  in  eleven  months  of  1907, 
$1,725,365.  Dividends  to  premiums  in  1907, 
40  per  cent.;  dividends  voted  for  1908,  50  per 
cent.;  losses  to  premiums  in  1907,  24  per 
cent;  expense  in  1907,  11  per  cent. 


CANADIAN   HARDWARE   ASSOCIATION. 


Canadian  Wholesale  Hardware  Assoolation 

PRESiDENT-^Thos.  G.  Dextcr,  Toronto. 

Vjce- President — William  Starke,  Mon- 
treal. 

Secretary-Treasurer — Jenkins  &  Hardy, 
Toronto. 

Executive  Committee — ^Thos.  M.  Birkett, 
Ottawa;  R.  C.  Fisher,  Toronto:  D.  H.  How- 
den,  London ;  Jas.  G.  Lewis,  Montreal ;  Alex. 
Prudhomme,  Montreal. 

Organized  1899.  Annual  meeting,  at  To- 
ronto.    Present  membership  is  16. 

Betail  Hardware  and  Stove  Dealers'  Asso- 
ciation of  Western  Canada 

President — A.  J.  Falconer,  Dcloraine. 

First  Vice-President — J.  B.  Curran,  Bran- 
don. 

Second  Vice-President — W.  M.  Gordon, 
Winnipeg. 

Secretary-Treasurer — J.  E.  McRobie, 
Winnipeg. 

Executive  Committee — Alberta,  A.  E. 
Clemens,  Sedgewick;  C.  F.  Comer,  Calgary; 
A.  R.  Auger,  Okotoks.  Manitoba,  H.  S. 
Price,  Boissevain;  A.  P.  Macdonald,  Winni- 
peg; O.  Gilmer,  Winnipeg.  Saskatchewan,  G. 
K.  Smith,  Moose  Jaw;  S.  A.  Clark,  Saska- 
toon; J.  R.  Fox,  Weyburn.  Association  of- 
fices, 53  Scott  building,  Main  street,  Winni- 
peg. 

British  Columbia  Betail  Hardware 
Association 

President — L.  B.  Lusby,  New  Westminster. 

Vice-President— C.  Snell,  Vancouver. 

Secretary-Treasurer — John  Burns,  Van- 
couver. 

Executive  Committee — W.  Stcarman,  Van- 
couver; H.  T.  Kirk,  New  Westminster;  B. 
A.  Ogilvie,  Victoria. 


Montreal,     Can.^    Metal    and    Hardware 
Association 

President— Jas.  R.  Kinghorn. 

Vice-President — Wm.   Starke. 

Secretary — J.  Stanley  Cook. 

Treasurer— J.  H.  Hanson. 

Executive  Committee — A.  A.  Brown,  H. 
W.  Dorken,  H.  J.  Fuller  and  C.  H.  Godfrey. 

Organized  December  10.  Annual  meeting 
at  Montreal.  Present  membership  is  29.  The 
Montreal  Metal  and  Hardware  Association  is 
a  branch  of  the  Montreal  Board  of  Trade. 

Betail  Hardware  and  Stove  Dealers'  Asso- 
ciation of  Ontario 

President — W.  G.  Scott,  Mt.  Forest. 

First  Vice-President — J.  R.  Hambly,  Bar- 
rie. 

Second  Vice-President— J.  Walton  Peart, 
St.  Marys. 

Secretary — Weston       Wrigley,       Toronto. 

Treasurer — John  Caslor,  Toronto. 

Executive  Committee— D.  Brocklebank, 
Arthur;  F.  Taylor,  Carleton.  Place;  W.  A. 
Mitchell,  Kingston;  D.  Becker,  New  Ham- 
burg; G.  A.  Binns,  Newmarket;  A.  W.  Hum- 
phries, Parkhill. 

Organized  1906.  Annual  meeting  about 
February  10-12,  at  Toronto.  Present  mem- 
bership is  250,  a  gain  of  50. 

Ottawa  Hardware  Association 

President — W.   Rankin. 
First  Vice-President— H.  Foisey. 
Second  Vice-President — R.   Mulhall. 
Secretary — ^J.  G.  Cowan. 
Treasurer — W.  Graham. 
Executive  Committee — The  officers. 
Organized    1902.     Annual    meeting,    Febru- 
ary 8.     Present  membership  is  ]8. 
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President  W.  A.  Spangler,  Bonham.  Tex., 
and  Secretary  J.  W.  McManus,  Dallas, 
Tex.,  of  the  Retail  Dealers'  Hardware  and 
Implement  Association  of  Texas,  are  out  with 
advance  announcement  concerning  the  tenth 
annual  meeting  of  the  organization  to  be  held 
at  Dallas  the  21st,  22d  and  23d  inst.  The  meet- 
ings will  be  held  in  the  Dallas  Commercial 
Club  and  the  Southland  Hotel  will  be  general 
headquarters.  The  parcels  post  matter  will 
receive  much  attention,  and  the  association  has 
already  placed  itself  on  record  with  con- 
gressmen and  the  post  office  department  as 
being  opposed  to  any  form  of  parcels  post, 
believing  it  to  be  very  much  against  the  deal- 
ers' interests.  Those  dealers  who  have  not 
already  written  their  congfessmen  or  senators 
should  do  so  at  once.  It  is  suggested  that 
each  letter  or  petition  should  also  contain  a 
strong  plea  for  one-cent  postage  on  letters. 
Membership  in  the  organization  can  be  had 
by  remitting  a  year's  dues,  $5,  with  applica- 
tion, to  the  secretary. 

Minnesota  Mutnal  Insurance  Declares  50 
Per  Cent.  Dividend 

At  the  last  quarterly  meeting  of  the  Retail 
Hardware  Mutual  Fire  Insurance  Co.,  of 
Minnesota,  M.  S.  Mathews,  secretary,  Minne- 
apolis, the  directors  fixed  the  rebate  or  "divi- 
dend" for  1908  at  an  even  50  per  cent,  of  the 
premium  previously  paid  in,  which  is  an  abso- 
lute saving  to  just  that  extent.  The  loss  ac- 
count of  the  several  "Hardware  Mutuals" 
shows  a  ratio  of  but  little  more  than  one-half 
that  of  stock  companies,  thus  showing  that 
"Hardware'*  stocks  (with  buildings)  are  much 
better  than  the  average  "commercial"  risk. 
The  amount  of  insurance  in  force  is  $6,000,000, 
an  increase  of  thirty-five  per  cent,  within  the 
year.     Cash  assets  are  $122,000. 

Secretary  Mathews  states  that  the  "parcels 
post"  agitation  has  served  to  cement  the  Hard- 
ware associations  more  strongly  together.  The 
Hardware  merchants  are  more  and  more  real- 
izing that  only  in  a  more  complete  organiza- 
tion lies  their  commercial  salvation. 


Secretary  Leslie  Hawker,  Shinnston,  W. 
Va.,  advises  that  traveling  men  are  now 
admitted  to  membership  in  the  West  Virginia 
Retail  Hardware  Association.  An  exhibit  will 
be  held  in  connection  with  the  annual  meeting 
at  Elkins  in  February. 

Secretary  J.  G.  Cowan,  of  the  Ottawa,  Can- 
ada, Hardware  Association,  reports  that 
everybody  is  satisfied  that  the  organization  is 
the  proper  thing,  and  that  the  other  Hard- 
wareman  is  not  such  a  bad  fellow  after  all. 

Credit  to  Cash 

To  the  Editor: 

A  few  years  ago  I  was  doing  a  prosperous 
business  in  ^  town  of  one  thousand  pop- 


ulation, and  believing  that  I  was  doing  a  larger 
credit  business  than  was  necessary,  decided  to 
make  a  clean -sweep,  and  sell  for  cash  only. 
On  the  credit  plan  I  had  been  selling,  about 
$10,000  annually.  After  having  tried  the  new 
plan  for  a  year,  with  other  conditions  the  same, 
my  business  dropped  to  less  than  $7,000.  See- 
ing that  my  competitor  was  getting  a  great 
many  of  my  customers,  decided  after  the  first 
year  to  try  a  different  course.  As  fast  as  pos- 
.sible,  I  interviewed  my  old  time  credit  cus- 
tomers and  gave  them  to  understand  that  in 
the  future  I  would  be  more  accommodating, 
and  that  if  credit  was  necessary  would  con- 
sider 30  days  same  as  cash,  or  if  longer  time 
was  necessary  would  take  bankable  paper  for 
accounts  above  ten  dollars.  This  plan  was 
used  for  several  years  after,  and  found  to  be 
very  satisfactory. 

Should  customers  ask  for  credit  who  wore 
not  worthy,  were  promptly  given  to  under- 
stand that  their  business  must  be  on  a  cash 
basis.  This  same  class  of  people  would  find  it 
hard  to  obtain  credit  anywhere,  and  I  found, 
after  having  done  business  in  this  way,  that  I 
soon  regained  my  lost  customers,  and  increased 
my  business  about  25  per  cent:  I  am  now  head 
salesman  in  the  Hardware  department  of  a 
large  department  store;  everything  is  sold  for 
cash  excepting  in  my  department.  Stoves  are 
sold  on  the  instalment  plan,  30  to  90  days,  anr' 
other  Hardware  not  to  exceed  30  days.  Our 
bookkeeper  keeps  a  close  tab  on  delinquents, 
and  if  their  accounts  are  not  promptly  paid, 
collection  is  enforced.  This  store  finds  this  plan 
very  successtul.  and  is  much  ahead  of  the  old 
fashioned  way  of  trusting  everybody  who  asks 
for  credit  and  expects  to  pay  only  when  he  is 
ready.  I  do  not  think  it  wise  to  have  credits 
with  customers  aggregating  more  than  10  per 
cent,  of  sales.  \v.  A.  C. 


The  Bound  Table 

Chicago,  Dec.   17,   1907. 
Hardware   Dealers'   Magazine, 
New   York   City. 
Dear    Mr.    Mallett: 

Next  to  the  Hardware  Annual  Conventions 
at  Atlantic  City  and  elsewhere  the  spirit  of 
good  fellowship,  social  enjoyment  and  general 
information  come  to  us  from  no  source  more 
pleasantly  than  are  the  exchanges  of  opin- 
ions expressed  in  the  conversational  manner 
to  which  your  Magazine  so  freely  opens  its 
columns,  and  partaking  of  the  general  atmos- 
phere of  yourself  and  staff. 

With  my  desk  closed  and  your  Magazine 
at  hand,  business  cares  cease  and  I  become 
interested  in  these  interviews,  that  lead  me 
to  feel  I  am  at  the  "Round  Table"  with  many 
good  friends. 

Very  truly  yours, 
J.  D.  Warren. 
President  J.  D.  Warren  Mfg.  Co. 
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Effective  Window  Displays 

Thanksgiving  time  naturally  suggests 
articles  for  use  in  the  preparation  of  that 
memorable  dinner,  and  also  in  its  disposition. 
It  is  perfectly  proper,  then,  for  the  presenta- 
tion in  window  displays  of  Food  Choppers, 
Bread  Makers,  Carving  Sets,  Scales,  Tea  and 
Coffee  Pots,  Percolators,  Chafing  Dishes,  Cake 
Mixers,  Nut  Cracks,  etc.,  as  was  done  by 
Weaver^  Palmer  &  Richmond,  Rochester,  N. 
Y.  Their  large  show  window  gives  them  ex- 
ceptional facilities  for  good  displays,  of  which 
they  are  taking  advantage.  The  Thanksgiving 
display  showed  the  window  in  red  and  white. 


Holiday  Advertising  and  Booklets 

During  the  past  holiday  season  many  Hard- 
ware merchants  got  out  special  adver- 
tising matter  in  the  way  of  booklets,  mailing 
cards,  catalogues  and  newspaper  advertise- 
ments. The  Horton  Hardware  Co.,  Afton.  N. 
v.,  got  out  a  booklet,  the  conception  of  which 
is  commendable,  but  the  execution  or  print- 
ing of  which  is  poor.  A  trifle  better  grade 
of  paper  and  printing  would  have  increased 
the  typographical  effect   fully  50  per  cent. 

The  Aid  Hardware  Co.,  West  Plains,  Mo., 
used  a  large  mailing  card  for  their  holiday 
greeting. 


Thanksgiving  Window  Display  by  Weaver,  Palmer  &  Richmond,  Rochester,  N.  V. 


with  artificial  autumn  leaves  in  the  back- 
ground. Every  set  of  articles  shown  was 
plainly  marked  with  2x3  in.  white  cards, 
lettered   in  red. 

The  other  display  presented  in  this  connec- 
tion is  one  devoted  entirely  to  Lanterns.  The 
Lanterns  suspended  from  the  ceih'ng  had  red, 
white  and  blue  globes,  arranged  alternately. 
On  the  steps  below  appeared  the  more  fancy 
styles,  such  as  Conductors',  Fireman's,  Auto, 
Driving,  Signal,  Cab  and  other  Lanterns.  The 
Street  Lamps  were  suspended  on  iron  brack- 
ets, showing  them  exactly  as  when  in  actual 
use.  The  mere  quantity  is  sufficient  to  at- 
tract attention,  but  the  arrangement,  variety 
and,  in  addition,  being  a  home  product,  lent 
greater  intercut  to   tlie  display.    • 


J.  M.  Davis  &  Sons,'  Oakland,  Md.,  got  out 
a  Christmas  number  of  "The  Hardware  Bul- 
letin," a  publication  which  they  issue  at  va- 
rious times  during  the  year.  It  is  quite  a 
pretentious  publication  of  50  pages,  with 
cover,  but  the  mistake  has  been  made  of 
using  half-tone  cuts  on  a'  paper  adapted  for 
printing  line  cuts  only.  Use  a  surfaced  paper 
next  time.  The  cost  is  hut  slight,  but  th^ 
effect  will  be  astonishing  in  results.  A  spe- 
cially illustrated  envelope  was  used  for  mail- 
.ing   the  "Bulletin." 

The  Phillips  Gross  Hardware  Co.,  Milwau- 
kee, Wis.,  in  their  Christmas  booklet,  keep 
up  to  their  motto:  "If  It's  From  Gross,  It*s 
Good."  The  half-tone  illustrations  are  splen- 
did, the  arrangement  could  not  be  improved 
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upon  and  the .  descriptive  matter  is  such  that 
the  recipient  will  read  the  entire  booklet;  it's 
written  in  a  fascinating  style,  and  one  feels 
after  readings  it  only  half  through  that  the 
Gross  people  must  have  a  pretty  fine  stock 
from  which  to  select  practical  Christmas 
gifts.  Many  dealers  who  are  now  issuing 
holiday  booklets  w^ouJd  da.  welf^o- peruse  on 
this  one.  .      ^        ''-',. 

Weaker,  Palmei'  &  Richpiorjd*;  Rochester, 
N.  Y.,  in  conjunction  with  their  find  window 
displays,  used  a  good  sized  space  in  the^aily 
newspaper  to  call  attention  to  goods*  on  dis- 
play, and  to  special   sales. 


business  just  the  same,  and  paves  the  way  for 
next  season's  order. 

That's  General  Publicity. 

And  you  recognize  its  value. 

Everybody  Invited 

Every  Hardwareman  who  receives  a  speci- 
mAi  copy  of  the  Hardware  Dealers'  Maga- 
zine may  properly  consider  it  an  invitation  to 
.  subscribe. 

If  t|;iis  invitation  is  not  promptly  accepted 
it  means  that  the  Hardwareman  has  lost  one 
of  those  golden  opportunities  which  only  come 
to  him  once  in  so  often. 


Lantern  Window  Display  by  Reaver,  Palmer  & /Richmond,  Rochester,  N.  Y. 


The  Ballantine  Hardware  Co.,  Warsaw,  'N..  ^ 
Y.,  used    a    whole   page    for  -  the   advertising  ' 
in  their  local  newspaper,  calling  .attentipn  to 
a  range,  which  they  were,  pushing.    'Part  of  ,. 
the  ad.  gives  a  list  of  people  to  whom  they- 
had  previously  made  sales  of  ,the  rajige.  Good 
advertising  that  ought  to  inake  an  impression 
upon  the  paper's  reader^.   . 

Lookiiiir  to  Nexi  Season 
-Your  traveling  man  calls  on  Smith  &  Jones 
and  lands  an  order.    That's  direct  business. 

He  learns  that  Brown  &  Black  have  already 
purchased  this  season's  supply,  but  does  he 
spend  the  afternoon  playing  pool  because  of 
that? 

^ot  if  he  is  really  trying  to  make  good. 
Ht  hikes  over  to  Brown  h  Black's  place  of 


To  say. thdt  the  opportunity  will  never  re- 
turn would  be  to  predict  the  improbable,  but 
there  is  no,  time  like  the  present  and  no  bet- 
ter use  to  which  the  dollar  of  to-day  can  be 
put  to  make  dollars  for  the  future. 

It  would  be  idle  to  pretend  that  the  motive 
underlying  our  persistent  campaign  for  the 
subscription  of  Hardwaremen  is  entirely  dis- 
interested, yet  it'  may,  perhaps,  reasonably  be 
assumed  that  the.  subscriber  will  be  benefited 
fully  as  much  by  the  receipt  of  the  Hardware 
Dealer.s'  Magazine  for  an  entire  year  as  the 
publisher  will  by  the  receipt  of  the  subscriber's 
One  Dollar.  P.  S. — Be  a  live  Hardwareman 
and  take  the  first  step  to  a  better  and  more 
profitable  business;  also  educate  your  em- 
ployes. 
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Some  Texas  Window  Displays  top    rows,    with   carving   sets   on    the    third; 

«TTuey  &  Philp  Hardware  Co.,  Dallas,  Tex.,  razor  and  manicure  sets  were  placed  on  the 

ri  in  preparing  for  the  holiday  season,  had  fourth     step,     and     "Rodgcrs"     and    "Com- 

a   silverware  display  in   their   show   window,  munity*'  Silver  were  on  the  bottom  step.    Six 

which  is  shown  herewith.     In  the  preparation  pedestals  of  6-inch   stove  pipe   were   covered 


A  Moi.iDAY  Display  of  Silverware,  Etc.,  by    Huev  &  Philp  Hardware  Co.,  Dallas/ Tex. 

of   the   window,    steps   were    made   and   cov-       with  gilt  paper  and  on  top  of  each  pedestal 
crcd    with   white  cloth.     The   wall   was   lined       was  a  silver  tray  on  which  was  placed  a  Per- 


Handsome  Builders'  Hardware  Display  by  W.  B.  Mathews,  with  Huey&  Philp  Hardware  Co. 

with    pink    and    white.      Diamond    dust    was  colator;    two   large   ferns   were   arranged   on 

sprinkled  over  the  cloth  to  make  it  sparkle.  each  side  at  the  back. 

"Universar*  Percolators  and  Coffee  Machines  In  the  accompanying  Hardware  display,  the 

and  *'3uffalo"  Chafing  Dishes  forip  the  two  colonial  ^rcji  was  made  of  wpocj  potup^is  and 
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5-incti  stove  pipe,  covered  with  onyx  paper. 
Zinc  ornaments  capped  the  columns,  while 
inverted  gilded  wash  basins  formed  the  base. 
The  board  platform  was  covered  with  tile 
paper  on  top  and  onyx  paper  on  the  sides  and 
front.  The  windows  were  lined  with  gold 
and  burlap.  The  background  was  made  of 
Corbin  Locks  mounted  on  different  finished 
wood  mountings.  On  the  side  wall  the  panel 
Vas.  of  gold  and  burlap  with  a  display  -of 
refrigerator  nickel  plated  hinges,  with  green 
around  the  same;  there  were  also  bronze 
goods  displayed.  Scattered  around  the  floor 
and  in  the  foreground  Locks  and  Lock  Sets 
are  shown.  In  the  center  foreground,  what 
looks  like  a  sign  in  the  reproduction,  was  a 
picture  of  a  15-story  building,  which  the  con- 
cern are  furnishing  with  Corbin  Unit  Locks. 
Both  displays  are  the  work  of  W.  B. 
Mathews,  and  but  faintly  convey  their  attrac- 
tiveness in  the  original.  It  goes  without 
mentioning,  the  displays  attracted  marked  at- 
tention. 


circularizing,  personal   soliciiatioii,  correbpon- 
dence,  post  cards,  etc.,  and   rD.id   signs.     My 
experience  thus  far  shows  hie  no  other  way. 
Wm.  C.  Leavitt. 

A  ]^]^lacd  ^o^shi^  Display 

Henry  Gilbert  &  Son,  Harrisbnrg,  Pa.,  iil 
a  window  display  had  one  tiiat  is  somel- 
what  out  of  the  regular  channels.  It  was  A 
representation  of  Brass  and  Black  Andirons; 
Fire  Sets  and  Fire  Screens.  The  mantel  wa^ 
taken  from  the  old  Gilbert  residence,  whicli 
occupied  the  present  site  of  the  store  building 
The  brick  for  the  face  of  the  fireplace  were 
gotten  from  the  same  plant  and  are  the  same 
kind  and  color  as  those  purchased  J)y  the 
late  Augustus  Saint-Gaudeiis,  the  noted  sculp- 
tor, for  his  large  fireplace  in  the  hall  of  his 
mansion,  while  those  in  the  hearth  were  of  the 
plain  square  blocks  made  in  England  and 
brought  to  this  country  and  used  in  the  fire- 
place in  the  Gilbert  residence.  Six  4  c.  p. 
lamps  were  spread  out  over  the  surface,  and 


A   Fireplace  Furnishings  Display  by  Henry  Gilbert  &  Son,  Harrisburg,  Pa. 


The  clerk  who  doesn'r  care  is  a  damage  for 
one  reason,  because  he  keeps  live  clerks  from 
taking  the  customers  and  selling  them  some- 
thing. 

Read  all  the  store  literature  that  you  can 
get  hold  of.  Methods  of  doing  business  are 
changing  every  day,  and  the  live  man  changes 
with  them. 

Adyartuing  in  HewspaperleM  Town 

I!  there  is  no  paper  that  has  a  large  circu- 
lation in  a  town  with  no  newspaper,  the 
merchant  will  have  to  go  it  alone.  The  city 
papers  will  not  fill  the  bill,  as  the  expense 
would  be  beyond  the  value  received  as  an 
advertising  medium.  If  I  were  so  situated,  I 
would  find  out  how  much  1  had  I  could  in- 
vest in  trade  seeking;    then  divide  it  up   in 


were  covered  by  one-inch  mesh  poultry  wire. 
Over  that  red  crepe  paper  was  placed  and 
charcoal  on  top  of  this  with  two  partly  burned 
logs  to  complete  it.  A  little  wood  ashes  were 
sprinkled  over  the  charcoal  to  give  it  a  fin- 
ished appearance.  At  nights  when  the  lights 
were  lighted  they  shone  through  the  red  paper 
and  gave  it  the  appearance  of  a  real  fire.  This, 
of  course,  does  not  show  up  in  the  picture.  The 
floor  was  covered  with  green  denim  and  an 
Oriental  rug  was  used  under  the  mahogany 
table,  which  matched  the  finished  woodwork 
of  the  windows.  A  copper  chafing  dish  with 
alcohol  flagon  and  a  nickel  plated  coflFee  per- 
colator completed  the  decoration.  Because  of 
the  intense  reflection  on  the  window  the  backs 
of  the  doors  on  the  inside  were  covered  with 
white  muslin,  in  order  that  a  perfect  picture 
could  be  made. 
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Three  for  Two  DoQars 

Special  attention  is  called  to  our  oflfer  of 
three  annual  subscriptions  for  Two  Dol- 
lars. There  are  few  Hardware  stores  that 
do  not  contain  at  least  three  Hardwaremen 
sufficiently  progressive  to  find  benefit  in  a  reg- 
ular perusal  of  the  Hardware  Dealers' 
Magazine. 

The  proprietor  who  by  its  assistance  keeps 
fully  posted  as  to  what  is  being  done  by  his 
"esteemed  contemporaries"  is  thus  enabled  to 
make  his  own  store  more  interesting  and  up- 
to-date;  and  the  buyer  and  salesmen  are,  by 
the  information  given,  put  in  possession  of 
valuable  assistance  in  securing  new  and  en- 
larging the  old  business. 

So,  Mr.  Proprietor,  there  are  at  least  two 
besides  yourself  to  whom  the  Hardware  Deal- 
ers' Magazine  appeals  as  a  factor  in  making 
a  better  Hardware  store.  Send'  in  your  check 
for  Two  Dollars  and  get  the  benefit  of  the 
special  offer. 

Pure  Faint  Laws 

Pr  the  following  information,  concerning 
the  enactment  of  new  paint  laws  in  sev- 
eral States,  we  are  indebted  to  Wm.  Jones, 
secretary  of  the  Martin-Senour  Co.,  paint 
manufacturers,  Chicago,  111.  Hardware  deal- 
ers, now  handling  or  contemplating  the  han- 
dling of  paints,  will  be  interested  in  what  fol- 
lows : 

The  "Pure"  Paint  laws  of  the  States  of*. 
North  Dakota,  South  Dakota,  Minnesota  and 
Iowa  become  effective  and  will  be  enforced 
from  Jan.   1,   1908. 

Stocks  of  paint  in  the  hands  of  dealers  pre--/ 
vious  to  that  date  will  be  e^^empt  from  theV; 
provisions  of  the  new  laws. 

The  term  "Paint"  is  staled  to  include  White.' 
Lead  in  Oil,  or  any  compound  intended  for 
the  same  use,  whether  tn  paste  form,  semi- 
f)aste,  liquid  or  mixed  paint  ready  for  use. 
All  containers,  such  as  cans,  kegs,  kits,  bar- 
rels, etc.,  must  be  so  labeled  that  the  pur- 
chaser may  have  the  opportunity  to  know  the 
contents  thereof,  and  also  by  whom  manu- 
factured or  distributed. 

The  labels  must  be  printed  in  the  English 
language   and  be   in   plain,    easily   read    type. 

While  the  North  Dakota  Law  does  not  re- 
quire the  labeling  of  a  house  paint  made  of 
carbonate  of  lead,  oxide  of  zinc,  and  linseed 
oil,  with  the  necessary  coloring  matter  and 
dryer,  the  fact  that  the  other  State  laws  do 
require  labels  showing  the  contents  of  cans, 
etc.,  will  cause  all  manufacturers  of  pure 
paints,  who  sell  in  the  four  or  more  States, 
to  place  labels  on  their  goods,  whether  or 
not  ''pure,"  as  understood  by  the  North  Da- 
kota law. 

.  The  North  Dakota,  Minnesota  and  South 
Dakota  laws  allow  the  manufacturers  to 
show  the  analysis  of  the  contents  of  the  pack- 
age, as  follows:  Percentage  of  each  pigment 
ingredient,  and  percentage  of  each  liquid  in- 


gredient, treating  the  pigment  and  liquid  por- 
tions €ach  as  separate  units  of  100  per  cent. 

The  Iowa  law  requires  the  percentages  of 
ingredients  to  be  stated  in  a  continuous  list 
without  any  intervening  matter,  which  neces- 
sitates treating  both  liquid  and  pigment  as 
one  unit   of    100  per   cent. 

The  Minnesota,  South  Dakota  and  Iowa 
laws  allow  to  except  the  percentage  of  color- 
ing matter  from  the  100  per  cent,  unit.,  but 
this  is  of  minor  value.  All  the  laws  require 
the  coloring  matter  to  be  called  by  its  trade 
name  and  to  state  its  chemical  analysis. 

The  Iowa  law  requires  labels  to  show  the 
NET  quantity  of  contents  of  packages  of  liquid 
paints  of  %  gallon  size,  and  upwards,  and  of 
paste  paints  of  4  lbs.  weight  and  upwards,  but 
the  South  Dakota  law  insists  that  the  net 
quantity  of  contents  of  all  sizes  of  packages 
be  shown  on  label.  It  will  simplify  matters 
to  follow  the  requirement  of  the  South  Da- 
kota law  on  this  point.  A  label  for  house 
paint  on  the  lines  of  the  following  will  comply 
with   all  the  laws : 

Total.        Pigment.        Liquid. 
Per  cent.     Per  cent.      Per  cent. 

nVhitc    base 54.5  98.8  .... 

•*Col5ring   matter 0.5  1.3  .... 

Linseed   oil 39,0  84.0 

Turpentine    3.0  ....  8.0 

Japan    dryer. .3.0  ....  8.0 

^     .  ,  100.0  100.0  100.0 

•Analysis  of  white  base— Carbonate  of  lead,  50  per 
cent. ;  'oxine-  of  zinc,  ^0  per  cent. 

•^Analysis  of  coloring  matter — Lamp  black,  carbon, 
100  per  c^nt. 

If  a  toan  makes  a  hobby,  of  his  business  and 
bestows  enough  persistency  upon  it,  he  gener- 
ally actiieves  a  degree  of  success  which  the 
unthinking,  determined  to  account  for  it  in 
Sjbmeway,^  ascribe  to  lucky  .-    ' 

Every ^inknrpays  for  the  ^mount  of  managing 
he  requires,  and  every  man's  wages  increase  in 
proportion  to  his  ability  to  act  and  think  for 
himself.  The  real  manager  does  his  work  with 
his  brains. 

Hax  &  Davidson,  Springfield,  O..  in  their 
catalogue  show  the  "Springfield"  Power 
Washer,  which  is  operated  simply  by  attach- 
ing to  any  pressure  system  of  water  works. 
The  motor  can  also  be  attached  to  any  hand 
power  washer. 

J.  H.  Sessions  &  Son,  Bristol,  Conn.,  issue 
a  folder  showing  a  splendid  view  of  their 
plant,  and  below  state  they  are  manufacturers 
of  Trunk  Hardware,  Steel  Stampings,  Wash- 
ers, Burrs,  Rivets,  and  Felloe  Plates.  The 
outside  contains:  "If  brevity's  the  soul  of  wit, 
this  brief  should  surely  make  a  hit."     It  does. 

F.  E.  Myers  &  Bro.,  Ashland,  Ohio,  have 
issued  their  annual  poster  hanger  shbwing 
many  styles  of  their  Pumps  and  Haying 
Tools.  The  calendar  sheets  are  attached  to 
center  of  hanger. 
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North  Bros.  Mfg.  Co.,  Philadelphia,  Pa.,  arc 
distributing  their  new  pocket  size  catalogue  of 
lee  Cream  Freezers.  The  various  features 
peculiar  to  their  line  are  enumerated.  Both 
hand  and  power  construction  are  shown;  also 
Ice  Chippers  and  Shaves.  The  company 
carry  a  full  assortment  of  all  styles  and  sizes 
in  stock  the  year  around,  and  orders  can  be 
filled  the  same  day  as  received. 


The  Martin-Senour  Co.,  Chicago,  will,  this 
coming  season,  supply  their  agents  with  a 
handsome  lithographed  steel  paddle  sign, 
showing  all  colors  carried  by  the  dealer.  The 
framework  of  the  sign  appears  as  mission 
finish  flemish  oak.  Their  four-color  cata- 
logue will  be  sent  to  any  interested  dealer. 


The  Yost  Gearless  Motor  Co.,  Springfield, 
O.,  in  their  catalogue  show  the  "Yost"  Gear- 
less  Motor  Washing  Machine.  It  is  dif- 
ferent from  other  Motor  Washers  on  the 
market,  and  is  readily  put  in  operation  by  se- 
curing the  supply  pipe  to  faucet  and  putting 
waste  pipe  in  sink.  The  mcJtor  can  also  be 
furnished  to  those  who  already  have  a  hand- 
power  washer. 


Taylor  Bros.  Co.,  Rochester,  N.  Y.,  has  in- 
creased its  capital  stock  in  order  to  take  care 
of  the  increased  business.  Since  its  incor- 
poration in  1890  the  concern  has  acquired  the 
business  of  the  Hohmann  &  Maurer  Mfg.  Co., 
the  Watertown  Thermometer  Co.,  the  R. 
Hoen  Co.,  Short  &  Mason,  Ltd.,  London;  H. 
k  M.  Automatic  Regulator  Co.  and  the 
.American  branch  of  the  Cambridge  Scientific^ 
Instrument  Co.,  of  Cambridge,  England.  The 
company  now  covers  the  entire  field  of  com- 
mercial, industrial  and  scientific  thermometric 
application,,  meterological  instruments  of  all 
kinds  as  well  as  an  extensive  line  of  survey- 
ing, engineer  and  scientific  apparatus. 


The  Turner  &  Seymour  Mfg.  Co.,  Tor  ring- 
ton,  Conn.,  issue  several  catalogues  cov- 
ering the  various  goods  manufactured.  That 
devoted  to  Upholstery  and  Fancy  Hardware 
shows  Upholsterers*  Nails,  Fancy  Nails,  Jack 
Chain,  Plumbers'  Safety  Chain,  Brass  S 
Hooks,  Bird  Cage  Hooks,  House  Numbers, 
Escutcheon  Pins,  Lawn  Sprinklers,  Dover 
Egg  Beater,  Screw  Pulleys,  Twine  Holders, 
Cup  Hooks,  Screw  Hooks,  Screw  Eyes,  Car- 
pet Pins  and  Sockets,  Picture  Hangers,  Pic- 
ture Hooks  and  Chains,  Towel  Bars,  Curtain 
Rods,  etc.  The  Upholstery  Hardware  cata- 
logue shows  an  extensive  variety  of  Curtain 
Rods,  Pole  Ends,  Pole  Rings,  Pole  Brackets, 
Tassel  Hooks,  Curtain  Chains,  Shade  Pulls, 
and  similar  goods.  The  Gas  and  Electric 
Portable  catalogue  shows  a  pleasing  variety 
in  the  latest  designs.  A  special  catalogue 
illustrates  a  line  of  plateaux. 


The  Niagara  Oil  Stone  Co.,  North  Tona- 
wanda,  N.  Y.,  in  catalogue  No.  2  show  their 
line  of  Razor  Hones,  Washita  Slips,  Pen 
Knife  Pieces,  Oil  Stones,  Arkansas  Oil 
Stones,  Axe  Stones,  Scythe  Stones,  Adamite 
Oil  Stones,  etc. 

The  Hartin-Senoiir  Company 

About  25  years  ago.  The  Senour  Mfg.  Co. 
commenced  business  on  a  capital  of  $15,- 
000,  and  in  a  small  factory,  25x60  ft.  A  few 
years  later  their  business  had  increased, 
necessitating  their  moving  into  larger  quarters 
at  72-74  Ewing  street,  a  building  of  two  stories, 
50x70  ft.  A  couple  of  years  later,  their  busi- 
ness still  increasing,  caused  them  to  move  to 
2520-2522  Quarry  street,  a  building  of  four 
stories,  50x100  ft.  In  1893,  owing  to  the  ex- 
panding business,  the  capital  of  the  company 
was  increased  to  $50,000.  Shortly  after  this, 
they  were  compelled  to  double  their  capacity, 
occupying  2514-22  Quarry  street.  In  1903,  the 
healthy  growth  of  the  business  caused  a  further 
increase  of  capital  to  $100,000,  and  again  in  , 
1906,  the  steady  increase  in  customers  and 
trade  called  for  a  further  increase  of  capital 
to  $200,000.  This  year,  1906,  also  brought  a 
change  in  the  name  of  the  company  to  its 
present  style.  The  Martin-Senour  Co.,  a 
change  made  in  recognition  of  the  valuable 
services  of  the  present  president,  Mr.  Z.  E. 
Martin. 

-A  fact  to  which  the  company  alludes  with 
pride  is  that  theirs  was  the  first  concern  to  put 
out  a  paint,  under  the  name  of  ''Monarch," 
composed  of  pure  lead,  pure  zinc,  pure'  linseed 
oil,  and  coloring  matter  to  the  standard  of 
100  per  cent,  purit},*,  under  chemical  analysis, 
so  that  in  North  Dakota,  where  the  State  law 
is  so  stringent,  they  can  sell  their  paint  with- 
out tagging.  All  the  cans,  however,  bear  their 
contents  accurately  stated  on  the  label.  The 
company  grants  exclusive  agencies  to  reputable 
and  pushing  concerns,  and  the  public  is  in- 
formed that  "Senour's  Floor  Paint  Wears  Like 
Iron." 

Mr.  Z.  E.  Martin,  president,  started  with  the 
company  twenty-two  years  ago  as  a  salesman, 
selling  the  first  stock  of  "Monarch"  paint 
in  Illinois.  He  was  advanced  to  general  sales- 
man and  later  rose  to  be  president.  His  busi- 
ness acumen  and  enterprise  has  lifted  the  com- 
pany to  its  present  standing.  Mr.  W.  F. 
Senour,  vice-president  and  treasurer,  has  been 
with  the  company  almost  from  its  inception, 
and  is  one  of  the  best  posted  paint  manufac- 
turers of  the  country.  Mr.  W.  Jones,  the 
secretary  and  advertising  manager,  has  been 
with  the  company  15  years.  Just  now  The 
Martin-Senour  Co.  is  making  a  4-story  addi- 
tion on  the  north  end  of  their  factory  and 
plans  have  been  made  and  accepted  for  a  five- 
story  addition,  100x60  ft.,  with  a  capacity  one- 
third  larger  than  present  premises. 
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Tfaanksgiving  Window  Displayi 

Barrett  Hardware  Company,  Joliet,  111., 
for  stimulating  trade  about  Thanksgiv- 
ing,  got  up  several  attractive  window  displays, 
one  of  which  is  presented  in  this  connection. 
It  shows  particularly  roasters  and  carvers. 
The  trimming  all  over  is  com,  sides,  back  and 
top.  Several  neat  cards  were  scattered  about 
the  display,  and  the  whole  effect  was  pleasing, 
and,  what  is  more  to  the  point,  made  many 
sales. 

Another  display  made  recently  is  the  pad- 
lock window,  on  next  page.  Two  large 
"Yale"  keys  were  suspended  from  the  ceiling, 
and  from  the  end  of  each  key  was  a  chain  to 


dow  advertising  is  the  cheapest  and  probably 
the  best  that  they  do.  One  of  the  men  spends 
a  considerable  amount  of  time  in  designing 
and  arranging  the  displays.  From  the  in- 
creased attention  being  given  window  displays 
in  many  parts  of  the  country,  dealers  are 
awakening  to  the  fact  that  no  other  line  of 
business  has  so  good  an  assortment  of  mer- 
chandise to  display  to  advantage,  not  even  the 
dry  goods  stores.  The  latter  have  been  at 
the  window  dressing  business  longer,  and  peo- 
ple have  gotten  in  the  habit  of  looking  for 
dainty  displays  in  dry  goods  store  windows. 
"Get  the  Habit"  of  having  the  public  look  for 
your  window  displays ;  it  will  pay  and  pay  big. 


Thanksgiving  Window  Display  by  Barrett   Hardware  Co.,  Joliet,  III. 


which  were  attached  at  intervals  some  pad- 
locks. In  the  foreground,  on  window  bot- 
tom, were  a  number  of  padlocks,  shown  in- 
distinctly in  the'  reproduction.  Back  of  these 
were  several  trays  filled  with  various  priced 
padlocks.  A  show  card  in  the  center  reads 
"Padlocks  are  known  by  the  safety  they  af- 
ford. We  are  proud  of  our  stock  of  Padlocks." 
The  sheet  shown  in  the  center  background  was 
not  a  part  of  the  display,  but  was  so  placed 
in  an  effort  to  eliminate  the  window  reflec- 
tion of  the  buildings  across  the  street  when 
the  photograph  was  taken.  Other  displays 
which  this  concern  made  are  equally  striking, 
and  in  nearly  all  the  point  is  made  to  show 
but  a  single  line,  or  goods  that  naturally  go 
together.    The  company  state  that  their  win- 


Speoial  Kailroad  Bates 

The  Merchants'  Association  of  New  York 
announces  that  its  application  for  mer- 
chants* rates  to  New  York  during  the  spring 
buying  season  has  been  granted  by  the  Tnmk 
Line  Association.  The  rates  will  be  in  effect 
on  February  29  to  March  4,  inclusive,  and 
3Iarch  14  to  March  18,  inclusive,  with  the  cus- 
tomary fifteen  day  return  limit.  The  special 
rate  for  the  round  trip  will  be  one  fare  and 
one-third,  effective  under  the  certificate  plan. 
Geographically  and  roughly  described,  the 
territory  of  the  Trunk  Line  Association  is  in 
New  York,  Pennsylvania,  New  Jersey,  Dela-- 
ware,  Maryland,  District  of  Columbia,  and  in 
Virginia,  north,  and  on  the  line  of  the  Chesa- 
peake &  Ohio  Railway.    The  concession  does 
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not  apply  from  points  less  than  100  miles  from 
New  York  City. 

The  Merchants'  Association  will  give  par- 
ticulars as  to  the  special  fares  to  New  York 
City  from  Central  Passenger  Association  Ter- 
ritory— the  Middle  West. 


The  Almon  H.  Fogg  Co.,  Hardware  deal- 
ers at  Houlton,  Me.,  issue  their  usual  small 
calendar  for  the  current  year.  At  the  top  of 
each  monthly  sheet  a  different  heading  is  pre- 
sented, calling  attention  in  this  matter  to  their 
extended  line  of  goods,  which  they  wholesale 
and  retail.  At  the  bottom  of  each  sheet  occurs 
a  single  line  briefly  directing  attention  to  one 
or  more  items. 


Padlock  Display  by  Barrett  Hardware  Co. 

On  the  Pkroels  Post 

■prom  many  sources  we  have  received 
•*-  copies  of  resolutions  passed  and  letters 
written  against  the  proposed  Parcels  Post 
Iegislatk>n  in  Congress  during  its  present  ses- 
sion. The  Arkansas  Retail  Hardware  Asso- 
ciation, through  Secretary  Chas.  E.  Taylor, 
Little  Rock,  Ark.,  are  keeping  their  members 
and  other  Hardware  men  thoroughly  primed 
with  facts,  and  also  posting  them  as  to  what  is 
being  and  should  be  done  to  defeat  such  a 
measure.  The  Commercial  Club  of  Fort 
Smith,  Ark.,  passed  a  series  of  resolutions  on 
the  same  subject,  which  are  receiving  wide 
publicity.  Copies  of  the  letter  written  by  A.  C. 
Bartlett,  president  of  Hibbard,  Spencer,  Bart- 
lett  &  Co.,  Chicago,  to  Postmaster-General 
Meyer,  has  been  brought  out  in  circular  form 
Md  is  being  distributed.  If  there  are  any 
Hardware  dealers  who  have  not  yet  written 
their  Congressmen   and  State  Senators,  they 


should  do  so  at  once ;  see  that  each  one  knows 
just  how  you  feel  about  this  subject.  H  every 
dealer  does  his  duty  there  will  be  such  an 
avalanch  of  determined  opposition  that  it  will 
be  almost  a  miracle  if  anything  pertaining  to 
this  bill  gets  even  out  of  committee. 

Wants  Expressed  by  Eardwaremen 

This  month's  list  of  inquiries  for  maker«  of 
goods  also  includes  several  other  ques- 
tions, as  given  below.  Answers  to  same  will 
be  appreciated  and  promptly  communicated  to 
parties  interested. 

No.  242.    "Frances"  Shutter  Stay. 

No.  243.    "Williams' "  Universal  Ratchet. 

No.  244.  "Mueller"  Ratchet  Reimer,  %  inch 
to  3  inches. 

No.  245.  Post  Hole  Borer  to  clamp  on  post 
for  boring  holes  for  fencing  wire,  with  a  slide, 
so  that  it  will  move  up  and  down  to  the  next 
hole  without  clamping. 

No.  246.  American  firms  who  install  plants 
for  tinning  and  japanning  malleable  and 
wrought  iron  saddlery  Hardware  goods. 

No.  247,    "Peeriess"  Screw  Clamps. 

No.  248.  "Moore's"  Storm  Window  Fas- 
teners. 

No:  249. 

No.  250. 

No.  251. 
and  coil  in 
cooled. 

No.  252.  A  general  Hardware  catalogue 
without  name  of  any  concern  printed  in  same. 

No.  253.  We  are  contemplating  building  a 
new  store  75  feet  front  by  110  deep.  Would 
like  ideas  and  plans  of  a  modern  country  Hard- 
ware store. 

No.  254.  A  hand  tool  that  will  close  a  wire, 
staple  or  bifurcated  rivet  on  a  small  cord, 
clinching  same. 

No.  255.    "Crescent"  Roaster  Baker. 

Advance  Postal  Card  Announcement 

Witte  Hardware  Company,  St.  Louis, 
Mo.,  have  gotten  up  a  unique  advance 
postal  card  for  the  use  of  their  traveling  sales- 
men, a  reduced  fac-simile  of  wiiich  we  present 
herewith.     This  not  only  prepares  their  cus- 

mTTE  HARDWARE  CO., 

ST.  LOUIS. 


9-foot  Folding  Rule. 
"Keystone"  Wire  Mat. 
Water  cooler  with  inverted  bottle, 
ice  chambv  in  which  the  water  is 
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Advance  Postal  Card  Announcement. 

tomers  for  a  visit  but  makes  them  look  for- 
ward to  it  It  largely  advertises  the  "H.  &  R." 
Police  Revolver. 
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Sesultful  Hardware  Advertising 

Stanley  Mills  &  Co.,  Hamilton,  Canada, 
advertise  only  in  Thursday  evening 
papers,  and  the  advertisement  appears  only 
once  in  each  of  the  three  local  newspapers.  On 
December  5  they  used  large  advertising  space, 
and  the  offers  were  quite  similar  to  what  is 
shown   in  the   reproduced  advertisement  here- 


A  Newspaper  Ad.  That  Brings  Business. 

with.  Each  of  the  advertisements  was  di- 
rected to  a  Saturday  sale.  The  results  can  be 
judged,  for  on  December  7,  1132  customers 
were  served,  and  the  sales  were  $803,  and  13 
clerks  were  kept  busy  from  8:30  a.  m.  to 
10  p.  m.  Sales  are  made  only  for  cash,  and 
not  anything  is  charged.    Hamilton  is  a  city  of 


65,000  to  75,000  population.  The  concern  state 
that  they  adopted  the  style  of  advertising 
shown  herewith  some  three  years  ago,  and 
have  continued  it  without  interruption  since, 
reducing  or  enlarging  the  advertisement  ac- 
cording to  the  season  of  the  year,  and  always 
with  satisfactory  results.  Although  the  cost 
for  electrotypes  has  been  large,  they  now  have 
qu'te  a  number  at  their  disposal,  and  remark 
t!ie  results  have  justified  the  expense. 

''Simmons'  Hardware  Encyclopaedia" 

The  above  is  the  title  of  a  new  general  cata- 
logue issued  by  the  Simmons  Hardware 
Co.,  St.  Louis,  Mo.  In  number  of  pages  it  is 
the  largest  book  of  its  kind  ever  issued,  con- 
taining no  less  than  4,800  pages,  8M!xlOVL» 
inches.  As  a  frontispiece  is  presented  a  fold- 
ing sheet  with  views  of  buildings  occupied 
at  St.  Louis,  New  York,  Wichita,  Toledo, 
Sioux  City,  Minneapolis  and  Ogden,  with  a 
grand  total  of  1,528,237  square  feet  occupied, 
or  35%  acres,  which  will  give  an  idea  of 
the  vast  interest  of  the  concern.  A  full  page 
portrait  of  Mr.  E.  C.  Simmons  follows,  to- 
gether with  the  "Foreword"  written  by  hin\. 
There  are  16  different  departments  to  this 
huge  volume,  the  first  section.  Tools  and 
Farming  Implements,  occupying  664  pages.  A 
new  and  popular  feature  is  the  number  sys- 
tem inaugurated  for  mail  orders.  The  simple 
system  of  underscoring  the  words  and  num- 
bers necessary  for  the  merchant  to  put  down 
on  his  mail  order,  makes  it  so  that  anyone 
of  common  school  education  can  write  up  a 
mail  order  from  this  book  as  intelligently  as 
a  first-class  Hardwareman.  In  ordering 
Axes  the  old  method  would  be:  "1  Dozen 
Axes,  Keen  Kutter  Yankee  Pattern,  Plain 
Bronze,  3  to  4  lbs.,  with  Champion  grade 
octagon  handles  No.  CH36."  The  new  way 
shown  in  this  catalogue  is:  "1  dozen  Axes 
No.  lOOD,  3  to  4  lbs."  Another  important 
feature  is  the  brief  yet  full  description  of 
each  article.  If  a  carpenter  comes  in  and 
wants  any  tool  and  the  dealer  docs  not  hap- 
pen to  have  the  information  memorized,  he 
simply  turns  to  the  copious  index,  quickly  lo- 
cates the  tool  desired  and  then  finds  all  the 
information  about  the  tool.  Index  tabs  are 
distributed  throughout  the  catalogue,  giving 
immediate  reference  to  each  of  the  different 
departments.  The  alphabetical  index  occu- 
pies nearly  100  pages.  A  large  number  of 
"Keen  Kutter"  goods  are  shown  in  three 
colors,  giving  the  dealer  and  his  customer  a 
vivid  idea  of  the  actual  appearance  of  the 
article.  The  object  of  making  this  book 
so  complete  is  to  enable  the  dealer  to  keep 
more  orders  at  home  that  now  go  to  the  mail 
order  concerns,  and  also  to  enable  him  to 
quickly  fill  out  orders  for  replenishment  of 
stock.  There  are  many  other  features  in  the 
book,  such  as  suggestions  for  advertising,  sug- 
gested   retail    prices,     window    displays,     etc. 
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American  Consulate, 
St.  John,  N.  B.,  November  22,  1907. 
The  Honorable  Assistant  Secretary  of  State, 

Washington,  D.  C. 
Sir: 

I  have  the  honor  to  forward  to  your  De- 
partment my  reply  to  the  inquiry  of  the  Hard- 
ware Dealers'  Magazine  of  New  York,  in  ref- 
erence to  the  extension  of  the  foreign  trade  of 
American  Hardware  dealers  and  manufactur- 
ers, in  triplicate,  for  the  use  of  the  Depart- 
ments, and  transmission  to  the  enquirer  named. 

This  consulate  has  now  a  completely 
equipped  commercial  catalogue  and  sample 
room,  where  all  advertising  matter  of  Ameri- 
can merchants  and  manufacturers  is  kept  on 
file  and  exhibition  under  proper  classification, 
for  the  use  and  information  of  local  dealers, 
and  which  I  desire  to  make  as  complete  and 
useful  as  possible  by  the  receipt  of  additional 
catalogues  from  all  American  concerns,  that 
may  be  desirous  of  extending  their  trade  in 
this  consular  district. 

I  have  the  honor  to  be,  sir, 

Gebhard  Willrich, 
American  Consul. 


December  19,  1907. 
Hardware  Dealers'  Magazine, 

New  York  City. 
Gentlemen  : 

I  have  pleasure  in  enclosing  herewith  copy 
of  report  from  the  American  Consul  at  St. 
John,  New  Brunswick,  in  relation  to  the  sale 
of  American  Hardware,  which  was  made  at 
your  instance,  and  which,  under  the  rule  that 
obtains,  has  come  to  this  Bureau  for  final  dis- 
position. Very  truly  yours, 

John  M.  Carson, 
Chief  of  Bureau. 
(Enclosure.) 

American  Consulate, 
St.  John,  N.  B.,  November  22,  1907. 
Daniel  T.  Mallett, 

Publisher  Hardware  Dealers'  Magazine, 
253  Broadway,  New  York  City. 
Dear  Sir: 

I  was  very  much  pleased  to  receive  the 
Hardware  Dealers*  Magazine  for  November, 
followed  up  by  your  letter  of  November  20. 
1907,  in  which  you  request  me  to  furnish  you 
with  the  names  and  addresses  of  the  largest 
and  most  important  importers,  or  wholesale 
merchants  in  my  district,  whom  I  consider  in- 
terested in  American  Hardware,  tools,  etc., 
and  in  which  you  also  infojm  me,  that  you 
wish  to  mail  these  dealers  a  sample  copy  of 
your  magazine  in  the  interests  of  American 
Hardware  Manufacturers,  who  desire  to  ex- 


tend their  foreign  trade.  You  also  ask  me  to 
bring  your  Magazine  to  the  attention  of  lock 
buyers. 

In  answer  permit  me  to  say,  that  I  at  once 
carefully  examined  your  publication,  and  must 
pronounce  it  a  most  excellent  one,  in  makeup 
and  exhaustive  presentation  of  the  great  va- 
riety of  articles  and  devices  manufactured  by 
American  concerns. 

You  have  adapted  the  right  course  in  send- 
ing your  Magazine  to  American  Consuls,  who 
undoubtedly   will   be   pleased   and   anxious  to" 
assist  your  efforts  to  acquire  a  larger  foreign 
market  for  American  manufacturers. 

The  best  opportunities  here  are  for  articles 
that  present  new  improvements  of  the  labor 
saving  kind,  or  devices  which  are  novel  and 
useful  at  the  same  time,  and  your  catalogue 
presents  many  such,  and  which  should  be  in- 
troduced here. 

I  have  just  established  a  new  commercial 
catalogue  and  sample  room  in  connection  with 
my  consular  offices,  where  catalogues  of  the 
various  American  business  and  manufacturing 
concerns  will  be  displayed  in  a  systematic  way, 
and  to  which  the  attention  of  the  local  mer- 
chants has  been  called. 

Thus  I  am  now  in  a  position  to  receive  cata- 
logues from  American  Hardware  dealers  and 
hope  that  you  will  advise  those  interested  in 
the  foreign  trade,  that  they  may  send  me  such 
advertisement  matter,  as  they  deem  proper, 
with  the  assurance  that  this  will  be  brought 
to  the  attention  of  the  dealers  of  my  district. 

With  the  assurance  that  you  are  at  liberty 
to  further  command  my  time  and  attention  in 
furtherance  of  an  extension  of  our  American 
foreign  trade,  I  beg  to  be, 

Yours  very  respectfully, 
Gebhard  Willrich, 
American  Consul. 

List  of  the  leading  Hardware  dealers  of 
St.   John: 

Emerson  &  Fisher,  Ltd.,  Germain  street; 
The  S.  Hayward  Co.,  Ltd.,  Canterbury  street; 
T.  McAvity  &  Sons,  Ltd.,  King  street ;  Robert- 
son, Foster  &  Smith,  Dock  street;  W.  H. 
Thorne  &  Co.,  Ltd.,  Prince  William  street ;  The 
James  Robertson  Co.,  Ltd.,  Sheffield  street; 
A.  M.  Rowan,  Main  street.  331. 


Preventmg  Bust  on  Steel  Goods 

To  preserve  steel  from  rust,  dissolve  one 
part  of  caoutchouc  with  sixteen  parts  of  tur- 
pentine, subject  to  a  gentle  heat  and  then  add 
eight  parts  boiled  oil.  Mix  by  bringing  them 
to  the  heat  of  boiling  water.  Apply  to  the 
steel  with  a  brush  as  you  would  varnish. 
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Bulletin  of  New  Dealers 


(REQUESTS   FOR   CATALOGUES    AND  INFORMATION.) 

Special  reports  have  been  received  at  the  office  of  the  Hardwasb  Dealxks'  Maoazinb  from  the  following 
new  dealers  Cor  change  in  style  of  firms)  since  last  bulletin,  stating  the  goods  which  they  handle  or  expect  to 
handle.  These  reports  are  sent  to  us  direct  from  the  dealers  themselves,  and  are  therefore  reliable.  They 
want  the  latest  catalogues,  special  circulars  or  price-lists  relating  to  the  classes  of  goods  they  handle.  The 
numbers  indicate  classes  of  goods  handled. 


1  Bttfldera*  Hardware 
%  Machlnbta*  Tools 

5  Carpenters*  Tools 

4  Cutlenr  A  Plated  Ware 

6  Tinware 

6  Woodenware 

7  Rope    and    Twine 

8  Pumps 

•  Agricultural  Goods 

10  Bicycles 

11  House  Furnishings 

IS  Guns  and  Ammunition 


IS  Building  Papers 

14  General  Hardware 

15  Electrical  Supplies 
10  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Ranges 

19  Furnaces 

20  Saddlery  Hardware 
SI  Vehicles 

88  Lead  and  Iron  Pipe 
88  Tin  Plate  and  Metals 


84  Cabinet  Hardware 
86  Horse  Shoes 

86  Plasterers'  Tools 

87  Paints  and  Oils 

88  Glass  and  Putty 

89  Blacksmiths*  Supplies 

80  Fishing  Tackle 

81  Sporting  Goods 
88  Butchers'  Tools 
88  Hose 

84  Weather  Strip 
86  Belting 


86  Lawn  Mowers 

87  Lamps 

88  Oil  Stoves 

89  Stationers'  Hardware 

40  Refrigerators 

41  Shoe  Nails,  Soles,  etc. 
48  Wood  Mantels,  etc. 
48  Plumbers'  Supplies 

44  Steam  Fitters^  Supnlies 
46  Yacht  ft  Boat  Hardware 

46  Washing  Machines 

47  Incubators 


Alabama 

Bessemer:    I.  A.  Lewis. 
Retail     (formerly     Long-Lewis     Hardware 
Co.),  1  to  7.  9,  10,  12,  14,  24  to  33,  36, 
37,  41. 

California 
Berkeley:  Cooley-Gabriel  Hardware  Co.,  Inc. 
Retail   (formerly  Cooley  Hardware  Co.),  1 
to  5,  7,  10,  12.  13,  14,  24,  26,  27,  30,  31, 

34,  36,  38. 
Petaluma:  Rex  Merc.  Co. 

Retail   (opened  new  store),  1  to  10,  12,  13, 
14, 18,  22  to  33,  36,  36,  38,  40,  41,  43  to  46. 
Goloiado 
Fort  Collins:  E.  R.  Barkley  Hardware  Co. 
Retail   (opened  new  store),  1  to  8,  10,  12, 
14,  18,  19,  22  to  26,  28  to  34,  36,  38,  40, 
41,  43,  44,  46. 
Longmont:   Longmont    Hardware   Co. 
Wholesale   and    retail    (succeeded    Thomas 
Butler),  1  to  8,  10,  12,  13,  14,  18,  24  to 
31,  33,  34,  36,  38,  40,  41,  46,  47. 

Connecticnt 

Torrington:  E.  W.  Adt 
Retail  (succeeded  J.  J.  Dwan),  2  to  8,  12, 

13,  14,  18,  30  to  33,  36,  38,  41. 

Idaho 
Cambridge:  A.  A.  Caviness. 
Retail  (opened  new  store),  1  to  10,  12,  14, 
18,  21,  25,  29,  32  to  35,  37,  41,  44. 
niinois 
Green  Valley:  Barkmeier  &  Champion. 
Retail  (succeeded  C.  E.  McNaught),  1,  3  to 

7,  9,  12,  14,  18,  19,  21,  27,  28,  30,  31,  32, 

35,  36,  38,  40,  41,  46,  47. 
Paxton:    R.  Keator. 

Retail  (added  Hardware),  1  to  8,  10,  11,  12, 

14,  18,  22,  26,  30,  32,  33,  36,  38  to  41,  46. 
Urbana:  Jno.  Smoot. 

Retail   (succeeded  Hubbard  &  Sons),  1  to 

8,  10,  12,  13,  14,  18,  24,  26,  29,  30,  31,  33, 
34,  36,  37,  38,  40,  41,  46. 

Indiana 
Crawfordsville :  Fell  &  Lovatt. 
Retail  (opened  new  store),  1,  3,  4,  6,  12,  14, 
18.  27,  28,  30,  31,  36,  46. 

l68 


Iowa 

Bonaparte:  E.  A.  Rea  &  Co. 

Retail  (succeeded  W.  S.  Walker). 
Dexter:  H.  E.  Palmer. 

Retail  (succeeded  O.  V.  White),  1,  3  to  8, 

11,  12,  14,  16,  18,  19,  22,  23,  26,  28,  30,  SJ, 
33,  34,  36,  37,  38,  40,  41,  43,  44,  46,  57. 

Traer:  A.  C.  Ryaa 
Retail   (formerly  at   Parkersburg),  1,  3  to 

7,  12,  14,  18,  23,  26,  27,  28,  30,  32  to  36, 

38,  44,  46. 

Downs:  W.  F.  Bell. 
Retail    (succeeded  Otter  Bros.),  1,  3  to  6, 

12,  14,  18,  24,  30,  33,  36,  38,  46. 
Earleton:  I.  W.  Teeple. 

Retail    (formerly  at   Waverly),  1  to  9,   11, 
12,  14,  18,  22  to  28,  30,  31,  33  to  38,  40 
41,  43,  46. 
Hoyt:   W.   H.   Cleveland. 

Retail   (succeeded  F.  H.   Rippetoe  &  Co.). 

1,  3  to  9,  12,  13,  14,  18  to  22,  26,  27,  30  to 

39,  41,  46. 

Ionia:  A.  W.  Quesenberry. 
Retail  (succeeded  Ionia  Hardware  Ca),  1,  3, 

4,  7,  8,  9,  12,  14,  18,  20,  27,  28,  33,  37,  38. 
46. 

Kentacky 

Princeton:  W.  L.  Neel. 
Retail  (succeeded  W.  H.  Rich),  1  to  14,  18 
to  32,  36  to  41,  46. 

Maine 

Limerick:   F.  C.   Crawford. 
Retail   (succeeded  W.   G.   Gigne),   1,  3,  4. 

5,  7  to  10,  12,  13,  14,  18,  19,  22,  23,  27, 
28,  37,  38,  41,  46. 

Hassachnsettft 

Lowell:  Ervin  E.  Smith. 
Retail   (formerly  Smith  &  Lawrence),  1  to 
4,  6  to  9,  13,  14,  17;  22,  23,  24,  26  to  34, 
36,  41  to  44,  46,  47. 

Michigan 

Cambria:  Blakety  &  Son. 
Retail   (succeeded  (Seo.  Bowerson),  4,  5,  7, 

8.  0,  12,  13,  14,  18,  21,  22,  35.  27.  28,  30, 
31.  32,  41,  46. 
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Grand  Rapids:  Wagner  &  Sluytcr. 
Retail   (bought  out  A.  A.  Tyler),   1  to  8, 

12,  13,  14,  22,  23,  25  to  28,  30  to  34,  36, 
4L 

Montana 

Townsend:  Missouri  Valley  Hardware  Co. 
Retail    (succeeded  Berg  Hardware  Co.),  1 
to  9,  12,  13,  14,  18,  20  to  23,  25  to  32,  34, 
36  to  41,  43,  44,  46. 

Helinudca 

Leigh:  Wenk  &  Cx>. 
Retail  (formerly  Wenk  &  Hoesly),  1  to  7, 
10  to  14,  18,  19,  20,  23  to  47. 
Ragan:  R.  A.  Danskin. 
Retail  (succeeded  J.  M.  GiflFord),  1,  3  to  7, 
9  to  12,  14,  18,  23,  26,  28,  29,  31,  32,  33, 
35  to  41,  44,  46,  47. 
Trenton:  Randall  &  Garter. 
Retail   (succeeded  A.  H.  Frenck),  1,  3  to 
7,  10,  12,  14,  18,  23,  24,  2i».  27,  32.  36,  38. 

40,  46. 

North  Dakota 

Edgeley:  Magnuson  Bros. 

Retail    (formerly  at   Bergville,   Minn.). 
Oakes:  Brown  &  Slocum. 

Retail    (formerly   Fenton   &   Brown   Hard- 
wp.e  Co.),  1  to  16,  18,  19,  27,  28,  36,  38, 

43,  44,   46. 

Ohio 

Maumcc.  C.  P.  Bigley. 
Reta-i  (succeeded  G.  H.  Blakcs),  1  to  8,  10 
to  i4,  16.  18,  20,  22.  23,  24,  26,  27,  28,  30, 
34.  36,  40,  41,  43,  46.    . 
Xew  Lexington:  Wm.  Schofield. 
Retail  (added  Hardware),  1,  3  to  8,  10,  12. 

13,  14,  IS,  20,  21.  26  to  29,  33,  34,  36,  37, 

41,  46. 

Sardis:  A.  C.  Vetter. 
Retail  (opened  new  store),  1  to  10,  12,  13, 

14,  18,  24,  26  to  39,  41.  46. 

Oklahoma 

Guymon:    Matthews  &   Bush   Hardware  Co. 
Retail   (opened  new  store),   1  to  7,  10,   11, 
12,  14,  18,  20.  21.  25,  26,  27,  29  to  33,  37, 
38,   40,   41,   46. 
Kiowa:    New    State    Furniture   &   Hardware 
Co. 
Retail   (opened  new  store),  3,  4,  5,   10,   12. 
14,  18,  28,  30,  31,  37,  38,  40. 
Kremlin:   H.  A.    Pain. 
Retail   (succeeded  Myers  &  Cowden),  1   to 
10.  12,  13,  14,  18  to  33,  36,  39,  40,  41,  43. 

44,  46,  47. 
Okarche:  Ludwig  Bros. 

Retail  (opened  new  store),  1,  3  to  9,  11  to 

14,  18.  20,  21,  22,  25  to  28,  30,  31,  33,  36, 

38,  40,  41,  46,  47. 
Perkins:   W,   E.   Moreland. 
Retail  (opened  new  store),  1  to  9.  H,  12, 

14,  18,  21,  23,  25,  26,  29  to  33,  35  to  41, 

48y  4<  46,  47. 


Orofon 

Portland:  F.  B.  Mallory. 
Retail  (opened  new  store),  14. 

Pennsylvania 

Philadelphia:  Jackson  Hardware  &  Tool  (2o., 
3304  Woodland  Ave. 
Retail  (opened  new  store),  2,  3,  11,  14,  15, 
17,  27,  30,  39. 

Tennessee 

Lynnville:   Dickerson-Orr  Hardware  Co. 
Retail     (formerly      Dickerson      Hardware 
Co.),  1.  3,  4,  6  to  9,  12,  14,  21,  22,  25,  29, 
30,  31,  32,  35,  36,  41. 

Texas 

Cuero:  J.  R  Nagel  Hardware  Co. 
Wholesale  and  retail  (formerly  J.  R.  Nagd 
&  Son),  1  to  7,  10,  11,  12,  14,  18,  20,  21, 
23,  24,  25,  27  to  31,  33,  36  to  41,  46,  47. 
Hedley:  J.  C.  Woobridge. 

Retail  (opened  new  store),  1.  5,  14,  27,  28. 
Quannah:   Lewis- Sanders  (jo. 

Retail  (formerly  W.  G.  Lewis  Hardware 
Co.),  1  to  9,  12,  14,  18,  21,  22,  23,  25,  26, 
29,  30,  31,  33,  34,  36,  37,  38,  40,  46. 

Tizginia 

Norfolk:  Armstrong-Brooks  Hardware  Co. 
Wholesale  and  retail  (formerly  J.  B.  Arm- 
strong &  Co.),  1  to  8,  10,  13,  14,  22,  27, 
28,  30,  32,  33,  34,  36,  38,  39,  41,  46. 

West  Tirginia 

Wheeling:  NefF  Hardware  Co. 
Retail  (bought  out  K.  Hoge  Ck).),  1  to  10, 
12,   13,  14,  26,  30,  31,  33,  34,  36,  41,  46. 

Wisoonsin 

Galesville:  Smithe  &  Kidder. 
Retail  (succeeded  Johnson  &  Feiring),  1  to 
8,  12  to  15,  18,  19,  22,  23,  26  to  33,  36,  38 
to  41,  43,  44,  46,  47. 

Canada 

Victoria,  B.  C. :  Drake  &  Horn,  730  Yates  St. 
Retail  (opened  new  store),  1,  3  to  7,  10,  13, 
14,  18,  19,  24,  26,  27,  28,  32,  33,  34,  36  to 
40,  46,  47. 

Robinson  Bros.  &  Co.,  Louisville,  Ky., 
Hardware  jobbers,  have  secured  the  building 
next  door  to  their  present  location.  They 
now  occupy  five  stores  and  a  basement,  and 
also  have  several  warehouses.  A  new  mail 
order  catalogue,  for  dealers  only,  is  ready  for 
distribution.  It  covers  a  general  line  of 
Hardware. 


The  Chas.  Parker  (>3.,  52  Warren  street. 
New  York,  issued  a  Merry  Christmas  and  A 
Happy  New  Year  greeting.  It  was  gotten  up 
by  H.  B.  Morris,  of  the  company,  and  in  the 
folder  appears  the  phrase,  "If  you  are  not 
already   a   user   of    'Parker'    Products,    See 

Morris  about  it"  r\r\r%]r> 
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A  Thanksgiving  Display 

The  Pierce  Hardware  Co.,  Salina,  Kans.,  to 
stimulate  their  trade  for  the  Thanks- 
giving period,  got  up  a  neat  display  which 
was  installed  in  their  show  window,  and  a 
reproduction  of  which  is  shown  herewith.  The 
background  was  made  by  a  piece  4-foot  wire 
netting,  placed  two  inches  from  the  wall.  Be- 
tween the  netting  and  the  wall  straw  was 
stuffed  in  and  also  strewn  about  the  floor. 
Above  this  arrangement  and  attached  to  the 
wall  was  the  orchestra  score  of  that  lively 
waltz  "Turkey  in  the  Straw."  For  the  center- 
piece, or  piece  de  resistance,  there  was  a  real 


Holiday  Booklet 

Louis  Ernst  &  Sons,  Rochester,  N.  Y.,  got 
out  for  the  holiday  trade  a  typographically 
attractive  catalogue  of  tools  and  fine  Hard- 
ware, being  practical  holiday  suggestions.  A 
sp^ial  cover  was  designed  for  this  twenty- 
page  book.  The  second  page  gives  their  motto: 
"Quality  first,  prices  next.  A  tool  will  be  re- 
membered as  satisfactory  or  not  long  after  the 
price  is  forgotten.  Our  aim  has  been  to  pro- 
vide our  customers  with  the  very  best  goods 
produced.  This  we  shall  continue  to  adhere 
to."  Then  follow  pages  of  illustrations  and 
descriptions,  including  Food  Choppers,  Christ- 


A  Thanksgiving  Window  Displ.w  by  the  Pierce  Hardw.\re  Co.,  Salina,  Kans. 


stuffed  turkey,  and  in  his  strutting  posture 
commanded  the  respectful  attention  of  all  the 
onlookers,  of  which  there  were  many  at  all 
times.  Roasting  pans  were  appropriately 
placed  near  the  back  of  the  display.  At  the 
right  is  a  large  block  of  wood,  in  which  an 
axe  was  driven.  Near  the  front  of  display 
several  enamel  roasters  were  located,  one  con- 
taining quail  and  in  the  other  three  were 
ducks.  These  articles,  together  with  carver 
sets,  made  a  display  that  brought  additional 
trade. 


mas  Tree  Holder,  Carving  Sets,  Table  Knives 
and  Forks,  Razors,  Scissors  and  Shears, 
Pocket  Knives,  Skates,  Tool  Cabinets,  Work 
Benches,   Tool   Sets,   Scroll  Saws,  etc. 


Smith's  General  Hardware  Store,  Shrews- 
bury, Pa.,  got  out  a  large  circular  especially 
devoted  to  Christmas  goods,  which  included 
an  p.ssortment  of  toys,  silverware,  cutlery, 
etc. 


F.  R.  Marrs,  Wolford,  N.  Dak.,  uses  .half  E.  N.  Howell  Hardware  Co.,  Dixon,  111., 
pages  in  a  local  newspaper  to  talk  to  the  used  a  whole  page  in  their  newspaper  for  call- 
people  in  his  vicinity,  about  Stoves,  Wash-  ing  attention  to  goods  in  stock,  which  were 
ing  Machines,  Christmas  Goods,  etc.  especially  appropriate  for  gifts. 
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Sell  Time-Tested  Silver 

Don^t  waste  time  experimenting  with 
unknown  brands  of  silver  plated  ware,  but 
handle  what  you  know  and  your  customers 
know  to  be  of  the  highest  grade. 

Every  piece  of  silver  plated  ware  stamped 

*  ROGERS  &  BRO.  A-I 

(TRADE-MARK) 

has  back  of  it  the  reputation  and  experience 
of  over  $0  years'  successful  manufacture. 
Everywhere  the  famous  "STAR  (*)  BRAND*' 
ranks  as  a  leader;  everywhere  it  has  proved 
satisfactory  to  both  dealer  and  customer. 

Let  us  help  you  advertise.  Send 
for  Booklet,  "Advertising  Hints  and 
Su^estions,"  and  other  free  adver- 
tising matter.- 

ROGERS  &  BROTHER 

International  Silver  Co.,  Successor 

WATERBURY.   CONN. 
New  York  WafCfooim:    9-11-13  Maiden  Lane 
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JANUARY 

This  ends  our  month- 
ly series  of  brief  bi- 
ographies of  leading 
Americans. 


-1908- 

A  series — System  in 
business  will  begin 
with   February  issue. 


NOTE. 

**Uncle  Sam's  Boys," 
neatly  bound  in 
pamphlet  fonn,  will 
be  mailed  to  any 
hardware  dealer  in 
the  world  upon  re- 
quest without  charse, 
A  postal  will  do. 


WILLIAM  Mckinley, 

Born  January  89.   1848.     Died  Sbptbicbbr  14,  1901. 

UNCIB  SAM  SAYS: 

,  William  was  not  a  college  graduate,  but  was  a  college  boy;  ill  health  prevented  the  completion  of 
his  education. 

I  like  to  speak  of  his  life  in  connection  with  the  hardware  business,  as  he  came  from  a  family  of 
hardware  men — ^both  his  father  and  grandfather  being  iron  manufacturers. 

His  first  occupation  was  teacher  in  a  public  school.  At  the  beginning  of  the  war,  entered  the 
army  as  a  private,  served  four  years  and  by  merit  and  faithfulness  rose  to  the  rank  of  Major.  After 
two  years  of  study  was  admitted  to  the  bar  and  commenced  his  law  practice  at  Canton,  Ohio. 

His  first  public  office  was  Prosecuting  Attorney  of  his  County.  His  effective  speeches  in  the  Ohio 
Gubernatorial  campaign  of  1876  attracted  the  attention  of  the  leaders  of  his  party  and  secured  for  him 
the  Republican  nomination  to  Congress.  He  was  elected,  also  re-elected  twice.  In  his  fourth  race 
was  declared  elected  by  8  votes,  but  after  a  long  contest  was  unseated.  In  the  succeeding  election 
was    tritimphantly    returned    by    a    large   majority,  was  again  re-elected  twice. 

His  reputation  in  Congress  rests  chiefly  on  a  tariff  bill  that  bears  his  name,  although  he  took 
part  in  all  important  debates,  especially  those  relating  to  revenue  and  the  tariff. 

In  1891  was  elected  Governor  of  Ohio,  by  the  largest  majority  ever  given  a  candidate  in  that  State. 

In  1896  was  nominated  op  the  first  ballot  by  his  party  for  President,  and  was  elected  after  a  cam- 
paign of  more  intense  interest  than  was  displayed  in  any  election  since  the  Civil  War.  His  election 
restored  confidence  in  the  finances  of  the  country  and  was  the  beginning  of  the  most  prosperous  times 
the  United  States  have  ever  known. 

His  first  term  was  memorable  chiefly  for  our  war  with  Spain,  and  ita  successful  termination,  the 
acquisition  of  Porto  Rico  and  the  Philippfaie  Islands.  His  policy  was  so  acceptable  that  he  was  again 
elected  by  a  larger  majority. 

He  served  only  a  few  months  of  hit  second  term.  While  attending  the  Pan  American  Expoai- 
tion  in  Buffalo,  N.  Y.,  was  shot  by  an  anarchist,  after  lingering  for  nine  days,  passed  away,  mourned 
by  the  entire  American  people. 

"He  was  of  singular  uprifl^tnesa  and  purity  of  character,  alike  in  public  and  private  life;  a  eitisen 
who  loved  peace,  he  did  his  duty  faithfully  and  well  for  four  years  of  war  when  the  honor  of  the  nation 
called  him  to  arms.  As  Congressman,  as  Governor  of  his  State,  and  finally  as  President,  he  rose  to  the 
foremost  place  among  our  statesmen,  reaching  a  position  which  would  satisfy  the  keenest  ambition;  but 
he  never  lost  the  simple  kindncw  toward  every  human  being,  great  or  small,  lofty  or  htunble,  with 
whom  he  was  brought  in  contact,  which  io  endeared  him  to  our  people. 

NORVELL-SHAPLEIGH   HARDWARE  CO* 

IMS  flnr.  LOUIS 
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reatest  campaign  ever  known  for 
kthing  is  now  in  full  swing  on 
NSET  PAPERS— the  original 
sheathing  papers — the  kind  lead- 
its  have  specified  for  twenty-five 

e  ve  launched  our  advertising  in 
agazines  throughout  the  country- 

to  bring  customers  into  your 
-tising  that's  bound  to  create  a 

NEPONSET  such  as  no  sheath- 
al  ever  has  known. 

ions  of  people    are   now  being 
by  this  widespread  NEPOJJSET 
ring. 


aany 
field 


of  these  people  live  right 


lem  are  going  to  build — are  even 
ig  what  they  will  use. 
jvery  one  interested — ready  to  be 
id  here  is  what  our  advertising 

ves  the  tremendous  importance 
this  sheathing  which  acts  like  a 
all  over  the  house. 
*oves  its  extra  value  far  ahead  of 
;ra  cost,  and  that  it  soon  pays  for 
in  the  heat  it  saves, 
shows  the  customer  what  you 
ady  know— that  NEPONSET 
PERS  are  wind  proof  and  damp 
7  the  cold  out  and  all  the  heat  in, 
ir  territory  who  is  going  to  build 
d  this  NEPONSET  advertising, 
laking  him  want  it — he'll  insist 
ring  it  and  go  to  the  dealer  who 
pply  the  goods  — 

rhich  brings  us  right  up  to  where 
ou  come  in — loe  mil  Jill  no  con- 
Humers'  orders  direct. 


F.W.  BIRD  tSOU 

CAST  WALPOLC,  HASS. 
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NEPONSET  Proposition  ? 


WRITE  now  for  the  NEPONSET  proj 
tion — if  you  are  not  already  carr 
KEPONSET  in  stock.  Every  a 
and  every  inquiry  received  from  the  thousi 
who  read  our  advertising  is  referred  to 
nearest  NEPONSET  dealer.  We  will  gel 
benefit  except  through  you — through  the  de 
in  each  citv  and  town  who  takes  up 
NEPONSET'  proposition. 

Will  you  stand  by  while  someone  els 
your  territory'  reaps  the  benefit  of  this  g 
campaign  ? 

Are  you  going  to  lose  this  NEPON! 
business  and  the  sales  you  can  make  on  o 
materials  when  once  the  customer  enters  2 
store? 

Someone  will  sell  it  in  your  locality — 
that  "  someone"  going  to  be  you  ? 

You  will  not  have  to  stock  an  unkn 
material  but  the  best  known  and  most  wi( 
used  sheathing  paper  made.  You  won't 
NEPONSET  an  untried  line— it's  the  spec: 
standard  of  every  good  architect.  It  is 
only  sheathing  paper  you  can  guarantee  to 
as  long  <^s  your  customer's  house. 

Ten  rolls  of  sheathing  paper  cover  the  a 
sized  bouse — vou  make  $1.80  profit  on  ea 
of  NEPONSET.  Compare  this  profit  of  $1 
the  $3  and  $4  made  on  rosin  sized  paper  anc 
tarred  felts  if  your  competitor  doesn't  cut 
you.     No  standard  quality — no  standard  p 

We  make  it  easier  to  sell  NEPONSET  1 
sell  Rosin  Sized  or  cheap  Tarred  Felt — eai 
you  to  make  $18  than  $3  or  $4.  Is  it  \\ 
considering? 

You  can  get  the  profit  that  NEPONS 
offers — ^}'ou  can  get  the  trade  that  our  adv 
tising  will  help  to  bring  to  your  doors. 
WRITE  NOW. 


r,W-  BIRD  asdN 

KAST  WALPOLE.  MASS. 
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the  Chain  and  It  Lights  histanfly 

A  GASOLINE  .  LIGHTING  SYSTEM  THAT  RE- 
QUIRES NO  GENERATING;  is  as  convenient  as  elec- 
tricity or  gas  and  costs  less  than  one-twentieth  as  muck 
to  operate.  Looks  like  the  latest  Nemst  electric  arc  lights. 
It  will  revolutionize  the  lighting  of  stores  and  homes.  Any- 
one can  install  and  own  a  lighting  plant  at  a  cost  of  from 
$20  up,  according  to  the  size  of  the  space  to  be  lighted; 
500  candle  power,  two  hours  a  night  for  a  NICKEL  A 
WEEK.  Will  actually  run  40  to  60  hours  on  one  gallon 
of  gasoline.  Every  outfit  carries  an  eleven-year  guarantee 
backed  by  a  responsibility  that  is  unquestionable.  The  only 
objection  to  gasoline  lighting,  viz.,  having  to  generate  the 
lights  before  using,  entirely  overcome.  Send  for  our  48- 
page  catalogue,  showing  many  beautiful  designs. 

CUIU  IKIT  C0„  »  N.  Cnib  St,  CUeaf* 


20th  CENTURY  HANGERS 


The  Simplest,  Most  Satisfactory,  Bound  Track 
Hangers  and  Bail  on  the  market.  They  sell  at 
sight.     Our  prices'  are  attractive. 
Write  to-day. 

HARVARD,    ILLINOIS 
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Haive  You  Seen  Us  ? 

Cylindrical  in  shape.  Made  entirely  of  gal- 
vanized steel.  Casing  or  sides  bein^  made  of 
two  sheets  of  salvanized  steel  one  inch  apart, 
lined  with  linofelt,  making  a  perfect  dead  air 
space. 

Ice  chamber  and  revolving  shelves  detachable 
and  easily  removed  for  cleansing,  leaving  nothing 
but  smooth  walls,  which  can  be  easily  cleansed. 
Flur  Sap«rl«^  !•  •  W«od  Refrigerator,  as 
there  is  nothing  to  swell,  warp  or  shrink;  it  will 
not  rust  or  corrode,  nor  will  it  absorb,  exude 
or  retain  any  foreign  matter. 

De  Vaox  Sanitary 
MetaUlc  Refrigerators 

TBE  ACME  OF  PEBF*  mON.  Saves 
85  per  cent,  of  the  ice  in  cooling  the  air.  No 
corjiers  to  accumulate  germs  or  waste  matter,  no 
reaching  over  dishes  or  daubing  the  sleeves  into 
the  food  or  knocking  things  over  trying  to  reach 
dishes  at  the  back.  SitnpTy  turn  the  shelf  as  it 
revolves,  and  the  article  or  space  is  in  front  of 
vou.  Separate  chamber  for  the  Green  Vegeta> 
Dies,  Berries,  Fruit  and  the  like  (which  do  not 
require  so  low  a  temperature  as  other  foods), 
thus  eliminating  all  possibility  of  taste,  odor  or 
anv  unsanitary  conditions  that  exist  in  wooden 
refrigerators. 

Finished  in  imitation  oak,  white  enamel  inside. 
Locks  and  hinges  of  solid  brass,  polished. 
Send  for  Catalogue. 

HoiRi  MitaHIo  Itofrlgtritor  Co. 

AL.BBRT   LrBA,    MIMM. 
OR 

New  York  House  Furnithiiig  Goods  Co..  93  RcMle  St..  N.  Y. 
FarweH  Oimiui.  Kirk  ft  Co..  St.  Paul.  Minn. 
John  A.  DnoB  Co..  St.  Anthooy  Park.  St.  Paul.  Minn. 
The  Brown-Hurley  Hardware  Co..  Des  Moines.  Iowa. 
DISTRIBUTORS 
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GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire   Fastener 

Sold  by  all  Jobbers 

Manufactured  only  by 

J.  L.  Clark  Mannfactaring  Co. 


Rockford,  lUinois 


Profit  For  Dealers 


KIRCH'S  SANITARY 

Combination 
►      Commode 
k     Chamber  Pail 

%    Absolutely  Odorless 

Because      cover       fits 
down     into     groove     of 
water,  forming  a  trap. 

Aak  Your  Jobber 

WEBER -KIRCH 
MFG.  CO. 

KEOKUK,    •    -    IOWA. 

Wholesale 
Hardware 
Directory 

14th  ANNUAL  EDITION 

'T'HE  information  given  in 
this  Directory  consists  of 
a  brief  description  of  the 
Wholesale  Hardware  Houses 
of  the  United  States  and 
Canada,  giving  the 

Date  Established 
Capital  Stock 
If  Incorporated 
Territory  Covered 
Lines  of  Goods 
Handled 
etc,  etc, 

PRICE,  Sl.OO.  POSTPAID 


DANIEL    T.   MALLETT, 

Publisher, 

233  Broadway,      ::      NEW  YORK 
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Signs  of  SALESMANSHIP 

^^JJ>(g[»  That's  the  correct  name  for 

WRENCHES     Meyercord  Decalcomania 

WINDOW   SIGNS 

for  the  very  reason  that 

They  Do  Sell  Goods 


Miniature  reproduction  of  a  Meyercord 
Window  Sign 


The  "Proof  0/  the  Pudding  is  in  the  Eating" 

and  the  fact  that  Meyercord  Window  Signs 
are  now  considered  "part  and  parcel"  of  many 
of  the  most  important  products,  proving  that 
these  signs  involve 

Pronounced  Salesmanship  Qualities 

If  your  goods  are  on  sale  a  MEYERCORD  DECAL- 
COMANIA SIGN  on  the  WINDOW  or  DOOR  of  the 
store  will  let  the  public  know  it  and  in  a  way  that  will 
impress  it  on  the  mind. 


By  day  of   night   these  telling  signs   hold  up 
your  product  to  the  eye  of  thousands. 

We  want   every  advertiser 
in  the  country  to  fully  inves- 
tigate    the   value    of 
MEYERCORD    SIGNS  k  >  4.- 


«<^-^ 


# 


Thousands 

of 

SATISFIED 

Advertisers 

.    are  oar 

References 


as     an     advertising 
medium. 


>°„-*" 


The  Meyercord  Company,  Ine. 


/  •<;*' 
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OFFORTUMITY 


They  do  me  wrong  who  say  I  come  no  more 
When  once  I  knock  and  fail  to  find  you  in ; 

For  every  day  I  stand  outside  your  door, 

And  bid  you  wake,  and  ride  to  fight  and  win. 

Wail  not  for  precious  chances  passed  away, 
Weep  not  for  golden  ages  on  the  wane ! 

Each  night  1  bum  the  records  of  the  day; 
At  sunrise  every  soul  is  born  again. 

Laugh  like  a  boy  at  splendors  that  have  sped. 

To  vanished  joys  be  blind  and  deaf  and  dumb; 
My  judgments  seal  the  dead  past  with  its  dead, 

But  never  binds  a  moment  yet  to  come. 

Though  deep  in  mire,  wring  not  your  hands  and  weep, 
I  lend  my  arm  to  all  who  say  "I  can !" 

No  shamefaced  outcast  ever  sank  so  deep 
But  yet  might  rise  and  be  again  a  man ! 

Dost  thou  behold  thy  lost  youth  all  aghast  ? 

Dost  reel  from  righteous  retribution's  blow  ? 
Then  turn  from  blotted  archives  of  the  past 

And  find  the  future's  pages  white  as  snow. 

Art  thou  a  mourner?     Bouse  thee  from  thy  spell; 

Art  thou  a  sinner  ?     Sins  may  be  forgiven. 
Each  morning  gives  thee  wings  to  fiee  from  hell. 

Each  night  a  star  to  guide  thy  feet  to  Heaven ! 

By  WALTER  MA  LONE 

We  wish  YOU  Happiness  and  Healthy,  Rational, 
WeU-grounded  Prosperity 

FOR  THE  NEW  YEAR  1908 


The  Dover  Manufacturing  Co. 

Sole  Makers  and  Patentees  of  ASBESTOS  SAD  IRONS 

Dated  Canal  Dover,  Ohio, 
January  1, 1908. 
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American  Standard  One  Hand  Rotary  Disc 

^LrHNTER  **The  Old  Reliable** 

Easily  Operated  by  a  Boy  or  Girl 

'itted  with  Sheffield's  fdmous  adjustable  "seed  disc,"  which  rotates 

ar  to  the  disc  in  a  horse  planter. 

•Ispecially  adapted  for  planting  field  corn  and  beans,  although  used 

arious  other  seeds  and  grains. 

»old   in   46   States   and   Territories   of  the   Union;    also   12    foreign 

tries. 

SHEfTIELD  POTATO  PLANTER 

'he  best  features  of  all  others  combined  in  this  planter.  The  handle 
ijustable  to  the  height  of  the  operator.  The  jaws  and  points  are 
rior  to  any  other. 

Send  for  Descriptive  Circulars  and  Prices 

EFHELD  MFC.  CO.,  But  Oak,  Mtehlgaa.  U.S.A. 

Largest   Makers  of  this  Class  of  Goods  in  the  United  Slates 

•YANKEE^  CAN  AND  BOTTLE  OPENER 

■cavfCflTIi  Caps 
pytoCerIn 


C  G.  Hnssey  &  Company 

PITTSBURGH*  PA. 

Manufacturer*  of 

COPPER 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Tacks 
Copper  Gaskets. 


A    BIO    LEADER    AT    lOc. 


Coats  you  no  more  than  the  ordinal y 
^Vrite  ua  for  name  of  nearest 
Jobber. 

Taylor   lWffl0.  Co. 

HARTFORD,  CONN. 


The  "^V  Alligator  Wrench 


This  makes  a  rery  good  wrench.  Made  of  good  steel,  and 
yon  will  find  yon  can  use  it  In  many  places.  Made  hy 
F^.    «l.     MoCABB,     Sh^lton,     Gonn. 


liHONfEY  is  scarce ! 
CO  A.]-i  is  liigli ! 

Xow  is  the  Logical  Time  to  sell  Ash  Sifters. 
The  **Acme"  has  more  good  Selling  Points  than 
any   other  Ash  Sifter  before  the  Trade,  viz.: 

EBtlrely  Automatic. 
No  Slialdiio  or  Revolving  Sieves. 
Saves  cinders  Y^tbont  Ttonble  or  Work. 
Saves  Cinders  Y^tboat  Soiling  the  Hands. 
Pays  Good  Profit  to  Dealers. 

KME  BILl-BEARING  SAliS  CO.,  56  Warm  Street,  New  York 


JUST 

WHAT 

YOITRE 

LOOKING 

FORI 

Send 

Postal  for 
Brief. 
Bright 
Booklet 


ttULirals 
-«ll  tti 

Hcunii 


COOK'S  PATENT  LBTBL. 


ATMl  yo>  can  mU  qvloklr,  proflutilr  and  latlateotorllr  to  Carpenters,  Masons,  BrlcUarers,  and  all  who 

use  LeTels  or  Plombs,  Is  the 


:DAVIS  &    COOK    LEVEL 


10  feet  away.     Yon  know  the 
over  them.     For  sale  by  all  leading 


Tte  dlllerent  Xjeyel—wlth  ttie  halb  seen  In  all  poiltloni.  Under  or  orer-or 
weMe  wtth  the  old  fliyle  bolh-ln-tbe-top  Ler^l-nseleM  nnleu  yon  ttand  over 
iMera.   Oatalofae  on  appUoatton.  Hade  only  hy 

DAVIS  A  COOK,  Watertown,  N,  Y.,  U.  8.  A. 
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Incubators  and  Brooders 


A  PROFITABLE  UNE  FOR 
HARDWARE   DEALERS! 


Cut  of  No.  3 

Ideal  Brooder — 

half  size  of 

Catalogue   Cut. 


Ci 


WE  have  a  proposition  that  will  interest  every  hardware  dealer  to  handle 
Incubators  and  Brooders.  Our  line  is  extensively  advertised  and 
easy  to  sell.  Simple  and  easy  to  operate,  and  sell  themselves  if  placed 
where  they  can  be  Seen  by  your  customers,  incubators  are  no  longer  an  ex- 
periment, but  are  just  as  necessary  in  the  raising  of  poultry  as  a  plow  on  a 
farm.  Send  for  our  catalogue  and  our  prices  to  dealers.  You  will  surely  be 
interested. 

J.  W.  Miller  Company^ 

Manufacturers  of  High-Clasa  Standard  O^w  1 1  fi     V^«mw^«^^«>4.     Ill       T  7     G      A 

Incubators  and  Brooders.  OOX  ll0»    £  reepOlTt    111**    V*   O*    A* 


A  Few  Good  Things  From  Our  Extensive  Line 

W    ^^"■'■""■■"■uu,,^^^         of  Hardware  and  Woodenware 


No.  4.     Dandy  Carpet  Beater. 


500,000 

No.  13 
DANDY  MOP  STIX 
sold  since  Jan.  Ist,  *06. 

Your  stock  is  not 
complete  without 
the  Dandy  No.  13. 


THEO.    J.    BUY    MFQ.    CO.,        Oirard,   Pa, 
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NEW  IMPROVED 
Pitcnt 

Malleabie  ITM 
OILERS 

Three  Sizes, 
Nos.lU2andl3. 


HAMMEI'S  ADJUSTABLE  CLAMPS, 

■AMMER'S  MALUABLE  DON  OliaS-S  Sbes, 

HAMMEK'S  M.  L  HABiGffiG  LAMPS. 

NEW  PATTERN  Heary  Screw  Clamps.  Strongest 
In  the  MarkH.  For  sale  by  all  the  principal  Hardware 
Dealers.    Send  for  Price  List. 

Malleable  Iron  Casttncs  of  snperior  qaality,  and 
Bardware  Specialties  In  Malleable  iron  made  to  order. 

HAMMER  ft  CO.,  BraHford,  Cou.    * 
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Prices  to  the  Trade  on  Application 

Perfection  Nanofactoring  Co. 


irftl 


WARRANTED 

monds 


7  Wetter  St., 


Boston,  Mass. 


asssjf'.'jsB"' 
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IN  CONNECTION  WITH  THE 
ANNUAL  CONVENTION  OF  THE 


Ohio  Hardware  Association 

MEMORIAL  HALL,  COLUMBUS,  OHIO. 
FEBRUARY  25,  26  AND  27,  1908. 


This  Exhibit  offers  the  best  possible  opportunity  to  show 
your  goods  under  the  most  favorable  conditions  to  hundreds 
of  progressive  and  up-to-date  Hardware  Merchants.  You  can 
talk  face  to  face  with  the  man  who  sells  your  goods  over  the 
counter. 

The  Exhibit  Committee  has  given  much  thought  to  mak- 
ing this  a  business  proposition  for  the  Exhibitor  as  well  as 
Retailer. 

A  large  number  of  Hardware  Men  attend  the  Exhibit  for 
the  purpose  of  studying  new  lines  and  buying  goods. 

Memorial  Hall  is  perfectly  lighted  by  electricity.  Gas  also 
in  building.  One-half  of.  each  day  devoted  exclusively  to 
exhibits. 

At  the  request  of  many  of  last  year's  exhibitors,  Universal 
Booths  will  be  erected  on  part  of  the  floor  space.  These 
booths  will  be  decorated  in  black  and  orange  and  finished  in 
the  most  artistic  manner.  Electric  light  in  each  Universal 
Booth. 

Competent  architects  have  carefully  worked  out  the  plan. 
The  whole  will  present  a  magnificent  appearance. 

Other  spaces  will  be  left  without  Universal  Booths  for 
those  exhibitors  who  wish  to  erect  their  own. 

This  Convention  will  bring  together  the  largest  number 
of  Retail  Hardware  Merchants  ever  assembled. 

Write  for  Plan  showing  floor  space  and  Isometric  Per- 
spective showing  the  Universal  Booths  in  colors.  Reserva- 
tions made  in  order  in  which  applications  are  received 

W.  L.  JACOBS,  Chairman,  Youngstown,  Ohio. 
W.  M.  CRUMRINE,  Salem,  Ohio. 
J,  R.  DICKSON,  Columbus,  Ohio. 

FRANK  A.  BARE,  Secretary, 
Mansfield,  Ohio. 
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Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND    FOR   CATALOG 
N«<w^  Yoplc  LK>nclon,  Bnsland  Wlnctaor,  Canada 


STEHIEM'  MTEW  C 

L«veL  Square,  Inolino! 
Right  Angle  Trian 

OUTS  1-4  SIZE 


tmrmd   MmU,   0M.OO  Mmf 


THE    AHAPIN' 


JTEPHENS 

If  UNION    V    FACTORY 

raiB   NKADOW.   OOllll..   V.   9.   A 


\o. 


NtMfodoran  tf  Raki,  Uvtla»  PlMNi^ 
Qmgm,  HMid  Sa«ira»  Btu 


WHAT  SHALL  THE  HARVEST  BE 
BUT  GREATER  PROSPERITY 


Now  is  the  time  to  look  around  and  discriminate 
—see  where  you  can  buy  the  finest  goods  at 
right  prices  and  put  your  stock  in  best  possible 
shape  to  attract  good  tool  buyers. 

ReUance  Tools  Are  ParUcalariy  Distinctive 

<|  Superior  Construction. 

4|  Finest  and  Most  Uniform  Temper. 

4|  Beautifully  Finished. 

4|  Special  Handles  and  otherwise 

attractive  and  desirable  to  fine 

tool  buyers. 

The  Reliance  Edge  Tool  Co. 

Youii0stowiit   Olilo 


■!PP"i>^pi 


fg  ^  DwvA^U  «V4r  Ypu  Mbmtiov  0AEPWAR£  DEALERS'  MAGAZINE. 

Digitized  by  V:iOOQIC 


i86 


HARDWARE  DEALERS'  MAGAZINE 


Januart.  1908. 


''Arrow  Brand"  Barbed  Wire 


For  the  convenience  of  our  dealers  and  their  customers  we  put  up  our  celebrated  "Arrow 
Brand"  Barbed  Wire  in  80  rod  Reels.  This  effects  quite  a  saving,  as  it  avoids  the  waste  and 
inconvenience  of  random  length  reels. 

It  is  made  on  the  well-known  Glidden  Type,  of  high-grade  galvanized  steel  wire,  and  is  a  high- 
grade  article  in  every  respect. 

It  is  much  more  profitable  to  the  dealer  than  ordinary  barbed  wire.  You  are  missing  a  valuable 
opportunity  if  you  do  not  carry  in  stock  a  quantity  of  this  popular  specialty.  Let  us  quote  you 
on  it. 


KEYSTONE  STEEL  &  WIRE  COMPANY. 


PEOUA,  ILUNOIS 


Berger's  Wrought  Star  Ears 

This  is  as  fine  an  ear  as  can  be  made.  Every  piece  is  perfect, 
with  fine  finish,  nicely  tinned,  same  size  and  thickness  as  our 
malleable  Star  Ears.  No.  30  corresponds  to  malleable  No.  3, 
etc.    Furnished  in  gross  boxes  or  in  bulk  to  suit  the  purchaser. 

Sampl€9  Mailed  Free  Upon  Request. 

BERGER  BROS.  CO.      -       Manufacturers 

OFFICE  AND  STORE,  237  Arch  Street 

WAREROOMS.  lOO-lOMOl  Broad  Street 

FACTORY,  3114-16.18-JI  N.  17th  Street 

PhiladelpUa 


STERLING  HACK  SAW  BLADES 


STERUMG 


ANY  SALESWAN 

can  sell  just  ''what  is  called 
for/'  a  good  salesman  will  push 
a  better  article  costing  less 
—  Sterling    Hack    Saws    Pay. 


money  —  making   more   money   for  his   firm 

BRITISH  OFFICE:    IS-lf  WUmb  81    LONDON.  E.  C  ENGLAND. 


DIAMOND    SAW  (!<c  STAMPING  WOR.KS. 

557      7^^     ST.  B  U  FFA  uO.  r-' .Y. 
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Rickarils  Door  Haiders 


DealeffBl 
easy  tos 

Send  for 
catalog. 


The  trolley  type  of  Bam  door 
Hangers  is  becoming  more  popular 
every  day.  The  track  forms  a  com- 
plete covering,  and  affords  a  perfectly 
smooth  runway  for  the  hanger. 
Hanger  is  roller-bearing  and  easy  to 
put  up  and  adjust. 

MANUFACTUREU  BY 

Tbt  Richards  Mfg.  Ci.,  Aurora,  III. 


TRIP  GONGS 

from  2  to  24  inches 
in  diameter,  manu- 
factured  from 
Steel,  Brass  or  Bell 
metal,  and  finished 
in  Black  Japan, 
Aluminum,  Nickel 
or  Brass. 

Foot,  Roof  and  Conductors*  Signal  Gonss. 
Gona  Shells  only -all  sizes  and  finishes. 

G.  C.  REITER,  Canton,  O. 


8PB0CKT8  and 
DRIVE  CHIIHS 

For  Automtbilts 
and  Maohintry 

Write    us    for   price 

Baldwin  Chain  and  Mfg.  Co. 
1 83  ChandlerSt.y  Worcester,  Mass. 

Agents: 
N.  V.  GREENWOOD.  166  Like  8t..  Chicago,  III. 
N.  D.  SIMMONS,  1717  Broadwajf,  New  Yo.k.N.  Y. 
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for  whleh  w«  ta«vc  reserved  tkls  space,  is  a 

RIVETIIMO     IVIACHIIM 

For  sctltes  Tabular  mmA  Blflureatcd  Rlvcto 


to  be 


IT'S  GUARANTEED 

[  malleable  Iroa  aad  free  Irom  laiperf oetlona  la  world 
If  by  aot  acU  tbe  auaraateed  kliid  7   Catalogae  tar  tbi 

F.  H.  SMITH  MFG.  CO.,  CHICAGO,  ILL.,  U.  8.  A. 


^mW  your  Jobber 

FOR 

"WOODHOIM  CHAINS'' 


Traces,  Cow  Ties,  Heel  Chains; 
Proof  Coil,  Machine  and  Hand- 
Made.    Crane  Chains. 

WOODHOUSE  CHAIN  WORKS 

imENTON,  N.  J. 


« 


Automatic  Wire  Straight- 

eners  and  Cutters 
Riveting  Machinei 
Cotter  Pin  Maehinet 
Buckle  Tongue  Machines 
S  Hook  Machines 
Cold    Roll    Swaging   Ma- 
chines 
Staple  Machines 
Butt  Milling  Machines 
Butt  Drilling  Machines 
Sprue  Cutters 
Special    Automatic    Wire 
Forming  Machinery 


The  F.  B.  SbBStir  Gi 

FonBcrljrJshB  AtftASoa 

New  Haven.    .     .     Conn. 


and  a  Candle  are  all  you 
need  to  make  a  permanent 
^        repair. 

WARE,   Etc.,    Etc 

Par  Sola  Bvafywhcre 
MT  TO  THE  TRADE 

Street,  Boston,  Mass. 


TUCKS'    TOOUS 


{BUST  IN  THE  WORLD) 


TUCK  MPQ.  OO.,  Brockton,  Moa^. 
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Steel  Spiders.  Griddles 
and  Kettles 


Wary*  Sc«rch« 

Spafl  Food. 


Not 


Tft#  Omtmim^  Brem404  '^NayBB-BBMAK." 
ImiUiia»$  Fool  tho  FooUoK 

TBE  AVERYSTABiPING  CO. 

CXEVELANI|»  OmO 


«Ju0t  Read  tlie  Dial 


PELOUZE  POSTAL  SCALES 

Warranted 
''nejr  Id  iiiijlfci^  al  i  flMct** 

Besides  giving  the  accurate  weight  by  % 
ozs.,  they  tell  instantly  the  exact  cost  of  post- 
age in  cents  on  all  mail  matter. 

Invaluable  to  the  office,  store  and  home. 
Liberal  profits  to  dealers.  Extensively  adver- 
tised.    Quick  sellers.  Retail. 

National    7.4  Ibs/  $S.OO 

Union    S^  Iba.     t.60 

Columbian    9  Iba.     8.00 

Star    1  lb.     1.60 

Crescent    1  lb.     1.00 

If  your  jobber  cannot  supply  you  order  direct. 

PELOUZE    SCALE    &    MFG.    CO. 
US-U2  W.   Jackaon   Boulevard,    CHICAGO 

MANOFACTUIEIS  OT  4f  STYLES  OF  SCALES 

Family,  Market,  Confeetlon«ry  and  Postal 
8«id  for  Cataloc  '*  H  " 


The  Perfect  Plane 


AfiK    F=rOR    TH^cCHAPLrllS 


SECTIONAL  VIEW 

Note   Simplicity^   of  Construction 

Catalogue  free  on  request. 

TOWBR    St    l^YOIN    COMPAINY 

93    Chambers    SU^    IVew^   York:    City 
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CC&EPTOWNSENDCO 

KewBrigMon,Pa 

t-M  an  u^acf  u  rcpa 


The  Taylor  &  Boggis  Foundry  Co. 

GUBVBUAJVD,    OHIO 

MANUrACTUSBUB    OF 

UCHT  SKAT   IRON   CASTINCS,   BUILDERS*   HARDWARE 

Dampers,  Damper  Clips,  Oil  and  Gas 
Stoves,  Furnace  Lamps,  Molasses  Gates, 
Letter  Boxes,  Hardware  Specialties. 
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Revolving  Belt  Pnnches 


TVBB8  FOK  RBVOLVIMG  PVNCHSS 


7       t       9       4       5       6        7       6       » 
Write  for  Catelogne  of  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRIDGEPORT,  CONN. 
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OVER  50,000  TONS 

0/ CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  half  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
fence,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
been  the  standard  in  their  line. 

.  Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
types  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constantly  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  plant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement  suggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  are 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be  shipped  on  sight 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproofing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CLINTON,  MASS. 

Branch  offices  at 

NEIV  YORK  BOSTON  CHICAGO  SAN  FRANCISCO 
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''fialyanized  Hex  Nettings 
and  Wire  Cloth '' 

^VIRB   CLrOTH,   mil  ^inda 

Fly  Screen  Cloth*  Pointed,  GalTanlxed 
or  Bronze. 

Coal,  Ore  or  Send. 

Hardware,  Foundry  and  CoaL 

QnaUtjr  rlirht.  Prices  rlffht. 
write  for  them. 

Tke  Liil«w-Sayl«r  Wire  C«. 

ST.  LOUIS,  MO.,  U.  S.  A. 


WIRE  CLOTH 


wmcwoiiK. 


Largest  Assortment.  All 
Meshes.  All  Kinds.  Steel, 
Galvanized  and  other  ma- 
terials.   Write  us-4it  iir  li.  5-E  BiUlifii. 

BUFFALO  WIRE  WORKS  COMPANY 

BURRALrO,   N.  Y. 


) 


X-lnch  Space.  !!•.  It  Win 


Tiie  Old  Reliable — ^Always  Satisfactory 

Poultry  Netting 
Farm  and  Lawn  Fencing 
Window   Screen  Wire   Cloth 
Goal  .Screens 

All  kinds  of  Wire  Cloth— From  all  kinds  of  wire 

THE  NEW  JERSEY  WIRE  CLOTH  COMPANY 

TRKIMTOIM,     IM.    U, 
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WRIGHT  WIRE  COMPANY 

WORCESTER,  MASS. 
Wire  Cloth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wire  Clothes  lAnes 


F/g^E  Proof 

Proof  Against  Disease  Germs 
Rust  Proof  : :  Weather  Proof 
Durable   and   Practical 

A«lc   Your   ^obb«rs 


THE  METALLIC  SCREEN  COMPANY 

COLLINS.  WISCONSIN 


This  WIRE  CONE  TOASTER 

Has  proved  to  be  the  only  perfect  toaster  made.    It  toasts 
four  slices  in  less  than  two  minutes,  and  the  coffee  can  be 
made  on  top.    Only  a  trial  will  prove  its  superiority. 
Manufaeturmd  fry  Rmpr^Mmntatlom  : 

HARKINS  A  WILLIS      ^   «    pr  A«r  )  712  Temple  Court 
Ann  Arbor.  Mich.  ■"  ^-  •'■-ASM.  ^       ^^^  y^^^ 


THE  BIGBLOW  WIIE  FLT  KILLER 


^^^^  nol 


PATSNTXD 

Indispensable  for  the  household. 


Sold  by 
tbe 
^  hardware 
V      trade. 

Prevents  contagion.  Kills  but  does     prioes . 


SAMlTiIRT  WIRE 
SINK  BRUSH 

Will  not  rust 


not  crush  the  fly  or  mosquito. 
Popular  with    ail    housekeepers. 

J.  F.  BIGELOW*  MeLnufsLCturer 


Non-absorbent. 
No  disesse  germ  can 
adhere  to  the  brush 

HIW  YOBK  AOaNTS:       ^       ^   ^ 

WILSON  BROS..  107  Chaiitbers  SU  N.  Y. 


Display  Holder 


SpriDH  Steel  SM  aod  Poultry  Feoce 


Msds  of  High  Carbon  Spring  Wire.     Saltsbls  for  sU 

purposes.    Fsrm  Gstss  snd  Fence  Stretchers. 
SPRING  STEEL  FENOE  k  WIRE  CO.,  ANDERSON.  IND. 


KlCKRH^g^ 


f^^f^^ 


CU^g, 


U^^uuiXi» 


AJ^. 


FLOOR  SPRING  HINGES  AND  DOOR  HOLDERS 

Order  from  your  Jobber.    If  he  hssa't  them,  write  us,  bat  take  as  sabilltitc 

19  le.de  Street  SUPERIOR    SPRING  HINGE  CO.  Sa  I.  Tktrd  St 

New  York  ISS  Sovtk  ClUitOB  St.,  Cklca«o.  lU.  Us  Anteics,  Cat 
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Tlie    Real   Tiling 


ONdNNAII  CHiUN  TONGS 


Made  •!  FILE  STEEL.    Most  durable  on  the  market. 

PRICES    RIGHT.  PROFIT    GOOD. 

We    make    all    klnda    of    Ice    Toola 

IT      tl      Cr'nTTTTir     a    r'A        ^^^    stark    street 
Cm    V«    ^^llUAmilj      «K    W«f    CINCINNATI,    OHIO 


The     up-to-date    Hardware 
Dealers    sell     the     Original 

MATCHLESS 

Floor  Hinge*  Jamb  Hingea 
and  Hardware  Spedaltiea 


If  you  cannot  procure  of  your 
Jobbers,  write  ua 


f   ^..^^^^      \Jif^      ^^^        40  DEARBORN  ST.    J^'k  n 

JbaiKTSOn    nige  v^Oe,  Chicago,  ill.   c^tau 


leyaejyo.  a_7 


OILS 


MONEY  OILS 


•*8  IN  ONE** 

is  the  oil  that  makes  you 
money — ^real  hard  iron  dol- 
lars.    Listen : 

•*8  IN  ONE** 

lubricates  any  mechanism;  cleans  and 
polishes  every  veneered  or  varnished 
surface,  furniture,  pianos,  etc.;  pre- 
vents rust  on  all  metals,  indoors  or 
out.  Every  home  needs  it.  Your 
customers  want  it. 

SmmU  size,  iMcked  t  dozen  in  wood  box. 
Large  size,  packed  1  dozen  in  wood  box. 

Tmt  prtttt  is  M  per  ceil. 

Small  size  retails  at  10c.;  large  size,  tSe.  Your 
profit  is  100  per  cent.  Sales  repeat  and  increase 
rapidly. 

«.  W.  COLE  COMPANY 
42  Brosdwsy.  New  York  City  Hsniifsctursrt 

SoM  by  mil  Johbrnt^ 


Time  and  Money  M&ker 

OUR  FOU>QIG  AND  ADJDSTABLE 
HANDIE  DRAW  KNIFE 

A  time-saver  and  money-maker  for  both 
dealer  and  user.  Requires  less  time  to  sell, 
as  its  admirable  points  speak  for  themselves. 


Saves  the  user's  time,  because  it  wi.l  adjust 
to  any  position,  making  itself  adaptable  to  the 
most  awkward  places.  Handles  absolutely 
rigid  when  set.  Made  in  6  in.,  7  in.,  8  in.,  9  in. 
and  10  in.  lengths. 

SnOMG  INDUCBMENTS  TO  THI  TRADE 

Best  Cast  Steel 
Handy  and  Compact 

Writ§  for  Prices  and  Discounts. 

L  J.  WnMSON  g  CO. 

lM-188  Washington  Street,  Boston,  Mass. 
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WE  HAVE  THE  FACE  to 

say  that  the  TU-BO  pressed  steel 
register  has  made  the  hit  of  the 
year  in  the  hardware  and  building 
lines. 

The  demand  for  these  registers 
and  the  satisfaction  they  are  giving 
bears  out  our  statement. 

The  handsome  design,  tubular 
construction  and  beauty  of  finish 
of  TU-BO  faces,  combined  with  the 
lightness  and  noiseless  operation 
of  TTJ-BO  registers,  make  a  ONE, 
TWO,  THREE  selling  proposition. 


It  is  up  to  you,  Mr.  Dealer,  to  be 

ready  to  supply  the  demand 

for   the   TU-BO 


The  Golumkian  Hardware  Ga. 

Maiiafacliirerf  of  Art  Hardware 

CLEVELAND.  O. 
N«vif  York  CMca0o 

168  Church  Street  45  Lake  Street 


A  NECESSITY 


To  tkc  Hardware  Dealer  now^ 
adaya  is  a  complete  line  o^ 
small  drinking  water  and  kitchen 
Filters.  The  LYNN  is  known, 
advertised  and  used  all  over 
this  country.  Possibly  a  little 
high  in  price,  but  a  great  deil 
higher  in  quality,  and  workmin^ 
8hi0.  than  any  on  the  market 
to-day.  Each  Filter  boxed  sepi- 
rately  to  fit  the  shelves  of  your 
store.  All  polished  brass  fittings. 
Make  a  handsome  appearance 
and  arc  sellers  on  sight.  Write 
for  our  latest  discounts.  Liberal 
offer  to  dealers. 


OlBclDiiatl 


OTel^^ferTrg.G. 


ALOWZO  LPEin,7».7tciyiMr«tgr«ok|yi,w.Y. 


PHENIX 

HANGERS  AND 
FASTENERS 

Solve  the  Problem 

■^tollnfaB«railai 
Wtaktow   Screen   mmA 


Easily  hung  or  removed 
from  Inside.  Clean 
Windows,  Ideal  Venti- 
lation. No  nies,  solid 
comfort.  Retail  at  10c., 
16c.,  20c.  and  aOc.  per  set 
wlthscrewa.  For  cata- 
logue and  trade  dla- 
counta  addrees 

Pheilx  Mil.  C*. 

M4  Colter  Mr««t 


Use  the  Best 

The  "Sure  Grip** 

SteelTackleBloek 

is  taking  the  place 
of  all  other  hoist- 
ing blocks        :        : 

S9a4Hreaiulogwmm44l909umiM 

PULTON  IRON  WORKS 
II  mm  ST.. 
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The  No.  888 
non-hold  back 
screw  door 
hinge.  We 
also  manufac- 
ture the  No. 
777  and  Buck- 
eye steel  hold 
back.  Ask  for 
prices. 

The  Shelby 
Spriig  liige 

SHELBY,    O. 


The  20th  Century 
Mail  Box 


Used  for  free  delivery 
in  CITIES  ONLY. 

Inside  dimensions 
10x5Hx2^inche8. 

Order  by  NAME  from 

YOUR     JOBBER, 

W.F.HEISEMF6.C0. 

MUnlMiPark  Court 
CHICAGO,     -     ILL. 


Itf  A»fws|mro  Adybbtis^bnts  it  la  D^t^xiup;.^  that  You  M«ntiom  HARDWARE  DEALERS'  MAGAZI^'E, 


Digitized  by 


Google 


19$ 


HARDWARE  DEALERS'  MAGAZINE 


JUTUAST,  1908. 


c 


u 


B 


UTTS 


A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


N 


JL 


TRIPLE-END  SPRING  BUn 


CHICAOO  FLOOR  NINQR 


CHICAGO  SPRHIG  BUTT 


^^J)  (C^leasoSpHtj$%ttUCom|i«t):e 


CHICAGO 


CATALOGUE  ON 
REQUEST 


NEW  YORK 


■)  griffin's 
/folding 

'  BRACKET 

Best  and  only  Bracket 
for  Folding  or  Swinging 
elves. 

s  down  against    the  wall 
lot  in  use.    Locks  automat- 


_, n  lifted  up. 


Griffin's 
ed  Steel 
^racKets 

ENTED.) 

t,  best  finished  and 
Is  on  the  market. 


Strap,  T  and  Butt  Hinges 

THE  GRIFFIN  MFG.  CO. 

ERIE.  PENNSYLVANIA 


STANLEY'S  STEEL  . 
CORRUGATED  STRAP 
and  T  HINGES 


LEADERS  IN  THEIR  LINE 

■  »  ■ 

For  Sale  \yy  AM  «lol3l>er« 

Send  for  ''Autobiography  of  a  Fanlree 
Hinge.''    Mailed  Free 


THE   STANLEY    WORKS 


79  Chambers  St.«, 
N«w  York 


NMW  BRITAINr 

coim 
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SPRING  HINGES 


ARE    QUALITY    lOODS 


DuraLble 

Ne«Lt 
Efficient 
Reliable 


The 

Springe 

never 

go  lame 


Spring  BlB^  iMd  tlM  stMBUoms  lift  In  Bollters*  HardwaM;  m  •ihn  arttda 
Ib  tte  eatir*  line  aadaMS  such  wmt  and  taar ;  tharafaM  daa*t  err  In  Jad^oMat, 
Si^rlag  Bla^M,  thajr  sUad  ap  fa  tkair  warK. 

icrs*  lfMUita«tar«ra,  Bro«kljnB»  N.  Y. 


MOIVITOR  SA.SH  LOCKS 

NEVER  BREAK 


TRADE-MARK 


Your  customer  wants  them,  and 
You  sell  them,  because  they  are 
the  best 


-A 


pays 


Imr  a 


;k  Co.    -    Geneva,  Ohio 


We  manufocture  and  carry  in  stock  at  all  times  a  complete  Une 
of  STRAP  and  "T"  HINGES,  HINGE  HASPS,  HASPS,  HOOKS 
and  STAPLES,  STAPLES  Etc.    Our  prices  wiU  interest  you. 

NATIONAL  MANUFACTURING  CO^  Sterling,  MIL 
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ROBERTSON  <* HORSESHOE  MAGNET"  HAMMERS 

(Trade  Hark) 

TPADE 


0 

MARK 


Every^hammer  stamped  with  name  and  trade  mark 


For  BILL  POSTER^  TRAVELING  ADVERTISERS.  UNDERTAHERS.  UPHOLSTERERS^  PAPER- 
HANGERS^  Etc  AjJM)  Tack  Hammer  tixe  for  bouiehold  and  general  use.  Forged  from  fine  steel,  war- 
ranted strong,  permanent  magnets. 

lUuitrated  price  list  mailed  on  request. 

ARTHUR  R.  ROBERTSON,  Sole  Haniif ictorer  (Owmt  of  th.  wonmh^  iuc»«t  rno*  Mark.),  144  Olhrer  Street,  Boston,  Hass, 


it's  a  Faroe  Pump 


That  is  why  it  never  fails  to  work.  The  spout 
cannot  clog  as  it  is  always  full  of  oil.  Tou 
press  the  plunger — That's  all! 

Needed  by  every  user  of  farm  implements, 
traction  engines,  gasoline  engines,  automobiles, 
and  all  kinds  of  machinery.  That  is  what  makes 
it  a  g^od  thing  to  sell. 

Made  in  4  sixes. 

Sold    by   Hardware   Jobbers.     Manufactured    by 

H.  £;  BLOOMER,  KeHhskurg,  Uh 


ITS  VP  TO  YOU 

'  If    you    can    buy    a    time, 

money     and     gasoline-saving 

tool,    one    always    ready    for 

business,  one  ;rou  never  have 

to  fuss  and  tinker  with,  one 

that  contributes  to  your  skill 

and    money    making    power, 

would    you    hesitate    long    in 

ordering?     We     can     supply 

you    with   just    that   kind  of 

Fire  Pot  and  Torch.    It's  up 

to  you — whether  you  will  do 

_     -  __^_ botchy  work  with  poor  tools, 

iSL«  or   use   the   best   m    turning 

9«.w  wei  Qyj  first  class  jobs. 

Jobbers  sapply   at       What's      worth      doing     is 

factory  prl<»,  or  we    ^^^^^  doing  well.  That  which 

^^i  ®^*^£«?rifi!i    is  used   in   doing  it  must  be 
cash  accompanies  the    ^.^^^^  ^^  ^^  ^"^^  j,  ^^^^^ 

""*®'^'  botchy,      wrong  —  unsatisfac- 

tory.   Nothing  so  mean  as  a  "cranky"  fire  pot  or 
torch.     It  just  simply  discourages  a  man  into  poor 

^ork wasting  your   time   and   money.    We   don  t 

make  that  kind.         _         ,       „  «    .^       j 

Read  our  free  booklet.     It  tells  you  "what  does 
the  work."  . 

Clayton  I  Limbert  Mfg.  Co.,  "rvr 


H&rtwell  Bros. 


CHICAGO  HEIGHTS,  ILL. 

M^nutmcture  the  CtMratod  "Ghltftalii"  and  "Axaman't  Prida"  Axa  Nmdlta. 

Alto  a  Full  Llio  of  Hickory 
Haidiot.     Atk  your  Jobbor. 
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lot 


Of  the 
grind- 
stone 
or.  any 
other 
apparatus 
forsharp- 


ening 

table  or  kitchen  cutlery  or  edge 
tools  of  every  kind  are  our 
HAND  AND  FOOT  POWER 

tririers  §  Toil  Shrpeiert 


Four  nsM.     Needed  In  vrvj  iMwne    erery  day 

in  the  year. 

ETcry  grinder  (naranteed* 

Be   tore;    Get   onr  eatalefne   with   Diaconnta   to 

tke  trade— t»-day.     ^___^^ 

ROYAL    MANUFACTURING   CO. 
MS  &  Waim  St,  Lneiflcr,  PiL,  a  S.  A. 


llcitTirk,llt 
US-llf 


St..  ■crkertParacrACa., 
St^LCCvdiASaiW 


THE  DEMAND  IS  FOR  THE 

0/sseJJ 

At  another  proof  of  the  con- 
stantly growing  demand  for  the 
BisseU  sweeper,  notwithstand- 
ing the  money  stringency  that 
broke  upon  the  country  about 
Not.  Ist,  and  the  general  up> 
setting  of  trade  that  foUowed, 
we  closed  Dec  81st  the  largest 
year's  business  in  our  history. 
It  takes  recognized  mechanical  superiority  and  a  atrong 
advertising  campaign  to  mak«  such  results  possible,  in 
the  face  of  the  widespread  consenratism  that  prevailed 
from  Not.  1st  to  the  close  of  the  year. 

For  thf  year  1908  our  advertising  will  be  bigger, 
broader  and  better  than  anything  we  have  ever  done 
in  the  past,  and  this  will  mean  increased  demand  for 
the  Bissell  and  greater  profit  to  our  customers. 

Bear  in  mind  that  Price  Maintenance  aa  applied  to 
the   Bissell  means  something,  aa  it  assures  to  every 
dealer  handling  our  sweeper  a  good  margin  of  profit. 
Write  for  our  New  Year's  Offer. 

BISSBUL,  CARPBT  SWBBPBR  CO. 
Orand  Raplcta,  JVIIeh* 

( Largest  and  only  exclusive  manufacturers  of 
carpet  sweepers  In  the  world.) 

BRANCHES: 
New  York  London  Niagara  Faila,  Oat.  Paria,  France 


Hardware  and  Implement  Dealers 


BE  READY 

to    meet  the  demand  which  we  are 
creating  for  THE 

ois  Dairy  Separator 

ve  just  awarded  a  contract  to  the  largest  tidver^ 
agenqy  in  the  world  for  an  advertising  campaign, 
at  once. 

i  aggregate  many  thousand  dollars.  Bound  to 
tilts  to  live  d€»Eilers. 

me  Among  Dairy  Separators 

Among  its  Advantages  are 
Complete  Separation  Ease  of  Cleaning 

Laae  of  Operation  Great  Durability 

mproved  Safety  Clutch  Low  Down  Supply  Can 

Involute  Turbine  Diac 

lACKED     BY     OUR     GUARANTEE 

ff  Because  it  is  made  much  heavier  than  any  other  machine 
Ml  of  its  kind,  has  simplest  and  most  highly  perfected  speed 
nechanism  and  built  to  last  from  18  to  80  years. 

Catalogue  and  Prices, 


American  Hardware  Mfg.  Co.fmi  fuiiod  su  Ottawa,  IlL 
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THE    BEST  AND   LATEST   IN  VISES 

The  Parker  Reinforced  Slide 

Solid  Steel  Bar  nmiiing  entire  length  of  slide,  making  it  the  strongest 


onary 

each 

>  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  FAEKEB  you  get  the  Bssr^ 


THE  eHARLBS  PARKER  eOMPANY, 

N,  Y.  Salesroom.  52  Warren  St.  Jactorteo.  Mertdon*  Conn. 


The  Hunter  Refonn  Comb 


only  ON] 
ADVANC 


ONE  INCH 
HIGH    . 


EASY  TO 

GRASP 

HUMANE 
Has  no  teeth 
to  scratch. 


Made  of  hard  cold  rolled  steel.     Will  not  bend  or  break. 

ASK   YOUR  JOBBER 
If  he  hasn't  them,  write  us 

Advance  Manuiactnring  Co.,  Racine  Junction,  Wis. 
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NOTK  ITS  SIMPLICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaws 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  far  Catalogue 


NEW  YORK  ^^^^^  OHIOAQO 

136  LiBKRTY  ST.  IIS    LAKK 

DENVER,      20a  MCPHCC  BUILDING 


"Jersey  Vises 


u 


A  complete  line  of  High  Grade 
Amateur  Vises,  both  Steel  and  Iron 
Jaws.  We  have  a  Vise  proposition 
for  live  Tool  Dealers.  Better  send 
for  it. 


LEAVENS  MFG.  CO. 

Vlneland,  N.  J. 


WHO   WILL   BE 
THE  NEXT  PRESIDENT? 

This  momentous  question,  heard  on  every  hand* 
wUl  be  answered  and  ANSWERED  RIGHT  later  on. 
by  the  people  at  the  ballot  box.  In  the  meantime 
business  will  go  forward  just  the  same — new  homes 
will  be  established — new  housekeeping  outfits  will 
be  called  fer — ^the  party  that  has  the  right  goods 
will  get  the  business. 

UYA  AND  VOLCANIC  ENAMELED  WARE 

Stands  the  test  of  service.  For  DURABILITY,  PINI5H  and  GOOD  SBLLINQ 
OUALITIBS  it  has  no  superior  and  few  equals.  Our  1908  patterns  are  finer 
tlian  ever,  our  line  is  more  complete  and  we  are  in  better  position  than 
ever  to  take  care  of  our  patrons. 

If    unacquainted   with  our  Ware  send  for  our  Illustrated   Catalogue, 
Prices  and  FRSS  S AMPINS   WASH  BASIN 

Mention  Hardware  l>ealera'  Magazine 

THE  CLEVELAND  STAMPING  &  TOOL  COMPANY 

OUrEVEUrAND,    OHIO 

ROBT.  F.  HALL,  Portland.  Ore.,  Pacific  Coast  Agent. SPENCE  MFG.  CO.,  Agents,  St.  Paul,  Minn. 
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WHAT'S  THE  USE 

selling  cheap  refrigerators  at  small  profit  when  your 
customers  prefer  to  pay  you  twice  as  much  for  the 

LEONARD  CLEANABLE 

"Made  in  Grand  Rapids."  That's  why  they  want  it 
Bound  comers;  polished  oak;  nickel  trim;  nine 
walls;  porcelain  lined.  People  read  about  them  in 
the  magazines.  We  sell  only  through  the  trade  and 
help  our  dealers  with  advertising  matter. 

"Write  for  Catalogue  and  the  Agency. 

8t  Rt  REFRIGERATOR  GOif  GRAND  RAPIDS, mioh! 


GENUINE  BARNES 

PIPE  CUTTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot   Power    Sawinv    Machines 
Brass  Tubular  Steering  Wheels  for  Yachts 

MANUrACTURED  BY 

The  Barnes  Tool  Company 

NEW  HAVEN.  CONN..  U.  S.  A. 


s 
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1908  Lawn  Mowers 


CIADBOKN  &  COLDWEU  HFC.  CO. 

Ncwbnroh.  N.  Y.,  U.  S.  A. 


The  Original  Improved 
CYCLONE 


For  nearly  Forty  Years  our  Sowert  hare 
been  FavorHea  with  Fanners  in  This  and 
Other  Countriea.  They  are  Easy  to  Sell 
because  the  Demand  is  Already  Blade  and 
Pay  Good  Profits. 
Ask  the  Jobber   shout   it  or  write   us. 

CYCLONB 

btlSft 

141 


co.» 

•  !»«••  U.S.  A. 

VlclsrU8l.«Uiiien.l.C. 
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riBT   HACQIHIVQ  Coitral  mi  WMdlawB  Avcaa 
VIIAIj  DIliiJtjEiAlljtJ        CLEVELAND^  OHIO 


Law 


'I 


selling  Agmts*  J.  €.  MoCARTY  &  CO. 
12  N\inray  Btw&i,  9mw  T«rk,  M.  T. 


iG  "  GRASS  CATCHER 

New  Styles  No.  9,  !•«•  11  m^A  ISG 

BiPROVED  IRON  HABIDLE 
LIFT   IT   OFF   TO   EMPTY 


Have  either  Duck  or  Galvanized  Steel 
Bottoms,  Round  Back,  Heavy  Duck  Sides. 
Has  our  New  Improved  Eye  Brackets  for 
attaching  to  mower,  also  Improved  Hook, 
which  is  permanently  attached  to  catcher 
and  hooks  over  handle  of  mower.  Catcher 
is  attached  and  detached  instantly  with  one 
hand. 

Seld  Ttiroagii  Hardware  Jobbers 


THE  SPECULTT  HFC.  CO. 

ICade  in  Two  Sixes.  ^fJJJ^j^^^^t'y  '^r  Si«  or  MakeST.  ANIVONY  PAIK,  MINNESOTA,  0.  S,  A. 


**I    Want    a    Barroiw^ 

One  that's  light,  strong  and  whtds  easily."    You  have  heard 

customers  order  that  way.      The  Syracuse  No.  7^  Medium, 

No.  79  Large  will  take  care  of  them 

SYRACUSE       CHILLED      PLOW    CO. 

Syraouae^  N.  Y.,  V.  8.  A. 
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THE  NEWEST  THING  OUT,  AND  IT  DOES  THE 
WORK  EASILY.    QUICKLY    AND   THOROUGHLY    ' 

A  Pracdcal  Sweeper  ftvr  Lawns,  Golf  Creens,  Walks,  Large  Floor  Spaces 

'^  '  -    ^  -J  .  • jjIgQ  jjr^^  waste, 

►F  THREE  MEN 

cle  that  hangs  on 
lain    or    instantly 

than    the    average 

tttmr.  Ji  Good 
akmr,  Mttrae* 
ctlcai,  Smrvlem* 
abl; 


Tbe 
Greene  Mfg. 

a 

SPRINGFIELD 
OHIO 


Be  sure  and  ask  your  Jobber  first. 
If  he  can't  supply  you,  writa  us. 


NEW   MODEL 

Peoria  Lawn 
Mower  Grinder 

Note  the  heavy  cast 
support  milled  on  both 
edges.  Absolutely  true 
and  parallel.    Carries 
the  head  as  true  as  the 
ways  of  a  lathe. 
No  cold  rolled  shaft- 
ing to  spring  or  be  out 
of  alignment. 
Will   grind   any  reel 
r  right  or  left  hand,  reel 
lower,  handle  on  or  off, 
happen  to  come  in,  and 
perfectly. 

PEOUA  UWN  MOWER  GRINDER  CO. 

521  Ssutb  Washington  St.,  PEORIA,  ILL. 
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Freezes  two  flavors  of  Ice  Cream  or  an  Ice 
or  Sherbet  and  Ice  Cream   at  one  and  the 
same  time,  in  one  freeze] 
thing    entirely   new — ne^^ 
before. 

"THE    OLD 

FAVORITES" 

THIV  IXOIL  IN 
•d  lasy  Runnlns 

Pulok  Fr««ilffis 

■oonomy 
n  Use  Oonv«nl«no« 

utatlon         Pniotloal  Results 


**AM£RICAN  TWIN ' 


Sold  by  leading 
jobbers- 

Catalog  sent  free 


•LIGHTNING"  "GEM".  "BLIZZARD* 


THE  BEST  ICE  CREAM  FREEZERS  in  practical  use,  because  conTenient,  compact 
in  size,  use  smallest  amount  of  ice  and  salt,  run  easily,  freese  quickly,  produce  sm^thly 
frosen  creams  or  desserts  with  little  bother  and  less  work. 

North  Bros.  Mfg.  Co.,  Philadelphia 


BATH  ROOM  ACCESSORIES 

Attractive  in 

Design 

Strong;  in 

Construction 

m  OF  BRASS 
^ILV    NICKEL- 
.ATED  AND 
LY  POLISHED 

Ring  Co. 

san  .rancsco.  ..«  Mamc,  M.  WAXERBURY.     CONN. 

Manufacturers  of 
BRASS  FURNITURE  TRIMMINGS,       BRASS   UPHOLSTERY   TRIMMINGS, 
UPHOLSTERY  NAILS,       COLONIAL  CANDLESTICKS. 
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Aquaria  and  Aquarium 

FOUNTAINS 


Catalogue    of 

Various   Designs 

on  Application 


SETTEES,  CHAIRS,  Etc. 


Gatalofirue  on 
Application,    in 

which  will  be 

found   a   great 

Variety  of 

Settees,    Etc. 


The  J.  L.  Moft  Iron  Works 

FUtli  Ave.  and  ITflh  St,  NEW  YOBK 


"The  WHITE, 

tho  much  imita- 
ted  JS  NEVER 
EQUALED. 

It  wrJD  gs  the 

mop    SO  dry 

with  such  per* 

feet  ease! 


ASK   FOll   CATALOG 


WHITE  MOP 
WRINGER  CO. 

FULTONVILLE, 
NEW  YORK 


tfiiarantpos 
Satisfaction. 


NOVELTY  MFG.  CO.'S 

"Wilwear "  Bath  Room  Accessories 

OUR  LINE  covers  all  bath  room  requirements 
such  as  glass,  soap,  sponge,  towel  and  tooth  brush  holders. 
This  ware  is  made  of  solid  brass,  heavily  nickle-plated 
and  guaranteed  to  stand  long  and  hard  usage.    There 
is  absolutely  nothing  better  made. 

"WILWEAR"  fittings  sell  at  reasonable  prices  and 
allow  the  dealer  a  good  profit.  Let  us  mail 
you  a  copy  of  our  handsome  catalog. 


THE  NOVELTY  ^ 
MFG.  COMPANY 

Waterbory,  Conn. 
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'he  White  Washer 

The  Gre attest  of  8^11 

Momentum  l^asKers 

A  Few  Points: 

DOUBLE  BALL  BEARING  FLY  WHEEL  UNDER  THE 
TUB:  HIGHEST  SPEED:  EASIEST  RUNNING: 
QUICKER  REVERSE:  FOOT  POWER  ATTACHMENT: 
TUB  OPENS  WHEN  MACHINE  IS  IN  FULL  MOTION: 
FIVE  YEARS'  GUARANTEE:  AND  NUMEROUS 
OTHER  POINTS.  SOLD  TO  ONLY  ONE  DEALER 
IN  EACH  TOWN. 

Get  B\isy— Write  To-de^y 
WHITE  LILY  MFG.  COMPANY 


DAVSNPORT 


IOWA 


No.  It. 


Pit 


BIGGEST  SELLER  Diajnond  Sink  Cleaner 


•^,  No.  27 

IN  Steel  and  Rubber  i 

sorapiDff  edffe,  gets ' 
Into    the   oomers. 
Drains  the  refuse.     Heavily  ^ 
panned  and  Baked,  best  and  most 
praotioal  Cleaner  on  market. 

66#   Bridgeport   Wir«   Goods  Co. 
BRIDGEPORT,  CONN. 


WIRE  GOODS 

The  only  Smokeless  Broiler,  and  ideal  Toaster  for  gas  or 
oil  stoves,  also  French  Fryer.  One  doz.  In  box.  Instrac- 
tlons  with  each  broiler.    Immediate  shipments. 

Consult    BUYERS^^REFERENCE   TO    ADVERTISEMENTS    on    Last    Paois. 
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YOU  iIRE  THE  IffiAUR  WE  WANT 

to  handle 

'     'atalog-Honse  Wafers 

HORTON    WASHERS    are   guaranteed   to 
ftay  sold  and  %^ll  allow  you  to  meet  Catalo j- 
Houie  competition  In  every  way.       ^ 

HUNDREDS  of  THOUSANDS  in  uie  now 
that  advertise  for  you. 

If  a  certain  style  of  Washer  does  not  sell 
in  your  conununity.   surely  one  of  our  com- 
plete line  vrill  satisfy  your  trade. 

Simply  drop  us  a  postal   for  catalog  and 
Mfe  will  do  the  rest 

Horton  Mfg.  Co 

•.,  Ft.  Wayne,  Ind. 

THE 

Royal  Blue 

Has  Revolvlna  Antl-Frlctlon  Steel   Cogs 

"Let  the  Rqyal  Blue  Wash 
for  You." 

A  phrase  widely  advertised 
in  all  principal  farm  papers 
and  magazines,  and  which 
coupled  with  the  many  su- 
perior features  of  the  "Royal 
Blue"  washer,  is  creating  a 
strong  and  ever-increasing 
demand  for  this  splendid  ma- 
chine. We  locate  the  cus- 
tomer, you  make  the  sale. 

Mr,  Dealer,  carry  the 
"Royal  Blue"  in. stock  and  be 
prepared  to  take  care  of  your 
customers.  The  discerning 
public  does  not  want  imita- 
tions, it  wants  the  genuine  ar- 
ticle, the  "Royal  Blue,"  the 
best  that's  made. 

Sold  only  on  thw  Exclusive  Agency  Plan. 

H.  F.  BRAMMER  MFG.  CO., 
Davenport*  Iowa. 
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HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines .  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware    Works,  Mfrs. 

ST.  JOSEPH,  MISSOURI 


Becav 


tlian  any  other  Mop  Wringing  cicvicc  now  offered. 
We  court  a  critical  test  to  see  how  our  claims  are 
substantiated. 

They  are  built  scientifically  correct,  thus  affording  ease 
of  operation  and  reducing  labor  to  the  minimum. 

They  are  the  Simplest  an^  Most  Practical  offered. 
Nothing  to  get  out  of  order.  No  springs  in  pail  to 
entangle  mops. 

Beeanae  The  sales  on  them  are  Greater  than  the  Combined  Sales 
of  all  others  made.    They  sell  themselves. 


Our  OHIO  DETACHABLE  FLOOR 
MOPS  and  REX  DISH  MOPS  are  just 
as  good  trade  winners  as  our  EAGLE 
MOP  WRINGERS. 

Strengthen  your  business  and  increase 
your  sales  by  Handling  the  Best. 

Our  catalogue  tells  you  more  about  them 
and  a  postal  card  will  bring  one. 

EACLE  COOPEKACE  WOKKS 

CIRCLEVILLE,  OHIO,  U.S.  A.  "^ 
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CHA.IIMS 

Jack  amt  Laitd^r 

HA.UB    BROfi.   COMPA.NV 

Manufacturers  >VorGester,  M as«. 


PORCH    CURTAINS 

Or  men  Valntmd, 

J§U  «te««.      f  ft.  to  92  ft.  widm.       9uU999 

and.  ropmMt  rmud^f  to  hang. 

B.  H.  GMIEY  CO.,  Jettentn  Ave.,  CAMDEN,  N.  J. 


lelwKg's  Patent  BoM  k  Bhel  CUpper 


tAOU,  Shvng,  Powerfvlj  DurabU.  No.  1  cuU  S-4  or  i««b 
!^o.  3  outs  9-16  or  less;  Na  8  cats  1-t  or  less;  No.  4  cats  9^  o' 
less.  Cats  close  to  work  Highett  Testinumiala  from  Jet 
iVm  and  Oontumen.    Send  for  clrcalar. 


1 


lEYE  BENDERS 

m  We  make  hand -power 
benders  for  forming 
eyes  from  stock  IH  in. 
thick  and  under.  Any 
size  eye,  7  in.  outside 

I         diameter  and  under. 

WALUCB  SUPPLY  CO 

8  West  Washinfftoa  St 
CHICAGO,  ILL. 


CONSULrX    THE    MOUDBR 

mud  yon  will  handle  D0B80N 

MOLDERS'    TOOLS 

Established  1886 

WM.  DOBSON 

No.  76(t:aiiastotB,  N.  Y. 


Rural   Mall   Box 

has  the  largest  sale  of  any  rurt 
mail  box  manufactured.  Wei 
made,  neat  in  appearance,  Lor 
in  Price.  This  is  what  makes  i^ 
popular.  For  sale  by  the  leading 
Jobbers  of  the  United  States  or  direct  to  the  trade. 

H.  E  HESSLEK  CO.,  Sole  Mamdadnren, 

5m  to  514  No.  SaUna  Street:  SYRACUSE,  \   > 


HOW 

TO  BET 


Mr.  Hardware  Man : 
Every  poultry  man  In  I 
your  vicinity  wants  I 
to  know  this  «ecret.  | 
OurHtandard  Green  \ 
Bone     Cutter     pre-  ' 
pares  bone  quickly  foreRg-making.  1 
Agents   wante''    In    every    town. 
Write  to-day  for  special  terms. 
Standard  Qr^en  BoneCutter 

Co.,  Box  A,  Milford,  Mass. 


NO  SLIPPINB-NO  TEABINO 

whh  the  "Coluxbxa"  Can  Opener 


.P.INteMttMliABr*. 


^Xitomt  Dtewaii.     ^^ 

>  Hfrt.*  Btwk,  N.  J   ^^ 


PARKER  WIRE  co^ 


11.1 


Goods 
poiiy 


Mannfactorers 

Wire  Hivrd ware 

Wrlt«  Vm  imr  Prlets 

New  Yofk  Ofiec,  107  Omahm  Stvtet 


ABKRIMA-TMV 

RAPID  ACTWa  VISES 

For  Patternmakers.  Cabinet- 
makers. Carpenters  and 

MANOAL  TRAININB  SCHOOL  EQOIPMENTS 

Particulars  and  Trade  Discounts  Upon  Application 
THE   ABERNATHY  VISE    &   TOOL    COMPANY 

331  Engteivood  Ave.,  Chicago,  lU, 

OlRN  AMENT  AL  FENCCS 


Iron  or  Wire, 
built  to 
your  order. 


The  finest  at  lowest 

prices.  Satisfac- 

guaranteed 


EirterpriM 

lOMdryAI 


Write  our  tuAarj. 

Gc  ISS  8.  Souttflb  ImliMapolis,  ImI. 


LAFFinE 

THE  PHILLIPS-LAFFITTE  CO. 

PtMM  BilMlM,  Philadalphia,  Pa. 


wEiPiiia 

PLATES 


BS  OOOD  BS  THB  B£ST  BBD  CHCBP  K^ 
I       THE  CHEAPEST 


No.  3  Little  Giant 

The  ELLIS  MFQ.  CO.,  MIIMalt,  Cenik 
•TCVCNt  *  CO.,  99  Chamkert  St.,  N.  Y.  City,  AfMtt 


Yeur 
Otaltr 

for 
Bteklet 


ROOFING  NEEDS  NO  PAINT 
■MUNEBAL  SURFACED 
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BOLTS,   NUTS 

RIVETS 
PUMP    CHAIN 

Manufactured  by 

GARLAND 
NUT  AND 
RIVET  CO. 

PITTSBURGH,    PA. 


HBRRICK*S 


nrOOU    RAGK 


Well  Displayed 
Is  Half  Sold! 

HERRIGK'S 
TOOL  RACKS 

are  the  old  atandbys  for 

ahowing  Forka,  Hoea, 

Shoveia,  Etc. 

Gatatofue  and  Prices  to 
Thote  Interested. 

F.  A.  HCRRICK  CO. 

Jaoason*  Mioh* 


HcWhinnie  Wheel  Barrow  Works 

POUCmCEEPSIE.  N.  Y..  U.  S.  A. 

JCanafacturer  of  all  klada 
of  Wooden.  Steel  Tray  anA 
Steel  Tubular 

WheelBarrows 

for   railroad,   ooal,   stone. 


PITENTS 


HUBERTE.  PECK,  626  F  St.,  N. 
W.,  Washington,  D.  C,  Consulting 
Expert    in    Patent    Causes.    U.    S. 
and   Foreign  Patents.     Send   for   leaflet  on   "Rejected 

CLENDENNIN  BROS..  Baltimore.  Md.,  Solderina 
Coppers,  Copper  Nails  and  Tacka,  Copper  Rivets  and 
Burs.  Brass  Shoe  Nails,  Iron  Cobbler's  Nails,  Sheet 
and  Ingot  Copper,  Shoe  Tacks. 


Goods  Wen  Displayed  Are  Half  Sold  When  On 

Best  Portable  Revolving  Whip 
Rack  and  Display  Stan^ 

Ornamental  as  well  as  useful.  Dis- 
plays from  ^  to  lU  Gross  Whips. 
Has  a  Revolvmg  Shaft  for  Displaying 
Oils,  Grease.  Soap,  Dressing,  Pow- 
ders, Liniments,  Gall  Cure,  Combs, 
Brushes,  etc,  etc.  The  only  Per- 
fect Whip  Rack  ever  made.  Shelf 
is  worth  half  the  price  of  the  rack. 
Whips  hanging  bv  the  point  keep 
straight,  cannot  tall  out  and  are 
kept  in  order.  Gets  them  down 
and  to  the  front,  where  they  are 
seen  and  sold.  The  Best  Whip 
Rack  is  made  entirely  of  steel  and 
iron,  bolted  and  clamped  together; 
is  built  like  a  bicycle.  Enameled 
Blue,  Painted  with  Gilt  Trimmings. 
Adjustable  from  8  feet  to  9  feet 
10  inches  high.  Weight,  80  lbs. 
Boxed.  100  lbs. 

Increise  Sales  of  Whips  IM  per  cent  ] 

Vernal.  Utah.  May  10,  1907. 
John  H.  Best.  Galva.  lU. 

Dear  Sir :— We  have  used  jrour  Portable 
Revolvinc  Whip  Rack  and  Display  Stand  fl 
for  one  year  and  can  say  that  we  are  very  A 
well  pleased  with  it.    In  fact  we  consider  1| 
it  the  "Best"  display  rack  we  ever  saw ; 
would  not  be  without  it  for  double  the 
price.     Our  whip  sales  have  increased  SO 
per  cent,  since  using  it.    We  wonM  advise   a 
all  dealers  in  whips  to  get  one.    Yours  i 
truly.  LEELIS  ASHTON  HDW.  GO.  J 


Write  for  Catalogue  and  Prices. 

JOIN  I.  BEST,  S18  Narth  sih  Calvt,  m.,  II.  S.  A. 


BigMarginsSt^*""'*''*"'*"' 


TitlessWagonScales 


Hapdware 

Stores 

KOP 

Sale, 

etc.  1 

ADVERTISING 

RA.TBS      7S      CBINTS      A. 

uir«fB 

WANTED — Traveling  specialty  or  stove  salesmen, 
who  cover  their  territory  in  intervals,  to  handle  a 
well-advertised  household  article  (an  acknowledged 
leader  in  its  class),  as  a  side  line,  on  a  liberal  com- 
mission basis.  We  offer  an  unusual  opportunity  for 
hustlers  to  connect  with  a  responsible,  large  and 
rapidly  growing  corporation.  State  territory  now 
covered  by  you  and  line  you  are  selling.  Address 
H.  C.  Lendle,  Secretary,  1371-1393  Carroll  Ave., 
Chicago,  111. 

WANTED — Position  as  salesman  soliciting  the  Hard- 
ware trade.  Five  years'  experience.  Large  acquaint- 
ance in  the  South.  Address  "F.  D.  H.,"  care  Hard- 
ware  Dealers'  Magazine,  268  Broadway,  New  York. 

TO  LET  OR  LEASE,  from  Jan.  1,  fine  double  store, 
648  Tenth  Ave.,  Manhattan,  suitable  for  hardware 
business.  Rent,  $75  monthly.  Particulars  from 
Peppier,  88  Park  Row. 


HARDWARE  STORE  BUILDING  for  sale  or  rent; 
established  1867;  $30  per  month.  Present  stock  will 
be  moved  Feb.  1.  A  winner  to  the  right  man.  Ad- 
dress "Winner,"  care  Hardware  Dealers'  Magazine, 
258  Broadway,  New  York. 

AGENTS  for  Self-Loadine  Hand  Truck.  One  man 
loads  and  carries  800  lbs.  easily.  Get  territory. 
Potts  &  Morris,  Land  Title  Bldg..  Philadelphia.  Pa. 

SEND  for  Optical  trade  catalogue,  including  com- 
passes, magnifying  glasses,  etc.  L.  Jdanasse,  88  Madi- 
son street.  Chicago. 

WANTED— A  first  class,  experienced  Builders*  Had- 
ware  store  salesman  to  take  charge  of  that  depart- 
ment in  a  larp^e  hardware  house  in  the  middle  west. 
Address  William  Bishop,  care  P.  &  F.  Corbin,  11 
Murray  St,  New  York. 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pac». 
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Diamond   Saw   ft   Stamping 

Works     180 

Dixon   Crucible  Co.,   Jos...   ."il 

Dobson,    Wm 21:5 

Dover    Mfg.    Co 180 

Draper  ft   Maynard  Co....  .33 

Droeacher,   S.   R 227 

Drouve  Co.,   The  G 2 


E 

Eaele  CoorK'rage   W(»rkM...212 
Knton  ft  Prince  Co..   The.   .^3 

Eddy    Mfg.    Co 20 

Elastic    Tip    Co 62 

Ellis    Mfg.    Co.,    The 213 

Ely   Mfg.   Co..   Theo.   J 1N2 

Energy  Elevator  Co 64 

Enteri»rl8e    Fdry.    &   Fence 

Co.     213 

Erie    Specialty    Co 43 

Estes   Mills   iA 

Excelsior    Suppl.v    Co 177 


Fahrlg    Metal    Co 61 

Forschner    ft    Son,    ('has...   33 
Franklin    Specialty    (\k  . . .     2 

Frledley-Voshardt     Co 47 

Fulton  Iron  Works 196 


G 

Garland  Nut   &   Rivet   Co. 21 4 

Gem   Cutlery   Co 27 

Gem  Mfg.   Co 2 

Gerts-Iaimliard   &  Co 50 

Glfford-Wood    Co 2 

Gilbert    ft     Bennett     Mfg. 

Co 193 

Gillette    Clipping    Machine 

Co 32 

Glascock    Bros.    Mfg.    Co..  44 

Gloria    Light    Co 176 

Goshen   Sweeper  Co 53 

Grand  Rapids  Hand  Screw 

Co     58 

G.    R.    Refrigerator  Co 204 

Great  Western  Mfg.  Co...  42 
Green   Co.,    A.    II.,    The...  66 

Greene  Mfg.   Co 207 

Griffin  Mfg.    Co.,   The 198 


H 

Hale   Bros.    Co 213 

Ham  Mfg.  Co.,  C.  T 48 

Hamilton  Rifle  Co.,   The..  36 

Hammer  ft  Co 18.3 

Harkins  ft  Willis 194 

Harrington    &    Richardson 

Arms    Co 37 

Hart   Mfg.    Co.,   The 38 

Hartwell    Bros 200 

Ha wkes- Jackson    Co 49 

Hawkeye    Wrench    Co 59 

Hasserles,    Carl    20 J 

Helnlsch's  Sons  Co.,   R 30 

Helse  Mfg.   Co.,   W.   F 197 

Ilelwig  Mfg.    Co 213 

Herrlck  Co.,   F.    A 214 

Hessler  Co.,    H.    E 213 

Hill   Dryer   Co 13 

HlU-Standard   Mfg.   Co 178 

Hohlfeld   Mfg.  Co 42 

Home  Metallic  Refrlg.  Co.  177 
Hopkins  ft  Allen  Arms  Co.  4 
Horton  Mfg.  Co.    (Coun.)..   41 

Horton    Mfg.    Co 211 

Hotchklss,    E.    S .35 

Hunt,  Helm,  Ferris  ft  Co.l76 
Hussey   &  Co.,    C.  G 181 


K.   &  K.   Mfg.   Co.,  Toledo. 

Ohio    -*1 

Kunipfe  Bros 25,  228 

Kcvstime      Steel      &      WIi<' 

n, 1.S6 


Landers,  Frary  ft  Clark...  17 

Lawson   Mfg.    Co 195 

Leavens    Mfg.    Co 203 

Llpplncott,     W.     M.     ft     I 

Co 44 

louden   Machinery   Co 54 

Ludlow-Sa.vlor    Wire    Co...  193 

Lnfkln    Rule    Co.,    The 185 

Lynn    Filter    Mfg.    Co 196 

M 

Mnnasse.    L.    214 

Mnrshalltown   Trowel   Co..   67 

MavtcroBs    Co.     212 

Martln-Senonr    Co 52 

Martin    Skate    Co... ,38 

Martin's   Sons,    E.    J 228 

McCabe.   F.   J 181 

MeWhInnle       Wheelbarrow 

Works     214 

Melsselbach  ft  Bro..   A.    F.213 

Merrlnm   Mfg.   Co 45 

Merrill    Bros Ty\ 

Metallic    Screen    Co.,    The.  194 

Meyercord  Co.,  The   179 

Miller    Co.,    Frank 63 

Miller    Co..    J.    M 182 

Miller   Lock    Co 2 

Millers   Falls   Co 228 

Milwaukee   Dustless   Brush 

Co 47 

Mixlem    Imnrovem'ts    Mfg. 

Co 58 

Morrill,    Charles    12 

Mossherg  Co.,   Frank 58 

Motor  Car  Equlpm't  Co...  46 

Motor    Vehicle   Corp 41 

Mott  Iron  Works,  J.  L..209 
Myers  &   Bio.,    F.   E 50 

N 

Nashua    Till    Co 56 

National   Mfg.   Co 199 

National  Ventilator  Co...  47 
New  Jersey  Wire  Cloth  Co.l93 
N.   Y.  Sporting  Goods  Co..  45 

Niagara   Oil  Stone  Co 35 

Nioholls    Mfg.    Co 186 

Nicholson  File  Co 228 

Nickel    Plate   Stove   Polish 

Co 50 

Northfleld  Knife  Co 20 

North    Bros.    Mfg.    Co...  j. 208 

North    Wa.vne    Tool   Co 33 

Norvell  -  Shapleigh      Hard- 
ware   Co.     172-3 

Novelty  Mfg.  Co.,  The 209 


Reliance   Edge  Tool  C»...185 

Itevere    Rubber  Co '^ 

Rhodes   Mfg.    Co 35 

Richards    Mfg.    Co I81 

Richardson    B.B.    Skate  Co.  :l» 

ItobertBon,   -\rthur  R 2iMi 

Rochester   Ret»l   Co 40 

Rock   Island  Tool  Co 20  5 

Rollman   Mfg.    Co 210 

Root    Bros.    Co.,    The... 36,  48 

Royal   Gas   Light  Co 46 

R4»yal    Mfg.    Co 201 

Russell  ft  Erwln  Mfg.  Co.     7 


Samson   Cordage   Works...  21 

Savage    Arms    Co 3< 

SchoUhorn   ft    Co.,    Wm...228 

Schutte  ft  Co.,   E.  G 195 

Sheffield   Mfg.   Co 181 

Shelp  Mfg.  Co.,  H.  H-...  66 
Shelby     Spring  Hinge  Co..  197 

Shelby  Steel  Tube  Co 62 

Shuster   Co.,    F.    B 188 

Sliver   Lake   Co t»5 

Simmons  Hdw.   Co 33 

SImonds   Mfg.    Co IM 

Smith  ft  Egge  Mfg.  Co...  191 
Smith  ft  Hemenway  Co...  6 
Smith  Mfg.  Co.,  F.  H....188 
Snow  Flake  Axle  Grease  Co.  51 

Soldereue  Co.    188 

Souimer's  Son,  John   228 

Specialty    Mfg.    Co 20<l 

Spring  Steel  Fence  ft  Wire 

Co.     104 

Standard   Green  Bone  Cut- 
ter Co 213 

Standard   Stamping   Co 57 

Stanley   Rule   ft  Level   Co.  15 

Stanley    Works    lO-i 

Star  Expansion  Bolt  Co...     1 

Star   Mfg.   Co 14 

Starrett  Co.,  L.  S.,  The..  187 
Stevens  Arms  ft  Tool  Co., 

J 220 

Stlmpson  Scale  ft  Mfg.  Co.214 

Stowell     Mfg.    Co 213 

Superior  Spring  Hinge  Co.  194 
Sycamore  Wagon  Works..  68 
Syracuse  Chilled  Plow  Co.206 
Syracuse   Twist   Drill  Co..  69 


Taylor  ft  Boggls  Fdy.   Co.  190 

Taylor    Mfg.    Co 181 

Tower  &    Lyon   Co 189 

Towusend     Co.,     C.     C.     & 

E.    P 190 

Tuck    Mfg.    Co 188 

Turner     &     Seymour    Mfg. 

Co.,    The    16 

Turner  Brass  Works 64 

u 

Union  Cutlery  ft  Hdw.  Co.  30 
Union  Elev.    ft  Mach.   Co..  55 

Union  Hardware  Co 30 

Utica   Drop    Forge   ft   Tool 
Co 6 


I 


International  Silver  Co 171 

Irouton  Wood  Mantel  Co.  .200 

Ives   Co.,   The   H.    B 46 

Iwan   Bros 64 


J 

Jarvis  Co.,   W.    B 44 

Johnson   Co.,    E.    J 53 

Johnson's     Anns    &    Cycle 
Works,    Iver    66 


Oakman    Mfg.    Co 48 

Ohio    llanlware   Ass'n 184 

O'Neill   Elevator  Co 54 

Oneida  Coninninlty,   Ltd...     1 
Osgood    Sea  le    Co 213 


Palmer  Co.,  The  I.    E 43 

Parker    Wire    Goods    Co... 213 

Parker   Co.,    Chas 202 

Peck,    Hubert    E 214 

IVck-Hamre  Mfg.  Co.. The.  38 
Pelouze  Scale  ft  Mfg.  Co.  .189 
Peoria  Lawn  Mower  Grinder 

Co 207 

Perfection   Mfg.    Co 183 

Phenix  Mfg.   Co 196 

Philadelphia   Lawn    Mower 

Co 24 

Phlllips-Laffltte    Co.,    The. 213 

Pike    Mfg.    Co 1 

Porter,    H.   K 227 

Prltchard-Strong    Co.,    Tlielol 


Read   Mfg.   Co.,   O.    B 227 

Reading    Hdw.    Co 227 

Relter.    G.    C 187 

R«'liable  Incab.  ft  Brooder 
Co 44 


Vandegrlft  Mfg.   Co.,  The.  58 

w 

Wall  Mfg.   Supply  Co.,   P.     2 

Wallace    Supply   Co 213 

Walworth  Mfg.  Co 227 

Ward  Safety  Rasor  Co...  28 
Watrous  Mfg.  Co.,  E.  L.  .197 
Waverly    W'denware   Wk8.212 

Weber-Kirch-  Mfg.    Co 178 

White    Lily    Mfg.    Co 210 

White  Mop  Wringer  Co.. 209 
White     Mountain     Fi*eezer 

Co.,     The 22 

WIehusch  ft  Hllger,  Ltd..  19 
Wilkinson   &    Co.,    A.    J...  195 

Williams  ft   Co.,   J.   H 61 

Williamson    Wire    Novelty 

Co.,    C.   T 43 

Wlnslow  Skate  Mfg.  Co..  38 
Woodhouse  Chain  Wks...  188 
Worcester      Lawn     Mower 

Co 206 

Wright    Wire    Co 194 


Yale  ft  Towne  Mfg.  Co...  52 
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Abra«lve  Materials 

^^"'SS?"™^^-  Niagara  Pall«.N.Y. 
Pike  Mfg.   Co.,    Wke,    N.    H. 

▲djoaters,  Bllnfl 

Colnmbian  Hdw.  Co.,  CleTeland,  O. 
Ives  &  Co.,  H.  B..  New  Haren,  Ct. 
Miller.    Fall.   Co.,    28    Warren    St.. 

New   York. 
»°"fll    *    Brwln    Mfg.    Co..    New 

Briuin.    Ct. 

Adjusters,  Casement 

Reading  Hardware  Co..  Beadlna.  Pa 
BoMfll,  ft^Erwln    Mfg.    Co..    New 
Britain,   Ct. 

^^i^  Kr'^^^^^  M'«-   Co.,  9  Murray 
St.,    New   York. 

Adjusters,    Hammock,    Rope 
and  Strap 

Covert  Mfg.   Co.,   Troy,   N.    Y. 

Airrlcoltnral    Bdse    Tools 

North    Wayne   Tool   Co.,    HallowoU, 
Me. 

Ad^ertlsinfiT   Novelties 

Taylor  Mfg.  Co.,   Hartford.   Ct. 

Andirons 

(See  Fireplace  Good..) 

Anffle  Benders 

(See  Bender*. ) 

Anvils 

Colnmbian  Bdwe.  Co.,  Cleveland,  O. 

Apple  Cutters 

BoUman  Mfg.  Co.,  Monnt  Joy,  Pa. 

Apple  Parers 

Beadlns  Hardware  Co.,   Reading, Pa. 

Aprons,  MecHanies' 

(See  Carpenter.'   Apron..) 

Artificial   Minnow   Bait 

K.    &   K.    Mfg.    Co.,    Toledo,    O. 

Ash  Cans 

Arrow  Can  Co..  86  Warren  St.,  New 

York, 
Berger.    L.    D.,    69    North    2d    St., 

Philadelphia.  Pa. 

Ash  Sifters 

Acme    Ball    Bearing    Sale.    Co..    66 
Warren  St,  New  York. 

Gilbert   *    Bennett   Mfg.    (3o..    Chi- 
cago, 111. 

HIU  Dryer  Co.,  816  Park  Ave.,  Wor- 
ceeter.   Man. 
Anirer  Bits 

RoMell  ft  Brwln  Mfg.  Co.,  New  Brit- 
ain,  Ct 
Auffer  Bits,  Bxpansive 

Tower    ft    Lyon    Co.,    96    Chamber. 
St.  New  York. 

Auverst  Barth  and  Post  Hole 

Iwaa  Brother.,  Streator,  III. 
Union    Blevator    ft    Mach.    Co.,    144 
Ontario  St.  Chicago,  111. 
Automatie  Truelcs 
Feek-Haawe  Mfg.  Oa..  The,  Bartin, 

Autonaobile  Jacks 

(See  Jacka.) 
Automobile  Lamps 

(See  Lampa.) 
Automobile  Supplies 

Bzcelaior  Supply  Co.,  Chicago.  111. 


Motor  Car  Equipment  (To.,  66  War- 
ren St.,   New  York. 

New  York  Sporting  Good.  Co.,  17 
Warren  St.    New  York. 

WUklnaon  ft  Co..  A.  J..  180-188 
Washington    St.,    Boaton,    Mara. 

Automobile        Tubina      and 
Rims 

American  Tnbe  ft  Stamping  (3o.. 
Bridgeport    Ct 

Automobiles 

(Sorbin    Motor    Vehicle    Corp.,     New 

Britain,   Ct. 
Steven.  Arm.  ft  Tool  Co..  J.,  Chlco- 

pee    Fall.,    Ma... 

AtvIs,  Brad,  Belt  and  Scratch 

Tnck    Mfg.    (?o.,    Brockton,    Ma... 
Ax  Handles 

(See    Hajidlea.) 
Axes  and  Hatcbets 
Arcade  Mfg.   Co..  Freeport.  111. 
Borge..-Norton    Mfg.    Co.,    Geneva. 

WlebDMh  ft  Hllger,  Ltd.,  9-16  Mar- 
ray  St.,   New  York. 

Axle   Grease 

Snow  Flake  Axle  Grease  Co.,  The. 
Fitchbnrg,    Man. 

Axle  Grease— Graphite 

Dixon  Crucible  Co.,  Jo..,  JerKy 
City,    N.    J. 

Axle  Oil 

(See   Oil.) 

Babbit   Metal 

Fahrlg  Metal   Co..    816  Hndson  St., 

New    York. 
Phillipa-Laffltte     Co.,     Penn     Bldg., 

Philadelphia,    Pa. 

Baby  Walkers  and  Jnn&pers 

Glaacock  Bro..  Mfg.  Co.,Muncie,[nd. 

Bair« 

(See    Article..) 

Bank  and  Office  Raiiins 

Buffalo  Wire  Wk..  (3o., Buffalo,  N.Y. 
Ludlow-Saylor  Wire   Ck>.,   St    Louis, 

Mo. 
Wright  Wire  Co.,    Worcester.   Man. 

Barbed  Wire 

(See   Wire.) 

Barrel  Sivinir* 

GlaKOCk  Bro..   Mfg.  Co.,Muncle,Iod. 

Base  Bali  Shoe  Plates 

Wlnalow  Skate  Mfg.  Co.,  Sam'U 
Worceater.   Mara. 

Base  Ball  Supplies 

Draper-Maynard    Co..Plymouth,  N.H. 

Baskets,  Wire  . 

Andrew.  Wire  ft  Iron  Wk..,  Rock- 
focd.  lU. 

Batk  Room  Fitfinira 

American  Rlns  (3o.,  Waterbury,  Ct. 

Manning,  Bowman  ft  Co.,  Merlden. 
Ct 

Novelty  Mfg.  Co.,  Dept.  K..  Water- 
bury.  Ct 

Parker  Co..  Cha...  The,  Merlden.  Ct. 


Pritchard-Strong  Co.,  29  Circle  St, 

Rocheatpr,    N.    Y. 
Taplin   Mfg.   Co..   New  BriUln.   Ct 

Beaters 

(See  Carpet   Whips.) 

Bells  and  Oonffs 

MoMberg  Co..  Frank.  Attlebon».Man. 
Reading  Hardware  Co..  Reading.  Pa. 
Relter,  G.  C^  Canton,  O. 
RuMeU    ft    Brwln    Mfg.    Co..    New 

Britain,   Ct. 
Wall    Mfg.    Supply    Co..    P..    AUe- 

gheny.    Pa. 

Belt  Dressing 

Dixon  Crndble  (^.,  Jo...  Jerwy 
City,   N.   J. 

Belt  Hooks 

(See    Hook..) 

Belt  LacinflT.  Steel 

Bri.tol  Co..  Waterbury,  Ct. 

Belt  Lacinvv  Wire  Spooled 

Malin  ft  Co..  Cleveland.  O. 

Belt  Punches 

(See   Punchea.) 

Benck  Screirs 

(See  Screw..) 

BencHes,  Cabinet-Makers' 

Grand  Rapida  Hand  Screw  Co., 
914  JeffenMn  Ave.,  Grand  Rapida. 
Mich. 

Benders,  Anffle  and  Bye 

Wallace  Supply  Co.,  916  Garden 
City  Block.   Chicago.    111. 

Bicycle  Bells 

(See  Bella.) 

Bicycle  liamps 

(Bee   Lamp..) 


Bic: 


%1U 


Supplies    and    Bun- 


ExceMor   Supply   Co.,   Chicago,    111. 
New    York    Sporting   Ctooda   Co.,    17 

Warren  St,   New  York. 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport 

Ct 
Bicycles 
Great  Weatem  Mfg.  0>..  La  Porte. 

Ind. 
Johnaon*.    Arm.    ft    Cycle    Work.. 

Iver,    Fltchburg,    Man. 
Binder  T^vrine 

(See    Twine.) 
Bird       Cnige       Sprinir«      and 

riinius 
Turner   &    Soymour   Mfg.    Ck).,    Tor- 

ringfou,    Ct. 
Bit   Braces 
Millers    Fall.    Co..    28    Warren    St, 

New  York. 
Reading     Hardware    (3o.,     Beading, 

Pa. 
RobmU    ft    Brwln    Mfg.    Co.,    New 

Britain,   Ot 
Stanley  Rule    ft    Level    Co..     Maw 

Britain.   Ot. 
Bits 

(See  Asgar  Bits.) 
Blackboardil,  Slate 
JohuMn  Co.,  B.  J.,  88  Park   Bow, 

New   York. 
Blanks,  Fork  and  Knifo 
Union  Cutlery  ft   Hdw.  Oo.,   UbImi- 
▼Ula.   Ct 
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BaueU    A    Brwln     Mfg.   Co..   New   Carpet  Pin»  and  Soekets 


Bloelca«  Cliaia 

.Yal*  ft  Towne  Hfff.  Co..  9  Marraj 
St..  Mew  York. 

^SUf^lTO^WlS.,    18    Brneh    St..    Bf»«"***j7,  "^^^^^f*;     „     „ 
Detroit*    Ulcb  Nashaa    Till    Co..    Naebna,    N.    H. 

Umea   HaPdwari  Co.,  Torrlnfton.  Ct.    Bracket.,  Stair  Rail 


Britain,  Ct. 
Stanley   Works.   New  BriUln,  Ct. 
Taplln   Mfg.   Co..    Now   BrtUln.   Ct. 


Boat  Hardware 

(See  Marine  Hardware.) 
B4Mita»  Canvaa      ^     ^^      .     ,  ^ 
Olaaeoek  Broa.  Mfg.  Co.,Mnncle,  Ind. 
Boilers,  Heating 
Mott  Iron  Wks.,  J.  L..  6th  Ato.  and 
ITth  St,  New  York. 
Boilers.  "Wask  _,, 

Berger.  L.  D..  B9  North  St.,   PhiU- 

delphla.    Pa. 
Bolt  and  Hut  Maekinerr 
Waterbnry-rarrel   Fdry.   *  Machine 
Co..   Waterbnnr,   Ct. 
Bolt  Clippers 
Helwlg   Mfg.   Co..   St.    Panl,    MUm. 
Porter.   H.   K.,    Brerett.   Mate. 
SchoUhom  Co..  Wm..  New  HaTen,  Ot. 
Bolts  and  Hots 
Garland    Not    ft    BlTet   Co..    Pitta- 

Imrg,  Pa. 
Bone  Cutters 
Standard    Oreen    Bone    Cotter    Co., 

Box   A.   Mllford.    Maaa. 
BorlBK  Maekines 
Ajax  Mfg.  Co..  PltUborg.  Pa. 


Beading  Hardware  Co.,  Beading,  Pa. 

Brans  and  Copper 

BnoMj  ft  Co..  C.  0.,  Pittalmtt.  Pa. 

Braslny    Plates 

PhUUpo-Laffltte    Co., 


Turner   ft   S4>7moar   Mfg.    Co.,    Tor^ 
rlngton.    Ct. 

Carpet  Stretekers 

Hunt,  Helm,  Ferris  ft  Co.,  Harrard, 
lU. 

Carpet  Sweepers 

Bliaell   Carpet   Sweeper  Co..    Grand 


,     Baplda.   Mich. 

Ooahen    Sweeper 

Baplda.  Mich. 


Co..    The,    Grand 


Philadelphia,    Pa. 


Penn    Bldg., 


Carpet  "Wklps  and  Beaters 

Andrews  Wire  ft  Iron  Works,  Bock- 
ford.  111. 
■17  Mfg.  Co.,  Theo.  J.,  Glrard.  Pa. 

Carriage  Heaters 

Chicago  riezlble  Shaft  Co.,  ISO  On- 
tario St.,  Chicago,  ni. 

SUndard  SUmplng  Co.,  Marysrille, 
Ohio. 


Box  Hin«es 

(See  Hinges.) 
Box  lioeks 

(See  Locks.) 
Bottle  Openers 
TapUn  Mfg.  (3o.,    New  Britain.   Ct. 
Taylor  Mfg.  (3o.,  Hartford,  Ct. 
Bottle  Stoppers 
Taplln  Mfg.   Co..   New  Britain,   Ot. 

Box  Openers 
Bonner  Mfg.  Co., 

in. 

Box  Strapsv  Comers,  Hasps, 

eto* 
Acne  Steel  Goods  (^.,  Chicago,  111. 
Cafj    Mfg.  Co..  19-21  Booaerelt  St., 

New  York. 

Bozos,  Hardware, 'Skelf 

Green  (So.,  A.  H.,  97  Warren  St., 
New  York. 

Sbelp  Mfg.  Co..  Henry  H.,  Colom- 
bia  Ato.    ft   Bandolpb  St.,    Phila. 


BrasinsT    Powder 

PhUUpe-Laffltte    Co.,    Penn    Bldg., 
Philadelphia,   Pa. 

Bread  Mixers 

Landers,  Frary  ft  CUrk,   New  Brit- 
ain. Ct. 

Manning.   Bowman  ft  (^.,   Meriden,    (jn^^^ers    Hay 

PrUchard-Strong  Co..   29  Circle  St.,     ^^^  Mwhlnery  Co.,  Falrteld,  la. 
Bochester,  N.  Y.  Carrers.  Klteken 

Broilers  (^mokeles.)  Wire  La«;«;  k^^Z  ""'*  ^"^  "*'•* 
Brldpport  Wire  Goods  Co..  Bridge-         i*"'"*  *^**"»  ■*"*• 

port,   Ct.  Careers'  Knifes,  "Wood 

Brooders,  Ponltry  8«1«»  *  Hemenway  Co..  108  Doane 
BeUable    Incobator   ft    Brooder   Co..         »*:•  ''•''  ^**"- 

Qolncy,  111.  Cask   Drawers,   Alarni 

Brnskes  Nashoa  TIU  Co..  Nashua.  N.  H. 

Qerts-Lumbard  ft  Co.,  208-210  Ban-  Casters,  Ball  Bearlagr 


C.   B.,  Chrlsman, 


dolph  St.,   Chicago.   111. 
Milwaukee  Dustless  Brush  Co.,  Mll- 
waokee.    Wis. 

Bnlldlnv  Papers 

(See  Paper.) 

Burnlahers 
Tuck  Mfg.  Co.,   Brockton,   Mass. 

Bnsklnsa,  Adjnstakle  Pipe 

Armstrong  Mfg.   Co.,   291  Knowlton 
St.,   Bridgeport,  Ct. 

Bntcker  Knives 

Gate  ft  Sons,  W.  B.,  Bradford.  Pa. 

Forschner    ft    Sons.    Chas.,    206    E.    Catohers,  Grass 


Acme    Ball    Bearing   Sales    Co.,    56 
Warren  St.,    New   York. 

Casters,  Fnrnitnre 

Clark   Co..    Geo.    P.,    The,    Windsor 

Locks,  Ct. 
Beading  Hardwars  Co..  Beading.  Pa. 

Casters,  Rnkker  l¥keel 

Elastic  Tip  Co.,  870  AtUntlc  Are., 
Boston,   Mass. 

C  a  s  1 1  a  ff-s,  Malleakle  and 

Steel  : 

Hammer  ft  (3o.,  Branford.  Ct. 


19th  St..  New  York. 

Bntoker  Saws 

(See  Saws.) 

Bntts,  Door 

Bussell  ft  Brwln  Mfg.  Ck)..  New 
Britain,   Ct. 

Stanley  Worka.   New  Britain,   Ct. 

Yale  ft  Towne  Mfg.  Co.,  9-15  Mur- 
ray St..  New  York. 


Boxes,  MaU 
Heise  Mfg.    Co.,   W.   F..   66   Dnlon   Cake  Mixers 

Park  Court.    III.  ^  " 

HsMler  Co..    H.    ■.,   500   North  Sa 

Una  St..    Syracose,    N.    Y.  _       __    , 

Merriam    Mfg.    Co..    Durham,    Ct.  Bochester.   N.   Y. 

Peek-Hamre  Mfg.  Co..  Berlin,   WU. 
Beading  Hdw.  Co..  Beading.  Pa. 
Taylor   ft   Boggle   Fdry.    (3o.,    Clere- 
■    O. 


111. 


28    Warren 


St., 
108  Doane 


Boxes,  Miter 

MUler    Falls    Co., 

New   York. 
Smith  ft  Hemenway  Co. 

St.,  New  York. 
Tower    ft    Lyon    (3o.,    96    Chambera 

St..   New  York. 

Boxes,  Rnral  Mail 

Hesater  Co..  H.  B..  600  No.  Sallna 

St.,  Syracose,   N.   Y. 
Peek'Bamctt  Mfg.  (3o..  BerUn.  Wla. 

Boxes,  Tin,  Stationers' 
Merriam   Mfg.    (3o.,    Dorham,    Ct. 

Braekets,  Foldlkv 

GriiBB  Mfg.  Co.,  Brie,   Pa. 
Stanley  worka.   New  Britain,  Ct. 


Braokets,  i 
Mfg. 


Ironina  Board 

Co..  MUford,  Ct. 

Braokets,  I^amp 

Areade  Mfg.   Co..    Freeport,    111. 
Beading  Hardware  0>.,  Beading,  Pa. 
Wagner  Mfg.  Ck>.,  Cedar  Falla.  la. 

Braokets,  Skelf 

Atlaa  Mfg.  Co.,   New  BaTon,  Ot 
Griffln  Mfg.  Co.,   Brie,   Pa. 

wrare  Co.,  Beading,  Pa. 


Basseries,    Carl,   GlcTeland,    O. 
Specialty    Mfg.    Co.,     St.     Anthony 

Park,    Minn. 
Catekes,  Barn  Door 

Beading  Hardware  Co.,  Beading,  Pa. 

Catekes,   Reffrlaerator 
Brass  Goods  Mfg.  Co.,  Brooklyn, N.Y. 
Beading  Hardware  Co.,  Beading,  Pa. 

Catekes,  Screen  Door 

Automatic   Door  Catch   Co.,   218    B. 

'^^^"ii/''^  *  '''•''•   '''"  ^'*'"     Bil?dVWa;§'^rrf%!"Beading.Pa. 
PritSharistron^  Co.,   29  Circle  St.,      Wj^tPOM^Mfg.^Co.,  B.  L.,  The.  Dee 

Ceillnvs,  Metal 

Frledley-Voshardt    Co.,    194-204    Ma- 
ther St.,  Chicago.   111. 
Cliaflnsr  Dishes 
Manning- Bowman   (3o.,    Meriden,   Ct. 
Chain 
Bridgeport     Chain     Co..    Bridgeport. 

Ct. 
Hale    Broa.    Co.,    Worcester.    Mass. 
Oneida     (immunity,     Ltd.,     Oneida. 

N     Y 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport. 

Ct. 
Turner    &    Seymour    Mfg.    Co.,    Tor- 

riiigtou,-  Ct. 
Woodhouse     Chain     Wks.,     Trenton, 
N.   J. 
Chain,   Cycle    A   Antomohile 
Baldwin  Chain  Mfg.  Co.,  The,   Wor- 
coater,    Mass. 
Chain  Blocks 
(See   Blocka.) 
Chain,  Pnmp  ^      _^^^  ^ 

Garland  Not  ft  BWet  Co.,  Pittsburg, 

Falls,    cka*lk  litnes       ^^  ^^ 

Silver   Lake   Co.,    78   Chauncey   St., 

Boston,   Mass. 
Cheek  Rein  Loop 
Read  Mfg.   Co.,   O.   B.,  Troy,   N.   Y. 


Cake  Turners 

Arcade   Mfg.    Co.,    Freeport, 

Calipers  and  Divldera 

SUrrett  Co..   L.   S/,   Athol,    Mass. 
Calkinir 
Efltes   Mills,   Fall    BiTer.    Maia. 

Can  Openers 

Arcade   Mfg.    Co.,    Frooport,    111. 
Ellis  Mfg.  Co..  The,   Milldale,   Ct. 
Melsselbach  ft  Bro.,  A.  F..  Newark. 

N.  J. 
Pritchard-Strong  Co.,   29  Circle  St., 

Bochester.    N.    Y. 
Smith  ft  Hemenway  Co..  108  Doane 

St..  New  York. 
Taylor  Mfg.  Co.,  Hartford,  Ct. 

Cans 

(See  Artlclea.) 

Carhide  of  Silicon 

Carborundum    Co.,     Niagara 
N.  Y. 

Carhornndnm 

Carborundum     Co..     Niagara 
N.  Y. 

Carbomndnm  Paper  A  Clotk 

Carborundum  Co.,  Niagara  Falla, N.Y. 


Falls, 


Carhornndnm    'Wkeels 

Carborundum     Co. 
N.    Y. 


Nlasara     Falla,    Cherry  Stonera 

wiagara     raun,      ^^^^^'^   ^^^    ^p^    Mount  Joy,  Pa. 
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CHlmiieT  Tops,  RevolTliiff 

I  wan  Brot.,  8treator,  III. 

ChiseU 

BeliftDce    Edge    Tool    Co.,    Younga- 

town,    O. 
BnneU    4    Brwin    Mfg.    Co..    New 

Britain,  Conn. 
Tack  Mfg.  Co.,   Brockton.  Maaa. 

Cl&riatinaa  Tree  Holders 
North  Broa.  Mfg.  Co..  Philadelphia, 
Pa. 

Gicar  KnlTes 

Kimball  Co.,  0.  J.,  Bennington. N.H. 

Olaaaps 

Grand     Rapids     Hand     Screw     Co.. 

914  Jefferson  Ave.,  Grand  Rapids, 

Mich. 
Hammer  *   Co.,   Branford,    Ct. 
Williams   &   Co.,    J.    H.,    Brooklyn, 

N.    Y. 

Clippers,  Flnirer  Nail 

Cook  Co.,  H.  C,  The,  Anaonia,   Ct. 

Clipping  Maebines,  Hair 

American  Shearer  Mfg.  Co.,  Nashua, 
N.    H. 

Brown  A  Sharpe  Mfg.  Co..  ProTi- 
dence.  R.  I. 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St..    Chicago,    111. 

Ooatea  Clipper  Mfg.  Co.,  Worcester, 
Maaa. 
'    Hotchklaa.    Edward    S..    Bridgeport, 
Ct. 

Wleboach  *  Hilger,  Ltd.,  9-lS  Mni^ 
ray  St.,   New  York. 

Olippinv  Machines*  Horse 

American  Shearer  Mfg.  Co.,  Naahoa, 
N     H 

Chicago 'Flexible  Shaft  Co.,  180  On- 
tario   St.,    Chicago. 

GUlette  cupping  Mach.  Co.,  114  W. 
sad  St.,  New  York. 

Wlebash  ft  Hilger,  Ltd.,  9-16  Mnr- 
ray  St.,  New  York. 

Clocks 

New  HaTen  Clock  Co..  New  Haren, 
Ct. 

Clotbes  Bars 
Ely  Mfg.  Co.,  Theo.  J..  Glrard,  Pa. 
Martcroaa  Co.,  40  Dearborn  St..  Chi- 
cago,   III. 

Clothes  Dryers 

Hill  Dryer  Co.,  816  Park  Ave.,  Wor- 
cester,   Mass. 

Clothes  liines 

Columbian  Rope  Co..  Auburn,  N.  Y. 
Estea  Mills.  Fall  River,   Mass. 
Samaon  Cordage  Wks.,  Boston,  Mass. 
Silrer  Lake   Co.,    78   Chauncey    St.. 
Boston,    Mass. 

Clothes  liines,  IVire 

Wright  Wire  Co.,  Worcester.  Mass. 

Clothes  "WrinKers 

Glascock  Bros.   Mfg.  Co..Muoclo,Ind. 

Coal,  Carriaire  Heaters' 

Chicago  Flexible  Shaft  Co.,  180  On- 

Urto  St.,  Chicago,  111. 
Standard  Stamping    Co.,   MarysTlUe, 
Ohio. 
Coaster  Sleds 

(See   Sleds.) 
Coaster  l¥affons 

(See  Wagona.) 
Coat  and  Hat  Hooks 

(Sm   Beoka.) 
Coflee  and  Spice  BfiUs 
Arcade  Mfg.  Co..  Freeport,   111. 
Landers,  Frary  ft  CUrk.  New  Brit- 
ain, Ct. 
Parker  Co.,   Chaa.,   Meriden,   Ct. 
Coflee  Percolators 
American  Silver  Co.,    Bristol.   Ct. 
Landera,  Frary  ft  Clark.   New  Brit- 
ain. Ct. 
Manning-Bowman  Co..   Meriden,   Ct. 

Coflee      Percolators,      Anto- 
naatic  Blectrio 

American   Silver  CJo.,   Bristol,   Ct. 
Commode  Chamber  Pail 

Weber-Kirch  Mfg.  Co.,   Keokuk,   la. 


Conductor  Pipe 

Berger  Bros.  Co.,   Philadelphia,  Pa. 
Conductor      Pipe      Hanvcrs* 
l¥ire 

I  wan  Bros..  Streator,  IlL 
Cookinff  Utensils 

Avery  Stamping  Co.,  Cleveland,  O. 
Cleveland    Stamping    ft    Tool    Co., 

Cleveland,  O. 
Landera.  Frary  ft  Ciark,   New  Brit- 
ain,   Ct. 
Copper 

(See  Brass  and  Copper.) 
Copper  Gaskets 
Hussey  ft  Co.,  C.  Q.,  Pittsburg.  Pa. 
Cordase 

Columbian  Rope  Co.,  Auburn,  N.  Y. 
Samson  Cordage  Wks.,  Boston.  Mass. 
Silver   Lake   Co..    78   Chauncey   St.. 

Boston,    Mass. 
Cork  Screiprs  and  Pollers 
Arcade   Mfg.   Co.,   Freeport.   111. 
Brie  Specialty  Co.,  Erie,  Pa. 
Parker  Co^  The  Chas..  Meriden,  Ct. 
Smith  ft  Hemenway  Co..  108  Duane 

St..  New  York. 
Williamson    Wire    Novelty    (^.,    0. 
T.,  06  Badger  Ave.,  Newark.  N.  J. 
Corporation  Cocks 
Walworth  Mfg.  Co.,  128  Federal  St.. 

Boston,  Mass. 
Cornndnm  l¥heels 
Pike  Mfg.   Co.,  Pike.  N.   H. 
Cotter  Pin   Machines,  Auto- 
matic 
Shuster  Co.,  F.  B.,  New  Haven,  Ct. 
Cotton  "Waste 
Betes  Mills.   Fall   River.   Mass. 
ConplinflTS 
Modem  Improvement  Mfg.   Co..  466 

17th   St.,    Brooklyn,    N.    Y. 
Cranes 
Yale  ft  Towne  Mfg.   Co.,  9  Murray 
St..  New  York. 
Crncibles 
Dixon    Crucible    Co..     Jos..     Jersey 

City,  N.  J. 
Crucible  §teel 
American    Tube    ft    Stamping    Co., 

Bridgeport.   Ct. 
Cultivators 

Syracuae  Chilled  Plow  Co..  Syracuse, 
N.   X. 
Cup   Hooks 
Turner    &   Seymour   Mfg.    Co.,    Tor- 
ring  ton,    Ct. 
Curry  Combs 

Advance  Mfg.  Co.,   Racine  Junction, 
Wis. 
Curtain  and  Screi/v  Rinss 
Turner   &   Seymour   Mfg.    Co.,    Tor- 

rlngton,    Ct. 
Cutlery 

(See  also  Knives.  Raaors,  Shears, 
etc.) 
Case  ft  Sons,  W.  R.,  Bradford,  Pa. 
Columbian     Cutlery     (^..     Reading, 

Pa. 
Landers.  Frary  ft  Clark,  New  Brit- 
ain. Ct. 
Northfleld  Knife  Co.,  Northfleld,  Ct. 
Norvell-Bhaplelgh      Hdw.      Co.,    St. 

Ix>ui8,  Mo. 
Parker  Co.,  Chas..  The,  Meriden,  Ct. 
Simmons   Hardware   Co.,   St.   Louis. 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  York. 
Cutters 

(See  Ardcles.) 
Dairy  Machines 

(See  Articles.) 
Dan&pers 
Arcade   Mfg.    Co.,    Freeport,    111. 
Taylor  ft   Boggle   Fdry.    Co.,   Cleve- 
land. 0. 
Dash    Rein    Fasteners 

Read  Mfg.  Co..  O.  B.,  Troy,  N.  Y. 
Decalcomania  Siffus 

(See  Signs.) 
Dish  Mops 

Estes   Mills,    Fall   River,    Mass. 
Display   Cases,   Glass 
Becker,     F.     A.,     10    DeKalb    Ave., 
Brooklyn,    N.   Y. 


Door  Bells 

(See   Bells.) 

Door  Buttons.  Steel 

Watrous     Mfg.     Ck)..     B. 
Molnea.   la. 

Door  Catches 


L.,     Das 


American  ^Hardware  Mfg.  Co.,   1208 


Fulton  St..    Ottawa, 
Watrous     Mfg.     Co..     E.     L..     Dea 
Moines.  la. 

Door  Checks  and  Sprlnirs 

Reading     Hardware    Co.,     Reading, 

Pa. 
Russell    ft    Erwln    Mfg.     (To.,    New 

BriUln,  Ct. 
Yale  ft  Towne  Mfg.  Co..  9  Murray 

St.,    New  York. 
Door  Hanircrs 

(See  Hangera.) 

Door  Holders 

Superior  Spring  Hinge  Co..  128  So. 

Clinton    St..    Chicago.    111. 
Reading  Hardware  Co.,  Reading,  Pa. 

Door  Knobs 

(See  Locks  and  Knoba.) 
Door    Pulls 

Columbian  Hdwe.  (3o..  Cleveland,  O. 
Dra^nrinff  Knives 
Reliance    Edge    Tool    Co.,    Yonnga- 

town,   O. 
RuaaeU    ft    Erwln    Mfg.    (^.,    New 

BriUln,  Ct. 
Wllklnaon    ft    Co.,    A.    J..    180-188 
Waahlngton  St,  Boston,  Maas. 
Drawinir  Knives*  Folding 
Reliance    Edge    Tool    Co.,     Younga- 

town,    O. 
Russell    ft    Erwln    Mfg.    Co,,    New 

BriUln,  Ct. 
Wilkinson    ft    Co.,     A.    J„    180-188 
Waahlngton  St..  Boston.  Mass. 
Dra^vrer  Pulls 

Reading  Hardware  Co.,  Reading,  Pa. 
Dressings 

(See  Artlclea.) 
Drilling  Machines 
Shuster  Co.,  F.  B.,  New  Haven.  Ot. 
Drills,   Hand,  Breast,  etc. 
Mlllera    Falla    Co..    28    Warren    St.. 

New  York. 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,    New   York. 
Syracuse  Twist  Drill  Co.,  034  Grape 

St",   Syracuse,   N.    Y. 
Drills,  Star  and  Pipe 
Star  Expansion  Bolt  Co.,   147  Cedar 

St.,  New  York. 
Drop  Forarinffs 
Billings    ft    Spencer    Co.,    Hartford. 

Ct. 
Barnes  Co.. Wallace,  The,  Brlatol,  Ot. 
Page-Storma       Drop       Forge       Co., 

Springfield,    Mass. 
wmianiB    ft    Co.,    J.    H.,    Brooklyn, 
N.    Y. 
Drop  Forflrinirs»  Automobile 
Page-Storms       Drop       Forge       Co., 

Springfield,    Mass. 
Williams   ft    Co.,    J.    H.,    Brooklyn, 

N.  y. 

Dryers 

(See    Articles.) 
Dumb  IVaiters 
(See   Blevatora.) 
BSave  Trouirh  Hangers 

(See  Hangera.) 
Birsr  Beaters 
Taplln  Mfg.  Ck).,  The,  New  Britain, 

Ct. 
Turner   ft  Seymour   Mfg.    Co.,    Tor- 

rlngton,   Ct. 
Electrical  Supplies 
Smith  ft  Hemenway  Co.,  108  Duane 

St..  New  York. 
Bleotric  Coolcinff  and  Heat- 
ing Apparatus 
(See  Artlclea.) 
Blectroliers 
Mott   Iron    Worka,    J.    L.,   6th   Ave. 

and  17th  St.,   New  York. 
Blevator      ESndosures      and 

Cabs 
Buffalo  Wire  Wks.  Co..  Bnffalo^M.Y. 
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Lodlow-Saylor  Wire  Co..8t.IiOQlt,Mo. 
Wrlsht  Wire  Co..  Worcester,   Mftn. 
Blevatora   and  Dumb  'Walt- 
ers 

Baton  4  Prince  Co..  Chleaco,  111. 
Bners7    BleTator    Co.,    214-218   New 

St..   PhlladMphla.   Pa. 
0*Nem  Elevator  Co.,  926  Chenr  St., 

PliIlAdelplila«  Pa. 
Union  Elevator  ft  Machine  Go..  144- 
146  OnUrto  St.,  Chicago.  111. 
BleTmtora,  loe 
Olflord-Wood    Co.,   Hadaon,    N;    Y. 
Baaarr  Paper  and  Clotk 
Baeder,  Adameon  ft  Co.,  PhUa.,  Pa. 
Baaerr  "Wl^eela 
Plk»   Mfs.    Co..    Pike.    M.    H. 
Baacrr  IVl&eel  Dreaaer 
DlaiMond    Saw    ft    Stamping    Wks.. 

Bnffalo.  N.  Y. 
Baaaaded  Ware 
OlaTeland  Stamping  ft  Tool  Co.,  The, 

OlaYelaiid.  O. 
BaAaaela 

(See  PalBta.) 
Baeattekeon  Plaa 

(8m    Plna.) 
Bxprnmeloa  Bolta 
SUr  Bxpanalon  Bolt  Co.,  Itt  and  2d 

Sta.,  New  York. 
Bxtemaion  Rode 
Turner   ft  Sejmonr  Mfg.   Co.,    Tor- 

rlngton.  Ct. 
Bye  Ileadere 
(See  Bendeia.) 
Factory  Traolca 

(See  Tmcka.) 
Faraalnv  Inaplemeats 

(See .  Agricultural  Implements.) 
Faraa  Gate* 
(See  Gatea.) 
Faateaera,  Corrayated 
Acme  Steel  Qooda  Co.,  Chicago,  111. 
Fasteaera»  Bask 
iTea  Co.,  H.  B.,  New  HaTen.  (K. 
Watrota     Mfg.     Co..     B.     L.,     Det 

Molnea,  U. 
Faaeeta,  Braaa 
Laadera.  Frary  ft  Clark,   New  Brlt- 

aln«   Conn. 
Smltb  ft  Hemenway  (To.,  108  Dnane 

St.,   New  York. 
Walworth  Mfg.  Ck).,  128  Federal  St., 

Boston,   Masa. 
Paaeeti^  Iron 
North  Broa.  Mfg.  Co.,  Philadelphia, 

Walworth  Mfg.  Co.,  128  Federal  St., 

Boston.   Mass. 
Faaeets,  Molasses  aad  Tar- 

alsk 
Parker  (3o.,  Chas..  The,  Meriden,  Ct. 
Faaeets*  Wooden 
Sonuner'a  Son,  John,  860-366  Central 

Are..   Newark.   N.  J. 
Feaee  Stretekers 

(See  Wire  Stretchers.) 
Feaee    Tool   (Combinatloa) 
Bomier  Mfg.   (3o.,  C.   B.,   Chrlsman. 

m. 

Feaeiair*  Iron 

Boterprlse    Fonndry    ft    Fence    0>., 
iDdJanapolia,  Ind. 

Feaeinart  Wire 

Clinton    Wire    Cloth    Co.,     Clinton, 


Fireplace   Goods 

Bostand  Mfg.  Co.,   MUford.  Ct. 
Fire  Doors 
Cobnm    Trolley    Track     Mfg.     Co.. 

Holyoke,    Mass. 
Fire  Pots 

Clayton    ft   Lambert   Mfg.    Co..   De- 
troit, Mich.  ^.    «    .. 
Turner  Brass  Works.  The,  61  Park 

Are.,  Sycamore,   111. 
FiskinflT   Reels  _  _ 

Rochester  Reel  CJo.,  Rochester.  N.Y. 
Fiskiav   Rods 

Hortnn  Mfc.    Co..    Bristol,   Ct. 
Flskiair  Tackle 
Martin's  Sons.  B.  J.,  RockrlUe,  Ct. 
Fiskins  Tackle  Boxes 
Merrtam  Mfg.   Co..    Durham,   Ct. 
Five  and  Ten-Cent  Goods 
Butler   Bros..    New    York.    Chicago. 

St.   liOQls  and  Minneapolis. 
Franklin   Specialty   Co.,   811   (nierry 

St..  Reading.  Pa. 
Fixtnres,  Blectrie  liiirkt 

Novelty  Mfg.  Co..  Waterbury,  Ct. 
Flask,  Sanitary  Glass 
Bmebach,  A..  882  W.  21st  St.,  Chi- 
cago,   III. 
Flower-Bed  Gnards 
Gilbert  ft  Bennett  Mfg.  Co..  Chicago, 

111. 
Wright  Wire  Co..   Worcester, 
i^lne  and  Tube  Cleanei 


Fine 

0«m  Mfg.   Co..   PltUburg,   Pa. 
Fine  Stops 

Clark  Mfg.  Co.,  J.  L.,  Rockford,  111. 
Fly   Killers,  Wire 

Blgelow.   J.   F.,  Worcester,  Maas. 
Football   Supplies 

Draper    ft   Maynard   Co.,    Plymouth, 
N     H 
Foo'd  Ckoppers 

Dana  Mfg.   Co.,  ClndnnatL  O. 

Landers,  Frary  ft  Clark,   New  Brit- 
ain. Ct. 

RoUmaa  Mfg.    Co..   Mount  Joy.   Pa. 

Russell    ft    Erwln    Mfg.    Co.,    New 
BrlUin,    Ct. 
Food  Cookers,  Poultry 

Reliable    Incubator   ft    Brooder    Co., 


Qulncr,  111. 
oot  l»r 


Boterprlse  Foondry  &  Fence  (30.,  In- 

dlanapolla.  Ind. 
Bnreka  Fence  Mfg.   Co.,   Richmond, 

Ind. 
Gilbert  ft  Bennett  Mfg.  Co.,  Chicago. 
Keystona  Steel  ft  Wire  Co.,  Peoria, 

New  Jersey   Wire  Cloth  Co..   Tren- 
ton, N.  J. 
Spring  Steel  Fence  ft  Wire  Co.,  An- 
derson. Ind. 
Wright  Wire  (^..  Worcester,  Mass. 
Files  stad  Raaps 
NIcholsoB  File  O).,  ProTldence.  R.  I. 
Bssaen    ft    Brwln    Mfg.    Co..    New 
_  Britain.  Ct. 
FUters.  "Water 
I^yaa  Filter  Mfg.  (^..  Cincinnati,  0. 
Fiaaer  Hail  Clippers 
(Sea  OUppera.) 


Foot  Presses 

(See  Presses.) 
Forks 

(See    ArricoUnral    Implements.) 
Fonntalns,  Iron 
Mott    Iron    Wks.,    The    J.    T...    5th 

Ave.  and  17th  St.,  New  York. 
Frnlt   Presses 
(See   Presses.) 
Furnaces  and  Heaters 
Mott    Iron    Wks.,    3.    L.,    6th    Are. 
'     and  17th  St..  New  York. 
Furnaces 

(See  Soldering  Fnmaces  and  Gas 
Furnaces.) 
Furniture  Trimmlnsrs 

American   Ring  (^.,    Waterbury,  (3t. 
Gante   Traps 
Abingdon  Trap  Co.,  The.   Abingdon, 

111. 
Onoida     0>mmunlty,     Ltd.,     Oneida, 

N.    Y. 
Garbaare  Cans 
Arrow  Can  <3o.,  86  Warren  St.,  New 
York. 
Garden  Hose 
Revere  Rubber  Co.,  Boston,  Mass. 
Garden   Tools 
Arcade    Mfg.    Co.,    Freeport,    III. 
Cronk  ft  Carrier  Mfg.   Co..   BImira, 

N.   Y. 
Garn&eat  Hangers 

(See  Hangers.) 
Gas  Furnaces 

Chicago  Flexible  Shaft  Co.,   180  On- 
tario St.,  Chicago.  111. 
Gas   Heaters 
Turner   ft   Seymour  Mfg.    Co.,    Tor- 

rinffton,  Ct. 
Gas  Lamps,  Inverted 

(See  Lamps.) 
Gas  LisrHters 
Oakman  Mfg.  Co.,  84  Chambers  St., 

New  York. 
Gates,  Steel  Frame 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

111. 
Gates,  IVire  Farm 
Spring  Steel  Fence  ft  Wire  Co..  An- 
derson, Ind.  


Gauaes 

ChapTn-SteTens    Co.,    Pine    Meadow, 

WiUiama   ft   Co.,    J.    H.,   Brooklyn, 

N.    Y. 
Geraaicide 

(See   Cow  Ease.) 
Glass  Cutters 

Hart  Mfg.  Co.,  The,  UnloaTlUe,  Ct. 
Smith  ft  Hemenway  Co..  106  Doane 

St..   New  York. 
Glass  Cattin*  Basurds 
Lafkln  Role  Co..  Saginaw.  Mich. 
Glass  Skelves  _ 

NoTelty  Mfg.  0>.,  Waterbury.  Ot 
Gloves*  Baseball,  ete.        _  _ 
Draper-Maynard  Co.,  Plymouth.  N.H. 
Gonvs 

(See  Bells.) 
Glue 
Baeder,    Adamson    ft   0>.,    Philadel- 
phia,  Pa. 
GopHer  Traps 
Abingdon  Trap  Co.,   The,   Abingdon, 
111. 

Goairce  „ 

Reliance    Edge    Tool    (3o..    Youngs- 
town,    O. 
Grapbite 
Dixon    Crucible    Co.,     Jos..     Jersey 
City,   N.  J. 
Grass   Catcliers 

(See    Catchera.) 
Grass  Hooks 
North    Wayne   Tool   Co.,    Hallowell, 

Me. 
Grass    SHears 

(See  Sbeara.) 
Grease 

(See  Articles.) 
Grease   Cups 

(Rpp  Lubricating  Appliances.) 
Griddles 
Adyancu  Mfg.  Co.,   Racine  Junction, 

Wlu. 
Grinders  ^  .  . 

iSee    Lawn    Mower   Grinders.) 
ndinsT  IVbeels 
Carborundum  (k>.,  Niagara  Fall8,N.Y. 
Pike  Mfg.  Co.,   Pike,    N.   H. 
Royal  Mfg.  Co.,  208  B.  Walnut  St., 
Lancaster,  Pa. 
Grindstone    Fixtures 
Reading  Hardware  Co.,  Reading, Pa. 
Grindstones 

Cleveland   Stone    Co.,    CleTeland,    O. 
Richards   Mfg.    Co..   Aurora,    111. 
Grindstones,   Bicycle 
Cleveland  Stone  Co.,  Cleveland.  O. 
Richards  Mfg.    Co.,   Aurora,    111. 
Gun  Cleaaers 
Union   Hdw.   Ck).,  Torriagton,   C5t. 
Guns  ^ 

Harrington  ft  Richardson  Arms  Co., 
82a  Park  Are.,   Worcester,   Masa. 
Hopkins    ft    Allen    Arms    Co.,    The, 

Dept.   B,   Norwich,  Ct. 
Johnson's    Arms    ft    Cycle    Works, 

Iver.   Fitchburg,   Mass. 
Parker  Co..  Chas.,  The,  Meriden,  Ct, 
Savage   Arms  Co.,    658  Turner   St., 

Utlca,   N.   Y. 
SteTens  Arms  ft  Tool  O).,  J.,  Chlco- 

pee  Falls,   Mass. 
Hack   Saivs 
(See  Saws.) 
Hair  Clippers 

(See   Clipping   Machines.) 
Haute  Fasteners 
Bridgeport    Chain    Co.,    Bridgeport 

Ct. 
Hammer  Handles 

(See  Handles.) 
Hammers,  Drop  ^    ^ 

Billings    ft    Spencer    Co.,    Hartford, 

Ct. 
Merrill  Bros.,  Brooklyn,  N.  Y. 

Hammers,  Hand 

Arcade  Mfg.  Co.,   Freeport,   111. 
Billings  ft  Spencer  Co.,  Hartford,  Ct. 
Franklin  Specialty  Co.,  Reading,  Pa. 
Robertson,     Arthur    R.,    144    Oliver 

St.,  Boston,   Mass. 
Hammers,  Masnet  ^   _ 

Billings  ft  Spencer  Co..  Hartford,  Ct. 
Robertaon,  Arthur  B.,  144  Oliver  St., 

Boston, 
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Hammer*,  Nickel  Plated 

Franklin   SpecUltj   Ck)..   811   Cherry 
Bt.»  Beadlag»  Pa. 
'    Prltehard-Strong  Co..  The,  29  Circle 
St.,  Bocheiter.  N.  Y. 
flammoelca 
Hohlfeld  Mfg.  Co.,  8th  and  Danphin 

Sts..    Philadelphia.    Pa. 
Palmer  Co.,  I.  E.,  The,  Mlddletown, 
Ct. 

Hand  Cara,   Boys* 

Glascock  Bros.  Mfg.  Co.,Muncle,Ind. 
Hlll-SUn4ard    Mfg.    Co..    4B8   Chaae 
St.,    Anderson,    Ind. 

HandeiiffSf 

(Bee  Police  Bappllea.) 

Handle*,  Tool 

Bmlth  ft  Hemenwa7  Co..  108  Dnane 

Bt.,  New  York. 
Tack  Mfg.  Co..  Brockton.  MaM. 

Handle*,  Tl^ooden 

Hartwell    Broa..    Chicago     Helghta, 

Hand    Screw* 

(See   Sere  we.) 
Hanger*.  Barn  Door 

Oobam    TroUej     Track    Mfg.     Co., 

Holjoke.  Mata. 
Hant,  Helm,  Ferris  ft  Ck>.,  Harrard, 

Louden  Machinery  (?o..  Fairfield,  la. 
Mjers  ft  Bro.,  F.  B..  Ashland,  0. 
National  Mfg.  (3o..  Sterling,  III. 
Blchards  Mfg.   Co.,   Aurora,    111. 
-  Beading  Haitlware  (?o.,  Beading.  Pa. 
Hansrera,    Save    Troagrh 
Berger  Bros.  Co.,    Philadelphia,   Pa. 
Holbrook   Mfg.   Co..  The.   Attleboro, 


Hanverau    Fire    Door 

Cobum     Trolley     Track    Mfg.     Co.. 

Holyoke.  Mass. 
Hanirera,  Garment 

Taplln   Mfg.   Co..   New  Britain.   Ct. 
Hanarers,    Hoaae    Door 

Arcade  Mfg.  Co.,  Freeport,  111. 

Chicago  Spring  Butt  Co.,  Chicago. 

Cobum  Trolley  Track  Mfg.  Co., 
Holjoke.    Mass. 

National  Mfg.  (3o.,  Sterling,   III. 

Blchards  Mfg.  Co..  Inc..  Aurora,  lU. 
Hanarera,  Saab 

Watrous     Mfg.     Co..     B.     L..     Des 
-     Moines,  la. 

Hanarera,    Screen    and    IVin- 

do^vr 
Phenlx  Mfg.  Co..  Milwaukee.  Wis. 
Handera,  Tronaer,  Skirt,  etc. 

Taplln  Mfg.  Co..  The.  New  BrlUln, 

Hardware    Jobbera 

Butler  Bros.,  New  Tork,  Chicago, 
St.  Louis  and  Minneapolis. 

Noryell-Shaplelgh  Hdw.  Co.,  St. 
Louis,    Mo. 

Simmons  Hardware  Co.,  St.  Louis. 
Mo. 

Hardware        Mannfactorera' 
Aarenta 

Smith    ft    Hemenway    Co.,     108-110 

Duane  St.,  New  York. 
Wlebusch  ft  Hllger.  Ltd..  9-16  Mur- 
ray St..  New  York. 
Harneaa  Dreaalnar 
Frank    MlUer   Co.,    The,    804    West 
26th  St..   New  York. 
Harneaa   Snapa 
CoTert  Mfg.  Co..  Troy,  N.  Y. 
Beading  Hardware  Co..  Beading,  Pa. 
Harneaa    Strapa 
CoTert  Mfg.  Co.,  Troy.  N.  Y. 
Haapa  and  Staplea 
Beading  Hardware  Co.,  Beading.  Pa. 
Hatcbeta 

(See  Axes  and  Hatchets.) 
Hay-  Knlvea 

■ly  Mfg.  Co..  Theo.  J..  Glrard.  Pa. 
I  wan  Bros..  Btreator.   ill. 
Harlns   Toola 
Hunt,  Helm,  Ferris  ft  Co..  Harrard, 

lU. 
Louden  Machinery  Co..  Fairfield.  la. 
Myers  ft  Bro..  F.  B.,  Ashland,  O. 


Heatera 

(See  Articles.) 

He  dare  Trlnimera 

North    Wayne   Tool   Co.,    Hallo weU, 
Me. 

Heel  Platea 
GrUBn  Mfg.  Co..  Brie.  Pa. 

Hlnffea.   Blind  and  Gate 

Parker  <3o..  Chas.,  The,  Merlden,  Ot. 

Hlnffea,  Box 

Acme  Steel  Goods  Co.,  Chicago,  111. 

Hlnffea,  Floor 

Bommer  Bros..  Brooklyn,  N.  Y. 
Columbian  Hdw.   Co.,   CleTeland,   O. 
Lawson  Mfg.   Co.,   40  Dearborn  St.. 
^  Chicago.    HI. 

Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Superior  Spring  Hinge  (;o..  128  So. 
Clinton  St..   Chicago.   lU. 

Hlnseflf    Jamb 
Lawson  Mfg.  Co.,  40  Dearborn  St., 
Chicago,  ni. 

Hlnffeat  Spring 

Bommer  Bros.,  Brooklyn.  N.  Y. 
Chicago  Spring    Butt   Co.,   Chicago, 

Columbia   Hdw.    (3o.,    CleTeland.    O. 
Hunt,  Helm.  Ferris  ft  Co.,  Harrard, 

111. 
Shelby  Spring  Hinge  Co..  Shelby.  O. 

Hlnffea,  Strap  and  T 

Griflln  Mfg.  Co..  Brie,  Pa. 
National  Mfg.   (}o..   Sterling,  lU. 
Stanley  Works.  New  BriUln.  Ct. 

Hlnarea,  'Windo^vr  and.  Screen 
Arcade  Mfg.   Co.,  Freeport.   IlL    . 

Hip  Rein  Sapportera 
Bead  Mfg.  Co.,  O.  B..  Troy.  N.  Y. 

Hoea 

(Bee   Agricultural  Implements.) 

Holata,  Cbaln 

Yale  ft  Towne  Mfg.  Co.,  0  Murray 
St.,  New  York. 

Holata*  Bloctrlc 

Yale  ft  Towne  Mfg.   Co..  9  Murray 
St..  New  York. 

Hollow  Ware 

Arerj  Stamping  Ck>..  Clereland,  O. 
CleTeland    Stamping    ft    Tool    Co.. 
Clereland.  0. 

Hooka,  Belt 

Bristol   Co.,   Waterbury,   Ct. 

Hoolca,  Coat  and  Hat 

Atlas  Mfg.  Co.,   New  HaTen.  Ct. 
National  Mfg.   Co..   Sterling,   Ind. 
Williamson  Wire  NoTelty  Co.,  C.  F.. 
56  Badger  Are.,   Newark,  N.  J. 
Hooka,  Conductor 
Berger    Bros.     Co.,    231     Arch    St., 

PhlUdelphla,  Pa. 
Iwan  Bros.,  Btreator,   111. 
Hooka,   Monldlnar 
Williamson  Wire  Not.   Co.,  86  Bad- 
ger Ave..  Newark,  N.  J. 
Hooka,  Safety  Ladder 
Taplln  Mfg.  Co..  New  Britain.  Ct. 
Horae   Mowera 
Chadborn  ft  Cold  well  Mtg.  Co.,  New- 
burgh,  N.   Y. 
Coldweu    Lawn    Mower    Co.,    New- 
burgh,  N.  Y. 
Horaeaboe    Nalla 

(See  Nails.) 
Horae  Pokea 

Ely  Mfg.  Co.,  Theo.  J.,  Qirard,  Pa. 
Horae  Tall  Banda  and  Tlea 

Bead  Mfg.  Co..  O.   B.,  Troy,   N.  Y. 
Hoae  Raoka 
Specialty     Mfg.     Co.,     St.     Anthony 
Park,    Minn. 
Hoae 

(See  Garden   Hose.) 
Houae  Numbera 
Turner   &   Sf.rmour   Mfg.    Co.,    The, 

Torrlngton,   Ct. 
Hydraulic   Preaaea 
Waterbury-Farrel   Foundry   ft  Mach. 
Co.,  Waterbury,  Ct. 


Ice  Creana  Freeaera 
Dana  Mfg.  Co.,  Cincinnati,  O. 
North  Bros.  Mfg.  Co..  Phila..  Pa. 
White   Mountain    Freeaer   Co.,    The, 
Nashua,  N.   H. 

Ice  Plcka 

Arcade   Mfg.   Co.,   Freeport,   lU. 
Erie  Specialty  (3o.,  Brie,*  Pa. 
Franklin  Specialty  Co.,  Beading,  Pa. 
Pritchard-Strong  Ck>.,  20  Girde  St.. 
Bochester.  N.  Y. 

Ice  Toola 

Arcade  Mfg.  Co.,  Freeport,   111. 
Glfford-Wood  0>..  Hudson.  N.   T 
Scbutte  ft  Co.,  E.  G..  230  Stark  St., 
Cincinnati,    O. 

Incaliatora  and  Broodera 

Miller  Co.,  J.  W.,  Box  118,  Free- 
port,    111. 

Bellable  Incubator  ft  Brooder  Co.. 
Qulncy,  III. 

Inanlatlnff  Paper 

(See  Paper.) 
Iron  Standa 

Franklin  Specialty  Co..  811  Cherry 
St..  Beading.  Pa. 

Jadka 
Covert  Mfg.  Co.,  Troy,  N.  Y. 

Jacka,  Ball  Bearing 

Acme  Ball  Bearing  Sales  Co.,  66 
Warren  Bt.  N.   Y. 

Jockey  Stick  • 
Ely  Mfg.  Co..  Theo.  J..  Glrard.  Pa. 

Jolat  Handera 

Columbian  Hdw.   O)..   Clereland.  0. 

Keroaene  Mantle 

Cohn  G.,  835  Broadway,   New  York. 

Kettle  Scrapera 

(See  Scrapers.) 

Key  Rlaara 

Smith  ft  Bgge  Mfg.  Co.,  Bridgeport, 

Ct. 
Smith  ft  Hemenway  Co.,  108  Duane 

St..  New  York. 
WlllUmson    Wire    NoTelty    Co..    66 

Badger  Ato.,  Newark.  N.  J. 

Kick  Platea 

Beading  Hdw.  Co.,  Beading,  Pa. 
BosseU    ft    Brwin    Mfg.    Co.,    New 

BriUln.  Ct. 
Turner   Braas   Wks.,   The.   61   Park 

Are..    Sycamore,   111. 
Yale  ft  Towne  Mfg.  Co.,  9  Murray 
St..   New  York. 
Kitchen    l¥are,    IVlre 
BridKt'port   Wire  Goods  Co.,  Bridge- 
port,  Conn. 
Knife  Blanka 

(See   Blanks.) 
KniTca 

(See    Butcher.     Mincing,     Pocket, 
etc.) 
Knoba,  Repair 
Prltcbard-Strong  Co.,   29  Circle  St., 
Bochester.    N.    Y. 

Kraut    Cnttera 

Atkins  ft   Co.,    B.   C,    Indianapolis, 
Ind. 
Laddera,    Louk    and    Bxten- 
aion 

Berger.  L.  D..  09  North  3d  St.. 
Philadelphia.  Pa. 

Laddera,  Rollins  Shelf 

Bicycle   Step   Ladder   Co.,    65    Ban- 

dolph  St.,  Chicago,  lU. 
Cobum    Trolley     Track    Mfg.     <3o.. 

Holyoke.  Mass. 
Myers  ft  Bro.,  r.  B.,  Ashland.  0. 
Laddera,  Step 
Smith  ft  Son,  F.,  (ninton.  la. 

Lampa 

Hammer  ft  Co.,  Branfoid,  Ot. 
Boyal  Gas  Light  Co..  209  B.  Kinale 
St..  Chicago.  111. 

Lampa,  AntomoMle 

Ham  Mfg.  Ck)..  C.  T.,  Boche«tar,N.Y. 

l^ampa.  Driving 

Ham  Mfg.  Co..  C.  T..  Boefaester.N.Y. 
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^i?!?«  iBjerted    Lamp   Co..    The,      ^^^   ^^g    q^  ^   PIttobnrj.   P«. 


1123  Broadway,    N.    Y. 

Ham   Mfg.    Co.,    C.    T.,    Bocheater. 

NY 
Prltchard-Stronf  Co.,  29  Circle  St., 
Bocheater,  N.  Y. 
IjAtcbea 
Peck-Bamra  Mfg.   Co..  The.  Berlin. 
Wla. 
LAtlftlnff,  IVlre 
Baffalo  Wire  Wke.  Co.,Baffalo.  N.Y. 
Clinton     Wire    Clotb     Co..     Clinton. 

Maaa. 
Ladlow-Saylor    Wire    Co..    The.    St. 
Lonli,   Ho. 

Farnltnre 


■SSuo  Wl"wS:C0.,B««.l<.,  N.Y.    »-'i  »S?«"  , 


launch  KItii,   Auto  Tonrinar 

Motor  Car   Equipment  Co.,   66  War- 
ren   St.,    New    York. 
Mfiohlnery 

Diamond    Saw    A   Stamping    Worka. 
Buffalo.    N.    Y. 

Waterbnry-Farrel  Foandry   ft  Mach. 
Co.,    Waterbury,   Ct. 
Machlniata'  Tools 

BUUnge  ft  Spencer  Co.,  Hartford,Ct. 

Diamond    Saw    ft    Stamping    Worka, 
Buffalo.    N.    Y. 

Rtarrett  Co..   L.   S..   Atbol.  MaM. 

Wflllaras    &    Co.,    J.    H.,    Brooklyn, 
N.    Y. 


Lawn  Guard* 

Wrlgbt  Wire  Co.,  Worceater,   Maaa. 
Lawn  Mower  Grinder 
ColdweU    Lawn    Mower    Co.,    New- 

borgb.  N.  Y.  ^       ^ 

Peoria    I^wn    Mower    Grinder    Co., 

413   So.   Waah  St..   Peoria,   ill. 
Boot  Bros.   Co.,  The,    Plymouth,   O. 
l«awa    Mower   SlMtrpener 

Rlcbarda,  0.   Fred'k,   Detroit,   Mlcb. 
l^awn  Mowera  ^      ^, 

Cbadbom  ft  Ooldwell  Mfg.  Co.,  New- 

trargb.  N.  Y. 
CoMweli    Lawn    Mower    Co.,    Naw- 

Pblladefnbla  Lawn  Mower  Co.,  Phil- 
adelphia,   Pa.  ^         ^ 

Bftafllng  Hdw.  Co..  Beading,  Pa. 

Worceater    Lawn   Mower  Co.,    Wor- 
ceater. Maaa.   . 
I^awn  Sprlnlclera     , 

BpecUlty    Mfg.    Co..     St.     Anthony 
Park.  Minn.  _„ 

Standard  Stamping  Co..   Maryarille. 
Ohio. 

Turner  ft   Seymour  Mfg.   Co.,   The, 
Torrlngton,    Ct. 
lAWn   Trinamers 

(See  GraM  Trimmera.) 
Ijeatlter  Goods,  Sporting 

Draper   ft  Maynard   Co..    Ply  month. 
N.  H. 
I/enton  Sqneesers 

Arcade  Mfg.   Co..  Freeport,   111. 

Brie    BpecUlty   Co..    Erie,    Pa. 

Landera,   Frary  ft  Clark,   New  Brit- 
ain,  Ct. 

Parker  ft  Co.,    Cbas..    Merlden,    Ct. 


Manicure  GoodM 

Cook   Co.,    H.   C,  The,   Ansonla,   Ct. 
Hmlth  ft  Hemenway  Co..   108  Daane 
St..     Nr»w    York. 
Man  vera 

(Kt'o  Stable   Fixtures.) 
MantelM 

I  ronton  Wood  Mantel  Co..  Ironton,  0. 
Mannfacturera*    Affents 

(See  Hardware.) 
Matck  Safes 
Smith  ft  Hemenway  Co..  108  Duane 

St..    New  York. 
Mats.  Flexible  Steel 
Acme  Steel  Goode  Co..  Chicago.  111. 
Mats,  "Wire 
Clinton    Wire    Cloth    Co.,     Clinton, 

Masa. 
Meat   Choppers 

(See   Food  Choppera.) 
Metal    Ceilings 

(See  Celling!.) 
Metal  Novelties 
Cook   Co.,    H.  C,  The.  Anaonia.  Ot. 
NoTelty   Mfg.   Co..    Waterbury.   Ct. 
Metal  Polish 
(See    PollBh.) 
Metals,  IGmbossed 
NoTelty    Mfg.    Co.,    Waterbury.    Ct. 
Metals,  Perforated 
Clinton     Wire    Cloth     Co.,     Clinton, 

Maaa. 
Novelty  Mfg.  Co..   Waterbury.  Ct. 
Micrometers 
Starrett  Co.,   L.   S..    Athol.   Mara. 


Sommer's  Son,  John,  Newark,  N.  J.    jmiu    and    Cream   Testers 


Ijewels 

Ohapln-Stepheni  Co.,   Pine   Meadow, 
Ct. 

DsTla  ft  Cook,  Watertown,   N.  Y. 

Stanley  Bule  ft  Level  Co.,  New  Brit- 
ain. Ct. 
Ijllghtlnfir  Systems 

Consolidated    Oaa    ft    Electric    Co.,    Mirrors,    Adjnstable 
Chicago,    m.     .  ......      ^       ^  .    . 

Gloria  Light  Co..   Chicago,    111. 


American    Hardware   Mfjf.    Co.,    1203 

Fulton  St.,   Ottawa,   111. 
Mlndnic  K.nlves 
Arcade   Mfg.   Co.,   Freeport.  111. 
^^iiilth  &   Hemenway  Co.,   108  Daane 

St..    New   York. 


Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Miter  Boxes 

(See  Boxes.) 


Oakman   Mfg.    Co..   84-86   Chambers 


Bie  St..  Chicago,   III. 
Ijinea 

(See  ArUdea.) 
Xoeloi  and  Knobs,  Door 

Delta.    Alonzo    B..    73    Clymer    St., 

Brooklyn,  N.   Y.  • 

BeMling   Hdw.   Co.,    Beading.    Pa. 
BoaaeU    ft    Brwin    Mfg.    Co.,    New 

Britain,  Ct. 
Taylor  ft   Boggla  Fdry.   Co..   Clere- 

land,  O, 


Mop  IVrlnerers 

Dana   Mfg.   Co.,   Cincinnati,  O. 
Eagle  Cooperage  Wks.,  ClrcleTllle,0. 
Klv  Mfg.   Co..  Theo.  J„  Girard,   Pa. 
White    Mop    Wringer    Co.,     Fulton- 
▼iUe,    N.    Y. 
Moi»s 
Arcade   Mfg.   Co.,   Freeport,   111. 
Eagle  Cooperage  Wks.,  ClrcleTllle.O. 
Eatt^a   Mill,    Fall   River,    Mass. 


Tale  k  Towne  Mfg.  Co.,  9  Murray    Motor  Cars 


St..    New   York. 
I^oolcs.  Box 

Acme  Steel  Oooda  Co.,  Chicago, 


(See  Automobllea.) 
Motors,    IVater 

111.      Llpplncott,   W.  M.  ft  I.  Dept.,   New- 
ark, N.  J. 
New    Monldlnsr  Hooks 

Forsyth   Mfg.    Co..   808  Terrace   St., 

Buffalo,    N.    Y* 
Williamson    Wire    Nov.    Co.,    C.    T.. 

66  Badger  Ave..   Newark.  N.  J. 


Ijoeloi*  Unit 

BoaaeU    ft    Brwln    Mfg.    Co.. 
Britain,  Ct. 

Ifoelcers,  'Wire 

GUnton  Wire  Cloth  Co.,011nton,MaBa.         „_. 

Lttdlow-Saylor   Wire  Co..  St.   Louis.  M„„»e   Traps 

Mo.      ^.       ^        —          *        w  _  Abingdon   Trap  Co.,    The,   Abingdon, 

Wrlcbt  Wire  Co..  Worceater,  Mass.  ^^ 

Linhrloants  Aniuuil    Tmp    Co.,    LItit::,    Pa. 

(Sea  also  Oil.)  Hotobkl8a,    E.    S..    Bridgeport,    Ct. 

Dlzoo    Crucible     Co..    Joa.,     Jersey  Mowers 

City.   N.  J.  (See  Horse;  see  Lawn,) 


Nail  Clips 

(Soe  Cllppera.) 
Nail  Pnllera 
Bridgeport       Hardwara     Mfg.     Co. 

Bridgeport.    Ct. 
Morrill.  Cbas..  276  Broadway.  N.  Y 
Smith  ft  Hemenway,   108-110  Dnam 

St..  New  York. 
Tower    ft    Lyon    Co..    9B     Chamber 

St.,  New  York. 
Nail  Sets 
Syracuse  Twist  Drill  Co.,  934  Grapte 

St.,   Syracuse,    N.    Y. 
Tuck  Mfg.  Co..   Brockton,   Masa. 
Nails,  Copper 
Husaey  ft  Co.,  C.  O.,  Plttaburg,  Pa. 
Nails,   Horsesboe 
Wiebush   ft  Hllger,    Ltd..   9-lS   Mur- 
ray St..   New  York. 
Nails.  Picture 
Turner    &    Seymour   Mfg.    Co.,    The, 
Torrlngton,    Ct. 
Nails,   Rubber   Head 
Elastic  Tip  Co.,    370  Atlantic  Ave.. 
TtoBton.    Maa«. 
Nulls.  Vpholstery 
Turner    &    Seymour    Mfg.    (3o.,    The, 
Torrlngton,    Ct. 
Nails,  Wire 
Keystone  Steel  ft  Wire  Co.,   Peoria, 

HI. 
Townsend  Co..  C.  C.   ft  B.  P..  New 

Brighton,  Pa. 
Neelc  Rein  Holders 

Bead  Mfg.  Co.,  O.  B.,  Troy.  N.  Y. 
Needles,   Maeblne 

Excelsior   Supply    Co.,   Chicago,    III. 
Nippers 

(See  Pliers  and  Nippers.) 
Nnt  Craekers 

Arcade   Mfg.   Co.,   Freaport,   111. 
Nnts 

(See  Bolts  and  Nuta.) 
Oil,  Axle 
Miller  Co.,  Frank,  849  W.  26th  St., 

New  York. 
Oil  Cans,  8pont  and  Faneet 
WaU    Mfg.    Supply    Co.,    P.,    Alle- 
gheny.   Pa. 
Oil  Cans,  Pocket 
Meisaelbacb    ft    Bro..    A.    F..    92-B8 
Proapect  St..  Newark.   N.  J. 
Oil   Cnps 

(See  Lubricating  Appllancea.) 
Oilers 
American    Tube    ft    Stamping    Co., 

Bridgeport,   Ct. 
Gem   Mfg.    Co..   Pittsburg.   Pa. 
Hammer   ft    Co..    Branford,    Ct. 
Wall    Mfg.     Supply    Co.,     P.,    Alle- 
gheny,   Fa. 

Oilers,    Force   Pump 

Bloomer,    B.    K.,    Kelthsburg,    HI. 
Oil,   liubrl eating: 
Col«  Co.,  G.  W.,  145  Broadway,  New 

York. 
Pike   Mfg.   Co..   Pike.    N.    H. 
Oil  Stones 
Carborundum     Co.,      Niagara     Falls, 

New    York. 
Niagara    OH   Stone   Co.,    North    Ton- 

uwanda,   N.    Y. 
Pike  Mfg.   Co..   Pike.   N.   H. 
Oil  Stoves 

(See    StoTes.) 
Oil   Tanks,   Self  Measuring: 
Bowser    ft    Co..    Inc..    S.     F..     Ft. 

Wayne,    Ind. 
Optical  Goods 
Manasae.    L..    88   Madiaon   St.,    Chi- 
cago,  111. 
Padlocks 
Miller    Lock    Co.,    Philadelphia,    Pa. 
Bussell    ft    Erwln    Mfg.    Co.,    New 

BriUin,   Ct. 
Yale  ft  Towne  Mfg.   Co.,  9  Murray 
St..  New  York. 
Palls,    Dalry^ 
Pritchard-Strong    Co.,   29   Circle   St  , 
Bochester,    N.    Y. 
Paint,  Aspbalt 
Stowell  Mfg.   Co.,   Jersey  City,   N.J. 
Paint  Remover 

(See    Varnish    Bemover.) 
Paint.   Silica  Graphite 
Dixon     Crucible     Co.,     Jos.,     Jersey 
City.    N.   J. 
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Paint,  Wall  Goatlnar 

AUbastlne  Co.,  Grand  Baplds,  Mich. 
Paints,  Enamels,  etc. 
MartlD-Senonr  Co.,  The,  2514  Qnarry 
St..   Chlcairo 
Papers,  Baildlngr  and   Roof- 
in  er 
Bird   &   Son.   F.    W.,   East   Walpole, 

Mass. 
ParinflT  KnlVes 
Smith  &  Hemenway  Co.,  108  Daane 
St..    New    York. 
Patents 
Peck.   Hubert  E..  825  F  St.,   Wash- 

Inffton.  D.  0. 
Pencil    Points,    Engrravers' 
Carbomndum  Co.,  Niagara  ITalla.N.Y. 
Perforated  Metal 

(See   Metals.) 
Picture  Cord  IVire 
Turner   &   Seymour   Mfg.   Co.,    The, 

Torrlngton,    Ct. 
Wright  Wire  Co..  Worceiter.  Mas*. 
Picture  Hooks 
Turner   &  Seymour  Mfg.   Co..   The, 

Torrlngton,  Ct. 
Picture  Knobs 
Turner   ft  Seymour   Mfg.   Co..   The, 
Torrlngton.   Ct. 
Pins,  STscutcheon 
Turner   ft  Seymour  Mfg.    Co..   The, 

Torrlngton,   Ct. 
Pipe  Cutters 
Bamea  Tool   Co.,    New   Haran,    Ct 
Walworth  Mfg.  Co..  128  Federal  St.. 
Boiton,   Maes. 
Pipe  Hangrers,  Steel 

(See   Hangers.) 
Pipe  Hooks  and  Straps 
Berger  Bros.  Ck>.,  231-287  Arch  St.. 
Philadelphia.  Pa. 
Pipe  Stocks  and  Dies 
Walworth  Mfg.  Co.,  128  Federal  St.. 
Boston.    Mass. 
Pipe      Taps,     Reamers     and 
Drills 
Walworth  Mfg.  Co.,  128  Federal  St.. 
Boston.    Mass. 
Pipe  Vises 
Walworth  Mfg.  Co..  128  Federal  St.. 

Boston,    Mass. 
Williams    ft   Co.,    J.    H.,    Brooklyn, 

N.  y. 
Pistols 

(See  also  BerolTers.) 
Johnson's    Arms    ft    Cycle     Works, 

Iyer,  Fltchburg,  Mass. 
Sterens  Arms  ft  Tool  Co.,  J.,  Chlco- 

pee  Falls,   Mass. 
Planes 
Chapln-Stephens  Co..   Pine   Meadow, 

Ct. 
Stanley    Rule    ft    Lerel    Co.,     New 

Britain.    Ct. 
Tower  ft  Liyon  Co.,  96  Chambers  Stv. 
New  York. 
Plasterers'   Tools 
Marsballtown  Trowel  Co.,   Marshall- 
town,    la. 
Plate  Cleaners 
Lasher    Mfg.    Co.,    DaTenport,    la. 
Planters,  Corn,  Btc. 

Sheffield  Mfe.   Co.,   Burr  Oak,  Mich. 
Planters,  Potato 
Sheffield  Mfg.   Co.,   Burr  Oak,  Mich. 
Plated  Ware,  Nickel 
(Knlres  and  Forks.) 
Union  Cutlery  ft  Hardware  Co.,  Un- 
louTllle,    Ct. 
Plated  Ware,  Silver 
(Knlres  and  Forks.) 
Union  Cutlery   ft  Hdw.   Co.,    Unlon- 
Tllle,  Ct. 
Plated  IVare,  Silver 
American  SUrer  Co.,  Bristol,  Ct. 
Associated  Sllrer  Co..    152-168  Lake 

St.,    Chicago.    111. 
International    Sllrer    Co..     Meriden. 

Ct. 
Oneida     Community.     Ltd..    Oneida. 
N.  y. 

Pliers  and  Nippers 

Billings    ft    Spencer    Co.,    Hartford. 

Ot. 
Bonner  Mfg.   Co.,   C.   B.,   Chrlsman, 

Cronk   ft  Carrier  Mfg.   Co.,   Blmlra. 

N.  Y. 
Morrill,   Ohas.,   276   Broadway,   New 

York. 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  York. 


Schollhom   Co..    Wm..    New   Haren. 

Ct. 
Utlca  Drop  Forge  ft  Tool  Ck>.,  Utlca. 

Plows  * 

Syracuse    Chilled    Plow    Co.,     Syra- 
cuse. N.   Y. 
Plumb  Bobs 
Beading   Hardware  Co..  Reading.  Pa. 
Starrett  Co..   L.   8..   Athol.   Mass. 
Plumbers^    Brass   Goods 
Landers,  Frary  ft  Clark,   New  Brit- 
ain. Ct 
Plumbinic  Fixtures 
Mott  lit>n  Wks.,  J.  L.,  8th  Are.  and 
17th  St.,    New  York. 
Pocket  Knives 
Case  ft  Sons.  W.  R.,  Bradford.  Pa. 
Northfleld    Knife   Co.,    Northfleld,Ct. 
WiebuBch  ft  HUger.  Ltd..  9  Murray 
St,   New  York. 

Police  Supplies 

Towsr  ft  Lyon  Co..  95  Chambers  St., 

New  York. 
Polisk,   StOTO 

Black     Silk     StoTe     Polish     Works. 
Sterling.   111. 

Dixon     Crucible     Co..    Jos..    Jersey 
City.  N.   J. 

Nickel  Plate  Store  Polish  Co..   Chi- 
cago.  111. 
Porcelain   Knobs 

Turner   ft  Seymour   Mfg.    Co.,    The, 

Torrlngton,   Ct. 
Porck  Curtains 

Comey,  R.  H.,  Jefferson  Are.,  Cam- 
den,  N.   J. 

Post   Hole  Uisffcrs 

(Ses   Augers.) 
Pot  Covers,  Kitcben 

Lasher  Mfg.   Co..   Darenport.  la. 
Pot  Stands 

Franklin  Specialty   Co..   811   Cherry 
St..   Reading.   Pa. 
Poultry  Netting 
Clinton    Wire    Cloth    Co..     Clinton, 


Gilbert  ft  Bennett  Mfg.  Co.,  Chicago. 
Ludlow-Saylor  Wire  Co.,   St.   Louis, 

Mo. 
New  Jersey   Wire   Cloth  Co.,   Tren- 
ton.  N.  J. 
Wright  Wire  Co..  Worcester.   Mass. 
Presses,  Foot 

Shuster  Co..   F.   B..   The,    New   Ha- 
ven. Ct. 
Presses,  Meat   and  Fruit 

Brie  Specialty  Co..    Erie.   Pa. 
Presses,  Power 
Shuster.    F.    B..    Co..    New    Haren. 
Ct. 

Pruningr  Sbears 

(See  Shears.) 
Pry  Bar  and  Nail  PuUer 

Bonner   Mfg.    Co..   C.   B..   Chrlsman, 

Pnncbes,  Belt 

Bemis    ft    Call    Hdw.    ft    Tool    Co., 

Springfield,    Mass. 
Schollhom  Co.,  Wm.,  New  HaTen,Ct 
Smith    ft    Bgge    Mfg.    Co.,    Bridge- 
port  Ct. 
Punches,  Conductors' 
Bridgeport    Hardware    (^..    Bridge- 
port  Ct. 
Schollhom   Co.,   Wm.,    New    Haven. 
Puncbes,  Hand 
Morrill,  Chas..  276  Broadway,  N.  T. 
Pusb   Carts 

Syracuse    Chilled    Plow    Co.,    Syra- 
cuse, N.  Y. 

Putty  Knives 

KImbaU  Ck)..  C.  J..  Bennington.  N.H 
Lamson   ft   Ooodnow   Mfg.  Co..  Sbel- 

bume  Falls.  Mass. 
Smith  ft  Hemenway  Co.,  108  Duane 
St..  New  York. 
Radiators 
Mott   Iron  Works.   J.    L..   6th  At*. 

and  17th  St,  New  York. 
Rake,  Self-Cleanlnff 
Cronk  ft  Carrier  Mfg.  Co.,  The.  Bl- 
mlra.  N.    Y. 
Rakes 

Cronk  ft  Carrier  Mfg.   Co..    Blmlra. 
N.   Y. 


Ranges 

(See  Stoves.) 
Ratcbet   Drills 

Billings  ft  Spencer  Co..  Hartford.  Ct. 
Ratcbet     Pipe     Stocks    and 

Dies 
Walworth  Mfg.  Co..  128  Federal  St. 

Boston.    Mass. 
Rat   Traps 
Abingdon  Trap  Co..  The,   Abingdon, 

111. 
Hotcbklss.   B.  S..  Brldgc'port  Ot. 
Oneida     Community,     Ltd.,     Oneida, 

N.    Y. 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport. 
Ct 
Rasor  Blade   Holder 

(See  Kazor  Stroppers,  Safety.) 
Rasor  Guards 
Weiss.    L.     T..     207     Taaffe    Place. 
Brooklyn.    N.    Y. 
Rasor  Hones 
Carborundum      Co..      The.      Niagara 

Falls,   N.   Y. 
Droescher,    S.    R.,    79    Warren    St, 

New    York. 
Niagara  Oil  Stone  Co.,  North  Tona- 

wanda,    N.   Y. 
Pike  Mfsr.   Co..   Pike.   N.   H. 
Rasor  Stropper,  Safety 
Bestgen  ft  Co.,   J.   O.,    161  Summer 

St..  Boston,   Mass. 
Perfection    Mfg.   Co.,   7  Water    St., 
Beaton,  Mass. 
Rasor  Strops 
Kampfp  Bros..  8  Reade  St.,  N.  Y. 
Eddy  Mfg.   Co.,   Worcester,  Mass. 
Rasors 

Case  ft  Sons.  W.   R..  Bradford,  Pa. 
Droscher.    S.    B..    7d    Warren    St. 

New  York.' 
Smith  ft  Hemenway  Co..  108  Duane 

St.   New   York. 
Rasors,  Corn 
Kampfe  Bros.,  8  Reade  St..   N.   Y. 
Rasors,  Safety 
American     Safety     Raior    Co.,     820 

Broadway,  New  York. 
Gem  Gutiery  Co..  84  Reade  St..  N.Y. 
Kampfe  Bros..  8  Reade  St.  N.  Y. 
Ward    Safety    Rasor    Co.,    761    SUr 

Bldg.,  Chicago. 
Reamers 

Tuck    Mfg.    Co., '  Brockton,    Mass. 
Recording  Instruments 
Bristol    Co..    WaterbniTt    Ct 
Reels 

(See   Fishing    Reels.) 


Refriirel'ator    Trimmingrs 

Arcade  Mfg.   Co.,   Freeport,   111. 
Brass  _Goods    Mfg.    Co.,    Brooklyn. 


N.    Y. 
Refriflrerntors 

Alaska  Refrigerator  Co.,   The,   Mus- 
kegon, Mich. 
G.   R.   Refrigerator  Co.,  Grand  Rap- 
ids. Mich. 
Refrigrerators,  Bfetallic 
Home  Metallic  Refrigerator  Co.,  Al- 
bert Lea,  Minn. 
Reariaters,  IVall  and  Floor 
Berger,   L.    D.,  69   No.   Second   St., 
Philadelphia.    Pa. 
ReloadiniT  Tools 

Union    Hdw.    Co..   Torrlngton.    Ct. 
RcTolT-ers 

Harrington  ft  Richardson  Arms  Co., 

822   Park  Are.,   Worcester,    Mass. 

Hopkins   ft   Allen   Arms   Co.,    Dept. 

B,   Norwich,  Ct. 
iTcr  Johnson's  Arms  ft  Cycle  Wks., 
168    Rlrer    St,    Fltchburg,    Mass. 
Riddles 

(See  Screens.) 
Rifles 

Hamilton  Rifle  Co..  Plymouth.  Mich. 
Hopkins  ft  Allen  Arms  Co.,  Dept  B. 

Norwich.   Ct 
Sarage   Arms  Co.,   658  Turner   St.. 

Utlca,    N.    Y. 
Stevens  Arms  ft  Tool  Co..  J.,  Chlco- 
pee  Falls.  Mass. 
Rifles,  Air 
Daisy    Mfg.    Co.,    280    Union    St., 
Plymouth.    Mich. 
Rinic    Rollers 

Shuster  Co..  F.  B..  New  HsTen.  Ct 
lllppinflT  Bar 

Marsballtown  Trowel  Co.,   Marahall- 
town,    la. 
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*  MacUB* 


Rivet  MaeUiiM 

WaterbiUT-Farrel   Fdry. 
Co.,   Waterbnij,  Ct. 
Rivetlnar  Macltlnea 
Root  Bros.   Co.p   The,   Plymoath.   0. 
Shoster  Co.,  P.  B.,  New  Hayen,  Ct. 
Rivetlnir  Hacbtiiea,  Hand 
Smith  Mfg    Co..    P.    H..   48  and  80 
St.    John'i   Court,    Chteaffo,    111. 

RlTeta 

OarUod    Nat    *    Rivet    Co..    Pltt*- 

bnrc.    Pa. 
Townaend  Co.,  C.  C.  ft  B.  P..  Raw 

BrlffhtOD.    Pa. 

Roller  Slcatea 

(See  Skatea.> 

Roof  OoAtlmiT.  Aaphalt 
Stowell  Mfg.  Co..  Jeney  Citj.  M.  J. 

Rooflnv  Felt* 
StoweU  Mfff.  Co.,  Jenej  Clt7.  M.  J. 

Rooflms  Paper 

(See  Paper.) 

Roollnff,  Slate 

Johnaon  Co.,    B.   J.,   88  Park   Bow. 
New   York. 

Roollnarat  Prepared 
Barrett  Mfg.  Co..  New  York. 
Berger.    L.    D.,    09    North    2A    St., 

Philadelphia.    Pa. 
Stowell  Mfg.  Co..  Jeraej  City.  N.  J. 

Rope 

(See  (>ordage.) 

Rubber  Foree  Cap* 

Blastlc  TlD  Ck>.,  870  AUaDtle  Ato., 

Boflton.  Maaa. 
Rabber  Mattlaff      • 

Elaatic  Tip  Co.,   870  AtUnUe  ATe.. 
Boaton,   Maaa. 

Rabber      Tlpa,      Cane      aad 
Crateb 

Blaatle  Tip  Ck>.,  870  Atlantic  At*., 
Boaton.   Maaa. 

Rubber  Tips,  Slotted  Serew 

Blaatle  Tip  Ck>.,  870  Atlantic  Ato.. 


Pine  Meadow, 
Ltd..    Jamea. 
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Saab   OperatlaK  Oe-rleea 

Droare  Co.,   O.,         " 

Saab  Palleya 

Reading  Hdw.  Ck>.,  Beadlof.  Pa, 
Rnaaelf  ft    Brwln    Mfg.    Co., 
BriUln,   Ct. 

Saw  Clai 


Serew  Maeblne  Product*   to 
1   lu.  Diaateter 

Bamaa  Co.,   Wallace.  The. 

Screw  Pulleys 

Turner  ft  Seymour   Mfg.    Co.,    The, 
Torrlngton.    Ct. 

SnTth  ft*Smanway  Co..  106  Doaaa    *«5*^»-  Hand  aad  Bencb 

""      "        ""    "  Chapin-Stephena   Co.,    Pine  Meadow. 


New 


St..  New  York. 

Tower    ft    I^on    Co., 

St.,  New  York. 


80    Chambers 


Saw   Haadles.   Cross-Cut 
Bly  Mfg.  Co..  Tbeo.  J..  Olrard.  Pa. 

Saw  Jointer 
PSka  Mfg.  Co..  Pika.  N.  H. 

Saw  Sets  and  Tools 

~    Co..   B.   C.   IndUsapoIla, 


Rules 

Chapin-Stephena  Co., 
Ct. 

Cheaterman    ft    Co., 
Sheffield,    Bng. 

Lnfkin   Rule  Co..   Saginaw.   Mich. 

Stanley    Rule    ft    Lerel    Co..    New 
Britain,  Ct. 

Wlebuach  ft  Hllger,  Ltd..  9-16  Mur- 
ray St..   New   York. 

Sad    Irons,    Asbestos 
Dover  Mfg.  Co..   Canal   DoTer.   0. 
Safety  Rasors 

(See  Raaora.) 
Sand  Paper 

(See  Emery  Paper.) 

(See  Carborundum  Paper  ft  Cloth.) 
Sasb  Cbalns 
Bridgeport    Oiain    (3o..    Bridgeport, 

Ct.  •  »^  - 

Oneida  C^mmanlty  Co.,  Oneida,  N.Y. 
Smith  ft  Egge  Mfg.  Co..  Bridgeport, 
Ct. 
Sasb  Cord 
Batea  MUla,   Fall   RWer.   Maaa. 
Samaon  Cordage  Wka..  Boaton.  Maaa 
SIlTer  Lake  Co..   Boston,   Maaa. 
Sasb  Fasteners 
(See  Faatenera.) 
Sasb  Hanorers 
(See   Hangera.) 
Sasb  Lifts 

Columbian  Hdw.  Ck)..  (HeTeland.   O. 
Sasb  liocks 
Champion    Safety    Lock    Co.,    Gss- 

eva,  0. 
iTea  Co.,  H.  B.,  New  Haren,  Ct. 
National  Mfg.  Co..  Sterling.   IlL 
Reading   Hdw.   Co.,   Reading,    Pa. 
Ruaaell    ft    Erwln    Mfg.    Co.,    New 

Britain.   Ct. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Taylor  Mfg.   Co..  Hartford.  Ct. 
Yale  ft  Towne  Mfg.  Co..  0  Murray 
St..    New   York. 


Atkins  ft 

Ind. 

MorriU.  Cbaa..  S76  Braadway.N.Y.O. 
Smith  ft  Hemenway  Co..  106  Doana 

St..  New  York. 

Sawlnv       Maeblnes       <Hand 
and  Foot  Power) 

Bamea  Tool  Co..  New  Haren.  Ct. 


Saws,  Haelc 

Atklna  ft  Co.,   B.   0.,   IndiaBapolia, 

Ind. 
Diamond  Saw   ft   Bumping   Works, 

Boffalo.  M.  Y. 
Mmers  falls   Co.,    28   Warras   St., 

New  York. 
DnloB  Hardware  Co..  Torrtngton,  Ot.   Separators,  Dairy  Cream 


Orand  Raplda  Hand  Screw  Co., 
914  Jefferaon  Are.,  Grand  Raplda. 
Mich. 

Reading  Hardware  Ck>.,  Reading.  Pa. 

Sorevrs,  Wood 

Parker  Co.,  Chaa.,  The.  Meriden,  Ct. 
Scribes,  Timber 

Bemla  ft  CaU  Hdw.  ft  Tool  Co., 
Springfield,    Maaa. 

Seytbes 

North  Wayne  Tool  (^..  Hallowell, 
Ms. 

Seytbe  Stones  and  Wbet- 
stones 

Carborundom  Co..  Niagara  ralla.N.Y. 
CleTeland  Stone  Co.,  Cleyeland.  0. 
Pike  Mfg.   Co..   Pike.  N.  H. 

Seed  Soiivers 

Cyclone  Seeder  Co.,    Orbana,    Ind. 


Norrell-Shaplsigh 
^St.  Lonla,  llo. 
Simonda  Mfg.  (3o.. 


Saws,  Hand,   etc 

Atkioa  ft  Co..   B.   C.   IndUnapolla. 

Hardware      Co.. 

ritchborg.MaM. 
Saiivs,  Ice 

GlfTord-Wood  Co..  Hudaon.   N.   Y. 
Saws,  Keybole 
Bridgeport     Hdw.     Mfg.    Co..    The. 
Bridgeport,    Ot. 

Scales 

Landera.  Frary  ft  dark.  New  Brit- 
ain.   Ct. 

Oafood  Scale  Co..  Binghamton.  N.Y. 

Pelooae  Scale  ft  Mfg.  Co..  118  W. 
Jackaon  Bool..    Chicago,    III. 

Reading  Hdw.   Co..    Reading.   Pa. 

Stimpaon  Scale  and  Mfg.  r.o,  lOO 
Park  Place.   NorthTlUe.   Mich. 

S<slssors 

(See  Shears.)' 

Scissors    Grinder 

Buck,  y.  p..  82  Lincoln  St.,  Boaton, 
Maaa. 

Scrapers,  Foot 

National    Mfg.   Co..    Sterling,    111. 

Reading  Hdw.   Ck>..   Reading.   Pa. 
Screen  and  IVlndow  Hangrcrs 
_    (See   Hangers.) 
Screens,  Coal,  Sand,  etc. 


Amerieau    Hardware   Mfif.    Co.,   12J>:i 
Fulton  St.,  Ottawa,   III. 
Settees  and  C;halrs,  Iron 

Mott    Iron    Wka.,    The    J.    L.,    6th 
Are.  and  17th  St..  New  York. 

Sbarpeners 

(See  Articles.) 

Sbears  and  Scissors 

Atlaa   Shear   (3o.,    Bridgeport,    Ct. 
Bridgeport     Hardware     Mfg.       Co.. 
_  Bridgeport.  Ot. 

Columbian  Cutlery  (^.,   Reading,  Pa. 
Helnlach'a    Sons    Co.,    R.,    Newark, 

N.  J. 
Wiebnach  ft  Hllger.  Ltd.,  9  Murray 

St..   New  York. 

Sbears,  Grass 

(Tolnmbian  Cutlery  Co..   Reading, Pa. 
Smith  ft  Hemenway  Co.,  108  Dnane 

St..   New  York. 
Sbears,  Prnnlngr 
Cronk  ft  Carrier  Mfg.  Co.,   Blmira, 

N.    Y. 
Rhodea   Mfg.    Ck).,    22    N.    Pine  St.. 

Grand  Rapids,  Mich. 
Wlebuach  ft  UUger,  Ltd..  9  Murray 

St..   New  York. 
Sbears,  Sbeep 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St..   Chicago.   111. 
Columbian  Cutlery  Co.,   Reading. Pa. 
Smith  ft  Hemenway  Co..   108  Duane 

St..    New   York. 
Wiebnach  ft  Hllger.  Ltd.,  0  Murray 

St..   New  York. 


Bnifalo  Wire  Wks.  Co.,  Buffalo. N.Y.    Sbeet  Metal    Specialties 


Clinton  Wire  (Hoth  'Ck>..  Clinton. 
Maaa 

GUbsrt  ft  Bennett  Mfg.  Co..  Chi- 
cago,  111. 

Lodlow-Saylor  Wlrs  Co..  St.  Lonla. 
Mo. 

New  Jersey  Wire  Cloth  Co.,  Tren- 
ton,  N.   3. 

Wright  Wlrs  Co.,   Worcester.  Maaa. 

Screens,  Metallic,  Adjastln^ 

MeUlllc  Screen  Co..  Collins.  Wla. 
Screw   DrlTcrs 

Arcade  Mfg.   (^.,  Freeport,  111. 

BilllngB  ft  Spencer  Co..  The,  Hart- 
ford,  Ct. 

Bridgeport  Hardware  Mfg.  Co., 
Bridgeport,  Ct. 

North   Bros.    Mfg.    Co.,   Phlla.,    Pa. 

RuaaeU  ft  Brwln  Mfg.  Co..  New 
BriUln.    Ct. 

Stanley    Rule    ft    Level    Co.. 
Britoln.  Ct. 

Tower  ft  Lyon  Co..  96  Chambera  St. 
New  York. 


Bridgeport  Wire  Gooda  Co..  Bridge- 
port.  Ct. 
Sbelf  Boxes 
(See  Boxea.) 
Sbelf  Ladders 
(See  Laddera.) 
Sbelvlns,    Hardware 
Warren    Mfg.    Co.,    J.    D..    Chicago, 

111. 
Sblnarle   Ganse 

(See  Gaugea.) 
Sboe  Holder  and  PoUsber 
American  Hardware  Mfg.  Co.,  12(3 
Fulton  8s.,  Ottawa,  Itl. 

Sboe  KnlT-es 

Caae  ft  Sona.  W.  R..  Bradford.  Pa. 
Shoe  Lasts  and  Stands 

Boot  Bros.   Co.,    The,   Plymouth,    O. 

New    Sbot  Gnns 

(See  Guna.) 

SboT-els,  Spades  and  Scoops 


Tuck   Mfg.   (3o..    Brockton,    Maaa.         Arery   SUmplng  Co..  CleTeland,  O. 
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Sho-vr  Gasea 

(See  Display  Cases.) 

Slarii«t   Decalcomanla 

Meyercord  Co.,  Thp.  Chamber  of 
Commerce,   Chicago,    111. 

Sllver^vrare 

(See  Plated  Ware.) 

Sink  Bruahea,  Tl^tre 

Blgelow,   J.    F..   Worcester.   Mass. 

Sink  Gleanera 

Bridgeport  Wire  Goods  Co..  Bridge- 
port. Ct. 

Sink  Stralnera 

(See    Strainers.) 

Sink* 

Mott    Iron    Wks..    J.    L..    6th    Are. 

and    17th   St..    New   York. 

Skate  Sharpenera 

Osborn  Mfg.   Co..  Clereland,  0. 
Smith  &  Hemenway  Qo..  108  Daaoe 
St..    New   York. 

Skatea,   Ie« 

Barney   ft  Berry.  Springfield.   Mass. 
Martin   Skate   Co.,    Boston.    Mass. 
New    York   Sporting   Goods   Co.,    17 

Warren   St.,    New    York. 
Union    Hdw.    Co..    Torrington,    Ot 
Winslow    Skate    Mfg.    Co..    Samael, 

Worcester.   Mass. 

Skatea,  Roller 

Barney   ft  Berry.   Springfield,   Mass. 
Chicago    Boiler    Skate    Co..    60    S. 

Canal  St.,  Chicago,  111. 
Cycle  Skate  ft  Sporting  Goods  Co., 

87  Park   St..   New   ITork. 
New    York    Sporting  Goods    (^.,    17 

Warren    St.,    New   York. 
Richardson  Ball  Bearing  Skate  (3o., 

601   Wells  St..   Chicago,   III. 
.  Union  Hardware  Co..  Torrington,  Ct. 
WlnsloW   Skate   Mfg.    Ck).,    Samael, 

Worcester.   Mass. 
Skirt  Hanirera 

(See  Hangers.) 

SkyUffhta 

DrouTe  Co.,  O..   Bridgeport,  Ct. 
Sleda 
Hunt,  Helm.  Ferris  ft  (^.,  Harrard, 

111. 
Sleda,  Coaater 
Hill  Standard   Mfg.   Co.*.   468  Chase 
St..    Anderson.    Ind. 
SnoiT  Shovela 
ATery   Stamping   Co.,    Clereland,   0. 
Solderene 
Solderene  Co.,  53  State  St..   Boston, 

Mass. 
Solderene   Flax   Sticka 
Solderene  Co.,  63  State  St.,  Boston, 

Mass. 
Solderene  Paate 
Solderene  Co.,  63  State  St.,   Boston, 

Mass. 
Solderene  Sticka,  Alnmlnam 
Solderene  Co.,  63  State  St.,   Boston, 
Mass. 

Solderlner  Coppera 

Clendennin    Bros.,    Baltimore.    Md. 
Turner  Brass  Works,  61  Park  Are., 
Sycamore,    111. 

Solderlnar  Furnace,  Kero- 
aene 

Barnes  Tool  Co.,  New  Haren,  Ct. 

Soldering   Fnrnacea 

Clayton  ft  Tjambert  Mfg.  Co..  De- 
troit,   Mich. 

Tamer  Brass  Works,  61  Park  Are., 
Sycamore,    III. 

Solderlnfir  Seta 

Arcade    Mfg.   Co..    Freeport,    111. 

Spark  Onarda,  IVtre 

Buffalo  Wire  Works.  Buffalo.  N.  Y. 

Spoke    Skavea 

Stanley    Rule    ft    Lerel    Co..    New 

BriUin.   Ct. 
Spoona  and  Forka 

(See  Plated  Ware.) 

Spoona,  Tinned 

Atlas  Mfg.   Co.,    New   HaTcn.   Ct. 


Sporting  Gooda 

Cycle  Skate  ft  Sporting  Goods  Co.. 

87  Park  St.,  New  York. 
Draper-Maynard       Co.,       Plymoatli, 

N.  H. 
New   York   Sporting   Goods  Co..    17 

Warren  St..  New  York. 

Sprartnv  Macklnea 
Myers  ft  Bro.,  F.  B.,  Ashland.  O. 
Standard  Stamping  Oo.,MarysTille,  O. 


SprtniT  Binvoa 

(See  Hinges.) 

Sprtnira 

Barnes  Co.,   Wallace,   The,   Bristol, 

Ct. 
Tuck   Mfg.    Co.,   Brockton,   Mass. 

Sprocketa,  Cycle   and  Anto- 
moblle 

Baldwin  Chain  Mfg.  Co.,  The,  Wor- 
cester.   Msss. 

Sgnarea,    Steel 
NichoUs  Mfg.  Co.,  Ottnmwa.  la. 
Russell    ft    Brwln    Mfg.    Co.,    New 
BrlUln.  Ct. 

Sqiiarea«  Try*  Mitre,  ote, 

Stanley    Eale    ft    LstoI    (3o..    New 

Britain,   (}t. 
Union  Cutlery  ft  Hardware  Co.,  Un- 

lonTille.  Ct. 

Stablo  Fixtnrea 

Mott  Iron  Works.  J.  L..  6th  Aya. 
and   17th  St.   New  York. 

Stamptavt  Skeet  Metal 

Arery  Stamping  Co.,  CleTeland,  O. 
Mossberg  Go.',  Frank,  Attleboro.lCass. 
Tuck   Mfg.    Go.,    Brockton.   MaM. 

Staple  Maekinea 

Shuster  Co.,  F.  B.,  New  Hayen.  Ot. 
Staple  Puller,  Fence 

Bonner  Mfg.   (3o.,   0.   B.,   C^risman, 

Utlca  Drop  Forgo  ft  Tool  (3o.,  Utlca, 

N.    Y. 
Staplea,  Wire 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

111. 
Townsend  (k|^  C.  C.  ft  B.  P.,  New 

Brighton,   Pa. 
Wright  Wire  Co.,  Worcester,  llaM. 
Steak  Ponndera 
Arcade    Mfg.    Co.,    Freeport,    IIL 
Steel 

American  Tube  ft  Stamping  Go., 
Bridgeport.    Ct. 

Steel  Stampinva,  Cold  Rolled 
Adrance  Mfg.  Ck>.,  Racine  Junction, 

Wis. 
American   Tube    ft    Stamping    Co., 

Bridgeport,   Ct. 
Barnes   Co.,  Wallace,    The,    Bristol, 

Ct. 
Mossberg  Co.,  Frank,  Attleboro,Mas8. 
Steel  Tl^arc.  Cookinir 
Ayery   Stamping   Co.,   CleTeland,   0. 
CleTeland     Stamping     ft     Tool   Co., 

CleTeland.  0. 
Step  Laddera 
(See    Ladders.) 
Stocka  and  Diea 
Armstrong     Mfg.     Go.,     Bridgeport, 

Ct. 
Stove  Pollak 
(Seo  Polish.) 

Stove  Trveka 

(See   Tracks.) 

Stovea  and  Raniroa 

Mott  Iron  Wks.,  J.  L..  6th  Ato. 
and    17th  St.,   New   York. 

Stovoa,  Oil  and  Gausollne 

Taylor  ft  Boggla  Fdy.  Co.,  GIoto- 
Uod*   0. 

Stralnera,    Sink 

Andrews  Wire  ft  Iron  Wks.,  Bock- 
ford.  III. 

Pritchard-Strong  Co.,  29  Circle  St., 
Rochester.  N.  Y. 

Stretckera,  Fence 

(See  Wire  Stretchers.) 
Stropa 

(See  Raxor  Strops.) 


S^reepera,  La^ivn  and  'Walk 
Green   Mfg.   Co.,   Springfield,   G. 

S^rlniTS*  Porcb  and  Lawn 

National   Ventilator  Co.,    149   Soath 
Jefferson   St.,    Chicago,    111. 

Table   'Ware 

(Sea  PUted  Wars.) 

Tackle  Blocks 

(Sea  Blocks.) 

Tacka,  Brasa  Head 

Ring  (>>.,  Waterbury,  Ct. 


Tacka*  Copper 

Hasaey  ft  (X>..  G.  G.,  Pittsburg.  Pa. 

Tamsae   Kettlea 

(Bee  Kettles.) 

Tanka 

(Sea    Artlclea.) 

Tapea,  Meaavrlnff 

Chesterman  ft  Co.,  Ltd.,  James, . 
Sheflleld.    Eng. 

Lofkia    Rule    Co.,    Saginaw.    Mich. 

Storrett  Co..  L.   S..  Athol,   Mass. 

Wiebusch  ft  Hilger.  Ltd..  9-15  Mur- 
ray St.,  New  York. 

Tapping  Maekinea  for  Street 

Ifalw 
Walworth  Mfg.  Co.,  128  Federal  St.. 
Boston,   Mass. 

Tapa  and  Dtea 
Armstrong  Mfg.  Co..  Bridgeport,  Ct. 

TentpertniT  Powder 

PhllUpa-Laflltte  Co.,  Penn  Bldg.. 
Philadelphia.  Pa. 

Tknnak  Tacka 

Hawkea-Jackson  Co.,  8S  Daane  St.. 
New   York. 
Ttea,  Horae  and  Cow 

Bridgeport    Chain    Ck>.,    Bridgeport. 

Oneida  Commonlty,  Ltd.,  Oneida. 
N.   Y. 

Tilling  Spadea 

Iwan  Bros.,   Streator.    111. 
Tin  Boxea,  Caak,  Bond,  etc 

(See   Boxea.) 
Toaustera*  Bread 

Harkins  ft  Willis.  Ann  Arbor,  Mich. 
Standard  Stamp'g  Ck>..  MarysTllle.O. 

ToniT**  Macklntat 

Barnes   Tool  Co..    New   Haven.    Ct. 
Tool  Baffa 

-    (See   Articles.) 

Tool  Ckeata  and  Cablneta 

American    Tool    Chest    Co..    200    W. 
Houston  St.,   New  York. 
Tool  Racka 

Herrick  Ck>.,  F.  A.,  Jackson.  Mich. 
Tool  Steel 
Phillipa-Laflltte    Co.,     Penn    Bldg., 
Philadelphia,    Pa. 

Toola 

(See  Articles.) 

Torckea,  Dnslne 
Gem   Mfg.  Co.,  Pittsburg,   Pa. 
Hammer  ft  Co..    Branford,    Ct. 
Wall    Mfg.    Supply    Co.,    P..    AUe- 
gheny.  Fa. 

Torckea.   Plnmbera' 

Clayton  ft  Lambert  Mfg.  0>..  De- 
troit.  Mich. 

Turner  Brass  Works,  61  Park  Atc.. 
Sycamore,    111. 

Torckea,  Outdoor,  Oaaollne 

Turner  Brass  Works.  61  Park  Atc.. 
Sycamore,   111. 

Toiivel  Bara 

Taplln  Mfg.  Co.,  The,  New  Britain, 
(:t. 

Trapa 

(See  ArUdes.) 

Tree  Gvarda 

Buffalo  Wire  Wks.  Co.,  Buffalo,N.Y. 
Wright  Wire  Ck).,  Worcester,  Mass. 

Trellla  Work 

Wright  Wire  Co..  Worcester.  Maaa. 


Mentipn  Hardware  Dealer^'  Magazine  wh^n  corresponding. 


Digitized  by 


Google 


JAmiABT,  1908.     _  BVVkkS'  kEPEkEUCk  fO  ADVEkftSBM^^tS       aag 


Trolley-  Trm^Hui,  C^erkeaA 

Ooimiii    TraUej    Track    Mfg.    Co., 
Holjoke.  MtM. 


__. ^Mr 

(8m  Hftngert.) 

▲tUlM  &  Co.,   IDC.   B.   C,   Ill«UMi»- 

olte,   iDd. 
karabaUtown  Trowel  Co.,  Mardiail- 

town.   la* 

Tro^reliiy   GArdea 

ATeiT   Btampiiic  Co.,  Clotalavtf,  O. 
Prltdianl-StroM  Co..  Si  Clrelo  St., 

Tr«0lui»  Factory 

Grand  Baplda  Hand  Bcmw  Oa., 
914  Jefterson  Ate.,  Grand  tUpida, 
Mich. 

Tr««kSt  Haad 

Olarfc   Co.,    Qm.   P.,   Tka,   Wlaiaor 


Waffoa«t  Deltwerjr 

Sycamora    Wagoii    WorfaL    100    Id- 
ward  St..  ftFeanota^   lu. 

Waali  T«tt« 

Prttefaaid-fltnMMr  ^t  M  Circle  fit. 


WmMkmrk  ^ 

(860  Bolts  anfl^^ati.) 

Waak^rft,  JTrletio* 

Bamaa  Co..   Wallace.  The,   Brtotol, 
(H. 

Waahlnc  Itukiaea 

Brammor^ftTQ^..  H.  F..  1468  W. 

Second    St.,    DHYoaport,    la. 
eUMock    BfOB.    WUg.    Co..    Ifmcle, 

iDd. 


.  HortOB  lite.  Co..  ft.  Warno.  Im 
WaTorlor  woodeaware  Wka..  8t. 
■eph.  Mo. 
rhlto  r" 


lo- 


Trveks,  H»tl  Kes 

Peck-Hanua  Mfg.  Co..  The,  Berlla, 
Wla. 

Trueks,  8tOT* 
Arcade   Mfg.   Co.,   Freeport,   111. 

TnbinflTf   Steel 

American    Tnbe    &    Stamping    Co., 

Bridgeport,    Ct. 
Shelby    Steel   Tnbe    Co.,    Plttoburg, 

Pa. 

Tmnibueklea 

Merrill  Broa.,   Brooklrn.  N.  T. 
Hoenefeld  (3o.,   B.  H.,  The,  (Mncln- 

nattl.  O. 
Manning,   Bowman  ^  Co.,   Merlden, 

Conn. 


White  LHj  Waahar  Co.,  Dayeaport, 
la. 

ITaablas    M aeklnea  —  "Water 
MotOF 

American   Waaher  (3o.,    118  Sydney 

St..  St   LoBliw   Mo. 
Coffleld  *  Son,  P.  T.,  Dayton,  O. 

Waate 

Batea  Mllla.   Pall  RlTor,   Maaa. 

Watebea 

New  Haren  (Hock  (3o.,  New  Haren, 
C?t. 

Water  Metora 

(See  Motora.) 

W^eatber  Tamea 

Priedlay-Voahardt        Co.,        184-204 


Wire  Clothes  Mne 

(See    (}lothea   Une.) 

Wire  C^ttera 

Btlllaga   A   Spencer    Co..    Hartford, 
_,0t. 

Bonner  Mfg.  Co.,  C.  B..  Chriimaa, 
III. 

tVtre-Drawlns  Maelilnery 

Wright  Wire  Co..   Worcester.   Ct. 

Wire  Feneea 

(Sea  Fencing,    Iron   and   Wire.) 

Wire  Qooda 

Andrew  Wire  A  Iron  Wka.,  Bock- 
ford.   111. 

Bridgeport  Wire  Goode  Co.,  Bridge- 
port,   Ct. 

Baffalo  Wire  Works  Co.,  Boffalo, 
N.  T. 

Gilbert  *  Bennett  Mfg.  Co..  Chi- 
cago, IlL 

Parker  Wire  Goods  (^.,  Worcester. 


(Sea  alM  (Cordage.) 
Colombian  B<me  (3o.,  Aobam,  N.  T. 
Batea  Mllla.  Fan  Blyer,  Mass. 

Twlat   DrlUa 

(See  DiUla.) 

Varalult 

Adaaoa  St  Biting  Co.,  Chicago,  lU. 

ValTea  aad  Flttlnva 
Walworth  Mfg.  Co.,  188  Federal  St. 


Mather  St.  Chicago,  lU. 

Weldlav  Plate* 

-    —       Oq 

Pa. 


Phlllipa-LaiBtta     Co.,     Penn     Bldg., 
PhlGdalilKia.   ~ 


YalTee  and  Plan^era 

Bergar  Broa.   (3o.,  FhiUdelphIa,  Pa 
•• — ^er..!*.    D.,    08    North    fld    St.. 

▼aaee»  Iron 

Mott  Iron  Worka,   J.  L.,  5th  Are. 
and  17th  St.  New  York. 

▼emtllatoni 

Dronre  Co.,  G.,  Bridgeport  Ct 
Iwan   Broa..   Streator,  lU. 

Veatllatore,  Adj.  Window 

National  VentiUtor  Co.,   1484(1  So. 
Jefferaon  St,  (Chicago,  IlL 

Ventllator«9  RewolTlns 

Berger  Broa.  (^..  Philadelphia,  Pa. 
Vises 

Abemathy  Viae  *  Tool  Co.,  881  Bn- 

glewood    Are.,    Chicago,    lU. 
(Jolnmblaa  Hdw,   Co^  Clereland,  O. 
Leayena  Mfg.   (^..   Vlneland,   N.  J. 
Parker    Co..    Chaa.,    Meriden,    Ct 
Bock  laUnd  Tool  Co.,  Bock' laland, 

IlL 
Tower  8t  Ljon  (So.,  86  Chambers  St, 

New  Tork. 
WilUama  St   Co.,   J.    H.,    Brooklyn, 

N.    Y. 

WaSie  Iron* 

Mfg.  Co.,  Tbeo.  J..  Glrard,  Pa. 
Hardware  (3o.,  Beading,  Pa. 


Vmmom  Jaelca 

(Baa  Jacks.) 


Welding  Powder 

PhilUpa-Laiatta    Co.,     Pean     Bldg.. 
PhiUdalphU,   Pa. 

WeU  Wkeela 

Beading  Hardware  (3o.,  Beading,  Pa. 
Union  BloTator  A  Machine  Co.,  144 
Ontario  St,    Chicago,    111. 

Wkeel  barrow* 

McWhinnle      Wheelbarrow     Worka, 

Ponghkeepaie,    N.    T. 
Syracnae    (billed    Plow    Co.,    Syra- 

cnae,    N.    T. 

Wblp  Display  Raelc 

Beat    lohn    H..    GalTa.    111. 

^Wlioleaalers,   C»en*l   Mdae. 

Bntler    Broa.,    (Chicago.    III. 

Wleklna 

Bates  Mffls.  FaU  BlTer,  Maia. 

W^lndow  Cleaners 
Smith  Mfg.  Co.,   F.   H.,  48  and  60 
St.  John^s  Court,   (Chicago.   lU. 

Window  Cord 

(See  Saab  Cord.) 

Window  Fasteners 

(See  Saab  Locka.) 

Window  Slsns 

(Sea    Decalcomania    Sigaa.) 

Wlndow^  Screens 

(Sea  Screena.) 

Wire,  Barbed 

Keystone  Steel  ft  Wire  0>.,  Peoria, 

Wire  Baslcets 

(See  Baaketa.) 
Wire  Cbalns- 

(Sea  Cbaina.) 
Wire  Clotb 

Baffalo    Wire    Works    Co..    Buffalo, 

N.  T. 
OUntOB    Wire    Cloth    Co..    CUnton, 


WavonSf  Goaster 

HUl-Standard  Mfg.   Co.,   468  Chase 

St,  Anderson.  Ind. 
Hant,  Halm.  Ferria  ft  Co.,  Harvard, 

IB. 


GUbert  ft  Bennett  Mfg.  Co.,  Chi- 
cago, m. 

Lodlaw-Saylor  Wire  Ca.,  St  Loaia, 
Mo. 

New  Jaraay  Wlra  Cloth  Co.,  Tren- 

tMl.    N     J 

Wright  Wire'  Co.,   Worceater,   Mass. 


Wire  Latblns 

(/See  Lathing.) 

IVlre  Nalla 

(Sea  Naila.) 

Wlro  PUera 
Bonner  Mfg.  Co.,   C.   B.,  (Hiriaman, 

W^lre  Reela 

Bnreka   Fence   Co..    Blchmond,    Ind. 
Mossberg  Co.,  Frank.  Attleboro.Masa. 

Wire  Rope,  Iron  and  Steel 

Wright  Wire  Co.,   Worceater.   Maia. 

l¥lre  Speclaltlea 

(See  ArUclea.) 

Wire    Stralffbttenlngr   Maeba* 

Shnater  Co..   F.   B.,   The,    New  Ba- 
Ten,    Ct. 

Wire  Stretcbera 

Arcide   Mfg.   Co.,   Freeport   111. 
Hunt  Helm,  Ferris  ft  Co.,  Harrard, 

IlL 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

lU 
Spring    Steel    Fence    ft    Wire    Co.. 

Anderson,  Ind. 

Wood  Serewa 

(See  Screws.) 

Wreneb.  Reveralble  Cbaln 
Bonner  Mfg.   Co.,   C.    E..   Chrisman, 

111. 
Williams   ft    Co.,    J.    n.,    Brooklyn, 
N.    Y. 

Wrenebea 

Barnes  Tool  Co.,  New  Haven,   Ct. 
Bemls    ft    Call    Hardware    ft    Tool 

Co.,    Springfield,    Mass. 
BlUinga  ft  Spencer  Co.,  Hartford,  Ct. 
Bonner  Mfg.   Co.,    C.   B.,   Chrisman, 

m. 

Bollard     Aotomatlc      Wreneb      Co., 

FroTldence.    R.    I. 
Coes  Wrench  Co..    Worcester.    Masa. 
Hawkey e  Wrench  Co.,  Box  327,  Mar- 

ataalltown,    la. 
McCabe,  F.  J..  Shelton,  Ct 
Mossberg  Co.,  Frank,  Attleboro.Masa. 
Page>Storma  Drop  Forge  Co.,  Spring- 
field, Mass. 
BuaseU    ft    Brwln    Mfg.    Co..    New 

Britain,    Ct. 
Star   Mfg.   Co.,    CarpentersTlUe,    III. 
Tower  ft  Lyon  Co.,  UO  Chambers  8t., 

New  York. 
Vandegrift    Mfg.    Co.,      Shelbyvllle. 

Ind. 
Walworth  Mfg.  Co..  128-136  Federal 

Bldg.,    Boston,    Mass. 
Williams    ft    Co.,    J.    H.,    Brooklyn, 

N.    Y. 

Wrenebea,   Flttlnara 

Williams   ft    Co.,    J.    H.,    Brooklyn, 
N.   Y. 

W^rlnvers 

(See   Articles.) 

Tarn,  Latb  and  Fodder 

Columbian  Bope  Co.,  Anbum.  N.  T. 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 
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BOLT  CLIPPERS 


it 


EASY 


PP 


''NEW  EASY" 

"ALLEN-RANDALL" 


H.  K.  PORTER 

Factory  mod  Office: 

6  Asblaml  St.,Evmtt,Mass.,U.S.A. 


niS  IS  TIE  TRADE  NARK  OF  TIE  GENUINE 

"STILLSON"  WRENCH 


1 


IT  IS  A  GUARANTEE  of  Quality  and  your  Protection 
Against  Inferior  Imitations 


^ 


WALWORTH    MT*G    CO. 

SOLE    NAKCKS 

BOSTON.  128.136  Federal  Sirtti. 

NEW  YORK  Office.  Parii  Ro#  Building. 

WRITE  FOR  RED  BOOKLET  OF  TOOLS 


Reading  Lawn  Mowers 


Complete  line  of 
up-to-date  Mowers 
with  and  without 
Ball-Bearings. 
Finest  materials 
and  workmanship. 
Send  for  Catalogue 
and  Prices. 


READING   HARDWARE   COMPANY 

A  READING,  PA. 


NEW  YORK:    %  and  96  Reade  Street 
PHILADELPHIA :    617  Market  Street 
CHICAGO:    115  Lake  Street 


1908  Historical  Wholesale  Hardware  Direi 

'Qi'tr^iy       CI    AA    "Pi^o-i-^di/l         Gives  Date  Fstablishrd,  Territory  Covered,  Class  of 
iriiee,     91. UU    irUS>ipdlU         GooJs  Handled,  Whether  Incorporated  or  Not,  Etc. 

L>ANIBL,   T.    iVlAULETT,    Rut3li«Her,     :2S3    Broadway,    IN^Jw 


ttr  ni6i-5iw 


Biaces  |<) 


Are  unllorm  Are  economical 
Are  just  nght 


self  that  they  are  as  we  say    ) 
as  their  name  signifies— all  ST    ' 


[:^i:^£^i^»    I? 


|3 


Nicholson  File  Company  providence."R.ClJ  s.  a. 


HIUBS    AND    RASPS 


Why 


divide   your  orders  on   Dividers  and  try  the 
not  new  **LODI  DIVIDERS"  as  others  are  doing  ? 

SPECIAL  FEATURES:  Sheet  Ff-el.brRhtfinUh,  light  welghL  Brass 
adiusfnt  nuts,  made  on  i  different  principle  than  others.  Best  low 
priced  Divider  ever  produced. 

THE  WM.  SCHOLLHORN  CO.,     New  Raven,  Conn. 

MAirUPACTlTRBRS   OP 

Bernard's  Pt4ent   Pliers,   Nippers,  Punches  and  Tools 


w     m   ^«««.^ 


GEM 

Mall  Clipper 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper — a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  is  well  advertised  and  is  meeting  with 
large  sales  everywhere.  Sells  for  25c. 
The  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wide  margin  of  profit. 

A  handsome  metallic  display  standard 
free  to  dealers.     Write  for  prices. 

THE  H.  C.  COOK  CO.,  Ansonia,  Conn. 

Temporary  Office :       505  Scott  Street,  San  Ftaodsco 


AMERICAN  TOOL  dEST  CO. 

Factory  and  Salearoom : 

StO  West  IdDStMi  SL,  NEW  YOBK,  aS.  A. 

TOOL  CHESTS;  all  sizes,  complete  with  tools,  for 
Boys.  Youths,  Gentlemen,  Farmers,  Railroads 
nd  Cs  -      —     .  - 


...arpenters'  use;  also  Tool  Cabinets.  Machin- 
ists* Elect  '  *  -~       -  -  

CHESTS. 


SEND 


.Electricians'  and  Pipe  Fitters'  Empty  TOOL 
— «     Agents  lor  StcelJTpol  Chests.^ 


JOHN 

RED 


lor    LATEST 
SOMMElt'S 


CATALOGUE 
PEKFKCliON 


CEDAR  FAVCETS 


First  Quality     -          Warranted  Finely  Finished 

Afadc   out  of   the   l^cst   Selected  Florida   Red  Cedar. 

Only  the  Genuine  are  stamped  in  the  wood,  with  our 
tracfe-mark— M ALT  K  S  K  C  UO S S. 

write  f j^^^  '"^ii{iisiiitefc%''°^&ifr'* 

355965  CENTRAL  AVENUE  NEWARK,  N.  J. 


Covert  Mfg.  Co. 

TROY,   N.  Y. 

STEEL  CARRIAGE  and 
WAGON  JACKS 

All  steel  and  cannot  be  broken. 
Costs  less  than  other  jacks. 
Adjusts  from  15  to  25  inches. 
Minimum  Weight      J^     Maximum  Strength 


9 

31 


ttr 

> 

c 

012 

11 

o 


WHY    SHOULD    YOU    SUFFER 
Be  Your  Owd  Giiropodist     , 

TUB    STAR    SAPBTY    CORIM    RAZOR  PrIreSl.OO.    Full  descriptive  circular  m«lled  on  p— 

>PB  BROS.,  8  RBADB  ST.,    NBW  YORK  CITY,  JVlfrs.  Star  Safety  ShavltiK  tim 


Dealer     MiHUA/^     VMLh^AVI^ 

Made   In   89   different   etiapes   and   sUees   and   Coaree,   IWfedlum   and 
F*lne   Orit*.    Send  for  Price    L^lst,   Dept.  D. 


iutirtn:    KOITOK  CO^  Worcester*  Mass.. 


telUntf  Agrats:    PIKI  HPG.  C0.»  1     i 


ns  CENTS 
A  COPY 


FEBRUARY,  1908  ^'^ 


NE  DO 

A  YK 


INE 


ublished   bv  Daniel  T.  Mallett  at  253  Broadwav,  New  Yo 
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Google 
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p.  WALL  MFG.  SUPPLY  COHPANY 

Allegheny,  Pa. 
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or  Quick  Selling  Spedalttes 

TOR  PRICES  AND  DISCOUNTS  ON 

^nVE  AND  TEN  CENT  GOODS 

NICKEL  PLATED  HAMMERS.   ETC. 
j7>  style,  finish  and  prlco.      Let  U9  prove  thii  iuaertion. 

VTD  AiwT>^w  «».T    ^w^wr^^w  * .""  Catftloflrue  will  Interest  you. 

FRANKLIN   SPECIALTY  CO..        Sll   Cherry  St..   Readlno,   Ra. 
NEW  YORK  OFFICE:    S.  J.  Eisenmaim.  102  Chambers  St. 


ICE 
TOOLS 

ELEVATORS 

CONVEYORS 


Hudson,  N. Y. '  Arlington.  Mass. 
Chicago,  111. 


THERE  IS  NO   BETTER  NAIL  PULLER  THAN 

THE  **lVIORRILL»' 


I..et    US    tell    vou    all    aLt>out    it 
CHAS>    JVIORRILrLr,    :2T«    Broad^way^   IV®w  York 


I    OILERS 

^THER  NAME  FOR 

ONOMY 

■   and   Be   CMraiBecd 

WRITE  FOR 
CATALOG 

CEH  MFC.  CO. 

prrrsBraci.  PA. 

All  Goods  GiMraiitced 


cSHRLING 

EEL   TUBULAR 
!>ING  FRAME 

Ball-Beartng 
Crated 

The  Best  Mounted 
GrindBtone  Made 


The  aeveland 
Stone  Co. 

Cleveland      Chicago 
New  York   Boston 


Masoo  and  Plasterer's  Drying  Stoves 

TO 

THE  G.  DROUVE  CO.,  Bridgeport,  conn. 

who  make  the  best,  strongest  and  lightest  drying 
stove  on  the  market.  Exactly  as  shown  in  cut. 
With  or  without  brick  lining  and  with  or  without 
top. 


PRICES  RIQHT 


Sole  Manufacturers  of 


DBLIVBRY  PROMPT 


THE  LOVELL  WINDOW  OPERATING  DEVICE 

The  beat  device  on  the  nrnket  for  operat- 
inflr  long  line  of  sa^h  from  one  atation,  and 

THE    ••ArVTI-PL,UVIUS»»    SKYLrlQHT 

The  bMt  puttyleu  akyUght  in  the  world.    Send  for  deacriptive  leaned,  mentionlnK  thia  paper 
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The  *^Automobile''  Can 

For  Gasolene,  Benzine,  Napbtba,  Alcohol,  Mtc. 

HAS  A  CAPACITY  OF  ONE  GALLON 

No  automobilist  can  afford  to  be  without  one,  as  it  will 
help  to  carry  him  at  least  teH  miles  and  prevent  being  ''held  up" 
on  some  "lone"  country  road  for  lack  of  gasolene  in  the  tank; 
the  usual  experience  of  many  who  indulge  in  long  rides  with- 
out knowing  where  they  are  coming  out. 

THE  SPOUT,  as  shown  by  the  illustrations  on  this  page, 
when  not  in  use  is  inverted  and  concealed  inside  the  can; 
the  hemetieal  screw  cap  preserving  the  volatile  and  explosive 
properties  of  the  contents. 

Heavily  Nickel-Plated  and  Beautifully  Finished 

Copperized  and  Nickel-Plated  OILERS,  LAMPS,  and  0|LER  SETS 

Send  for  Catalogue 

The  American  Tube  &  Stamping  Co. 


NEW  YOKE  OFfKE,   110  Broadway 


BRIDGEPORT*    CONN. 


CaMeUirai: 


trtifcpOTt     Codes:Llcbcr'taii4  AlC.  MiEiltlM. 


\M  A»»w»«;ii9  ADv»wi8«mTf  it  is  Disiiablb  that  You  Mbmtion  HARDWARE  DEALERS*  MAGAZINE;. 
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It  PAYS  to  Handle 


Hopkins  &  Men  Hrearms 


The  great  demand  for  our  goods 
allows  us  to  market  a  high-grade  Une 
at  popular  prices.  Durable — perfectly 
finished — accurate  rifles,  revolvers 
and  shotguns. 

Our  goods  make  customers  and 
they  keep  customers. 

Our  extensive  advertising  is  mak- 
ing customers  for  you  if  you  carry 
our  line. 

Send  us  your  name  for  our  files. 
We  want  to  keep  you  in  touch  with 
our  new  campaigns  and  supply  you 
with  new  advertising  matter.  It's  to 
your  advantage. 

WRITE    NOW 


THE  HOPKINS  &  ALLEN  ARMS  CO. 

NORWICH^   C0I4N. 


Cowvw.  PUVEJtS'   REFERENCE  TO   APVERTISEMENTS   oh   Last   Pacm, 
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A  MAN.TO-MAN  TALK. 


W 


HAT  about  it?" 

We  make  no  apology  for  the 
abruptness  of  this  question. 
Business-men  like  brevity. 
And  this  is  addressed  to  business- 
men. 

The  "  IT  "  in  the  query  needs  ex- 
planation. 

"  IT  "  means  the  advertising  matter 
which  we  have  brought  to  your  atten- 
tion from  time  to  time. 

The  advertising  matter  prepared  by 
us  to  help  you  if  you  handle  any  of 
our  products : 

Yale  Night  Latches, 
Yale  Locks, 
Yale  Padlocks, 
Y  &  T  Blount  Door  Checks. 
What  have  you  done  for  it  ? 
What  has  it  done  for  you  ? 
We  want  a  Man-to-Man  talk;  a  full- 
er, freer  exchange  of  views. 

Our  Plan 

If,  after  you  had  bought  a  bill  of 
goods  from  us,  a  representative  of  our 
house  came  along  and  said : 

**  You  have  Yale  &  Towne  goods  in 
stock,  and  we  are  going  to  sell  them 
for  you;  we  are  going  to  put  into  your 
store,  at  no  expense  to  you,  a  Yale  & 


What 

About  It 

? 


Towne  bright  Special  Salesman;  he 
knows  the  line,  will  talk  it  up  and 
keep  things  moving." 

If  such  a  proposition  were  made, 
you  would  surely  accept  it. 

And,  when  the  expert  salesman 
came,  you'd  see  to  it  that  he  kept 
persistently  at  work,  and  you'd  write 
to  us  and  tell  us  whether  he  was  com- 
petent or  not 

You  would  never  allow  him  to  loll 
behind  the  counter,  asleep  in  an  easy 
chair,  or  to  lounge  about  reading  nov- 
els,— even  though  he  cost  you  nothing. 

You'd  have  him  "on  the  job"  all  the 
time,  or  you'd  let  us  know. 

Now,  we  do  not  install  a  salesman 
for  you. 

That  is,  not  a  flesh-and-blood  sales- 
man. 

But  //  you  carry  our  goods  in  stock 
we  do  furnish  you  with  the  best  levers 
to  move  sales  that  money  can  buy. 

This  is  in  the  form  of 

Illustrated  Catalogues,  LeaBets, 

Booklets,  Stories, 

Package  Tags  Newspaper  Adver- 

and  Labels,  tisements, 

Electrotypes,  Display  Cards, 

Signs,  Display  Boards,  etc. 

Each  piece  of  printed  matter  bears 
your  name  and  address  conspicuously 
printed  on  the  cover. 


Let  us  tell  you  more  about  this  free  sales-moving  equipment. 

We  have  some  books  of  Advertising  "Suggestions" 

which  will  prove  interesting.    Write  us  for  them. 

Dealers*  Advertising  Servlee 

The  Yale  &  Towne  Mf g.  Company 

9  Murray  Street,  New  York 


Im  Axswxmmg  Advmtwemekts  it  is  Desirable  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 
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FileSection 


Eureka  " 
Skate  tool 


\( 

Front  View 


Simple  and  ac- 
curate, Auto- 
9iatic  in  adjust- 
ment. Made 
from  tlie  finest 
of  Tool  Steel, 
hisrhly  polished 
and  Nickel- 
PUted.  FUe  is 
cut  on  all  four 
sides,  two  beinsr 
flat  and  two 
convex. 


Hf  The  ONLY,  PRACTICAL,  UP-TO-DATE  Skate  Sharpener  made. 
^  '*  Eureka  "  will  sharpen  any  Skate. 

Afk  your  Jobber  or  us  for  Munpl«  snd  price 

SMITH  &  HEMEISNVAV  CO. 

Mannfactarera  and  Importers  of  Hardware  Specialtiea 
108    DUANE    STREET      *       .      NEW    YORK    CITV 


THE  UnCA  BLACK  BULL  STAPLE  PULLER 


Tbe   strongest*  tlie  handiest  and 


durable  staple  poller  made 

Only  the  Genuine 
bear  thia  Mark 


d  in  G> 


I  TRADEMARK 

5  in  a  class  by 
themselves.  If  you  want  the  Best, 
insist  on  getting  the  UTICA  Brand. 

EVERY   TOOL    GUARANTEED, 


Write  lor  FLIER  PALMISTRY-A  bMk  ea  POert  ud  Mppm  u 

SS^J^iSLrs'S^  Utica  Drop  Forge  &  Tool  Co^UtfouN.  Y^U.S.  A. 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Paom. 
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Russwin  Night  Latches  and 
Display  Boards 

These  handsome  Display  Boards,  which  are  of  1%-inch  Solid  Oak,  in  Antique 
Finish,  will  be  furnished  at  the  regular  price  of  the  Night  Latches,  plus  a  reasonable 
charge  for  the  board  and  mounting. 

The  six  different  Night  Latches  mounted  on  the  board  are  displayed  in  working 
condition  and  demonstrate  the  action  and  appearance  of  the  stock  on  your  shelves. 

If  desired,  a  latch  may  be  removed  from  the  board  and  sold  (boxes  and  directions 
accompany  the  board)  and  another  latch  taken  from  stock,  applied  in  its  place.  We 
will  furnish,  on  request,  and  without  charge,  Booklets  and  Envelope  Enclosures  with 
your  name  and  address ;  also  Display  Cards,  Blotters  and  Electrotypes.  ^ 

RUSSELL  &  ERWm  MANUFACTURING  CO. 

New  Britain,  Conn.  Nos.  94-96-98  Lafayette  St.,  New  York 

PHILADELPHIA         WASHINGTON        SAN  FRANCISCO       CHICAGO         LONDON,  ENG. 


J 
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"REVERO" 


THE 


REEL  GOODS 


A  GARDEN  HOSE  PRACTICALLY  INDESTRUCTIBLE 

"  BEVERO  "  Hose  is  seamless  throughout. 

The  construction  consists  of  a  special  double  braiding  of  tightly  twisted  cotton  yam. 

The  cover  is  composed  of  tough,  flexible  rubber,  to  withstand  wear  and  abuse. 

The  complete  hose  is  yulcanized  in  our  patented  rigid  mold  under  a  high  internal 

pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  inseparable 

body. 


LIGHT,  STRONG,  VERY  FLEXIBLE 
FREE  OF  ANY  TENDENCY  TO  KINK  OR  SEPARATE 

The  Dealer  will  appreciate  the  fact  that  "BEVEBO  "  is  made  in  continuous  lengths 

up  to  500  feet,  thus  avoiding  remnants. 

Made  in  ^",  |"  and  |"  sizes. 

Dealers  in  Garden  Hose  will  find  it  to  their  advantage  to  write  us  for  samples 

and  prices. 

Revere  Rubber  Company 

BOSTON,  MASS. 


Branch^M 


NEW  YORK  PHILADELPHIA       PITTSBURG  CHICAGO 

NEW  ORLEANS       MINNEAPOLIS         SAN  FRANCISCO      PORTLAND,  ORE, 

Iw  Amswcking  Adveitisbmbnts  it  is  Desirable  that  You  Mention  HARDWARE  DEALERS*  MAGAZINE. 
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>Vhy  YOL  need 
u»— Now 


<|  Your  present  needs  are  extraordinary. 

<|  Equally  extraordinary  are  the  provisions  we  have 
made  for  them. 

<|  You  know  our  possibilities — with  our  own  buyers 
all  over  the  world  taking  FOUR-house  quantities 
which  we  sell  by  Catalogue  only. 

<|  Does  our  performance  come  up  to  our  possibilities 
— right  now— for  YOU? 

<|  Is  there  any  question  of  greater  importance — to 
YOU?    Can  you  afford  not  to  know? 

<|  And  it  is  easy  to  know.  Our  current  catalogue^ 
"tells  it  all" — it's  yours  for  the  asking — and  its 
number  is  K652. 

q  Shall  we  send  it— to  YOU  ? 


Butler  Brothers 

Wholmwalmn  of  General  Merchandise 

NEW  YORK       CHICAGO       ST.  LOUIS       MINNEAPOUS 

iMSCs:    BALTIMORE,    DilUAS 


CoH^uw    PUYERS'    REFERENCE   TO    APVERTISEMENTS    oh    Law   PacMj, 
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Ve  Create 
le  Demand 


SHentaIhe 


Ladies'  Home  Journal 

Delineator 

Designer 

New  Idea  Magazine 

Saturday  Evening  Post 

Collier's 

Literarv  Digest 

Harper  s  Bazar 

Good  Housekeeping 

Current  Literature 

Modern  Priscilla 

Country  Life 

Scribner's 

Review  of  Reviews 

Everybody's 

McClure's 

Assoc.  Sunday  Maga- 
zine 

Munsey's 

Home  Needle  Work 
Magazine 

Cosmopolitan 

Sunda/  School  Times 

Christian  Herald 

Garden  Magazine 

House  and  Garden 

House  Beautiful 

Craftsman 


W«rfciBHlly. 


SdbBHily.  Pit  tKbcitreyMr  fltre,llwiDidlilfdfairitihcn.  Sttilkectal 
m«rdirt  Caa  ke  M  earilf  •peraM  bv  a  cUM  tr  wMMi  M  bv  a  ■•■.  Sead  itr 
priecfl.     TO  AVOID  DELAY  PLACE  YOUR  ORDUTS  AT  ONCE. 


FalMhi  b  a  partial  BH  tf 


ALBANY  N.  Y. 
Albany  Hardware  ft'Iron  Co. 

BOSTON.  MASS. 
Bigelow  &  Dowse  Co. 
Dana  Hardware  Co. 
Frye,  Pbiops  &  Co. 
Prescott  &  Co. 
Baldwin  &  Robbtns  Co. 
Shepard.  Clark  &  Co. 
Joseph  Breck  &  Sons  Corp. 
D.  f.  Green  &  Co. 
Whittier  Woodenware  Co. 


BUFFALO.  N.  Y. 

Republic  Metal- Ware  Co. 
CHICAGO,  ILL. 

Republic  Metal- Ware  Co. 

Hibbard,    Spencer,    Bartlett    & 

DETROIT,  MICH. 

Buhl  Sons  Co. 
DULUTH,  MINN. 

Kclley-How-Thomson  Co. 
MINNEAPOLIS.   MINN. 

Tanney,  Semple,  Hill  &  Co. 
NEW  HAVEN,  CONN. 

The  Bronson  &  Townsend  Co. 


NEW  YORK,  N.  Y. 

Neal  &  Brinker  Co. 

Republic  Metal-Ware  Co. 
OMAHA,  NEB. 

Wright  &  Wilhelmy  Co. 
PHILADELPHIA,   PENN. 

Biddle  Hardware  Co. 

Seltzer-Klahr  Hardware  Co. 
PROVIDENCE,  R.  1. 

Barker,  Chadsey  &  Co. 
ROCHESTER.  N.  Y. 

Mathews  &  Boucher. 
SIOUX  CITY,  lA. 

Knapp  &  Spencer  Co. 


IM  AxswxuiiG  AovsiTisBMENTS  IT  IS  DisxRABLE  THAT  You  MsNTiON  HARDWARE  DEALERS'  MAGAZINE. 
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"CRONK"  QUALITY-"CRONK"  PRICES 


.'1 
1 

•■■( 
1 


TEe  Cronk  &  Carrier  Mfg.  Co. 

ELMIRA,    N.  Y. 


Consult    BUYERS*    REFERENCE   TO    ADVERTISEMENTS  ,  on    Last    Pages, 
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STANLEY 


We  mre  now  mmnufacturing  the  moet  complete  line  of  Screwdrivers 
for  all  purposes  ever  offered  to  the  trade.    Note  style  and  sizes  below : 


Style  of 
N08.  20  and  25. 


HURWOOD    SCREWDRIVERS. 
No.  20. 
Made  in  sizes   2^   to  80   inch. 

No.  26. 
Same   as   No.   20,  but   with   special   head   for   use   of 
Electricians. 

No.  40 
CABINETMAKERS*    SCREWDRIVERS. 
Made  in  sizes  2^   to  80^  inch. 

No.  45. 
Same   as    No.    40,   but   with   special   head    for    use   of 
Electricians. 

No.  50. 
SPECIAL   SCREWDRIVERS. 
Made  of   small   stock   for  fine  work. 
Made  in  sizes  2\^  to  12  inch. 
No.  55. 
Same   as   No.    50,   but   with   special  head   for   use   of 
Electricians. 

MACHINISTS'   SCREWDRIVERS. 
No.  51. 
Blade,  l9&-inch;  length  over  all,  5^  inches. 

No.  52. 
Blade,  3  inches;  length  over  all,  7\i  inches. 

No.  53. 
Blade,  4  indies;  length  over  all,  9\^  inches. 

Na  64. 
With  double  Grip  Handle  and  Hexagon  Shank  for  use 

with  Wrench. 
Blade,  10  inches;  length  over  all,  18  inches. 

No.  21. 
BABY. 
Blade,  l^^inch;  length  over  all,  4  inches. 

No.  60. 
HANDY. 
Blade,  1%-inch;  length  over  all,  5Vi  inches. 

DEFIANCE  SCREWDRIVERS. 

No.  70. 
Made  in  sizes  2V4  to  18  inch. 

No.  75. 
CABINETMAKERS'. 
Made  in  sizes  2^  to  12^  inches. 

FLAT  BLADE  SCREWDRIVERS. 

No.  64. 
Made  in  sizes  1%  to  12  inch. 

No.  86. 
Made  in  sizes  1V4  to  12  inch. 


Style  of 
Nos.  40  and  45. 


If  any  oif  the.  above  cannot  be  obtained  of  your  dealer,  write  us  direct. 
Our  Catalogue  illustrates  pur  complete  line,  which  may  be  had  upon  request. 

THE  STANLEY  RVLE  AND  LEVEL  CO. 

New  Britain,  Conn.,  V.  S.  A. 
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Haw  We  Dig  Up  Dollars 

for  YOU 


with  the 


Iwan  Post  Hole  and  Well  Auger 

is  shown  on  our  handsome  large  folder 
just  out.    Be^'sure  to  send  for  it. 

The  Iwan  Auger  is  our  leader  and  also 
leads  all  other  post  hole  tools. 


WE  MAKE 

Post  Hole  Augers  and  Diggers  (5  kinds). 
Tile  Drain  Cleaners  (See  stationary  style 
below),  Tiling  Spades,  Sickle  Edge  Hay 
Knives,  Revolving  Chimney  Tops,  Wire 
Conductor  Pipe  Hangers. 

All   Sold   by   Jobbers 


Beat  tool  made 
for  £niahint 
Tile  ditches. 


Iwans'  Patent  Tile  Drain  Cleaner 

The  CHAMPIOIS 

Stationary  style,  very  neat  and  strong. 
Sizes  4  to  8  inches.  6  foot  handles. 
Quantities  usually  ordered  by  dealers, 
j4  to  2  dozen. 


IWAN  BROTHERS 

Manufacturers  of 

Hardware  Spedidties 

Streator,   Illinois 


CoMULT    BUYERS' •  REFERENCE   TO    ^^VERTISEMENT^    c^    ^^^    Pacm. 
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THE 

"UNIVERSAL"    FOOD    CHOPPER 

Does  away  with  the  chopping  knife  and  bowl  entirely 


Chops  all  kinds  of  meat,  raw  or  dooked,  and  all  kinds  of 
fruits  and  vegetables  into  clean-cut,  uniform  pieces— fine  or 
coarse  as  wanted — without  mashing,  and  with  great  rapidity. 


Self-Cleaning, 

Tinned, 
Self-Sharpening. 

aranteed 
JSasy  to  Operate. 

I 
Will  Last  a 

ngeable. 
lifetime. 


The  "Universal*'  is  Made  in  Four  Sizes: 

No,  0.     Small  Family  Size.  No.  2.     Large  Family  Size. 

No.  1.     Medium  Family  Size.  No.  3.     Hotel  and  Restaurant  Size. 

Booklets  and  Ckculan  Imprinted  With  Your  Name  and  £lectrotyped  Advertise- 
ments Describing  the  **  Universal  **  Food  Chopper  Furnished  Upon  Request. 

Manufactured  and  Guaranteed  by 

LANDERS,  FRARY   &  CLARK, 

New  Britain,  Conn.,        -  -  -  -  -        U.  S.  A. 
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GILCHRIST'S  PROCESS 

WHY  DO  ICE  PICK 
POINTS  GRUMBLE, 

^'^'"^'  SPUT  and  BREAK? 

There  must  be  a  reason- 
there  18  a  reason,  namely, 

F^'*  «  the  PROCESS  OF 

MANUFACTURE 

Figure  I  shows  a  piece  of  wire  pointed  by  the  old  process, 
note  the  marks  of  the  dies,  the  rough  blows  of  which  (from  4,000 
to  6,000  a  minute)  have  tapered  the  wire  into  a  rough  point, 
note  the  sharper  point  ground  at  **any  old  angle,'*  ofttime§  the 
marks  of  the  dies  are  ground  down  smooth,  but  the  crystalliza- 
tion of  the  metal  is  still  there,  the  disintegration  of  the  metal 
still  remains,  the  life  and  elasticity  of  the  metal  has  departed, 
and  numerous  cracks  and  fractures  have  been  created,  so  that 
the  point  when  put  under  the  strain  of  usage  is  prepared  to 
crumble,  split  and  break,  and  it  does. 

Figure  2  shows  a  piece  of  wire  pointed  by  Gilchrist's 
process.  The  wire  is  automatically  fed  to  an  emery  wheel,  the 
point  in  its  entirety  is  ground  and  groimd  only,  there  is  no 
chance  of  the  original  fibre  of  the  metal  being  injured,  as  not  an 
atom  is  disturbed  by  the  pointing  operation,  the  point  is  as 
sharp  as  a  cambric  needle  and  absolutely  uniform  and  S3niimet- 
rical  throughout  its  entire  taper. 

Gilchrist's  Ice  Picksare  hardened  their  entire  length,  not  the 
point  only;  they  are  automatically  tempered  in  oil,  a  thermome- 
ter being  in  the  oil.  No  chance  is  taken  on  the  skill  or  lack  of 
skill  of  a  workman,  the  thermometer  determines  the  temper. 

For  ordioary  houaehold,  aodm  fountain  or  aaloon  use,  a  m-inch  taper  point  has  b«en  adopted* 
as  beii«  aleoder  enouffh  to  do  good  work  and  ttrons  enougli  to  stand  alNiflc.   (See  Figore  2.) 


*  Figure  8.     IH-inch  Taper  Point 

For  the  use  of  tlie  iceman  wiio  does  not  use  an  ice  picic  mm  a  eroMfbar»  a  longer  point  is  ad-  . 
▼isalile,  namely,  3>i-incli  taper  as  shown  by  Figure  4,  or  ajS-inch  taper  for  CKpcrt  icemen  as  shown  ' 
by  Figure  5.  I 

.  j 

I 


I 
Figure  4.    Scinch  Taper  Point. 


Figure  5.     6-inch  Taper  Point 


I 


endtftoTft  Ice  Pldw  made  of  tempered  steel  are  MaUy  pollelied  and  Blekel- plated.  ^ 

tfans  preventing  rusting  while  on  the  dealers'  shelves  or  while  in  use;  all  ferrules  are  brasa.  nickel-  ^ 
platedL  amd  handles  of  hafd  wood,  shellaced.  ^ '  p. 


WHte  tor  Catalosae  of  lee  Pldui*  lee  Ckisela  and  olMcr  Saamer  Goods.  r 

THE    GILCHRIST    CO.,     NEWARK,    M.   J.  ^ 
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Digitized  by ' 


Google 


246  HARDWARE  DEALERS'  MAGAZWE  ysBBUASY,  1968. 


This  is  what  weVe  got  to  sell. 

The  merit  of  the  goods  is  well  known  and  we  never 
allow  the  quality  to  deteriorate- 

We  market  our  product  through  the  jobber  to  the 
retailer  and  do  not  sell  catalogue  houses. 

Our  freezers  find  a  ready  sale  to  the  consumer  and  at 
prices  that  afford  a  good  substantial  profit  to  the  dealer. 

We  want  your  business. 

That's  the  whole  story  told  as  briefly  as  possible. 


Catalogue  for  the  asking. 


THE  WHITE  MOUNTAIN  FREEZER  CO. 
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CHESTERMAN'S 

TAPES,  RULES  and  TOOLS 

Everywhere  Recognized  as  STANDARD 
of  ACCURACY  and  QUALITY 


Tapes of 
steely 

Metallic 

and 

UneiL 


Why  not  carry  a  ^,<^^^^^^^^^        ^^^  ■^"'  Jobber 

stock  and  ^     ^^^  for  prices, 

get  the  bnainesa  ?         ^,<<^^^r^^^^^  ^^  ^^^  quote  you. 


iiliiilinlihl?nl 


P|lj|'ty'j|n|"i"][y["l"[|HJ"l 

iliiilmmiliiiliiilii?r 


Machine  Divided  5tee!   Rules  in  Great  Variety 
of  Styles  and   Divisions. 


Made  by 

James  Chestermai 
&  Co.,  Ltd. 

Sheffield,  Eaf  laid. 


WIEBU5CH  &  HILGER,  Ltd. 

ciaiarstttsr         new  york  8oi.u.s.AfMit.. 
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Bench  QuoLlity 


Means  not  only  so  much  selected  lumber,  but  careful  workmanship  in 
each  step  of  manufacture.  Experience  is  required  to  accomplish  the 
best  work.  With  a  record  of  seventeen  successful  years  as  bench  mak- 
ers behind  us,  we  feel  qualified  to  furnish  the  best  in  bench  quality. 

Grand    Kapids   Hand  Screiw^   Co. 

Hand  Screws*  Benchet*  TmclU »  Famltim  Clamps 
914  Jefferson  Avenue  GRAND  RAPIDS,  MICH. 

Largest  Manufacturen  of  Benches  in  the  World 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    PAfaM. 
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AMERICAN  SCREEN  OCCR  CATCH 

FOR  fsSKS..  DOORS 


THE  No.  2 
IMPROVIP 

TMB    FfAMOUS    'W^MBEI-r    CATCH 
THi:  CATCH   THAT  LATCHCS         -         -  THC  LATCH  THAT  CATCHES 


On  Riffht  Hand  Door  Inside  View.  On  Left.  Hand  Door 

WILL   ADVIRTI8ID-8ILLS    ON    ITS    MERITS. 


The 

AMERICAN  SHINER 


Includiofir  3  8teel  lasts— men'8,  women's 
and  children's;  box  Eagle  brand  shoe 
polish  and  polishing  cloth. 

All  packed   in  strong  pasteboard   box, 
3  lbs. 


dHUGEBABCOCKIESmt 

For  Testing  Hilk  and  Cream 


Simple,  accurate,  durable.  Runs  like  a 
watch.  Working  parts  enclosed.  Runs 
without  noise,  vibration  or   friction. 

Outfit  includes  a  full  set  of  glassware, 
including   test  bottles,  pipette,  ett. 

Each  tester  complete,  packed  securely  in 
separate  wood  case.  Weight,  complete, 
10  lbs. 


American  flardware  Mfg.  Co.,  Ottawa,  OU  U.  S.  A. 


laOS    FULTON    STREETT 
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OVER  50,000  TONS 

of  CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  kalf  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
fence,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
"been  the  standard  in  their  line. 

Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
types  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constantly  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  plant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement  suggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  are 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be  shipped  on  sight. 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproofing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CLINTON,  MASS. 

Branch  offices  at 

NBIV  YORK  BOSTON  CHICAGO  SAN  FRANCISCO 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Paces. 
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^<f^S?Vjh  A  TELLING  SIGN 

^y  ^jBlPT^Sk^   ^fc^    B  the  sign  that  really  "teUs  the 

story  at  a  stance." 

Meyercord  Decalcomania 
■MHT^^^^^VilBaal  Window  Signs 

"BCB  t^"^"^  are  the  most  Telling  Signs 

on  earth.  They  are  placed  on 
the  wlndoivs  and  doors  of  stores  where  your  prodnet 
is  sold.  They  tell  the  public  that  your  goods  are  lor  sale 
rigbt  here— now. 

Meyercord  Signs 

are  also   ** telling*'   in  their  great  strength  ol  eharaeter 
and  nnnsnal  coloring. 

Besides  indicating  that  your  goods  are  for  sal6  on  the 
spot,  these  signs  give  a  high  tone  to  your  product.  Meyer- 
cord name  plates,  like  Meyercord  Window  Signs,  show 
great  originality  in  design  and  color  and  are  noiv  nsed  by 
leading  mannf aetnring  pioneers  everywhere. 


MEYERCORD  SIGNS 


/ 
/  ^ 


/   ^ 

are  the  most  effective  advertising  now  in  use.    /  ^^ 
THE  COST  IS  A  TRIFLE  /  ^'    s< 

Aflwricia  oumifoctaren  of  guaniiteed  decakoflunia  transfers.  /  ^<t.\f!^*' 4^  ^ 


Hie  Meyercord  Company     .^  ..^       ,. 


^:/  #>^^••■  /^vS^- 
Cliaiiiber  of  Cmnmerce,        /^      ^     J'    y^y^^j^ 

CHICAGO.  ILL.  /^-^  /    ••■*"/5'^-^ 
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OLDEST 


ESTABLISHED   183S 


LARGEST 


The  Frank  Miller  Co. 

Mannlkctiirers  of  the  Preparations  for  Use  on  Harness  Known  as 

The  Standard  of  ttie  World"     ~ 


Highest  Awards,  Centennial,  1876 
Highest  Awards,  World's  Fair,  1893 


Harness  Dressing 


-EABSE88  OIL. 

Preserves  and  softens  the 
leather,  consequently  adds 
life.  Ck>mpoanded  with  pure 
neatBfoot  olL 


Quriage  Top  Bressing. 

OiYes  an  elastic,  durable 
water-proof  gloss  and  is  posi- 
tively safe  to  use  on  finest 
stock. 


The  very  best  article  of  its 
kind.  Unequaled  for  use  by 
both  manufacturer  and 
owner  of  harness. 


USSSiBSn 


n^^sc£S£rs: 


EDGE,  COLLAR  AND 
HARNESS  INKS 


L  Z.  L.  HASHESS  OH. 

Second  in  quality  only  to 
our  Frank  Miller  Harness 
Oil.    Superior  to  all  others. 


AXLE  OIL. 

Superior  to  Castor  Oil; 
lasts  longer  and  will  not 
gum. 


HABHESS  SOAP. 

Unrivaled  for  cleaning  and 
softening  the  leather,  abso- 
lutely pure. 


Our  preparations  are  uni- 
form in  quality  and  the 
quality  tiie  best. 


The  Frank  Miller  Co. 


OFnCB  AND  FACTORY 


EUROPEAN  OFFICE 


SllaNSSlWe8t2MiSt.,NEWY01K,D.S.A.    ToirarChaBbers,Moorgtle,MNMll,I.C 


Send  for  Priee  Zd»t  mmd  Cmimlogve, 
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I$li!buR  Card  Here 


pkop 


Send  in  your  card,  if  you  have 
not  already — the  card  asking  about 
the  ''Neponset  Proposition/' 

We've  sent  you  a  mighty  novel 
and  important  {older  —  a  special 
message  on  a  special  subject  with  a 
card  attached  on  which  to  reply. 

It  deals  with  Neponset  sheath- 
ing papers — with  the  biggest  profit 
possible  on  this  class  ol  goods  and 
the  best  walking  advertisements  a 
man  ever  had — ^an  endless  number 
ol  satis&ed  customers. 

Don't  wait — write  now  lot  the 
proposition.  We're  assigning  terri- 
tories and  must  soon  assign  yours. 

Get  hold  of  your  territory  for  the  famous  Neponset  waterproof  sheathing  papers, 
specified  by  architects  for  twenty-five  years  as  the  standard  of  all  sheathing  papers. 


were  worldng  a  rcvolntloii  la  tlie  slieatld»o  pap^r  trade.  For  tlie 
firat  time  tlM  CONStJBfER  Is  comlaa  to  know  tlie  importaiice  oi  osiaa 
the  l»eat  sheathlna  paper.  We^e  teUiafl  liim,  entirely  at  our  own  ez- 
penae^telllna  22;0M,000  magairfne  readers  tiwoatfli  convlncina  Nepon- 
set advertising,  tte  lalse  eeonomy  ol  using  rosln-slacd  papers  and 
cii^ap  tarred  tells. 

In  short,  we  are  making  it  easy  for  you  to  sell  Neponset  Red  Rope  Waterproof 
Sheathing  with  its  average  profit  per  house  of  $18.00  against  $3.00  or  $4.00 
on  cheaper  papers.  And  you  can  seU  it  without  any  competition — you  have 
the  exclusive  agency  for  your  territory.  Then,  in  addition,  is  our  special  pLm  for 
helping  you  with  your  local  trade. 

If  you  didn't  get  that  folder,  we'll  send  you  another.  But 
write  us  anyway — write  now,  before  some  other  dealer  gets 
your  field. 

F.  W.  BIRD  &  SON 

Trade  Mark  EAST   WALPOLE,    MASS. 
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WISCONSIN:   • 


NEBRASKA: 


IOWA: 


SHARPENING  STONES 

AND 

NIAGAHA  SCYTHE   STONES 

Will  be  exhibited  at  Nine  Hardware  Dealers'  Conventions  during 
the  month  of  February— Hardware  Dealers  are  cordially  invited 
to  visit  these  displays. 

Retail  Hardware  Dealers'  Convenribn,  held  in  Milwaukee, 
on  the  days  of  February  5,  6  and  7.  Location  of  our  exhibit 
is  space  No.  68.  Represented  by  Geo.  N.  Allen,  B.  L.  Cohen 
and  W.  R.  Embleton. 

Retail  Hardware  Dealers'  Convention,  held  in  Lincoln,  Neb., 
on  the  days  gf  February  11,  12,  13  and  14.  Location  of  our 
space  for  this  convention  is  No.  7.  Represented  by  Geo.  N. 
Allen  and  W.  R.  Embleton. 

Retail  Hardware  Dealers'  Convention,  held  in  Cedar  Rapids, 
la.,  on  the  days  of  February  18,  19,  20  and  21.  Location  of 
our  exhibit  is  No.  2-B.  Represented  by  W.  R.  Embleton  and 
Harry  A.  Eaton. 

Retail  Hardware  Dealers'  Convention,  held  in  Indianapolis 
on  the  days  of  February  18,  19  and  20.  Location  of  our  ex- 
hibit is  space  No.  42.  Represented  by  Geo.  N.  Allen,  George 
E.  Dresser  and  F.  E.  Gridley. 

Retail  Hardware  Dealers'  Convention,  held  in  Buffalo,  on 
the  days  of  February  18,  19,  20  and  21.  Location  of  our 
exhibit  is  space  No.  49.  Represented  by  L.  M.  Haskins,  R.  B. 
Fuller  and  Cyrus  C.  Lathrop. 

Retail  Hardware  Dealers'  Convention,  held  in  Columbus,  on 
the  days  of  February  25,  26  and  27.  Location  of  our  exhibit 
is  space  No.  413.  Represented  by  Geo.  N.  Allen,  C.  G.  Emery 
and  George  E.  Dresser. 

Retail  Hardware  Dealers'  Convention,  held  in  St.  Paul,  on 
the  days  of  February  25,  26,  27  and  28.  Location  of  our  ex- 
hibit is  space  No.  32.  Represented  by  W.  R.  Embleton  and 
Harry  A.  Eaton. 

Retail  Hardware  Dealers'  Convention,  held  in  Cambridge 
Springs,  Pa.,  on  the  days  of  March  3,  4  and  5.  Represented 
by  H.  L.  Davis,  L.  H.  Haskins  and  F.  L.  Spiller. 
Retail  Hardware  Dealers'  Convention,  held  in  Peoria.  III., 
on  the  days  of  February  26,  27  and  28.  Location  of  our 
exhibit  is  space  No.  74.  Represented  by  Chas.  O.  Taylor,  B. 
L.  Cohen  and  E.  J.  Eames,  Jr. 

THE    CARBORUNDVN     COMPANY 

NIAGARA  FALLS.  N.  Y. 


INDIANA: 


NEW  YORK  STATE: 


OHIO: 


MINNESOTA:. 


PENNSYLVANIA: 


ILLINOIS:-    -    - 
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Baaa  Automatic 


Trottt  Atttomatio 


Fly  Atttomatio 


Size  250  yards 
Ocean  K 


THESE   ARE  PART  OF  OUR 

dealers  money 
maKlIng  friends 

SMND  FOR  NSW  CATAI^OGUB  AND  PR1CM8 

ROCHESTER  REEL  CO. 

ROCHESTER,  N.  Y.,  V.  S.  A. 


4  Multiple 


Ideal 

Same  style  in  German 
Silver  and  Aluminum 
Weight  2  0Z8. 


9  Multiple 
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OAT5S ILIPP5BS 


^ 


There  must  be  some  virtue 
in  a  clipper  that  increases  in 
sales  to  such  an  extent  that 
even  doubling  and  tripling 
the  production  fails  to  over- 
stock it. 

Well  there  is— In  the  first 
place  it  is  a  beauty.    ^ 

The  principle  for  distribut- 
ing the  tension  is  correct. 

The  concave  grinding  is  a 
feature. 

The  idea  of  testing  each 
plate  to  a  constant  tone 
pitch  is  good. 

Added  to  this  the  Coates 
clipper  methods  make  it 
sell. 

TRY   IT   AND   BE   CONVINCED 


Coates  Clipper  Manufacturin|(  Co* 

WORCESTER.    MASS./ U.    S.    A. 

SoU  Selling  AgenU 

JOHN  H.  GRAHAM  (Sl  CO.,  113  Chambers  St..  New  York 


OATSS  B.  B.  159 
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Star  Safety  Razor 


PAR    EXCELLKNCK 

Best  by  Test  fer  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

~  Th«  Star  Safety  Kazan 

■aka  cuttanart  far  tha 

BEILERS 

Thay  glva  abaalita 

aatlafaatlan 

The  retail  prices  are  strictly 
maintained  for  the  benefit  of 
the  retail  dealers. 

Star  Safety  Razors  net  a 
larger  profit  than  any  other 
safety  razor  on  the  market 

In  sets  to  retail  from 

S1.50  to  S35.00 

You  can  suit  the  consumer's 
purse. 
I  We    extensively    advertise 

our  razors,  etc.,  in  all 
the  popular  magazines. 


\ 


Write  na  for  our  Agency 
i  Proposition,  Disoonnta 
f         ana  Catalogues   :    t 


Kampfe  Bros. 

8-ie-l2RiidoSt.f>owYork 


Sec  Ovr  SAFETY  COAN  RAZOR*  Advertised  on  the  Baek  C^ver 

In  Ahswbking  Advektisxmkmts  it  is  D^ikablx  that  You  Mention  HARDWARE  DEALERS' MAGAZINE. 
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'jftai  THi 


BRANDS  i«¥f>rL'' 


No.  163. 


TELLS 

Embody  AH  the  Esscntiil  Features  Rcoalrcd  In  i  Good  Raiudng 

Shear,  with  an  Exceptionally  Pine  Cutting  Edge. 

Jmnd  for  Catalog  Mo.  11 

TWe  ATLrAS  fiNBAR  COMPANY 

CAST  SHEARS  SCISSORS  TINNER  SNIPS 

BRIDGEPORT.  CONN^  U.  S.  A. 


tocard 


Rets&oir-' 


THE  SIMPLEST  RAZOR  EVER  MADE 

The  ONLY  SAFETY  RAZOR  wItK  tho  NATVRAL  SLIDING  STROKE,  outs  tKo  boArd 
%*kA  dooo  not  oorape  ft  off  llko  a  hoo. 

ONLY  TWO  PARTS.1IANDLE  AND  BLADE         EASILY  CLEANED        INSTANTLY  ADJUSTABLE 

LARGi:ST  PROFIT 

•Told  only  through  dmalorm, 
J§U  In^ulrlmm  from,  our  big 
adoortlBlng  campaign 
turnod  oomr  to  dmalorm  in 
tooality  from  which  in* 
^uirimm  aro  rocoiood, 

Tho  moiling  of  a  WJ§RD 
RJ§ZOM  moans  a  aatlsfiod 
cuMtomor,  and  wo  mtand 
back  of  you  in  tho  guaran* 

Cut  one-half  slie.  *•*• 

More  WARD  RAZORS  sold  in  same  lengfth  of  time  on  the  market,  and  a 
smaller  percentag'e  returned  under  the  thirty-day  absolute  gruarantee  than  any 
other  safety  razor  made. 

THE  WARD  SAFETT  RAZOR  CO.,  751  Star  Bid?.,  356  Dearborn  SU  CHICAGO 


Good  Cutlery— Good  Profit 

UN-X-LD  CUTLERY  COSTS  a  little  more  than  the  other  kind— but  gives 
a  great  deal  more  satisfaction.  It's  the  kind  that  makes  friends  fast— after 
that— fast  friends.  People  who  buy  it  come  back— not  to  kick— but  to  buy 
more  goods.  That's  the  kind  of  a  Business  Builder  it  is.  If  you  care  to 
increase  your  business  drop  us  a  line  and  we'll  send  a  representative  to  talk 
it  over.    NOW— RIGHT  NOW  IS  THE  TIME  I  I 


Northfield  Knife  Company 

NORTHFIELD,  CONN. 
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THE  KEEN  EDGE  RAZOR  STROP 

A   RAZOR   STROP   RIGHTLY  NAMED 


STYLE  IM 

A  Leader  Combination  Swing  Strop ;  seiected  Cordovan  and  Porpoise  Strop  Leather ;  Plated 
Array  Swivels,  Black  Pig  Padded  Handles  and  Trimmings. 

FACTS  ABOUT  THE  KEEN  EDGE  RAZOR  STROP 

'Tls  the  only  Strop  ready  for  use  when  new. 

'Tls  the  only  Strop  that  never  needs  redressing. 

'Tls  the  only  Strop  that  will  not  gnra  or  grow  glossy. 

'Tis  the  only  Strop  that  always  keeps  the  same  soft,  pliable  surface  to  strop  over. 

It  always  produces  a  smooth,  keen,  sharp  edge  on  a  razor. 

'Tis  Tta«  Stro^  to  increase  the  Razor  Strop  business  of  the  dealer.  Write  for  our  price  list  and 
catalogue.  Be  sure  our  trade-mark,  Keen  Bdg»,  is  on  your  strops,  as  an  article  of  such  merit  as 
ours  is  sutiJect  to  imitation  and  infringement 

EDDV    lif AIMUFACTURIIMG    COMPAIMY 

Makmra  of  K^^n  Edgm  Ramor  Stropa  WORCEISTER,    IWf  ASS.,    U.   S.  A. 
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THE  SHAVEZY 


'  Insuotiy  diangtd  from  right  to  Uf t 

Is  the  best  and  a  Cheap  Guard. 
Get  myprius^  which  are  right. 

Is.  T.  WEISS,  Sole  Na.imfa.otfir«r 
297  TMlff«  naoe^  BROOKLYN,  N.  Y. 


E 
s. 

n 

P 

r- 
is 

St 

m 


Prices  to  the  Trade  on  Application 

Perfection  lanof actorin;  Co. 


7  Walter  St.. 


Boston,  Mass. 


Co-operative  Selling 

Co-Operative— Operating, 
acting,  laboring,  striving 
jointly  for  the  attainment 
of  the  same  mutual  benefit 
—wiss 

Buying  the  JVISS,  line  means  that  you  are  to  have  the  co-operation  of  our 
Advertisins:  and  Display  Departments  to  help  you  sell  all  your  cutlery. 

'  We  have  increased  the  cutlery  sales  of  thousands  of  dealers — ^we  can  at 
least  double  your  sales  if  you  will  put  in  stock 


SHEARS 
SCISSORS 


RAZORS, 
Etc 


The  entire  WISS  line  is  liberally  advertised  in  the  Best  Publications  reach- 
ing Consumers.    All  inquiries  and  orders  are  always  referred  to  WISS  dealers. 
Write  at  once  for  information  about  WISS  quality  and  WISS  Go-operation. 


J.   WISS   &  SONS  CO.,  SXu 


NEWARK, 
S.A. 


Esiabllsliecl    60    Years 
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"Beatyet^^  Stropper 

This  cut  "shows"  GILLETTE  blade  inserted— ready  for  use. 

The  "BESTYET**  STROPPER  is  indeed  the  ^«/  yet.  It  enables  you  to  strop  BOTH  EDGES  of  your 
blade  WITHOUT  taUnir  it  out  of  the  frame  (the  old  way)  BOTH  EDGES  BEING  EXPOSED  (see  cut  above). 

The  "  BESTYET "  is  constructed  on  SCIENTinC  PRINCIPLES.  The  EVEN  BALANCE,  and  the 
THICKNESS,  assures  a  PERFECT  bevel  and  an  EVEN  stroke,  the  result  of  which  enables  you  to  strop 
your  bbule  to  PERFECTION. 

Those  using  the  GILLETTE  razor,  also  ALL  other  razors  with  DOUBLE  EDGE  blades,  can,  by  usinir 
the  "BESTYET**  use  the  blades  MANY  times,  thus  reducing  the  cost  of  shavine  to  a  NININUN.  tosay 
nothing  of  the  COMFORT  derived   by  giving  your  blade  a  few  strokes  on  ANY  KIND  of  a  strop  with  the 
*' BESTYET**  STROPPER. 
PRICES :  50  ceots  each ;    $4.00  per  doMn ;    $36.00  per  rross.  FOR  SALE  BY  ALL  HRST  CLASS  JOBBERS. 

JOHN  G.  BESTGEN  &  CO.,  Patentees  and  Manufacturers,     161  Summer  St.,  Boston,  Mass.,  U.  S.  A. 


WHY    CKDN^T   YOU    SEUUr 

-^^^^    KNIVES,    FORKS,    SPOONS? 

COSTS  YOU  LESS  tiian  tKe  STANDi^RD  plated  Knife.      Is  alssolutelar  better 
than  is  poaalble  to  n>aKe  a  plated  Kntfe  and  looUva  better  after  use. 


MP 


PAYS  YOU  A  BETTER  PROFIT  than  yoti  have  ertr  made  on  flat  ware.  Write  at  once  for  prices. 
ASSOCIATID  SILVER  COMPANY, 152>15a  LAKB  ST„ CBICAGO,    U,  S,  A. 

Shear  makins  **  up-to-date'*  ia  found  in 

ELull^l  I^SV^^ni        SGISSIK  nNNBtS*  SNIFS,  ETC. 
**BCflT    IN    THE    IVORLD** 

Since  1S25.  and  •  steady  increase  in  sales  due  to  their  superior  cuttins  quality. 
R«     HB1INISCH*S     SONS     GO.,     INBWARK,     IS.     «!.•    U*     S.    A. 

New  Yorlc  Office  and  S«lesroom«  155  Chsmbers  Street 


PERFECTION    SCISSOR.S    GRINDER. 

Why  be  with  a  pair  of  dull  scissors  when  any  man,  woman  or  child 
can  grind  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  life  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

Mamttikctwd  ly    V.    P.    BVCK,    a2  Lincoln  SU  BOSTON,  MASS, 


We  make  Hisfaeat  Grade  Knife  Blanks  for  Manufacturers  and  Silver  Platers ; 
made  by  the  old  process  of  Forging  and  Hand  Grinding.  It  is  impossible  to  turn 
out  goods  equal  to  ours  by  Automatic  Macliinery. 

May  Wc  Ftgiirc  «n  Year  1908  Requirements? 

THE  UNION  CUTLERY  &  HARDWARE  CO. 

UNIONVIL.LE:,    CONN. 
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The   New  Standard  of  Quality 


Original  Dark  Roll  Clothes- Wringer. 

Rolls  will   withstand  the  effects  of  chemicals  contained  in  soap  and 
washing  compounds. 


Plain    Bearinis:. 

No.  1050 
No.  1 05 1 
No.  1052 


Packed  3  and  6  in  a  case. 

Ball    Bearing. 

No.  1080 
No.  108 1 
No.  1082 


Size  of  Rolls. 

10  X  i^  inches. 

11  X  i^  inches. 
12x15^  inches. 


The  American  Wringer  Co.,  New  York. 

Digitized  by  V:iOOQIC 


The   New  Standard  of  Quality 


Formerly,  clothes  were  washed  with  good  soap,  but  during 
laie  years  special  soaps  and  washing  compounds  containing 
various  kinds  of  chemicals  have  been  put  on  the  market,  (and 
are  extensively  used,)  which  are  especially  recommended  to  clean 
or  wash  clothes  without  rubbing.  While  the  chemicals  in  these 
soaps  and  washing  compounds  affect  the  fabric  and  dirt,  they 
also  affect  the  rubber  and  spoil  the  rolls  in  Wringers. 


ORIGINAL   DARK    ROLL 

:l@tmes  wiiMSii 


The  Rolls  in  the  ** CHEMICAL"  Wringer  are  especially  manu- 
factured to  withstand  the  effects  of  these  special  soaps  and 
washing  compounds  and  to  retain  their  original  resilience. 
While  they  are  warranted  for  five  years,  they  will  with  ordinary 
care,  give  good  service  for  at  least  ten  years  or  outwear  any 
other  Wringer  Roll  made. 

The  merchant  cannot  recommend  the  ** CHEMICAL" 
Wringer  too  highly,  and  it  will  be  to  the  interest  of 
every  user  of  a  Clothes-Wringer  to  pay  the  difference 
ind  take  the   "CHEMICAL"  in   preference. 


The  American  Wringer  Co.,  New  York, 
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FORSCHNER'S  XXXX 
BRAND 

Butcher 
Knives 

Made  of  Special 
DamasCQS  Steely  care- 
fully tempered  and 
ground,  combined 
with  best  workman- 
ship. Superior  to  all 
others.  Each  blade 
warranted. 

Write  for  Catalogue. 

ChasJorsdiner  &  Sods 
2M  East  19lh  Street 

NEWYOBK,U.S.A. 


There  is  MORE  MONEY  for 
you  in  handling 

mnmrtn 

Tools  and  Cutlery  than  other 
similar  goods  because  they  not 
only  BEAR  YOU  A  SATIS- 
FACTORY  MARGIN  OF 
PROFIT,  but  you  can  sell 
MORE  OF  THEM, 

The  Public  Knows  About  Them— 
They're  Advertiaed 


The  Original  Non^grind'Off'toottied  Bread  Knife 


Patented  7-17-'88  and  ll-SS-'VS. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  using 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN : — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

MawladiireJ  by  WORTH  WATWE  TOOL  CO,,  HaBowcU,  Mc,  P,  S,  A, 

HANDLE  HIE  RHODES  DOUBLE  CUT  PRUNING  SHEARS 

^  and  make  over  40  % 
P  profit.    Advertised  in 

all  the  Fruit  Journals. 

Demand    established. 

»ds  delivered.    The  only 

made    that    cuts   from 

ies  of  the  limb  and  does 

lise  the  bark.     Made  in 

all   styles   and    sizes. 

Write  for  circular  and 
b  prices. 

RHODES  MFG,  CO^  22  N>  Pine  St,  GRAND  RAPIDS,  MICH. 
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CLIPPERS 


rue— The  Largest  Power 
les  to  the  lightest  and 
5t  barbers^  band  clip- 


Priest's  Single 

No.  9 

A  Perfect  Power 

Clipper  and  Groomer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


rials  only  nsed. 

All  parts  interchangeable : 
reduces  coat  of  main- 
tenance. 

Why  not  gel  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  qaoted  on  request. 


American  Shearer  Manufacturing  Co.,  Makers 
Wiebusch  &  flilger,  Ltd.,  seiiing  Agents,  New  York 


THB    CBLr^BR^TBD 


i|  We  are  the  only 
manufacturers  in  the 
world  that  make  and 
sell  Horse  Clipping 
and  Grooming  Ma- 
chines only.  We  do 
not  make  anything  but 
Horse  Clipping  and 
Grooming  Machines. 
We  have  no  Hard' 
tvare  Specialties. 


i|  We  are  so  far  in  ad- 
vance of  other  Ma 
chines  in  improve- 
ments that  we  real(y 
have  no  competi' 
tors.  Gillette  Ma- 
chines give  satisfaction 
in  every  way. 


i|  Our  claim  is  as  broad  as  words  can  make  it.    The  Gillette  Clipping  and  Grooming 
Machine  is  better  than  any  other  Clipping  ahd  Grooming  Machine  in  every  particular. 

i|  Send  for  our  1907  Catalogue  and  read  about  our  New  Patent  Chain  and  Grooming  Brush. 


Gillette  Clipping  Hacliine  Company 


110,  112,  114  W.  S2d  Street 
NEW    YORK,    N.  Y. 
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IMO\A/     18     THE     -TIIVIE: 

to  place  orders  for  Ice  Picks,  Cork  Screws,  Cork  Pullers,  Ice  Cream 
Dishers,  Spoons,  Lemon  Squeezers,  Lime  Squeezers  for  1908  business. 


No.  1 1 1 
SPRING  PICK 


We  are  the  largest  manufacturers  of  t'lis  line  of  goods,  all  of  which  are  designed  for 
up-to-date'  requirements.     Finely  illustrated  catalogue  with  prices  and  discounts  will  be 
mailed  to  all  dealers  on  request. 
BRIB    SRECIALrTY    CO.,  Brie,    Pa.,    U.   S.   A. 


nOTCI1KI»»' 
CLIPPCR8 

Standard  Quality 
and  WorkmaiMhlp  I 
Goaranteed. 
Fromiit  Shipment 
Right  PricM. 


Simple  in  Design 
Elegant  in  Finish 


Send  for  Deacripdve  Catalogue  and  Prices. 

EDWARD  fte  nOTCtlKlftft 

RaJlroad  Ave..  BRIDGEPORT.  CONN. 


Mr.  Merchant: 

Do  You  Want  a  Cataloi:— 

THAT  quotes  net  whol^ale  prices? 
THAT  saves  you  money  on  every  purchase  ? 
THAT  is  issued  a  monthly? 
THAT  goes  to  Hardware  Merchants  only? 
THAT  helps  you  compete  with  the  "Cata- 
log" house? 

WE  ISSUE  JUST  SUCH  A  CATALOG. 
It  is  yourf  for  the  aslcing.    Mention  H9d. 

THE  ROOT  BROS.  CO. 

PI.YMOVTH.^OHIO 


THE 


TATTOO 

(Trwk  Mark  lUgtatanMl  in  U.  8.  PaL  Ofloa,  Aug.  99,  IMS) 


A  GOOD 

/^ 

miE- 

KEEPER 

^^^ 

^& 

A 
CERTAIN 


4H  Inch  Case 

ALARMS    INTERMITTENTLY    ON    A 
4-INCH    BELL-METAL    GONG    ON     BACK 

Write   for   Price* 


THE 


Dept,  S 


NEW  HAVEN  pu 
EW  riAVEN  Lo 


LOCK  CO. 
HK 


Our  1908  Lino  of 
BaooballOi  Bato« 
11  itto,    Glovoo, 
Masks,  Uniforms,  ote.,  is  roady  for  tiio  doalor. 
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Digitized  by ' 


Google 


266 


HARDWARE  DEALERS'.  MAGAZINE  PEfiRUAiiY,  1908. 


THE    BEST    ICE   AND    ROLLER    SKATES 


THE    SAMUEL   WINSLOW  SKATE    MFG.   CO., 

SALESROOMS:  FACTORY  AND  MAIN  OFFICE: 

NEW  YORK:  84  Chambers  Street. 
LONDON:. 8  Long  Lane,  E.  C. 


WORCESTER,  MASS.,  U.  S.  A. 


THE  MINNOW  THAT  SWIMS" 


The 
Best 
Seller 
on  the 
Market 


of  a  live  ml: 
Jointed  so  a 
In  water  Inf 
from  ihe  f  is 
size  $1.00;  Ii 

K.  A  K.  MFQ.  CO..  Uept.  H.,  TOLEDO.  OHIO. 


THE 


Alr- 
Cooled 
and 
Water- 
cooled 


Riinatioots 

and 

Touring 

Cars 


MOTOR.  VEHICLE  CORPORATION,  New  Brit«.in,  Conn. 
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RieHHRDSON 

Cushion    Frame,   Anti-Jar,   Ball    Bearing 

Roller  Skates 

"The  Good  Kind,**  used  exclusively  in  all  of  the  largest  and  most 
successful  rinks  in  America.  Write  for  the  most  complete  Roller 
Skate  Catalogue  ever  published.  Tells  how  to  open  and 
operate  Roller  Rinks. 

BaU  Bearlno  Skate  Co.*  8M  WeUs  Street,   Chleaoo 


Union  Hard  ware  Company 

TORRINGTON.  CONN^  U.  S.  A. 

/ 
IV«w  Yoric   OfflG«t    98  CHamber*  Str—t 
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QUICKEST  SELLERS-QUICKEST  PROFIT 


No.  27  to  our  latest  and  newest 
B  of  the   poimlar  Hamilton 

e^Hunmer  actionof  few  parts  and  exceedingly 

simple^an  automatic  ejector  which  releases  shell 
when  barrel  is  **broken  down.*' 
The  outer  jacket  of  barrel  and  all  working  parts 
are  of  steel«  havinar  a  beautiful  blue-black  gun 
finish,  the  stock  and  forearm  being  so  'designed  as 
to  give  symmetry  and  style  not  usual  in  moderate 


PRICB 

$1.50 


Vi; 


Send  for  pur  Circular  describing  Models  No.  25,  Bold  Actk>n  type,  $B4M;  No.  19,  Lever  Action,  $2.€0 
No.  15,  Lever  Action,  fLM.   Manufactured  by 

THE  HAMILTON  RIFLE  CO.,  Plymouth,  Mich.,  U.  S.  A. 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Paces. 
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Ofl^'^I^T  pc«  400,000  Bicycles  Sold  In  1>07 
DIV/1  V/IjEj9  what  about  1908  7 

It's   up   to  you 

YOU  CAN  GET  YOUR  SHARE  BY  SELLING 

A.DL.A.KE:    A.ND    CROWN 


NONE 
BETTER 


BICYCLES  WITH  GENUINE  FAUBER  ONE  PIECE  CRANKS 
ARE  BETTER  AND  SELL  BETTER 

IHS  MTALWOE  lEUY  ALSO  nidS  TIAT  WIU  lUASI  YW  SANTUB  SmnnD 

GREAT  WESTERN  MFG.  CO..  La  Porte,  imL.  U.  S.  A. 
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Steel  FisMngHodS 


FREE  CUTS, 

CATALOGUES, 

CALENDARS, 

BOOKLETS, 

SIGNS  FOR 

DEALERS 


We  work  with  our  dealers  and  for  our  dealers.  "BRISTOL" 
Rods  are  backed  by  a  strong  advertising  campaign  In  magazines,  na- 
tional .  weeklies,  sporting  Journals  and  boys'  publications,  which 
reach  25  million  readers. 

The  season  is  on  for  the  awakening  of  an  Immense  demand  for 
"BRISTOI/S." 

Use  the  many  adTertlslng  trade-makers  which  we  supply  and 
that  demand  will  come  to  your  store.  The  three-year  guarantee 
tag  attached  to  every  "BRISTOL"  makes  the  customer  feel  good, 
and  makes  sales  easy  and  quick  for  the  dealer.  Send  In  your  order 
for  full  stock  immediately.     You  will' need  It. 


The  Borton  Mfg.  Co«,  Bristol,  Conn^  U.  S.  A. 


R'.  N.  SCOTT,  Canadian  Representative 
aot  McGUl  St,  Montreal,  Quebec  • 


#       Ma 
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UN  CASH  ROXES 

The  Cheapest 
And  Best 

Prompt  Shipments  for  1908. 

Fishing  Tackle  Boxes 

Tin  Letter  Boxes,  Etc.,  Etc. 


■EIIIAII  MFI.  GO. 

DURHAM,  CONN. 

BVBRYTHIIVa  UV 

Tifl  Boxes  for   Hardwaro  Stores 


AUTOMOBILE 
ACCESSORIES 

The  Automob^e  Supply  business  hss  come 
to  stay  and  the  volume  of  this  trade  is  enor« 
mous.  The  cheaper  automobiles  become  the 
more  sundries  will  be  sold.  Every  hardware 
dealer  should  put  in  a  conservative  stock  of 
these  goods,  and  share  in  the  profit  others 
are  making. 

LET  US  SVmT  TOUR  WANTS 

We  know  what  sells  and  stays  sold  and  we 
want  you  to  write  us  to  "show  you."  We  will 
help  you  to  build  up  your  business. 

Ask  for  catalogue  No.  89  (ready  soon). 


NcvrYoRKSpfflim  Goods  On 

W     ■■NKi 


I7^IC1JIREN 


"^KffiSf' 


Pate"  TED  HAMMOCKS 


Larfeslaid 
Ffeiest 

ASSMlOKlt 

•f  Palleras 
Old  (Mors 
Mtfee 
■arket. 


Scnilor 

IMS  Catalog 

Showing 

112  Colored 

Diislradons. 


THE  I.  E-  PALrMER  CO. 


IV«^v%r  Yoric  Ofnee*  SB  WortH  St. 


MIDDL,eTOWIV,  CONN. 


Iir  AifSwsKiNG  Adveitiskments  it  is  Desirable  that  You  Mention  HARDWAkii  DEALERS*  MAGAZINE. 
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HAM'S  "STERUNG" 


y 


How  Is 
Your  Stock 
of  Lantenis? 

Now  is  a  good  time  to  replen- 
ish  your  lantern  stock,  and  if 
you  arc  not  liandling  "HAM*S" 
goods  it's  a  good  time  to  try 
them.  They  are  built  scientifically 
correct  and  are  superior  in 
quality,  style,  finish  and  burn- 
ing qualities,  and  are  guaran> 
teed  to  give  perfect  8i^tisfactio)i. 
That's  the  kind  of  lanterns  that 
you  want  to  furnish  your  cus- 
tomers with;  they're  bound  to 
please. 

Write  for  one  of  our  new  cata- 
logues.   Address  "Dept  L." 

C.  T.  Bajn  Mfif.  Co. 

BOCHESTEB,  N.  Y. 


N. 


HAM'S  "MATCHLESS- 


J 


A  Short  Month 
The  Shortest  of  the  Year 

May  nevertheless  be  a  busy  month.  Good  Goods — At- 
tractively Displayed — Well  Advertised,  always  command 
attention  and  find  buyers. 


Lava  and  Volcanic  Enameled  Ware 

Makes  a  Fine  Window  Display  and 
an  eloquent  appeal  to  the  passer-by. 

Itisten  to  what  a  castomer  on  the  Paci£c  Slope  says  about  it:^ 
••  We  have  been  using  Lava  and  Volcanic  Ware  for  two 

years,  and  it  is  surely  a  pretty  and  durable  article.  We 
are  all  becoming  educated  to  the  fact  that  the  United  States  can  furnish 
better  ware  than  can  be  imported." 

if  not  already  handling  this  ware,  write  at  once  for  illustrated  Catalogue, 
Prices,  and  PREB  SAMPLE  WASH  BASIN. 

Meutiou  Hmrdware  Dealers*  Magazine, 

THE  CLEVELAND  STAMPING  &  TOOL  COMPANY 

OLrEVELrAND,  OMIO 

ROBT.  F.  HALL,  Portland,  Ore.,  Pacific  Coast  Asent.  SPENGE  MFG.  CO..  Agents,  St.  Paul,  Minn. 

Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pagis. 


Digitized  by 


Google 


Febbuabt,  1908. 


HARDWARE" DEALERS'  MAGAZINE 


273 


DON»T 

IVflSS    A 

COOD 

oTHING 

"C 

Jm  PttU  Size. 

CROWN 
SEAL 
CORK 

B  OPENER 
iP  LIFIER 
1L   EXTRACTOR 

NO.  4  WO<H>EN 
NO.  4%  METAL 

^^    TUBE 
^^    TUBE 

MOUNTED 
ON  A 

^r    lor  2  DOZEN 
^^         CARD 

CrWILLUMSON 
wire  Nndty  C^ 

^^    S4  Badger  Afcrae 
^9      NEWAU,N.X 

FREE 


TO 

DEALERS 


Valuable  informatioiL  and  a  128 
page  encyclopedia  of  money  making 
profitable  Auto  Supplies. 

Hardware  dealers  aU  over  the 
country  are  now  increasing  their  busi- 
ness by  handling  Auto  Sundries,  so 
don't  wait  until  your  competitors  get 
all  the  trade. 

WBITE  TO-BAT  ^nd  get  our  trade 
discount  sheet  and  increase  your  busi- 
ness for  1908. 

THE  MOTOR  CAR 
EQUIPMENT  CO. 

Ma^nufacturerc  and  Jobbers  of 

AUTO  SyPPUES 

55  Wamn  St,        NEW  YORK 


PFLUCGER'S 


FISHING 
TACKLE 


IMMS.  FLIES,  nous,  SPINNEIS, 

PHANTOMS,  KEELS,  FllNlSKD 

LINES      EVEKYIfflNCIN 

nSIIKC  TACKLE 

NOTICE— Free  to  Any  Dealer  in  Sporting 
Goods,  Sent  Express  Prepaid,  170  Page  Illus- 
trated Catalo^e  No.  F.  86.  Metal  Fisli  Sign 
in  8-Color  Lithograph. 

The  Enterprise  Hfg.  Co. 

AKRON.  OHIO 


WE 
9  MAKB 


U6  ANDUTTLE 

WA11R  MOTORS 

"Really  and  truly,"  the  only 
line  which  will  be  found  satis- 
factory from  the  standpoint  of 
the  dealer  and  user.    Why  not 

pat  a  few  in  your  show  window  and  let 

us  refer  our  inquirers  to  3rou? 

UPPINCOTT  W.  M«  A  L  CO.  ' 

Newark,  N.  J. 


In  Answering  Advertisements  it  is  Desirable  that  You  Mention  HARDWARE  DEALERS' MAGAZINE. 
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Each  and   evtrr  .part  perfect  in  itself  makes   the  most  perfect  Incubator  of  to^y. 

The  result  of  SO  years'  experience.   Hardware  men,  we  want  jrou  to  sell  our  machine.  It  costs  nothing  to  try. 

Write  to-day  for  particulars  and  our  larite  Catalogue.     Address 

RELIABLE  INCUBATOR  &  BROODER  CO^  Box  700.  QUINCY,  ILL. 


NOTHING  SO  DISGUSTING  AS  DIRTY  FLOORS 

Many  a  customer  has  been  lost  because 
of  a  dirty  floor  that  spoiled  a  dainty 
fi^own.  Many  a  dollar  is  lost  daily  by 
dust— damage  to  stock. 

THCRE  IS  A   REMEDY 

This  brush  is  certain  death  to  dust.  The 
reservoir  top  feeds  just  enough  kerosene 

to  lay  the  dust  and  sweep  clean.    Does  not  oil  the  floor.    Send  for  one  on  approval 

and  see  what  it  saves.     We  prepay  express  charges. 

Liberal    Dlsoounts    to    Dealers    In    Quantltlen 

MILWAUKEE  DUSTLESS  BRUSH  CO.,  *»*>5l^gS855.S?5! 


The  **KIbo  of  Glmmm  Cutters"  are  made  to  cut— the  rolls  are  manufactured  from  the  finest  Novo  steel,  with 
sheet  steel  heads  and  nickel-plated  shank.    Our  prices  art  all  right. 

THE    HART    MANUFACTURING    CO.,    Unlonvllle,    Conn. 


**  VELVET  TREAD  *»  Simplest  and  Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become 
popular  with  all  skaters. 

WB   CARRT  A   FUZ,Z,  MNB   OJF  RINK  MQUIPMMNTS = 

CHICAQO   ROLrLrBR  SICATE   CO.,   es  So.  c«in«ii  at,,  chigaoo 
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Founded  in  1828 
But  always  Up-to-Date 


kdeUtaKo. 

PNIUDELPNIA 
NEW  YORK 
BOSTON 

CHICAOO 

) 

Manufacturers  of 

Sand  Papers 

IN  EVERY  FORM 


RlRt  Pfr,  Garntt  Ptptr,  Emery  Pftptr,  Emtry  Cloth 


You  take  no  risk  on  the  Quality 

We  make  only  the  BestS 


3fan6Y 

3fammerU55 

Back 

CeUulolcf  Colors, 

Brass,  Steel,  axicf 

.  Nuxxibers 

SolidhecC  Display- 
sells  t&cKs 

S\apj3ll«c[  by  Joblsera 
HavrKes-JacKson,  Makers.  New  YorK 


This 
Rarp 
litails 
fir 
fSe. 


4IPir 
hit. 

Pnfit 
firthi 
Dniir 


No.  H 


introduced  last 
"good  things" 


We  caused  a  stir  with  our  10c.  Harp  which  we 
month.    This  was  BUT  ONE  of  the  many 
offered  by  the  line  of 

FR.  HOTZ  HARMONICAS 

ExoBlleni  seUers  from  tOom  to  $1mOO 

No.  04  THE  LION  BRAND,  is  a  first  class  Harmonica,  with  heavy  brass  plates,  finest  nickel  plated 
he^vy  covers,  has  10  holes  and  20  perfectly  tuned  reeds.  The  covers  and  plates  are  securely  fastened 
and  the  instrtunent  is  made  with  open  back.  The  curves  of  the  cover  offer  an  excellent ,  and  com- 
fortable mouthpiece  for  the  player.  As  a  fifteen  cent  instrument  this  number  has  no  equal  and  affords 
the  dealer  about  40  per  cent,  profit. 

Send  for  our  illustrated  catalogue  showing  the  entire    line.    Ask  your  jobber  for  Hots  Harmonicas. 


FiGtsnr,  Knittlingan,  Qsrmany 

■stablisliod   1828 

The    Oldest    Harmonica    factory    in 
the  World. 


FR.    HOTZ 

4T»     BROAOWAY,     NEW    YORK 
Canadian  Office:    76  York  Street,  Toronto 
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"IT" 

ABINGD 

RAT.  HODSE. 
GONER  aoi 
GAME  TRAPS 

►ON  XRAF»  COMPANY 

uvaooiv,  luuiNois,  u.  s.  a. 

^%L           ^  ^'''fciS**^^*^^!!^^**"^             Heady 

''^K^                ^^frl*^^           ^        Pol- 

^^^Uj^BH^^^^^PiiliBii"""'-*''         Action. 

0.    K.     GOPHER    TRAP 

Suretocafchaiid                 ^^U        JW^.    ^\ 
soretohold.                                                          ^ 

The  0.  K.  Gopher 
Trap    we    furnish 
both  with  and  with- 
out  sides.     Direc- 
tions for  setting  on 
each  Crap. 

EASY  TO  SET     Cut  showing  Gopher  Approaching  Trap. 

K«ouse' Trap.    Itay  H  - 
IryH- 

AUtOe 
trap  with 

record. 

HATCHETS 


COMBINE 


TEMPERED  STEEL 

PAT,  AUG.  21,1900 

BURGESS-NORTON 
%.  MFG.CO.  c^ 


Quality,  Style  and  Finish 

AT   A   REASONABLE   PRICE 

SEVEN    STYLES 

Inquir*  of  your   Jobber   or  writ*  MflLkor* 


VT'OUR  stoves  will  sell  much  quicker, 
^  and  at  a  better  price,  if  polished  with 
Black  Kid  Stove  Polish. 

This  is  the  best  of  all  the  good  stove 
polishes  made. 

Six  or  twelve  five-pound  cans  to  a 
case.    Your  jobber  has  it. 


EMabllshed  ISM 


Gerts,  Lumbard  &  6o. 
Brush  Makers 


Incorporated  1891 


Ask  for  our 
Special  Hardware  Catalogue  **G*' 


208  and  210  Raidolph  St.,  CHIC  AGO,  ILL. 
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An 
Article 

of 
Great 
Merit 

l-BOW" 

sprinkler 


lofls;  ■•tUof  t« 
t  oat;  works  well 
orlowprcsinre; 
irgest  area  with 
ter. 


If  8  Seymour 
g.Co. 

ton.  Conn. 


TThert  b  aometliiBf  good  in  tho  wont  of  wm, 
And  there  b  oometJiUif  bad  in  the  beat  of  «a; 

So,  it  doca  not  behoore  any  of  oa 
To  apeak  iU  of  the  rest  of  m," 

TIN  ill  word 
'^  has  never 
been  spoken 
about 


GARY'S 
DNIYERSAL 

BOX 
STRAPPING 


by  any  one  who  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
all  over  the  world.  By  striving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  discounts 
on  application. 

Gary  Manaffactaring  eompany 

19  &  21   ROOSEVELT  STREET 
NEWT  YORK  CFTY 


STOVE 
POLISH 


NAME 


FOR   AN 


EXHIBITION   SHINE 


USE 


BLACK  SILK  STOVE  POLISH 


It  never  dries  out  nor  rusts  through  the  cans.    It  is  better  two  years  old  than  when  first  made. 
Buy  in  qnantitiea  and  always  have  the  polish  in  stock. 

^^Tho  Polish  That^m  Glean  ^^ 
^^ThB    Shine    That    Stays'' 


MimUon  O 


STERUNO,  ILL.,  U.  S.  A. 

The  HOME  of 

Black  SILK  Stove  Polish 
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Yout  Customets 
"The  Hofse'' 


**^jniE  HORSE^  is  the  title  of  a  new  illos- 
tf  ated  booklet  of  32  pas:e8»  issued  by  the 
Dixon  G>mpany*  There  is  very  little  matter 
of  an  advertisins:  nature;  the  book  is  devoted 
almost  entirely  to  interesting:  information  con- 
cerning: the  care  of  the  horse  in  and  out  of 
the  stable.  <I  With  every  order  for  Dixon's 
Graphite  Axle  Grease^  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among: 
such  customers  as  are  interested  in  horses. 
<I  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — free  on  request* 


JOSEPH   DIXON   CRUCIBLE   COMPANY 

JERSEY  CITY,   N.  J. 


Snow  Flake  Axle  Grease 


TRADB    MARK 


The  Grease  to  Buy 
The  Grease  to  Sell 
The  Grease  to  Use 


The  Snow  Flake  Axle  Grease  Company 

MAIVUFTACTURBRS 

FITCHBURQ,    MASS. 
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THE  MARTINSENOUR  CO. 

MAKBRS    OP 

HONARCH  HOUSE  PAINT        SENOUR'S  FLOOR  PAINT 

IMPw  Cart.  Pan  (Tht  Slanteri  imi) 

E-Z  FLOOR  AND  FURNITURE  STAIN 

"Wort  Bar  wMto*      "Bitnwatklntfoa* 


RED  SCHOOL  HOUSE  PAINT 

TlMla4iMt''Be4*lwitfBg,Rodi,»o. 

MARfDi'S  WHITE  ENAMEL 

"TlM  wMto  thtt  flayi  wtalU* 


and  a  Full  L4no  of  Paint  and  Vamlah  SpecdaltlM. 


lOPVSALINE 

our  beautiful  four-color» 
trated  catalogue.  We  will 
1  it  to  you  gratis. 


25M  to  2520  Qiumry  Street  and  Arcl^r  kwnnm 
CmCAGO,  ILLS.,  V.  S.  A. 


{ 


Let  us  tell  you  about 

AIABASHNE 

about  our 
magniiicent 
'  advertising 
campaign, 
what  we  can 
do  for  you 
locally  to 
make  Ala- 
bastine   an 
important  unit  in  your  busi- 
ness and  to  bring  new  trade 
into  your  store. 

We  hare  aomething  to  offer  that  will 
make  yon  money.  Pleaae  write  na 

ALABASTINE  COMPANY 

■owToucm 


142  ui  M4  latpMtor  Stn«t 
MOMniAL,  CANADA 


is  in  a  class  by  itself. 
There  is  no  varnish 
so  satisfactory  to  the 
man  that  uses  it  and 
the  man  that  owns  the 
floor. 

Drop  us  a  lioe  -and  we  will  send 
you  samples  of  wood  finished 
with  Liquid  Granite. 


IERR1  BIOTIERS,  Linitil 

VARNISH  MANUFACTURERS 


Now  York 
362  Pearl  St. 

Boston 

530  Atlantic  Ave. 
Phllodolphia 

36-28  NTuh  St. 

Baltlmoro 
39  8.  Hanover  St. 


KOTASLISNBO    i9B9 

DETROIT 

Canadian  Office 
and  Factory 

Walkonrlllo,  Ont. 


Chicago 

48^  Lake  St. 

CInclnnttI 

430  Main  St. 

St.  Unit 

118  So.  4th  St. 

San  Franclteo 
668  Howard  St. 
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Reversed  for 

Papering 

Over. 


We  now  make  and  distribute 

Tlie  Higgios  Perfect  Floe  Stop 

(PATENTED) 

Locks  tight  in  tlie  Fiue.    Tlie  thumb  screw 

expands  the  fiat  steel  springs.    No  wind 

or  gas  explosion  can  blow  it  out. 

Sales   have  steadily  Increased  f6r  years 
Formerly  made  by  G.  A.  HIGGINS  A  SON 


Showing 
Face 
Side. 


ANDREWS  WIRE  &  IRON  WORKS 


IX     RAV5 


XO 


ROCKFORD,    ILL^ 

SKND  FOR  CATALOQUK 

SEI-I-    <200D     MERCHAIMOn 


''ANDREWS   SPECIALTIES" 

are  good  goodt 
aid  |ood  mtaey  makers 


VROOMAN  SINK  STRAINERS 
HIGGINS  FLUE  STOPS 
''ANDROCK"  IDEAL  CARPET  BEATERS 
HIGH  GRADE  WIRE  GOODS 


Consult    BUYERS'    REFE|IENCE   TO    ADVERTISEMENTS    on    Last    Pages. 
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We  BhMll  be  glad  to  send  yon  CaUdo^ 

describing 

The  Utyc  Btuity 

Dumb-Waitcr 
TKc  Rapid  Transit 

Dumb-Waitcr 
Tlie  Energy  Dumb' 

Wiiter 

The  Uitic  Giant  Dumb. 
Walter 

The  Side  Pott  Hand 
Elevator 

The  Back  Guide  Hand 

Elevator 
Hand   Power  Paiienger 

Elevator 

Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Lifts 
Power  Attachments  for 

Hand  Elevators 

ENERGY    ELEVATOR    COMPANY 

314.319  New  Street,     PHIL,ADBL,PHIA.  PA. 
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ELEVATORS 

IDT0MATI6 

NATCH  DOORS 

DUMB  WAITERS 

And  all  Appliances 
for  Same 

Manufactured  by 

O'Neill 
Eltvater  Co. 

926  Cherry  Street, 

PHILADELPHIA,  PA. 
Send  for  Catalog 


BlgMarglns[;^;s:ir 


HOTTEST    ON    EARTH 

'     LET  US 
PROVE  IT 

in  size.  Only 
nches  thick, 
iteed. 

0  TORCH 

>  each,  $3  J5  net 

The   Turner   Brass   Works 

61  PARK  AVE.  SYCAMORE.  ILL.,  U.  S.  A. 


Prevents  Drafts,  Dust  anp  Window  Rattling 


for 
gue 
ices 


< 


IVES'  PATENT 
Wli^ew  Stip  Adjntcr. 


PATBIfTBD. 

The  onl7  8toD  AdfuMer  made  from  one  pfec«  of  metal  wltb  toliii 
ribi  and  heary  bed  that  will  Dot  cup,  turn  or  bend  In  dehtenini 
the  ncTcw.  Manufactured  onir  by  The  H.  B.  IVES  CO..  N«W 
liaTtn.  Cona.,U.  S.  A.         (Pifty-pafe  Catalogue  MaUed  FreeO 
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INTCftCtlANOCABLE 

LOCK-CORNER  SHELF  BOXES 

TOR  THE  HARDWARE  1RA0E. 


The  a.  H.  Green  Co., 

97-t9t  Warren  ftt..  NEW  YOBK. 


NASHUA  TILL  CO. 

MANUFACTURERS  OF 

Alarm  Cash  Drawers 

Nultu*.  N   H«  V.  8.  A. 


SHELF  BOXES 


TO    ORDKR 


HERRY  H.  SHEIP  HIFG.  CO. 

UlnidMaAve.aiidlaBdolphSU  PhlladdiiUa.  Pi. 


ROUING  STEP 

firl 


No  modem  store  is  equip* 
ped  ap-to-dAte  wlthoat  the 

BICYCUB 
STBP     UADDBRS 

M  part  of  Its  oatflt. 

We  make  Ladders  to  turn 
comers;  to  fit  all  kinds  of 
nneven  shelTlng;  to  work 
where  floor  Is  slanting;  to 
fit  any  special  reqaire- 
ments— and  more  Ladders 
than  all  other  houses  eom- 
bined. 

Ask  ahonC  the  new 
I  track. 


CIRCULARS  FOR  THE  ASKING 

THE  BICYCLE 
STEP  LADDER  CO. 

65  Randolph  Strt«t 
Chicago,  III. 


BASTCmi 
AQCNTS 


H.R.T0URfi8.1lt 


KND  FOR  No.  22  CATALOQUK 

'n  Trolley  Track  Mfg.  Co. 

HOLYOKE,  MASS. 
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niiutrated  plans,  details,  sixes  and  prices 
in  Polder  No.  4i  will  permit  you  to  intelli- 
gently  order  on  the  spot— send  for  it  to 

p/aoN  fit  Prince  (^jsB^SL 

CHICAGO 


Easy  to  Erect 

Eaton  &  Prince  hand -power  eleva- 
tors are  easily  and  quickly  erected  by 
any  mechanic  of  ordinary  ability 
because  of  the  simplicity  of  their 
construction,  and  because  of  the 
complete  workings  specifications  we 
furnish  with  each  elevator, 

Eaton  &  Prince  hand -power  elevators 
are  carried  regularly  in  stock  in  Chicago 
in  both  comer- lift  and  center- lift  pattens 
in  various  sizes. 

We  are  thereby   enabled    to  ship 
promptly  upon  receipt   qf  order. 

£.  &  P.  elevators  combine  economy 
and  simplicity  with  superior  ser- 
vice,  safety  and  satisfaction. 


BUILT    UPON    HONOR 

Up-to-Date  Hardware  Delivery  Wagon 


for  progressive  hardware  deal- 
ers. Easy  to  load  and  light 
of  draft     Best  grade  only. 

Sycamore  Wagon  Works 

Its  EDWAIB  ST..  SYGAmU,  lU.. 


QUICK  SELLINB  lARDWARE  SPEGIALTIES 

Best  Quality  Tiiiplale  and  RetiiuiNi 


Coat  and  Hat  Hook 


J 


These  goods,  on  account  of 
their  construction  and  low 
price,  are  trade  winners  in 
every  sense  of  the  word,  as 
they  will  give  perfect  satis- 
faction to  the  purchaser  and  ^^ 
to  the  retailer,  and*  practically  sell  themselves. 

Write  for  prices. 


THE    ATLAS    IVfFG.    CO.,        New  Haven,  Conn. 

New    York    Representatives:    J.    C    McCARTY  &  CO.;  21  Murray  St. 
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•  •g{YRACUSE*T""'^^^s  Name   on  a  Nail  Set  is  a   guarantee  of  quality^ 


Superior     in     form, 
material     and     finish. 


Regular  points  are  8. 
.    .  .^^  ^^ 

sizes     as 


Keguiar  poincs  arc  9. 
8  and  4/88,  assorted 
or     single 


specified.  

Manufactured  ONLY  by  SYRACUSE  TWIST  DRIL,Lr  CO. 
RHGe«  upon    request.  9^^  Orap©  Street,  SYRACUSB,  IS.  Y. 


Shipping  Qcrks 

Drop  Fonred 

BOX  OPENER 

9  inches  lonff 

Will  drive  or  draw  a  shingle. 
nan  or  spOte,  With  a  chisel 
point    it's    ffood   for  chopping 

Catalogue  upon  request 


CARPENTERS 

all  want  our 

PRY  BAR   and   NAIL  PULLER 

Lenarth,  23Sinchea 


BECAUSE  it's  drop  forced  from  superior  tool 
steel.  BECAUSE  it  can  be  sharpened  and 
used  as  a  chisel.  BECAUSE  you  can  pull 
nails  straight  out  and  pry  off  boards  as  hiffh 
as  you  can  reach. 


^^»~^^  C.  E.  BONNER  IVfFG.  CO. 

Maautectiirers  ot  all  Klada  ot  Pr»p  Forged  Tools       CHRISM  AN,  ILL. 


HANOY    WRENCHES 

A  set  of  5  of  our  new  Greneral 
Service  Wrenches,  (10  openings) 
put  up  in  a  serviceable  kit  bag, 
especially  adapted  to  use  on 
Autos,  wagons,  on  the  farm,  etc. 
They  are  light,  long  and  strong. 
Our  new  pocket  catalog  describes 
them  and  many  other  tools. 


THE   BILrUrlNQS   &   SRENOER  OO. 
Hartford,  Conn. 


THE  YANDEGRIFT 

WOOD  HANDLE 

SCREW  WREHCH 


nrill  not  crack  or  break.     Lower  Jaw  and  Handle 
el  studs  inserted  clear  to  base.     Will  outlast  any 
uruuuiry  wrcncn.      wriie   zor   sample. 

THB  VAJVOeORIRT  JVIRQ.  CO.,  Shelbyviile,  Ind.        New  York  OflSce,  108-10  Duane  St 


BICYCLE,  AUTO  AND  SHOP  WRENCHES 

Sizes  from  5  to  11  inches. 

SOLD   ON   THEIR   MERITS.  EACH   WRENCH    GUARANTEED. 

Nickel  Plated  or  Mottled  Finished. 

Thorousrhly 
Casehardened 

H  SIZE 

FRANK  MOSSBERG  CO., 

ATTLEBORO,  MASS. 
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RVBMR  HEADED  NAUS 

AND 

WOOD  PEG  UPS 

We  make  nuny  41llcreiit  Itttle  tUnoi  la  raMcr 

Cane,  Chair,  Crutcbt  Stem  and  Screw 
Tips,  Bumpers  and  Fender  Tips,  Etc 

SEND   FOR  CATALOGUE 

ELA^STIC    TIF»    CO.       SllJl}} 

S70  Atlantle  Avenue.    BOSTON.  MASS..  U.  S.  A.  No.  S  —  n 


THREE  SIZES 


rOCR  A  COMPLETE  LINE  OF 

REFRIGERATOR  TRIMMINGS 
BIJILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
COAT  and  HAT  HOOKS,  Etc 

UTE    FOR    CATALOGUE 
_j al   Goods  Made   to  Order 

GOODS    IVIFG.    COIVIPA.NY 

BStOOKL.YN»    N.   Y. 


THE  STANDARD 
SPRAY  PUMP 

Will  Make  Dollars  and  Friends  for  You 


WARRANTED)  FIVE  YEARS. 
ALL    BRASS— EVEN    THE    VALVES. 

The  tallest  fruit  tree  can  be  reached  from  the 
^ound.  Attach  It  to  a  knapsack  and  you 
have  the  best  knapsack   pump  ever  made. 

Attach  It  to  twenty  or  thirty  feet  of  hose — 
put  the  end  of  hose  in  a  barrel  on  a  sled 
— and  you  have  the  best  outfit  ever  made 
for  a  large  orchard.  With  it  one  man  does 
the  work  of  two. 

Sample  sent  to  the  trade  by  prepaid  express 
at  wholesale  price,  anywhere  in  the  U.  S.,  east 
of  the  Mississippi  or  north  of  Mason  and 
Dixon's  line — (if  you  live  outside  of  this  ter- 
ritory, you'll  have  to  help  out  on  the  charges). 

SEND  IT  BACK  IF  YOU  DONT  LIKE  IT,  THAT'S  ALL 

It's  an  easy  way  to  get  acquainted  with 
a  good  article  and  you'll  not  regret  it 

Let  us  SHOW  you  why  it  is  the  BEST  Spray  Pump  for 
YOU  to  sell. 

Pick  up  a  Post  Card  NOW  and  ASK  US. 
Mention  this  Paper. 

The  Standard  Stamping  Go. 

.   ,    .,       MARYS  VILLE,  OHIO 
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TH^  RIGHT  WAY 


ench 

lal.  The 
.  More 
e  assur- 

J.  H.  WILLIAMS  &  CoV^^'igS^^"'  BROOKLYN,  N.  Y. 

and   CHICA€K>,   IL.L.. 


THE    BULLA RD     MUTOMMTiO     WREHCH 

The  only  wrench  that  imitates  the  natural  grip  of  the  band. 
Monkey,  Ratchet  and  Pipe  Wrench  combined,  can't  slip  or  crush  the  pipe  ~  no 
matter  how  small.     Grips  automatically— the  jaws  adjust  themselves  to  any  size  pipe. 

Will  turn  pipe  at  any  angle  or  position,  even  when 
pipe  is  on  a  flat  surface. 

One  motion  of  thumb  gives  instant  adjustment. 
Send  for  descriptive  book*  free. 


-«  BULLARIi  WBStKMCN  < 


5 


BUUARD    AUTOHAnC   WRENCH 

PROVIOBNOB.  R.  I. 


CO. 
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]^C£.&EPTCfWNSENDCQ 
I  KewBrigMon.Pa. 


The  Taylor  &  Boggis  Foundry  Co. 

CLrBVBLrAJVD,    OHIO 

MANVrACTVRMR8    OT 

ucn  OUT  moN  castings,  builders'  hardware 

Dampers,  Damper  Clips,  Oil  and  Gas 
Stoves,  Furnace  Lamps,  Molasses  Gates* 
Letter  Boxes,  Hardware  Specialties. 


f^ 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    ok    Last    Pages. 

Digitized  by 


Google 


Pebbuabt,  1908.  HARDWARE  DEALERS'  MAGAZINE 


the  Chain  and  It  Lights  bistanfly 

A  GASOLINE  LIGHTING  SYSTEM  THAT  RE- 
QUIRES NO  GENERATING;  is  as  convenient  as  elec- 
tricity or  gas  and  costs  less  than  one-twentieth  as  much 
to  operate.  Looks  like  the  latest  Nemst  electric  arc  lights. 
It  will  revolutionize  the  lighting  of  stores  and  homes.  Any- 
one can  install  and  own  a  lighting  plant  at  a  cost  of  from 
$20  up,  according  to  the  size  of  the  space  to  be  lighted; 
500  candle  power,  two  hours  a  night  for  a  NICICEL  A 
WEEK.  Will  actually  run  40  to  60  hours  on  one  gallon 
of  gasoline.  Every  outfit  carries  an  eleven-year  guarantee 
backed  by  a  responsibility  that  is  unquestionable.  The  only 
objection  to  gasoline  lighting,  viz.,  having  to  generate  the 
lights  before  using,  entirely  overcome.  Send  for  our  48- 
page  catalogue,  showing  many  beautiful  designs. 

GLOKU  UCHT  CO..  24  N.  CvOs  SL,  Ckicag* 


ROOFING  SLATE  ^ '- ''''''' ' 

SLATE  BLACKBOARDS 


38  PAIH  KOW,  mW  1% 

QUARRIES :  PiMwyiv— b  utd  Vf 

PrlcM  q««tt4  dtllv«r«4  aarvktrc.   M— 
and  aoitf»ltca  Priaa  Llat  m   ArpHtat 

Win  la««iriaa  Qiwmm  Qviak  Attool 
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Revolving  Belt  Punches 


TVBB8  FOR  REVOLVING  PVNCHES 

f     •  ••••••• 

lt94S67Q9 

Write  for  Cataloi(ae  of  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRIDGEPORT,  CONN. 
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Steel  Spiders,  Griddles 
and  Kettles 

GooldBO  UtensUs  Ttat    Do    Not 
Warp»  Scordi^  Bv 
SpouVood. 


The  Qemiine  Branded  "KavaR-BRMAK." 
ImiiaUone  Fool  the  FoolUK 

THE  AVERYSTAMPING  €©• 

Wm  all       ■  ■■ M        .  


CLEVELANQ»  OHIO 


"I  have  caused 
three  other  car- 
penters to  Sell 

their Planes 

and  buy  the 
CHAPLIN'' 


Pnidenl 
loBsekeepers 
ilse  PdoDze 
•amlly  Scales 

(Warranted) 
'hey  can  be  instantly 
d  justed      for      plate, 
asket  or  scoop. 

CAPACITY 


No.EMSteelPUtfonB. 
No.9I^TUePlatfonii. 

The  Pclouze  ScaK 
are  invaluable  t 
proper  cooking;  indi 
pensable  in  preser 
ing.  TJiey  keep  chec 
on  your  purchase 
Soon  pajr  for  then 
selves.  No  weights  1 
get  lost.  Absolute! 
automatic.  Thes 
ScaUs  are  beautifull 
finished  in  black  ei 
amel  and  are  artist 
cally  ornamented.  Ej 
tra  Large  Dial  with 
Silver  center  and  gold 
border.  Very  attrac- 
tive.    Made     of     cold  rolled  steel 


N«.  T»  Tin  Seoep. 
No.  B9S  Brats  Scoop. 


Deaden  thouIdmfcifvPELOUZE  Scaletin  ordering 
from  thHr  jobber.  Send  for  Cat. '^H.*'  WStyiet, 

'*F.t?Ji^^  .?S^^^    ^    MFG.   CO. 
118  13'4l  West  JackooB  Boalevard.  Ofalcaco 


"Will  always 
have  a  Good 
word  to  say  for 
your  tools.  I 
consider  them 
The  Best  Made'' 


MANUFACTURED  BY 


Tower  &  Lyon   Co., 


95  Chambers  Street, 


NEW^  YORK  CITY 
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MANUFACTURERS  OF 

COTTON 


TWINES,   MOPS,   WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 

NEWrORK  OFFICE:  97  WarrMiSlrMt      V^^ll    Dfvoi*      -   ILIttCC 
Td«^MM:  79511  Corttondl  1*011    KlVerf    -   lliaSS* 


Incubators  and  Brooders 


A  PROFITABLE  LINE  FOR 
HARDWARE   DEALERS! 


'  Cut  of  No.  3 

Ideal  Brooder^ 

half  size  of 

Catalogue  Cut. 


WE  have  a  proposition  that  will  interest  every  hardware  dealer  to  handle 
Incubators  ?ind  Brooders.  Our  line  is  extensively  advertised  and 
easy  to  sell.  Simple  and  easy  to  operate,  and  sell  themselves  if  placed 
where  they  can  be  seen  by  your  customers.  Incubators  are  no  longer  an  ex- 
periment, but  arc  just  as  necessary  in  the  raising  of  poultry  as  a  plow  on  a 
farm.  Send  for  our  catalogue  and  our  prices  to  dealers.  You  will  surely  be 
interested. 

J.  W.  Miller  Company^ 

Manufacturers  of  Hiffh-ClsM  Standard  n^^  11 Q      lE^^^^^^^^^^     ¥11       IT     C      A 

Incubators  and  Brooders.  OCX  Il0»    J!  reepOrt*    lll»»    \J  •   O*   A. 
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Columbian" 


Manila  and  Sisal 


and 


u 


Eureka"  ROPE 


Columbian  Rope  Co> 

Aubum,  New  York 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage 

Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn 

Jute  and  American 
Hemp   Twines 


Ag'encies  in  All  Principal  Cities 
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PLACING  THE   RESPONSIBILITY 

A  financier  of  experience  declares  that  the  recent  financial  disturbance  will  pass 
into  history — if  history  is  allowed  to  pose  as  truth — as  the  Bankers'  panic.  That  not 
a  ripple  would  have  appeared  on  the  surface,  because  there  was  nothing  beneath  to 
cause  the  ripple,  if  the  banks  had  not  been  engaged  in  making  trouble  far  down  out 
of  sight.  That  a  more  careless,  needless  and  foolish  disturbance  in  financial  centers 
was  never  seen  in  America;  and  that  the  record  of  the  days  that  have  since  intervened, 
has  given  absolute  assurance  of  the  strength  and  financial  and  commercial  stability  of 
the  country.  The  defective  spot  was  in  the  banks;  and  in  their  haste  to  disavow  re- 
sponsibility for  that  evil,  or  to  be  contaminated  by  it,  the  bankers  forgot  their  re- 
sponsibility to  the  public,  Tind  their  guardianship  of  public  funds  and  precipitated  need- 
less trouble  upon  thousands  who  would  otherwise  have  been  uninjured. 

Pursuing  the  subject  still  further,  this  authority  discovered  the  cause  in  what  he 
termed  "Automobile  Banking."  The  plan  evolved  by  a  certain  coterie  of  speculators 
of  New  York  was  simple  enough — The  control  of  a  bank  was  secured  by  purchase. 
The  reserve  cash  of  that  bank  was  immediately  dumped  into  an  automobile  and  rushed 
to  the  purchase  of  another.  With  that  once  in  hand  the  cash  was  used  for  the  purchase 
of  another.  And  so  on.  Of  course  this  is  partly  exaggeration,  and  partly  imagination, 
but  as  a  forcible  illustration  of  what  was  done  it  will  serve.  It  was  when  this  scheme 
had  been  worked  about  as  far  as  it  would  go,  that  exposure  came,  and  with  it  a  big 
scare  for  the  public. 

♦  *    *  ened  individual  and  not  the  tumble  of  a  row 
The   reassuring  feature  about  the  situation      of   bricks   dependent   upon    each   other.     The 

is  that  even  the  action  of  the  banks  in  looking  country  is  strong,  cheerful,  good  for  ten  times 

out  for  themselves  first  and  their  customers  its  liabilities. 

and  the  country  secondly,  did  not  materially  *    ♦    ♦ 

disturb  the  stability  of  the  country.    Had  con-  The  Hardwaremen  who  in  other  pages  of 

ditions  been  as  they  were  in  1837,  in  1857,  in  this  issue  discuss  present  business  conditions 

1873,  or  even  in  1892,  the  causes  and  the  course  and   indicate  their   views   as  to   the   renewed 

above  described  would  have  precipitated  such  a  activity  of  the  early  fiiture  are.  in  line  with  the 

crash  from  coast  to  coast  as  would  have  made  prevailing  opinion  of  business  men  everywhere. 

the  San  Francisco  earthquake  a  mere  tremor  Perhaps  the  Hardware  business  does  not  as 

in  comparison.  readily  lend  itself  to  speculation  as  do  some 

*  *    *  others;   possibly   its   members   are  more   con- 
Thcrc  ha.<5   been  no  crash.     There   will  be  servative ;   but  it  remains  the  fact  that  there  has 

none.    There  have  been  failures ;  there  will  be      been  less  disturbance  here  than  in  a  number 
failures,  but  they  will  be  the  fall  of  the  weak-      of  lines  that  might  be  mentioned. 
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Letters  to  the  Bntneh  Houses 

AnMinager  of  experience  has  figured  out  and 
put  into  successful  practice  a  method 
of  condensation  in  labor  and  in  saving  of  post- 
age cost,  in  the  correspondence  with  his  vari- 
ous branch  houses — a  method  that  can  be 
pursued  with  equal  success  by  Hardware  es- 
tablishments with  branches. 

All  outgoing  mail  is  centered  in  one  mailing 
desk  rather  than  sent  from  each  department 
to  the  post  office  or  the  mailing  chute  direct — 
which  in  itself  is  a  saving  of  labor.  When 
outside  mail  reaches  this  desk,  it  is  handled 
in  the  usual  way,  but  with  the  branch  mail  a 
different  method  is  pursued. 

These  letters  are  first  classified  in  what 
amounts  to  a  vertical  file,  divided  into  three 
divisions— rone  for  the  letter,  one  for  the  large 
envelope,  and  one  for  the  small  envelope.  This 
file  is  divided  by  file  cards,  indexed  according 
to  each  branch  house. 

When  letters  are  addressed  in  the  various 
departments,  the  stenographers  address  no  en- 
velopes. These  have  been  already  printed,  and 
the  mail  clerk  keeps  a  constant  supply  on  hand. 
The  letters  to  the  branches  the  clerk  distributes 
behind  the  proper  guides.  When  these  are  all 
classified,  all  the  letters  to  each  individual 
house  \are  addressed  in  one  envelope,  or  as 
many  as  the  bulk  may  require,  and  mailed.  In 
this  way  a  half  dozen  may  in  many  cases  go  at 
a  postage  cost  of  one. 

The  Finanoial  Herry-Oo-Bound 

The  farmer  filled  out  a  check,  and  thrust 
it  under  the  nose  of  the  .paying  teller. 

"Sorry,  Mr.  Jones,"  said  that  official,  "but 
as  currency  is  a  little  short  we  can  let  you 
have  only  half  of  that." 

"All  right,"  said  the  farmer,  "give  me  what 
you  can.    I  want  to  pay  some  bills." 

He  took  a  fifty-dollar  greenback  and  de- 
parted. 

At  10.46  a.  m.  he  paid  his  bill  at  the  Hard- 
ware store,  and  received  a  few  dollars  in 
change. 

At  11.25  a.  m.  the  fifty  dollar  bill  went  with 
others  from  the  retailer  to  a  jobber. 

At  1.07  p.  m.  the  jobber  deposited  the  bill 
in  the  same  bank.  It  was  safely  back  again, 
and  had  wiped  out  two  accounts. 

That's  the  way  the  old  thing  works.  If  the 
teller  had  given  the  farmer  the  hundred  dol- 
lars asked  for,  that  amount  of  debt  would 
have  been  cleared  Jp,  and  the  bank  would 
still  have  had  the  bill. 

Seems  foolish  to  do  anything  else. 

Hakes  Equal  Dealii^; 

An  advocate  of  price  maintenance  puts  the 
argument  in  a  f^w  words  when  he  said : 
"So  long  as  the  selling  price  can  be  maintained 
the  smaller  man  is  protected,  and  the  fact  that 
hif  big  rival  cannot  undersell  him  gives  him 
a  confidence  and  standing  of  Incalculable  value. 


It  may  chagrin  him  to  know  that  the  big  dealer 
is  making  larger  profits  because  he  can  buy 
more  cheaply,  but  if  the  big  man  is  prevented 
from  underselHng  that  is  all  that  the  small  man 
need  trouble  about.  -For  if  the  sale  prices  are 
the  same  in  the  small  store  as  in  the  large  one, 
the  principal  inducement  for  the  public  to  deal 
with  the  large  one  no  longer  exists,  and  there 
will  be  a  more  equitable  distribution  of  trade. 
The  whole  secret  of  the  value  of  price  mainte- 
nance to  the  individual  trader  is  that  it  places 
him  in  the  estimation  of  the  public  on  the  same 
platform  as  his  competitor,  and  that  is  all  the 
advantage  he  need  ask  or  expect." 

Hazdwareman  for  Postmaster 

WB.  Parry,  a  prominent  Hardware  dealer 
of  Utica,  N.  Y.,  stands  a  good  show  of 
becoming  postmaster  of  that  city.  He  went  to 
Utica  from  Wales  when  a  young  man  and, 
with  the  exception  of  two  years  spent  in  Colo- 
rado, has  resided  in  that  city  since,  a  period  of 
forty-one  years.  For  about  fourteen  years  he 
was  in  the  employ  of  the  late  J.  E.  Roberts  & 
Co.,  who  conducted  one  of  the  best  known 
Hardware  establishments  in  the  city.  In  1881 
he  was  taken  in  as  a  partner,  under  the  firm 
name  of  Roberts,  Parry  &  Co.,  and  this  busi- 
ness connection  lasted  until  1898,  when  Mr. 
Parry  withdrew  and  established  the  wholesale 
Hardware  business  which  he  now  conducts. 
While  he  has  attended  strictly  to  business  al- 
ways, he  has  not  allowed  business  to  absorb 
his  energies  to  the  exclusion  of  other  interests. 

The  Old  Horseshoes 

A  report  from  the  far  east  explains  where 
many  of  the  old  horseshoes  of  the  world 
go  to.  They  are  sent  to  China  by  the  ship- 
load, and  the  market  seems  to  be  almost  with- 
out limit.  Chinese  iron  dealers  buy  the  horse- 
shoes and  sell  them  to  knife  and  tool  manu- 
facturers all  over  the  province.  It  is  claimed 
by  the  Chinese  that  the  temper  of  this  tlass 
of  iron  makes  it  the  best  obtainable  for  knives 
and  cutlery  and  also  good  for  other  tools.  The 
reason  ascribed  for  this  is  that  the  constant 
beating  the  shoes  have  received  under  the  feet 
of  horses  has  given  them  a  peculiar  temper 
absolutely  unobtainable  in  any  other  way,  and 
that  tools  made  from  them  are  superior  to  all 
others. 

Demand  for  Enameled  Ware 

There  is  a  steadily  increasing  demand  for 
American  enameled  ware  in  China.  These 
goods  include  not  only  all  the  usual  cooking 
utensils,  but  wash  basins  and  wash  sets,  com- 
modes and  stoves,  the  latter  being  for  use  with 
kerosene  oil  and  being  sold  complete  with  a 
tea  kettle  which  exactly  fits  the  stove.  Wash 
basins,  in  a  pink  or  blue  mottled  pattern,  can 
now  be  seen  in  almost  all  the  better  class 
houses  in  the  open  ports  of  China,  and  they 
are  gradually  making  their  way  into  the  in- 
terior. 
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BUSINESS  FOR  EVERYBODY 

Hardware  Jobbers  Having  Completed  Their  In- 
ventories Are  Feeling  Good— Conservatism  Should 
be  Joined  to  Pluck  and  a  Faith  in  the  Soundness  of 
the  Country— An  Early  Return  of  Activity  Looked 
for,  as  All  Classes  Have  Money  to  Spend— The 
Banks  Are  Getting  More  Sound  Sense — ^The  Spring 
Movement  Has  Commenced  and  Merchants  Are 
Buying  Goods. 

The  hardware  jobbing  houses  that  place  themselves  on  record  in  the  communications 
chat  follow,  may  be  regarded  as  fully  representative  of  their  branch  of  the  trade.  Their 
conclusions  may  be  assumed  as  those  of  jobbers  generally.  It  will,  therefore,  be  taken 
as  a  hopeful  sign  that  so  many  of  them  unite  in  the  opinion  that  business  affairs  have 
already  brightened  up,  and  that  1908  is  to  do  a  good  business;  and  a  good  business, 
one  above  the  average,  does  not  need  to  be  as  large  as  that  of  1907.  The  top-notch  of 
output  and  consumption  must  not  be  taken  as  a  standard  when  one  is  looking  for 
averages. 

The  dominant  tone  is  one  of  hopefulness,  while  the  advice  of  those  who  are  willing  to 
advise,  is  in  the  direction  of  conservatism.  Taken  all  in  all,  one  finds  the  trade  to-day 
in  a  much  more  pleasant  frame  of  mind  than  would  have  been  thought  possible  a 
couple  of  months  ago. 


Greensboro  Advises  Chinese  Methods 

By  C.  H.  Ireland, 
Odell  Hardware  Co. 

The  buds  of  promise  are  beginning  to  put 
forth  a  little  green  in  the  wake  of  the  re- 
cent financial  cyclone  which  passed  over  the 
country,  but  it  is  not  enough  to  be  observed 
at  any  distance. 

The  fact  is,  I  think,  the  desire  is  father 
to  the  thought  and  possibly  there  is  not  as 
much  in  reality  as  we  would  hope  it  to  be; 
still  we  are  hoping  and  praying  for  the  things 
to  change.  Trade  is  stagnant  at  the  present 
time,  but  everybody  is  talking  hopeful,  and 
that  of  itself  is  a  great  improvement  over 
what  it  has  been.  There  is  no  reason  for 
this  condition  to  prevail  in  this  countiy,  as 
more  of  our  people  arc  in  a  more  prosperous 
condition  to-day  than  they  have  ever  been. 

Talking  with  some  of  our  bankers,^  I  find 
there  is  a  disposition  on  the  part  of  some  of 
the  savings  bank  people  to  return  their  de- 
posits which  they  drew  out  during  the  panic, 
and  gradually  some  of  it  is  coming  back  into 
the  banks  again.  There  is  no  scramble,  how- 
ever, over  their  getting  it  back  like  it  was 
in  getting  it  out,  and  up  to  the  present  there 
has  been  an  entire  absence  of  a  call  of  the 
police  force  of  the  city  to  send  men  there  to 
keep  order  while  the  depositors  scramble  for 
the  privilege  of  putting  money  back  into  the 
bank. 

The  farmers  are  on  top  now,  however,  and 
they  are  the  capitalists  and  the  financiers  of 
this  country,  and  they  have  the  longest  socks 
and  the  strongest  jeans  of  any  folks  in  the 
^orld,  and   when  they   don't   have   to,   they 


just  don't,  consequently  they  move  with  the 
season,  and  as  the  spring  season  has  not  come 
yet,  there  is  not  much  livelihood  in  trade. 

But,  after  all,  is  it  to  be  wondered  at  that 
men  have  lost  confidence?  Only  a  few  days 
ago  a  farmer  appeared  at  my  desk  to  ask  me 
about  a  policy  which  I  own  in  an  insurance 
company,  and  on  quizzing  him  I  found  out  he 
had  one  himself;  that  he  had  paid  on  it  for 
seventeen  years,  and  had  three  more  payments 
to  make ;  had  done  this  as  a  progressive  farmer 
trying  to  provide  for  the  comforts  of  his 
family  when  he  should  have  passed  away ;  tak- 
ing his  chickens  and  hay  money  and  putting 
it  into  securities  that  he  thought  were  unques- 
tionable in  behalf  of  the  people,  and  then  find 
out  here  at  the  close  of  the  year  that  a  lot  of 
thes«  long-necked,  loose-jointed,  low-down, 
flop-eared  hounds  and  scoundrels  had  been 
speculating  with  the  resources  of  that  life  in- 
surance company  and  all  that  he  had  put  into 
it  for  seventeen  years  of  his  hard  earned 
money  was  in  jeopardy. 

Do  you  wonder  that  people  have  lost  faith? 
I  would  like  to  see  some  insurance  agent  go 
out  and  tackle  that  fellow  on  taking  more 
insurance.  What  he  would  get  would  be  a 
plenty ! 

No,  sir,  we  have  got  to  come  back  to  the 
old  original  principle  and  put  a  bigger  premium 
on  honesty  than  we  do  on  brass  and  gall  and 
cheek,  and  when  it  ever  gets  to  the  point  where 
the  American  people  are  willing  to  investigate 
how  a  man  gets  his  money  and  turn  the  cold 
shoulder  when  he  gets  it  improperly,  and  cease 
to  take  him  to  the  bosom  of  society  simply  be- 
cause he  happens  to  have  the  shekels,  then 
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you  will  see  prosperity  get  on  a  firm  basis. 

But  until  that  is  done,  you  may  expect  the 
returns  of  this  kind  of  things,  and  yet  the 
sun  shines,  thank  God,  and  the  world  moves  on 
apace  and  is  getting  better  all  the  time,  but  if 
there  was  one  custom  that  this  nation  needs  to 
learn  from  China  it  is  this :  It  is  said  that  when 
a  man  trifles  with  sacred  funds  like  life  in- 
surance and  bank  resources — in  other  words, 
other  people's  money — that  they  have  a  way  of 
testing  the  tensile  strength  of  his  neck,  and  if 
the  rope  factories  of  this  country  would  sell 
to  the  government  a  lot  of  good  Manila  rope 
and  would  stretch  the  neck  of  some  of  these 
infamous  scoundrels  that  are  stealing  not  only 
the  money  but  the  confidence  of  the  people, 
things  would  change  in  a  short  while. 

I  am  for  Chinese  methods  with  regard  to 
these  high  financiers! 

Why  St.  Louis  Is  Cheerful 

By    S.    NORVELL, 

Norvell-Shapleigh  Hardware  Co. 

Are  we  feeling  better  than  we  did  a  month 
ago,  and  if  so^  how  much  better  and 
why? 

We  do  feel  better,  and  a  whole  lot  better, 
than  we  did  thirty  days  ago.  Here  are  some 
pf  the  numerous  reasons  why  we  feel  better: 

Since  the  first  of  the  year  the  financial 
clouds  have  been  rapidly  clearing  away. 

Our  banks  are  again  paying  currency  for 
payrolls  and  on  all  usual  and  ordinary  de- 
mands. 

The  retail  trade  are  again  buying  goods. 
Orders  are  numerous  and  of  good  size.  The 
past  week  we  received  several  handsome  new 
stock  orders. 

Collections  are  better,  and  even  some  of  the 
southern  states,  where  conditions  have  been 
very  bad,  show  signs  of  being  convalescent. 

Throughout  the  financial  flurry  we  have  been 
able,  without  an  exception,  to  continue  our 
policy  of  discounting  all  bills. 

While  of  course  we  have  pushed  collections, 
we  have  not  found  it  necessary  to  put  any  of 
our  customers  to  serious  inconvenience.  When 
they  could  not  pay  all  they  owed  us,  we  were 
in  position  to  take  a  part  and  to  extend  them 
on  the  balance.  We  have  not  forced  a  single 
customer  to  failure. 

We  have  let  out  only  inefficient  employes 
and  have  been  able  to  maintain  our  house  or- 
ganization intact. 

At  the  end  of  the  year  we  did  not  have  a 
single  voluntary  resignation  from  one  of  our 
large  force  of  salesmen.  We  start  into  the 
new  year  with  twenty-five  more  salesmen  in 
the  field  than  we  had  a  year  ago. 

We  are  thankful  the  panic  did  not  strike 
the  country  on  July  1  instead  of  November  1. 
If  it  had  to  come,  it  came  at  the  most  con- 
venient time. 

We  believed  this  financial  flurry  was  com- 
ing.   It  w^3  "ip  the  ftir."    It  was  expected- 


We  had  been  prosperous  too  long.  We  be- 
lieved nothing  but  a  panic  would  cure  the  ten- 
dency to  over-expansion. 

For  months  we  had  been  preparing  for  a  re- 
action from  such  great  activity.  When  it 
came  we  were  not  very  much  surprised,  and 
therefore  we  were  not  as  hard  hit  as  we  might 
have  been.  We  did  no(  think  it  would  be  as 
serious  as  the  panic  of  '93,  and  so  we  did  not 
get  excited.  We  did  not  do  radical  things. 
We  did  not  discharge  house  employes  and 
salesmen  right  and  left.  We  did  not  force  col- 
lections. We  kept  cool,  kept  cheerful  and 
kept  **sawing  wood."  When  any  good  sales- 
man or  other  good  Ha rdwa  reman  came  our 
way  out  of  a  job,  if  we  could,  we  hired  him. 

Now  that  business  is  opening  up  very  well, 
we  feel  our  judgment  has  been  proved  to  be 
good.  The  basis  for  our  belief  that  this  panic 
would  not  be  as  serious  as  previous  ones  was 
that  the  agricultural  districts,  by  reason  of 
good  crops  and  high  prices,  were  all  in  good 
shape.  In  other  words,  we  felt,  and  have  said 
from  the  beginning  that  the  country  districts 
were  all  right. 

We  know  our  friends  in  Wall  Street  are 
still  being  "adjusted."  We  are  sorry  for. 
them.  We  believe,  however,  in  a  few  months 
they  will  be  all  right,  too.  If  we  had  money  to 
spare  we  would  buy  stocks  as  we  believe  the 
New  York  market  is  a  bargain  table.  . 

We  start  the  New  York  thankful  for  bless- 
ings that  have  been  bestowed  in  the  past,  and 
with  a  feeling  of  hopefulness  for  the  future. 

Philadelphia  Pushing  Vigoronsly 

By   J.    S.    BONBRICHT, 

Supplee  Hardware  Co. 

As  to  present  conditions  and  the  prospects 
for  an  early  change  for  the  better,  would 
say  that  things  are  not  so  bad  after  all.  We 
have  gotten  so  in  the  habit  of  soaring,  and 
seeing  each  year  outdo  the  one  before  it,  that 
we  have  regarded  such  conditions  as  normal, 
and  have  forgotten  that  all  past  experience 
proves  that  trade  conditions  do  not  run  in  a 
straight  line,  but  follow  a  course  which  resem- 
bles a  row  of  mountain  peaks.  The  general 
direction  is  upward,  but  it  is  only  normal  to 
have  occasional  drops.  We  are  impressed  with 
the  feeling  that  when  the  sap  starts,  and  grass" 
begins  to  grow,  and  vegetation  comes  out  of 
its  winter  rest,  the  country's  business  will  re- 
spond in  kind,  and  despite  the  traditionary 
menace  of  the  presidential  election,  1908  will 
equal,  if  not  exceed,  the  average  of  the  past 
few  years. 

Locally  the  prospect  for  the  employment  of 
labor  was  never  better.  The  city  is  pushing 
vigorously  the  first  section  of  its  new  boule- 
vard system,  which  ultimately  is  to  connect 
the  forty- four  parks  scattered  over  our  one 
hundred  and  twenty-nine  miles  of  area.  The 
first  section  gf  about  sij?  thousand  U^X  will 
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involve  an  outlay  of  more  than  ten  million  dol- 
lars. The  further  extension  and  probable 
completion  of  the  Market  street  subway,  and 
the  commencement  of  work  on  the  elevation  of 
the  Reading  railroad  tracks,  involving  an  out- 
lay of  over  twelve  millions,  will  employ  tens 
of  thousands  of  men,  and  put  in  circulation 
vast  sums  of  money. 

Private  building  interests  are  also  looking 
forward  to  a  very  active  season,  so  that  we 
feel  no  disposition  to  take  anything  but  a 
cheerful  outlook  on  the  approaching  spring 
and  summer. 

Sage  Advice  from  Cleveland 

By  C.  B.  LocKWOOD, 
Lock  wood-Taylor  Hardware  Co. 

We  have  been  spoiled  for  anything  slow  in 
business.  It  "jars"  to  have  a  radical 
change  after  such  prosperity,  and  takes  time 
for  adjustment.  Trade  would  not  be  bad,  only 
for  comparison  for  the  la&t  two  years,  but 
that  makes  normal  business  seem  dull.  Ex- 
penses have  largely  increased  and  the  respon- 
sibility of  officers  to  protect  the  capital  of  the 
firms  they  serve  imposes  the  duty  of  cutting 
down  expenses. 

*  It  is  a  pleasure  to  advance  wages,  and  in- 
duced by  prosperity,  this  has  been  indulged  in 
until  the  average  expense  is  much  above  nor- 
mal. Cutting  wages  is  the  last  means  in  re- 
ducing expenses,  and  it  is  hoped  this  can  be 
avoided,  but  unless  things  change  in  the  first 
quarter,  readjustments  will  be'  necessary.  It 
is  much  pleasure  to  be  optimistic,  but  the  facts 
do  not  encourage  that,  save  on  a  broad  out- 
look of  faith  in  the  universe.  Gratitude  is 
sure  to  fail  if  it  depends  upon  particular  inci- 
dents. The  things  we  do  not  like  are  as  likely 
to  prove  a  benefit  as  those  that  we  do  like. 
There  is  pleasure  in  feeling  that  greater  good 
may  result  from  our  ills,  and  a  careful  ob- 
server inclined  to  philosophize  finds  reason  for 
thinking  that  panics  are  sometimes  beneficent. 

It  is  quite  likely  that  conservatism  in  buying 
by  jobbers  and  retailers  will  result  in  incon- 
venience to  consumers.  The  radical  decline  in 
purchasing  by  jobbers  has  seriously  affected 
manufacturers,  and  the  fairly  good  buying  by 
retailers  has  reduced  the  stock  in  the  hands  of 
jobbers,  so  they  will  be  compelled  to  purchase 
freely  for  the  spring  trade.  The  manufacturer 
is  short  of  goods  and  will  have  difficulty  in  fur- 
nishing them.  For  the  retailer  to  be  short  of 
goods  when  they  are  wanted,  means  not  only 
a  loss  of  immediate  profit,  but  also  a  loss  of 
standing  by  failing  to  accommodate  his  cus- 
tomers, and  this  is  an  important  means  of 
building  up  trade.  Retailers  who  fail  to  order 
early  for  their  spring  trade  are  more  than 
likely  to  have  trouble  in  getting  goods  in  time 
to  meet  the  demand. 

The  consumer  has  been  least  affected  by  the 
panic,. and  he  will  go  along  as  usual  in  pre- 
paring for  crops.    If  the  home  store  is  not  in 


condition  to  furnish  goods,  he  must  get  them 
elsewhere.  The  merchant  who  thinks  that 
everything  is  to  stop  will  lose  most.  The  panic 
began  at  the  top  and  before  it  reached  the 
bottom  it  had  subsided.  Heavy  purchases  are 
not  necessary,  but  to  keep  stock  well  assorted 
is  wise.  Some  declines  may  be  anticipated 
but  they  are  quite  sure  not  to  occur  after 
February  1st,  and  advances  are  quite  as  likely 
to  occur  after  that  date,  as  there  will  be  no 
overstock  to  demoralize  prices. 

Bochester  Has  Hot  Suffered 

By  Mathews  &  Boucher^ 

We  see  no  reason  to  be  discouraged  regard- 
ing the  present  business  situation. 

We  recognize,  however,  that  there  is  less 
business  being  done  by  all  classes  of  merchants 
and  traders  as  well  as  factories,  although  the 
city  of  Rochester  has  probably  suffered  as  lit- 
tle in  this  direction  as  any  other  part  of  the 
country.  We  see  no  reason  why  there  need 
be  any  long-continued  serious  depression,  but 
we  look  for  a  conservative  year  with  slightly 
decreased  saks  and  perhaps  some  lower  values. 

However,  the  underlying  conditions  all  seem 
to  be  good,  and  after  a  certain  period  of  rest 
and  recuperation  we  believe  the  business  inter- 
ests of  the  country  will  resume  their  former 
activities,  but  we  hope  under  a  little  more 
conservative  conditions.  Collections  from  the 
country  trade  are  reasonably  good,  and  our 
own  farming  territory  has,  we  think,  pros- 
pered this  past  season,  although  there  may 
have  been  some  little  difficulty  of  turning  their 
products  into  cash,  but  these  conditions  will 
no  doubt  improve  later  and  we  feel  that  the 
local  demand  for  goods  in  the  State  of  New 
York  will  be  fairly  active  when  the  season 
opens. 

Improving  in  Pittsburg 

By  A.  J.  BiHLER, 
James  C.  Lindsay  Hardware  Co. 

We  are  very  glad  to  say  that  the  business 
conditions  locally  are  improving  right 
along.  We  look  for  a  very  good  spring  busi- 
ness; in  fact,  we  will  be  disappointed  if  the 
volume  for  the  first  six  months  of  this  year 
does  not  show  a  total  which  will  be  satisfac- 
tory; possibly  not  as  large  as  for  the  same 
period  of  1907,  but  still  it  will  be  a  satisfac- 
tory and  healthy  business.  ' 

Atchison  Si^gests  Conservatism 

By  A.  J.  Harwi, 
A.  J.  Harwi  Hardware  Co. 

The  financial  flurry  is  about  over  with  us, 
and  our  banks  are  paying  currency. 
Clearing  house  scrip  that  was  issued  so  uni- 
formly during  the  panic  is  being  withdrawn 
from  circulation  as  rapidly  as  possible,  and 
the  long  nightmare  is  about  over.  Trade  is 
assuming  its  normal  proportions,  but  it  will 
not  be  as  good  as  it  was  a  year  ago.  Every- 
body seems  to  have  tried  to  learn  a  lesson 
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from  the  panic,  and  buying  is  much  more 
conservative  than  it  has  been.  Credits  are . 
more  closely  watched.  The  panic  lasted  long 
enough  to  develop  the  weak  spots  in  mercan- 
tile and  manufacturing  concerns  that  had  over- 
strained their  credit.  If  the  many  concerns 
that  have  done  more  business  than  their  capi- 
tal and  credit  justified,  have  learned  a  lesson 
from  this  panic,  then  it  has  not  been  in  vain. 
Hundreds  of  firms  were  rapidly  getting  to  the 
place  where  it  became  dangerous.  The  in- 
evitable result  of  the  long  era  of  prosperity  is 
the  overusing  of  credit.  So  many  business 
managers  are  unable  to  curb  the  inevitable  de- 
sire to  increase  business  unduly.  ^ 

The  agriculture  prospects  are  good  through- 
out this  whole  section.  The  winter  has  been 
remarkably  mild,  and  live  stock  has  flourished 
on  a  minimum  amount  of  feed.  The  wheal 
crop  looks  splendid  for  this  time  of  the  3'ear, 
and  there  is  nothing  in  sight  to  warrant  us  in 
feeling  anything  but  optimistic,  except  this  one 
fact  above  mentioned,  that  people  are  buying 
on  a  much  more  conservative  order  than  they 
did  six  months  ago. 

Plenty  of  Honey  in  TTtica 

By   H.    C.    WiNCHENBACH, 

David  S.  Foster,  Sons  &  Co. 

Conditions  of  trade  are  improving  daily.  Or- 
ders are  now  coming  in  freely  and  sales- 
men report  a  favorable  outlook.  Collections 
have  been  excellent;  money  coming  in  very 
freely,  which  leads  us  to  believe  that  the  mer- 
chants in  the  surrounding  country  are  in  a 
good  financial  condition,  and,  undoubtedly, 
there  will  be  a  large  volume  of  business  for 
the  spring. 

In  fact,  in  this  section,  the  money  stringency 
has  hardly  been  felt;  as  there  have  been  very 
few  failures,  and  hardly  any  among  the 
smaller  dealers. 

This  we  consider  a  particular  blessing,  and 
we  have  a  feeling  of  great  hopefulness  re- 
garding the  future. 

A  Oood  Spring  in  St.  Joseph 

By  J.  A.  Warner, 
Wycth  Hardware  &  Mfg.  Co. 

Unquestionably  there  is  a  better  feeling 
throughout  the  west.  The  return  of  the 
banks  to  a  cash  basis  has  helped  to  bring  this 
about.  We  believe  that  we  are  going  to  have 
a  fair  spring  business.  Perhaps  hardly  up  to 
the  record  of  the  past  two  years,  but  still  of 
sufficient  volume  to  keep  us  well  employed. 

Grand  Sapids  Feels  Better 

By  J.  J.  RuTKA, 

Clark-Rutka- Weaver  Co. 

Yes,  we  are  feeling  much  better  than  we 
did  a  month  ago;  a  good  deal  better. 
While  business  is  still  exceedingly  quiet,  and 
the  cflFects  of  the  scare  are  still  with  the  people 
to  a  considerable  extent,  yet  the  improvement 
is  marked. 


Money  is  beginning  to  flow  a  little  more 
freely,  but  not  anywhere  near  normal  yet,  al- 
though we  think  that  within  a  very  short  time 
everything  will  be  moving  along  very  nicely. 

We  are  blessed  with  good  crops,  and  prices 
seem  to  be  fair;  in  fact,  full  high  on  many 
farm  products,  and  now  that  farmers  are  be- 
ginning to  feel  that  the  banks  are  again  safe, 
they  will  feel  more  disposed  to  market  their 
products  and  incidentally  pay  up  their  little 
bills  to  the  retail  dealer  who  in  turn  will  be 
enabled  to  pay  up  his  bills  to  the  jobbers  and 
manufacturers  from  whom  he  buys. 

We  also  notice  that  a  good  feeling  prevails 
among  the  buyers  generally;  that  whiie  they 
are  very  conservative  and  buy  very  lightly,  that 
their  orders  are  frequent  and  we  think  that 
within  the  next  sixty  days  we  will  see  a  very 
good  resumption  of  business. 

It  will  be  some  time  before  business  will  be 
normal,  of  course.  The  sick  man  cannot  get 
well  in  a  minute,  but  he  is  in  a  fair  way  to  re- 
cover speedily. 

Chieago  Predicts  for  1908 

By  Charles  H.  Conover, 
Hibbard,   Spencer,   Bartlett  &  Co. 

In  1906  we  stated:  "There  has  never  been  a 
year  when  the  volume  of  general  Hard- 
ware business  in  Chicago  has  been  as  large 
as  during  1906.  The  great  difficulty,  during 
the  year  has  been  to  get  a  sufficient  stock  of 
goods." 

This  can  be  repeated  with  even  greater  em- 
phasis for  the  first  ten  months  of  1907.  Trade 
was  extraordinary,  and,  notwithstanding  the 
fact  that  the  production  of  all  manufacturers 
was  greatly  increased,  there  never  was  a  time 
that  the  supply  was  adequate. 

The  slacking  of  business  incident  to  the 
panic  which  occurred  shortly  after  Nov.  1,  and 
from  which  we  have  not  entirely  recovered, 
finds  no  accumulations  of  goods  on  hand  with 
manufacturers,  jobbers  or  retailers.  On  the 
contrary,  we  believe  stocks  are  down  to  very 
low  points. 

As  there  is  no  question  of  the  financial 
ability  of  the  western  country  to  purchase 
goods,  and,  as  they  certainly  will  need  Hard- 
ware, as  soon  as  anything  like  confidence  is 
restored  we  look  for  a  steady  increase  in 
business  from  the  first  of  January  and  feel  con- 
fident that  there  will  be  a  large  turnover  in 
the  year  1908. 

In  Western  Pennsylvania 

By  A  Hardware  Jobber. 

You  are  correct  in  assuming  that  we  are  feel- 
ing considerably  better  than  we  did  a 
month  ago  in  a  business  way.  Works  have 
started  around  our  city,  and  are  again  running 
almost  full.  The  banks  are  in  very  good  con- 
dition, and  orders  are  plentiful.  Our  travel- 
ing force  are  all  feeling  very  good  over  the 
prospects  for  the  coming  spring  and  yeaj,  and 
we  share  with  them  in  the  uplift  and  outlook. 
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Crops  have  been  good  during  the  past  year» 
prices  have  been  somewhat  highe.  than  usual, 
and  wages  everywhere  have  been  good  and 
work  abundant,  and  we  see  no  reason  for  be- 
ing anything  but  hopeful  for  the  coming  year. 

Normal  in  New  Orleans 

By  B.   F.    ESHLEMAN, 

Stauffer,  Eshleman  &  Co. 

Affairs  are  looking  better  here.  We  were 
never  very  pessimistic  about  the  future 
and  realized  the  fact  that  we  must,  at  times,  ex- 
pect a  little  setback.  We  have  had  it,  and  are 
now  trying  to  forget  it  Business  is  improving 
almost  every  day,  collections  are  really  as  good 
as  usual  at  this  season  of  the  year.  From 
present  indications  and  surroundings  we  feel 
that  our  winter  and  spring  trade  will  be  about 
normal. 

The  Situation  in  IndianapoHs 

By  The  Vonnegut  Hardware  Co. 

Orders  are  coming  in  more  frequently,  but 
no  improvement  is  as  yet  noticeable  in 
collections. 

It  is  possible  that  it  is  still  too  close  to  the 
first  of  the  year  to  draw  correct  conclusions, 
but  we  are  inclined  to  believe  from  the  pres- 
ent outlook  that  there  will  be  early  resumption 
of  trade  in  the  buying  line,  whereas  the  finan- 
cial condition  will  lag  longer. 

Moreover,  it  is  reasonable  to  look  for  some 
failures  in  the  meanwhile  among  the  list  of 
chronically  slow  pay  for  want  of  sufficient 
capital. 

While  we  are  hopeful  of  greatly  improved 
conditions  in  a  general  w?iy,  we  do  not  ex- 
pect to  see  as  good  trade  as  last  year  by  pos- 
sibly within  twenty  per  cent. 

Holding  Back  in  Charlotte 

By  J.  C.  McNeely, 

Charlotte  Hardware  Co. 

We  see  no  reason  why  conditions  should  not 
be  very  much  better  within  the  next 
few  weeks.  The  bankers  and  the  farmers  are 
in  better  condition  than  they  have  ever  been, 
and  the  only  trouble  we  have  had  has  come 
from  the  bankers  holding  their  money  and  the 
farmers  holding  their  cotton. 

We  can  but  feel,  however,  that  the  farmers 
will  sell  their  cotton  before  a  great  while  at  a 
much  better  price  than  they  got  for  it  last 
season,  and  we  see  no  reason  why  they  should 
not  spend  some  of  their  money  with  us.  We 
also  feel  that  the  usual  amount  of  building 
will  be  done  in  the  coming  months  and  that 
business  will  at  least  be  as  good  as  in  former 
years. 

Portland  Prepared  for  the  Fatnre 

By  W.  O.  Haines, 

Failing,   Haines  &   McCalman. 

The  contrast  between  the  first  of  January 
one  year  ago  and  now  is  so  distinct  and 
marked  as  to  give  cause  for  a  careful  con- 
sideration   of    last    year's    business,    and    a 


thoughtful   and   conservative  preparatk>n   for 
that  of  the  present  year. 

While  conditions  at  the  present  time  show  a 
decided  improvement  over  those  of  the  past 
sixty  days,  still  there  is  a  decided  tendency  to 
go  slowly  and  carefully  in  all  matters  pertain- 
ing to  business.  In  some  sections  of  the 
country,  we  presume  conditions  are  better  than 
they  are  on  the  north  Pacific  Coast,  where  we 
are  facing  a  very  serious  disturbance  in  the 
lumber  business,  which  is  one  of  our  chief 
sources  of  revenue.  Should  the  Interstate 
Commerce  Commission  uphold  the  contentions 
of  the  railroads  and  permit  them  to  make  an 
increase  in  the  rates  on  lumber  shipments 
from  North  Pacific  Coast  points  eastward,  our 
manufacturers  in  this  line  will  find  it  nee-' 
essary  to  entirely  reorganize  their  business 
and  to  seek  new  markets.  The  only  mills 
which  are  at  present  in  a  position  to  continue 
operations  are  those  with  the  advantages  of 
water  transportation.  What  the  action  of 
the  Interstate  Commerce  "Commission  will  be 
cannot,  of  course,  be  definitely  foretold,  but 
we  believe  the  associated  lumber  manufac- 
turers have  made  a  good  case  before  the  com- 
mission and  there  is  quite  a  feeling  of  confi- 
dence that  the  railroads  will  be  refused  per- 
mission to  make  rates  without  first  giving  an 
opportunity  to  shippers  to  protest  against  them 
if  they  so  desire,  and  in  this  particular  case 
we  feel  that  the  commission  will  decide 
against  the  railroads  and  in  favor  of  the  lum- 
ber industry.  Because  of  the  imcertainty  con- 
cerning these  rates,  such  lines  of  business  as 
pertain  to  the  lumber  industry  are  naturally 
not  as  active  as  they  would  otherwise  be. 

Our  wheat  ctop  is  moving,  although  slowly, 
the  bank  holidays  having  greatly  retarded  the 
sale  of  wheat,  and  we  are  therefore  just  be- 
ginning to  get  the  results  of  business  'which 
should  ha,ve  been  transacted  in  October  and 
November. 

Of  the  three  banks  in  Portland  which  closed 
their  doors,  we  can  report  that  one  will  re- 
sume business  within  a  short  time,  having 
been  closed  purely  by  a  run  by  its  depositors, 
and  not  then  until  it  had  paid  out  forty-two 
per  cent,  of  its  deposits  in  cash.  The  other 
two  faihires,  due  to  speculative  methods  and 
not  to  banking,  are  being  reorganized,  or  as- 
sumed by  parties  well  able  to  take  upon  them- 
selves obligations  of  paying  to  the  depositors 
dollar  for  dollar,  and  eventually  will  pay  out 
in  this  manner,  no  depositor  losing  a  single 
cent.  This,  of  course,  is  a  great  factor  in 
establishing  confidence  in  business  conditions 
here,  and  can  only  have  favorable  results. 

We  have  just  had  a  record  month  in  the 
shipment  of  wheat,  December  being  the  best 
month  ever  known  in  the  history  of  this  port. 

The   jobbing  business  of   Portland   for  the 

past  year  will  foot  up  about  $220,000,000,  and 

while  the  year  1908  may  be  less  than  1907  in 

some  ways,  yet  we  believe  that  the  end  of  this 
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year  will  show  a  gain  over  that  of  last  year, 
due  to  the  fact  that  the  new  railroad  down 
the  north  bank  of  the  Columbia  River  is  now 
nearly  completed,  and  will  within  a  very  few 
months  turn  its  traffic  into  this  city.  In  addi- 
tion to  this,  we  expect  additions  to  our  pop- 
ulation through  the  movement  of  families  from 
the  east  to  the  west,  und  the  increased  con- 
sumption will,  we  believe,  offset  the  less  ac- 
tivity which  we  may  reasonably  expect  to  re- 
sult from  the  depression  of  the  last  few 
months. 

The  last  year  has  been  a  good  one,  and  we 
can  well  afford  to  stand  a  lessening  of  activity 
in  order  to  enable  us  to  get  our  bearings  and 
to  prepare  for  future  operations. 

Hung  from  the  Ceiling 

Qtrauss  &  Smith,  dealers  in  general  Hard- 
^  ware  at  Saegertown,  Pa.,  decided  to  add 
oilcloths  and  linoleum  to  their  stock,  having  a 
good  opportunity  to  take  over  the  stock  of  a 
concern  going  out  of  business.  When  a  place 
for  the  goods  was  being  arranged  for,  a  clerk 
remarked:  "There  does  not  seem  to  be  any 
room  on  the  floor." 

"No,"  said  Mr.  Strauss,  "but  there  is  a  lot 
of  bare  space  up  there  on  the  ceiling." 

He  went  into  the  tin  shop  and  set  a'  man 
to   work.     A  number  of  V-shaped  strips  of 


metal  were  nailed  to  the  ceiling;  a  section  of 
gas  pipe  was  run  from  one  to  the  other,  the 
roll  of  oilcloth  was  hung  on  the  pipe,  and  the 
job  was  done.  A  yard  of  the  material  was 
left  hanging  unrolled,  so  as  to  show  the  pat- 
tern of  the  goods,  and  advertise  them  to  all 
comers  at  the  same  time. 

Which  illustrates  the  fact  that  ingenuity  can 
be  made  effective  even  in  small  things. .  * 

Bntting  in  With  American  Hardware 

^'T^en  years  ago,"  remarked  one  who  has 
J.  made  a  study  of  the  export  trade,  "a 
well-known  American  Hardware  manufac- 
turer ordered  his  best  salesman  to  go  on  a 
journey  around  the  world,  and  find  out  what 
foreign  market  could  be  made  for  the  firm's 
goods.  Everywhere  the  agent  went  he  found 
the  stores  were  stocked  with  English  and 
German  goods,  which  were  almost  never  bet- 
ter in  quality  or  cheaper  in  price  than  the 
American  make.  When  he  got  to  India  he 
found  that  an  English  maker  of  Hardware 
had  complete  monopoly  of  the  trade,  and  felt 
so  secure  in  his  position  that  he  increased 
prices  at  will,  because  his  goods  were  so  well 
established  that  every  dealer  felt  obliged  to 
handle  them. 
"The  representative  of  the   American  firm 


showed  his  samples,  proved  that  they  were 
as  good  as  the -English  articles,  the  prices  were 
lower  and  that  the  American  manufacturer 
would  be  fair  with  the  dealer  as  to  terms  and 
conditions. 

"It  took  some  time  to  break  down  the 
prejudice  against  American  goods,  but  in  ten 
years  American  Hardware  has  been  put  on 
sale  in  practically  every  native  shop  and 
bazaar  in  all  the  Indian  cities,  having  practi- 
cally ousted  the  English  make." 

The  Scales  Did  Hot  Arrive 

When  America  is  more  dependent  on  ex- 
port trade  than  she  has  been  in  the  past 
few  years,  incidents  like  the  following  will 
not  happen.  It  is  related  by  a  Mexican  cor- 
respondent of  the  national  department  of 
commerce:  "A  Mexican  house  was  solicited 
to  act  as  agent  for  a  scale  manufacturing 
firm  in  the  United  States.  The  agency  was 
undertaken  and  one  carload  of  scales  or- 
dered to  be  shipped  in  sixty  days,  which  time 
passed  with  a  request  for  ninety  days.  Six 
months  went  by  without  the  shipment  being 
made,  and  at  the  end  of  eight  months  the 
order  was  canceled.  Ninety  days  were  re- 
quired for  correspondence  and  agency  ar- 
rangements and  filling  of  the  order  with  other 
scale  manufacturers.  As  a  result  the  house 
was  without  scales  in  stock  for  nearly  a  year." 

Twenty-Rve  Years  of  Hardware 

The  members  of  the  Hardware  house  of 
James  Morton  &  Son,  Omaha,  Neb.,  re- 
cently celebrated  the  twenty-fifth  anniversary 
of  the  day  the  firm  started  in  business  in  a 
small  way,  near  Fifteenth  and  Douglas  streets. 
Charles  W.  Morton  left  the  employ  of  the 
purchasing  department  of  the  Burlington  twen- 
ty-five years  ago  to  start  the  Hardware  busi- 
ness with  his  father.  The  firm  grew  fast  and 
prospered  until  instead  of  the  two  members  of 
the  firm  being  able  to  do  the  business  as  in 
the  start,  a  large  force  of  men  is  employed, 
and  instead  of  the  city  of  Omaha  for  its  mar- 
ket the  firm  ships  all  over  the  western  terri- 
tory. It  was  a  coincidence  that  on  the  twenty- 
fifth  anniversary  the  firm  should  be  sending  a 
large  consignment  of  ice  tools  to  the  Pacific 
coast. 

The  Hardwaremen  Oppose 

At  a  meeting  of  Boston  Associated  Board 
of  Trade  held  several  evenings  since,  a 
letter  was  read  from  the  National  Hardware 
Association,  saying  that  it  is  unalterably  op- 
posed to  the  proposed  extension  of  the  Parcels 
Post.  A  discussion  followed.  "We  should 
go  on  record  as  a  body  of  business  men  and 
merchants "  said  A.  H.  Decatur,  of  the  New 
England  Iron  &  Hardware  Association. 
"Those  who  urge  the  parcels  post  would  take 
the  bread  out  of  the  mouth  of  those  upon 
whom  we  depend."  He  urged  that  the 
measure  is  chiefly  desired  by  the  big  catalogue 
houses.  ^-^  J 
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KEEPING  THE  MACHINERY  ACCOUNT 


A  matter  of  no  small  moment  in  connection 
with  the  running  of  a  Hardware  or  other  fac- 
tory, is  that  of  the  depreciation  in  value  of 
the  machinery,  and  the  keeping  of  an  intelli- 
gent accopnt  of  the  same.  The  methods  pre- 
vailing in  several  factories  are  explained 
below : 

The  Methods  of  One  Eactory 

By  H.  C.  Atkins, 
President  E.  C.  Atkins  &  Co. 

Referring  to  methods  of  machinery  inven- 
tory and  cost  keeping  in  connection 
therewith : 

We  have  never  made  a  practice  of  keeping 
accurate  costs  in  our  machinery  department 
in  this  respect.  When  we  have  purchased  or 
built  machinery  for  our  factory  we  have  in- 
cluded it  in  the  general  ledger  account  of 
machinery,  tools  and  fixtures  where  we  have 
all  the  machinery,  charging  the  bills  to  this 
account.  In  cases  where  we  have  built  the 
machinery  in  the  factory  it  has  been  the  cus- 
tom to  keep  the  cost  in  this  building  by  regu- 
lar order  number  and  at  the  end  of  the  year 
to  transfer  from  the  labor  account  all  labor 
cost  included  in  such  machinery  manufacture. 

We  have  been  accustomed  to  rate  off  each 
year  a  certain  percentage  from  our  machin- 
ery, tools  and  fixtures*  account  to  take  care 
of  the  depreciation  and  to  keep  down  this  item. 
In  rating  off  for  depreciation  in  our  yearly 
statement  we  have  not  done  so  with  the  idea 
of  holding  the  machinery,  tools  and  fixtures 
account  on  an  accurate  basis. 

The  repairs  to  our  machinery,  which  are 
made  during  the  year,  are  kept  accurate  ac- 
count of  in  our  machine  department,  but  no 
account  is  taken  of  this  repair  item  as  affect- 
ing machinery,  tools  and  fixtures  inventory.  It 
is  our  calculation  to  keep  the  machines  in  good 
repair  and  practically  as  good  as  new  for  all 
ordinary  purposes  of  our  business. 

In  addition  to  the  general  rate  off  which  we 
have  been  accustomed  to  make  at  the  end  of 
each  year,  we  also  deduct  such  items  in  our 
machinery,  tools  and  fixtures  account  as  have 
been  discredited  during  the  year  from  the  fact 
that  they  have  become  obsolete  or  because 
they  arc  worn  out. 

As  to  the  cost  of  belting  of  machinery,  fur- 
nishing countershafting,  etc.,  we  have  never 
taken  the  cost  of  belting  and  such  materials 
into  our  machinery,  tools  and  fixtures  account 
at  all;  it  has  all  gone  into  general  operating 
expense,  as  also  the  cost  of  new  dies  and 
punches  made  in  the  shop,  and  all  small  tools 
of  whatsoever  nature  that  we  have  manufac- 
tured here. 

You  will,  therefore,  see  that  our  methods 
are  exceedingly  crude  in  taking  care  of  these 
items.  We  know  absolutely  each  month  and 
each  year  the  amount  pf  money  that  is  put  into 


these  items  of  machinery,  tools  and  fixtures 
and  also  into  the  operating  expense  end  of  the 
proposition,  but  it  has  been  our  custom  to 
absorb  the  greater  part  of  this  expense  as  an 
operating  expense  and  let  it  come  out  of  the 
profit  of  the  business  each  year  rather  than  to 
build  up  a  tremendous  inventory  account  of 
this  item. 

Charges  of  Each  Year 

Coldwell  Lawn  Mower  Co.,  Newburg,  N. 
Y. :  Relative  to  inventory,  depreciation, 
etc.,  on  factory  machinery,  we  have  never 
adopted  any  special  system  regarding  this.  Our 
permanent  machinery  as  purchased  is  charged 
to  that  account,  the  balance  of  the  account  re- 
maining on  our  books  as  an  asset.  When  tools 
wear  out  or  become  unsatisfactory,  so  that  it 
is  necessary  to  replace  them  with  others  to  do 
the  same  work,  this  new  purchase  is  charged 
to  shop  expenses.  As  to  tools  on  hand  and  re- 
maining in  use,  we  charge  off  against  the  ma- 
chinery account  at  the  time  of  taking  our 
yearly  inventory  a  sufficient  percentage  to  al- 
low for  depreciation  on  account  of  wear.  This 
is  not,  however,  a  fixed  percentage,  averaging 
about  ten  per  cent,  per  annum  upon  the  gross 
cost  of  the  machinery. 

Charge  Ten  Per  Cent. 

Cronk  &  Carrier  Mfg.  Co.,  Elmira,  N.  Y. : 
In  regard  to  our  method  of  keeping:  track 
of  percentage  on  machinery,  etc.,  would  say 
we  have  for  years  adopted  a  method  of  charg- 
ing off  five  per  cent,  each  year.  We  also  aim 
to  keep  our  machinery  in  good  repair  and  we 
find  this  amount  is  sufficient  to  cover  deprecia- 
tion in  value  of  our  machines.  In  addition  to 
this,  to  be  more  sure  of  our  inventory  on  ma- 
chinery, we  employed  an  appraisal  company  to 
appraise  our  plant,  and  this  satisfied  us  that 
we  were  not  fooling  ourselves  any  on  the  value 
of  our  machinery,  as  they  made  the  value 
higher  than  we  did. 

Charge  Ten  Per  Cent. 

Miller  Bros.  Cutlery  Co.,  Meriden,  Conn.: 
Relative  to  our  method  of  inventorying 
and  figuring  depreciation  on  machinery  and 
tools,  it  has  been  the  policy  of  this  company 
during  recent  years  to  charge  off  annually  not 
less  than  ten  per  cent,  on  our  machinery  ac- 
count for  depreciation.  So  far  as  tools  and 
dies  are  concerned,  these  do  not  appear  in  our 
inventory  at  all  as  assets.  We  simply  main- 
tain a  memorandum  inventory,  but,  as  stated 
above,  they  are  not  in  any  way  included  as 
Assets  on  our  books. 


Peru  does  not  need  much  in  the  way  of  the 
comforts  of  modem  civilization,  but  among 
those  she  is  asking  for  are  hammocks,  cheap 
iron  bedsteads,  and  a  cheap  grade  of  cutlery; 
also  corrugated  iron  roofing.  There  i»  also  a 
small  demanc)  for  lamps. 
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He  looked  for  a  Fire  Escape 

it  J   would  like  to  ask  you,"  said  a  man  whose 

1  family  had  gone  away  on  a  vacation, 
"why  some  genius  does  not  invent  a  compact, 
reliable  and  easily-handled  portaWe  fire  escape 
— one  that  can  be  packed  in  the  bottom  of  a 
trunk  and  kept  handy  for  use  in  case  of  a  fire 
'in  some  hotel  where  permanent  escapes  are 
not  provided?" 

"There  are  a  number  of  such  inventions," 
responded  the  Hardwareman.  "T  am  surprised 
3rou  have  not  heard  of  them." 

"Well,  I  am  not  the  only  person  who  is  ig- 
norant on  that  score,'*  said  the  first  speaker. 
"You  can  charge  the  same  ignorance  up  to 
more  than  one  Hardwareman.  I  left  my  fam- 
ily in  a  hotel  near  Geveland  the  orther  day.  As 
they  were  on  the  third  floor,  with  only  one 
stairway  available,  I  felt  uneasy.  I  went  into 
three  of  the  largest  Hardware  stores  of  Cleve- 
land, and  not  one  of  them  kept  anything  of  the 
sort.  One  clerk  offered  to  give  me  the  address 
of  a  factory  where  such  escapes  are  made,  but 
it  was  too  far  away  to  be  available.  As  a  re- 
sult, I  was  compelled  to  buy  a  long  rope,  a 
coil  of  stovepipe  wire,  a  wire  cutter  and  a  bed 
cord,  and  by  aid  of  a  planing  mill  that  ripped 
out  a  dozen  hardwood  rungs  for  me  T  managed 
to  put  together  an  affair  that  was  clumsy 
enough,  but  filled  the  bill. 

"I  would  advise  the  makers  of  portable  es- 
capes to  do  a  little  vigorous  drumming  among 
the  retail  Hardware  stores." 

The  "Old  Man"  Forgets  One  Thing 
itTT^  he  old  man,"  remarked  the  head  clerk  .of 

i  a  retail  Hardware  store,  "is  sometimes 
unjust  in  a  way  he  does  not  intend  to  be. 

"He  is  away  from  the  store  more  or  less  on 
outside  business,  or  for  short  vacations,  and 
thus  escapes  the  daily,  plodding  grind  of  stick- 
ing to  one  line  of  work  all  the  time.  He  will 
be  gone  for  three  or  four  days,  fishing,  golf- 
ing, or  looking  at  the  scenery,  and  will  come 
bade  full  of  snap,  energy,  new  ideas  and  re- 
sponsiveness to  all  demands. 

"I  do  not  object  to  that.  It  is  a  good  thing 
for  the  house  that  he  can  do  so.  But  it  does 
not  seem  just  fair  that  he  should  expect  us 
all  to  be  as  fresh  and  breezy  as  he  is.  While 
he  has  had  the  change  and  rest,  we  have  been 
pulling  along  in  the  ruts  of  daily  toil,  and  are 
apt  to  be  a  littie  jaded.  I  am  convinced  that 
he  overlooks  that  fact  and  does  not  remember 
that  we  have  not  been  with  him  at  his  golfing, 
filing,  or  his  tramping  about  amid  the  fine 
outdoor  scenery." 

Heed  American  Tools 

It  is  stated  with  emphasis  by  an  observing 
American  who  is  on  the  ground,  that  if 
there  is  one  line  of  American  products  which 
is  needed  more  than  any  other  in  Brazil,  it  is 
that  of  modem  appliances  for  tilling  the  soil. 
J}fi$  i^^  i$  reoognized  t^  the  ^yermnent  of 


Brazil  and  the  government  of  every  state  of 
Brazil,  as  may  be  seen  in  the  invitation  of  the 
federal  government  to  American  implement 
makers  to  display  their  goods  in  the  Brazilian 
national  exposition,  which  is  to  he  inaugurated 
next  May — an  invitation  extended  to  no  other 
nation  for  any  of  its  products — and  by  the 
favorable  tariff  rates  for  such  goods.  Agricul- 
tural implements  are  admitted  free  of  duty  the- 
oretically in  Brazil  when  imported  by 
agricultural  societies  or  planters  for  their  own 
use,  and  the  tariff  on  such  machinery  is  low  in 
any  case. 

The  governors  of  practically  every  state  in 
Brazil  in  their  annual  messages  the  past  year 
have  spoken  of  the  need  of  modem  methods 
of  agriculture  and  modern  agricultural  ma- 
chinery. American  implements  and  machinery 
are  especially  favored  because  the  people  in 
Brazil  rightly  believe  that  conditions  in  the 
United  States  are  more  nearly  like  those  in 
Brazil  than  the  conditions  in  any  other  country. 

Beanty  in  Hardware  Decorations 

«TT  ardware  has  immense  decorative  possi- 
■il  bilities  and  I  notice  that  the  local  home 
builders  are  coming  to  a  realization  of  this," 
said  an  Omaha  Hardware  dealer.  "We  have 
had  several  orders  from  young  home  builders 
lately  for  some  of  our  finest  Hardware  in  the 
way  of  door  handles,  fancy  hinges,  window 
fixtures  and  so  on.  Formerly  when  people 
built  houses  they  usually  considered  the  se- 
lection of  the  Hardware  a  minor  matter,  mere- 
ly a  small  incident.  Now  young  couples,  I  no- 
tice, come  together  to  the  store  and  study  and 
deliberate  and  carry  home  catalogues  to  look 
over  the  different  designs.  They  strive  to  se- 
lect the  Hardware  for  the  different  parts  of 
the  house  with  as  much  care  for  harmony  with 
surroundingrs  as  they  take  in  selecting  carpets 
or  wall  paper.  It  is  a  good  idea  and  results 
in  beautifying  the  house  to  a  remarkable  de- 
gree. There  are  a  great  many  designs  made 
now  in  fine  Hardware  and  they  are  for  sale 
in  some  very  artistic  patterns." 

Ho  Shelf-Hardware  Tohhers 

The  statement  comes  from  Spain  that  there 
is  not  one  jobber  in  the  shelf  Hardware 
line  in  Madrid.  Hardware  dealers  in  the  Span- 
ish capital  carry  machinery  of  different  sorts, 
plumbing  supplies,  heaters,  stoves  and  agri- 
cultural tools.  They  all  tell  the  same  story, 
that  they  draw  their  stock  from  European 
factories,  and  from  Hamburg  and  London 
commission  merchants. 

ITse  American  Stoves 

American  stoves  and  ranges  seem  to  be 
gradually  making  their  way  into  Mexico. 
To  reach  the  buying  power  of  the  masses,  a 
great  deal  depends  on  the  lowness  of  price. 
The  exports  of  American  stoves  and  ranges 
and  their  parts  into  Mexico  in  the  fiscal  year 

IW7  amount  to  |114*W0.  .^T^ 
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SYSTEMS  FOR  RECORDING 

THE  MANUFACTURING  COST 

SOME  PRACTICAL  DEMONSTRATIONS 

The  Plans  Pursued  in  Several  Large  Hardware  Man-*^ 
ufacturing  Concerns — Such  close  and  Routine  Watch-^ 
fulness    That   Nothing    Is  Left    to  Guess  Work- 
Blanks  and  Forms  That  Grew  Out  of  Long  Bx^^ 
perience  and  Many  Experiments — ^Thc  Results  Arc 
That  the  Cost  of  Each  Article  Made  Is  Known  as 
Soon  as  It  Is  Completed. 
In  the  systems  of  keeping  track  of  the  cost  of  production  in  several  leading  hardware 
factories,  as  shown  with  considerable  fullness  below,  there  does  not  seem  much  room 
for  guess  work  or  the  straying  away  of  any  item  that  should  be  charged  against  the 
finished  article  when  it  is  packed  for  the  market     It  is  not  by  guesswork,  either,  that 
these  methods  of  record  have  come  into  existence.    They  are  the  result  of  evolution, 
experiment,  watchfulness,  and  comparison,  on  the  part  of  men  and  concerns  long  con- 
nected with  the  hardware  business.    A  study  of  the  same  cannot  fail  to  be  of  practical 
interest  and  benefit  to  such  other  factories  as  have  not  as  yet  reduced  their  plans  of 
keeping  account  of  costs  to  a  practical  working  basis. 


A  Satisfaotoiy  Cost  System 

By  David  H.  Goodell, 
Goodell  Co.,  Antrim,  N.  H. 

We  send  herewith  samples  of  the  various 
blanks  we  are  using  in  the  cost  system, 
in  our  cutlery  department,  and  in  explanation 

Fig.  1. 

kUSE   TiiKKl. 


will  say  that  we  manufacture  nearly  1,600  dif- 
ferent styles  of  a  fairly  standard  nature,  and 
we  endeavor  to  keep  a  certain  amount  m  stock 
all  the  time.  We  have  set  a  definite  limit  to 
represent  the  amount  of  stock  of  each  article 
which  we  desire  to  carry. 
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We  then  operate  a  perpetual  inventory  of 
finished  stock  on  hand,  showing  at  all  times 
the  amount  of  goods  necessary  to  manufac- 
ture to  bring  the  stock  on  hand  to  the  desired 
limit.  This  perpetual  inventory  is  in  the  hands 
of  the  superintendent's  clerk,  and  is  the  basis 
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References  above: 

D.  P.  W. — Direct  piece  work. 


I  J 

D.  D.  W. — Direct  day  work 
I.   D.   W. — Indirect   work. 


on  which  the  superintendent  lays  out  the  pro- 
duction of  the  factory. 

Back  of  the  finished  articles  are  the  blades 
and  handles,  any  one  of  which  may  go  into 
several  varieties  of  knife  or  fork.  These  are 
also  handled  by  means  of  the  perpetual  inven- 
tory with  definite  limits  vid  this  inventory  is 
also  the  basis  on  which  the  superintendent 
lays  out  the  handle  and  blade  production. 


When  the  superintendent  determines  to  man- 
ufacture blade,  handle  or  finished  article  a  defi- 
nite order,  as  per  exhibit  1,  2,  3,  etc.,  depend- 
ing on  the  style  of  goods,  is  made  out  and 
sent  to  the  foreman  of  the  department  in- 
volved. All  productive  labor  expended  on  this 
order  is  entered  on  this  order  sheet  by  the 
inspectors  and  timekeepers  in  the  departments 
where  the  work  is  done.     Material  used  is 
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also  entered  on  the  orders  by  the  stockkeepers, 
whose  duty  it  is.  to  .issue  thte  material.  This 
order  when  completed  is  returned  to  the  office, 
where  it  serves  as  the  basis  of  making  out  the 
payroll  for  the  productive  laborers  and  is  then 
figured,  expense  per  cent  added  and  trans- 
ferred to  a  card,  as  per  exhibit  5.  On  this 
card  appears  a  detailed  estimate  showing  what 
the  article  which  it  represents  should  cost, 
while  on  the  back  the  cost  of  each  of  the  suc- 
cessive lots  completed  is  entered  in  detail,  thus 
enabling  us  to  compare  the  cost  of  the  various 
lots  as  they  are  completed  with  tiie  lots  previ- 
ously completed  and  with  the  estimated  cost 
of  the  article  in  question. 

Expense  per  cent  is  arrived  at  by  means  of 
an  expense  analysis  showing  weekly  and  in 
detail  each  expense  incurred,  the  total  of  such 
expense  being  expressed  as  a  percentage  of 
the  productive  labor. 

This  expense  analysis,  together  with  an  an- 
alysis of  the  payroll  bringing  out  the  direct 
day  work,  direct  piece  work  and  indirect  day 


work  in  every  department,  is  shown  weekly  on 
a  sheet  as  per  exhibit  6.  On-  this  sheet  is  also 
shown  an  analysis  of  the  material  used,  of  the 
sales  for  the  week  and  a  detailed  statement  of 
the  articles  finished,  blade  and  handle  stock 
and  orders. 

This  sheet  is  the  keynote  of  our  whole  sys- 
tem and  is  placed  weekly  in  the  hands  of  tiie 
president  and  other  executives  of  the  factory, 
and  is  used  by  them  in  directing  the  factory's 
operations  in  connection  with  the  monthly  trial 
balance  of  the  raw  material  on  hand,  goods  in 
process,  finished  stock  on  hand  and  profit  to  it 
on  each  of  the  different  departments  of  our 
business. 

We  have  been  using  the  system  about  two 
years  ^with  quite  satisfactory  results,  and  k 
was  installed  for  us  by  a  firm  of  Boston 
specialists,  who,  we  understand,  have 
been  retained  in  a  consulting  capacity  by  the 
committee  on  costs  appointed  by  President 
Asbury,  of  the  American  Hardware  Manufac- 
turers' Association. 


A  SYSTEM  THAT  COVERS  THE  GROUND 


Plan  and  Blanks  Evolved  by  the  Experience  of  a 
LfCading    Manufacturing    Concern   of    Philadelphia. 

By  Fayette  R.  Plumb,  Inc. 
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To  j^ive  an.  explanation  of  a  Cost  System 
so  that  it  will  be  perfectly  clear  and  in- 
telligible to  the  average  layman  is  quite  a  dif- 
ficult undertaking,  as  all  lines  of  manufacture 
are  so  widely  divergent  that  what  applies  to 
our  business  might  not  in  its  present  form 
apply  to  any  other  without  rearrangement.  We 
feel,  however,  that  the  system  we  have  is  so 
elastic  that  it  can  be  modified  to  meet  exist- 
ing conditions  in  any  factory.  We  will  en- 
deavor to  present  the  system  and  its  accom- 
panying forms  to  the  readers  as  concisely  and 
plainly  as  possible  from  the  standpoint  of 
actual  experience. 

The  prime  object  of  any  cost  system  is  to 
give  actual  figures  on  the  cost  of  any  article, 
covering  both  material  and  direct  labor,  and 
then  adding  the  proper  proportion  of  all 
indirect  labor  and  expenses. 

To  obtain  this  result  without  too  much  de- 
tail is  one  of  the  first  principles  of  any  system, 
as  red  tape  in  this,  as  in  any  other  project, 
not  only  impedes  and  clogs,  but  eventually 
kills  the  object  to  be  attained. 

The  ways  of  arriving  at  costs  are  so  many 
and  varied  that  it  is  hard  to  decide  on  the 
right  one  for  any  particular  business,  but  the 
first  object  of  any  system  is  to  obtain  what 
we  call  Factory  Cost,  or  cost  of  goods  laid 
down  in  the  warerooms.  To  this  must  be 
added  the  Administrative  and  Selling  Ex- 
penses, which  will  finally  give  the  total  cost 
of  the  article,  and  should  embrace  everything 
either  direct  or  indirect  that  enters  into  the 


expense  of  manufacturing  or  selling.  Further- 
more, a  cost  system  to  be  reliable  should  give 
totals  which  will  balance  with  the  general 
bootk  of  account  and  should  give  the  costs  of 
everything  every  time  it  is  made.  Such  costs 
are  the  only  ones  which  show  the  often  large 
percentage  arising  from  mistakes  which  do  not 
occur  when  a  special  lot  of  goods  are  run 
through  the  factory  under  the  particular  care 
of  the  superintendent  and  foremen  because  the 
"old  man''  wants  a  cost  on  them. 

To  obtain  direct  costs  we  issue  a  separate 
and  distinct  order  number  for  each  lot  of 
tools  that  we  start  through  the  factory.  This 
is  shown  on  Form  No.  1.  We  then  open  what 
we  term  an  analysis  sheet  for  this  order. 
Form  No.  2,  and  charge  all  material  and  di- 
rect labor  to  the  order  as  it  acctmiulates 
through  the  factory.  This  we  obtain  from 
material  Delivered  Cards,  Form  No.  8,  and 
Labor  Service  Cards,  Form  No.  4. 

All  material  must  be  obtained  through  the 
storeroom  and  the  requisition  which  the 
storekeeper  honors  for  material  bears  the  or- 
der number  and  he  charges  to  that  number 
any  items  that  he  sends  out  to  be  used  in 
manufacturing  that  particular  lot  of  tools. 

The  Labor  Service  Cards,  as  will  be  noted, 
are  printed  so  that  the  workman  can  check  off 
the  operation  he  is  working  on,  and  at  the 
same  time  notes  the  time  consumed  on  the 
bottom  of  the  card.  .  There  is  a  different  form 
of  card  for  each  department.  If  he  warki  oil 
five  different  orders  during  the  day  he  turns 
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in  fivo  cards.     This  is  done  to  focilitate  the         We  must  also  obtain  an  accurate  account  of 


arrangements  of  the  cards  for  posting  to  the 
analysis  sheets. 

We  charge  on  the  analysis  sheets  all  opera- 
tions, so  that  each  serves  as  a  check  on  the 
Form  1. 


all  expense  material  that  enters  into  the  mak- 
ing of  the  goods,  such  as  paint,  varnish,  labels, 
etc.,  and  all  indirect  expense,  such  as  grind- 
stones, emery  wheels,  repairs  of  all  descrip- 
Form  3. 
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Other  in  regard  to  quantity  and  also  affords 
invaluable  data  for  future  reference.  When 
the  order  is  completed  the  Factory  Depart- 
ment turns  over  the  original  order  which  was 
issued  (see  Form  No.  3),  and  the  reverse  side 
of  the  order.  Form  No.  5,  is  ruled  so  all  the 
data  can  be  assembled,  and  when  finished,  filed 
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lions,  power,  heat,  light,  steam,  coal  for  fuel, 
paper,  etc  We  arrive  at  these  results  each 
month  by  obtaining  from  the  storekeeper  all 
Material  Delivered  Cards  issued  for  expense 
material  or  all  indirect  expense  as  enumerated 
above. 
To  guard  this  closely  no  material  is  given 
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away,  thus  giving  the  original  order,  together 
with  all  the  data  and  final  factory  cost. 

This  in  brief  is  our  system  of  obtaining 
Costs  on  Material  and  Direct  Labor,  but  be- 
fore making  up  this  cost  we  must  add  the  per- 
centage of  indirect  cost  or  factory  expense  to 
the  direct  or  productive  labor.  To  obtain  this 
necessitates  taking  care  of  all  labor  that  does 
not  enter  into  the  actual  manufacture  of  the 
artide,  such  as  trucking,  sweeping,  teaming, 
foremen  and  the  many  items  of  unclassified 
labor  that  eveiy  fzctory  has  on  the  payroll 


out  by  the  storekeeper  without  a  requisition, 
Form  No.  3,  signed  by  the  foreman  of  the  De- 
partment requiring  same. 

To  facilitate  charging  these  in  bulk  we  elim- 
inate the  names  of  the  articles  on  our  charges 
and  give  them  all  an  arbitrary  number,  thus: 
grindstones  would  be  referred  to  as  No.  50, 
fuel  as  No.  60,  and  so  on.  In  time  these  num- 
bers become  perfectly  familiar  to  all  concerned 
and  this  obviates  writing  the  name  of  the 
article  every  time  you  are  forced  to  charge 
it. 
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By  taking  the  Material  Expense  Charges, 
which  are  reported  in  detail,  we  obtain  the 
amount  *of  any  given  article  used  during  the 
month,  which  serves  as  a  basis  of  comparison 
for  future  months  and  is  invaluable  data. 

The  total  of  the  charges  gives  us  the  Fac- 
tory Expense  Material  for  the  month.  We 
must  add  to  this  the  Factory  Expense  Labor, 
which  is  obtained  by  having  all  labor  service 
cards  for  unproductive  or  expense  labor 
turned  in  on  a  special  color  slip,  Form  No.  6. 
These  are  charged  in  detail  exactly  the  same 

Form  4. 


We  found  by  experience  that  it  is  not  fea- 
sible to  charge  this  Factory  Expense  ratio  each 
month,  as  it  complicates  cost  keeping.  So  by 
taking  twelve  months'  percentage  as  a  basis, 
we  use  the  average  of  these  and  arbitrarily  as- 
sume that  the  result  is  our  expense  ratio. 

We  then  either  charge  or  credit  to  our  cost 
of  shipment  in  bulk  whatever  difference  ex- 
ists through  varying  percentages  for  each  dif- 
ferent month. 

It  will  readily  be  seen  that  by  taking  our 
Material   Costs  which  have  been  charged  to 
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as  Material  Delivered  Cards,  and  give  us  the 
same  monthly  comparison,  as,  for  instance,  we 
can  tell  by  these  reports  the  actual  amount  of 
money  paid  for  labor  on  repairs  to  machinery, 
repairs  to  buildings,  etc.,  for  each  month.  The 
total  of  these  cards  represents  the  actual 
amount  of  money  paid  out  through  our  pay- 
roll for  expense  or  unproductive  labor. 

By  taking  the  total  amount  of  the  payroll 
for  the  month  and  deducting  the  expense  or 
Unproductive  Labor,  we  obtain  the  amount  of 
money  expended  for  Productive  Labor. 

By  adding  the  totals  of  our  Material  Ex- 
pense Charges  to  our  Expense  or  Unproduc- 
tive Labor  charges  we  obtain  our  combined 
factory  expense  charges  for  the  month. 

Dividing  the  amount  of  our  Productive 
Labor  for  the  month  by  the  Combined  Fac- 
tory Expense  Charges,  we  obtain  the  percent- 
age that  must  be  added  to  the  Productive 
Labor  of  that  month  to  obtain  accurate  costs. 


the  order  from  Material  Delivery  Cards,  and 
by  adding  to  the  ,  Production  Labor  Costs 
(which  have  been  obtained  from  the  Labor 
Service  Cards),  the  ratio  of  expense  they 
should  bear,  we  obtain  an  aggregate  cost  of 
the  article  manufactured  as  far  as  the  factory 
is  concerned. 

We  then  take  the  sales  for  the  month  and 
tabulate  each  invoice  to  the  items  it  contains, 
so  that  at  the  end  of  the  month  we  can  tell 
exactly  how  many  of  each  kind  and  size  were 
shipped  during  that  period. 

Our  Cost  Department  charges  to  each  in- 
dividual item  the  cost  of  same  and  then  makes 
the  extension.  The  totals  of  these  extensions 
gives  us  the  actual  Factory  Cost  of  our 
Monthly  Sales.  This  is  turned  over  to  our 
Accounting  Department,  which  adds  to  the 
total  the  Administrative  and  Selling  Expenses. 

Our  Administrative  and  Selling  Expenses 
include  every  expenditure  which    is   not   m- 
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eluded  in  the  Factory  Costs,  such  as  officers 
and  clerks*  salaries,  insurance,  taxes,  interest, 
salesmen's  salaries  and  expenses,  advertising, 
stationery,  postage,  etc.  The  percentage  which 
these  bear  each  month  to  the  total  factory 
cost  of  our  shipments  is  determined,  and  the- 
oretically this  percentage  is  added  to  the 
costs  of  the  goods  made  that  month.  Prac- 
tically, however,  in  order  to  avoid  monthly 
variations  in  our  costs  we  fix  a  percentage 
for  a  year  from  our  preceding  year's  experi- 
ence and  charge  or  credit  the  difference  be- 
tween each  month's  expense  and  the  deter- 
mined percentage    to  loss  and  gain. 

The  final  cost  is  entered  on  cards,  Form  No. 
7,  and  turned  over  to  the  Sales  Department. 


It  will  thus  be  seen  that  we  arc  able  to  close 
our  books  and  determine  our  profit  or  loss 
monthly,  because  every  item  of  expenditure  is 
charged  against  our  costs  and  the  total  cost  of 
the  shipments  for  the  month  charged,  while 
the  amount  of  the  sales  is  credited.  Conse- 
quently, also  we  have  a  monthly  inventory 
based  on  these  costs,  inasmuch  as  every  item  of 
expenditure,  except  the  administrative  and 
selling  expenses  are  credited  to  the  inventory 
and  the  costs  of  shipments  charged. 

The  above  is  the  merest  skeleton  outline  of 
our  system,  in  which  we  make  no  attempt  to 
defend  our  basis  for  the  distribution  of  ex- 
penses or  to  mention  its  correlative  benefits. 


COST  SYSTEM  AND  FACTORY  RECORDS 

A  Description  of  the  Cost  Record  Plans  Followed 
at  the  Factory  of  the  Dover  Manufacturing  Com- 
pany, Canal  Dover,  Ohio. 

By  L.  O.  H.\ug,  Superintendent. 


In  these  days  of  fierce  competition,  it  has 
become  imperative  for  all  progressive  manu- 
facturing concerns  to  have  efficient  factory 
systems  installed  in  their  plants  for  the  pur- 
pose of  determining  the  cost  of  production 
accurately,  together  with  the  general  office  and 
selling  expenses,  in  order  to  have  a  basis  on 
which  to  figure  the  selling  price  of  their  prod- 
ucts; otherwise  they  would  be  in  the  dark  as 
to  the  actual  cost,  and  possibly  sell  their  prod- 
ucts at  a  loss.  It  is  not  only  important  to 
know  the  total  cost  of  the  manufactured 
products,  but  also  the  cost  of  each  operation. 
The  old  method  of  estimating  factory  costs 
and  determining  the  selling  prices  on  these 
costs  is  a  thing  of  the  past.  Up-to-date  manu- 
facturing concerns  must  have  systems  which 
will  give  them  accurate  information  each  day 
or  week,  semi-monthly  and  monthly  regarding 
the  cost  of  their  products,  and  reliable  records 
of  all  product  in  process  of  manufacture,  com- 
plete and  ready  for  shipment;  also  of  all  mate- 
rial and  supplies  on  hand. 

With  a  proper  stock  record  system,  there 
will  be  less  chance  of  overstocking  supplies 
and  tying  up  a  lot  of  capital,  and  also  prevent- 
ing the  possibility  of  running  out  of  supplies 
and  thus  Jying  up  the  plant. 

It  is  a  clear  case  of  the  "survival  of  the  fit- 
test" in  the  business  world. 

The  system  installed  in  our  factory  is  di- 
vided into  three  parts: 

First — Perpetual  inventory  of  material  and 
general  supplies; 

Second— Perpetual  inventory  of  goods  part 
manufactured  and  goods  completed; 

Third— Factory  cost. 

The  system  is  of  our  own  installation,  it  hav- 
ing been  worked  out  to  meet  our  require- 
ments.   Changes  are  sometimes  made  to  meet 


new  conditions  where  the  records  can  be  im- 
proved or  work  shortened. 

The  record  of  this  system  is  a  clear  and 
concise  statement  of  what  the  factory  is  pro- 
ducing each  day  and  what  it  consumes  in  labor 
and  material,  as  well  as  of  its  "burden"  or 
fixed  expenses.  It  enables  us  to  determine  the 
cost  of  our  product,  finished  or  in  process  of 
completion. 

The  comparison  sheets  show  at  a  glance  the 
rise  and  fall  in  the  producing  cost  of  each 
operation,  of  any  article,  in  any  and  all  depart- 
ments, from  the  time  the  iron  is  melted  until 

Fig.  1. 


7 


^---^  "^^- 


the  product  is  ready  for  shipment;  the  cause 
may  be  located  and  the  defects  of  the  depart- 
ment, whether  in  employment,  reduction  of 
output,  or  the  purchase  of  stock  and  general 
supplies  may  be  remedied. 

The  resirlts  obtained  by  the  use  of  this  sys- 
tem have  enabled  us  to  install  inspectors  in  our 
departments  without  adding  materially  to  the 
cost  of  production.  It  has  aided  us  in  cutting 
out  many  of  the  little  leakages  which  before 
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the  installation  of  the  system  was  left  go  un- 
noticed. 

MATERIAL  AND  SUPPLY  RECORD. 

This  record  is  kept  by  the  stockroom  keeper. 
AH  entries  are  made  on  cards  specially  de- 
signed for  this  purpose.  (Fig.  1.)  Each  item 
is  entered  on  a  separate  card.  These  cards  are 
kept  in  a  card  cabinet  and  properly  indexed. 

All  supplies  ordered  by  the  purchasing  de- 

Fia  2. 
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partment  arc  entered  in  "order^  column.  When 
supplies  are  received  they  are  entered  in  "re- 
ceived" column.  All  supplies  used  each  day 
are  entered  in  "given  out"  column.  "On  hand" 
shows  amount  of  supplies  on  hand  at  close  of 
each  day;  on  the  upper  right-hand  comer  we 
have  the  minimum  limit  and  rush  limit ;  on  the 
upper  left-hand  comer  the  name  of  the  article 
and  price  and  in  the  center  is  designated 
whether  bought  on  contract  or  not;  also  name 
of  firm  with  whom  contract  is  prlaced. 

When  sopplies  have  reached  the  minimum 
limtt»  Ae  ttockroom  keeper  h$ue$  n  carbon  du- 


plicate  requisition  on  the  purchasing  depart- 
ment for  the  kind  and  quantity  of  supplies 
wanted.  Should  tlie  supplies  reach  the  "msh 
limit,"  the  stockroom  keeper  issues  a  carbon 
duplicate  "rush  limit"  requisition,  giving  num- 
ber of  order  and  date  of  minimum  requisition. 
The  duplicate  requisitions  show  that  the  stock- 
room keeper  has  done  bis  duty  and  it  is  then 
Fig.  3. 
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up  to  the  purchasing  department  to  do  the 
rest.  These  duplicates  are  filed  away  for 
future  reference. 

The  minimum  and  rush  limits  aid  in  keeping 
sufficient  material  and  supplies  on  hand  at  all 
times. 

No  supplies  are  given  out  to  any  department 
without  a  requisition  signed  by  the  foreman  of 
that  department. 

In  order  to  eliminate  any  unnecessary  run- 
ning of  the  men  to  the  stodcroom  for  supplies, 
each  foreman  is  provided  with  a  small  stoit" 
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room,  where  a  quantity  of  general  supplies  are 
kept,  from  which  he  gives  the  men  the  supplies 
needed.  Eadi  ioreman  has  a  record  sheet  on 
which  he  enters  all  the  supplies  each  man  has 
received  during  the  day.  This  sheet  is  handed 
to  the  stock  clerk  each  evening,  who  in  turn 
enters  the  same  on  a  semi-monthly  report 
sheet.  This  sheet  is  issued  in  duplicate;  one 
sheet  goes  to  the  cost  clerk  and  the  other  to 
the  superintendent.  From  the  records  of  this 
sheet  the  superintendent  gets  a  perfect  knowl- 
edge of  how  and  where  the  supplies  are  used 

Fig.  4. 
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and  also  hy  comparing  with  former  sheets  can 
see  if  any  of  the  workmen  are  needlessly  wast- 
ing any  of  the  supplies. 

We  have  found  that  after  having  installed 
this  supply  checking  system  a  good  deal  of 
supplies  have  been  saved,  as  it  makes  each 
man  use  his  supplies  economically. 

For  inventory  purposes  we  have  the  "value 
column"  where  the  cost  of  the  supplies  on 
hand  are  entered.  The  cost  of  the  supplies 
are  figured  once  eadi  month  and  handed  to  the 
inventory  figuring  department. 

TIMEKEEPING,    PERPETUAL    INVENTORY    AND    IN- 
SPECTING SYSTEM. 

We  use  the  International  time-recording 
clodc.  Each  employe  must  ring  in  when  start- 
ing to  work  and  must  ring  out  when  leaving 
the  factory.  Each  employe  is  given  a  number 
and  a  card  (Fig.  2),  on  which  the  clock  regis- 
ters the  time  of  starting  to  work  and  when  he 
leaves  the  factory.  This  clock  is  in  the  time- 
keeper's office,  through  which  all  employes 
must  pass. 

Each  department  has  an  inspector  who  care- 
fully inspects  all  work  finished  by  each  man 
and  rejects  all  defective  castings.  When  the 
workman  has  finished  his  batch  of  work,  he 
places  a  check  slip  (Fig.  3)  on  his  work,  filling 
out  the  upper  part  of  the  slip,  giving  the  date, 
workman's  number,  stock  number  and  number 
pieces.  This  done,  the  inspector  inspects  and 
counts  the  work;  if  found  correct  enters  his 
number  on  the  upper  end  of  slip,  then  fills  in 
the  lower  half,  handing  back  the  lower  half  to 
tho  workman.  The  upper  half  is  deposited  by 
the  inspector  in  a  box  in  the  timekeeper's  of- 
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fice.  In  the  evening  the  workman  fills  out  his 
time  card  (Fig.  4)  as  per  check  slips  received 
from  the  inspector.  On  this  time  card  he  en- 
ters his  number,  dale,  stock  number,  number  of 
pieces,  kind  of  work  performed,  number  of 
hours  and  price  per  hundred  or  per  hour.  If 
he  has  during  the  day  performed  any  general 
labor  in  his  department,  or  in  any  other  de- 
partment he  enters  this  on  his  time  card,  giv- 
ing kind  of  work,  number  of  hours  and  name 
of  department.  This  time  card  is  deposited  by 
the  workman  in  a  box  at  the  timekeeper's 
office. 
The  timekeeper  takes  all  these  check  slips 


ment  the  previous  day,  the  number  of  irons  re- 
ceived into  the  department,  number  of  irons 
taken  out  of  the  department  j^ch  day  and  the 
difference  must  be  the  balance  on  hand  at  the 
close  of  the  day.  If  the  records  do  not  tally, 
it  at  once  shows  that  an  error  has  been  made 
in  the  department.  These  errors  are  traced  up 
by  the  clerk  and  inspectors  in  whose  depart- 
ment the  error  is  made.  These  records  give 
us  an  effective  check  on  all  work  in  each  de- 
partment and  pjevent  any  possible  chance  of 
paying  any  man  for  work  not  performed. 

All   defective  castings  rejected  in  each  de- 
partment are  checked  out  each  day  in  scrap 


Fig.  6. 
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and  time  cards  and  rechecks  them,  also  checks 
with  the  time  clock  card;  if  found  correct  he 
enters  each  man's  time  on  the  time  book,  al- 
lowing one  sheet  for  each  man.  Each  man's 
time  is  itemized  as  per  his  time  card,  the  dol- 
lars and  cents  being  distributed  to  the  various 
heads,  viz.,  productive  labor,  non-productive 
general  repairs  and  operative.  This  finished, 
the  timekeeper  hands  all  productive  labor 
cards  to  the  perpetual  inventory  clerk  who  en- 
ters on  the  perpetual  inventory  sheets  the 
total  of  all  irons  in  process  of  manufacture  in 
each  department.  (Fig.  5.)  These  sheets  give 
a  complete  record  of  all  irons  finished  in  the 
various  stages  in  each  department,  from  the 
moulding  department  to  the  packing  depart- 
ment during  each  day.  These  sheets  also  show 
the  number  of  irons  on  hand  in  each  depart- 


column  of  perpetual  inventory  sheet,  and  a 
complete  record  of  all  scrap  from  each  depart- 
ment is  kept  on  a  separate  sheet  for  the  double 
purpose  of  ascertaining  the  percentage  of  scrap 
and  obtaining  the  loss  on  all  scrap,  which  is 
charged  to  the  cost  of  good  castings. 

A  separate  sheet  is  kept  of  all  finished  gioods 
on  hand.  It  is  on  the  same  principle  as  Fig.  5. 
This  sheet  shows  the  number  of  sets  of  irons 
on  hand,  number  of  irons  assembled,  number 
of  irons  shipped  and  the  balance  on  hand  at  the 
close  of  the  day. 

The  shipping  clerk  hands  the  perpetual  in- 
ventory clerk  a  record  sheet  of  all  goods 
shipped  during  the  day.  After  the  perpetual 
inventory  clerk  has  entered  these  records  on 
his  sheet  he  hands  it  to  the  billing  clerk,  who 
checks  same  up  with  the  consignees'  invoices. 
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This  prevents  the  possibility  of  any  goods  be- 
ing shipped  out  without  being  billed. 

By  this  system  of  perpetual  inventory, 
monthly  inventories  can  be  taken  of  all  part- 
manufactured  and  finished  stock  without  re- 
sorting to  the  old  method  of  taking  stock, 
which  usually  had  to  be  done  on  Sundays,  and 
often  in  an  unsatisfactory  way.  All  this  is 
dispensed  with  and  a  monthly  statement  of 
the  concern  can  be  issued  in  a  remarkably 
short  time  and  at  no  additional  cost,  as  it  is 
the  duty  of  each  record  clerk  to  figure  up  the 
inventory  from  his  records,  handing  the  same 
to  the  inventory  figuring  department,  which 
makes  up  the  monthly  statements. 


obtained  from  the  records  in  the  general  office. 

The  productive  labor  is  used  as  a  basis  in 
figuring  the  cost  of  production. 

AH  non-productive  labor  is  figured  on  the 
total  productive  labor  of  each  payroll.  The 
payroll  distribution  sheet  (Fig.  6)  illustrates 
the  method  of  distributing  the  payroll  and  how 
we  arrive  at  the  percentage  of  non-productive 
labor. 

First — All  labor  performed  direct  on  the 
manufactured  product  is  charged  to  produc- 
tive labor. 

Second — All  departmental  labor,  such  as 
rough  labor,  trucking,  inspecting,  etc.,  is 
charged  to  non-productive  labor  general. 


Fig.  7. 
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In  case  of  a  destructive  fire,  we  are  always 
in  possession  of  records  showing  all  goods  and 
supplies  on  hand  in  any  department  which 
might  have  been  destroyed.  This  affords  a 
valuable  help  in  adjusting  fire'  losses. 

COST   SYSTEM. 

Our  cost  sheets  are  arranged  according  to 
the  rotation  of  the  articles  passing  from  one 
operation  to  another,  through  the  different  de- 
partments, from  the  foundry  to  the  shipping 
department — ten  departments  in  all. 

The  cost  of  production  •  is  figured  semi- 
monthly, based  on  the  payrolls. 

The  cost  clerk  obtains  his  data  of  all  part- 
manufactured  and  finished  product,  and  all 
productive  and  non-productive  labor  from  the 
timekeeper's  payroll  book.  The  "burden,"  or 
fixed  expenses,  chargeable  to  the  factory  are 


'I'hird — All  labor  performed  in  repairing 
tools,  patterns  and  dies  is  charged  to  repair 
labor. 

Fourth — Salaries  of  superintendents,  fore- 
men, clerks  and  engineers  are  charged  to  oper- 
ative labor.  These  last  three  items  added  to- 
gether give  the  total  non-productive  labor. 
The  total  productive  labor  divided  into  the 
total  non-productive  gives  the  percent,  of  non- 
productive labor. 

Then  we  have  the  "burden,"  or  fixed  ex- 
pense, such  as  taxes,  drayage,  freight,  fuel  and 
light,  insurance,  depreciation,  etc.  These  vari- 
ous items  are  averaged  up  each  month,  except 
the  item  of  depreciation,  which  is  based  on  the 
general  wear  and  tear  of  building  and  machin- 
ery for  one  year.  One-half  of  the  total  amount 
of  these  items  is  figured  with  each  payroll  on 
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the  percentage  plan.  The  percent,  of  non- 
productive labor  and  per  cent,  of  "burden,"  or 
fixed  expenses,  are  added  together  and  appor- 
tioned on  all  items  of  productive  labor  from 
the  time  the  product  is  started  until  completed 
and  ready  for  shipment. 

The  method  of  ascertaining  and  recording 
the  proportionate  cost  of  the  non-productive 
labor,  usually  considered  a  difficult  undertak- 
ing, is  by  this  system  shown  to  be  an  easy  and 
simple  computation. 

The  purpose  of  these  percentages  is  to  give 
the  absolute  cost  of  producing  each  part,  which 
is  obtained  by  adding  them  to  the  flat  cost  of 
each  part,  at  each  operation.  This  is  easily 
done  as  all  our  work  is  being  done  on  the  piece 
work  plan. 

Cupola  Sheet  (Fig.  7)  illustrates  how  we 
arrive  at  the  cost  of  melted  iron.  It  is  very 
important  for  any  foundry  to  ascertain  the 
exact  cost  per  pound  of  melted  iron  obtained 
from  their  cupola,  as  the  cost  of  melted  iron 
forms  the  basis  on  which  the  first  cost  of  a 
casting  must  be  figOred.  On  the  cupola  sheet 
is  entered  the  cost  and  total  weight  of  pig 
iron,  scrap  iron,  coke,  limestone,  fire  clay  and 
cost  of  repairs,  if  any.  From  this  total  cost 
of  material  is  subtracted  the  value  of  sprues, 
gates  and  overcharge  of  the  total  casts  or 
heats ;  this  gives  the  net  cost  of  material.  To 
this  is  added  the  cupola  labor  which  gives  the 
total  net  cost  of  charge.  This  total  net  cost, 
divided  by  the  net  weight  of  good  castings  re- 
ceived from  the  cupola,  gives  the  cost  per 
pound  of  melted  iron.  Besides  the  cost  of 
melted  iron,  the  sheet  shows  the  per  cent,  of 
loss  in  melting,  per  cent,  of  good  and  bad 
castings,  per  cent,  of  scrap  iron  to  pig  iron 
melted,  per  cent,  of  coke  and  limestone;  and 
also  the  number  of  pounds  of  pig  iron  melted 
with  one  pound  of  coke.  These  percentages 
are  a  valuable  asset  in  running  a  cupola  eco- 
nomically. 

On  the  foundry  sheet  (Fig.  8)  is  entered  the 
stock  number  of  each  kind  of  casting  moulded, 
the  number  of  castings  moulded,  productive 
cost,  cost  of  helpers,  taking  castings  from  sand, 
productive  cost  of  rattling  castings,  tools,  sup- 
plies, sand  and  non-productive  labor,  total  cost, 
total  cost  of  each,  cost  of  melted  iron  and 
present  cost. 

Non-productive  labor  is  computed   on  the 


total  productive  labor  of  moulding  and  rattling. 
For  example,  on  stock  number  59  the  total 
productive  labor  of  moulding  and  rattling  is 
$238.21.  On  payroll  distribution  sheet  (Fig.  6) 
the  non-productive  labor  is  given  at  sixty  per 
cent. ;  sixty  per  cent,  of  $238.21  equals  $142.92 
— non-productive  labor  on  stock  number  59. 
The  cost  of  tools,  supplies  and  sand  is  obtained 
from  the  material  and  supply  records  of  the 
stockroom  keeper.  Adding  these  several  items 
together  gives  the  total  cost  of  casting  or  ar- 
ticle designated  by  stock  number  59.  The  total 
cost,  divided  by  number  of  castings  (30,000), 
gives  the  cost  of  each  casting.  To  this  cost  is 
added  the  cost  of  melted  iron,  which  is  ob- 
tained by  multiplying  the  weight  of  one  cast- 
ing by  the  cost  per  pound  of  melted  iron.  Add- 
ing together  the  "cost  of  each"  and  "cost  of 
melted  iron"  gives  the  present  cost  of  one 
casting  on  stock  number  59  in  the  foundry  de- 
partment. This  casting  is  now  ready  for  the 
next  operation  in  the  next  department  and  the 
cost  of  each  is  figured  in  the  same  way  on  all 
the  balance  of  the  operations  of  afl  the  cast- 
ings moulded.  Each  cost  sheet  is  made  to  fit 
the  operation  in  the  department  where  the  pro- 
ductive work  on  the  castings  are  performed. 
All  productive  labor,  supplies,  tools,  material, 
etc.,  used  in  each  operation  is  added  to  that 
operation.  Cost  of  each  and  present  cost  is 
found  in  the  same  manner  as  before. 

When  all  the  diflFerent  parts  which  go  to 
make  up  a  set  of  sad  irons  are  completed,  they 
are  taken  to  the  assembling  room  and 
assembled. 

On  assembling  sheet  (page  11)  is  entered  the 
stock  number,  number  of  hours,  number  of 
sets  assembled,  productive  labor,  non-produc- 
tive labor,  boxes,  cartons,  paper,  nails,  tools, 
total  cost,  cost  of  each,  total  cost  of  assem- 
bled parts  and  present  cost. 

The  cupola,  foundry  and  assembling  sheets 
explained  in  this  article  give  a  general  idea 
of  how  the  balance  of  the  sheets  of  this  sys- 
tem are  entered,  kept  and  figured.  After  each 
set  of  cost  sheets  for  each  payroll  has  been 
completed,  the  cost  clerk  enters  all  costs  and 
records  contained  on  the  cost  sheets  on  com- 
parison sheets.  These  sheets  give  a  complete 
semi-monthly  record  of  all  material,  supplies, 
tools,  scrap,  productive  labor,  non-productive 
labor,  etc.,  jjsed  m  each  department  and  on 
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each  operation  of  each  article  for  the  current 
year. 

The  cost  of  a  set  of  sad  irons  usually  vary 


at  each  payroll,  and,  in  order  to  get  an  aver- 
age cost  for  the  year,  we  strike  an  average 
of  all  the  cpsts  figiirod  during  the  year. 


THE   COST   OF  PRODUCTION" 


To  the  Editor: 

The  president  of  this  company  (Grand 
Rapids  Refrigerator  Company),  has 
called  my  attention  to  the  article  on  Cost  of 
Production   in  your   December   Number. 

The  auditing  and  distributing  of  cost  ac- 
counts constitutes  the  chief  portion  of  my  duty 
here.  It  has  been  a  subject  of  close  study  for 
several  years,  and  during  that  time  a  rather 
extended  correspondence  grew  up  between 
myself  and  many  gentlemen  extensively  en- 
'  gaged  in  manufacturing  all  over  the  country. 

This  correspondence  was  interrupted  by 
loss  of  sight,  but  having  been  relieved  of  that 
by  surgical  skill,  I  should  very  much  enjoy 
a    renewal  of  the  correspondence. 

At  the  head  of  your  article  you  quote 
President  Charles  W.  Asbury  regarding  unre- 
munerative  prices  based  upon  unreliable  in- 
formation as  to  costs,  and  his  pertinent  con- 
clusion that  "Unless  steps  are  taken  to  get  at 
the  root  of  this  evil,  there  is  danger  of  seri- 
ous   consequences." 

All  manufacturers,  and  particularly  those 
of  Hardware,  laboring  under  careless  cost  es- 
timates, are  exposed  to  one  very  apparent 
danger  of  justifying  in  experience  Mr.  As- 
bury's  conclusion.  Under  the  method  of  es- 
timates applied  annually,  or  even  monthly,  in 
a  general  distribution  of  costs  and  margins, 
some  items  in  the  catalogue  will  be  priced  far 
above  what  they  could  be  profitably  sold  for 
and  some  far  below  what  anybody  could  af- 
ford to  make  them  for.  Sometimes  each  or 
several  of  these  wide  margins  on  high-priced 
goods  is  sure  to  attract  the  notice  of  some 
manufacturer  sharp  enough  to  see  the  rea- 
son why.  then  he  will  certainly  at  once  spe- 
cialize his  plant  and  capture  the  market,  while 
his  former  associates  or  competitors  still  hold 
the  bag  of  estimated  costs. 

In  fact,  estimates  should  not  be  admitted 
into  a  system  of  cost  accounting  at  all.  Act- 
ual figures  should  be  demanded  as  the  only 
basis  for  declared  costs,  and  obvious  reasons 
should  be  required  as  the  only  ground  for 
any  proportion  or  ratio  used  in  the  distribution 
of  those  costs*  among  the  several  items  in  the 
product.  And  this,  because  these  figured  re- 
sults and  obvious   reasons  are  obtainable. 

Among  the  number  of  gentlemen  whose 
comments  on  President  Asbury's  statement 
are  printed  by  you,  Mr.  William  M.  Pratt,  of 
the  Goodell-Pratt  Co.,  Greenfield,  Mass.,  says 
"It  is  a  very  desirable  thing  for  the  American 
Hardware  Association  to  establish  a  bureau 
for  the  use  of  the  members  with  the  aim  that 
each  member   might  be  able   to   improve  his 


cost  system."  I  do  not  know  exactly  how 
far  Mr.  Pratt  may  have  developed  the  details 
of  his  ideal  bureau  nor  how  closely  he  would 
expect  it  to  approach  a  school  of  cost  ac- 
counting, but  a  study  and  experience  of 
several  years  has  convinced  me  that  basic, 
or  fundamental  principles,  have  already  been 
developed  in  sufficient  number  to  raise  cost 
accounting  to  the  degree  of  exact  science. 
Many  would  perhaps  impulsively  express  a 
differing  opiftion  on  the  ground  that  in 
several  different  plants  conditions  which 
would  be  supposed  to  correspond  are  really 
found  to  be  so  variable  as  to  cause  it  to 
appear  impossible  to  apply  a  uniform  sys- 
tem of  cost  accounting — each  firm  doing  its 
business  in  some  ways  or  methods  differing 
from  all  others.  But  now  the  sanle  things 
are  with  equal  justice  predicated  of  book- 
keeping, yet,  when  these  firms  want  a  new 
bookkeeper  they  advertise  for  one  of  "train- 
ing and  experience."  It  is  even  now  demon- 
strable that  without  the  trained  and  experi- 
enced accountant  and  distributor  of  costs,  the 
trained  and  experienced  accountant  and  dis- 
tributor of  cash  may  attend  many  manufac- 
turer to  failure. 

Every  step  of  the  work  of  the  cost  ac- 
countant must  be  taken  with  regard  to  har- 
mony at  the  end  of  the  year  with  the  book- 
keeper's ledger,  but  he  must  not  defer  a 
showing  of  results  to  the  end  of  the  fiscal 
year.  If  he  would  save  his  employer  from 
going  deeply  into  losing  lines,  the  cost  ac- 
countant must  exhibit  a  manufacturing  bal- 
ance from  the  beginning  of  the  year  to  the 
date  of  each  payroll.  And  this  exhibit  so 
classified,  analyzed  and  tabulated  that  it  will 
require  but  a  few  minutes  figuring  to  ex- 
press the  cost  to  date  of  any  one  article  of 
the  product. 

Materials  must  be  traced  and  classified  and 
wastage  determined  and  accounted  for. 

Labor  must  be  traced  and  classified.  Per- 
haps in  no  one  department  of  a  factory  will 
labor  be  applied  in  equal  proportion  in  kind 
and  quality  upon  the  several  items  quoted  in 
the  catalogue. 

Expense  accounts  must  be  studied  and  dis- 
tributed fairly  in  proportion  to  their  actual 
relation  to  different  elements  of  the  product. 

And  these  things  can  be  done,  tracing  every 
dollar,  every  cent  from  the  cashier's  desk  to 
its  final  resting  place  in  the  finished  product 
or  to  its  proper  account  current  in  the  ledger. 
Yours  very  truly,  Geo.  S.  Stransbury, 

Auditor  and  Cost  Accountant 

Grand  Rapids,  Mich.,  Dec,  1007. 
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The  Fliiladelphia  Hardwaremen 

The  annual  banquet  of  the  Hardware  Mer- 
chants and  Manufacturers'  Association  of 
Philadelphia  was  given  at  the  Bellevue-Strat- 
ford,  on  the  evening  of  Thursday,  Jan,  30, 
and  was  largely  attended.  It  was  a  success,  as 
are  all  its  gatherings — a  success  as  to  speakers, 
Philadelphia  hospitality  of  a  material  sort, 
music  and  sociability. 

The  annual  meetmg  of  the  association  was 
held  several  days  previous  at  the  official  head- 
quarters in  the  Bourse.  Edward  S.  Jackson, 
of  the  Miller  Lock  Co.,  was  elected  president, 
and  Paul  A.  Griffiths,  oi  Shields  &  Bro.,  vice- 
president. 

There  was  no  opposition  to  the  re-election 
of  T.  James  Fernley  as  sectetary  and  treas- 
urer, and  the  following  were  chosen  directors: 
William  W.  Supplee,  of  the  Supplee  Hardware 
Co. ;  Charles  Z.  Tryon,  of  C.  Z.  Tryon  &  Co. ; 
Thomas  Devlin,  of  the  Thomas  Devlin  Mfg. 
Co.;  Joseph  J.  McCaffrey,  of  McCaffrey  File 
Co. ;  A.  S.  King,  National  Enameling  &  Stamp- 
ing Co.;  Samuel  Disston,  of  Henry  Disston  & 
Sons. 

The  association,  after  referring  to  the  fact 
that  the  Philadelphia  banks  during  the  recent 
financial  stringency  were  able  and  willing  to 
extend  to  the  city's  manufacturers  and  mer- 
chants sufficient  currency  for  their  payrolls 
and  other  urgent  needs,  adopted  resolutions 
thanking  the  Clearing  House  Association  and 
pledging  the  Hardware  dealers*  support 

In  a  Hardware  Window 

Burleigh  Goodrich,  the  window  decorator 
for  the  Hinde  Hardware  Co.,  Riverside, 
Cai.,  proved  himself  an  artist  in  the  ingenious 
construction  of  an  automobile  displayed  in 
one  of  the  store  windows.  The  wheels  of  the 
machme  were  grindstones,  and  the  body  of 
the  machine  made  of  porcelain  plumbing  sup- 
plies— the  tonneau  being  a  sitz  tub,  the  front 
seat  a  wall  sink  and  the  hood  of  an  inverted 
sink.  The  steering  gear  was  a  bath  tub  fix- 
ture for  hot  and  cold  water,  and  tin  funnels, 
containing  electric  lights,  used  for  lamps. 
These  were  lighted  at  night,  and  made  the 
display  even  more  realistic  than  in  the  day 
time. 

A  Future  Hardware  Kanager 

There  is  a  Hardware  store  in  the  West 
where  for  eleven  years  the  goods  have 
been  packed  in  a  middle  room  on  the  ground 
floor,  wheeled  twenty-five  feet  to  the  rear  and 
loaded  on  the  trucks  for  shipping  or  local  de- 
livery. The  trucks  then  drove  along  an  alley 
that  runs  by  the  side  of  the  store  to  the  street 
exit. 

A  new  boy  from  the  grammar  school  had 
been  put  to  work  in  this  department,  at  three 
dollars  a  week.  At  the  end  of  the  second  day 
he  said  to  the  man  in  charge,  "Gee  I  but  I'd  get 
rid  of  all  this  wheeling." 

''You  would,"  sneered  the  departMent  boss. 


"How  would  you  do  it?" 

"Fd  cut  a  door  in  that  side  wall  and  load 
there." 

The  man  scratched  his  head  and  considered. 
The  manager  came  along  just  then,  and  the 
proposition  was  put  up  to  him.  He  said  in- 
stantly, "The  boy  is  right.  Wonder  we  never 
thought  of  it." 

The  next  day  a  mason  and  carpenter  came 
and  the  door  was  made.  Not  only  is  the  in- 
side distance  shortened,  but  the  trucks  save 
fifty  feet  of  going  and  coming  through  the 
alley  on  every  trip. 

Great  Need  of  Bat  Traps 
«TI7ere   I   an   inventor,"   remarked   a  man 

VV  •  who  has  long  manufactured  Hard- 
ware, "I  would  devote  my  energies  to  the 
creation  of  a  rat  trap  that  would  be  the  best 
out  and  sell  at  the  lowest  possible  price.  Were 
I  a  young  man  I  would  start  a  rat  trap  fac- 
tory immediately." 

"Why  this  sudden  enthusiasm?" 

"For  the  simple  reason  that  now  it  has  been 
discovered  that  some  of  the  worst  plagues 
with  which  the  world  is  cursed  are  carried 
about  almost  solely  by  rats,  there  will  soon 
be  a  general  rat  hunt,  such  as  the  world  has 
never  before  seen." 

Beport  Fireanns  Sales 

The  Hardware  dealers  of  Milwaukee,  Wis., 
are  to  have  an  interesting  and  lively  time 
under  a  new  city  ordinance.  They  will  have 
to  hurry  with  a  report  to  the  central  police 
station  every  time  they  sell  a  firearm  or  other 
deadly  weapon.  This  report  is  to  contain  the 
full  name,  address,  occupation  and  description 
of  the  weapon.  Violations  are  punishable  by  a 
fine  of  $25  to  $100,  or  imprisonment  of  ten 
to  thirty  days. 

The  Snocessfnl  Associations 

"One  great  reason  why  the  Hardware  As- 
sociations of  America  have  succeeded  so  well 
and  held  together  so  long,"  remarked  an  ex- 
perienced official,  "is  found  in  the  fact  that 
they  have  never  attempted  to  regulate  prices, 
buy  by  co-operation,  or  limit  production.  Each 
man  has  been  allowed  to  run  his  own  business 
in  his  own  way." 

Some  Hardware  Terms 

The  young  men  who  are  struggling  with  the 
rudiments  of  the  Hardware  business  in  Eng- 
land, run  up  agrinst  a  number  of  terms  that 
might  stagger  much  older  heads.  Thus,  when 
a  customer  comes  in  and  asks  for  a  "dog 
hook,"  "a  budget  lock,"  "a  Thackeray 
Washer,"  "a  castle  nut,"  'a  farrier's  buflPer," 
or   "water  glass." 

A  Patron  of  Windmills 

Where  do  all  the  windmills  go  to?  A  farm- 
er of  South  Africa  can  account  for 
some  of  them,  as  he  has  ninety  whirring  away 
on  "his  premises  whenever  the  wind  blows. 
By  this  means  he  brings  water  to  his  cattle 
instead  of  driving  the  cattle  to  the  water. 
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Sisplays  That  Advertise 

That  C.  W.  Kilner,  of  Burhans  &  Black  Co., 
Syracuse,  N.  Y.,  is  an  expert  at  window 
dressing  is  patent  to  the  reader  by  reference 
to  the  cut  herewith.  The  description  of  the 
window  follows: 

Size  of  window,  9%  by  21  feet;  background 
white  cheese  cloth;  posts  1  foot  diameter,  5 
feet  high;  center  posts  15  inches,  diameter,  7 
feet  high,  covered  with  pink,  pleated.  The 
idea  is  to  take  the  "Prisco"  Line  in  the  front. 
In  the  center  of  each  glass  was  suspended  a 
"Prisco"  Lantern,  and  over  it  the  word 
"Prisco**  with  a  hand  at  each  comer,  pointing 
to  the  lantern.     At  the  back,  from  each  post, 


S3rracuse,  81  miles."  Behind  the  "Frisco"  train 
was  an  engine,  tender  and  two  cars,  wrecked. 
The  pilot  was  broken  off  the  engine,  which  had 
run  into  a  searchlight  "Prisco."  This  was  the 
only  lantern  on  the  track;  the  others  you  see 
were  back  of  it.  The  two  dilapidated  cars  are 
off  the  track  and  are  marked:  "Old-line  Lan- 
terns," and  the  ground  is  covered  with  broken 
lanterns  and  globes.  On  the  bank  near  the 
tender  is  a  'liobo"  who  has  been  stealing  a 
ride  and  a  sign  near  him  reads:  "Wish  Td 
taken  the  Trisco*  Line."  Directly  in  front  of 
the  lantern  on  the  track  was  a  sig^  reading: 
"  Trisco'  stops  them  all."  The  bottom  of  the 
window  was  green  excelsior. 


Display  of  Lanterns  by  Burhans  &  Black  Co.,  Syracuse,  N.  Y. 


was  a  half-circle  of  bent  wood,  with  a  line  of 
"Prisco"  Lanterns,  and  on  top  of  the  posts 
were  the  street  lamps,  the  station  lamp  at  the 
left.  Two  '^bediahs"  were  sitting  under  the 
line  of  lanterns,  but  one  was  partly  hidden  by 
the  division  of  the  window.  Above  the  center 
column  was  a  sign  reading :  "Take  the  Trisco' 
Line;  reaches  all  principal  points,*'  and  below 
it:  "If  it's  a  Trisco'  it's  worth  more"— "Uncle 
Obediah" — ^also  some  poetry.  Through  the 
center  the  whole  length  of  window  was  a  track 
elevated  about  one  foot,  covered  with  a  gravel 
roofing,  for  roadbed.  At  one  end  was  a  brick 
station  which  a  train  was  just  entering  loaded 
with  "Prisco"  Lanterns.  On  the  rear  car  were 
two  kids,  one  sitting  on  top  and  one  climbing 
up  the  back  ladder.  On  the  comer  of  last 
car  was  a  streamer  reading :  "Take  the  Trisco' 
Line,"  On  the  end  of  the  station  was  a 
sign   marked:     "Trisco/  Buffalo,   68  miles; 


Mr.  Kilner,  in  making  suggestions  for  in- 
creasing sales,  states: 

First  Marking  in  Plain  Figures. — Have  on 
all  lanterns  in  plain  figures  "the  selling  price.' 
In  a  large  store  all  salesmen  are  not  posted  on 
all  lines.  Nothing  is  more  annoying  to  a  cus- 
tomer than  waiting  to  have  the  clerk  look  up 
the  price.  Very  often  the  sale  is  lost,  when  it 
could  have  been  made  If  the  article  had  been 
marked  in  plain  figures.  If  we  stop  to  consider 
this  lost  sale  it  concerns  at  least  five  persons. 
The  customer,  the  salesman,  the  buyer,  the 
firm  and  the  manufacturer. 

Store  Showing  of  Lanterns. — Most  dealers 
make  a  mistake  in  not  showing  lanterns.  We 
show  lanterns  twelve  months  in  the  year.  Some 
say,  well,  lanterns  don't  sell  only  in  the  fall.. 
This  is  a  mistake.  Lanterns  do  sell,  not  only 
every  week,  but  nearly  every  day.  Who  wants 
a  lantern  in  the  summer?     The  camper,  the 
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fisherman,  etc.  Perhaps  the  camper  will  leave 
his  lantern.  So  much  the  better.  You  will 
have  a  chance  to  sell  him  one  next  year,  per- 
haps, if  you  don't  have  them  stowed  away  on 
the  top  floor,  and  it's  too  much  trouble  to  get 
one. 

Window  Showing  of  Lanterns. — Mark  all 
the  lanterns  with  selling  price.  It  saves  ask- 
ing, and  half  the  time  makes  the  sale.  Don't 
crowd  the  windows.  Too  many  are  worse 
than  not  enough.  Make  the  display  attractive 
— something  out  of  the  ordinary;  in  other 
words,  some  idea  to  stop  the  people.  Be  sure 
to  show  "Obediah."  He  alone  with  one  lan- 
tern will  do  more  advertising  than  six  dozen 
lanterns  with  him  out.  Make  your  ad.  on  lan- 
terns the  center  of  attraction.  Above  all 
things,  have  the  window  clean. 
An  old  scheme,  but  a  good  one  to  use,  "Uncle 


Butler  Bros.'  St.  Louis  Building 

Butler  Bros.,  with  large  buildings  in  New 
York,  Chicago,  Minneapolis,  announced 
last  month  that  the  St.  Louis  full-block  struc- 
ture was  ready  for  business.  It  is  said  to  be 
the  largest  commercial  building  in  St.  Louis 
devoted  to*  the  use  of  one  firm.  It  would  take 
CIO  average  retail  stores,  20x60  feet,  to  equal 
the  capacity  of  this  new  building.  There  are 
fifteen  electric  elevators,  1,000,000  feet  of  niaplt: 
flooring,  10,000  sprinkler  heads,  20,000  to  30,- 
000  feet  of  sprinkler  piping,  500  fire  doors, 
10,000  drop  lights,  3  gravity  package  chutes, 
and  19  acres  of  roof  and  floor  space.  It  took 
14  Mi  months  from  start  to  completion  of  build- 
ing, the  total  cost  of  which  has  been  $2,750,000. 
The  facilities  provided  will  enable  the  firm  to 
take  care  of  the  rapidly  growing  trade  in  the 
southwestern  section  of  the  country. 


Stove  and  Accessories   ExHiBir  by   Wynne  Hardware  Co..  Cottage  Grove,  Ore. 


Obediah"  on  the  floor  of  the  store,  have  him 
sitting  about  ten  feet  from  the  front  entrance, 
holding  a  lantern,  run  a  fine  small  cord  on 
pulleys  from  door  along  ceiling  to  just  over 
"Obediah,"  and  have  cord  come  down  behind 
him.  attached  to  printed  card,  "Buy  a 
Trisco,' "  or  anything  you  wish  to  advertise 
about  the  lantern.  The  cord  being  attached  to 
door  when  a  customer  enters  the  store,  the 
first  thing  he  sees  is  this  sign  coming  up  back 
of  the  figure  caused  by  the  opening  of  the 
door. 

We  were  all  satisfied  with  the  display  as  a 
business  producer.  While  there  is  not  a  large 
number  of  lanterns  sold  to  customers  in  a  city 
like  Syracuse,  we  have  had  many  people  call 
and  buy  lanterns  that  we  believe  would  not  do 
so,  except  for  this  window  display.  Undoubt- 
edly these  sales  made  other  sales  in  general 
Hardware. 


"I  didn't  have  time"  is  a  full  brother  to  "I 
forgot." 


A  Stove  Exhibit 

Wynne  Hardware  Co.,  Cottage  Grove,  Ore. 
had  a  window  display  that  showed  up 
especially  well  in  the  evening.  Several  styles 
of  heaters  and  a  kitchen  range,  roasters,  stove 
pipe,  tea  kettles,  etc.,  were  shown.  The  sides 
and  top  of  the  window  were  lined  with  alum- 
inum finished  stove  boards,  and  the  floor  was 
covered  with  linoleum. 


The  letter-heads  of  the  Gray  &  Dudley  Hard- 
ware Co.  have  become  national  in  character 
They  no  longer  carry  the  name  "Nashville,'' 
Tenn.,"  but  "Nashville,  U.  S.  A." 


Marshall,  Wood  &  Riley  Co.  is  a  new  corpo- 
ration which  has  taken  over  the  business  of 
Henry,  Wood  &  Marshall,  at  Plattsburgh, 
N.  Y.  The  capital  stock  is  $65,000.  The  com- 
pany will  extend  their  wholesale  business,  and 
will  carry  a  full  line  of  general  Hardware 
and  builders'  supplies. 
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The  first  sessions  of  the  Inland  Empire 
Implement  and  Hardware  Association 
were  held  on  the  15th  ult.  and  continued  the 
ICth  and  ITth,  at  Spokane,  Wash.  President 
R.  L.  Spiker,  Lewiston,  Idaho,  presided. 

OFFICERS  ELECTED. 

The  officers  elected  for  the  ensuing  year  arc 
as  follows: 

President— John  Smith,  Walla  Walla,  Wash. 
First   Vice-President — John    Rayraer,   Rear- 
don,  Wash. 

Second  Vice-President — I.  C.  Hattabaugh, 
Grangeville,  Idaho. 

Secretary-Treasurer — E,  W.  Evenson,  Spo- 
kane, Wash. 

EHrectors— T.  E.  Miller,  Nezpercc,  Idaho; 
A.  T.  Johnson,  Garfield,  Wash.;  C.  E.  Max, 
Coeur  d'Alene,  Idaho;  G.  R.  Bradshaw,  El- 
lensburg,  Wash.;  S.  W.  Bier,  Lynd,  Wash.; 
Hugh  Eaton,  Elberton,  Wash.;  John  Smith, 
Walla  Walla,  Wash. ;  J.  H.  Berge,  Davenport, 
Wash.;  E.  E.  Plough,  Wilbur,  Wash.;  John 
Raymer,  Reardon,  Wash.;  I.  C.  Hattabaugh, 
Grangeville,  Idaho;  A.  Z.  Wells,  Wenatchee, 
Wa^h. ;  C.  L.  Butterfield,  Moscow,  Idaho;  E. 
L.  Scott,  Oakesdale,  Wash.;  W.  A.  Bell, 
North  Yakima,  Wash.;  J.  R.  Stevenson,  Pom- 
eroy.  Wash.;  R.  L.  Spiker,  Lewiston,  Idaho; 
C.  A.  Loy,  Fairfield,  Wash. 

In  his  address  President  Spiker  referred  to 
the  business  of  the  past  year.  While  it  had 
not  been  entirely  satisfactory  in  all  respects, 
yet  it  had  been  better  owing  to  the  work  of 
the  organization  and  would  continue  to  get 
better.  The  experiences  brought  out  in  the 
convention  from  various  members  could  be  ap- 
plied to  one's  business  and  much  good  could 
be  derived  tiierefrom. 

Some  members  brought  up  the  matter  of 
asking  manufacturers  to  place  a  minimum  sell- 
ing price  upon  their  goods.  In  lines  where  the 
manufacturers  have  patented  goods  they  have 
the  right,  under  the  rulings  of  the  highest 
courts,  to  name  a  minimum  retail  price  under 
which  no  dealer  can  cut.  The  maker  has  a 
lawful  right  to  refuse  such  price  cutter. 

Conditions  in  regard  to  jabbers  selling  at  re- 
tail prices  were  reported  as  being  materially 
improved.  One  of  the  essential  things  in  busi- 
ness was  that  retailers  should  at  all  times 
show  honorable  action  toward  their  competi- 
tors. The  fact  that  a  customer  was  a  friend  is 
no  justification  for  a  cut  in  price;  for,  after  all, 
it  is  from  our  friends  that  we  should  expect  to 
derive  a  profit,  as  oiir  enemies  do  not  come 
near  the  store  wit'h  their  patronage. 

Sentiment  expressed  at  the  convention  was 
that  the  association  should  be  incorporated, 
and  steps  were  taken  toward  that  end. 

A  report  of  the  insurance  department 
showed  that  notwithstanding  heavy  fire  losses 
during  the  past  year,  a  return  of  premiums  to 
policyholders  of  33^  per  cent,  was  made,  a 


very  creditable  shqwing.  It  is  hoped  that  a 
much  larger  percentage  of  members  will  take 
out  fire  insurance  policies  during  this  year. 
The  risks  are  high  class  and  widely  scattered* 
and  all  die  premiums  saved  are  rebated  to  the 
policyholders. 

T.  M.  Shearman,  of  San  Francisco,  made  an 
address  on  "Has  the  Association  Made  Good  ?" 
He  reviewed  the  history  of  the  organization, 
and  it  was  his  opinion  that  the  organization 
had  made  good.  Seventy-five  per  cent,  of  the 
trade  in  the  Inland  Empire  and  ninety  per 
cent,  of  the  manufacturers  of  standard  goods 
are  with  the  members  in  fighting  catalogue 
house  competition. 

President  Spiker  called  attention  to  the  fact 
that  the  law  of  the  State  of  Washington  re- 
quired contract  notes  to  be  recorded  before 
they  became  binding  and  'had  the  effect  of 
chattel  mortgages.  The  expense  in  foreclosure 
is  too  high"  and  in  cases  where  the  debt  was 
small  the  expense  was  practically  prohibited. 
Debtors'  exemptions  are  too  high,  and  are  un- 
fair and  unjust.  Requirements  in  attachment 
cases  are  improper  and  the  speaker  contended 
that  when  action  was  brought  against  a  debtor 
that  the  debtor  should  not  be  allowed  to  move 
his  property  out  of  the  jurisdiction  or  to  dis- 
pose of  the  same  without  first  giving  a  bond  to 
secure  the  debt  sued  for.  The  secretary  called 
attention  to  the  benefits  of  co-operation  with 
other  state  associations  in  the  matter  of  se- 
curing legislation.  John  Smith,  Walla  Walla, 
said  that  bad  debts  could  be  avoided  by  the 
exercise  of  more  carefulness  in  the  matter  of 
extending  credit.  Too  of  ten  credit  was  given  a 
customer  of  uncertain  financial  standing  and 
reputation  because  of  the  fear  that  a  competi- 
tor would  sell  the  customer  if  he  did  not. 

A  committee  of  three  were  appointed  from 
each  state  to  consider  and  suggest  plans  for 
securing  favorable  legislation. 

John  Smith,  Walla  Walla,  Wash.,  spoke  on 
"The  Value  of  Local  Associations  and  My  Ex- 
perience with  Them." 

"What  Have  Yon  in  Your  Safe?" 

J.  W.  Nankervis  delivered  an  interesting  ad- 
dress, entitled  "What  Have  You  in  Your 
Safe?"  which  follows: 

I  am  going  to  make  a  little  heart-to-heart 
talk  on  a  subject  that  is  of  great  importance 
to  the  retail  dealer,  especially  in  the  Hardware 
and  implement  business.  I  presume  that  fully 
ninety-five  per  cent,  of  those  present  have 
closed  their  books  for  the  year  1907— 4ind  what 
have  you  in  your  safe  to  show  for  your  past 
year's  work?  I  have  met  a  great  number — 
met  friends  and  customers,  and  I  regret  to 
state  there  is  not  one  but  has  told  me  he  has 
been  satisfied  with  the  amount  of  business  he 
has  done,  but  dissatisfied  with  the  results. 
There  are  evils  in  all  businesses,  I  presume, 
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but  I  do  know  there  are  evils  in  the  implement 
business.  One  of  the  greatest  evils  we  have 
to  contend  with  is. the  evil  of  doing  business 
without  considering  about  Satisfactory  results. 
We  start  in  the  spring  of  the  year  with  hope, . 
we  anticipate  a  nice  business,  and  we  hope  we 
will  have  results,  but  the  latter  part  we  do  not 
consider.  We  go  on  and  the  further  we  go 
through  the  year  the  more  anxious  we  are  to 
do  business,  without  getting  down  to  the  vital 
point  of  ascertaining  whether  it  will  be  satis- 
factory to  us  or  not  and  when  the  close  of  the 
year  comes  around  it  has  not  been  or/has  not 
showed  up  a  profit  enough  to  justify  the 
amount  of  capital  invested  or  the  amount  of 
labor  and  worry  invested  in  that  year.  An- 
other evil  we  have  to  contend  with  is  the  folly 
of  the  implement  dealer  considering  his  profit 
upon  the  articles  he  is  selling  in  dollars  and 
cents  instead  of  on  a  percentage  basis.  Now 
when  you  receive  these  goods  covering  those 
lines  you  do  not  pick  up  a  hand  saw  and 
say  I  will  sell  that  for  $1  or  $1.50;  you 
do  not  pick  up  an  axe  and  say  I  will 
sell  that  for  $1  or  $1.75  or  $2;  you  do  not 
pick  up  a  horse  collar. and  say  I  will  sell  that 
for  $4.  You  find  out  the  cost,  plus  your  ex- 
pense, plus  a  reasonable  profit,  figure  out  your 
freight,  and  so  forth.  Now  that  is  one  of  the 
things  that  should  be  eliminated.  We  do  not 
go  down  to  the  bottom;  we  try  to  imagine 
what  the  results  will  be,  and  the  result  is  that 
we  fail  to  see  what  the  profits  really  are. 

Let  me  quote,  for  instance:  We  will  say 
that  a  man  has  got  $10,000  and  intends  to  open 
up  business.  Now  don't  laugh  at  ihe — that  is 
only  supposition.  I  don't  say  any  man  could 
accumulate  $10,000  in  the  business,  don't  state 
it  as  a  fact,  but  we  will  say  he  is  going  to  lo- 
cate in  a  good  town  in  a  good  section  of  the 
country  within  a  reasonable  distance  of  Spo- 
kane. Now  I  am  going  to  imagine  that  he  is 
going  to  do  a  $24,000  business.  He  has  a  capi- 
tal of  $10,000  when  he  starts  in  business,  and 
he  is  to  do  a  business  of  $24,000.  (Here  the 
speaker  read  from  a  list  of  figures  proving  in 
such  case  there  would  be  a  profit  of  $1,352.20.) 

Now  he  had  $10,000  on  the  start  and  it  was 
worth  $800  to  him  in  cash  each  year.  Now  he 
has  got  bills  receivable — ^always  uncertain.  He 
shows  profit  on  bills  receivable  that  never  is  ^ 
profit.  Now  there  is  too  much  of  that.  There 
is  a  case  of  where  a  man  was  wanting  to  do 
business  without  ascertaining  if  there  were  sat- 
isfactory results  to  be  obtained.  I  don't  sup- 
pose there  is  an  implement  man  here  that 
would  give  anybody  five  cents  to  go  into  their 
store  or  place  of  business,  examine  their  meth- 
ods of  doing  business,  examine  their  books  and 
try  to  tell  them  wherein  they  err.  They  might 
say,  and  I  believe  lots  of  them  would  say,  I  can 
tell  better  myself;  but  in  eastern  factories 
when  they  close  their  books  at  the  end  of  the 
year,  if  the  results  are  not  satisfactory,  they 
immediately  telegraph  to  New  York  Qf  Chi- 


cago to  an  auditing  company  or  some  otber 
company  there  and  have  their  man  come  and 
ascertain  all  about  their  methoda — go  right 
down  to  the  bottom  of  it,  and,  if  they  find  it  is 
in  the  mechanical  department,  the  manager  or 
superintendent  of  that  department  is  called  in 
and  they  say  change  your  methods ;  if  it  is  in 
the  sales  department,  then  the  sales  depart- 
ment is.  called  in,  and  they  say  the  selling  of 
our  goods  is  costing  too  much— cut  it  down. 
If  they  fail  to  do  it,  they  immediately  secure 
men  that  can.  Now  that's  the  idea— not  that 
we  should  have  somebody  come  in  and  look 
over  our  accounts,  but  we  should  have  some 
system  whereby  when  we  find  there  arc  errors 
in  our  system,  or  in  our  business,  then  they 
will  be  eliminated.  We  carry  too  long  our 
supposed  profits — our  supposed  assets,  and  we 
have  a  great  lot  of  assets  that  while  we  are 
carrying  them  as  assets  they  are  really  liabili- 
ties. You  may  have  a  note  in  your  safe  and 
you  may  have  taken  a  team  and  sent  St  man 
out  to  collect  it;  there  is  a  profit  of  $4  in  it, 
and  then  that  profit  is  entirely  eliminated  by 
one  livery  hire  if  your  collector  fails  to  get  it. 

FIGURE  IT  OUT  YOURSELF. 

Now  when  you  get  home,  just  figure  on 
these  things  a  little  bit  yourselves;  don't  wait 
for  the  other  fellow,  but  get  down  and  see  just 
where  your  business  is.  When  a  note  is  two 
or  two  and  a  half  years  old,  don't  consider  it 
at  all — cut  that  out  entirely ;  let  them  show  up 
as  profit  if  they  are  paid,  and  then  get  down 
and  see  where  your  business  is.  When  you 
have  accumulated  a  lot  of  old  stock,  don't  con- 
sider that  as  you  do  your  new  stock — cut  it  in 
two.  Then  get  right  down  to  what  is  profit — 
that's  the  only  successful  way,  and  if  you  do 
you  will  find  then  you  will  be  making  some 
money  and  your  business  will  be  satisfactory. 

Another  thing  I  believe  that  has  been  men- 
tioned here  more  or  less  is  the  disposition  on 
our  part  to  mistrust  our  competitors;  that  has 
been  spoken  of  by  most  every  man.  Of  course, 
I  admit  we  are  all  liable  to  errors,  but  I  be- 
lieve if  we  have  one  interest  with  our  competi- 
tors— ^if  we  have  an  interest  as  with  ourselves, 
that  we  can  eliminate  a  lot  of  trouble.  I  am 
going  to  quote  you  a  little  illustration  of  that. 
In  1905  a  man  came  into  our  place  of  business 
and  said :  "I  want  a  couple  oi  Flying  Dutch- 
man Gang  Plows,"  and  I  was  pleased  to  wait 
on  him,  and  our  price  at  that  time  was  $65.  He 
says :  "I  can  get  them  up  the  road  at  $55."  I 
knew  then  it  must  be  cither  Mr.  Chaloner  or 
Baker,  of  Pullman.  So  I  called  up  Mr.  Baker, 
and  he  told  me  such  was  not  the  case;  that 
he  had  made  him  a  price  of  $65,  and  that  he 
had  just  left  Mr.  Butterfield  and  he  had  made 
him  a  reduced  price.  That  is  an  illustration, 
but  I  will  say  that  subsequently  I  sold  him  the 
plows;  he  afterward  came  back  and  paid  the 
price.  There  was  one  or  two  other  cases  about 
the  very  same  thing ;  but  there  is  a  case  I  don't 
know  what  mig^ht  have  happened  if  I  hs^d  npt 
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'phoned  Mr.  Baker,  and  I  believe  that  if  we 
would  simply  get  together  and  not  think  that 
the  other  fellow  is  the  disreputable  fellow,  that 
we  would  overcome  considerable  of  the  antip- 
athy that  exists  between  dealers  and  custom- 
ers. I  will  tell  you  what  you  want  to  do,  re- 
gardless of  what  may  have  been  said  or  done 
at  this  convention.  Go  home  and  get  a  big 
long  lead  pencil  and  a  sheet  of  paper;  don't 
take  anybody  into  your  confidence,  or  any 
one's  word,  but  get  out  that  ledger  of  yours, 
and  get  out  your  bills  payable  book  and  your 
note  pouch  and  go  over  it  carefully.  Be  honest 
with  yourself,  care  nothing  for  the  world  or 
for  anybody,  but  just  figure  up  in  your  own 
mind  where  you  stand.  It  won't  be  long  until 
a  great  many  of  you  will  have  reached  an  age 
when  you  will  be  entitled  to  a  rest  I  can  look 
back  and  recall  so  many  of  my  associates,  and 
I  see  men  who  were  young  men  when  they 
started  twenty  or  thirty  years  ago  and  have 
nothing  to  show,  and  I  say  to  you  now,  take 
care  of  your  business,  so  that  you  will  be  en- 
titled to  profits  and  you  will  enjoy  them  and 
those  you  leave,  so  that  prior  to  the  time  when 
death  calls  you,  as  he  has  so  many  of  our 
brothers,  you  will  be  able  to  turn  to  your  safe, 
open  it  up  and  find  something  in  there. 

Hamees  in  a  Haidware  Store 

A.  Z.  Wells,  of  Wells  &  Morris,  Wenatchee, 
Wash.,  in  his  interesting  address  on  "Harness 
in  a  Hardware,  Implement  and  Vehicle  Store, 
and  My  Experience  with  It,"  said  in  part: 

I  am  going  to  tell  you  that  a  stock  of  har- 
ness goods  are  not  out  of  place  in  a  retail 
Hardware  and  implement  store,  that  it  is  ac- 
tually a  part  of  sucfh  business  and  that  no  such 
stock  is  complete  without  this  line,  and  further 
to  foretell  that  within  a  few  short  years  it  will 
be  found  almost  exclusively  in  Hardware 
stocks  throughout  the  country  towns.. 

Five  and  one-half  years  ago  our  firm  pur- 
chased a  Hardware  and  implement  stock  in 
our  splendid  little  city,  and  immediately  added 
a  small  line  of  harness  goods.  Our  harness 
trade  from  the  beginning  was  fairly  compen- 
sating, but  our  harness  not  entirely  satisfac- 
tory, nor  were  we  able  to  get  to  the  point 
where  we  could  have  them  so.  The  difficulty 
we  were  having  led  us  to  believe  there  was  a 
demand  for  a  harness  above  the  average  and 
we  decided  to  manufacture  them.  We  were 
exceptionally  fortunate  in  securing  the  serv- 
ices of  a  young  man,  a  first  class  workman, 
honest  and  full  of  ambition,  to  make  our  first 
lot  of  harness.  He  is  now  the  manager  of  our 
harness  department,  and  to  him  is  due  a  large 
share  of  our  success.  Our  instructions  to  him 
when  he  came  with  us  were  to  make  the  very 
best  harness  possible  out  of  first  class  stodc 
and  good  workmanship.  His  efforts  brought 
increasing  cost,  but  a  very  much  better  grade 
of  harness.  We  lost  many  sales  at  the  start 
on  account  of  price,  but  iboth  quality  and  prices 


were  strictly  maintained.  By  doing  a  great 
deal  of  advertising  and  hard  work,  we  were 
able  to  keep  him  busy  and  in  a  short  time  add 
another  workman.  The  trail  of  tiie  first  six 
months  of  business  did  not  lead  through  a 
path  of  roses,  and  at  times  it  seemed  that  we 
were  alone,  fighting  for  a  principle  while  our 
competitor  was  fitting  on  his  harness  in  full 
view  of  display  window.  It  was  different  then 
from  the  beginning  when  our  order  was  being 
made  up  for  shop  tools,  our  minds  overflowing 
with  ambition  and  zeal,  the  music  of  the  cash 
register  in  our  ear  ringing  up  future  sales,  but 
we  plodded  on,  though  it  seemed  easier  to  turn 
back,  our  grit  and  nerve  only  carrying  us  past 
the  danger  point  We  talked  harness,  thought 
harness  and  advertised  harness  in  every  way, 
finally  adopting  the  idea  of  a  guarantee.  This 
we  called  the  "Wells  &  Morris  Guarantee," 
and  no  advertisement  ever  appeared  in  refer- 
ence to  our  harness  that  did  not  enlarge  upon 
this  guarantee,  nor  would  we  permit  one  of 
our  harness  to  leave  the  store  without  bearing 
the  stamp  "Made  by  Wells  &  Morris,"  and  the 
purchaser  assured  that  it  was  guaranteed  in 
every  way.  We  made  our  guarantee  mean 
something — ^mean  precisely  what  it  implied, 
and  in  doing  this  we  made  a  reputation  not 
only  for  our  harness,  but  for  our  firm  that  has 
many  times  repaid  its  cost  To-day  the  "Wells 
&  Morris  Guarantee"  is  known  and  recognized 
all  over  Chelan,  Okanogan  and  a  very  large 
part  of  Douglas  counties.  Our  harness  sales 
register  since  Jan.  1, 1906,  will  show  the  names 
of  428  satisfied  customers  who  are  using  our 
own  make  of  high  grade  harness,  and  I  ven- 
ture to  say  at  prices  in  excess  of  those  of  any 
other  retail  house  in  the  state.  We  made  and 
had  the  reputation  for  quality  and  they  knew 
it  and  were  willing  to  pay  for  it  The  cata- 
logue houses  have  not  bothered  our  harness; 
our  class  is  too  high  for  them. 

We  have  not  nor  do  we  intend  to  take  one 
penny  off  the  quality  of  our  harness,  nor  off 
the  price  of  them.  On  the  contrary,  we  are 
turning  out  a  very  much  better  harness  to-day 
and  are  selling  it  at  an  increased  price  than 
when  we  began  manufacturing  by  vigorously 
and  unceasingly  advancing  our  own  standard  of 
excellence,  and  have  brought  friends  by  the 
score  up  the  hill  toward  perfection. 

I  believe  that  honest  goods  honestly  sold 
will  bring  success  in  any  line. 

We  regard  the  harness  end  as  the  very  cream 
of  our  business.  It  comes  with  the  least  ef- 
fort and  expense  of  any  line,  and  it  carries 
our  name  to  the  most  remote  corners  of  our 
trade.  Through  the  unpaid  efforts  of  our  sat- 
isfied customers  our  territory  is  constantly  ex- 
panding and  we  have  the  past  year  received 
many  orders  from  trade  whom  we  have  never 
seen. 

We  have  put  heart  and  soul  into  their  qual- 
ity and  reputation,  and  it  is  only  the  cash  or 
gilt-edge  note  that  will  buy  them. 
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Can  I  think  that  harness  goods  have  been 
out  of  place  in  our  Hardware  and  implement 
store?  No,  they  have  not.  On  the  other 
.hand,  they  have  been  of  the  greatest  benefit 
to  us.  The  harness  line  has  been  the  entering 
wedge  to  some  of  the  very  best  trade  we  have 
to-day. 

A.  C.  Bruce,  of  the  A.  A.  Kraft  Co.,  in  the 
discussion  that  followed,  said  that  the  harness 
department  does  not  require  large  capital  or 
any  special  knowledge  more  than  that  given 
by  any  successful  or  conscientious  dealer  to 
any  article  he  buys.  Some  localities  require 
more  styles  than  others,  but  by  studying  the 
needs  of  your  community  you  can  select  a  line 
that  will  answer  requirements,  on  small  cap- 
ital. Don't  be  afraid  to  add  profit  on  sad- 
dlery goods,  especially  on  strap  work,  sweat 
pads,  hames,  robes,  blankets,  which  should 
stand  from  twenty-five  to  fifty  per  cent. ;  small- 
er articles,  including  whips,  fifty  to  one  hun- 
dred per  cent. ;  team  harness,  fifteen  to  twenty- 
five  per  cent.,  and  light  harness,  twenty-five  to 
fifty  per  cent. 

TJnprofltable  Business 

E.  E.  Lucas,  Davenport,  Wash.,  in  his  ad- 
dress said  in  part: 

I  have  learned,  first,  that  one  goes  into  busi- 
ness presumably  to  make  money  and  that  he 
cannot  pay  the  expenses  of  conducting  his 
business,  support  his  family,  educate  his  chil- 
dren and  lay  up  something  for  a  rainy  day  by 
selling  at  less  than  a  reasonable  profit. 

By  cutting  the  price  to  get  a  customer  away 
from  your  competitor ;  by  doing  the  same  thing 
to  draw  trade  that  belongs  to  dealers  in  a 
neighboring  town;  by  allowing  your  notes  and 
accounts  to  grow  old  in  your  possession;  by 
allowing  customers  to  take  standard,  well-made 
goods  out  on  approval  and  then  bring  them 
back  and,  with  any  kind  of  a  trumped-up  ex- 
cuse, throw  them  back  on  your  hands  as 
second-hand  junk. 

By  trying  to  buy  all  the  goods  which  every 
traveling  man  who  comes  along  has  to   sell. 

Buying  a  line  of  goods  you  don't  need  to 
keep  your  competitor  from  getting  them. 

By  loaning  new  tools  out  of  stock — a  bad 
habit  employes  are  apt  to  get  into. 

By  trying  to  do  too  much  of  the  small  detail 
work  yourself.  You  have  all  heard  the  same, 
"First  to  thine  own  self  be  true  and  it  must 
follow  as  the  night  the  day,  thou  canst  not 
then  be  false  to  any  man." 

By  selling  at  less  than  a  reasonable  profit 
you  are  not  true  to  yourself  and  family. 

By  cutting  a  price  to  entice  a  customer  from 
your  competitor  you  are  not  doing  yourself 
any  good  and  are  actually  robbing  your  com- 
petitor. You  are  wasting  your  own  time  and 
acting  as  a  dog  in  the  manger  to  him.  The 
dog  would  not  eat  the  hay  himself,  nor  allow 
the  ox  to  have  it. 

By  making   special   prices   to  people   living 


near  another  town  is  nothing  but  piracy,  and 
if  followed  until  your  own  trade  gets  on  to  it 
you  are  sure  to  reap  a  just  reward;  it  is  just 
as  unfair  to  them  as  it  is  to  the  dealer  you  are 
trying  to  steal  trade  from. 

By  allowing  your  notes  and  accounts  to  run 
longer  than  they  ought  you  lose  your  own 
peace  of  mind  and  get  into  disputes  with  your 
wholesaler.  It  is  also  unfair  to  your  bank  to 
compete  with  it  in  this  way.  A  dealer,  how- 
ever, who  has  money  enough  to  do  the  banking 
of  his  community  in  this  roundabout  way 
should  have  enough  to  go  into  the  banking 
business  himself. 

Making  unconditional  guarantees  on  edged 
tools  you  will  be  imposed  upon  by  people  who 
will  on  account  of  the  guarantee  misuse  them, 
and  if  you  do  not  succeed  in  getting  the 
wholesaler  or  manufacturer  to  replace  them 
it  is  sure  to  leave  a  bad  taste  in  your  mouth. 

In  overbuying  you  will  lose  as  much  money 
as  you  will  from  any  of  the  other  leaks  in 
your  business.  An  extra  five  per  cent,  of- 
fered by  the  specialty  man  to  induce  you  to 
order  a  quantity  in  excess  of  your  needs  may 
look  good  at  the  time,  but  when  you  have  seen 
the  last  of  the  goods  you  will  see  then  that 
saving  fade  away,  and  with  it  a  good  sized  loss 
besides.  Business  conditions  are  such  in  our 
territory  now  that  goods  can  be  had  from  the 
jobbers  in  much  less  time  than  formerly,  and 
they  tell  us  that  they  are  not  only  willing  but 
glad  to  carry  the  stocks. 

If  you  buy  a  line  to  keep  the  salesman  from 
seeing  the  other  fellow  you  are  sure  to  be 
sorry  for,  if  you  don't  buy  some  more  of  the 
same  thing  the  next  time,  no  matter  how  many 
you  may  have  left,  this  same  salesman  is  al- 
most sure  to  try  to  load  your  competitor.  This 
tends  to  demoralize  trade  and  is  apt  to  cheapen 
the  goods,  but  it  is  a  point  entirely  lost  sight 
of  by  overzealous  salesmen. 

By  doing  too  much  yourself,  you  are  too 
busy  to  be  glad  to  see  your  customers,  and 
nothing  will  queer  you  sooner  than  a  reputa- 
tion for  being  grouchy.  This  is  not  an  excuse 
for  laziness,  for  a  business  man  should  and 
must  be  busy  all  the  time. 

Overloading  the  Conntry  Meiicliant 

J.  H.  Berge,  of  Davenport,  Wash.,  made  the 
following  remarks  in  his  address  on  "Why 
Don't  They  Take  Their  Liquor  Straight?"  In 
speaking  of  salesmen  taking  advantage  of 
country  dealers,  he  said :  Take  the  poor  little 
country  merchant  who  occupies  the  position  of 
general  manager,  buyer  and  salesman,  and  in 
addition  has  all  the  worries  and  cares  of  his 
business,  and  let  him  come  in  contact  with 
salesmen  who  go  there — you  who  have  spent 
your  lives  in  the  study  of  salesmanship.  Sales- 
manship has  been  your  life  study.  You  have 
studied  that  alone  from  morning  until  night, 
and  nothing  else;  it  is  all  you  know,  and  you 
are  not  worth  anything  as  a  fire.    But  that  you 


Digitized  by  Vii 


wogle 


pEbkvAKT,  im.      RETAIL  HARDiVARM  CQMVBNTIONS. 


327 


do  understand;  your  mind  thoroughly  devel- 
oped and  trained  on  that.  And  then  this  poor 
little  country  merchant,  who  has  had  very  lit- 
tle experience  along  that  line,  has  to  put  his 
mind  against  that  powerfully  trained  mind  of 
yours,  and  you  will  sometimes  take  advantage 
of  it. 

About  a  year  ago  I  picked  up  a  magazine 
and  have  been  mad  at  that  magazine  ever  since 
— and  haven't  read  it  since.  In  it  there  was  a 
manufacturer's  ipst ructions  to  his  traveling 
men  something  like  this :  "VVe  instruct  you  to 
go  into  a  town  and  expect  you  to  find  the  very 
best  dealer  there  and  expect  you  to  get  a  big 
order  there."  I  didn't  read  it  any  further,  but 
just  threw  it  down.  It  is  one  of  the  most  con- 
temptible instructions,  it  seems  to  me,  that  can 
be  given  to  any  man.  It  simply  says  that  they 
must  go  there  and  load  that  poor,  God-for- 
saken countryman  down  with  goods  regardless 
of  whether  he  needs  them  or  not,  making  sure 
only  of  his  ability  to  pay,  and  then  he  will  get 
our  money  if  we  have  got  to  bust  him  to  do  it. 

I  will  state  this  as  a  fact,  that  I  can  go  into 
nine  out  of  every  ten  Hardware  firms  here 
represented  and  find  implements,  for  which 
they  have  paid  their  hard-earned  cash,  that 
are  not  worth  a  cent,  or  scarcely  worth  more 
than  old  iron.  They  have  their  money  invest- 
ed in  those  implements,  however,  which  is 
part  of  their  profit.  I  hold  this,  that  the  manu- 
facturer or  the  wholesale  house  had  better  for 
himself  and  his  goods,  move  that  unsold  im- 
plement out  of  the  territory  whether  the  dealer 
pays  for  it  or  not,  for  if  it  is  on  the  dealer's 
floor  year  after  year  his  customers  can  see 
that  it  has  not  yet  been  sold  after  remaining 
on  tlie  floor  for  such  a  long  time,  and  every 
time  his  customers  look  at  it  it  'cannot  help 
being  a  condemnation  of  that  implement  The 
name  of  the  firm  is  on  that  implement  and 
every  time  they  see  the  manufacturer's  name 
it  serves  as  a  condemnation  for  them. 

CARLOAD   BUYING   BY   SMALL  DEALERS. 

In  regard  to  carload  buying  by  small  deal- 
ers, I  hold  this,  it  is  much  better  for  him  to 
buy  from  a  wholesale  house,  paying  the  differ- 
ence in  price  buying  in  such  quantities  as  he 
can  use,  and  if  the  demand  is  greater  call  for 
more.  How  many  of  you  in  ma^cing  up  your 
specifications  in  the  spring  or  fall  for  carload 
lots  have  put  something  into  your  specifica- 
tions that  sold  well  during  the  past  year  that 
possibly  the  following  year  would  have  no  sale 
at  all ;  yet  your  money  is  tied  up  in  it. 

Now,  traveling  men,  do  not  go  to  these 
small  dealers  and  try  to  load  them  up  on 
something  because  the  time  will  come  when 
they  will  have  to  pay,  and  if  they  do  not  pay 
for  it  by  the  time  you  charge  interest,  and 
after  a  while  they  get  a  letter  something  like 
this:  "We  are  very  sorry  to  be  compelled  to 
call  your  attention  so  often,  but  unless  we  hear 
from  you  by  return  mail  we  will  be  compelled 
to  put  this  in  the  hands  of  an  attorney  for 


collection."  They  will  be  compelled  to  do 
something  then,  or  else  something  will  be  done 
to  them. 

C.  L.  Butterfield,  Moscow,  in  his  talk  on 
"Contracts,"  referred  to  some  of  the  contracts 
made  by  manufacturers,  in  which  obscure 
clauses  were  inserted  that  bode  no  good  for 
the  dealer  when  settlement  day  came.  The 
farmer-purchaser  signed  the  contract,  and  the 
dealer  indorsed  same,  not  carefully  reading  all 
its  provisions.  The  speaker  cautioned  the 
dealers  to  carefully  read  the  entire  contract 
before  affixing  his  signature. 

Resolutions  were  adopted  opposing  any  leg- 
islation on  the  parcels  post,  but  favored  reduc- 
ing letter  postage  to  one  cent. 

Mntual  Fire  Insurance  Association 

The  annual  election  of  officers  of  the  Wash- 
ington Hardware  and  Implement  Dealers'  Mu- 
tual Fire  Insurance  Association  was  held  the 
16th  ult.  and  the  following  were  elected: 

President— W.  P.  Lucas,  Davenport,  Wash. 

Vice-President— C.  A.  Loy,  Fairfield,  Wash. 

Treasurer— E.  L.  Scott,  Oakesdale,  Wash. 

Directors— J.  W.  Cupples,  Downs,  Wash.; 
F.  W.  Kaser,  Walla  Walla,  Wash.;  John  Ray- 
mer,  Reardon,  Wash.;  W.  F.  Chalenor,  Pa- 
louse,  Wash.;  L.  W.  Anderson,  Rosalia,  Wash., 
and  C.  L.  Butterfield,  Moscow,  Idaho. 

St.  John  Hardware  Association 

At  the  annual  meeting  of  the  St.  John  Iron 
and  Hardware  Association,  St.  John,  N. 
B.,    held    the   6th    ult,   the    following   officers 
were  elected: 
President— W.  S.  Fisher. 
Vice-President — M.  F.  Irwin. 
Secretary-Treasurer — Fred    C.   Owens. 
Directors— W.  H.  Thorne,  Thomas  McAvity, 
M.  E.  Agar. 

South  Dakota  Betail  Hardware  Association 

The  third  annual  convention  of  the  South 
Dakota  Retail  Hardware  Association  will 
be  held  the  4th,  6th,  6th  and  7th  at  Aberdeen. 
The  largest  attendance  in  the  history  of  the 
association  is  expected.  The  railroads  have 
granted  a  fare  of  one  and  a  third  on  the  cer- 
tificate plan.  As  there  are  over  100  new  Hard- 
ware stores  that  have  come  into  existence 
within  the  past  twelve  months,  many  of  these 
new  dealers  will  attend  the  sessions.  Secretary 
H.  E.  Johnson,  Redfield,  advises  that  the  ex- 
hibit feature  will  have  much  interest  for  those 
who  attend.  Addresses  will  be  made  by  A.  T. 
Stebbins,  Rochester,  Minn.,  vice-president  of 
the  national  association;  by  Prof.  E.  F.  Ladd, 
Fargo,  N.  Dak.;  by  L.  J.  Mannix,  of  Sioux 
Falls,  S.  Dak.,  on  "Trade  Channels,"  and  by 
M.  J.  Pilkington,  Des  Moines,  la.,  on  "The 
Retailing  of  Merchandise  a  Science." 

The  question  box  will  bring  up  a  number  of 
questions   for  discussion. 
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The  fourth  annual  convention  of  the  Idaho 
Hardware  and  Implement  Dealers'  Asso- 
ciation was  held"  at  Boise,  Idaho,  the  3d  ult. 
President  A.  B.  Moss,  Fayette,  presided. 

The  following  officers  were  elected   for  the  ^ 
ensuing  year: 

President — A.  B.  Moss.,  Fayette. 

Vice-President — V.  C.  Kerr.  Boise. 

Secretary — J.  F.  Cook,  Boise. 

Treasurer — E.  A.  Fraser,  Ontario. 

Executive  Committee — R.  K.  Davis  and 
Chester  Taylor. 

In  his  annual  address  President  A.  B.  Moss 
cited  the  business  conditions  in  the  largest  city 
in  the  juri.sdiction  of  the  association  before 
the  formation  of  the  association  and  since  that 
time.  While  conditions  at  the  present  time  are 
not  all  that  could  be  desired  in  ali  parts  of  the 
association  territory,  yet  they  show  a  decided 
improvement,  and  the  future  should  reveal  still 
better  things.  The  officers  during  the  past  year 
had  worked  in  harmony  and  accomplished 
much,  with  the  co-operation  of  the  members. 

Secretary  J.  F.  Cook  in  his  report  stated 
that,  while  there  had  not  been  the  increase  in 
membership  that  might  have  taken  place,  those 
already  members  had  been  faithful  to  the 
cause.  He  suggested  the  appointment  of  an 
information  committee,  to  consist  of  at  least 
one  member  in  every  town  represented  in  the 
association.  The  duty  of  such  member  to  be 
to  promptly  report  to  the  secretary  any  irregu- 
larities in  the  way  of  sales,  wrongful  methods 
on  the  part  of  either  retailers  or  jobbers,  etc. 
'Ilie  speaker  referred  to  the  formation  of  the 
Pacific  Federation  as  a  long  step  in  the  right 
direction,  embracing  and  combining  all  the  as- 
sociations of  the  Northwest,  and  recommended 
that  the  support  of  the  Southern  Idaho  Asso- 
ciation be  pledged.  Attention  was  given  the 
credit  system  which  prevailed  to  a  very  large 
extent  in  that  territory.  Abuses  had  crept  in. 
The  extension  of  credit  to  farmers  on  the  im- 
plement business  was  becoming  burdensome, 
and  the  recommendation  was  made  that  inter- 
est-bearing notes  be  taken  for  such  sales,  in- 
terest to  begin  from  dale  of  sale,  or  in  case  of 
open  account,  interest  to  begin  at  end  of  thirty 
days. 

Vice-President  V.  C.  Kerr  spoke  on  the  busi- 
ness conditions  of  the  pist  year  and  the  out- 
look for  the  present  year. 

Sherman  Coffin,  of  the  Mershall-Wells  Hard- 
ware Co.,  spoke  on  "The  Treatment  to  be  Ac- 
corded the  Traveling  Salesman."  The  traveling 
salesman  who  merits  the  confidence  and  pat- 
ronage of  the  merchant  finds  no  cause  to 
criticise  the  treatment  accorded  him.  He  is 
consulted  by  the  merchant  and  buyer  on  every 
subject  relating  to  their  business  transactions. 
His  advice  is  sought  and  heeded,  and  his  rela- 
tions with  the  merchant,  both  commercial  and 
social,  leave  nothing  to  be  desired.  The  wasted 


time  of  the  traveling  salesman  is  one  which 
could  be  materially  reduced  by  the  merchant 
if  he  but  gave  the  subject  a  moment's  consid- 
eration. It  is  the  merchant  who  is  really  pay- 
ing for  the  time  thus  wasted.  One  way  of 
eliminating  a  portion  of  this  time  waste  is  by 
having  appointments  made  for  the  purchase  of 
goods  and  the  transaction  of  other  business. 

C.  S.  Graybill,  of  the  Nampa  Hardware  Co., 
Nampa,  Idaho,  read  a  paper  on  the  ''Catalogue 
House."  He  referred  to  localities  in  the  East 
where  the  catalogues  had  gained  a  control  of 
the  local  business,  and  it  behooved  merchants 
in  Idaho  to  bestir  themselves  now,  while  the 
catalogue  house  business  was  quite  small.  The 
members  were  asked  if  they  were  going  after 
business  as  hard  as  the  catalogue  houses  were. 
Many  an  order  is  sent  to  the  catalogue  house 
simply  because  the  customer  does  not  know 
that  we  have  it  in  stock.  If  we  get  a  cus- 
tomer into  our  store  looking  for  an  article  and 
we  are  unable  to  make  a  sale  by  convincing 
him  of  the  superiority  of  our  goods,  and  the 
fact  that  they  are  worth  the  price  we  ask,  we 
must  blame  ourselves  when  he  sends  his  order 
to  the  mail  order  house.  It  shows  a  lack  of 
ability  on  our  part  when  we  allow  a  customer 
whom  we  can  meet  face  to  face  to  walk  out 
of  our  store  and  send  his  orders  out  of  town. 

E.  W.  Evenson,  Spokane,  Wash.,  secretary 
of  the  Inland  Empire  Hardware  and  Imple- 
ment Dealers'  Association,  was  present  and 
made  some  remarks. 

Resolutions  were  adopted  urging  all  mem- 
bers to  charge  interest  from  date  of  sale  on  all 
implement  charge  accounts.  Mowers,  rakes  or 
binders  should  not  be  sold  on  longer  time  than 
one  year.  If  any  member  is  overstocked  on 
any  article,  he  may  notify  the  secretary,  who 
shall  notify  other  members  of  the  association, 
thus  enabling  him  to  dispose  of  his  surplus. 
The  best  efforts  of  members  should  be  used 
to  place  implement  sales  on  the  same  basis  as 
other  merchandise.  The  next  quarterly  meet- 
ing will  be  held  at  Nampa,  April  4. 

Wisconsin  Betail  Hardware  Association 

The  twelfth  annual  meeting  of  the  Wiscon- 
sin Retail  Hardware  Association  will  be 
held  at  Milwaukee  the  5th,  6th  and  7th  inst. 
Secretary  C.  A.  Peck.  Berlin,  has  issued  a  neat 
programme.  In  conjunction  with  customary 
reports  from  officers  and  standing  committees, 
there  will  be  several  papers  presented.  H.  F. 
Krueger,  of  Neenah,  will  talk  on  "Business 
Methods."  J.  W.  Jones,  Racine,  will  discuss 
"Trade  Getting."  O.  B.  James  and  others  will 
talk  on  Advertising,  Window  Display,  Par- 
cels Post,  Express  Charges,  etc.  The  question 
box  will  also  come  in  for  attention.  Both  the 
Hardware  Association  and  the  Mutual  Fire 
Insurance  Co.  are  progressing ,  steadily,  and 
the  annual  meetings  this  month  will  show  the 
detailed  growth  during  the  past  twelve  months. 
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NORTH  DAKOTA  RETAIL  HARDWARE  ASSOCIATION 


The  twelfth  annual  convention  of  the  North 
Dakota  Retail  Hardware  Association  was 
held  the  28th,  29th  and  30th  ult.  at  Fargo,  N. 
Dak.,  President  H.  F.  Emery,  Fargo,  presid- 
ing. Outside  of  the  routine  business  there 
were  several  addresses.  N.  A.  Burdick 
spoke  to  the  members  on  "Independence 
in  Business,  or  Standing  on  Your  Own 
Basis."  President  S.  R.  Miles,  of  the 
National  Association,  was  present  and  made 
an  address.  Prof.  E.  F.  Ladd  gave  a  talk  on 
"The  Results  of  Practical  Paint  Tests  at  the 
North  Dakota  Agricultural  College."  Presi- 
dent C.  F.  Ladner,  qf  the  Minnesota  Mutual 
Fire  Insurance  Co.,  was  present  and  spoke  in- 
terestingly of  his  experiences  as  an  association 
member  and  also  about  fire  insurance.  Suit- 
able entertainment  was  provided  for  the  mem- 
bers and  visiting  Hardwaremen,  and  the  meet- 
ing was  a  success  in  every  way. 

Snccessfiil  Advertising. 

RE.  Saberson,  general  manager  of  the 
•  Berkley  System,  made  an  address  on 
"Successful  Advertising,"  which  follows: 

The  average  retailer  now  realizes  that  adver- 
tising is  absolutely  essential  to  his  success  in 
business.  It  is  not  because  the  retailer  has 
been  unwilling  to  advertise  in  the  past,  but  be- 
cause it  was  absolutely  impossible  for  him  to 
do  so  effectively.  Occupying  space  in  a  news- 
paper which  is  not  noticed  is  not  only  expen- 
sive, but  it  is  worse  than  occupying  none  at  all. 
Filling  your  space  with  poor  copy  will  lead 
your  customers  to  believe  that  your  goods  are 
as  poor  as  your  advertising. 

Retailers  have  been  prodded  into  taking  a 
flyer  at  advertising,  and  it  has  as  a  rule  proven 
disastrous.  '  Perhaps  he  has  through  some 
means  become  enthusiastic  and  has  spent  sev- 
eral days  in  preparing  copy,  has  resurrected 
some  old  cuts  from  beneath  his  counter  and 
has  occupied  a  full-page  in  his  local  sheet  with 
a  dream  of  tremendous  results.  Naturally  he 
was  disappointed  when  these  results  were  me- 
diocre. He  then  sent  his  ad.  to  his  trade  paper 
and  was  pained  after  he  had  examined  the 
next  issue  to  find  that  the  ad.  critic  informed 
the  public  that  this  man's  efforts  were  simply  a 
waste  of  printer's  ink.  That  ended  this  man's 
advertising  career.  Talk  to  him  after  that 
about  advertising  and  he  will  smile  a  knowing 
smile  and  say  nothing.  ' 

Too  many  retailers  imagine  that  advertising 
is  selling  goods.  Look  through  all  the  large 
dailies  to-day,  select  the  best  ad.  you  find  and 
then  reproduce  it  word  for  word  in  your  home 
paper.  Compare  the  results  you  get  with  the 
results  which  the  original  concern  got.  You 
will  then  realize  that  you  must  have  the  public 
mind  first  in  a  receptive  state  before  your 
statements  have  much  weight  with  them.  Ad- 
vertising and  price  cutting  are  two  different 


things.  Any  one  can  cut  the  price  of  a  stand- 
ard brand  so  low  that  a  mere  announcement  of 
the  fact  will  crowd  his  store.  We  must  re- 
member that  we  as  retailers  are  doing  very 
well  nowadays  if  we  meet  the  price  of  the  gi- 
gantic foreign  concerns  which  we  all  admit  are 
our  strongest  competitors.  Some  of  us  have 
been  astounded  to  learn  that  merely  meeting 
the  price  was  not  enough.  The  mail  order 
houses  had  educated  our  customers  up  to  the 
point  where  they  believed  that  if  we  did  meet 
the  price  it  was  only  because  we  were  selling 
an  inferior  piece  of  goods.  We  discovered, 
much  to  our  chagrin,  that  necessity  demanded 
an  energetic  advertising  campaign  on  our  part 
in  order  to  regain  the  trade  which  we  had  al- 
ready lost.  After  having  demonstrated  to  our 
own  satisfaction  that  this  invariably  was  an 
impossibility,  the  next  step  to  take  was  one  of 
co-operation. 

As  manager  of  the  general  office  of  over  one 
thousand  stores  I  desire  to  outhne  to  you 
briefly  the  wonderful  work  which  is  being  done 
by  the  thousand  retailers  and  the  effect  that 
this  campaign  is  having  on  the  consumer. 
First,  let  me  state  that  all  the  circular  news- 
paper advertising  is  syndicated.  That  is  one 
original  ad.  is  set  up  and  a  plate  made  from 
the  original  and  filed  for  future  use  any  time 
any  one  of  the  thousand  stores  desires  to  use 
it.  "  1  he  cuts  used  on  these  circulars  are  simi- 
lar to  the  cuts  used  in  the  advertising  of  the 
mail  order  houses.  The  prices  quoted  are  al- 
ways the  same  as  the  mail  order  houses  quote. 
As  a  reason  to  the  consumer  as  to  why  we  are 
able  to  make  these  prices  and  sell  better  goods 
we  make  reference  to  the  organization.  This 
relieves  all  doubt  in  his  mind  as  to  our  inabil- 
ity to  quote  him  the  proper  prices. 

Each  retailer's  mailing  list  is  kept  on  file  in 
the  general  office.  When  he  becomes  a  mem- 
ber of  the  association  his  entire  list  is  stenciled 
and  filed  for  future  use.  When  he  orders  cir- 
culars they  are  folded  automatically  by  ma- 
chinery, so  that  they  do  not  require  an  en- 
velope. Then  they  are  addressed  and  mailed 
direct  to  his  customers.  This  saves  him  all 
envelope  cost  and  express.  The  cost  of  fold- 
ing, addressing  and  mailing  by  machinery  is 
very  small.  The  retailer  is  thus  able  to  keep 
before  his  customers  the  entire  year  better  ad- 
vertising than  the  mail  order  houses  do.  It 
takes  absolutely  none  of  his  time,  does  not 
cause  him  any  work  or  worry,  and  it  brings 
results. 

Newspaper  advertising  is  syndicated  in  the 
same  way  and  the  plates  are  forwarded  to  the 
retailer  all  ready  for  use  in  his  newspaper. 
This  saves-  the  retailer  all  cut  cost  and  insures 
the  proper  appearance  of  the  ad.  in  the  news- 
paper. The  cost  for  the  entire  etching  is  less 
in  this  way  than  one  original  cut  would  cost 
the    retailer.     No   difficulty  is  experienced   in 
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getting  goods  of  any  description  in  order  to 
meet  catalogue  house  competition. 

The  central  office  of  this  association  is  sim- 
ply the  Public  Service  Committee  of  the  Retail 
Dealers.  All  individual  difficulties  are  taken 
up  and  adjusted  for  each  dealer.  No  one 
worries  about  being  on  the  inside  as  regards 
prices.  All  goods  are  purchased  through  the 
regular  channels  and  the  methods  which  the 
retailer  previously  employed  in  his  store  are 
used  as  they  always  were.  He  does  not  have 
to  put  his  business  on  a  cash  basis,  but  gets 
the  cash  which  had  previously  been  sent  away 
from  his  community.  He  does  not  antagonize 
the  consumer  but  wins  him.  So  successful 
have  these  stores  been  in  their  campaign  that 
equipment  is  now  being  installed  for  23,000 
additional  stores  which  are  waiting  for  the 
service.  Each  store  is  charged  but  a  nominal 
sum  for  annual  membership,  and  all  detail 
work  is  done  at  a  very  small  co-operative  cost. 
In  this  way  the  individual  retailer  has  the  same 
equipment  at  his  command  that  the  most  gi- 
gantic catalogue  house  has  and  at  a  great  deal 
less  expense. 

What  has  been  the  effect  of  this  organiza- 
tion? Go  to  any  one  of  these  stores  to-day  and 
you  will  find  that  catalogue  houses  are  the 
least  of  their  troubles.  No  consumer  will  per- 
sist in  sending  away  when  he  knows  that  he 
can  get  the  same  goods  at  home  that  he  can 
get  away  from  home  and  at  the  same  price. 
These  retailers  have  won  because  they  have 
struck  the  keynote  of  the  mail  order  house 
success,  i.  e.,  of  letting  the  people  know  what 
they  have  and  how  much  it  will  cost  them. 
They  have  demonstrated  that  catalogue  compe- 
tition can  be  overcome  by  co-operation.  This 
I  honestly  believe  will  be  the  only  solution  of 
the  question  for  any  retailer  to-day,  no  mat- 
ter where  he  is  located. 

The  retailer  of  to-day  must  realize  that  he 
cannot  adopt  methods  which  applied  to  his 
store  twenty-five  years  ago,  and  that  if  he  per- 
sists in  following  out  these  methods  he  will 
gradually  be  displaced  by  new  men  with  the 
new  ideas,  who  cater  to  the  new  arrangements 
of  the  mercantile  world.  In  speaking  of  suc- 
cessful advertising,  I  can  say  nothing  more,  or 
do  nothing  more  than  to  point  to  these  thousand 
stores — examples  of  modern  methods  and  suc- 
cessful in  every  detail  of  their  retail  life. 

Detroit  Hardware  Association 

At  the  annual  meeting  of  the  Detroit  and 
Suburban  Retail  Hardware  Dealers*  As- 
sociation, held  last  month,  the  following  offi- 
cers were  elected : 

President — E.  F.  Louys. 

Vice-President — Mr.   Gartner. 

Secretary— O.  J.  Darling,  372  Kirby  ave- 
nue, W. 

Treasurer — A.  Lemke. 

Executive  Committee — ^James  Tyre,  chair- 
man; William  Moore,  J.  G.  P«^tt?rson,  F. 
Harms  and  Charles  Raymo, 


Retail  Hardware  Conventions 

CALIFORNIA— March.  San  Francisco.  Sec- 
retary F.  B.  Dickinson,  San  Francisco. 

COLORADO— Feb.  20,  21  and  22.  Denver. 
Secretary  Adolph  Unfug,  Walsenburg. 

CONNECTICUT— Feb.  10  and  11.  Meriden. 
Secretary  James  DeF.  Phelps,  Windsor 
Locks. 

ILLINOIS— Feb.  26,  27  and  28.  Peoria.  Ex- 
hibit.     Secretary  Leon  D.  Nish,  Elgin. 

INDIANA— Feb.  18,  19,  20  and  21.  Indianap- 
olis. Exhibit.  Secretary  M.  L.  Corey, 
Argos. 

IOWA— Feb.  18,  19  and  20.  Cedar  Rapids. 
Exhibit.  Secretary  A.  R.  Sale,  Mason  City. 

KENTUCKY— Feb.  11,  12  and  13.  Louisville. 
Exhibit.  Secretary  John  R.  Sower,  Frank- 
fort. 

MINNESOTA— Feb.  25,  26,  27  and  28.  St 
Paul.  Exhibit.  Secretary  M.  S.  Mathews, 
Minneapolis. 

MISSOURI— Feb.  24  and  25.  St.  Louis.  Sec- 
retary F.  A.  Kansteiner,  St.  Louis. 

NEBRASKA— Feb.  11,  12,  13  and  14.  Lin- 
coln. Exhibit.  Secretary  J.  Frank  Barr, 
Lincoln. 

NEW  ENGLAND— March  11  and  12.  Boston. 
Secretary  Charles  L.  Underbill,  Somcr- 
ville,  Mass. 

NEW  YORK  STATE— Feb.  18,  19,  20,  21  and 
22.  Buffalo.  Exhibit.  Secretary  John  B. 
Foley,  Syracuse. 

OHIO— Feb.  25,  26  and  27.     Columbus.     Ex 
hibit.     Secretary    Frank  A.    Bare,    Mans- 
field. 

PENNSYLVANIA— March  3,  4  and  -V 
Cambridge  Springs.  Secretary  J.  E. 
Digby,  McKees  Rocks,  Pa. 

SOUTH  DAKOTA— Feb.  4,  5,  0  and  7.  Aber- 
deen. Exhibit.  Secretary  H.  E.  Johnson, 
Redfield. 

WEST  VIRGINIA— Feb.  18,  19  and  20.  El- 
kins.  Exhibit.  Secretary  Leslie  Hawker, 
Shinnstown. 

WISCONSIN— Feb.  5,  6  and  7.  Milwaukee. 
Exhibit.     Secretary  C  A.  Peck,  Berlin. 

ONTARIO.  CANADA— Feb.  11  and  12.  To- 
ronto.  Secretary  Weston  Wrigley,  Toronto. 

Minnesota  Betail  Hardware  Association 

The  annual  convention  of  the  Minnesota 
Retail  Hardware  Association  will  be  held 
at  St.  Paul  from  the  25th  to  the  28th  inst. 
The  stage  of  the  auditorium  will  be  used  for 
the  Hardware  exhibits,  the  floor  space  being 
about  17,000  square  feet.  The  business  ses- 
sions will  be  held  aftemoons,  while  the  fore- 
noons and  evenings  will  be  given  over  to  the 
exhibitors.  Entertainment  will  be  provided 
for  each  evening.  Secretary  M.  S.  Mathews, 
Minneapolis,  states  that  this  month's  meeting 
promises  to  outstrip  all  its  predecessors  in  at- 
tendance, interest,  etc. 

The  road  to  success  is  not  short  and  it  is  not 
^asy,  but  it  is  well  worth  traveling.  ^ 
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Ohio  Haidware  Convention 

The  Ohio  Hardware  Association  are  making 
great  preparations  for  their  annual  conr 
vention  to  be  held  Feb.  25,  26,  27  in  Memorial 
Hall,  Columbus.  There  is  large  floor  space 
for  the  manufacturers'  exhibits,  which  will 
form  an  important  part  of  the  meeting.  Streets, 
trade  named,  are  laid  out  between  the  booths. 
These  include  Pitchfork  avenue,  Saw  street, 
Padlock  street.  Chain  boulevard,  Nail  street, 
Wire  boulevard.  Ammunition  and  Hose  boule- 
vards, etc.    The  large  building  is  thoroughly 


Association  is  coming  right  to  the  front  and 
is  materially  aiding  in  increasing  the  member- 
ship of  the  Hardware  Association. 

National  Hardware  Kre  Insnzanoe  Co. 

At  the  annual  meeting  of  the  directors  of 
the  National  Hardware  Mutual  Fire  In- 
surance Co.,  held  at  Pittsburg,  Pa.,  the  22d 
ult,  the  following  officers  were  elected: 

President    and    Treasurer — C.     H.    Miller, 
Huntingdon,  Pa. 

Vice-President— W.  P.  Bogardus,  Mt.  Ver- 
non, la. 

■in 
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Floor  Plan  Ohio  Hardware  Association  Exhibit  Hall. 


lighted  by  electricity  and  there  is  also  gas  in 
the  building.  Electricity  is  also  in  the  major- 
ity of  the  booths.  Manufacturers  desiring  to 
reserve  space  should  communicate  at  once  with 
Secretary  Frank  Bare,  Mansfield.  The  fore- 
noon sessions  of  each  day  will  be  given  over 
entirely  to  the  inspecting  of  exhibits  and  talks 
between  manufacturers,  jobbers  and  dealers  on 
the  floor  of  the  exhibit  hall.  The  business 
sessions  will  be  held  in  the  afternoons.  The 
1907  convention  was  noted  for  the  large  num- 
ber of  Hardwaremen  assembled  and  the  great 
interest  manifested,  and  there  is  every  indica- 
tion that  the  1908  meeting  will  outstrip  the  one 
of  a  year  ago.  President  Chas.  S.'  Johnson, 
Barberton,  states  the  Mutual  Fire  Insurance 


Secreta^ry — W.  P.  Lewis,  New  Albany,  Ind. 

On  the  following  day,  at  the  same  time  and 
place,  the  directors  of  the  Hardware  Mutual 
Fire  Association  of  Pennsylvania  also  met  and 
elected  the  following  officers: 

President— C.  H.  Miller,  Huntingdon,  Pa. 

Vice-President — George  V.  Thompson,  Mt. 
Jewett,  Pa. 

Treasurer — George  W.  Hackett,  Sunbury, 
Pa. 

Secretary — ^W.  P.  Lewis,  New  Albany,  Ind. 

Mr.  Lewis,  in  assuming  the  duties  of  secre- 
tary of  these  two  companies,  will  remove  to 
their  established  home  oflice  in  Huntingdon, 
Pa.,  and  assume  the  active  management  of 
sam^.  T 
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The  Chicago  Retail  Hardware  Association 
held  rheir  annual  reception  on  the  15th,  ult, 
the  occasion  being,  as  usual,  most  enjoyable. 


The  date  of  the  annual  meeting  of  the  Penn- 
sylvania Wholesale  Hardware  &  Supply  Asso- 
ciation is  March  H,  instead  of  the  13th,  as  an- 
nounced in  our  last  issue.  The  place  is  at  the 
Hotel  Astor,  New  York  City.  A.  B.  Stein,  of 
the  Stitcher  Hardware  Co.,  Reading,  Pa.,  is 
president  of  the  organization. 

Texas  Hardware  Convention 

At  the  annual  convention  of  the  Texas  Re- 
tail Hardware  and  Implement  Dealers' 
Association,  held  the  21st,  '22d  and  23d  ult.,  at 
Dallas,  the   following   resoUr.ion   was  passed: 

That  the  Sims  Parcel-Post  measure  introduced  in 
Congress  is  against  the  interest  of  every  citizen  of 
Texas,  be  he  the  farmer,  mechanic,  professional  man 
or  merchant. 

New      York      State      Retail      Hardware 
Association 

Very  active  preparations  are  under  way  for 
the  approaching  sixth  annual  convention 
of  the  New  York  State  Retail  Hardware  As- 
sociation. Meetings  will  be  held  in  the  Buf- 
falo convention  hall,  a  large  building  admirably 
adapted  for  the  purpose.  In  connection  with 
the  meeting  an  exposition  of  Hardware  prod- 
ucts and  kindred  lines  will  be  given  under  the 
management  of  the  programme  committee,  the 
entire  main  floor  of  the  building  being  re- 
served for  this  purpose.  One-half  of  each 
day  will  be  given  to  the  business  sessions  of 
the  association,  the  remainder  of  the  time  be- 
ing used  for  inspection  of  exhibits,  etc.  Fol- 
lowing the  custom  of  last  year,  the  association 
will  have  the  banquet  under  its  own  direction. 
Among  the  speakers  will  be  Mayor  Adams,  of 
Buffalo;  President  S.  R.  Miles,  of  the  Na- 
tional Association ;  G.  H.  Sargent,  of  New 
York;  R.  R.  Williams,  and  others.  L.  G.  Mat- 
tison,  Newark,  is  president,  and  John  B.  Foley, 
Syracuse,   is  secretary. 

Iowa  Retail  Hardware  Association 

The  tenth  annual  convention  of  the  Iowa 
Retail  Hardware  Association  will  be  held 
at  Cedar  Rapids  the  18th,  lOt^h.  20th  and  2lst 
inst.  Secretary  A.  R.  Sale,  Mason  City,  ad- 
vises that  full  preparations  have  been  made 
for  a  large  aiid  cnihusiastic  convention.  After 
the  annual  address  of  President  P.  C.  DeVol. 
Council  Bluffs,  and  reports  from  other  officers 
and  committees,  several  addresses  will  be 
made,  including  that  of  S.  R.  Miles,  Mason 
City,  president  of  the  national  associaticm ; 
Charles  W.  Burrows.  Cleveland,  Ohio,  on 
"Parcels  Post";  H.  J.  Fuellcr,  Philadelphia,  on 
"Heating  and  Ventilation";  H.  A.  Gladding, 
Indianapolis,  on  "Salesmanship";  George  A. 
Bicber,  Fort  Atkinson,  on  "How  to  Conduct 
a  Country, Hardware  Store";  W.  H.  Stepanek, 
Cedar    Rapids,  on  "Business    Methods  in    a 


Hardware  Store";  R.  E.  Saberson,  Sioux  City. 
W.  S.  Wright,  Oma'ha,  president  of  the  Na- 
tional Hardware  Association,  will  make  an  ad- 
dress, and  Vice-President  L.  Lindenberg,  Du- 
buque, will  report  on  the  work  of  the  Iowa 
Hardware  Mutual  Insurance  Association.  The 
question  box  will,  as  usual,  be  full  of  inter- 
esting questions,  and  the  committee  having  it 
in  charge  is  a  guarantee  of  its  success. 

Olinois   Reti^   Hardware   Asaociation 

Secretary  Leon  D.  Nish,  Elgin,  of  the  Illinois 
Retail  Hardware  Association,  reports  that 
practically  all  preparations  have  been  made  for 
the  annual  convention  and  the  extensive  Hard- 
ware exhibit  to  be  made  in  connection  there- 
with. By  the  time  the  convention  opens  all 
space  will  have  been  sold  in  the  auditorium. 
The  exhibit  will  be  open  between  the  hours  of 
10  a.  m.  and  11  p.  m.,  commencing  the  26th  and 
ending  the  28th.  The  convention  will  open  at 
1.30  p.  m.  of  the  2tith  at  Schnelbacher  Hall,  a 
short  distance  from  the  exhibit.  For  the  even- 
ing of  the  first  day  entertainment  has  been  pro- 
vided by  the  entertainment  committee.  The 
question  box  will  be  a  prominent  feature,  which 
will  be  in  charge  of  H.  G.  Cormick,  Centralia, 
and  J.  T.  Nofisker,  Rock  Island,  to  whom 
c(uestions  for  discussion  should  be  forwarded, 
if  desired,  before  the  meeting.  Five  prizes 
will  be  offered  for  the  best  window  displays,  as 
follows :  For  the  best  window  display  in  a 
Hardware  store  at  Peoria  during  the  conven- 
tion ;  for  the  best  photo  from  towns  of  25,000 
population  and  over,  in  towns  10,000  to 
25.000  population,  in  towns  3,000  to  10,000  pop- 
ulation, and  from  towns  having  a  population 
of  3,000  and  under;  population  based  on  cen- 
sus of  1900.  The  photos  to  be  not  less  than 
(»x8  inches.  The  photo  should  have  a  nom  de 
plume  on  the  back  and  with  same  a  sealed 
envelope  containing  card  of  firm  compet- 
ing. The  window  that  will  make  sales 
will  be  considered  the  best  window.  The 
parcels  post  matter  and  mutual  fire  insurance 
will  receive  due  attention.  A  very  large  at- 
tendance is  anticipated  and  a  rousing  meeting 
will  result.  Every  Illinois  Hardwareman 
should  take  the  week  oflf  and  make  the  invest- 
ment of  railroad  fare  and  expenses;  he  will 
reap  big  dividends.  If  more  information  is 
desired,  write  Secretary  Nish  at  once. 


The  Peck,  Stow  &  Wilcox  Co..  27  Murray 
street,  New  York,  issued  a  circular  last  month 
staling  that  after  careful  consideration  of  ex- 
i.sting  conditions,  they  have  decided  to  let 
their  general  quotations  remain  as  at  pres- 
ent, all  prices,  however,  being  subject  to  change 
without   notice. 


The  fellow  who  waits  for  his  ship  to  come 
in,  very  often  linds  that  he's  waiting  at  the 
wrong  dock.  ^  j 
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Special  Window  Displays 

The  Morehouse  &  Wells  Co.,  Decatur,  111., 
have  had  a  number  of  attractive  show 
windows  in  the  past,  several  of  which  we  take 
pleasure  in  reproducing  herewith.  Fig.  1 
shows  the  window  during  the  week  of  the 
State  G.  A.  R.  Kncampment.  In  this  there 
was  displayed  no  Hardware,  wishing  only  to 
attract  the  attention  of  the  strangers  that 
were  in  town  to  the  store.  The  tents  and 
trees  in  the  b:ickground,  as  well  as  the  scene 
on  the  wall,  were  painted  by  one  of  the 
employes.  The  tents  in  the  foreground  were 
of  paper.  The  soldiers  were  on  the  march, 
being  operated  by  an  endless  belt,  the  drop 
being  concealed  by  a  clump  of  trees  at  either 
end  (){  the    line.     The   "Vod"   for    this   display 


stand  in  the  rear  was  filled  with  dolls  and  on 
each  end  was  painted  the  concern's  name. 
"Morehouse  &  Wells  Co.,  Everything  in 
Hardware."  The  horses,  in  the  act  of  going 
under  the  wire,  were  in  motion,  being  fas- 
tened to  rods  which  went  under  ^the  grand 
stand.  On  the  ends  of  these  rods  were  pul- 
leys which  were  tsennected  to  a  small  motor 
by  belts.  The  fence  around  the  track  was 
made  of  Hardware  cloth,  about  4  mesh. 

Figs.  4  and  5  show  paint  displays,  in  which 
color  cards  and  pictures  of  houses,  in  colors, 
predominate.  The  finest  street  in  Decatur  was 
shown  in  colors,  giving  a  personal  touch  to 
the  display.  Cans  of  paint  were  distributed 
abfuit  and  the  whole  tended  to  make  the  peo- 
ple think  of  paint  and  painting. 


fi -..    1.     G.   A.   R.   Knc.kmpment  Display   by    Morehouse  &  Wells  Co.,  Decatur,  III. 


was  made  of  "No-Dust"  colored  with  dry 
green.  This  was  found  to  be  an  excellent  sub- 
stitute. 

Fig.  2  is  a  display  of  saws  which  attracted 
marked  attention.  The  window  was  filled  with 
saw  dust  and  in  the  back  will  be  noticed  a 
small  mill  at  work.  To  run  this  a  hot  air 
engine  was  used,  heated  by  gas.  From  this 
was  run  two  belts,  one  to  tlie  saw.  and  the 
other  down  to  a  crank  and  arm,  which  moved 
the  log  back  and  forth.  The  "log"'  was  set  so 
it  would  just  touch  the  saw  as  it  passed,  thus 
giving  the  right  sound.  In  the  foreground 
were  -  displayed  numerous  saws.  Above  the 
saw  mill  were  suspended  a  couple  of  porch 
swings. 

Fig.  3  was  the  "race  week'  window,  showing 
horse-shoers'   tools   and   supplies.     The   grand 


Little  White  Shirt 

A  young  married  woman  entered  a  Hard- 
ware store  and  asked : 

"Have  you  got  those  things  for  improvinji 
a  gaslight  ?" 

"Yes,  madam,"  said  the  dealer.  "Here  is  i 
complete   set,  fittings,  chimney  and  mantle *' 

"Oh,  I  don't  want  the  set !"  said  the  woman. 
"I've  got  the  metal  part  and  the  chimney,  but 
the  little  white  shirt  is  busted;  that's  the  only 
one  I  want." 


Many  a  successful  salesman  owes  his  gopd 
fortune  to  his  manner  of  shaking  hands  with 
customers  whenever  opportunity  oflFers.  A 
good  handshake  and  a  square  look  in  the  eyes 
go  with  a  good  character. 
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FiG.  2.     A  Saw  and  Saw  Mill  Display  by    Morehouse  &  Wells  Co.,  Decatur^  LuL. 


Fig.  3.     "Race  Week"  Display  and  Horse    Shoers'  Tools,  Morehouse  &  Wells  Ca, 

Decatur,  III.  Digitized  by  VrfwOglC 
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Gk)ods  Well  Displayed  Sell  Themselves 

If  I  had  only  $500  to  expend  on  fixtures,  I 
surely  would  start  with  an  abundance  of 
small  cases,  such  as  bolt,  screw,  file  and  saw 
cases.  Then  my  next  expenditures  would  be 
for  two  glass  cases  with  plate  glass  tops,  a 
wall  case  for  guns,  etc.,  for  the  front  end. 
Then  a  section  or  two  of  patent  shelving  and 
drawers  for  small  articles.  The  balance  would 
necessarily  have  to  be  cheap  shelving.  I  be- 
lieve goods  should  be  well  arranged  and  dis- 
played, and  with  the  fixtures  mentioned  here 
would  go  a  long  way  toward  displaying  a 
small  stock  of  Hardware.  Althoqgh  if  my  ex- 
penditures were  not  limited  to  $500  I  would 
certainly  have  more  floor  cases  with  plate  glass 
tops,  as  there  are  so  many  nice  articles  in  the 
Hardware  line  that  must  otherwise  be  kept  in 
a  box,  as  they  would  soon  lose  their  attractive 
appearance  if  displayed  in  the  open.  I  feel  cer- 
tain that  goods  sell  themselves  if  properly  dis- 
played, and  would  advise  any  beginner  to  in- 
vest a  certain  amount  of  money  in  modern 
fixtures,  R.  G.  Scheurer. 

Is  It  a  Good  Flan  to  Follow? 

I  have  been  in  the  Hardware  atid  ijnplement 
business  for  over  fifty  years,  but  have 
never  put  in  good  fixtures  for  the  reason  that 
I  was  doing  business  in  a  country  town.  Had 
I  been  located  in  a  city  should  have  put  in 
good  fixtures.  I  believe  a  country  merchant 
makes  a  mistake  by  putting  on  a  fine  dress 
himself  or  his  store,  as  customers  will  think 
they  are  paying  for  it.  J.  H.  Pratt. 

A  Convenient  Nail  Counter 

I  commenced  to  do  a  Hardware  business  in 
my  present  location  in  1873.  In  ]Slo  we 
built  a  new  brick  building  25x8,0  and  put  in 
shelving  in  even  sized  sections.     In  some  sec- 


well  enough  satisfied  to  keep  them  thirty-two 
years. 

We  have  a  nail  counter  that  has  given  us 
equal  satisfaction.  I  send  a  pencil  sketch  of 
it.  Thirty-two  years  ago  it  was  a  simple 
counter  with  nail  boxes  close  to  the  floor. 
Later  we  conceived  the  idea  of  the  small 
drawers  under  the  top.  holding  25  lbs.  toe 
calks,  nuts,  washers  or  rivets,  in  each  drawer 
WHien  wire  nails  came  into  use  we  wanted 
some  place  to  put  them,  while  we  disposed  of 
our  cut  nails,  so  we  put  in  nail  drawers  be- 
tween the  lower  nail  boxes  and  the  small 
drawers,  and  made  the  nail  drawers  slanting 
on  each  end  so  the  nails  could  be  pulled  out 
in  the  scale  scoop  with  a  grab  hook.  So  you 
see  out  of  our  simple  counter  evolved  through 
necessity  a  very  useful  and  satisfactory  nail 
counter.  It  will  be  noticed  that  every  18 
inches  of  our  counter  is  capable  of  holding 
250  lbs.  You  will  also  notice  that  we  have 
the  nails  and  fence  staples  that  are  most  fre- 
quently called  for  in  a  retail  way  near  the 
scales.  On  the  other  end  of  the  counter  wx* 
have  a  revolving  bolt  case  and  also  a  screw 
case.     These  we  find  very  convenient. 

T.    J.    LOM.AS. 

Frefers  a  Balcony  to  Store  Ladders 

If  I  were  going  to  spend  $500  in  improve- 
ments in  the  shape  of  fixtures,  it  would 
depend  very  much  on  what  fixtures  I  already 
had,  the  nature  of  stock  to  be  shown  and  the 
size  and  shape  of  my  storeroom.  In  a  large 
storeroom  my  plan  could  not  be  carried  out 
for  $500.  Here  is  my  idea  of  the  arrangement 
of  a  retail  store: 

Nice  wall  fixtures  with  sliding  doors,  each 
section  about  four  feet'  in  width,  doors  alter- 
nately plate  glass  and  paneled  cherry  or  ma- 
hogany,  the   unsightly  goods   to  be  placed   in 


Nail  Counter  Used  dy  T.  J.   Lom.\.s. 


tions  the  width  of  three  boxes  filled  the  space 
and  we  also  had  smaller  br^xes,  six  fitting  the 
same  section.  This  interchangeablity  has 
proved  of  advantage.  We  fasten  samples  on 
the  front  of  boxes.  Of  course  this  arrange- 
ment is  not  up  to  the  times,  but  we  have  been 


the  vS^pction  behind  solid  doors  and  the  attrac- 
tive-goods behind  glass  doors;  these  cases  to 
extfnd  the  entire  length  of  the  salesroom  en 
each  side.  Instead  of  ladders  to  get  to  the 
upper  shelves,  I  would  have  a  balcony  on  each 
side,  with  steps  at  convenient  places.  The 
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front  of  the  balcony,  instead  of  an  ordinary 
rail,  I  would  turn  into  display  cases  in  this 
fashion :  The  base  of  the  balcony  rail  to  be  a 
show  case  about  twelve  inches  high  and  eight 
to  twelve  inches  deep,  according  to  the  goods 
to  be  displayed;  an  ornamental  rail  on  the  top 
of  the  show  case,  built  up  to  the  proper  height, 
would  finish  it  off.  If  I  had  width  enough  I 
would  run  a  double  line  of  show  cases  down 
the  center  connecting  the  two  ends  in  front 
with  a  half  round  case.  All  my  cases  would 
be  floor  cases,  solid  plate  glass  tops  with  plate 
fronts.  I  believe  in  displaying  a  sample  of 
every  article  in  the  house,  a  la  E.  C.  Meacham. 
Too  many  goods  are  kept  out  of  sight  and  are 
not  thought  of  until  some  customer  calls  for 
them,  and  my  experience  is  that  a  great  many 
sales  are  made  to  purchasers  who  come  into 
your  store  and  see  something  they  want  but 
had  not  thought  of  until  they  noticed  your  dis- 
play. Five  hundred  dollars  would  not  go  far 
on  this  proposition  in  equipping  a  new  place  of 
business,  but  will  help  some  in  remodeling  a 
store  already  established.  Geo.  W.  Coluns. 


Get  Eixtiiies  That  Will  Save  Your  Hoor 
Space 

More  room!  More  rooml  More  room! 
That  is  the  cry  in  nearly  every  department  of 
every  store  right  now. 

With  the  new  stock  coming  in,  store  facili- 
ties are  much  crowded. 

Here  is  where  your  genius  for  display  and 
economizing  space  at  the  same  time  comes  into 
good  play.  Also,  here  is  where  your  knowl- 
edge of  display  fixtures  will  help  out. 

Every  year  something  new  and  economical 
is  invented  in  display  contrivances.  You  could 
break  yourself  by  trying  to  buy  everything  in 
sight.  Here  is  where  well  balanced  judgment 
is  needed.  You  cannot  listen  to  the  tempter 
on  all  of  these  things  but  you  can  select  some 
of  them  that  will  economize  space  and  at  the 
same  time  display  the  goods  so  advanta- 
geously that  sales  will  be  increased. 

Look  around  you,  study  the  situation  and  fig- 
ure carefully.  You  can  probably  help  yourself 
with  the  outlay  of  a  few  dollars. 


KEEPING  POSTED  ON  STOCK 


Use  Want  Books 

We  use  want  books  for  shorts  and  depend 
upon  ability  to  know  if  in  stock. 
Change  price  lists  if  material  changes,  other- 
wise changes  in  cost  book  only.  Introduce 
new  goods  by  use  of  windows  and  advertising 
in  papers. 

J.  L.  Hudson  &  Co. 

Goods  in  Cnstomers'  Way  Sell  Best 

To  keep  salesmen  posted  as  to  changes  in 
prices,*  we  keep  a  price  book  where  all 
changes  are  promptly  entered.  It  is  placed 
in  a  convenient  position  so  that  clerks  can 
keep  goods  in  their  departments  correctly 
priced. 

In  the  introduction  of  new  goods  we  use 
window  displays,  and  also  call  customers'  at- 
tention to  same,  and  distribute  the  goods 
about  the  store.  The  goods  that  are  most 
in  the  customer's  way  sell  the  best. 

C.  W.  Barney. 

Catering  to  the  Bump  of  "Curiosity" 

For  keeping  posted  on  stock  shortages,  etc , 
we  have  hanging  on  office  railing  a 
"want"  book,  and  we  instruct  our  clerks  to 
note  there  all  demands  for  new  goods,  note 
goods  running  short,  etc.  This  book  we  in- 
spect each  day,  pruning  out  such  as  we  see 
fit  or  not  wanted,  carrying  to  our  buyer's 
want  book,  etc.,  such  as  needs,  purchasing, 
etc.  We  mark  every  item  in  the  house  capable 
of  being  marked,  calling  clerks'  attention  per- 
sonally to  changes  in  prices.  We  also  remark 
large  articleSi  and  small  items  are  noted  on 


their  containers;  bulletins  announce  any  heavy 
increase  or  decline  in  prices,  until  articles  are 
remarked. 

New  goods  we  advertise  and  display  in 
two  or  more  places  in  our  store,  and  call  cus- 
tomers' attention  in  person  to  such  articles, 
showing  why  we  bought  such  items  on  ac- 
count of  certain  specified  superiorities  over 
competition  articles  of  similar  kinds,  etc  We 
consider  everyone  has  the  "bump"  of  curiosity, 
more  or  less  developed,  and  therefore  wish 
to  know  the  why  of  new  or  unknown  articles. 
May  Hardware  Co. 

We  have  a  stock  book  in  which  all  goods 
short  are  written  down.  In  the  intro- 
duction of  new  goods  we  use  newspaper  ad- 
vertising, circulars,  window  displays  and  by 
personal  work  among  our  customers.  All  of 
these  methods  arc  valuable  but  we  are  unable 
to  state  which' one  is  the  most  effective.  Our 
prices  are  usually  kept  on  price-cards  and  the 
salesmen  are  notified  of  changes  made 
thereon. 

W.  B.  Miller  &  Son. 

"Keeping  Salesmen  and  Heads  of  Depart- 
ments Posted" 

The  method  employed  by  us  is  that  of  fur- 
nishing each  salesman  with  a  typewrit- 
ten copy  of  changes  in  prices,  and  briefly 
stating  market  conditions;  prospects  of  de- 
livery of  shipments  direct  from  factory,  and 
stating  sizes  which  we  propose  to  carry  in 
stock,  also  rate  of  freight  per  doz.  or  per 
100  from  factory  to  our  store. 
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Our  salesmen  carry  samples  of  new  goods 
where  possible  to  do  so,  and  with  every  in- 
voice going  from  the  office,  a  mailing  slip  is 
enclosed  illustrating  something  which  we 
think  will  interest  our  customers.  We  en- 
deavor by  personal  talks  to  get  our  salesmen 
enthusiastic  over  some  line,  which  perhaps 
was  not  much  thought  of  before,  and  twice 
each  month,  manager,  buyers,  salesmen,  ship- 
pers, bookkeeper  and  last,  but  not  least,  the 
one  having  charge  of  collections;  all  come  to- 
gether in  a  meeting  to  "talk  it  over,"  and  the 
results  are  satisfying. 

The  salesman  always  thinks  the  house  is 
pushing  his  customers  a  little  too  strong  to 
pay  their  over  due.  Mr.  A.'s  account  is  be- 
hind four  months,  but  we  should  know  that 
his  wife  was  sick,  and  had  to  be  taken  to  the 
hospital. 

Mr.  B.'s  account  is  behind  six  months,  but 
we  should  have  known  that  he  has  been  mak- 
ing very  considerable  extensions  to  his  busi- 
ness, and  could  not  afford  to  take  money  that 
he  could  use  himself  and  pay  us.  Mr.  C's 
account  is  behind  several  months,  but  then 
"He's  good"  and  will  make  a  valuable  cus- 
tomer some  time. 

Perhaps  there  may  have  been  times  when 
the  collector  may  have  put  it  a  little  too 
strong,  but  he  remembers  that  10  days  roll 
by  quickly,  and  may  be  that  some  one  else  re- 
minded him  in  terms  that  could  not  be  mis- 
taken that  "the  letter  looked  for  (with  a 
check)  never  came,"  and  it  would  be  ex- 
pected by  return  mail. 

There  is  nothing  like  united,  harmonious 
work,  ten  men  each  lifting  two  hundred 
pounds  can  "altogether"  lift  a  ton.  These 
meetings  where  there  can  be  a  free  exchange 
of  ideas  bring  about  the  concert  of  action  for 
which  they  are  intended,  and  each  one  can 
see  that  work  which  others  have  to  do  is  very 
important,  and  that  all  should  unite  in  a 
policy  that  will  make  for  the  advancement  of 
(not  his  particular  end),  but  the  whole  busi- 
ness. 

Kane  &  Keyser  Hardware  Co. 

J.  E.  Keyser. 

Educational  Features  in  a  Wholesale 
Hardware  House 

In  remodeling  and  increasing  the  space  de- 
voted to  offices  for  the  wholesale  Hard- 
ware house  of  Amiot,  Lccours  &  Lariviere, 
Montreal,  Canada,  provision  was  made  for  a 
lecture  room  where  150  people  could  be  ac- 
commodated at  one  time.  In  this  room  each 
month  practical  lectures  will  be  given  on  some 
trade  topic  by  experienced  members  of  the 
store  or  office  staff.  Small  tables  are  'scat- 
tered about  the  room.  Following  the  half- 
hour  lectures  there  are  cards  and  refresh- 
ments, and  a  piano  is  also  placed  in  the  room. 
A  ladies'  sitting  room  and  kitchen  adjoin  the 
lecture   room.     Social  meetings   are   held   at 


night,  weekly,  on  Wednesdays  for  the  men 
and  on  Mondays  for  the  ladies,  from  Septem- 
ber to  April.  One  of  the  educational  features 
to  be  enlarged  by  Mr.  Fred  C.  Lariviere  is  a 
business  library,  which  has  already  been  , 
started,  and  one  of  the  publications  kept  on 
file  is  this  Magazine.  The  general  and  private 
offices  are  richly  but  plainly  furnished. 

AN   INCENTIVE  FOR  ECONOMY. 

With  the  desire  of  having  all  the  staff,  with- 
out distinction,  share  in  the  profits,  the  com- 
pany have  established  what  shall  be  known  as 
"The  Savings  Counting  House  of  the  Staff." 
This  is  the  title  of  a  little  booklet  which  has 
been  distributed  amongst  the  staff,  discussing 
and  giving  rules  and  regulations  of  a  new 
scheme  for  inducing  the  staff  to  economize  and 
save  money. 

Some  of  the  rules  follow: 

Article  1.  "Those  who  wish  to  place 
their  savings  with  the  company  will  receive,  on 
making  their  first  deposit,  an  account  book, 
after  having  given  their  name,  address  and  oc- 
cupation. Interest  at  the  rate  of  6  per  cent, 
per  annum  will  be  paid  to  each  depositor  on 
Dec.  31  of  each  year. 

Article  4.  "Any  one  having  $100  to  his 
credit  will  have  the  right  by  informing  in 
writing,  the  secretary  of  the  company  to  place 
that  amount  in  the  Profit-Sharing  System 
herewith  established,  in  proportion,  of  the 
year's  earning  and  pro-rata  for  the  time  the 
amount  will  be  in  the  company's  hands.  This 
will  entitle  the  owner  to  participate  in  all  the 
earnings  of  the  company  on  the  same  basis  as 
the  capital  stock  of  the  company,  and  these  net 
profits  shall  be  placed  to  the  credit  of  each 
one  entitled  to  on  the  1st  of  February  each 
year,  and  will  then  bear  interest.  A  limit  of 
$1,000  is  hereby  fixed  for  each. 

Article  6.  "Any  one  having  $100  or  more 
invested  in  the  Profit-Sharing  System  will 
have  the  privilege  to  be  allotted  stock  in  the 
company  by  making  application  to  the  secre- 
tary. 

Article  11.  "The  company  reserves  to  itself 
the  right  to  refuse  to  receive  at  any  time  funds 
from  the  staff  for  the  account  of  the  Savings 
Counting  House,  also,  the  privilege  to  refund 
one,  a  few  or  all  those  having  amounts  to 
their  credits  at  any  time,  but  without  preju- 
dice to  acquired  rights  and  privileges." 


H.  E.  Stirn,  Morristown,  N.  J.,  a  retail 
Hardware  dealer,  has  circulated  an  attractive 
wall  calendar  among  his  customers.  The  pic- 
tures on  the  larger  portion  of  the  cardboard 
are  in  three  colors,  and  comprise  a  number  of 
attractive  subjects.  The  monthly  calendar 
sheets  are  at  the  bottom,  and  between  the 
two  appears  Mr.  Stim's  modest  announce- 
ment of  the  general  lines  carried  in  stock. 
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An  Alabama  Hardware  Store 

The  Prowell  Hardware  Co.,  Birmingham, 
Ala.,  have  recently  completed  the  instal- 
lation of  new  fixtures,  etc.,  in  their  store.  It 
is  equipped  throughout  with  the  Warren 
System.  The  illustration  shows  one  side  of 
over  100  feet  in  depth,  with  offices  at  the 
rear  on  an  elevation  overlooking  the  entire 
store.  This  is  a  practical  idea  of  being  able 
to  observe  all  events  occurring.  The  com- 
pany is  composed  of  active,  young  Hardware 
men  and  has  a  promising  future.  The  store 
is  now  one  of  the  handsomest  in  all  the  South. 


quirements  are  great.  Wc  fellows  on  the  road 
can  divide  our  customers  into  one,  two,  pos- 
sibly three,  classes.  In  a  little  while  we  get 
them  all  classified  and  handle  them  more  or 
less  perfunctorily.  They  are  all  storekeepers. 
But  you,  on  the  retail  floor,  must  deal  with 
classes,  not  one,  two,  three,  but  one  hundred, 
two  hundred,  a  thousand — all  kinds  and  condi- 
tions. And  they  arc  not  all  of  one  occupation 
or  sex  either.  You  must  know  how  to  meet 
all  comers.  To  do  this  well — that  is  the  real 
test  of  salesmanship.  It  sometimes  takes  great- 
er ability  to  sell  a  dainty  woman  an  eight-dol- 


Interior  View  of  Store  of  Prowell  Hardware  Co.,  Birmingham,  Ala. 


The  Store  Salesman 

The  Retail  Salesman:  "If  I  only  had  your 
opportunities,  Mr.  Traveling  Salesman,  I 
think  I  could  be  nearly  satisfied.  Your  field 
is  so  much  broader  than  mine,  your  work  is 
pleasanter,  you  deal  with  a  better  class  of 
people,  you  have  better  chances  to  show  what 
sort  of  stuff  is  in  you,  you  have  better  oppor- 
tunities for  record-making  and,  besides,  you 
are  better  paid." 

The  Traveling  Salesman:  "My  dear  friend, 
you  have  scarcely  guessed  a  single  guess  right. 
The  advantages  are  all  on  your  side.  It  takes 
a  very  high  order  of  merit  to  make  a  genuine 
success  on  the  retail  floor.  The  fellow  who 
scoffs  at  the  'clerk'  simply  does  not  know. 
He's  a  critic  and  a  critic  is  one  who  could  not 
do  it  himself.  Of  course,  any  one  can  be  an 
order  taker,  but  retail  salesmanship,  I  tell  you, 
is  a  fine  art    Its  failures  are  many,  for  its  re- 


lar  air-tight  heater  than  to  sell  a  merchant  a 
carload  of  steel  ranges,  and  the  one,  if  rightly 
done,  may  lead  to  as  great  results  as  the  other. 
And  as  far  as  compensation  goes,  I  can  now 
place  a  real  salesman  in  a  real  store  at  a  sal- 
.ary — well,  it's  tempting.  I  would  take  the  place 
myself  if  I  could  fill  it — then,  at  least,  I  would 
have  a  home." 


kDuVdi 

Trade  Mark  of  a  Michigan  Hasowabx  FatM. 
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Special  Show  Cards  and  Advertising 

To  the  Editor: 
Under  separate  cover  I  am  sending  yon  a 


have  drawn  marked  attention.  They  have  sold 
immense  quantities  of  goods  and  have  proven 
decidedly  effective.  "Most  of  the  cards  are  22x 


Detailed  Information  About  Tool  Set. 

number  of  show  cards  which  we  have  used  for 
our  "special  weekly  sales"  in  connection  with 


Tells  What  It  Is  anj>  What  It  Will  Do. 

the  window  displays.    They  are  different  from 
the  usual  show  cards  and  being  so  unusual, 


A  Prosaic  Article  DESCRinED  Interestingly. 
28  inches,  and  of  a  stiff,  smooth-surfaced 
board.    The  borders,  figures,  letters,  pictures  ot 


1 

1                                                                                              -k 
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MBfceTliem6oI&s}.-| 

Hihd)f  for  We  ^f^  i^e  Mj^fff  suftand  kln^. 
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A  Good  Hammer  Show  Card. 
tools,  etc.,  are  done  by  brush  work. 

A.  J.  HOVEKAMP. 
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Editor's  Note. — The  general  character  of  this 
entire  line  of  show  cards  used  by  the  Pickering 
Hardware  Co.,  Cincinnati,  O.,  is  shown  by  the 


had  a  strip  of  the  hose  attached  to  the  top 
of  the  card  shownng  the  various  materials  thai 
enter  into   its  construction.     A  round   section 
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Plain   Talk  About  Butcher  Knives. 

engravings  "herewith,   which  have  been   mate- 
rially  reduced.     The   talking    points    on    tlie 


All  About  an  Expansive  Bit. 

is  shown  at  the  left,  while  over  the  words  "end 
piece''  is  a  small  portion  cut  off  the  end,  which 


•? 


Enl 


c*^n  ^e^7J  yJi^  ^i^Jj  ^^dSe  io^e  ^/  o/jJyJS^/^^y^fl, 
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Garden  Hose  Snow  Card  with  Samples  of  Hose  ATTACirED. 


cards  are  effective,  appealing  to  the  customer. 
The  cut  showing  the  "Pickering"  Garden  Hose 


gives  a  cross  section  view.     In  addition  to  the 
subjects  treated  in  the  cuts  herewith,  there  arc 
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included  in  the  lot  of  cards  those  devoted  to 
block  planes,  razor  hones,  incandescent  burn- 
ers, pliers,  garden  trowels,  "zig-zag"  rules, 
nickel  ware  polish,  cork  screws,  bread  makers, 
hand  vises,  bond  and  paper  boxes,  etc. 

A  Dainty  Aoknowledgment  of  Bemittanoe 

In  the  accompanying  illustration  is  shown  a 
reproduction    of   a    form    of   acknowledg- 
ment for  remittances  that  is  used  by  a  large 


A  Daintv  Acknowledgment  of  Remittance. 

retail  house  in  the  metropolis.  In  the  origi- 
nal it  is  3^5%  inches,  printed  in  several 
colors.  Its  pleasing  sentiment  leaves  the  re- 
cipient in  a  good  frame  of  mind  as  he  puts 
the  receipted  bill  in  the  filing  basket. 

State  Laws  and  the  Sale  of  Firearms 

The  prohibition,  through  legislative  enact- 
'  ment,  of  the  sale  of  firearms  in  Tennes- 
see, South  Carolina  and  other  southern  states, 
has  aroused  widespread  discussion  as  to  the 
constitutionality  of  state  laws  of  this  charac- 
ter. Fred.  I.  Johnson,  of  Iver  Johnson's  Arms 
&  Cycle  Works,  Fitchburg,  Mass.,  in  present- 
ing the  situation  from  the  viewpoint  of  the 
manufacturer,  says: 

"The  movement  by  the  legislatures  of  cer- 
tain states  to  prohibit  the  saie  of  firearms  with- 
in those  states  is,  beyond  doubt,  unconstitu- 
tional; it  is  detrimental  to  the  business  inter- 
ests of  the  states  in  question,  without  in  any 
way  restricting  the  quantity  of  firearms  pur- 
chased and  in  use;  it  is  intended  to  deprive 
those  who  live  in  rural  districts  where  police 
protection  is  inadequate,  or  wholly  lacking,  of 
the  means  to  protect  themselves,  their  families 
and  their  property;  it  is  a  hardship  to  an  ex- 
cellent class  of  merchants,  for,  while  the  law 
proscribes  the  sale  of  firearms  by  hundreds  of 
Hardware  stores  in  the  states  affected,  it  does 
not  prevent  their  citizens  from  buying  such 
arms  elsewhere,  and  the  money  thus  expended 
goes,  not  into  the  coffers  of  the  local  merchant, 
but  into  those  of  great  business  houses  in  other 
states.  Such  a  result  is  demoralizing  to  the 
trade  of  the  state  in  question,  and  to  the  fire- 
arms manufacturing  industry  as  well. 

"It  cannot  he  denied  that  firearms  have  been 
misused  in  many  instances,  and  have  caused 
no  little  loss  of  life.    The  same  is  true,  how- 


ever, of  many  utilities  with  which  civilization 
could  ill  afford  to  dispense.  The  trolley  car, 
the  railway,  the  passenger  elevator,  the  steam- 
ship, the  automobile,  and  other  modern  devices 
cost  thousands  of  lives  annually,  yet  what  sane 
legislator  would  introduce  a  measure  prohibit- 
ing the  use  of  any  one  of  these?  In  its  own 
field  of  usefulness  the  small  arm  is  fully  as 
beneficial  as  any  of  them,  and  exacts  a  much 
smaller  toll  in  human  life.  Only  a  very  small 
percentage  of  the  firearms  manufactured  pass 
into  the  hands  of  the  criminal  classes.  The 
great  majority  of  them  are  purchased  by  law- 
abiding  householders  and  are  kept  in  their 
homes  for  the  protection  of  themselves  and 
their  families  against  lawbreaking  intruders. 
The  burglar,  the  highwayman  and  the  assassin 
prefer  the  knife  and  the  blackjack.  Such 
weapons  make  no  noise.  The  law-abiding  citi- 
zen, however,  when  attacked,  wants  to  make 
all  the  noise  he  can,  and  the  revolver  is,  there- 
fore, his  ideal  weapon  for  defense. 

*'The  police  force  is  an  excellent. institution, 
if  only  for  the  moral  influence  it  exerts.  In 
how  many  communities,  however,  is  the  police 
force  inadequate?  How  many  communities  are 
there  with  no  police  force  at  all?  And  even 
in  those  communities  enjoying  the  best  police 
protection  obtainable,  how  many  instances  are 
on  record  in  which  the  police  have  arrived  in 
time  to  prevent  a  robbery,  instead  of  after  the 
robber  had  fled?  It  is  not  the  police  that  the 
housebreaker  fears,  but  the  defensive  weapon 
of  the  citizen  whose  house  he  enters  with 
criminal  intent.  Let  the  housebreaker  and  the 
second-story  man  feel  assured  that  the  house- 
owner  is  prohibited  by  law  from  purchasing  or 
having  in  his  possession  a  revolver  or  other 
small-arm,  and  he  will  work  with  impunity, 
for  he  will  know  that  the  greatest  danger  to 
himself — in  fact,  the  only  danger  he  fears — 
has  been  eliminated.  The  unconstitutionality 
of  any  state  law  prohibiting  the  sale  of  fire- 
arms is  made  plain  by  reference  to  Article  II. 
of  Amendments  to  the  Constitution  of  the 
United   States,   which  reads : 

"  'A  well-regulated  militia  being  necessary  to 
the  security  of  a  free  State,  the  right  of  the 
people  to  keep  and  bear  arms  shall  not  be  in- 
fringed.' 

"The  provisions  of  this  section  are  broader 
than  they  would  seem  to  the  superficial  read- 
er. They  permit  not  only  the  militia  to  keep 
and  bear  arms,  but  they  permit  the  people  so 
to  do.  Had  it  been  the  purpose  to  restrict 
this  privilege  to  the  militia,  the  Amendment 
would  have  been  made  to  read,  *the  right  of 
the  militia  to  keep  and  bear  arms;*  but  it  dis- 
tinctly says,  'the  people/ 

"The  Legislatures  of  Tennessee  and  South 
Carolina  have  acted  hastily  as  well  as  un- 
constitutionally. Had  they  given  careful  con- 
sideration to  both  sides  of  the  question,  it  is 
very  doubtful  whether  such  prohibitory  laws 
would  have  been  seriously  considered." 
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"Snow  Hake''  Freezer 

The  Snow  Flake  Mfg.  Co.,  225  Fifth  avenue, 
New  York,  are  placing  on  the  market 
the  "Snow  Flake"  Ice  Cream  Freezer,  illus- 
trated. Inasmuch  as  some  people  have  taken 
the  article  to  be  a  toy,  by  viewing  the  illustra- 
tions, the  company  state  emphatically  that  it  is 


''S^ 


ZER. 


an  article  of  utility,  and  they  predict  a  very 
large  sale  and  use  for  it  as  soon  as  its  merits 
are  comprehended.     It  consists  of  a   tub   or 


in  position.  This  cylinder  contains  the  sta- 
tionary dasher,  the  latter  fitting  into  a  lug  in 
bottom  of  cylinder.  The  dasher  has  two 
blades,  one  scraping  the  sides  of  cylinder  and 
.  the  other  blade  being  placed  between  the  cen- 
ter of  cylinder  and  the  other  blade,  thus  keep- 
ing the  contents  constantly  in  motion.  The 
dasher  is  of  metal,  and  it,  as  well  as  the  cylin- 
der and  cover,  are  heavily  tinned.  The  upright 
end  of  dasher  protrudes  through  a  hole  in 
center  of  cover;  the  dasher  projection  fits  in  a 
groove  in  side  of  tub,  which  holds  it  securely 
while  the  handle  is  put  in  place  in  bottom  of 
cylinder,  the  latter  being  put  in  a  horizontal 
position  in  the  tub.  After  placing  the  freezing 
mixture  about  the  cylinder  and  turning  for  a 
few  minutes  the  ice  cream  or  sherbet,  or  what- 
ever is  being  frozen,  is  ready  to  "ripen"  and 
then  serve.  A  small  amount  of  ice  is  sufficient 
to  freeze  the  cream.  The  makers  claim  that 
one-half  the  usual  amount  of  ice  required  by 
the  ordinary  freezers  is  sufficient  for  this  one. 
The  Freezer  being  covered  ^obviously  effects  a 
saving  in  ice.  If  only  a  portion  of  the  frozen 
cream  is  used,  the  remainder  can  be  readily 


Parts  of  Freezer.      Can,  Dasher,  Crank  and  Tub. 


box  of  heavily  galvanized  iron,  having  a  rein- 
forced top  edge.  The  cylinder  or  can  has  a 
friction  top  cover,  which  is  liquid  tight  when 


kept  by  replacing  the  can  in  the  tub  and  the 
whole  outfit  placed  in  the  refrigerator.  The 
convenient  size  of  the  Freezer  will  appeal  to 
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the  housewife.  The  few  parts,  all  of  metal, 
are  readily  cleaned,  and  then  the  box  is  placed 
on  the  pantry  shelf  with  the  pans,  etc.  It  will 
also  be  found  a  convenient  shelf  package  by  the 
Hardware  merchant.  The  quart  size  tub  is 
5^x6x5^/^  inches.  The  larger  sizes  are  in 
proportion.  The  Freezer  comes  in  1,  2,  3  and 
4-quart  sizes.  The  complete  Freezer  is  put  in 
a  neat  pasteboard  box,  and  a  dozen  boxes  to 
a  crate.  Its  convenient  size  makes  it  easy  of 
demonstration  Jn  the  store  or  show  window. 
Its  simplicity  in  construction  and  operation  ap- 
peals to  the  housewife  as  well  as  its  low  price. 

"Easywork''  Mop  Wringer 

The  Burnham  Specialty  Co.,  Waterbury, 
Conn.,  are  placing  on  the  market  the 
"Easywork"  Mop  Wringer,  illustrated.  It  is 
simple  in  construction  and  operation.  All  the 
parts,  save  the  w^ood  rollers,  are  made  of  iron 
and    steel    and    tnen    galvanized    to    prevent 


brings  the  moving  roller  back  to  its  original 
position.  The  treadle  brace  acts  as  a  support 
for  the  bucket,  and  keeps  it  from  upsetting, 
even  though  the  operator's  entire  weight  be 
placed  upon  the  treadle.  The  bucket  is  square 
in  shape  with  the  comers  rounded,  which  is 
an  advantage  from  a  sanitary  point,  as  it  is 
easy  to  keep  the  bucket  clean.  The  inside  of 
the  bucket  is  provided  with  a  guide  for  the 
mop,  bringing  the  mop  against  the  stationary 
roller  in  compact  form  and  effectually  wring- 
ing out  the  same.  The  rollers  are  situated 
at  either  end  of  the  pail,  with  no  lost  space  and 
leaving  ample  room  for  access  to  the  bucket. 
Fig.  2  shows  the  act  of  withdrawing  the 
mop  from  the  bucket.  The  operator  places  as 
much  weight  upon  the  treadle  as  is  necessary 
to  wring  the  mop,  partially  or  completely,  as 
desired.  The  mop  is  drawn  upward  between 
the  rollers,  leaving  all  the  water  and  dirt  be- 
low the  rollers -^nd  below  the  surface  of  the 
bucket.  This  Wringer,  operated  by  hand  and 
foot,  provides  a  means  by  which  the  operator 
has  complete  control  and  can  wring  the  mop 
to  any  degree  desired. 

"Square  Deal"  Poultry  Fence 

The  Keystone  F^nce  Co.,  Peoria,  111.,  are 
manufacturers  of  the  "Square  Deal" 
Poultry  Fence,  illustrated.  The  top  strand  is 
made  of  No.  11  wire,  bottom  strand  of  No.  12 
wire,  intermediate  strands  and  stays  of  No.  14 
wire.  The  lightest  wire  used  is  four  times  as 
heavy  as  that  used  in  netting.     The  stays  are 


Fig.   1.     "Easy work"  Mop  Wringer. 

rusting.  Boiling  water  containing  disinfec- 
tants or  chemicals  can  be  used  without  incon- 
venience or  damage  to  the  operator  or  to  the 
Wringer.  It  is  a  complete  article  of  pail  and 
wringer  combined.  When  it  is  desired  to 
bring    the    two    wooden    rollers    together    to 


Fig.  2.     Wringing  a  Mop. 

wring  out  a  mop,  the  foot  is  placed  upon  the 
treadle  and  forced  down  to  the  treadle  brace, 
bringing  the  two  rollers  together  at  one  end  of 
the  bucket,  When  the  foot  is  removed,  a  spring 


''Square  Deal"  Poultry  Fence. 

G  inches  apart.  The  first  four  spaces  are  iVj 
inches.  This  style  Fence  is  put  up  regularly 
in  10  and  20- rod  rolls.  Special  length  rolls 
can  be  furnished  for  slight  extra  cost.  The 
Square  Deal  lock  clinches  the  wires  together 
so  they  cannot  slip.  Wires  are  well  covered 
with  a  smooth,  even,  heavy  coat  of  galvaniz- 
ing. This  style  Fence  is  adapted  for  other 
purposes  than  poultry;  it  can  be  put  around 
a  garden,  protecting  it  from  all  invasion, 
strong  enough  to  keep  out  any  kind  of  barn 
stock,  close  enough  to  keep  out  little  chickens. 
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''Star"  Lawn  and  Hedge  Trimmer 

Kampfe  Bros.,  8  Reade  street,  New  York, 
are  placing  on  the  market  the  "Star" 
Lawn  and  Hedge  Trimmer,  illustrated.  It  is 
simple  in  construction  and  operation.     When 


81  is  fitted  with  Lyman  front  No.  5,  and  also 
Stevens  Leaf  and  Lyman  receiver  sights.  The 
No.  82  is  fitted  with  Lyman  front  No.  5,  and 
Stevens  Leaf  and  Lyman  Receiver  with  cup 
disc  sig*hts.     These  Rifles  have  the  same  high 


Star"  Lawn  and  Hedge  Trimmer. 


using  the  shear  for  trimming  edges,  lawns, 
flower  beds  and  other  places  inaccessible  to  the 
lawn  mower,  you  can  adjust  the  roller  under- 
neath the  shear  by  drawing  same  back  or 
forth,  thereby  regulating  the  shear  to  cut  the 


degree  of  accuracy  as  is  found  in  their  single 
shot   arms. 


The  Samson  Cordage  Works,  Boston,  Mass., 
issue   their  desk  calendar  for  this  year   in  a 


grass  to  a  desired  length.    There  is  no  strain      dark  green  color.     Removable  monthly  sheets 


Guide  Used  When  Trimming  Hedges. 


or  cramped  feeling  in  the  hand  when  operat- 
ing the  Trimmer.  It  is  easily  operated  by  the 
use  of  both  hands.  The  shear  blades  are  so 
adjusted  that  it  becomes  impossible  for  the 
blade  to  iump  out  of  place.  The  quality  of 
steel  and.  workmanship  in  the  blades  is  simi- 
lar to  the  sheep  shears,  but  they  are  made 
heavy  enough  to  be  used  in  conjunction  with 
the  hedge  trimmer  guide,  which  is  readily  ad- 
justed by  a  small  set  screw,  enabling  the  user 
to  trim  any  hedge  with  ease  and  accuracy. 

''Stevens"  Bepeating  GkiUery  Bifle 

The  J.  Stevens  Arms  &  Tool  Co.,  Chicopee 
Falls,  Mass.,  are  offering  the  trade  the 
No.  8  "Stevens"  Repeating  Gallery  Rifle,  fitted 
with  the  Lyman  sight,  illustrated.  It  has  bolt 
action,  operated  by  the  sliding  fore-end,  the 
mechanism  being  simple.     The  Rifle  will  take 


comprise  the  calendar,  above  which,  in  a  mica 
tube,  is  a  sample  of  the  company's  well  known 
Spot  Cord. 

"Aikin"  Husker 

Smith  &  Davis,  Ames,  la.,  are  makers  of  the 
"Aikin"  Husker,  illustrated.  It  has  a 
spring-mounted  point,  a  feature  appreciated  by 
users.     It  slips  over  the  mitten  or  glove,  will 


n  Aikin''  Husker. 

not  blister  the  hands  or  fingers,  holds  the  hand 
firmly   together,    making   it   impossible   to  jar 


Repeating  Gallery  Rifle,  No. 

.22  rfiort,  .22  long,  .22  long  rifle  R.  F.  and  .25 
Stevens  R.  F.  cartridges.  It  will  shoot  sixteen 
.22  short,  fourteen  .22  long,  twelve  .22  long 
rifle  R.  F.  and  twelve  .25  Stevens'  R.  F.  car- 
tridges. '  It  is  provided  with  24-inch  round 
barrels,  extreme  length  being  41%  inches,  var- 
nished black  walnut  stock,  blued  trigger  guard, 
rubber  butt  plate.  The  No.  80  is  fitted  with 
bead  front  and  sporting  rear  sights.    The  No. 


hand  or  strain  wrist  and  does  not  penetrate  the 
car  when  rcn'ioving  Kusks. 


Amibt,  Lecours  &  Lariviere,  Montreal,  Can- 
ada, have  been  sending  out  a  wall  hanger  with 
calendar  sheets  at  the  bottom,  and  several 
views  of  their  store  and  showrooms  in  the 
upper  space,  ^  ^ 

Digitized  by  V:iOOQIC 


546 


Hardware  dealers'  magazine 


^EBBUABT, 


1963. 


''Model"  Safety  Bazor 

The  Novitas  Mfg.  Co.,  153  High  street,  Wal- 
tham,  Mass.,  are  placing  on  the  market 
the  "Model"  Safety  Razor,  illustrated  full  size. 
It  is  composed  of  a  one-piece  holder,  heavily 


machinery.  Each  Wade  passes  through  twenty- 
seven  distinct  processes.  Each  blade  is 
claimed  to  average  fifteen  shaves.  The  Razor 
is  self-adjusting.  The  blade  is  inserted  be- 
tween two  small  lugs,  and  securely  snapped 
into  place.  The  corners  are  entirely  pro- 
tected. The  Razor  and  blades  are  packed  in 
a  heavy  cardboard  box  which  slides  into  an 
outer  box.     It  is  sold  ?t  a  low  price. 

"White"  Mop  Wringer 

The  White  Mop  Wringer  Co.,  Fultonville, 
N.  Y.,  are  placing  on  the  market  a  new 
"White"  Mop  Wringer,  illustrated.  The  en- 
tire construction  is  of  malleable  iron  except 
the  wood  handle.  The  Wringer  is  built  on 
the  same  general  principles  as  their  well  known 


"Model"  Safety  Razor,  Full  Size. 

nickeled  and  polished,  a  waterproof  ebonoid 
handle  having  nickeled  ferrule,  and  a  keen,  steel 
blade.  This  blade  is  said  to  be  heavy  enough  to 
shave  properly  without  vibrating  and  does  not 
require    an     extra     support    to    obviate     this 


"White"  Mop  Wrincsx. 

line.  As  malleable  iron  alone  is  used  the  de- 
vice will  never  rust  out.  This  Wringer  is 
made  Janitor's  size,  for  both  round  and  flat 
mops,  the  round  Wringer  being  known  as  No. 
7  and  the  flat  as  No.  8.  Both  will  bear  the 
usual  warrant  and  guarantee  of  satisfaction 
which  appears  on  all  "White"  Mop  Wringei*s. 


Inner  and  Outer  Razor  Case. 

trouble.  The  steel  for  the  blades  is  prepared 
after  a  special  formula  and  is  automatically 
hardened,  ground,  honed  and  stropped.  The 
output  is  turned  out  in  quantities  by  automatic 


J.  Wiss  &  Sons  Co.,  Newark,  N.  J.,  call 
the  attention  of  the  trade  to  their  Tinners' 
Hand  Snips.  They  have  forged  steel  frames, 
with  high  grade  crucible  bar  steel  welded  to 
inside  of  blades.  The  Nos.  6%  and  7  Snips 
will  cut  a  20d  wire  nail,  the  No.  8  a  lOd  and 
the  No.  9  Snip  will  cut  at  l*2d  wire  nail  with- 
out bending  handles,  breaking  or  dulling 
edges  of  blades.  Such  severe  tests,  the  makers 
state,  will  fit  them  to  withstand  any  work  for 
which  they  may  be  used. 
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'Vanning-Bowman"  Alcohol  Oas  Stove 

Manning,  Bowman  &  Co.,  Meriden,  Conn., 
are  placing  on  the  market  the  "Man- 
ning-Bowman" Alcohol  Gas  Stove,  illustrated. 
The  Stove  makes  its  own  gas,  burns  with  a 


"Manning-Bowman"  Alcohol  Gas  Stove. 
hot  blue  flame,  the  same  as  a  gas  stove ;  makes 
no  smoke  and  no  odor.  It  is  claimed  to  have 
three  times  the  heating  power  of  a  regular 
chafing  dish  lamp,  yet  is  regulated  to  a  sim- 
mering flame  at  a  touch.     The  cost  of  opera- 


much  to  the  comfort  of  summer  cooking,  and 
suggests  great  possibilities  for  impromptu 
luncheons  and  for  use  on  outing  trips,  as  it  is 
light  in  weight  and  readily  carried.  It  is  espe- 
cially adapted  for  using  denatured  alcohol,  al- 
though any  good  alcohol  can  be  used.  The 
makers  remark  that  with  this  Stove  the  possi- 
bilities of  chafing  dish  cookery  are  more  than 
doubled.  The  company  also  furnish  the  Alco- 
hol Gas  Stove  Accessories,  which  comprise  a 
ehafing  dish,  waiter,  teapot,  tea  kettle,  flagon, 
toaster,  cutlet  dish,  a  plate  warmer  and  a 
"Meteor"  Coffee  Percolator.  With  this  outfit 
the  hostess  can  serve  a  dainty  after-theater 
hinch,  etc.,  with  a  minimum  of  time  and  labor, 
and  all  done  on  the  dining-room  table. 


The  Burgess-Norton  Mfg.  Co..  Geneva,  III, 
in  a  folder  present  the  entiie  line  of  "Black 
Eagle"  tempered  steel  Hatchets.  They  are 
made  in  seven  styles,  Shingling,  plain  and  claw 
heads;  Youth's  strap  claw  head.  Shingling 
octagon  head.  Half  Strap  and  Half  Solid 
claw  head,  and  half  octagon  head.  •  Each  has 
hollow  steel  handle  and  ^oil-*empered  blade. 


Hemp  &  Co.,  St.  Louis,  Mo.,  in  a  new  cata- 
logue, show  their  line  of  Air-Tight  Heaters, 
Stove  Pipe,  Elbows,  Roof  Flanges,  Stove  Pipe 
Caps,  Ventilatois,  Well  Buckets,  etc.  They 
sell  to  jobbers  only. 


Geo.  E.  Benton  Co.,  99  Reade  street,  New 
York,  in  a  new  catalogue,  present  the  line  of 
"Neverslip"     Hedge,     Grass     and     Pruning 


Gas  Stove  Used  with  Chafing  Dish. 


tion  is  less  than  two  cents  per  hour.  The 
Stove  comes  with  single  or  double  burner, 
finely  nickeled,  is  very  economical  in  use,  and 
is  an  ornament  for  any  sideboard.     It  adds 


Shears;  Tinners'  Snips,  etc.  The  feature  of 
all  these  tools  is  the  serrated  blade,  which  are 
non-slipping,  self-sharpening,  and  enable  the 
user  to  do  an  increased  quantity  of  work« 
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"Dc  Vaux"  Eefrigerators 

The  Home  Metallic  Refrigerator  Co.,  Albert 
Lea,  Minn.,  are  manufacturers  of  the 
"De  Vaux"  Sanitary  Metallic  Refrigerator, 
illustrated.  It  is  cylindrical  in  shape,  made 
entirely  of  galvanized  steel.  The  casing  or 
sides  being  made  of  two  sheets  of  galvanized 
steel  one  inch  apart,  thoroug-hly  lined  with 
walls  of  linofelt,  giving  a  dead  air  space, 
makes  it  a  great  non-conductor  of  heat.  The  ice 
chamber  and  revolving  shelves  are  detachable 
and  easily  removable  when  it  is  desired  to 
thoroug'hly  cleanse  the  interior.  The  construc- 
tion of  the  ice  chamber  is  such  that  the  non- 
sweating  apron  attached  underneath  prevents 


chamber,  thereby  maintaining  a  uniform  tem- 
perature, without  having  any  access  to  the 
food  chamber;  thus  eliminating  all  possibility 
of  taste,  odor  or  unsanitary  conditions.  The 
De  Vaux  system  of  refrigeration  is  scientific. 
It  consists  of  circulating  partially  cooled  air 
in  a  direct  current  around  and  over  the  whole 
of  tlie  ice  chamber,  the  walls  of  the  casings  or 
sides  being  round,  allowing  a  free  circulation. 
The  Refrigerator  is  made  in  several  sizes  hav- 
ing ice  capacities  from  35  to  120  pounds,  in 
heights  from  36%  to  50  inches,  and  weighing 
from  100  to  200  pounds.  The  outside  is  fin- 
ished in  imitation  oak,  white  enamel  inside, 
with  locks  and  hinges  of  solid  brass,  polished. 


"De  Vaux"  Metallic  Refrigerator. 

any  moisture  or  dampness  in  the  food  chamber 
and  at  the  same  time  effects  a  saving  in  ice 
in  cooling  the  air.  There  are  no  corners  in 
the  food  chamber  where  particles  of  food  or 
germs  can  lodge.  There  is  no  reaching  over 
dishes  or  daubing  the  sleeves  into  the  food,  or 
knocking  things  over  trying  to  reach  some- 
thing at  the  back  side;  simply  turn  the  shelf, 
as  it  readily  revolves,  and  the  article  or  space 
desired  is  at  once  in  front  of  you.  The  round 
shelves  offer  a  maximum  of  space,  as  round  or 
oval  dishes  can  be  used  with  no  lost  space.  In 
addition  to  the  ordinary  food  chamber,  this 
Refrigerator  is  equipped  with  a  separate  cham- 
ber for  green  vegetables,  such  as  berries-,  fruit, 
etc.,  which  do  not  require  as  low  a  degree  of 
temperature  as  the  other  foods.  It  is  so  con- 
structed that  it  is  placed  directly  over  the  ice 


Interior  View,  "De  Vaux"  Refrigerator. 

The  Forsyth  Mfg.  Co.,  Buffalo,  N.  Y.,  re- 
cently issued  as  a  souvenir  a  nickel  plated 
match  safe  for  holding  parlor  matches.  It 
is  adapted  to  be  hung  on  the  wall. 


Royal  Mfg.  Co.,  Lancaster,  Pa.,  manufac- 
turers of  hand-power  and  foot-power  Grind- 
ers and  Sickle  and  Disc  Grinders,  have  is- 
sued a  couple  of  booklets,  one  entitled  "Hints 
on  Grinding,"  giving  useful  information  on 
how  to  grind  and  how  not  to  grind.  The 
other  booklet  is  "The  Story  of  David  May- 
dole,"  which  is  to  be  used  as  an  aid  in  sell- 
ing the  company's  machines.  These  booklets 
are  furnished  the  trade  as  advertising  matter, 
and  will  doubtless  be  appreciated  by  many 
Hardware  dealers. 
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''Jewett"  Boiler  Guard  Safety  Bazor 

The  Huber  Sales  Co.,  Schofield  Building. 
Cleveland,  Ohio,  are  placing  on  the  mar- 
ket the  "J^wett"  Roller  Guard  Safety  Razor, 
illustrated.  It  derives  its  name  from  the 
guard,  which  is  in  the  form  of  a  roller,  and 


Enameled  Chamber  Set 

The  Cleveland  Stamping  &  Tool  Co^^  Cleve- 
land, Ohio,  are  offering  the  trade  an 
Enameled  Chamber  Set,  illustrated.  Among 
the  meritorious  features  are  its  durability  and 
cleanliness,  as  well  as  beauty  of  design.     The 

I 


Club  Spittoon. 


*7ewett"   Roller   Guard   S.afety    Razor. 

when  in  use  rolls  as  the  Razor  is  drawn  along 
against  the  face.  The  blades  used  are  very 
thin  and  yet  the  makers  claim  they  have  a 
steel  that  will  hold  a  shaving  edge  that  will 
stand  eight  to  fourteen  shaves,  according  to 
the  weight  of  the  beard.  The  handle  and 
frame  are  riveted  together.  The  blade  is  held 
in  position  by  means  of  a  metal  holder  or  clip 
which  slips  over  the  top  of  the  blade  and  also 
under  the  frame.  There  are  no  sharp  corners 
on    the   blades,    which   have   one    edge.     The 


Enameled  Chamber  Set. 

new  Club  Spittoon  has  a   removable  cover,  is 
neat  in  design  and  well  finished. 


Sincerity  isn't  necessarily  solemnity.  You 
can  be  honest,  interesting  and  cheerful,  all 
in  one  advertisement. 


"Hart"  Glass  Cutter 

The  Hart  Mfg.  Co.,  Unionville,  Conn.,  arc 
placing  on  the  market  the  "Hart"  Glass 
Cutter,  illustrated.  This  tool  is  made  on  an 
improved  plan,  the  socket  head  being  of  sheet 
steel  drawn  up  with  a  socket  for  the  wood 
handle  and  with  a  wire  detachable  pin.  This 
pin  can  be  readily  removed  whenever  the  ci:t 
ting  wheel  becomes  dull.  The  wheels  ar^- 
made  from  a  special  steel,  hardened  under  the  r 
own   process,   which   imparts  an  extra  cutting 


"Hart"  Glass  Cutter. 


handle  is  milled  and  affords  a  firm  grasp  by 
the  fingers.  The  outfit  consists  of  Razor,  15 
blades  and  case.  The  illustration  shows  the 
Razor  full  size. 


edge.  The  concern  arc  working  on  a  new 
line  with  "pen  holder"  handles,  hollow,  which 
will  be  entirely  of  sheet  steel,  save  the  cutting 
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"XTniversal"  Heel  Plates 

The  Jioot  Bros.  Co.,  Plymouth,  O.,  manu- 
facturers of  Cobbler  Outfits,  Lasts  and 
Stands,  are  placing  on  the  market  the  "Univer- 
sal'* Heel  Plates,  illustrated.  They  are  made 
of   high   grade   malleable    iron,    and     possess 


"Universal"  Heel  Plates. 
toughness*  and  great  wearing  qualities.  The 
Plates  are  made  in  various  sizes  to  fit  the 
different  sizes  of  heels,  and  are  a  preventative 
of  run-over  heels.  A  new  catalogue  has  been 
issued,  which  will  be  sent  upon  request. 

"Bead's"  Tail  Tie  and  Band 

OB.  Read  Mfg.  Co.,  Troy,  N.  Y.,  are  the 
•  manufacturers  of  "Read's"  Tail  Tie  and 
Band,  illustrated.  The  "Holdfast"  Tie  is  made 
of  spring  steel,  nickel  or  brass  plated  over 
heavy  copper  plate,  and  lined  with  corrugated 


"Ffluger's"  Luminous  Tandem  Spinner 

The  Enterprise  Mfg.  Co.,  Akron,  Ohio,  are 
offering  the  trade  "Pfluger's"  Luminous 
Tandem  Spinner,  illustrated.  This  Bait  when 
placed  in  the  water  emits  a  phosphorescent 
glow  and  the  luminous  properties  of  this  glow, 
together  with  the  artificial  appearance  of  the 
Bait,  attracts  fish  from  an  unusual  distance. 
The  shine  is  not  a  brilliant  one,  but  just 
enough  to  represent  the  unusual  glittering 
scales  of  a  live  fish  in  the  water. .  When  ap- 
plied to  trolling  or  other  baits  it  gives  out  an 


"Holdfast"  Tail  Tie. 
rubber,  the  latter  feature  giving  it  a  "hold- 
fast" quality.  It  can  be  attached  with  gloves 
or  mittens  on.  •  The  device  has  no  hinges, 
buckles  or  straps,  and  does  not  irritate  or  in- 
jure the  hair. 


"Neverslip"  Tail  Band. 
The  "NeversUp"  Tail  Band  has  eleven  dia- 
mond-shaped tongues  or  lips,  arranged  al- 
ternately, and  will  not  lose  as  the  hair 
is  wedged  in  between  them.  It  can  be  at- 
tached with  gloves  or  mittens  on  the  hands. 
It  is  made  of  special  s!eel,  japanned  or  plated. 


The  Malin  &  Co.,  Cleveland,  O.,  issue  a 
number  of  booklets  presenting  their  lines  of 
Spooled  Wire,  Galvanized  Wire  Clothes  Lines, 
Belt  Lacing  Outfits,  Music  Wire,  Stove  Pipe 
Wire,  ?t9, 


"Pflu(;er's"     Luminous     Tandem     Spinne.c. 

alluring  effect,  especially  at  night  when  the 
best  fishing  prevails.  The  Bait  is  also  well 
adapted  for  day  use,  and  is  successful  in  dark, 
deep  and  roily  waters.  The  Bait  illustrated 
comes  in  three  sizes — Nos.  0,  1  and  2,  the  il- 
lustration being  of  No.  2,  full  size. 


It  is  far  better  to  turn  over  the  trimming  of 
show  windows  to  one  of  the  clerks  than  to 
allow  every  one  in  the  store  to  "butt  in."     T 
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"Fhisli"  Floor  Tread 

Partrick,  Carter  &  Wilkins,  22d  and  Wood 
streets,  Philadelphia,  Pa.,  are  placing  on 
the  market  the  "Flush"  Floor  Tread,  illus- 
trated. It  is  made  in  the  sime  general  form 
and  plan  of  their  Electric  Floor  Matting.   The 


the  lower  sash.  The  Lock  can  also  be  used  in 
place  of  the  ordinary  sash  lock.  Furnished  in 
any  finish  desired,  the  standard  finishes  being 
dull  nickel,  bright  nickel,  oxidized  copper  and 
plain  brass. 

Stewart   &    Clark    Mfg.    Co.,   502   Diversey 


"Flush"  Floor  Tread. 


Tread  is  G%  inches  square,  is  thin,  consisting 
of  five  strips  of  wood  1%  inches  wide,  which 
are  held  together  by  a  piece  of  cloth  glued  to 
the  back.  This  rests  on  the  floor  underneath 
the  rug  or  carpet.  A  person  stepping  dn  the 
rug,  mat  or  carpet,  touching  any  part  of  the 
Tread,  closes  the  circuit  and  causes  a  bell  to 
ring.  Stepping  on  any  one  of  the  ten  pieces 
of  metal  acts  the  same  as  pushing  on  an  elec- 
tric bell  button.  This  Tread  can  be  used  in 
many  places  instead  of  the  ordinary  foot  push. 
It  is  but  an  eighth  inch  thick  and  with  ordi- 
nary care  will  last  for  years. 

"Perfect"  Ventilating  Sash  Lock 

The  Taylor  Mfg.  Co.,  Hartford,  Conn.,  are 
placing  on  the  market  the  "Perfect" 
Ventilating  Sash  Lock,  illustrated.  It  is  made 
frcm  steel.  This  Lock  is  intended  to  be  placed 
ab3Ut  five  inches  above  the  lower  sash.     With 


Boulevard,  Chicago,  111.;  in  a  folder,  illustrate 
the  "Stewart"  Speedometers  for  use  on  auto- 
mobiles. 

"Mossberg"  Wrench  Display  Stand 

Frank  Mossberg  Co.,  Attleboro,  Mass.,  are 
offering  the  trade  the  "Mossberg" 
Wrench  Display  Stand,  illustrated.  The  prob- 
lem of  displaying  such  a  staple  article  as 
wrenches  is  simplified  by  the  use  of  this  metal 
Stand.  It  is  capable  of  holding  twenty  differ- 
ent types  and  sizes  •of  wrenches.     The  Stand 


il 


"Perfect"  Ventil.\ting  Sash  Lock. 
this  device,  either  the  upper  or  lower  sash, 
or  both,  can  be  opened  a  few  inches  for  venti- 
lation, and  y€t  be  secured  against  intrusion. 
By  pressing  in  the  catch,  the  window  can  be 
opened  full  width,  and  the  simple  act  of  clos- 
ing the  window  automatically  locks  it.  A 
bumper  plate  is  provided  to  prevent  marring 


"Mossberg*'  Wrench  Display  Stand. 
is  17  inches  high  with  a  base  7  inches  in  di- 
ameter. It  is  nickel  plated  and  highly  finished. 
When  mounted  full  of  wrenches  it  makes  an 
attractive  window  or  show  case  display.  The 
Stand  is  furnished  with  three  assortments  of 
wrenches,  or  to  those  who  want  to  make  their 
own  wrench  selections,  the  Stand  is  sold.      ^ 
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"Ideal"  Brooder 

JVV.  Miller  Co.,  Freeport,  111.,  are  makers 
of  the  "Ideal"  Brooder,  No.  3,  illus- 
trated. It  is  made  of  Washington  cedar  and 
therefore  no  lice  can  live  in  it.  The  Brooder 
is  heated  with  hot  air  and  no  fumes  can  get 
to  the  chicks.  Every  inch  of  the  hover  is  the 
same  temperature.  There  is  no  crowding 
around  the  lamp,  as  the  chicks  run  all  over 
the  Brooder  and  keep  warm.  Besides  the 
hover  there  is  a  bright,  airy  exercising  room 
where  the  chicks  can  scratch  about  and  keep 
cooler  than  in  the  hover.  The  hover  and 
exercising  room  are  separated  by  a  curtain 
consisting  of  two  thicknesses  of  felt,  and  the 
chicks  can  pass  through  this  curtain  to  either 
room.  The  Brooders  are  neatly  finished  with 
two  coats  of  good  paint ;  the  top  of  all  out- 
door Brooders  are  so  constructed  that  they 
will  not  leak.  The  illustration  shows  the  top 
of  Brooder  open,  which  permits  of  easy  access 
to  the  chicks  and  makes  cleaning  easy.  The 
No.  3  Brooder  is  30  x  47  inches  over  all,  the 
hover  being  27  x  23  inches,  and  the  exercising 
room  27^/^  x  21  inches.  The  ventilating  system 
provides  a  constant  supply  of  pure  air.  but 
does  not  allow  any  cold  or  sudden  draught  U\ 
strike  them.  Fresh  air  is  warmed  at  the  top 
of  the  Brooder  and  gradually  circulates  down 
to  the  chicks.  The  floor  is  four  inches  above 
the  ground,  avoiding  all  chances  of  dampness 
or  damage  by  vermin.  All  Brooders  are 
shipped  with  every  appliance  included  in  the 
one  price.  The  capacity  of  the  No.  3  Brooder 
is  200  chicks,  and  shipping  woight  is  140 
pounds. 

The  Larimer  Mfg.  Co.,  Kola,  111.,  in  their 
latest  catalogue  show  the  "Larimer"  Improved 
Door  Check  and   Spring   for  light  and  heavy 


''0-Hi-O"  Cooker  Display  Stand 

The  Ohio  Cooker  Co.,  516  Jefferson  avenue, 
Toledo,  Ohio,  in  connection  with  their 
"O-Hi-0"  Steam  Cookers,  are  furnishing  deal- 


'O-Hi-0"  Cooker  Display   Stand. 

crs  with  the  Cooker  Display  Stand,  illustrated. 
This  gas  or  electric  display  stand  is  given  to 
dealers  with  their  first  order  for  a  dozen  or 
more  Cookers.  It  will  be  found  convenient 
and  effective  for  demonstration  purposes.  It 
is  made  of  wood  and  has  metal  brackets  to  hold 


'Ideal"  Brooder  No.  3. 
inside  and  outside  doors;  the  AA  Screen  Door      the  Cookers.     Dropping  down  in  front  of  the 
Check  and  Spring,   the  1902  Improved  Auto-    ,  display,   light   globes   are   arranged,   appropri- 
matic  Door  Check  and  Spring  and  the  No.  0      ately  lettered.     A  suggested  method  of  using 
Screen  Check  and  Spring.  the  stands  is  shown  herewith. 
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'"Wagner"  Scoop  Hue  Stop 

The  Wagner  Mfg.  Co.,  Cedar  Falls,  Iowa, 
arc  placing  on  the  market  the  "Wagner" 
No.  65  Scoop  Flue  Stop,  illustrated*.  The 
cover  is  of  gold  lacquered  tin  and  the  scoop 
is  of  galvanized  iron.  The  usual  accumula- 
tion of  ashes  or  soot  in  a  chimney  frequently 


PATENTED 

"Wagner"   Scroop  Flue  Stop. 

falls  out  when  the  ordinary  flue  stop  is  used, 
but  in  this  construction  the  scoop  holds  this 
accumulation,  preventing  littering  the  floor. 
It -also  catches  the  creosote.  The  Stop  is 
held  securely  in  chinuiey  hole  by  the  spring 
at  the  top  as  well  as  by  the  sides  of  the 
Scoop  pushing  against  tne  opening  in  the 
chimney. 

Power  Pump  With  Air  Cominressor 

F.  E.  Myers  &  Bro.,  Ashland,  Ohio,  are 
placing  on  the  market  the  "Bulldozer"  Power 
Pump   with   Air   Compressor   Attachment,   il- 


stood  by  the  general  public,  and  dealers  in 
water  works  systems  for  residences  and  other 
water  and  well  supplies,  that  pumps  equipped 
with  air  cylinders  and  air  compressor  attach- 
ments are  a  part  of  the  business  now  looked 
after  by  the  general  pump  trade.  The  above 
company  have  been  making  extensive  experi- 
ments for  several  years  back  along  these  lines, 
and  there  is  no  longer  a  question  as  to  its 
success.  They  now  have  a  complete  line  of 
pumps  equipped  with  air  cylinders,  adapted  for 
Hand,  Windmill  and  Power  Pumps.  The  il- 
lustration shows  the  "Bulldozer"  Power  Pump, 
with  air  pump  attached,  which  has  been  op- 
erated continuously  for  thirty  days,  maintaining 
an  air  pressure  of  90  lbs.,  operated  against  a 
reservoir  with  a  relief  valve.  The  air  com- 
pressor has  brass  lined  cylinder  mounted  di- 
rectly on  the  yoke  guide  of  the  pump,  the 
piston  rod  of  the  pump  serving  as  a  piston  for 
the  air  pump.  The  air  is  forced  directly  from 
the  cylinder  into  the  discharge  pipe  of  the 
pump,  through  which  it  is  conveyed  to  the 
pressure  tank.  The  entire  outfit  is  complete 
within  itself,  mounted  ready  for  operation.  All 
the  parts  are  simple  and  substantially  built, 
performing  both  functions — pumping  the  water 
and  the  air  at  the  same  time,  requiring  no 
special  fitting  or  piping  of  any  kind  from  the 
erector  of  the  job  other  than  is  usual  with 
the  ordinary  pump.  This  outfit,  pumping  1,400 
gallons  per  hour,  will  pump  25  feet  elevation 
with  %  horse-power,  and  up  to  200  feet  eleva- 
tion with  two  horse-power. 


The  Reliance  Edge  Tool   Co.,  Youngstown, 
Ohio,  announce  in  a  recent  circular  that  their 


"Bulldozer"  Power  Pump  with   Air  Com  pressor  Attachment. 


lustrated.  The  development  of  air  pressure 
purposes  has  been  so  pronounced  during  the 
last  few  years,  and  is  now  so  generally  undcr- 


aim  has  always  been  to  make  their  line  of 
chisels,  gouges  and  draw-knives  "conspicuous 
for  quality." 
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''Easy  Emptying"  Grass  Catcher 

Th€  Specialty  Mfg.  Co.,  St.  Anthony  Park, 
Minn.,  are  offering  the  trade  the  new 
style  "Easy  Emptying"  Grass  Catcher,  No. 
5G,  illustrated.  This  Catcher  is  made  on  the 
lines  of  the  company's  standard  Catchers,  hav- 
ing the  new  improved  form  of  handle  for  lift- 


*'Easv    Emptying''   Grass   Catcher. 

ing  off  that  is  adopted  on  their  new  style 
Catchers,  which  is  more  convenient  than  the 
long  wooden  handle  used  on  their  old  style 


Catclier  from  jumping  off.  The  Catcher  is 
attached  to  the  handle  of  the  mower  with  an 
improved  hook  that  hooks  over  the  mower 
handle.  It  can  be  attached  or  detached  in- 
stantly with  one  hand.  The  Catchers  are  ad- 
justable to  any  size  or  make  of  mower. 

Safety  Soap  Tube  Shaving  Brush 

The  Posterity  Co.,  Newark,  N.  J.,  are  plac- 
ing on  the  market  a  combination  brush,  con- 
sisting of  a  brush  with  a  tube  of  soap,  in  paste 
form,  in  the  handle.  To  use  a  turn  and  a 
slight  pressure  on  the  small  thumb  screw  at 
the  handle  end  of  the  brush  will  cause  the 
paste  soap  to  go  into  the  center  of  the  bristles. 
Dipping  in  water  and  applying  to  the  face  will 
create  a  lather.  When  through  holding  under 
running  water  the  brush  can  be  easily  and 
quickly  cleaned.  Being  confined  within  the 
handle  the  soap  is  at  all  times  kept  away 
from  dust,  dirt  and  germs.  When  the  tube 
is  empty  a  new  tube  can  be  readily  inserted. 
The  brusn  handle  is  neatly  nickel  plated. 

'^Eureka"  Lawn  Hower  Sharpener 

The  Eureka  Sharpener  Co.,  Detroit,  Mich., 
are  makers  of  the  "Eureka"  Lawn  Mow- 
er Sharpener,  illustrated.  It  is  a  simple  de- 
vice, of  hardwood,  coated  with  emery  like  a 
scythe  rifle.  It  fits  snugly  on  the  stationary 
blade;  the  mower  is  then  pushed  forward  and 
the  revolving  blades  rub  against  the  emery, 
taking  on  a  keen  edge  in  a  few  minutes.    The 


"Eureka"  Lawn  Mower  Sharpener. 


Catchers.  The  special  feature  of  this 
Catcher  is  that  it  is  somewhat  cheaper  than 
the  standard  lines,  having  a  square  bottom, 
which  allows  cheaper  construction.     They  are 


work  is  done  automatically  and  all  blades  are 
sharpened  alike.  The  Sharpener  can  be  used 
on  any  lawn  mower,  as  it  is  made  in  14,  16,  18 
and  20  inches  and  larger. 


made  with  galvanized  bottoms  only,  having 
the  adjustable  front  flange,  and  eye  brackets 
for  attaching  to  the  mower.  These  brackets 
,'\llow    perfect    adjustment    and    prevent    the 


If  your   advertising  has  brought  you   busi- 
ness   and     your    business     has    brought    yoii 
money,  use  some  of  that  money  for  more  a<l 
vcrtising. 
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''Cheioioal"    Original   Dark   Boll   Clothes 
Wringer 

The  American  Wringer  Co.,  99   Chambers 
street,  New  York,  are    placing    on    the 
market    the    "Chemical"    Original   Dark   Roll 


Wm 


Trade  Mark  of  "Chemical"  Wringers. 

Clothes  Wringers,  one  of  which  is  illustrated. 
The  special  rolls  which  are  used  effectually 
withstand  the  action  of  chemicals  in  the  soaps 
and  washing  compounds  which  are  so  preva- 
lent at  the  present  time.  The  chemicals  used 
in  these  compounds  not  only  affect  the  fabric 


folding  benches,  stationary  tubs,  narrow  and 
wide  partitions  and  roll  rim  porcelain  tubs. 
Some  of  these  will  be  fitted  with  enclosed  cogs 
when  desired.  The  manufacturers  give  a  five- 
year  guarantee  with  these  Wringers,  but  with 
ordinary  care  they  will  last  at  least  ten  years. 
Owing  to  the  larger  proportion  of  pure  rubber 
used  in  these  rolls  there  is  a  greater  resiliency 
or  elasticity  in  the  rolls,  which  yield  under 
pressure  the  more  readily  to  inequality  of 
clothes  passing  through.  At  the  same  time 
there  is  less  tendency  to  injure  clothing  and 
buttons  and  garments  are  wrung  drier. 


Trade  Mark  Used  on  Folding  Apron. 

The  trade  mark  Chemical  is  peculiar  to  this 
high  grade  line,  and  it  is  made  prominent  on 
the  Wringers, 'and  in  the  literature  that  is  got- 
ten out.  "F.  B.  Q."  in  a  diamond  signifies 
"Finest  beyond  question,"  and  is  placed  on  the 
folding  apron,  while  the  trade  mark  "Chemical" 
in  a  diamond  goes  on  the  upper  wood  spring. 
The  frames  of  these  Wringers  are  heavier  than 
usual,  have  an  extra  finish,  gold  lettering  and 
all  metal  parts  are  thoroughly  galvanized  and 
smoothed.  Everything  about  the  Wringers 
indicate  high  quality.  The  two  wood  springs 
and  folding  apron  are  enameled  in  a  royal  blue 


"Chemical"  Original  Dark  Roll  Wringer. 

and  dirt,  but  they  also  affect  the  rubber  and 
spoil  wringer  rolls.  The  company  h^s  for 
several  years  made  wringing  machines  with 
this  dark  roll  for  silk  and  wool  dyers  and 
bleacheries  where  strong  chemicals  are  used, 
and  as  the  rolls  have  given  good  satisfaction 
in  these  places  it  was  decided  that  the  same 
kind  of  rolls  should  be  put  in  clothes  wringers. 
These  rolls  are  of  the  same  stock  clear  through, 
save  a  strip  of  cement  around  the  iron  shaft 
for  the  purpose  of  holding  it.  As  showing  the 
quality  of  the  rubber,  if  one  of  these  rolls  is 
placed  in  a  bath  of  muriatic  acid  the  iron  will 
be  entirely  eaten  and  the  rubber  roll  left  in- 
tact. This  line  of  Wringers  is  offered  in  32 
sizes,  embracing  10,  11  and  12-inch  lengths  of 
rolls  and  1%,  1%  and  2-inch  diameters,  with 
both  plain  and  ball  bearings,  and  aclaptecj  for 


Section     "Chemical'*     Showing    Roll    and 
Shaft. 

with  gold  lettering,  the  curved  steel  tension 
spring  is  aluminized,  and  the  selected  maple 
frame  is  varnished  natural.  The  folders  issued 
pertaining  to  the  "Chemical"  Wringers  present 
them  in  colors,  being  very  effective. 

Robinson  Bros.  &  Co.,  Louisville,  Ky.,  Hard- 
ware jobbers,  have  secured  the  building  next 
door  to  their  present  location.  They  now 
occupy  five  stores  and  a  basement,  and  also 
have  several  warehouses.  A  new  mail  order 
catalogue,  for  dealers  only,  is  ready  for  dis- 
tribution. It  covers  a  general  line  of  Hs^r^ 
w^r^, 
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"Gilchrist's"  Ice  Pick 

The  Gilchrist  Co.,  Newark,  N.  J.,  are  manu- 
facturers of  the  "Gilchrist"  Expert  Ice- 
man's Ice  Pick,  illustrated.  It  has  a  5-inch 
taper  and  a  very  long  and  slender  point.  In  , 
one  of  the  illustrations  the  upper  cut  shows 
the  old  process  of  making  ice  pick  points,  in 
which  the  crystallization  of  the  metal  takes 
place,  the  life  and  elasticity  of  the  metal  has 
departed,  and  the  point  is  prepared  to  crumble, 
split  and  break  when   in  use.     The  lower  cut 


house  Scales,  Wheelbarrow,  Grain  Dealers', 
Bathroom,  Portable  Square  Platform,  Grocers* 
and  Even  Balance  Scales;  Bag  Trucks,  half- 
bound  Warehouse  Trucks  and  Improved  Pack- 
ers' Truck-  The  concern  also  issued  a  pam- 
phlet containing  recent  testimonials  from  those 
who  have  had  Scales  in  use  for  a  number  of 
years. 

A  Trap  Assortment 

The  Animal  Trap  Co.,  Lititz,  Pa.,  controlled 
by  the  Oneida  Community,  Ltd.,  has  de- 
vised a  new  method  for  the  selection  and  sale 


Illustrating   Processes   of   Pointing. 

shows  a  piece  of  wire  pointed  by  the  "Gilchrist" 
process,  the  wire  being  automatically  fed  to  an 
emery  wheel.  The  point  in  its  entirety  is 
ground  and  ground  only,  the  original  fiber  of 
the  metal  is  not  injured,  and  the  point  obtained 
is  as  sharp  as  a  cambric  needle  and  uniform 
and  symmetrical  throughout  its  entire  taper. 
The  company's  Ice  Picks  are  hardened  their 
entire  length  and  automatically  tempered  in 
oil.     In   this  operation   a   thermometer   deter- 


A  Tr.\p  Assortment  of  Animal  Trap  Co. 

of  traps.     They  have  sought  by  means  of  a 
canvass  to  ascertain  the  relative  demand  for 


Gilchrist's  Expert  Iceman's  Pick,  No.   152. 


mines  the  temper,  no  chance  being  left  to  the 
skill  of  the.  workman.  For  ordinary  house- 
hold, soda  fountain  or  saloon  use,  a  1%-inch 
taper  point  has  been  adopted  as  being  slender 
enough  to  stand  abuse.  For  the  use  of  the 
iceman  a  longer  point  is  advisable.  These  Ice 
Picks  are  made  of  tempered  steel,  are  highly 


the  various  types  of  mouse  and  rat  traps,  as 
based  on  the  actual  experience  of  individual 
dealers  throughout  the  country.  It  was  argued 
that  having  to  buy  a  number  of  different  lines 
by  the  dozen,  according  to  custom,  the  .dealer 
was  liable  to  be  overstocked  with  certain  traps 
and  short  of  others  in  more  active  demand. 
! 


A  5^/^ -INCH   Taper  Point. 


polished  and  nickel-plated  to  prevent  rusting 
while  on  the  dealers'  shelves  or  when  in  use. 
All  ferrules  are  brass,  nickel-plated  and  han- 
dles are  of  hardwood,  shellaced. 


The  Weeks  Scale  Works,  357  Seventh  street, 
Buffalo,  N.  Y.,  in  their  catalogue  show  Wagon, 
Coal,  Hay,  Grain    and    Stock  Scales;    Ware- 


In  short,  it  was  difficult  to  maintain  an  eco- 
nomical and  profitable  proposition,  a  correct 
relation  between  stock  and  demand,  in  goods 
of  this  character.  In  order  to  meet  this  diffi- 
culty, therefore,  the  company  have  provided 
a  special  assortment,  including  appropri- 
ate quantities  of  nineteen  different  kinds  of 
mouse  and  rat  traps. 
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"Myers'"  0.  K.  Door  Hanger 

FE.  Myers  &  Bro.,  Ashland,  Ohio,  are 
•  placing  on  the  market  the  **Myers' " 
O.  K.  Adjustable  Stayon  Flexible  Door 
Hanger,  illustrated.  The  Stayon  Flexible 
Door  Hanger  has  been  on  the  market  several 
years,   meeting  with   great   success,   and   now 


commonly  covered,  also  the  bracing  of  the 
frame.  Fig.  2  shows  the  reverse  or  back  view 
of. the  Hanger,  and  shows  the  center  bolt  and 
nut  by  means  of  which  the  door  can  be  raised 
cr  lowered  at  either  end  independently;  it 
also  shows  the  Stayon  feature.  Fig.  3  shows 
the  flexible  joint  and  swing-out  device. 


Fig.  1.     "Myers"'  O.K.  Door  Hanger. 

the  adjustable  feature  is  added,  the  latter  per- 
mitting the  door  to  be  raised  or  lowered,  and 
set  to  and  from  the  building  by  an  ordinary 
wrench.  The  device  is  made  of  malleable 
iron  and  wrought  steel  throughout,  finished  in 
aluminum  with  red  lettering  and  striping.  The 
perpendicular  adjustment  permits  of  locating 
the  door  above  the  ground  at  any  point  de- 
sired, or  laterally  so  as  to  adjust  the  door  to 
or  from  the  building,  and  the  Hanger  will  ad- 


FiG.  2.     Back  View  of  Door  Hanger. 
Fly  Automatic  Fishing  Beel 

The  Rochester  Reel  Co.,  Rochester,  N.  Y., 
are  offering  the  trade  the  Fly  Automatic 
Fishing  Reel,  illustrated.  This  new  and  well 
made  Reel  especi<'illy  appeals  to  the  fly  caster, 
as  it  is  light  in  weight,  6V^  ounces,  small  in 
size,  being  arranged  in  a  case  wrth  but  little 
chance  of  bending.  The  large  spool  capacity 
will  conveniently  hold  a  good  size  line.  The 
holes  through  which  the  line    runs    arc    pro- 


Fic.  3.— Flexible  Joint  and  Swing-Out. 

just  itself  to  any  thickness  of  door.  Fig.  1 
represents  the  face  view  of  the  Hanger,  show- 
ing the  manner  in  which  the  wheel  is  most 


Fly  Automatic   Fishing   Reel. 

tected  by  German  silver  plate,  being  very 
smooth,  and  the  line  runs  onto  or  off  the 
spool  to  the  first  guide  so  that  it  does  not 
wear  over  anything,  but  goes  free  from  spool 
to  the  guide. 
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"Cooley"  Calf  and  Colt  Weaner 

The  Cooley  Mfg.  Co.,  103  South  Canal 
street,  Chicago,  111.,  are  offering  the 
trade  the  "Cooley"  Colt,  Calf  and  Cow 
Weaner,  illustrated.  It  is  made  of  steel  wire, 
dipped  in  hot  tin  after  being  made,  thus  pre- 
venting rusting.  The  use  of  this  device  elim- 
inates the  use  of  a  separate  pasture  for  the 
young  animals,  as  they  can  be  placed  with  the 
mother  in  the  same  pasture,  the  Weaner  pre- 
venting nursing.  The  adjustment  is  such  that 
the  animal  can  eat  grass,  hay,  bran,  ear  corn 
or  salt  on  the  ground,  or  in  a  feed  box,  and 


ter  than  a  cut  thread  screw.  The  company 
are  also  manufacturers  of  the  McCabe  Ball 
Bearing  Door  Hangers. 


"Cooley"  Weaner  on  a  Calf. 


also  to  drink  water  anywhere  they  can  without 
using  the  device.  The  Weaner-equipped  ani- 
mal cannot  hurt  any  other  animal  with  it. 
The  Weaner  comes  in  three  sizes,  No.  1  for 
calves,  No.  2  for  small  cows,  and  No.  3  for 
large  cows  or  horses. 

Rolled  Thread  Lag  Screw 

The    McCabe   Hanger   Mfg.   Co.,   425   Wes< 
Twenty-fifth  street.  New  York,  are  offer- 
ing the  trade  Rolled  Thread  Lag  Screws  and 


H.  F.  Brammer  Mfg.  Co.,  Davenport,  Iowa, 
in  catalogue  D  show  their  line  of  Washing 
Machines,  which  comprise  the  "O.  K.,"  "B. 
B.,"  "Snow  White*'  and  "Schroeder"  Rotary 
Washers ;  the  "Great  Western*'  Lever  Washer 
and  the  Toy  Washer. 


"Cooley"  Wlaner  on    a    Cow. 

The  Draper  &  Maynard  Co.,  Plymouth. 
X.  H.,  have  new  catalogue  rcaiy  for  the 
spring  and  summer  trade.  There  are  eleven 
departments,  which  indicate  the  increase  in 
their  business.  These  comprise  the  lines  of 
Base  Balls,  Mitts  and  Gloves,  Masks,  Bnl<. 
Golf  goods,  Tennis,  Auto  Gloves,  Foot  Bnl's. 
Boxing  Gloves,  Punching  Bags,  Exercisers 
and  the  general  index  is  at  the  end  of  the 
book.     The  concern  remark  it  has  been   their 


Rolled  Thread  Lag  Screw. 


Machine  Bolts.  A  gimlet  point  rolled  thread 
Lag  Screw  is  illustrated.  The  rounded  bot- 
toms on  the  thread  make  it  easy  to  screw  into 
wood,  and  the  makers  claim  it  will  hold  bet- 


policy  to  manufacture  only  the  highest  grade 
of  goods,  and  the  demand  during  the  past  year 
has  exceeded  that  for  any  previous  twelve 
months. 
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<7o]mfloiL"  Extra  Broad  Trowtl 

Wm.  Johnson,  the  Hed«nbcrg  Works,  New- 
ark, N.  J.,  is  offering  the  trade  the 
"Johnson"  Extra  Broad  Special  Trowel,  illus- 
trated. It  is  made  with  single  ferrule  and 
double  ferrule  handles,  either  of  wood  or 
leather,  and  comes  in  8,  8%,  9,  9%,  10,  10%, 


"Johnson"  Extra  Broad  Trowel. 

11  and  12-inch  sizes.  The  11-inch  size  is  about 
6  inches  across  and  the  other  sizes  are  in  pro- 
portion. This  Trowel  is  made  of  cast  steel, 
which  is  rolled  in  bars  especially  for  the  pur- 
pose and  then  hammered  out.  This  process  is 
claimed  to  make  a  more  durable  tool  than  if 
rolled.  A  catalogue  is  issued  devoted  exchi- 
sively  to  Brick,  Plastering  and  other  Trowels. 

''Cincinnati"  Chain  Ice  Tongs 

EG.  Schutte  &  Co.,  Cincinnati,  Ohio,  are 
•  manufacturers  of  the  "Cincinnati"  Chain 
Ice  Tongs,  illustrated.  They  are  made  from 
high  grade  file  steel,  have  the  correct  curve. 


'TAnco^'  Hop  Wringer 

CE.  Van  Doom  Co.,  Rochester,  N.  Y.,  are 
•  placing  on  the  market  the  "Vanco" 
Mop  Wringer,  illustrated.  It  is  of  sheet  steel 
construction.  The  sides  have  a  heavy  bead  to 
stiffen  them.  The  front  and  movable  back 
have  heavy  corrugations,  and  a  curl  at  top 
and  bottom,  which  gives  them  great  rigidity. 
The  movable  back  is  stiffened  on  the  sides  by 
two  arms  of  angle  steel,  which  extend  to  the 
lowest  cross  rod  on  which  they  pivot.  Four 
cross  rods  with  shoulders  against  the  inner 
walls  of  the  sides  are  securely  riveted  in  place, 
thus  preventing  any  tendency  to  expansion  or 
compression  by  the  pail.  One  of  these  rods 
forms  a  rest  on  the  rim  of  a  metal  pail,  keep- 
ing the  Wringer  from  tipping  back.  As  a  fur- 
ther precaution  .  against  this,  on  the  16-quart 
pails,  an  adjustable  lug  riveted  to  each  side, 
back  of  slot  for  pail,  comes  against  the  pail 


"CiNaNNATi*  Chain  Ice  Tongs. 
stand  hard  usage  and  will  lift  quickly.    They 
come  in  all  sizes,  opening  from  11  to  16  inches. 
The  concern   also  make  Ice   Picks,   Shavers, 
Saws,  Scales,  etc. 


"Vanco"  Mop  Wringer. 

the  moment  it  is  tipped.  These  lugs  do  not 
interfere  with  placing  or  removing  the 
Wringer  from  the  pail.  The  leverage  mech- 
anism consists  of  a  continuous  yoke  of  heavy 
rod  across  the  movable  board,  pivoting  at  each 
end  in  the  lever  arms  and  working  on  the 
"knuckle  joint  toggle"  principle,  which  is 
claimed  to  be  the  most  powerful  lever  prin- 
ciple known.  i\o  rivets  are  used  for  the 
bearings  or  for  connecting  tthe  mechanism. 
The  handle  is  extra  selected  white  ash;  the 
bend  giving  it  a  powerful  downward  pressure 
very  quickly.  The  Wringer  is  8  inches  wide 
inside  and  opens  far  enough  to  receive  large 
mops,  closing  far  enough  to  wring  the  smallest 
mop  very  dry.  "One  size  does  it  all."  It  is  fur- 
nished in  both  baked  black  enamel  and  gal- 
vanized. The  weight  is  6%  pounds.  Being 
made  of  all  pressed   steel  it  is  very  cleanly. 


The  Cyclone  Seeder  Co.,  Urbana,  Ind.,  in  a 
pocket  size  catalogue  illustrate  and  describe 
the  several  patterns  of  Hand  Se^d  Sowers. 
They  claim  to  be  the  largest  exclusive  Seed 
Sower  makers  in  the  world,  having  had  over 
forty  years'  experience  in  the  line. 
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Standard   ''Beliable"   Incubator  and 
Brooder 

The  Reliable  Incubator  &  Brooder  Co.,  Box 
700,  Quincy,  111.,  are  manufacturers  of 
the  Standard  "Reliable"  Incubator  and  "Reli- 
able'' Outdoor  Brooder,  illustrated.  The  lum- 
l)er  used  in  the  Incubator  is  thoroughly  sea- 
soned. The  walls  are  double,  with  space 
between  them  properly  insulated.  The  top  is 
heavily  insulated.  Two  separate  doors  are 
provided — ^the  inner  one  of  glass,  the  outer  one 
also  being  of  glass,  closing  against  a  jamb, 
causing  it  to  seal  itself  when  closed.  The  legs 
are  neatly  turned  and  arranged  to  extend  with 
a  shoulder  underneath  the  corners  of  the  ma- 
chine, where  they  are  secured  with  screws. 
In  machines  of  the  100-egg  size  and  larger  a 
special  heat  chamber  is  arranged,  which  util- 
izes all  the  'heat  and  effects  a  saving  in  fuel. 
The  tanks  of  all  hot  water  machines  are  made 
of  14-ounce  copper;  these  tanks  extend  the 
full  length  of  the  upper  part  of  the  machine. 
Steel  tanks  are  provided  for  the  hot-air  ma- 
chines. Just  below  the  tank  and  above  the  egg 
tray  is  a  perforated  hanging  wall  to  temper 
the  heat  and  give  the  same  condition  as  re- 
ceived from  the  hen's  body  in  the  natural 
process,  and  also  a  deflector  which  distributes 
the  heat  evenly  to  all  the  eggs  in  the  tray  and 
to  all  parts  of  the  machine  alike.  The  corners, 
sides,  back,  front  and  center  of  the  machine 
arc  given  a  uniform  temperature.    There  is  a 


necessary,  the  heat  from  the  hot  water  tank 
could  be  cut  off  entirely  and  the  hot  air  tank 
would  maintain  the  temperature  at  the  proper 
degree. 
Practically  the  same  system  is  embodied  in 


Standard  "Reliable"  Incubator. 

the  hot  air  machines.  The  lamp,  burners  and 
chimneys  are  all  metal,  and  constructed  so  as 
to  be  safe  in  operation  at  all  times.  A  high 
grade  thermometer  is  furnished.  The  regula- 
tor prevents  overheating  and  maintains  an  even 


'-^'^^' 


"Rell-nble*'  Outdoor  Brooder. 


double  heating  system.  In  the  hot  water  ma- 
chines there  are  two  tanks — a  hot  air  tank 
above  the  water  tank,  which,  in  addition  to 
heating  the  fresh  air  supply  before  conducting 
it  into  the  egg  chamber,  also  radiates  heat  from 
its  own  surface  in  sufficient  quantity  that,  if 


temperature  at  all  times.  The  makers  state 
so  accurate  is  the  device  that  no  lot  of  eggs 
ever  entrusted  to  their  care  has  been  spoiled 
on  account  of  overheating.  The  egg  trays  are 
of  extra  seasoned  material,  strengthened  with 
cross  boards.     The  bottoms  of  trays  are  cov- 
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cred  with  extra  heavy  gauze.  This  style  In- 
cubator has  a  patent  turning  tray,  which  elim- 
inates turning  of  eggs  by  hand.  Proper  ar- 
rangements are  made  for  moisture  and  venti- 
lation. 

The  Brooder  is  made  in  100,  200  and  300 
chick  sizes,  in  both  hot  water  and  hot  air 
styles.  They  are  warmed  by  top  heat  exclu- 
sively. In  the  hot  water  style  a  copper  boiler 
is  located  near  the  top  of  Brooder  in  the  rear 
end,  leaving  about  four  inches  of  space  be- 
tween the  top  of  Brooder  and  the  top  of  the 
copper  tank.  The  heat  from  the  lamp  passes 
through  the  body  of  water  and  heats  the 
water  to  the  desired  degree.  The  heat  that 
escapes  from  the  copper  tubing,  after  passing 
.through  the  tank  of  water,  empties  out  in  the 
compartment  where  the  lamp  is  located,  and  is 
utilized  by  passing  out  through  a  tubing  that 
is  located  above  the  copper  tank  and  is  con- 
nected with  the  lamp  compartment,  and  allows 
no  fumes  from  the  lamp  to  enter  the  brooding 
chamber.  All  lamp  fumes  discharge  outside 
the  Brooder.  The  lamp  is  reached  through  a 
small  door  in  the  rear,  thus  preserving  the 
heat  in  the  Brooder  and  not  exposing  the 
chicks  to  cold  or  storms.  The  iron  casing  is 
so  arranged  that  it  will  prevent  the  chicks 
from  crowding.  The  hover  is  located  in  the 
middle,  extending  out  to  within  12  inches  of 
the  front  of  Brooder,  thus  allowing  the  chicks 
to  pass  in  and  out  under  the  hover  on  three 
sides  of  it,  rendering  it  impossible  for  them 
to  crowd  and  trample  each  other  to  death. 
There  are  two  temperatures,  it  being  warmer 
under  the  hover  than  in  the  Brooder  outside 
the  hover.  This  style  Brooder  can  be  used 
indoors  as  well  as  outdoors  with  equal  success. 

Adjusting  Themselves  to  Conditions 

The  Hopkins  &  Allen  Arms  Co.,  Norwich, 
Conn.,  manufacturers  of  Revolvers, 
Rifles  and  Shotguns,  write  as  follows  concern- 
ing their  policy  of  transacting  business  for  the 
present:  '*Our  prices  and  patterns  are  all  ar- 
ranged for  1908,  and  we  have  commenced  to 
book  orders  both  for  immediate  and  future 
shipment,  and,  while  the  orders  are  not  as 
large  a^  were  being  placed  a  year  ago,  they 
are  coming  in  from  all  parts  of  the  country, 
and  this  to  us  seems  to  be  a  good  indication 
of  an  increased  business  just  as  soon  as  the 
country  gets  back  to  normal  conditions. 

"We  are  running  on  short  time  and  not  ac- 
cumulating stock.  We  may  be  sorry  for  this 
if  business  should  be  brisk  later  on,  but  for 
the  present  we  shall  continue  on  the  safe  side 
and  maintain  our  prices.  We  believe  this  pol- 
icy is  being  carried  out  by  the  majority  of 
manufacturers  in  our  line. 

"We  look  for  a  good  business  a  little  later 
on,  and  if  this  does  occur  and  goods  are  scarce 
we  believe  it  will  be  much  better  for  both 
jobber  and  retailer  than  to  have  the  market 
overproduced  and  prices  go  tumbling  down." 


75th  Annivenary  Simondt  Xfg.  Co. 

To  commemorate  the  seventy-fifth  anniver- 
sary of  the  Simonds  Mfg.  Co.,  Fitchburg. 
Mass.,  an  interesting  and  attractive  souvenir 
book  has  been  issued  by  the  house. 

The  first  Simonds  shop  opened  in  Fitchburg, 
Mass.,  where  at  present  is  located  the  com- 
pany's executive  offices  and  one  of  their  large 
factories,  the  other  two  being  at  Chicago,  111., 
and  Montreal.  Quebec.  The  book  describes 
the  Chicago  mill  in  which  Simonds  special  Saw 
steel  is  made,  and  shows  haH-tone  prints  of  all 
factories.  Interior  and  exterior  views  are 
shown  of  branch  offices  at  New  York  City, 
Chicago,  New  Orleans,  San  Francisco,  Seattle, 
Portland,  Toronto,  St.  John,  Montreal  and 
London,  England,  likewise  photographs  of  the 
clerical  forces  at  the  different  offices,  office 
managers,  salesmen  and  oldest  employes.  One 
page  bearing  the  slogan  "Simonds  Saws  are 
the  Best"  suggests  the'  company's  strong  ad- 
vertising campaigns  to  instill  this  thought  in 
the  minds  of  the  public.  Throughout  the  book 
very  little  is  said  about  the  Simonds  products. 
Saws  and  Machine  Knives.  Describing  the 
organization,  the  factories,  offices  and  people 
connected  with  the  company,  being  a  sufficient 
indication  that  the  manufactured  article  would 
be  one  of  high  quality. 

Good  Forms  of  Advertising 

The  Neal  &  Scott  Co.,  81  Warren  street, 
New  York,  Hardware,  tools  and  supplies, 
have  brought  out  a  neat  souvenir  in  the  form 
of  a  card  case  and  memorandum  pad.  It  is 
pocket  size  and  on  the  outside  has  a  place  to 
insert  the  blank  memo  sheets  which  they  fur- 
nish; these  sheets  or  slips  are  inserted  in  the 
corners  similar  to  what  is  done  on  a  desk 
blotter.  As  these  memos  are  made  and  with- 
drawn, a  new  sheet  is  left.    The  case  is  of 


Teleghon«   Me»m 

as«   Received 

At 

For  M .„ 

Fnm  M 

fl- 190 

>  .  ~    .    wsot*  yo«  to  eall  him  up  at 
wUlcoU  ogam      .       . 

:-:i:-iz..     • 

Hit  TELEPHONE  Namb«r  ia 

•"•*^— *• 

■CM.  *  mccrrr  eo. 

NAII*«*MI 

l1ioac:30e2ConliPdl 

Telephone  Call  Pad  by  Neal  &  Scott  Co. 

leather,  and  a  supply  of  blank  sheets  accom- 
panies the  outfit.  Simply  the  name  of  the  con- 
cern appears  on  each  sheet  and  name  and 
address  in  gold  on  the  case. 

The  company  also  issue  a  pad  to  be  used 
in  jotting  down  *phone  calls  when  the  person 
asked  for  is  out.  The  form  is  shown  in  the 
accompanying  illustration.  Full  size  the  pad 
is  3^5%  inches.  It  is  an  excellent  adfertismg 
idea. 
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Inverted  Incandescent  Lamp 

The  Consolidated  Gas  &  Electric  Co.,  116 
East  Lake  street,  Chicago,  111.,  have 
placed  on  the  market  a  2,000  candle-power  In- 
verted Incandescent  Lamp,  illustrated. 
Wherever  introduced  it  has  proved  popular  by 
reason  of  its  powerful  incandescence,  pleasing 


Inverted  Incandescent  Lamp. 

appearance  and  economy  of  installation  and 
maintenance.  It  is  particularly  adapted  for 
use  in  stores,  halls,  churches  or  residences. 
The  company  are  manufacturers  of  the  "Edi- 
son Gas  System,"  65,000  of  which  are  in  daily 
use. 

Dixon's  Powdered  Stove  FoUsh 

The  Joseph  Dixon  Crucible  Co.,  Jersey  City, 
N.  J.,  have  brought  out  a  new  product, 
Dixon's  Powdered  Stove  Polish.  It  is  their 
"Carburet  of  Iron"  in  a  new  form,  now  com- 
ing in  powdered  form  in  a  can.  It  is  only 
necessary  to  perforate  the  top  of  the  box  and 
sift  as  much  of  the  powder  as  desired  on  a 
damp  cloth ;  or  a  paste  may  be  made  by  mix- 
ing it  with  a  little  water.  The  label  is  yellow 
and  black,  the  letters  appearing  in  yellow. 


M.  G.  Rodearmel,  manufacturers'  agent  for 
Hardware  and  Cutlery,  located  at  Minneap- 
olis, Minn.,  has  issued  his  annual  catalogue 
giving  in  detail  the  lines  of  goods  he  handles. 
Opposite  each  page  of  listed  articles  is  a  blank 
one  for  memoranda. 


The  Bissell  Carpet  Sweeper  Co.,  Grand  Rap- 
ids, Mich.,  and  25  Warren  street.  New  York, 
announce  that  notwithstanding  the  very  large 
amount  of  advertising  done  during  1907  their 
appropriation  for  this  year  will  be  larger.  This 


will  increase  the  demand  upon  the  retailers 
by  the  general  public  for  "Bisscir  Sweepers. 
The  company  call  attention  to  a  fraud  that  is 
being  perpetrated  upon  users  of  "Bissell" 
Sweepers.  The  men  usually  have  printed 
cards  bearing  the  name  "Grand  Rapids  Repair 
Co."  and  solicit  Sweepers  for  repairs.  Of 
course,  when  the  bill  is  presented  it  is  exorbi- 
tant and  in  many  cases  even  the  Sweeper  is 
not  returned.  Repairs  for  these  Sweepers 
should  be  obtained  from  the  dealers. 


The  Chicago  Flexible  Shaft  Co.,  180  Ontario 
street,  Chicago,  111.,  have  ready  their  new  cata- 
logue No.  24,  52  pages.  The  book  illustrates 
and  describes  the  "Stewart"  hand  and  power 
Horse  Clipping  Machines  and  the  hand  and 
power  Sheep  Shearing  Machines.  An  interest- 
ing part  of  the  book  is  the  talk  given  to  dealers 
about  making  sales  of  these  goods.  It  begins 
from  the  time  the  goods  are  unpacked,  set  up, 
the  getting  familiar  with  their  construction  and 
operation  by  the  proprietor  and  his  clerks,  the 
distribution  of  advertising  matter,  newspaper 
advertising  and  up  to  the  actual  sale  consum- 
mation. Suggestions  are  also  given  for  the 
best  sellers. 


Iwan  Bros.,  Streator,  111.,  in  a  folder  de- 
scribe their  plan  for  increasing  business  for 
dealers  on  the  "Iwan"  line  of  Post  Hole 
Augers,  Tiling  Spades,  Drain  Cleaners,  Hay 
Knives,  etc.  They  state  one-half  of  the  manu- 
facturer's duty  is  making  reliable  goods;  the 
other  half  is  creating  a  market  for  these 
goods.  If  a  manufacturer  doesn't  help  the  re- 
tailer to  sell  his  goods,  he  ought  to  get  out 
of  business.  They  go  on  and  give  the  large 
list  of  farming  publications  which  they  use  to 
bring  their  goods  to  the  attention  of  farmers, 
etc. 


The  Enterprise  Mfg.  Co.,  Akron,  Ohio,  in 
their  latest  catalogue  show  a  very  extensive 
line  of  fishing  tackle,  occupying  170  pages,  and 
each  page  being  9x12  inches.  Illustrations  are 
presented  of  Fish  Hooks,  Snelled  Hooks  and 
Flies,  Furnished  Fis-h  Lines,  Floats,  Fishing 
Tackle  Assortments,  Reels,  etc. 

The  Dana  Mfg.  Co.,  Cincinnati,  Ohio,  have 
issued  a  hanger,  at  the  top  of  which  is  a 
greeting,  asking  that  all  look  toward  the  sun- 
light, talk  more  business,  more  customers, 
and  make  more  money.  Then  follows  pointed 
talks  about  the  "Big  Three"  of  the  company, 
the  "Dana"  Peerless  Freezer,  Food  Chopper, 
and  Mop  Wringer,  each  of  which  is  illustrated. 
As  showing  the  confidence  of  the  concern  for 
the  future,  they  have  planned  to  spend  twice 
as  much  in  general  advertising  as  in  any  pre- 
vious year.  This  general  advertising  will  help 
to  make  known  the  company's  goods  to  the 
general  public,  which  means  custpnicrs  for  the 
retail  Hardwareman,  t 
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Home  Show 

The  Home  Exhibits  Q).,  Inc.,  52  Broadway, 
New  York,  will  conduct  a  Home  Show  from 
May  2  to  9,  inclusive,  at  the  Grand  Central 
Palace,  New  York  City.  There  will  be  ex- 
hibits of  everything  that  enters  into  the  con- 
struction of  the  home  as  well  as  its  furnish- 
ings. The  building  wijl  be  appropriately 
decorated  There  has  been  a  tremendous 
development  in  recent  years  in  the  erection  of 
detached  dwellings,  not  only  in  the  modest 
houses  but  in  those  whose  cost  runs  into  the 
thousands.  The  great  transportation  facilities 
which  have  been  under  construction  for  sev- 
efral  years,  are  now  being  open  to  the  millions 
of  people  in  Greater  New  York,  and  it  is 
predicted  that  there  will  be  over  26,000  subur- 
ban homes  erected  this  year  around  New 
York.  The  management  of  the  Home  Show 
will  make  every  effort  to  have  a  large  atten- 
dance at  the  Show  of,  architects,  builders,  con- 
tractors, as  well  as  owners  and  prospective 
purchasers  of  homes.  The  company  have  ex- 
hibit space  for  sale  for  presenting  builders' 
Hardware,  household  goods — such  as  bath- 
room fixtures,  kitchen  utensils,  in  fact,  every- 
thing that  goes  into  a  house.  Floor  plans 
and  prices  for  exhibit  spaces  can  be  had  upon 
application. 


'T*  he  Ralph  Brown  Co.,  jobbers,  of  San  Fran- 
-*•  Cisco,  Cal.,  on  the  turn  of  the  year  issued 
a  booklet,  which  was  sent  to  their  customers. 
It  gives  a  concise  history  of  the  concern's 
business,  starting  very  small — even  to  going 
out  on  the  road  to  sell  goods  and  coming  home 
to  pack  them  up.  The  last  half  of  1906,  the 
year  of  the  fire,  which  wiped  the  concern's 
stock  out  of  existence,  they  showed  an  in- 
crease of  $30,000  over  the  whole  of  the  pre- 
ceding year;  1907  has  also  brought  about  a 
good  increase  over  1906  sales,  and  promises 
for  1908  are  good.  The  talk  in  the  booklet  is 
as  face  to  face,  and  at  the  end  a  memorandum 
was  made  of  the  total  amount  of  each  custom- 
er's business  for  the  year  and  a  blank  space 
left  for  what  it   migflit  be   in    1908. 

Something  About  Wrenches 

H.  A.  Smith  of  the  Star  Mfg.  Co.,  Carpen- 
ter sville,  111.,  writes  us  that  something  about 
Wrenches  will  be  interesting  and  educational, 
because  many  merchants  and  clerks  do  not  dis- 
tinguish the  radical  differences  of  the  various 
types.  Mr.  Smith  says  that  the  common  forms 
of  non-adjusting  wrenches  have  but  limited 
use,  such  wrenches  being  used  for  the  certain 
articles  for  which  they  were  made  and  are 
not  interchangeable  for  other  sizes  of  work. 

The  wrench  era  (?)  was  fairly  introduced 
with  the  first  adjusting  wrench,  known  as  the 
"Monkey  Wrench."  This  wrench  and  its 
cousin,  the  adjusting  Pipe  Wrench,  are  much 
jike  their  progenitor,  the  common  non-adjust- 


ing wrench,  inasmuch,  though  taking  different 
sizes  of  work,  arc  not  suitable  for  general 
work  on  either  square  or  round  objects,  but 
each  will  do  its  own  class  of  work,  on  either 
nuts  or  pipe,  with  equal  facility,  but  yet  must 
be  confided  to  its  own  class. 

Another  wrench  of  old  record  is  the  Alli- 
gator Wrench,  a  most  useful  tool,  and  one 
suitable  for  having  a  more  general  range  than 
any  of  the  others.  The  alligator  type  of  wrench 
was  a  happy  thought,  and  has  proved  itself  so 
generally  useful  in  all  classes  of  work  that  its 
sales  have  been  very  large.  Though  most  pop- 
ular, it  had  some  disadvantages,  because  of 
the  fixed  V-s^haped  opening,  unless  for  articles 
of  a  size  to  make  a  perfect  fit  at  the  open- 
ing, it  could  not  take  work  in  close 
quarters;  small  articles  that  must  be  put 
down  into  the  V  for  biting,  and  many  articles 
in  cramped  places,  could  not  be  reached  at  all, 
necessitating  different  sizes  of  this  tool  in  or- 
der that  a  variety  of  work  might  be  done.  Its 
shape  and  form,  however,  in  that  it  made  an 
easy-carrying  tool,  was  appreciated  by  the  gen- 
eral public. 

The  Alligator  Wrench  was  on  the  market 
about  a  quarter  of  a  century  in  that  form  be- 
fore the  Adjustable  Alligator  made  its  appear- 
ance. This  adjusting  of  the  V-shaped  opening 
in  an  Alligator  Wrench  was  a  distinct  advance 
over  other  forms  or  classes  of  wrench,  for  not 
only  was  it  useful  for  nuts,  but  pipe  as  well, 
and  the  adjusting  feature  would  permit  of  as 
many  different  sizes  as  from  the  smallest  to 
its  widest  extremity  of  the  V-shaped  opening, 
but  because  of  this  adjusting  also  it -could  be 
used  in  close  quarters,  as  a  person  would  use 
his  thumb  and  finger  to  reach  an  article  in  a 
corner.  Another  feature  greatly. to  its  advan- 
tage, and  one  not  generally  appreciated,  was 
its  racheting  method  of  work. 

This  feature,  too,  is  common  to  the  adjust- 
ing Pipe  Wrench,  but  not  possible  to  an  ad- 
justable Monkey  Wrench.  An  adjustable  Al- 
ligator can,  on  any  work,  be  pulled  forward 
to  bite  and  on  to  the  extent  of  the  quarters 
in  which  it  is  working,  while  with  a  simple 
push  backward  will  release,  and  this  backward 
push  extended  on  to  a  new  bite,  and  again 
pulled  forward,  and  so  on  in  regular  ratchet- 
ing style.  Another  feature  is  its  simple  shape 
and  carryability,  for  the  adjustment  of  the 
jaw  has  not  materially  affected  its  shape  in 
that  regard,  or  made  it  clumsy.  These  points 
make  the  "Adjustable  Alligator"  a  popular, 
effective  general  purpose  wrench  for  the  gen- 
eral purpose  mechanic. 

The  "Elgin  Wrench,"  which  the  manufac- 
turers illustrate  in  their  advertisement,  is  the 
pioneer  of  adjustable  alligators,  and  they  re- 
port sales  of  over  400,000  in  the  short  time  it 
has  been  on  the  market.  ^  \ 
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'  The  Daisy  Air  Rifle  Co.,  Plymouth,  Mich., 
have  issued  a  wall  hanger  with  small  calendar 
sheets  at  bottom.  The  body  of  hanger  is  in 
lively  colors  showing  two  "Daisies,"  being 
Young  America  with  a  soldier's  uniform  and 
with  a  "Daisy"  Air  Rifle  slung  over  his  shoul- 
der, escorting  his  young  lady  friend  with 
daisies  in  her  hat,  both  being  the  envy  of  all 
the  children  shown  on  the  green.  The  back  of 
hanger  gives  particulars  about  the  "Daisy" 
Rifles. 


John  B.  Hart,  who  severed  his  connection 
with  the  Russia  Cement  Co.  two  months  ago, 
has  entered  business  on  his  own  account  as 
manufacturers'  agent,  at  34  Wabash  avenue, 
Chicago,  111.  Mr.  Hart  was  connected  with 
the  Russia  Cement  Co.  for  twenty-three  years, 
during  which  time  he  covered  the  territory 
from  Cleveland,  north  to  Duluth  and  south 
to  Memphis.  In  this  wide  section  of  coun- 
try he  was  brought  in  contact  with  practically 
every  wholesale  Hardware,  paint  and  general 
merchandise  establishment,  so  that  his  ac- 
quaintance with  buyers  is  quite  an  extensive 
one.  He  now  has  the  line  of  Bathroom  Fit- 
tings, made  by  the  Novelty  Mfg.  Co.,  Water- 
bury,  Conn. 


Covert  Mfg.  Co.,  Troy,  N.  Y.,  are  distribut- 
ing their  new  144-page  catalogue,  No.  25.  It 
fully  describes  Covert's  Square  Brand  of  Har- 
ness, Hardware,  and  is  divided  into  four  sec- 
tions. Section  1  contains  Snaps  of  all  descrip- 
tions, such  as  Loop,  Round  Eye,  Open  Eye. 
Swivel,  Double,  Roller,  Buckle,  Trace,  Breech- 
ing and  Rope  Snaps.  Section  2  is  devoted  to 
Hitching    Posts    and    Weights,    Carriage    and 


The  F.  A.  Herrick  Co.,  Jackson,  Mich.,  re- 
port an  increasing  demand  for  their  Tool 
Racks,  Tool  Brackets,  Sampling  Hooks,  Ham- 
mer and  Hatchet  Cases  and  Screw  Cases. 
Their  Tool  Racks  are  made  in  several  sizes, 
the  largest  holding  almost  300  tools  and 
handles. 


The  new  Niagara  Scythe  Stone,  manufac- 
tured by  the  Corborundum  Co.,  Niagara  Falls, 
N.  Y.,  is  meeting  with  great  favor  by  the  deal- 
ers, and  the  output  for  1908  is  already  practi- 
cally sold  out  The  makers  state  the  "Niag- 
ara" Scythe  Stones  are  a  distinct  advancement 
on  the  scythe  sharpener  of  the  past.  They 
are  made  of  Carborundum — hard  and  sharp 
and  fast  cutting.  They  do  away  entirely  with 
the  need  for  a  grindstone  and  put  a  keen, 
smooth  edge  on  the  scythe  or  grass  hook  in 
remarkably  short  time.  These  Stones  come 
to  the  dealer's  counter  in  handsome  polished 
wood  display  cases,  three  dozen  in  a  case. 
They  are  made  in  two  sizes,  10  and  12-inch. 

'TTncle  Bill'' 

The  Pritchard-Strong  Co.,  Rochester,  N.  Y., 
have  been  busy  of  late  and  as  a  result 
they  have  brought  our  Uncle  Obediah's 
"Brother  Bill,"  a  life-size  lithographed  cut- 
out, which  is  represented  in  the  illustration. 
This  cut-out  is  sent  free  with  an  initial  sample 
order  of  "Prisco"  Money-Back  Metal  Ware, 
which  includes  Wash  Boilers.  Wash  Tubs, 
Dinner  Pails.  Dairy  or  Water  Pails  and  Sink 
Strainers.  To  push  the  sale  of  the  Dinner 
Pail  they  suggest  that  "Brother  Bill"  be  put 
in  the  show  window  and  that  the  real  sand- 
wiches, eggs,  pie.  etc.,  be  shown  in  the   Pail 

If  as  a   mason, 
kv  with  mason's 


"Uncle  Bill"  Showing  "Prisco"  Dinner  Pail 


Wagon  Jacks,  Harness  Dees,  etc.  Section  3 
shows  Chains  of  all  kinds.  Section  4  presents 
Rope  and  Web  goods  and  special  snaps  for 
fire  harness  and  electrical  equipments.  An 
alphabetical  and  numerical  index  gives  quick 
reference  to  any  desired  item. 


tools — trowel,  square,  plumb,  lines,  etc.  If  as 
a  carpenter — saws,  hammers,  planes,  etc.  For 
a  plumber  —  wrenches,  blow-torches,  pipe 
wrenches,  etc.  The  cut-out  can  be  used  to 
represent  any  kind  of  a  workingman  who  cap 
ries  a  dinner  pail.  r^r^r-^Jr-» 

Digitized  by  V:iOOQlC 


Febbuabt,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


36s 


In  a  folder  the  Geo.  P.  Qark  Co.,  Windsor 
Locks^  Conn.,  present  some  of  the  goods  shown 
in  a  new  catalogue.  These  cover  Store  Truck 
Casters,  Hand  Trucks,  a  square  axle  with  rub- 
ber wheels.  Bag  Trucks,  Cheese  and  Butter 
Truck,  Stationary  Plate  Caster,  etc. 


Kraeuter  &  Co.,  Inc.,  671  18th  avenue,  New- 
ark, N.  J.,  have  a  new  catalogue  ready  for  dis- 
tribution. The  fifty  pages  are  filled  with  their 
line  of  Ticket  Punches,  Crlipers  and  Dividers, 
Gas  Pliers,  Combination  Pliers,  Rivet  Sets, 
Round  and  Oval  Punches,  Spring  and  Belt 
Punches,  Washer  Cutters,  Cold  and  Cape 
Chisels,  Buttonhole  Cutters,  Pinking  Irons, 
Wood  Turners'  Sizers,  Carpet  Stretchers, 
Stone  Cutters*  Tools,  etc.  The  company  have 
completed  a  large  addition  to  their  drop  forg- 
ing plant,  and  are  soliciting  orders  for  special 
drop  forgings. 


The  Gloria  Light  Co.,  UN.  Curtis  street, 
Chicago,  III.,  send  out  a  circular  which  gives 
a  sectional  view  of  the  "Gloria"  Instantaneous 
Lighter,  which  shows  all  the  mechanism  and 
its  operation.  A  fac-simile  guarantee  is  shown 
which  is  given  every  purdiaser  of  their  Lights 
A  pilot  light  is  kept  constantly  burning  in  this 
Lamp  and  a  pull  of  the  chain  turns  on  the 
light  instantly. 


Butler  Bros.,  New  York,  Chicago,  St.  Louis, 
etc.,  in  their  February  catalogue.  No.  652,  make 
some  special  offers  in  tinware  and  enameled 
ware,  to  be  used  as  "specials"  in  February 
sales.  There  are  also  a  number  of  items  under 
a  special  uniform  price  per  dozen  to  be  also 
used  in  the  special  sales  for  this  month.  They 
also  present  a  large  number  of  other  items  in 
the  850  pages. 


The  Alaska  Refrigerator  Co.,  Muskegon, 
Mich.,  advise  they  are  operating  their  factory 
steadily  with  a  full  force  and  have  an  abun- 
dance of  business,  as  they  have  already  shipped 
out  as  many  cars  to  date  this  season  as  they 
did  up  to  the  same  date  last  year,  which  was 
the  banner  year.  They  report  a  gratifying  de- 
mand for  their  Enameled,  Porcelain  and  Opa- 
litc-Lined  Refrigerators,  their  side-icer  line,  as 
well  as  the  standard  zinc-lined  Refrigerators. 
A  few  months  ago  they  purchased  a  neigh- 
boring factory,  which  they  are  fitting  up  for 
special  refrigerator  work. 


The  Lancaster  Machine  and  Knife  Works, 
Lancaster,  Pa.,  with  New  York  office,  George 
W.  Davis,  7  Warren  street,  New  York,  in  cat- 
alogue 16  show  their  extended  line  of  Braces, 
Breast  Drills,  Combination  Corner  Brace,  Oval 
Taper  Sockets,  Oval  Taper  Shank  Drills, 
three-jaw  Chudci  etc 


Tower  &  Lyon  Co.,  95  Chambers  street,  New 
York,  have  been  appointed  as  distributers  of 
the  "Irland"  Pipe  Wrench.  These  tools  have 
tubular  handles  with  jaws  from  drop  forged 
steel.  It  is  a  one-hand  Wrench,  capable  of 
instant  adjustment. 


Hunt,  Helm,  Ferris  &  Co.,  Harvard,  111.,  call 
attention  to  their  closed  round  track  Bam 
Door  Hanger,  as  illustrated  in  their  advertise- 
ment in  this  issue.  It  is  made  in  2-foot  sec- 
tions only,  and  the  large  sales  made  attest  its 
popularity.  It  places  the  customer  in  the  posi- 
tion of  purchasing  no  more  track  than  is  re- 
quired in  order  to  get  the  proper  lengths. 


Emerson  &  Fisher,  Ltd.,  St.  John,  N.  B., 
have  been  distributing  to  their  customers  a 
hanger  with  calendar  for  the  current  year.  At 
the  top  is  a  good  size  view,  in  colors,  of  their 
new  building.  The  calendar  gives  large 
figures. 


After  having  been  in  course  of  construction 
for  a  year  and  a  half,  the  new  factory  of 
the  Glidden  Varnish  Co.,  at  Cleveland,  O.,  is 
entirely  completed  and  is  in  full  operation,  and 
the  old  factory,  which  has  been  the  home  of 
this  company  since  it  was  organized  in  1874 
as  Glidden,  Brackett  &  Co.,  is  idle  for  the  first 
time  in  its  history.  This  magnificent  new  plant, 
which  has  cost  over  a  half -million  dollars,  oc- 
cupies seventeen  acres  and  is  built  entirely  of 
brick,  concrete  and  steel,  and  is  claimed  to  be 
the  largest  and  most  perfectly  appointed  ex- 
clusive varnish  factory  in  the  world,  both  in 
capacity  for  making  and  for  storing  varnish. 
It  also  has  a  very  large  and  complete  grinding 
department,  where  Jap-a-Xrac  is  made.  The 
company  is  naturally  very  proud  of  its  new 
home  and  extends  a  cordial  invitation  to  visit- 
ors to  Cleveland,  who  are  interested,  to  call 
and  inspect  its  works. 


The  Alabastine  Co.,  Grand  Rapids,  Mich., 
with  eastern  office  at  105  Water  street, 
New  York  City,  will,  this  year,  conduct  a  very 
extensive  advertising  campaign  in  publica- 
tions of  general  circulation,  especially  those 
which  have  a.  large  clientele  among  women. 
This  advertising  of  Alabastine,  the  sanitary 
wall  coating,  will  be  largely  done  in  colors, 
making  a  very  striking  announcement.  A 
prominent  feature  in  each  advertisement  is  the 
line  "Ask  Your  Dealer,"  and  those  dealers 
having  Alabastine  in  stock  should  secure  easy 
business.  To  fully  avail  themselves  of  this 
general  advertising,  Hardware  retailers  should 
advertise  in  the  local  newspapers  that  they 
carry  the  goods  in  stock,  both  in  the  white 
and  tints.  The  company,  in  addition  to  spend- 
ing $250,000  in  this  general  advertising,  have 
co-operative  helps  for  dealers,  which  will  be 
fully  set  forth  upon  application. 
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Apropos 

To  the  Editor: 

Once  upon  a  time  there  were  two  men,  Mr. 
Optimistic  and  Mr.  Pessimistic,  who 
made  up  their  minds  they  would  enjoy  a  day's 
fishing.  They  expended  a  large  amount  of 
money  for  tackle,  dug  a  nice  lot  of  worms, 
caught  some  good  fat  frogs  and  met  on  the 
shore  of  the*  lake. 

Mr.  Pessimistic  said :  "It  smells  to  me  a 
little  like  rain;  it  seems  to  me  I'can  see  a  cloud 
over  there  in  the  sky,  and  I  tell  you  right  now 
I  am  not  going  to  take  any  chances  by  going 
out  on  the  lake  until  conditions  change.  The 
boat  might  tip  over,  you  know,  and  then  I 
would  lose  all  of  my  expensive  tackle.  Even 
if  the  boat  didn't  spill  me  out,  if  it  rained  I 
would  get  wet;  if  I  got  wet  I  would  catch 
cold ;  if  I  caught  cold  I  would  have  a  fever, 


string  of  fish,  he  cursed  -his  luck,  said  every- 
thing always  went  against  him,  and  then  teased 
Mr.  Optimistic  to  divide  his  fish  with  him. 

Moral. — Simply  because  Wall  Street  was 
foolish  enough  to  get  its  feet  wet  is  no  reason 
in  the  world  why  the  entire  country  should 
stand  still  and  shiver.  Don't  scuttle  the  ship 
or  let  the  bait  dry  up.  Put  on  fresh  bait,  a 
pleasant  look  and  trust  in  Providence,  but 
don't  forget  to  throw  out  your  line.  No  man 
ever  caught  a  mess  of  fish  who  jumped  out  of 
the  boat,  ran  up  in  the  woods. and  kicked  a 
tree.  The  country  was  never  in  better  sliapc 
than  it  is  this  very  minute,  with  "bumper" 
crops  and  good  prices;  all  we  need  to  do  is  to 
displace  foolish  fear  with  intelligent  confi- 
dence. Business  conditions  will  again  be  nor- 
mal just  so  soon  as  the  mind  of  the  people 
is  normal.  VV.  L.  Brownell. 


Paint    Window    Display    by    Praeger    Hardware  Co...  San  Antonio,  Tex. 


and  if  I  had  a  fever  I  would  probably  die ; 
so  I  am  going  to  stay  on  shore  until  every- 
thing is  more  favorable." 

Mr.  Optimistic  said:  "Well,  you  can  stay 
here;  count  your  worms  and  eat  your  frogs 
if  you  want  to,  but  I  am  going  out.  I  have 
put  a  lot  of  money  into  this  outfit.  I  have 
got  some  good  fresh  bait,  and  a  little  cloud 
doesn't  scare  me  a  particle.  Suppose  we  do 
have  a  shower,  the  sun  will  soon  come  out, 
and,  anyway,  you  would  dry  off  just  as  quick- 
ly in  the  boat  as  on  shore;  besides  all  that,  I 
want  some  fish  and  I  am  going  to  have  them." 

All  day  long  Mr.  Pessimistic  sat  on  the 
shore  waiting  for  the  storm  which  never  came. 
His  worms  dried  up,  his  frogs  died,  and  at 
night  when  Mr.  Optimistic  came  in  with  a  big 


Faint  Window  Display 

Pracgcr  Hardware  Co.,  San  Antonio,  Tex., 
recently  had  a  good  paint  window  dis- 
play, as  shown  in  the  accompanying  engrav- 
ing. Careful  examination  of  the  illustration 
will  show  the  arrangement  of  horse  shoe  in 
the  center,  the  brushes  at  the  sides  and  the 
cans  of  paint  about  the  window.  With  the 
colored  labels  the  whole  window  has  a  de- 
cided tendency  to  make  the  window  gazer 
think  of  but  one  thing — paint. 


Call  your  customers  by  name.  Take  par- 
ticular pains  to  be  able  to  do  this  with  new- 
comers in  town.  This  is  one  point  that 
storekecping  can  learn  from  politics. 
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A  Floral  Hardware  Front 

A  YEAR  ago  the  Pasadena  Hardware  Co.. 
Pasadena,  Cal.,  took  part  in  the  annual 
Tournament  of  Roses  in  that  city  by  the  deco- 
ration of  their  store,  and  captured  the  second 
prize.  The  tournament  took  place  again  this 
year  and  the  company  came  off  with  the  same 
honors.  The  store  front  is  shown  in  the  en- 
graving .herewith,  but  does  not  give  any  con- 
ception of  the  beauty  of  the  decorations.  The 
background,  entirely  concealing  the  windows, 
was  of  ferns  and  smilax  interwoven.  At  the 
center  were  crossed  flags  made  of  flowers. 
Red  geraniums  and  white  roses  formed  the 
stripes,   and   blue  violets  served   for  the  blue 


this  mi|[ht  have  been  the  prettiest  window  in 
town  if  they  hadn't  gone  and  stuck  T.  R.  up 
there  to  spoil  it  all;  they  think  they  have  to 
drag  in  Teddy  everywhere."  After  she  was 
duly  informed  she  walked  away  with  a  self- 
satisfied  smile.  The  entire  store  front  is  15  x 
27  feet. 


An  ungainly,  home-made  word  is  "stickto- 
itiveness,"  but  it  spells  success  in  advertising 
more  than  in  anything  else.  Don't  be  a 
quitter. 


The  man   who  advertises   is  the  man  who 
realizes. 


Decoration  for  Tournament  of  Koses,  by  Pasadena  Hardware  Co.,  Pasadena,  Cal. 


in  the  flag,  while  white  carnations  indicated 
the  stars.  The  flagstaffs  were  made  of  white 
geraniums.  Above  the  flag  appeared  the  mono- 
gram "T.  R.."  signifying  Tournament  of 
Roses;  the  T  was  of  white  roses  and  the  R 
of  red  roses.  At  either  side  in  pink  rosebuds, 
in  letters  a  foot  long,  were  the  dates  "1889" 
and  "1908,"  showing  date  of  establishment  and 
the  present  year.  Below,  portieres  of  smilax 
were  looped  back  with  ribbons  and  baskets  of 
flowers  hung  against  the  greenery.  An  amus- 
ing comment  was  made  by  a  woman  who  was 
admiring  the  decorations,  and  whose  "politics" 
can  be  judged  by  t^^r  statement:     "Tlier^, 


Electric  Sign  on  His  Back 

A  few  nights  ago  while  walking  on  one  of 
New  York's  streets  there  was  seen  just 
ahead  a  well  dressed  and  bulky  man  strolling 
leisurely  along  smoking  a  cigar,  when  suddenly 
on  the  back  of  his  coat  there  glowed  in  green 
illuminated  letters  the  words  "Pure  Whisky." 
Then  again  in  white  letters  under  that  the 
name  of  a  well  advertised  brand.  As  I  stared 
the  light  went  out,  the  letters  vanished  and  he 
was  again  an  ordinary  pedestrian  wearing  a 
long   dark    overcoat.     This    is    evidently    th^ 

latest  in  the  advertising  business.  r\r\n\r> 
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TTsed  Picture  Postal  Cards 

HS.  Stirn,  Morristown,  N.  J.,  dealer  in 
•  Hardware  and  house  furnishings,  sent 
out  a  thousand  picture  postal  cards  the  first 
of  the  year.  The  card  gave  a  good  picture  of 
the  Stirn's  store.  After  wishing  the  recipient 
a  Happy  New  Year,  he  or  she  was  invited  to 
come  to  the  store  and  receive  a  new  calencfar. 
The  results  were  quite  satisfactory. 


Byron  E.  Walter,  who  has  conducted  the 
Walter  Hardware  Co.,  South  Milwaukee, 
Wis.,  for  the  past  twelve  years,  has  sold  his 


year  issued  a  large  hanger  showing  a  pretty 
maiden  posing,  and  the  name  is  given  as 
"Eve."  The  calendar  sheets  were  in  the  lower 
corner.  The  firm  issue  circulars,  catalogues, 
etc.,  during  the  course  of  a  year  and  keep 
right  after  their  local  trade.  It's  a  safe  thing 
to  wager  that  the  catalogue  houses  don't 
bother  their  trade  much. 

A  West  Indies  Hardware  Store 

In  the  accompanying  illustrations  are  shown 
the  store  of  John  S.  George  &  Co.,  Nas- 
sau, N.  P.,  Bahamas,  West  Indies.  This  busi- 
ness was  originally  established  in  I860.     The 


Exterior  View  of  Hardware  Store  of  John  S.  George  &  Co.,  Nassau,  W.  I; 


interest  in  the  company  and  retired  from  busi- 
ness. His  son,  A.  W.  Walter,  has  purchased 
the  business  and  will  conduct  it  in  the  future, 
no  change  being  made  in  the  name. 

A  Correction 

In  onr  last  issue  in  an  illustrated  notice  of 
an  advance  postal  card  issued  by  the  Witte 
Hardware  Co.,  of  St.  touis,  the  types  should 
have  stated  that  it  was  good  advertising  for 
the  "H.  &  A."  Safety  Police  Revolver,  which 
is  manufactured  by  the  Hopkins  &  Allen  Arms 
Co.,  Norwich,  Conn. 


John    Mackey   &    Son,    the    hustling    retail 
tiardwarcsnao  of  South  li^ven,  Mkh.,  for  ihh 


store  consists  of  two  floors,  each  40  x  100 
feet,  and  acknowledged  to  be  the  finest  store 
in  the  city.  The  present  structure  was  erect- 
ed in  1902,  as  its  predecessor  was  destroyed 
by  fire. 

.  Fdse  Economies,   Costly 

To  the  Editor: 

Many  a  Hardware  proprietor,  traveling  man 
and  clerk  lose  dollars  in  following  out 
their  ideas  of  strict  economy  in  saving  the  pen- 
nies. A  most  common  error  is  limiting  the 
outlay  for  Itmches.  By  limiting  the  supply 
of  fuel  to  the  center  of  nerve  force,  we  di- 
minish our  supply  of  energy  and  brain  activity 
just  so  much.  Thcn^mui^oy^Ac^^^ 
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man  behind  the  counter  never  succeeds  in  mak- 
ing a  favorable  impression  on  the  possible 
buyer,  whereas  the  energetic  man  whose  active 
brain  grasps  each  situation  as  it  presents  itself, 
in  the  selling  of  Hardware,  creates  a  favorable 
impression  and  inspires  confidence  on  the  part 
of  the  customer  as  regards  the  salesman's 
knowledge  and  the  worth  of  the  article.  Some 
traveling  men  never  spend  money  for  a 
sleeper,  and  rather  than  patronize  the  dining 
car,  live  on  sandwiches,  etc.  What  is  the 
result?  They  are  sore  from  the  cramped  po- 
sition following  sleeping  in  seats.  From  the 
effects  of  irregular  eating  they  are  so  used 
up  and  out  of  sorts  they  do  not  do  justice  to 


that  comfortable  feeling  which  is  only  brought 
about  by  giving  careful  attention  to  the  body 
machinery,  which  in  turn  promotes  good  health 
and  a  clear  brain,  a  salesman's  working  cap- 
ital Cheap  help  is  not  always  economy.  One 
of  the  greatest  errors  some  employers  fall  into 
is  that  cheap  help  is  economy.  The  most  sue-* 
cessful  Hardwaremen  are  those  who  have  dis- 
covered that  the  best  salesmen  were  the  cheap- 
est in  the  end.  Th«  inactive  brain,  the  listless 
manner,  expensive  blunders,  loss  of  customers 
from  poor  salesmanship,  lack  of  interest  in  the 
business  all  tend  to  show  the  false  economy  of 
cheap  labor. 
The  impression  made  on  a  customer  bv  a 


First  Floor  View  of  Hardware  Store  or  John  S.  George  &  Co.,  Nassau,  W.  I. 


themselves  or  employers  when  they  come  in 
contact  with  customers.  The  result  is  always 
the  same — pennies  saved,  dollars  lost.  It  takes 
snap  and  energy  to  convince  a  Hardwareman 
he  ought  to  add  to  his  already  large  stock,  and 
this  can  never  be  accomplished  with  an  impov- 
erished brain.  This  is  especially  true  of  sales- 
men who  make  long  trips,  as  it  takes  days  to 
overcome  the  punishment  given  their  bodies 
and  stomachs.  As  a  consequence,  valuable 
time  is  wasted. 

No  salesman  can  afford  to  risk  an  interview 
with  his  customer  when  he  is  not  in  prime  con- 
dition.    It  pays  to  be  in  good  health  and  have 


clerk  often  creates  a  reputation  for  good  or 
ill.  Invariably  a  customer  will  steer  clear  of  a 
store  if  he  has  taken  a  dislike  to  the  manner 
of  one  of  its  clerks.  A  cheap  clerk  makes  a 
customer  hesitate  about  his  purchase.  He  in- 
stinctively feels  the  inferiority  of  the  man 
selling  the  goods  and  he  begins  to  distrust  the 
value  of  the  article.  Whether  he  buys  or 
leaves  the  store  without  a  purchase,  he  carries 
away  with  him  a  sort  of  distrust  of  the  place. 
Cheap  clerks,  therefore,  cheapen  a  store  and 
eventually  lower  the  tone  of  its  patrons. 
Many  a  concern  has  gone  to  the  wall  simply 
because  the  proprietor  in  his  endeavor  to  save 
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a  few  dollars  hired  cheap  salesmen,  who,  in 
turn,  lowered  its  character,  which  eventually 
meant  its  downfall. 

It  is  human  nature  for  a  customer  to  in- 
stinctively feel  the  manner  in  which  he  is  ap- 
proached or  waited  upon  by  the  clerk.  The 
tone,  the  smile  or  the  brightness  of  the  eye  all 
help  to  make  a  sale;  as  the  personality  of 
the  salesman  brightens  up  your  desire  to  make 
a  purchase,  and  you  find  yourself  unconsciously 
becoming  interested  in  other  articles  to  which 
he  draws  your  attention. 


a  manner  that  commands  respect,  he  must  be 
able  to  size  up  situations  and  think  quickly. 
These  conditions  can  only  be  brought  about 
by  the  use  of  pure  food,  refreshing  slumbers, 
and  the  companionship  of  business  associates 
from  whom  he  absorbs  high  ideals  and  a  de- 
sire to  become  as  high  as  this  or  that  one  in 
the  Hardware  world.  Companionship  makes 
or  breaks  the  average  young  clerk  starting  out 
in  life.  The  clerk  whose  chief  desire  is  to 
increase  his  firm's  business,  is  usually  rather 
cautious  about  selecting  his  comrades,  and  as  a 


View  on  Second  Floor  of  Store  or  John  S.  George  &  Co.,  Nassau,  W.  I. 


Poorly  dressed  clerks,  compelled  to  put  up 
at  cheap  boarding  houses,  and  whose  manner- 
isms depend  largely  upon  their  environments 
and  the  character  of  their  fellow  boarders,  can 
never  assist  in  building  up  a  successful  busi- 
ness, unless  they  possess  a  sound  body  and 
naturally  strong  active  brain.  These  requisites 
will  enable  them  to  overcome  the  barriers 
placed  before  them  in  the  form  of  "poor  pay" 
by  employers.  Poor  wages  stunts  the  ambition 
of  the  average  clerk,  but  if  there  is  a  ray  of 
hope  for  advancement,  the  good  are  quickly 
sifted  from  the  inferiors. 

The  mental  and  physical  developments  of 
a  man  depend  upon  his  environments  and 
manner  of  living.  To  do  his  best  work  he 
must  have  a  clear  brain,   a  penetrating  eye, 


rule,  they  are  those  from  whom  he  gains  idea? 
and  theories  that  are  of  benefit  to  him  in  his" 
particular  line  of  business. 

Economy  based  on  natural  stinginess  is  a 
serious  drawback  to  the  success  of  any  firm  as 
the  percentage  of  failures  will  testify. 

True  economy,  avoiding  all  waste  and  ex- 
travagance and  applying  expenditures  to  the 
best  advantage  is  a  virtue,  whereas  parsimony 
is  a  vice.  B.  F.  R. 


If  you  are  the  sort  of  a  clerk  who  doesn't 
care  whether  a  customer  buys  or  not  becaiise 
"your  pay  goes  o  njust  the  same,  I  wouldn't 
care  if  the  boss  were  to  bounce  you  to-morrow 
morning. 
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Fore^  Trade  for  Last  Tear 

The  foreign  commerce  of  the  United  States 
in  1907  makes  a  new  record  in  exports 
as  well  as  imports.  For  the  first  time  the 
monthly  export  record  has  crossed  the  200,- 
000,000  line,  the  total  for  November,  1907,  be- 
ing $204,444,8(JO,  while  the  import  record  of 
$133,110,170,  made  in  March,  is  the  largest 
total  of  importations  in  any  single  month  in 
the  history  of  our  commerce.  The  imports  of 
the  full  year  exceed  $1,400,000,000  and  the  ex- 
ports exceed  $1,900,000,000.  If  to  this  we  add 
the  trade  with  tlie  non-contiguous  territories 
of  the  United  States,  the  value  of  the  merchan- 
dise entering  the  ports  of  the  continental 
United  States  would  aggregate  nearly  $1,500,- 
000,000  and  the  merchandise  leaving  the  ports 
of  the  continental  United  States  would  aggre- 
gate nearly  $2,000,000,000. 

The  growth  in  the  foreign  commerce  occurs 
chiefly  in  manufacturers'  materials  and  manu- 
factures. In  imports,  crude  material  for  use 
in  manufacturing  shows  for  the  ten  months 
for  which  figures  are  available  an  increase  of 
about  $40,000,000  over  the  corresponding  pe- 
riod of  last  year,  and  manufactures  for  further 
use  in  manufacturing  show  an  increase  of 
about  $29,000,000,  while  manufactures  ready 
for  consumption  show  an  increase  for  the 
period  named  of  $46,000,000.  On  the  export 
side,  raw  materials  for  use  in  manufacturing 
show  an  increase  of  $48,000,000,  manufactures 
fof  further  use  in  manufacturing  an  increase 
of  $13,000,000,  and  manufactures  ready  for  con- 
sumption an  increase  of  $29,000,000. 

The  growth  in  exports,  which  amounts  to 
considerably  over  $84,000,000,  occurs,  as  already 
indicated,  in  manufactures  and  manufacturers' 
materials.  Manufactures  ready  for  consump- 
tion show  in  the  ten  months  for  which  figures 
are  available  an  increase  of  about  $28,000,000, 
manufactures  for  further  use  in  manufactur- 
ing an  increase  of  $13,000,000.  Of  manufactur- 
ers' materials  the  article  showing  the  chief  in- 
crease is  raw  cotton,  of  which  the  exportations 
for  the  ten  months  ending  October  were  $316,- 
500,000,  against  $271,500,000  in  the  same 
months  of  last  year.  In  manufactures  for  fur- 
ther use  in  manufacturing  copper  ingots  show 
a  slight  increase,  the  total  for  the  ten  months 
ttcing  $72,500,000,  against  $69,750,000  in  the 
same  months  of  last  year.  Manufactures  of 
iron  and  steel  show  a  marked  increase,  the 
total  value  of  iron  and  steel  exported  for  the 
ten  months  being  $165,000,000,  against  $142,- 
500,000  during  the  corresponding  months  of 
last  year.  Agricultural  implements  $23,500,000, 
against  $21,500,000  during  the  same  months  of 
last  year. 

This  increase  in  imports  and  exports  occurs 
in  the  commerce  with  nearly  all  sections  and 
countries  of  the  -world.  To  Europe  the  ex- 
ports in  the  ten  months  ending  October  were 
$1,003,000,000,  against  $970,500,000  during  the 
correspondi|ig  months  of  last  year;  to  North 
America,     $108,000,000,    against     $969,333,333 


during  the  ten  months  of  last  year;  to  South 
America,  $71,000,000,  against  $64,000,000  in  the 
same  month  of  last  year;  to  Asia  and 
Oceania,  $116,500,000,  against  $105,500,000  in 
the  corresponding  months  of  1906,  and  to  Af- 
rica. $13,000,000,  against  $16,000,000  in  the  cor- 
responding months  of  last  year.  The  imports 
from  Europe  are  $62o.(MK),000,  against  $562,000,- 
000  in  the  ten  months  of  1906;  from  North 
America,  $239,500,000,  against  $210,000,000  dur- 
ing the  same  months  of  1906;  from  South 
America,  $126,000,000,  against  $111,000,000  in 
the  same  months  of  the  preceding  year;  from 
Asia  and  Oceania,  $209,500,000,  against  $174,- 
000,000  in  the  corresponding  months  of  last 
year,  and  from  Africa,  $20,000,000,  against  $"5,- 
750,000  during  the  same  months  of  last  year. 
.As  regards  the  non-contiguous  territory  of  the 
United  States,  including  in  that  term  Alaska, 
Porto  Rico,  the  Hawaiian  and  Philippine  Is- 
lands, Guam,  Tutuila,  etc.,  the  total  merchan- 
dise brought  into  the  country  from  all  that 
territory  was  valued  at  $68,500,000  in  the  ten 
months  of  1907,  against  $64,500,000  in  the  ten 
months  of  1906,  and  the  total  merchandise  ex- 
ported to  that  territory  was  $58,000,000,  against 
$47,500,000  in  the  same  months  of  last  year. 
Th^se  records  prove  conclusively  America's 
great  strides  in  export  trade. 

A  Foreign  Hardware  Circular 
In  the  accompanying,  illustration  is  shown  a 
reproduction  of  a  circular  gotten  out  in  Cork. 

Hardware  Dept 
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MttSTIBAT«SraBB.S»  |» 

A  UUMT  AMD  CAMWU-V  HLKIH  CTsA  tT 

UP-TO-DATE    BUILDERS'    REOUIRE^-^NTS 
Every  Requitiu  roc  Baiidiiigt 

Unique  Sdectioo  or  Baihs.  Uvaianci.  ttc 
Sanitary  Ai>ptianee»  a  Specality 
TlLliS  ror  Ftoort.  Wall*,  aad  Heaftks 
A  COMVIiTE  Stock  or  Flumbmg  Good*. 
Corrugated  She««.  Calvani*Kl  Rid«iiic  and  Gutlm. 
BnAMF.LLED  Slate  Mantd»  m  .Ne«^  De*nfii*. 
^    DdighUul  Marbk  and  Wood  e&cts 
Complete  Rai^e  or  Uxlu.  Latches,  and  Ur^tA  Fitungv 
Oint  ftiapi.  OralM  mt4  Stsv*  Suck  is  uncNceltcd. 
I^BAD  ShBKv  I'ipw.  Traps,  and  Benda. 
Tubes  and  Fitting*,  in  Iron.  Brass  and  Copper 
Down  Pipe*.  Cutter*   and  Fimngv  etc 

-  — ••  f 

Eustace  &  Co.  Ltd.,  Cork. 

A  Foreign  Hardware  Circular. 

Ireland.  It  was  printed  in  two  colors  on  a 
colored  paper.  The  reduction  is  sufficiently 
large  to  read  the  Y,c^fc  ^^^^^O^  ic 
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Birth  Notice 

"St.  Louis,  Jan.  24,  1908. 
"Hakdware  Dealers'  Magazine, 

"New  York. 

"Gentlemen:  Under  separate  cover,  we 
have  sent  you  The  Gimlet,'  born  February  the 
first,  1908.  We  have  left  a  blank  space  on  the 
stone  to  fill  in  the  rest.  We  will  not  attempt 
to  take  any  advertising  away  from  you.  We 
are  not  attempting  to  improve  upon  the  present 
status  of  journalism  Deal  with  us  gently. 
Very  truly  yours, 

"T.  F.  Wood, 
"Advertising  Manager." 

"The  Gimlet"  is  a  vest-pocket  magazine, 
costing  24  cents  per  annum,  Mike  Kinney, 
teamster  and  editor. 

Mike  says:  "You  can  always  tell  a  Hard- 
wareman  when  you  see  him,  but  you  can't  tell 
him  much."  Referring  to  Hardware  conven- 
tions, Mike  remarks: 

*'I  once  blew  into  one,  and,  taken  upon  the 
average,  they  are  worth  the  money.  The  long- 
winded  papers  were  pretty  tiresome — the  lan- 
guage was  too  nice.  I  couldn't  help  but  think 
that  the  wives  and  col'ege  educated  daughters 
of  some  of  the  delegates  helped  them  write 
their  papers.  Some  of  them  were  worked  off 
as  if  the  Hardwareman  had  been  practising 
his  paper  to  the  horses  and  cows  in  his  stable 
for  months. 

**Cut  out  the  papers  and  just  let  some  of  the 
Hardwaremen  work  off  what  is  in  their  sys- 
tem without  notes.  Take  my  word  for  it,  you 
will  get  more  truth.  Mr.  Nailgrabber  will  at 
least  talk  natural,  and,  speaking  for  myself,  I 
have  always  been  a  great  crank  for  natural- 
ness. I  believe  an  ounce  of  individuality  is 
worth  a  pound  of  fine  rhetoric." 

"If  you  can  get  up  a  little  row  in  your  con- 
vention, so  much  the  better.  You  never  get 
quite  as  much  truth  as  when  men  get  mad  and 
talk  loud.  Harmony  is  all  right,  but  it  don't 
make  for  progress.  Most  progress  in  this  world 
has  been  made  as  the  result  of  a  scrap." 

On  the  subject  of  Hardware  clerks,  Mike 
observes  as  follows : 

"Of  course,  the  retail  Hardware  clerk  thinks 
he  is  a  hard  worker,  but  there  is  more  loafing 
done  to  the  square  inch  m  retail  stores  of  this 
country  .than  anywhere  else.  When  the  average* 
retail  clerk  from  a  small  country  town  happens 
to  run  up  against  the  buzz  saw  in  the  stock 
department  of  a  city  catalogue  house  he  soon 
writes  home  that  the  country  air  dgrees  with 
him  better.  It  is  hard  for  him  to  get  it 
through  his  head  that  when  he  draws  a  regu- 
lar salary  he  should  be  expected  to  do  regular 
work — all  day  long. 

"It  is,  of  course,  a  good  idea  for  the  pro- 
prietor to  set  a  good  example  to  his  clerks  by 
working,  but  if  you  are  not  in  that  class,  the 
best  thing  to  do  is  to  tell  th«m  frankly  you 
propose  to  do  all  the  loafing,  drinking,  swear- 
ing, smoking,  tobacco  chewing,  social  chatting 


and  domino  playing  for  the  entire  firm,  and 
that  the  rest  of  them  are  expected  to  hustle, 
and  that  you  intend  to  see  they  do  hustle. 

"A  good  motto  for  every  store  is:  *Fish, 
cut  bait,  or  get  out  of  the  boat'  If  there  is 
nothing  else  to  do  have  your  clerks  take  the 
goods  out  of  the  shelves,  clean  the  goods,  clean 
the  shelves  and  put  the  stock  back  again.  The 
clerks  at  least  -will  become  familiar  with  your 
stock  and  will  know  where  the  goods  are." 

"Over  in  India  the  majority  of  the  popula- 
tion devote  most  of  their  time  to  meditatbn. 
Nobody  knows  what  they  are  meditating  about. 
Real,  estate  in  India  is  not  advancing  in  price 
and  the  people  meditate  too  much  to  have 
enough  energy  to  emigrate,  so  they  iust  sit. 
India  is  a  world  without  an  opportunity. 

"Some  people  are  very  patient.  Sometimes 
I  wonder  whether  it  is  patience  or  just  plain 
laziness.  It  is  often  much  easier  to  be  patient 
than  to  be  energetic — much  easier  to  accept 
wrong  conditions  than  to  get  up  and  change 
them. 

"So  you  want  to  know  what  I  think  caused 
the  panic?  That's  easy:  The  president  lied  to 
the  board  of  directors.  The  board  of  directors 
lied  to  the  stockholders.  The  stockholders 
lied  to  the  people.  The  lie  was  'called'  and 
then  we  had  a  panic.  '^•'We  found  there  was  not 
quite  as  much  lying  as  we  thought,  and  so  now 
confidence  is  restored." 


The  children  are  your  most  discerning  cus- 
tomers. Every  child  well  treated  means  a 
grown-up  friend  for  your  store. 


Early  last  month  a  leading  daily  paper  of 
Richmond,  Ind.,  had  a  "Returned  Confidence" 
issue.  Letters  were  published  from  various 
local  manufacturers  and  retail  houses  express- 
ing confidence  in  the  future  and  giving  their 
views  at  length.  One  of  the  houses  was  the 
Jones  Hardware  Co.,  a  hustling  retail  and 
wholesale  concern.  They  also  had  a  full-page 
advertisement,  in  which  appeared  the  1908 
motto,  "Trade  in  Richmond. 

Newspaper  Advertising 

Junius  W.  Hamilton,  Bellefontaine ,  Ohio, 
occupied  an  entire  page  in  a  recent  issue 
of  his  weekly  local  paper  in  a  "Heart-to-Heart 
Talk."  It  was  a  talk  appealing  for  home  pat- 
ronage on  business  principles,  the  prospective 
customer  being  assured  that  any  and  all  com- 
petition would  be  met.  As  a  part  of  the  ad. 
there  was  given  quite  a  list  of  manufacturers 
in  different  lines,  indicating  that  purchases 
were  made  direct  from  the  makers.  Following 
this  talk  were  numerous  quotations  of  special 
prices  on  different  articles.  It  was  a  good  form 
of  advertising,  but  would  have  been  stronger 
had  half  the  amount  of  reading  matter  been 
eliminated  and  illustrations  used.  Cuts  catch 
the  eye;   there  is  no  getting  around  this  fact. 
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Percentage  of  Profit  to  Salesmen 

As  regards  percentage  of  profit  to  salesmen, 
I  would  suggest  this:  Pay  each  sales- 
man a  percentage  on  the  total  cash  sales  made 
for  each  month.  .  The  percentage  to  be  based 
upon  the  salary  the  men  are  now  getting;  a 
percentage  on  total  credit  sales  made  on  same 
basis.  This  last  is  a  perfect  (as  near  as  any 
system  can  be  perfect)  prevention  of  goods  go^ 
ing  out  not  charged,  as  each  salesman  is  care- 
ful on  his  own  account,  and  also  has  a  bit  of 
a  lookout  that  the  other  salesmen  are  equally 
careful  to  see  goods  are  charged. 

Every  one  selling  goods  is  in  on  this  plan, 
except  the  owners.  We  find  it  keeps  every  one 
on  the  jump  and  that  if  one  clerk  cannot  sell 
a  customer  some  other  one  tries  to  sell  them, 
as  the  percentage  is  figured  on  total  results,  not 
on  each  clerk's  sales.  J.  Daland,  Jr. 


As  to  paying  clerks  a  percentage  on  sales 
or  salary,  I  told  two  of  my  men  last  Feb- 
ruary, when  we  invoiced,  that  if  business  kept 
up  all  right  I  would  give  each  $100  flat  on 
February,  1908.  I  purchased  my  predecessor's 
business  two  years  ago,  and  have  raised  the 
salary  of  both  of  these  men  $50  to  $100.  They 
have  been  with  me,  respectively,  18  and  15 
years,  and  I  don't  propose  to  let  anyone  get 
them  away  from  me.  They  appreciate  it,  all 
right,  and  I  think  I  am  the  gainer.  Men  who 
care  a  snap  whether  your  business  goes  on  or 
not,  are  scarce  in  this  neck  of  the  woods,  and 
I  guess  the  same  conditions  prevail  else- 
where. I  have  always  taken  the  position 
that  where  men  served  faithfully  they  were 
entitled  to  some  share  of  the  profits.  Your 
Magazine  is  too  good  to  "pass  up,"  so -am 
sending  in  my  renewal,  which  I  have  been 
doing  for  a  number  of  years. 

Westerner. 

Change  to  Het  Weight  Packages 

Leading  paint,  color  and  white  lead  manufac- 
turers have  changed  all  packages  of  their 
products  sold  by  the  pound  from  gross  weight 
to  net  weight.  This  change  went  into  effect 
Jan.  1,  1908.  Heretofore  it  has  been  the  cus- 
tom of  the  trade  to  put  up  all  paste  form 
goods  in  gross  weight  packages,  although  liq- 
uid goods  have  been  sold  by  all  reputable  man- 
ufacturers for  some  years  full  United  States 
standard  measure.  This  is  a  step  in  the  right 
direction  because  it  fixes  a  definite  standard 
regardless  of  the  shape  or  weight  of  the  pack- 
age in  which  the  goods  are  sold  and  enables 
the  consumer  to  know  how  much  material  he 
is  buying.  A  number  of  paints  and  colors  are 
already  on  the  market  bearing  net  weight  on 
the  labels.  All  reputable  lines  of  this  character 
will  be  effected  as  soon  as  the  various  m^k^rs 
can  c^TTY  QMt  tli^  necessary  changes. 


Barometer  of  Trade 

In  the  accompanying  illustration  is  shown  a 
Barometer  of  Trade  and  if  the  dealer  will 
study  it  he  will  find  that  the  volume  of  busi- 
ness fluctuates  from  the  "Top  Notch"  record 
down  to  "Poor,"  in  accordance  with  the  serv- 
ice he  gives  to  his  trade  and  the  activity  and 
intelligence  shown  in  conducting  business.  It 
is  no  accident  which  enables  some  concerns  to 
always  report  "good"  or  "extra  good"  or  "ex- 
cellent" as  the  status  of  their  business  affairs, 
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rEXTMCOOD 
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The  Barometer  of  Trade. 

while  some  of  their  competitors  weakly  say 
"middling,"  "quiet"  or  "poor."  J.  A.  &  W. 
Bird  Co.,  34  India  street,  use  this  illustration 
in  their  house  organ,  "The  Ridgepole."  They 
add  to  the  above:  "We  are  all  in  busi- 
ness to  make  money;  you  as  dealer,  we 
as  manufacturer  and  others  as  salesmen.  If 
we  keep  closely  together,  shoulder  to  shoulder, 
each  day  improving  on  the  day  before,  there  is 
not  the  slightest  question  of  our  reaping  the 
toancial  harvest,  in  proportion  to  our  labors." 
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Displaying  fioflelhocs  attd  Calks 

It  is  not  always  necessary  to  go  td  extreiil^s 
in  making  up  a  winddw  disjllay  that  \Vill 
atti-act  and  bring  sales.  Using  some  of  the 
everyday  scenes  of  life  and  putting  theni  iil- 
side  the  show  window  will  draw  the  public's 
attention,  which  is  always  on  the  alert  for 
something  new  or  novel.  A  few  "Neverslip" 
Horseshoes  and  Calks  are  shown  in  the  dis- 
play in  this  connection,  which  is  the  work 
of  Martin  Propst,  with  J.  C.  Rogerson  & 
Co.,  Hudson,  N.  Y.  The  background  shows 
a    smith's    shop,   with    the    smith    standing   in 


fhe  KewipapAi*  Ad. 

The  headitlg  of  a  newspaper  advertisemeilt 
should  give^  in  sis  hw  Words  as  possible 
—three  oi-  foui-  jlre  not  tod  feW— th€  etltlrc 
sense  of  the  bodjr  of  the  ^linoiinc^nlerit  whltitl 
follows.  If  possible,  thfe  heading  should  itt- 
dicate  the  complete  contents  of  the  advertise- 
ment; therefore  use  a  long  heading  if  neces- 
sary; a  short  one  that  does  not  do  so  would 
not  be  as  successful  as  a  long  one  that  does. 
It  will  probably  be  found  much  easier  to 
write  the  heading  after  the  body  of  the  an- 
nouncement has  been  composed.     In  this  way 


A  Practical  Display  of  Horseshoes  by  J.  C.  Rogerson  &  Co.,  Hudson,  N.  Y. 


the  doorway  with  calk  in  hand  and  shoe  nailed 
to  the  door.  The  roof  is  covered  with  snow, 
former  of  cotton,  the  latter  also  serving  as  the 
snowbanks  on  either  side.  Descending  each 
of  the  snowbanks  is  a  horse-drawn  vehicle, 
showing  the  non-slipping  feature  of  the  goods 
advertised,  although  it  seems  queer  that  a  coal 
wagon  should  be  used  when  there  is  such  a 
large  amount  of  snow  to  carry  sleigh  runners. 
In  the  foreground  goods  are  scattered  around. 
At  the  top  of  one  of  the  snowbanks  appears  a 
small  tree  to  add  life  to  the  display. 


Good  window  displays  are  forceful  salesmen. 


an  appropriate  heading  is  easier  of  selection. 
As  to  the  body  of  the  advertisement.  Its 
general  appearance  should  convey  the  idea  of 
neatness  and  good  taste.  Sprawley  an- 
nouncements should  be  avoided.  Careful  con- 
sideration should  be  given  to  the  class  which 
it  is  desired  to  reach.  There  are  several 
styles  in  which  the  advertisements  may  be 
composed,  and  that  which  will  best  appeal  to 
the  class  to  be  reached  should  be  chosen.  In 
writing  newspaper  announcements  use  good 
plain  English  that  can  be  easily  read  and  un-r 
derstood.  A  plain,  hit-the-point,  forceful  an» 
nouncement  should  always  be  aimed  at 


»ys  oe  aimea  at         t 
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THE    HARDWARE    SHOW    WINDOW 

By  O.  a.  Keyser,  Manager  Sales  and  Advertising,  The  Dover  Mfg.  Co. 
• 
Cash  Value  of  the  Show  Window— Advertising  Value 
of  Displays— The  Window  Trimmer^Construction 
of  an  Ideal  Show  Window — ^Backgrounds  and 
Decorations — Show  Window  Fixtures — Life  in 
Trims — Signs  in  Windows — Lighting  the  Window- 
Planning  a  Trim. 


The  value  of  a  show  window  for  advertis- 
ing purposes  depends  largely  upon  its 
location,  or,  at  least,  upon  the  number  of 
people  who  can  be  induced  to  look  at  it.  Just 
as  in  all  kinds  of  advertising,  the  value  also 
depends  upon  the  quality  of  the  local  medium 
and  the  character  of  the  advertising. 

I  cannot  estimate  the  cash  value  of  the 
show  window  as  so  much  "space."  A  window 
may  be  worth  just  as  much  or  a  hundred 
times  as  much  as  a  bulletin  board.  I  do  know, 
however,  that  the  show  window  is  worth  a 
certain  cash  value  as  advertising  space,  and 
the  dealer  who.  fails  to  use  his  window  for 
all  it  is  worth  as  an  advertising  medium  is 
losing  just  so  much  actual  money. 

If  you  leave  your  savings  account  in  a  bank 
that  does  not  pay  interest,  you  lose  a  certain 
number  of  dollars  every  month.  Why  nol 
apply  the  same  reasoning  to'  the  show  win- 
dow? I  wouldn't  care  to  lose  one  dollar,  or 
five  dollars,  or  ten  dollars  a  month  if  I  could 
save  that  money  just  as  well  as  not.  Further- 
more, since  it  is  impossible  to  figure  the  "in- 
terest" or  profit  on  your  show  window,  you 
cannot  tell  how  much  you  are  losing  if  you 
do  not  use  it  for  its  maximum  earning  ca- 
pacity. 

Perhaps  you  will  be  able  to  approximate  the 
cash  value  of  your  show  window  as  advertis- 
ing space  after  you  have  used  it  effectively 
for  a  few  months.  I  desire  to  suggest  that 
the  dividend  paying  quality  of  your  window 
accumulates  with  use.-  In  oth^r  words,  the 
interest  compounds.  I  shall  discuss  the  cu- 
mulative theory  of  advertising  in  a  later  les- 
son. 

One  doctrine  of  advertising  must  be  anti- 
cipated here:  Results  cannot  always  be 
traced  direct  to  a  particular  advertisement. 
Advertisers  who  overlook  this  general  state- 
ment often  decide  that  a  certain  form  of  ad- 
vertising does  not  pay,  when  it  really  may 
be  the  very  backbone  of  the  advertising  cam- 
paign. This  leads  me  to  warn  you  not  to 
become  discouraged  too  early  in  your  prac- 
tice of  advertising.  "Heaven  is  not  reached 
at  a  single  bound" — and  the  bounder  in  ad- 
vertising usually  doesn't  get  up  very  far.  It 
takes  a  long  time  to  gain  reputation  for  a 
name.  "Paying  for  the.  name"  isn't  the  re- 
sult of  mushroom  growth.  "The  name"  is 
the  result  of  persistent  advertising— -persistent 
cvep  in  seeming  adversity. 
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Merchandizing  is  a  conscious  effort  to  place 
the  producer's  commodities  in  the  hands  of 
the  consumer.  The  retailer  is  a  medium  be- 
tween the  producer  and  the  consumer.  At 
one  time  the  producer  did  his  own  merchan- 
dizing without  the  intervention  of  a  middle- 
man. Later  it  was  discovered  that  middle- 
men would  be  a  convenience.  So  the  pro- 
ducer ceased  to  go  direct  to  the  consumer, 
but  considered  representation  by  an  agent, 
who  would  give  all  his  time  -  to  the  act  of 
selling,  a  more  efficient  method.  Under  the 
circumstances  this  method  of  distribution 
came  to  be  regarded  as  absolutely  necessary. 
The  middleman's  services  became  indispensa- 
ble. 

Perhaps  the  chief  obstacle  in  the  direct- 
from-producer-to-consumer  method  of  dis- 
tribution was  distance.  When  mail  and  mer- 
chandise were  transported  by  means"  of  mes- 
sengers and  wagons,  the  consumer  could  not 
anticipate  his  needs  far  enough  ahead  to  order 
his  supplies  from  the  various  manufacturers 
and  the  manufacturer  could  not  make  deliv- 
ery of  a  few  commodities  to  each  individual 
consumer  as  supplies  were  needed.  It  was 
necessary,  therefore,  to  have  a  local  depot 
where  stocks  could  be  kept  and  parceled  out 
to  consumers  as  desired. 

This  method  of  distribution  is  in  effect 
at  the  present  time  for  the  most  part,  but 
the  obstacle  of  distance  is  gradually  being 
overcome.  Every  time  that  the  speed  of 
trains  between  two  points  is  increased,  the 
distance  between  those  points  is  practically 
lessened.  For  instance.  New  York  City  is  six 
hours  nearer  Chicago  when  trains .  make  the 
trip  in  eighteen  hours  instead  of  twenty-four. 
Furthermore,  to  all  intents  and  purposes,  dis- 
tance is  lessened  when  transportation  charges 
are.  decreased.  In  other  words,  the  consumer 
is  brought  nearer  to  the  producer  every  time 
a  quicker  and  cheaper  transportation  schedule 
is  put  into  effect. 

What  will  be  the  result  when  the  consumer 
can  get  goods  almost  as  quickly  and  with  pos- 
sibly less  expense  direct  from  the  manufac- 
turer as  compared  with  getting  them  from  the 
middleman  ? 

I  am  putting  this  question  flat  in  order  to 
open  up  your  eyes  to  the  possibilities  of  the 
future.  Enough  direct- to- the-consumer  busi- 
ness is  being  done  at  the  present  time  to  lU 
lumine  the  situation. 
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This  article  is  intended  to  assist  the  retailer      the  statement  that  the  dealer  must  culminate 
to  win  out  in  the  struggle  for  existence.     I      the  sale  that  has  almost — ^but  not  quite — ^been 
cannot,  therefore,  shut  my  eyes  to  conditions      made  by  the  manufacturer's  advertising, 
as  they  really  are.  In  the  case  of  a  window  display,  possible 

If  the  retailer  intends  to  retain  his  foot-  customers  will  see  that  you  carry  the  actual 
ing  in  the  present  evolution  of  merchandizing      goods  which  they  have   seen  advertised.    The 

advertising  has  aroused  their  desire 
and  they  have  been  waiting  to  find 
out  where  they  can  lay  their  hands 
on  the  advertised  article.  This  de- 
sire is  valueless  to  either  yourself  or 
the  manufacturer  until  the  sale  is 
concluded.  If  you  fail  to  close  the 
sale,  you  have  failed  in  your  duty  as 
an  efficient  distributer.  Of  course, 
the  prospective  customer  may  see  the 
advertised  article  in  some  otiier  deal- 
er's window,  but  what  good  will  that 
do  you?  After  all,  business  is  not 
philanthropy;  you  desire  to  take  ad- 
vantage of  the  demand  created  by 
general  advertising  for  your  own 
profit,  not  to  accommodate  any  one 
'  else.      Your    fitness    to    survive    de- 

pends upon  your  ability  to  get  busi- 
ness.     If    the    other    fellow    diverts 
Fig.  1— First  Step  in  Making  Rosejte.  business    that    might   come    to    you, 

your   position   in  the   merchandizing 
methods,  he'  must  vindicate  his  personal  fit-      struggle  is. weakened  just  that  much, 
ness  to  survive.  One    thing   that    the   retailer   desires    is    to 

I   fear  that  the  average   retailer  is  a  poor      have  people  acquire  the  habit  of  coming  to  his 
distributer  of  goods.     If  retailers  as  a  class      store.     Before  getting  inside  the  store,  people 
had   absolutely   demonstrated   their   ability   or      have  to  arrive  at  the  door.     It  is  not  as  diffi- 
willingness      to      distribute      the      maximum      cult    to    get    people   into   your    store    if   they 
amount   of   goods,   why   should   the 
manufacturer   think  it   necessary  to 
devote    so    much    energy    to    direct 
work  on  the  consumer?    . 

Be  that  as  it  may,  a  great  many 
manufacturers  have  found  it  neces- 
sary to  advertise  to  consumers.  This 
condition  is  of  great  temporary  ben- 
efit to  dealers  in  general,  and  will  be 
of  permanent  benefit  to  those  dealers 
who  are  wise  enough  to  make  the 
most  of  it.  If  any  dealers  are  to 
survive  the  change  in  merchandizing 
methods,  it  will  be  those  who  learn 
how  to  connect  with  the  current  gen- 
erated by  the  general  advertising  of 
manufacturers. 

Speaking  of  "current,"  I  am  im- 
pelled to  compare  the  distribution  of 
goods  to  an  electric  circuit.  This 
circuit  begins  with  the  manufacturer 
and  ends  with  the  consumer.  The 
current   is   transmitted   through   the 

jobber  and  retailer.     Your  value  in  Fig.   2— Draw   String    Partly  Tied. 

the  circuit  depends  on  whether  you 

are  a  good  or  poor  conductor — whether  you  are  once  at  the  door  as  if  they  were  a  block 
help  or  retard  the  current— whether  you  co-  away  gazing  at  the  window  display  of  your 
operate  or  resist.  rival  up  the  street.     Make  your  windows  at- 

Your  show  window  advertising  can  be  of  tractive  and  interesting.  Sometimes  a  good 
value  in  connecting  the  circuit  between  pro-  prospective  will  see  something  in  your  win- 
dwccr  and  consumer.    I  desire  to  emphasize     dow  that  will  induce  bim  to  enter.   Once  hav^ 
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ing  broken  the  reserve  that  has  formerly  pre- 
vented his  walking  into  your  store,  you  may 
have  gained  his  habitual  patronzlge. 

Did  you  ever  realize  that  people  dislike  to 
go  into  your  store  and  inquire  for  something 
that  you  may  not  have? 

One  sloppy  day  not  long  ago,  I  made  up 
my  mind  to  purchase  a  pair  of  adver- 
tised rubbers.  I  needed  rubbers  and 
had  made  up  my  mind  to  get  this 
particular  brand.  On  my  way  through 
the  shopping  district,  I  looked  into 
the  windows  of  every  shoe  dealer  to 
discover  who  handled  that  kind  of 
rubbers.  I  thought  that  one  of  them 
would  certainly  have  some  of  these 
rubbers  or  a  sig^  at  least  in  his  win- 
dow. Well,  I  went  without  rubbers 
for  a  week,  because  I  disliked  to  go 
into  a  store  and  ask  for  them  for 
fear  that  dealer  wouW  not  have  them 
in  stock.  Finally,  I  did  muster  up 
courage  to  ask  at  one  store,  and  I 
procured  the  rubbers.  That  dealer 
had  a  dollar  tied  up  in  rubbers  one 
week  longer  than  necessary. 

The  point  I  am  trying  to  make  is 
that  people  do  not  like  to  ask  a  deal- 
er for  something,  and,  failing  to  fimd 
it,  leave  the  store  without  making  a 
purchase.    Every  one  knows  that  the 
dealer  dislikes  to  miss  a  sale.     Some 
people  even  buy  what  they  don't  want  rather 
than  leave  a  store  without  buying  anything. 
This  is  especially  true  in  small  towns  where 
consumers   and    dealers    are    social    acquaint- 
ances. 

But,  when  people  do  buy  what  they  do  not 
want — out    of    consideration    of    the    dealer's 


Window  displays  do  more  than  close  the 
circuit  of  distribution,  however.  They  cre- 
ate original  wants.  Sometimes  an  article  has 
uses  so  plainly  apparent  that  the  mere  sight 
of  it  suggests  a  desire  to  possess. 

One  of  my  retail  hardware  friends  had  a 
lot  of  fine  brass  cuspidors  in  stock.    He  had 


Fig.  4 — Foundation  of  Rosette,  Fig.  2. 

feelings — they  get  just  a  little  sore.  Isn't  it 
much  better  to  let  customers  know  before- 
hand that  you  have  such-and-such  an  article 
in  stock?  By  displaying  a  different  line  of 
goods  every  few  days  or  every  week,  you  will 
in  the  course  of  time  acquaint  people  with 
your  complete  stock. 


Fig.  3 — The  Completed  Rosette. 

them  for  a  long  time  and   they  were  not  in 
demand.     It  occurred  to  him  that  those  shiny 
brass  cuspidors  would  look  well  in  a  window 
trim.    In  some  mysterious  manner  there  arose 
quite  a  demand  for  those  particular  brass  cus- 
pidors all  of  a  sudden.     He  thought  that  the 
window  display  had  a  good  deal  to  do  with  it. 
Actually,   people    are    longing  and 
waiting  for  some  of  the  commodities 
that    you    have    hidden    back    some 
place  in  your  store.    Just  trot  them 
out  into  your  window  and  let  people 
see  them.    You  will  fte  pleased  with 
the  experiment,  too. 

Don't  talk  about  this  and  that  not 
being  in  demand.    Every  utility  is  in 
either  actual  or  potential  demand.    I . 
can   prove   this   statement  in   a   few 
words. 

Necessity  is  the  mother  of  inven- 
tion. The  inventor  is  a  man  who 
recognizes  a  need  and  applies  his 
mental  energy  toward  devising'  a 
utensil  which  will  satisfy  that  need. 
The  need  may  be  inherent  or  ac- 
quired, but  still  it  exists.  For  every- 
thing that  is  needed  there  exists  either  actual 
or  potential  demand. 

Just  think  this  matter  over  and  you  will 
agree  with  me.  Of  course,  you  will  not  be 
able  to  grasp  this  thought  if  you  do  not  know 
exactly  what  is  meant  by  the  terms  which 
I  use.    It  is  advisable  to  consult  a  good  die- 
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tionary   frequently   when   one    is   reading   or 
writing. 

In  making  the  above  argument,  I  have  ap- 
propriated for  my  major  premise  the  maxim: 


Fig.  5— Draw  String  Partly  Drawn. 

"Necessity  is  the  mother  of  invention."  Call 
to  your  mind  any  article  in  your  stock,  and 
you  will  admit  the  truth  of  this  saying.  You 
must  discriminate,  however,  between  "in- 
herent" and  "acquired"  needs.  Here 
is  my  argument  in  a  syllogism: 

Every  invention  is  something  that 
satisfies  a  need. 

Something  that  satisfies  a  need  is 
in  demand  (actual  or  potential). 

Therefore,    every    invention    is    in 
demand. 

Of  course,  actual  demand  cannot 
exist  for  a  commodity  which  people 
do  not  know  anything  about,  and 
potential  demand  is  of  no  more  value 
to  you  than  the  north  pole  to  a  Hot- 
tentot— unless  you  convert  the  po- 
tential demand  into  actual  demand 
by  making  possible  customers  conscious  of  the 
utilities  that  will  satisfy  their  wants. 

Show  up  these  utilities  in  your  window  dis- 
plays.    The  value  of  such  displays  is  so  ap- 


There  are  two  kinds  of  people  in  this  world 

— the  kind  that  do,  and  the  kind  that  don't  do. 

I   am  of  the  opinion   that  actual  "doing"  is 

much  more  praiseworthy  than  unusual  ability 

without  deeds. 

Be  a  doer. 

Don't  think  about  doing  some- 
thing, but  pitch  right  in  and   do 
it.     Some  people  are  afraid  to  at- 
tempt anything  for  fear  that  they 
cannot  do  it  to  perfection.     Noth- 
ing is  perfect  in  this  world.  Those 
individuals  who   have  approached 
perfection   simply    did    with   their 
might  what  their  hands   found  to 
do.      A    man    never    knows   what 
he  can  accomplish   until  he  actu- 
ally   makes    an    attempt.      Some- . 
times  one  has  to  "sweat'*  himself 
into    a    condition    to    do    things. 
One    thing    is    sure — perfection    never    will 
come   without  practice.     The   man  who   says 
"I  can,"  will  do  something.  It  may  not  be  a 
great  deal,  but  it  will  be  more  than  that  ac- 


FiG.  6 — Ready  to  be  Converted  to  a  Rosette. 


parent  that  no  dealer  should  remain  indiffer- 
ent to  the  subject.  Don't  be  apathetic.  Force 
yourself  to  take  an  active  interest  in  all  good 
business  bringing  methods. 


Fig.    7 — Second    Rosette    is    Completed. 

complished  by  the  man  who  says  "I  can't." 
If  you  do  not  possess  enough  self-confidence 
to  sav  "I  can,"  at  least  have  the  gumption  to 
say  "I'll  try." 

It  doesn't  take  a  great  amount  of 
ability  to  make  a  window  display. 
Of  course,  a  window  display  can 
be  better  or  worse,  but  every  ex- 
pert window  trimmer  started  out 
by  doing  the  best  he  could  with 
the  expectation  of  doing  better 
with  practice. 

If  your  windows  have  remained 
untrimmcd,  just  make  up  your 
mind  that  you  will  not  waste  that 
valuable  advertising  space  any 
longer.  Any  one  can  learn  to 
trim  a  window. 

I  think  that  every  retail  store 
should  have  one  man  delegated 
to  look  after  the  show  windows. 
He  will  soon  become  interested  and  ex- 
pert. The  results  of  his  displays,  will  be 
a  matter  of  pride,  and  he  will  endeavor  to 
make    each   display  more  .effective   than   the 
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last.  If  every  clerk  and  member  of  the  firm 
"butts  in"  on  the  window  displays,  no  one  will 
feel  any  responsibility  in  the  results.  What 
is  everybody's  business  is  nobody's  business. 
It  is  a  good  thing  all  around  to  fix  responsi- 
bility. Let  one  man  be  accountable 
for  the  buying,  another  for  .the  ad- 
vertising, etc.  Of  course,  in  a  small 
business,  each  may  be  compelled  to 
help  out  in  various  ways,  but  each 
special  function  of  the  business 
should  have  its  particular  sponsor. 
Perhaps  in  a  small  business,  one 
particular  clerk  should  be  allowed  so 
many  hours  per  week  to  care  for  the 
window  displays.  In  larger  stores,  of 
course,  one  man  gives  his  exclusive 
time  to  window  trimming  or  he  may 
take  charge  of  the  other  kinds  of 
advertising  in  addition.  I  like  the 
idea  of  specializing.  This  provides 
an  expert  for  each  operation. 

CONSTRUCTION    OF    AN    IDEAL    SHOW    WINDOW. 

It  is  said  that  a  skillful  mechanic  can  do 
better  work  with  poor  tools  than  an  unskill- 
ful  mechanic    with   good   tools.     That   is   no 


your  present  windows.  You  will  simply  have 
to  exercise  more  skill  and  ingenuity  to  make 
effective  showings  in  a  poor  front. 

For  the  assistance  of  those  who  realize  the 
importance  of  window  display  advertising  and 


Fig.  9 — Rosette  half  Completed. 

apology  for  poor  tools,  however.  In  fact,  the 
more  skillful  a  mechanic  is,  the  more  likely 
he  is  to  own  good  tools. 

Fairly  good  displays  can  be  made  in  poorly 
adapted   show    windows.     1    do    not 
wish  to  discourage  dealers  from  at-    . 
tempting   to    make   displays   even   if 
they  do  not  happen   to  possess   the 
very  best  windows. 

But,    since    the    value    of    window 
displays  has  been  so  positively  dem- 
onstrated, no  dealer  should  be  satis- 
fied with  show  windows  that  are  in 
any  degree  a  waste  of  valuable  space. 
In  this  age  of  competition,  it  is  sui- 
cidal to  let  anything  staixi  between 
you  and  increase3  business,  if  there 
is    a    possibility    of    overcoming    the 
obstacle.     I  therefore  advise  you   to 
build  show  windows  that  are  as  nearly  ideal 
for  display  purposes  as  possible.     If  it  is  not 
advisable    to    alter   your    windows    for    some 
time,  howeyer«  don't  fail  to  make  the  best  of 


Fig.  8— Starting  Point  of  Another  Drape. 


might  wish  to  make  alterations  in  their  pres- 
ent windows,  I  will  describe  an  ideal  show 
window  for  a  Hardware  store: 
Have  the  window  made  to  accommodate 
the  larger  goods  usually  carried  by 
a  Hardware  firm,  viz.,  Steves,  ranges, 
washing  machines,  lawn  mowers,  bi- 
cycles, etc.  This  means  that  the 
window  should  be  about  eight  or 
nine  feet  high  from  floor  to  ceiling, 
and  as  wide  at  the  arrangement  of 
the  store  front  permits.  The  floor 
of  the  window  should  be  about 
eighteen  inches  from  the  level  of  the 
pavement  so  that  the  g#ods  dis- 
played will  be  under  the  gaze  of 
passers-by.  From  front  (glass)  to 
back  the  depth  should  be  about  six 
feet,  alt-hough  a  depth  of  as  much 
as  ten  feet  does  not  come  amiss  in 
some  displays.     (See  Fig.  23.) 

The  front  glass  should  be  a  solid  plate  so 
as  to  avoid  the  use  of  sash  bars  that  obstruct 
the   view.     In   selecting   the   plate   glass,    yon 


Fig.  10— Rosette  Completed. 

must  examine  it  carefully  for  flaws,  waves, 
and  scratches.  The  glass  should  be  of  rea- 
sonable thickness  as  thin  glass  in  large  sizes 
is  more  readily  broken.    The  size  of  the  plate 
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will  of  course  depend  on  the  height  and  width 
of  your  window. 

Plate   glass   is    expensive   and   all    possible 
precautions  must  be  taken  to  avoid  breakage. 


Fig.  11 — Same  Drape  with  Single  Festoon. 


Do  not  place  a  heated  gas  stove  or  lamp  near 
a  plate  glass.  The  uneven  heating  of  the 
glass  may  cause  it  to  crack. 

Above  the  sash  of  the  front  plate, 
you  should  use  prism  glass  by  means 
of  which  the  light  will  be  thrown 
back  into  the  store. 

In  the  sashes  above  and  below  the 
front  glass  should  be  placed  air 
vents.  These  vents  can  be  made  in 
the  shape  of  flues  one  inch  in  diam- 
eter. It  is  not  absolutely  necessary 
to  use  flues,  but  the  angles  will  tend 
to  shut  out  dust  that  would  other- 
wise be  blown  through  holes  bored 
into  the  sash.  In  case  other  forms 
of  vett4ilators  are  used,  they  should 
be  covered  with  two  wire  screens,  a 
coarse  one  for  strength  and  a  fine 
one  to  catch  small  insects  and  dust 
particles. 

The  purpose  of  the  vents  is  to  let 
in  cold  air  from  the  outside  so  that 
the  temperature  will  be  the  same  on 
both  sides  of  the  glass.    This  is  to  prevent  the 
glass  frosting.     It  is  the  only  method  of  pre- 
venting  frost   that    has   been   found  practical, 


Figs.  13  and  14. — ^Two  Small  Wood  Pedestals 

except  to  use  double  plates  with  a  dead  air 
space  between.  Most  dealers  will  hardly  care 
to  go  to  the  expense  of  purchasing  two  plates 
of  glass. 


Some     dealers     do     not     appreciate     the 
necessity  of  a  back  partition    to    the    show 
window.     This  partition  can  be  built  as  far 
from  the  front  glass  as  you  think  advisable, 
but,     as    previously    suggested,    the 
depth   of  the   show    window   should 
not  be  less  than  six  feet.    The  parti- 
tion   is   absolutely   necessary  to   box 
up  the  window  space   in  order  that 
the   warmth  of  the   store  does   not 
precipitate  frost  on  the  plate  front  in 
freezing   weather.     For    this    reason 
the  partition  and  entrance  door  must 
be  almost,  if  not  quite,  air-tight. 

If  possible,  the  back  partition 
should  be  constructed  of  solid  pine 
or  some  other  soft  wood.  This  will 
allow  you  to  drive  nails  or  tacks  into 
it  readily  at  any  spot  desired.  In 
case,  however,  the  arrangement  of  your  store 
demands  more  light  from  the  front  windows 
than  can  be  procured  from  the  prism  glass  of 


Fig.   12— Making   a   "Sunburst." 

the  transom,  you  can  place  panes  of  glass  in 
the  partition.     (See   Fig.   24.) 

These  panes  of  glass  should  be  small,  with 
heavy  sashes  of  soft  wood  for  convenience  in 
tacking  drapes  and  fixtures  to  the  sashes  at 
convenient  distances.  If  you  make  your 
drapes  of  cheese-cloth,  a  large  percentage  of 
light  can  penetrate.  Don't  leave  your  show 
window  only  half  finished  by  failing  to  put 
in  a  back  partition. 

The  door  or  doors  should  be  wide  enough 
to  permit  the  entrance  of  large  articles.  By 
making  tne  door  slide  on  tracks,  room  will  be 
economized.  In  either  sliding  or  hinged 
doors,  however,  the  fitting  must  be  perfect 
so  as  to  be  nearly  air  tight.  Never  leave 
the  doors  open  unnecessarily  in  cold  weather. 
When  the  doors  are  open  for  a  minute,  a  lit- 
tle moisture  will  gather  on  the  window,  but 
this  will  disappear  as  soon  ,as  the  temperature 
is  again  equalized  with  the  outside. 
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You  can  either  make  a  ceiling  for  the  show 
window  or  run  your  back  partition  clear  up 
to  the  ceiling  of  the  store  proper.  There  does 
not  seem  to  be  any  particular  advantage  in 
either  form.  If  you  make  a  special  ceiling 
for  the  show  window,  it  should  be  higher  at 
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Fig.  15.  Fig.  16. 

Two  Larger  Wood  Pedestals. 


the  front  than  at  the  back.  Make  it  of  soft 
wood,  as  there  are  times  when  you  may  desire 
to  suspend  drapes  and  other  trim- 
mings from  it.  In  case  you  do  not 
make  a  special  ceiling  for  the  show 
window,  you  can  put  large  panes  of 
glafss  in  the  back  partition  above 
the  line  of  the  top  of  the  front 
plate. 

The  floor  should  be  made  of  soft  wood, 
matched  instead  of  beaded.  You  will  wish  to 
drive  nails  into  the  floor  and  sometimes  bore 


Avoid  posts,  sashes,  and  all  other  obstruc- 
tions to  the  view  of  passersby.  Do  not  place 
letters  or  signs  on  the  plate  glass  where  they 
will  hide  any  part  of  the  display. 

If  the  wood  work  of  your  window  is 
painted  at  all,  it  should  be  flnished  in  pure 


Fig.  19— a  Handy  Stand. 

white.  It  is  often  desirable  to  harmonize 
color  schemes,  and  the  wood  parts  of  the  win- 
dow will  either  be  covered  •with  drapery  or 
they  can  be  tinted  with  a  sash  of  calcimine  or 
muresco. 

Some  trimmers  are  partial  in  mirror  back- 
grounds and  the  back  partition  can  be  covered 
with  mirrors  if  wanted.  A  solid  wood  par- 
tition   seems   to   be   most   satisfactory   in   the 


long  run,  however. 

The  above   description   will   enable  you  to 
give   your    architect   a   general   idea   of   how 


Fig.  18. 
jSpfT  PiijrE  BoA|u>s  FOR  Tabus  Tops^  Etc. 

holes  through  it  for  the  accommodation   <?f 
electric  WJr^  .pipes.  5b»Wng,  cfe, 


Fig.  21— a  Circle.    Fig.  22— A  Semi-Circle. 

you  desire  your  window  built;  but  we  sug- 
gest that  you  examine  a  number  of  first-class 
windows  before  you  actually  decide  upon  the 
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building  plans  and  specifications.  Each  store  Easter,  the  Fourth  of  July,  Washington's 
front  offers  special  opportunities — or  prob-  Birthday,  etc.,  will  attract  attention  even  if 
lems — and  these  must  be  solved  by  the  indi-  they  do  not  result  in  a  great  number  of 
vidual.  sales.    Each  town  has  its  local  festivals  which 

WHEN  AND  WHAT  TO  DISPLAY.  offef  occasioH  foT  Special  displays.     Old  Set- 

All  experienced  window  trimmers,  who  tiers'  Day,  Home  Week,,  and  other  local  cele- 
have  made  a  success  of  their  "profession,  ad-  brations  can  be  commemorated  by  timely  dis- 
vise  frequent  changes  of  displays. 
No  display  should  stand  for  more 
than  a  week  at  a  time.  This  is  prin- 
cipally true  for  two  reaso'ns:  First, 
the  passer-by  will  be  attracted  by  a 
change  in  your  display,  while  the 
"same  old  window"  would  cease  to 
have  any  effect ;  second,  your  com- 
petitor may  imitate  your  display  in 
order  to  divide  the  spoils  and,  if 
your  display  continues  to  stand,  it 
will  simply  be  a  duplicate  of  his.  By 
changing  your  displays  frequently, 
you  are  likely  to  steal  a  march  on 
competitors. 

It  is  evident  that  seasonable  goods 
should  be  displayed  in  season  or  a 
little  before.  The  trimmer  who 
makes  a  study  of  the  subject  is  not 
likely  to  overlook*  this  idea. 

Another  reason  why  seasonable 
goods  should  be  shown  in  season  is 

because  manufacturers  of  such  goods  Fig.  23— Arrangement  of  Show  Window. 

conduct  their  heaviest  publicity  cam- 
paigns in  season.    Your  displays  of  seasonable      plays  which  will  appeal  to  the  sentiments  of 
goods  will,  therefore,  complete  the  circuit  be-      passer?- by.     Sometimes   it  is  a  good  idea  to 
tween  the  manufacturer's  advertising  and  your      place  special  attractions  of  this  kind  in  your 
own  supply.  windows   just   to  get   people   in   the  habit  of 

*  '  looking    for    something    of    interest. 

You  have  gained  a  big  victory  when 
you  succeed  in  thrusting  your  win- 
dow displays  upon  the  consciousness 
of  the  community.  Don't  overdo 
special  stunts,  for  the  edge  will  wear 
off  in  time;  but  a  stunt  once  in  a 
while  as  a  change  from  the  regular 
routine  is  a  very  good  thing. 

A  great  many  commodities  are  not 
seasonable  and  can,  therefore,  be 
made  the  subjects  of  displays  at  any 
time.  The  window  trimmer  might 
devise  a  system  for  displaying  such 
goods.  Some  trimmers  have  a  date 
book  which  provides  for  the  display 
of  a  certain  line  each  week  in  the 
year.  Such  a  system  is  all  right  if 
it  does  not  result  in  suppressing 
originality. 

The  window  trimmer  should  keep 

in  close  touch  with  the  buyer,  who 

Fig.  24— Panes  of  Glass  in  Partition.  will    often    suggest   just   what    line 

should  be  displayed  at  a  certain  time. 
Special  occasions  also  call  for  timely  dis-  Close  co-operation  must  always  exist  between 
plays.  Some  trimmers  take  advantage  of  all  trimmer,  advertising  manager  and  buyer.  This 
historical  anniversaries  in  discovering  sub-  is  especially  true  in  stores  which  are  depart- 
jecta  for  displays.  Windows  trimmed  in  har-  mentalizcd.  When  all  work  toward  the  same 
mony    with    the    sentiment    of    Chriitirws,     en4f  better  results  will  be  realized  than  when 
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every    one    is     driving    away    independently. 

Remember  that  a  great  many  people  who 
pass  your  store  will  devote  only  a  glance  to 
your  display.  As  in  all  kinds  of  advertising 
that  remain  stationary  while  the  observer  is 
moving,  simplicity  is  the  supreme  virtue  of  a 
window  display.  By  this  I  mean  that  the 
''moral"  must  be  apparent  at  a  glance.  If  you 
fill  a  window  with  a  great  variety  of  goods, 
the  casual  observer  cannot  gain  any  partic- 
ular impression  which  will  be  registered  m 
his  mind  as  a  lasting  idea.  It  is  better  to 
show  only  one  line  of  goods  at  a  time.  The 
observer  will  then  be  made  conscious  of  the 
fact  that  you  have  that  line  of  goods.  This 
seems  like  a  slow  process  of  acquainting 
people  with  your  stock,  but  it  is  much  better 
to  impress  one  lasting  idea  upon  the  minds 
of  prospective  customers  than  to  confuse  them 
with  a  muddle  from  which  no  single  idea  can 
be  extracted. 

To  be  sure,  some  people  will  stop  to  gaze 
at  your  displays  and  in  such  cases  secondary 
ideas  can  be  acquired.  Even  then,  however, 
the  examination  may  not  last  for  more  than 
a  few  moments  and  the  argument  still  holds 
good.  Display  one  line  effectively,  but  fre- 
quently change  the  displays.  This  will  bring 
the  quickest  and  more  lasting  results. 

BACKGROUNDS    AND   DECORATIONS. 

Before  your  display  can  do  anything  else, 
it  must  arrest  the  attention  of  passers-by. 
People  are  inclined  to  notice  the  beautiful  or 
the  unusual.  It  is  easier  to  make  beautiful 
window  trims  than  unusual  ones.  For  that 
reason,  you  will  observe  that  most  good  trims 
arc  intended  rather  to  please  the  aesthetic 
senses  than  to  arouse  curiosity. 

Besides  attracting  attention,  both  the  beau- 
tiful and  the  unusual  invite  examination. 
Since  this  is  the  case,  it  will  pay  to  bear  in 
mind  these  two  elements  in  devising  plans  for 
window  displays. 

The  beauty  of  a  display  is  largely  dependent 
upon  the  background  and  decorations.  This 
is  especially  true  in  the  case  of  Hardware 
displays.  The  window-trimmer  for  a  dry 
goods  or  millinery  store  can  make  beautiful 
displays  to  his  heart's  content,  because  the 
goods  which  he  sells  are  handsome  in  them- 
selves. 

I  simply  recommend  beauty  in  a  Hardware 
window  for  its  value  in  arresting  attention 
and  arousing  interest.  It  could  easily  be 
carried  too  far.  Some  articles  carried  in  a 
Hardware  stock  would  appear  incongruous  if 
shown  in  connection  with  gorgeous  decora- 
tions. The  idea  of  utility  would  be  over- 
shadowed. A  "golden  mean"  must  be  ob- 
served in  all  things.  The  ability  to  discrim- 
inate in  the  matter  of  arranging  displays  will 
result  from  experience  tempered  with  com- 
mon sense. 

In  constructing  attractive  backgrounds,  it  is 


necessary  to  know  something  about  draping. 

Drapes  and  backgrounds  can  be  made  ot 
almost  any  convenient  material  such  as  cloth, 
crepe  paper,  etc.  Cheese-cloth  is  one  of  the 
cheapest  and  most  adaptable  materials.  It 
can  be  procured  with  an  edging  of  small  tas- 
sels, which  gives  it  a  richer  and  more  grace- 
ful effect. 

The  following  descriptions  of  drapes  and 
rosettes  are  purposely  precise  and  intended 
for  the  beginner.  The  material  to  be  used  is 
twenty-four  inch  cheese-cloth  .with  tasseled 
*  edging.  Such  cloth  can  be  obtained  in  aN 
most  any  dry  goods  store. 

Figure  1  illustrates  the  first  step  in  making 
the  round  rosette  pattern.  Measure  ten  inches 
from  A  to  C  across  the  top  of  the  cloth  and 
twenty  inches  from  A  to  B  along  the  end. 
This  gives  you  a  triangular  segment  with 
which  to  make  the  rosette.  Run  a  drawings 
string  from  B  to  C. 

Figure  2  shows  the  draw-string  tied,  leav- 
ing the  'point  A  to  be  formed  into  a  rosette. 
This  is  done  by  turning  the  point  beck  and 
pulling  or  patting  the  cloth  into  the  proper 
shape. 

Figure  3  illustrates  the  completed  rosette, 
making  the  starting  point  of  the  first  festoon. 

Now  measure  twenty-four  inches  from  the 
the  first  rosette  to  A  (Figure  4),  twenty 
inches  from  A  to  B,  and  twenty  inches  from 
C  to  D.  Run  a  draw-string  from  A  to  D  and 
thence  to  B.  This  is  the  foundation  of  rosette 
No.  2. 

Figure  5  shows  the  last-mentioned  draw- 
string partly   drawn. 

In  Figure  6  the  draw-string  is  tied,  bring- 
ing A.  D,  and  B  together  and  leaving,  the 
point  C  standing  above  ready  to  be  converted 
into  a  rosette. 

Figure  7  shows  the  second  rosette  com- 
pleted, which  was  done  in  the  same  manner 
as  the  first. 

The  process  can  be  repeated  until  you  have 
enough  draping  to  serve  your  purpose.  This 
will  depend  upon  the  width  of  your  window 
and  the  depth  of  the  festoons.  You  may  tack 
or.  pin  the  rosettes  into  place  or  hang  them 
on  needles  capped  with  corks. 

As  you  become  more  expert,  you  can  make 
the  above  drape  without  the  draw-strings. 
Take  up  the  corner  of  the  cloth  in  your  right 
hand  and  gather  the  cloth  together  with  your 
left  so  as  to  have  an  "ear"  as  in  Figure  2. 
This  can  be  done  with  a  little  practice  as 
neatly  as  though  you  used  a  draw-string. 

Now  measure  one  and  one-half  yards  from 
the  first  rosette.  Catch  the  edge  of  the  cloth 
at  this  point  with  your  right  hand  and  gather 
the  second  "ear"  into  shape  with  your  left 
Tie  a  string  around  the  gathered  place  and 
you  have  the  foundation  for  the  second  rosette 
as  in  Figure  6. 

Figure  8  shows  the  starting  point  of  an- 
other   drape    with    double    festoons   and    ro- 
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settes.  Fold  the  cloth  over  so  that  the  top 
edge  will  hang  about  four  inches  from  the 
bottom  edge.  Measure  ten  inches  from  C  to 
D  and  twenty  inches  from  A  to  B.  Tie  a 
string  at  C  about  fifteen  inches  long. 

Now  turn  the  top  edge  back  so  that  the 
string  will  hang  down  behind  the  main  fold. 
Take  hold  of  the  cloth  at  C,  where  the  string 
is  attached,  and  draw  it  through  your  left 
hand  until  A,  B,  and  D  come  together,  leav- 
ing C  above  in  the  shape  of  a  cone,  with  the 
string  inside.  %  Tie  a  string  or  place  a  rubber 
band  at  ^  B  D.  Now  pull  the  string  and 
draw  down  the  point  C  This  completes  your 
rosette.     (See  Figure  10.) 

Figure  11  illustrates  the  same  drape  with 
the  ten-inch  edge  at  the  back  so  as  to  make 
a  single  festoon. 

The  chief  value  of  the  drape  is  to  relieve 
otherwise  bare  effects  and  raw  edges.  When 
made  of  heavy  cloth,  the  drape  gives  the  win- 
dow a  tone  of  richness  and  completeness 
which  would  be  otherwise  lacking. 

Figure  12  shows  how  to  make  what  is  called 
the  "sunburst"  for  a  background.  Take  a 
piece  of  cloth  somewhat  longer  than  the  di- 
ameter of  the  space  that  you  wish  to  cover. 
Gather  it  together  in  even  pleats  at  the  cen- 
ter and  tack  at  the  proposed  center  of  the 
sunburst  which  will  probably  be  the  center  of 
your  background.  Draw  out  the  ends  of  the 
cloth  in  fan  shape  and  tack  in  position.  The 
number  of  widths  of  cloth  will  depend  on 
the  circumference  of  the  design.  The  sun- 
burst is  especially  adapted  to  displays  of  small 
articles  that  are  to  be  placed  away  from  the 
back  partition. 

Curtains,  plush  preferred,  make  a  hand- 
some background.  Make  a  portable  frame  to 
which  a  curtain-pole  may  be  attached.  Then 
your  curtains  can  be  moved  as  desired  for 
deep  or  shallow  trims. 

SHOW    WINDOW    FIXTURES. 

Not  many  fixtures  are  needed  in  making 
displays  of  Hardware  and  housefurnishings. 
Most  of'  them  can  be  made  by  the  trimmer 
himself  or  by  a  carpenter.  Here  arc  some 
simple  devices  that  are  extremely  useful  for 
all  kinds  of  trims. 

Figures  13  and  14  illustrate  two  small 
wooden  pedestals  five  inches  square  and  six 
and  twelve  inches  high,  respectively. 

Figures  15  and  16  show  two  larger  pedes- 
tals about  six  inches  in  diameter  and  thirty 
inches  high.  These  pedestals  can  be  used  in 
various  ways;  as  stands  for  single  pieces,  as 
parts  of  steps  or  pyramids;  as  bases  of  tables 
or  arches,  etc.  Several  of  each  kind  will 
come  in  handy.  You  can  make  them  at  slight 
expense  when  needed.  Figures  17  and  18  aro 
ordinary  soft  pine  inch  boards  8  by  12  inches 
and  8  by  36  inches  in  size,  respectively. 
These  boards  can  be  used  as  table  tops, 
shelves,  steps,  etc. 


Figure  19  is  a  stand  such  as  can  be  pro- 
cured at  any  furniture  store  in  various  shapes 
and  sizes. 

Figures  20,  21  and  22  are  arcs,  circles,  and 
semi-circles  to  be  used  in  making  all  kinds  of 
designs.  As  you  need  such  pieces,  you  can 
have  them  made  by  a  carpenter  and  save  them 
for  use  in  subsequent  displays. 

There  are  all  kinds  of  patent  fixtures  on 
the  market,  and  I  advise  those  who  are  in- 
terested to  write  the  manufacturers  for  a 
catalogue. 

The  wooden  fixtures  can  be  covered  with 
cloth  or  painted  in  any  desirable  shade  to  har- 
monize with  the  rest  of  the  display.  White, 
black  and  aluminum  are  always  good  colors. 

The  following  suggestions  may  be  useful: 

Gold  or  aluminum  paint  can  be  made  at  half 
the  price  of  the  ready  mixed  as  follows: 
Mix  into  clear  varnish  enough  bronze  or 
aluminum  to  make  a  thick  paste.  Cut  with 
turpentine  and  you  will  have  the  best  gold  or 
aluminum  paint  that  can  be  made.  Mix  any 
quantity  desired.  ' 

When  making  a  special  display  and  you 
want  all  the  frame  work  and  fixtures  a  cer- 
tain color,  there  is  nothing  better  than 
Muresco.  Many  of  the  colors  come  ready  to 
be^mixed  with  water,  but  by  adding  a  hand- 
ful of  pulverized  glue,  you  have  a  water 
color  that  is  hard  to  beat.  Always  mix  with 
boiling-hot  water  and  don't  make  the  mixture 
too  thin. 

LIFE    IN    TRIMS. 

By  "life"  in  window  displays  I  mean  action 
or  the  suggestion  of  action.  It  is  not  often 
possible  to  have  real  "life"  in  a  window,  bjt 
I  know  of  a  number  of  cases  where  animate 
"fixtures"  have  been  used  with  fine  effect. 
Motion  in  a  window  is  unusual  and  attracts 
attention  by  arousing  curiosity. 

Even  live  animals  in  a  show  window  at- 
tract attention.  You  will  always  find  a  crowd 
in  front  of  the  bird-stores  in  the  cities.  I 
once  saw  a  large  group  of  people  watching  a 
mouse  catching  flies  in  a  show  window.  This 
was  accidental  as  far  as  the  trimmer  was 
concerned,  but  it  attracted  attentoon  to  his 
window,  nevertheless.  I  simply  mention 
these  things  to  suggest  the  attractiveness  of 
life  in  trims.  If  you  can  draw  the  notice  of 
passers-by  with  such  devices — and  force  upon 
their  attention  something  that  will  afterwards 
benefit  you — the  means  will  certainly  justify 
the  end. 

In  this  connection,  before  I  forget  it,  I  de- 
sire to  suggest  that  the  attracting  of  crowds 
to  your  window  is  of  no  benefit  if  the  "moral" 
is  overlooked.  Every  display  should  contain 
a  card  reading  something  like  this:  "Remem- 
ber the  place — ^Jones  Bros."  When  you  make 
a  display,  you  want  the  results.  In  a  small 
town,  everyone  may  associate  your  display 
with  your  store,  but  in  cities  I  have  often 
heard  people  describe  displays  which  attracted 
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their  attention,  and,  upon  being  asked  what 
finn  made  the  display,  they  couldn't  recall. 
For  that  reason  I  believe  that  a  card  bearing 
your  business  name  should  be  conspicuous  in 
every  display.  Associate  the  goods  with  your 
store.  Suggest  the  idea  that  when  a  certain 
thing  is  wanted  the  place  to  get  it  is  at  ''Jones 
Bros."  After  people  have  been  impressed 
with  this  idea,  they  will  be  likely  to  recall 
"Jones  Bros.*'  in  connection  with  any  partic- 
ular article  that  was  seen  in  that  firm's  win- 
dow. 

Wax  figures  and  effigies  of  all  kinds,  while 
inanimate,  suggest  action  at  least.  Most  Hard- 
ware stores  are  not  equipped  with  such  fix- 
tures. Dry  goods  and  department  stores  use 
them  exclusively.  Wax  figures  are  somewhat 
costly,  but  they  add  so  much  to  certain  dis- 
plays that  the  window  trimmer  should  con- 
sider the  advantage  of  having   one  or  two 

Catalogues  of  fixtures  referred  to  can  be 
obtained  from  the  manufacturers. 

Some  manufacturers  furnish  miniature  au- 
tomatons which  are  very  suggestive.  It  will 
pay  you  to  keep  on  the  alert  for  all  such  helps. 
The  manufacturer  cannot  afford  to  force  ex- 
pensive devices  of  this  kind  upon*  disinter- 
ested dealers,  but  he  is  usually  glad  to  recip- 
rocate aggressive  co-operation  on  the  part  of 
wide-awake  dealers. 

In  handing  out  trade  helps  of  the  more 
elaborate  kind,  the  manufacturer  has  to  use 
a  little  discretion.  A  free-for-all  proposition 
is  extravagant,  especially  when  the  dealer 
does  not  even  have  to  take  the  trouble  of 
sending  a  postal-card  for  it.  We  all  are  will- 
ing to  take  something  for  nothing  even 
though  we  don't  really  care  for  it.  That  is 
one  reason  why  manufacturers  condition 
their  offers  upon  a  little  extra  effort  on  the 
dealer^s  part.  The  procuring  of  expensive 
printed  matter,  cut-outs,  automatons,  fixtures, 
and  other  selling  aids  is  often  contingent  upon 
the  purchase  of  a  certain  quantity  or  an  as- 
sortment. When  a  dealer  is  interested  to  the  . 
extent  of  placing  such  an  order,  he  is  likely 
to  use  the  selling  aid  for  all  it  is  worth. 
Otherwise,  neither  the  dealer  nor  manufac- 
turer would  get  the  proper  benefit. 

A  great  many  dealers  are  inclined  to  carry 
only  the  most  staple  number  or  numbers  of 
an  assorted  line.  The  manufacturer  is 
anxious  to  get  his  other  numbers  on  the  mar-  ^ 
ket  If  he  is  in  business  to  stay,  he  will  not 
urge  the  dealer  to  stock  numbers  that  have 
no  merit.  As  an  incentive,  therefore,  the 
manufacturer  sometimes  offers  special  helps 
in  connection  with  a  certain  assortment  of  his 
line.  The  dealer  who  refuses  the  help  be- 
cause he  fears  the  assortment,  mises  both  the 
benefit  of  the  special  advertising  and  also  the 
additional  profits  that  would  accrue  from  sell- 
ing the  less  staple  numbers.  A  manufacturer 
is  not  likely  to  be  unreasonable  on  this  mat- 
ter.    The  average  dealer  should  take  inofe 


kindly  to  special  propositions.  His  interests 
coincide  with  the  manufacturer's,  and  the  lat- 
ter, after  years  of  experience,  is  not  going  to 
urge  dealers  into  enterprises  that,  would  in- 
jure them  and  thereby  jeopardize  the  process 
of  distribution. 

Some  dealers  make  it  a  practice  to  take 
advantage  of  every  co-operative  proposition. 
They  spread  their  sails  to  catch  every  favor- 
able wind.  The  results  testify.  If  manufac- 
turers should  happen  to  show  a  little  par- 
tiality to  such  dealers,  it  is  for  very  much 
the  same  reason  that  a  school  teacher  shows 
partiality  to  the  appreciative  scholar. 

SIGNS    IN    WINDOWS. 

Every  window  trimmer  should  learn  to 
print  cards.  Neat  and  readable  signs  can  be 
painted  by  almost  anyone  with  some  practice. 
Space  will  not  permit  us  to  discuss  this  sub- 
ject in  detail. 

A  great  many  manufacturers  will  furnish 
window  display  cards,  signs,  and  posters  upon 
request.  Procure  all  such  matter  that  you 
can,  and  use  it  judiciously.  Don't  throw 
away  anything  that  might  be  used  in  subse- 
quent displays.  New  arrangements  of  old 
printed  matter  will  answer  the  purpose  almost 
as  well  as  a  new  supply. 

Descriptive  cards  that  will  focus  attention 
on  the  merits  of  the  goods  are  indispensable. 
Such  cards  must  be  concise  and  to  the  point 
so  that  casual  spectators  of  your  display  can 
read  them  at  a  glance. 

UGHTING    THE    WINDOW. 

The  show  window  works  overtime.  It  does 
some  of  its  most  effective  work  at  night. 
When  a  window  is  properly  trimmed  and 
lighted,  it  presents  a  better  appearance  at 
night  than  in  the  daytime. 

Most  stores  are  equipped  with  electric 
lights  which  are  easier  to  handle  than  other 
kinds.  The  first  thing  to  bear  in  mind  in  win- 
dow illumination  is  the  fact  that  the  light 
should  be  thrown  on  the  display  and  not  into 
the  eyes  of  spectators.  Follow  the  same  gen- 
eral plan  in  lighting  your  window  that  is  pur- 
sued in  lighting  the  stage  of  a  theatre. 

The  following  methods  of  electric  illumin- 
ation are  suggested:  Have  the  lights  at  the 
top  of  the  window  slant  toward  the  center  of 
the  floor,  or,  in  other  words,  at  an  angle  of 
about  45  degrees.  This  is  done  by  having  the 
sockets  mounted  on  a  slanting  board.  If  the 
globe  hangs  perpendicular,  one-half  of  the 
globe  is  too  close  to  the  window  or  wall  to 
to  throw  the  maximum  light  on  the  display. 
When  the  globe  hangs  at  an  angle,  the  rays  of 
light  from  the  entire  globe  are  thrown  into 
the  window. 

Have  each  row  of  globes  in  the  upper  part 
of  the  window  mounted  in  a  long,  concave  re- 
flector. This  concentrates  the  rays  and  saves 
candle  power  besides  keeping  the  glare  out  of 
the  on-lookers'  eyes.  After  having  experi- 
mented with  various  arrangements,  ^his  plan 
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has  been  adopted  and  allowing  the  upper 
lights  to  remain  in  the  same  position  for  all 
displays. 

Some  displays  need  more  light  than  others. 
In  such  cases,  rows  of  globes  can  be  placed 
down  the  casements  of  the  window  plate. 
These  should  be  provided  with  individual  re- 
flectors or  with  one  long  trough. 

For  fancy  designs  such  as  arches,  etc.,  a 
good  effect  can  be  procured  by  using  colored 
lights  to  harmonize  with  the  colors  of  the 
trimmings. 

PLANNING   A   TRIM. 

Opinions  differ  on  the  subject  of  planning 
trims.  Some  trimmers  believe  that  an  elab- 
orate plan  should  be  drawn  before  any  actual 
work  is  begun  in  the  window.  Others  con- 
tend that  only  a  vague  idea  of  the  trim  is  ne- 
cessary beforehand,  and  that  the  details  will 
work  themselves  out  as  the  trimming  pro- 
gresses. 

While  it  may  not  be  necessary  to  draw  a 
working  plan  on  paper,  the  trimmer  should 
have  a  pretty  well  defined  picture  of  the  com- 
pleted display  in  his  mind  before  he  begins 
to  work.  A  rough  pencil  sketch  will  help  to 
crystallize  ideas. 

Every  display  should  have  a  center-piece  or 


however,  I  shall  be  disappointed.  When  you 
realize  the  importance  of  this  subject,  you 
will  soon  become  efficient  in  trimming  your 
windows  by  experience. 

Let  me  close  this  discussion  with  this 
thought.  When  you  make  an  unusually  at- 
tractive display,  especially  if  it  is  in  connec- 
tion with  a  contest,  call  the  attention  of  the 
newspaper  reporters  to  it. 

In  the  first  place,  have  your  printing  done 
by  the  job  department  of  the  newspaper  plant. 
Also  take  advertising  space  in  the  paper. 
Keep  in  close  touch  with  the  paper's  ad  man 
and  reporter — ^and  treat  them  white.  At 
Christmas  time  remember  them  with  a  pocket- 
knife  or  some  other  article  out  of  stock.  It 
pays.  Newspapers  are  always  looking  for 
news.  By  keeping  on  the  good  side  of  them 
you  often  get  a  puff. 

Effective  Newspaper  Advertising. 

Most  of  the  Hardware  newspaper  advertis- 
ing that  comes  to  our  attention  con- 
tains small  cuts,  and  the  space  is  one,  two  or 
four  columns  wide,  and  of  varying  depth.  It 
is  seldom  that  the  space  runs  the  full  width 
of  the  page,  as  is  shown  in  the  advertisement 
•herewith  of  Charles  Loepfe  Hardware  Co.,  St. 


South  End  Hoadquartors  for 


Clia&  Loepfe   Hardware   Co.   Hardware,    stoves   and    Ranges 
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bull's-eye.  With  the  plan  of  this  center  piece 
in  mind,  the  trimmer  can  fix  up  the  other  de- 
tails as  they  occur  to  him. 

When  a  definite  plan  has  been  decided  upon, 
all  the  necessary  materials  should  be  gathered 
together  so  that  no  time  need  be  lost  in  hunt- 
ing odds  and  ends  after  the  inspiration  for 
completing  the  work  is  at  its  height. 

Suggestions  for  designs  can  be  procured 
from  the  Hardware  Dealers'  Magazine 
which  illustrates  several  window  displays  in 
every  issue.  The  trimmer  who  becomes  in- 
terested in  his  work  will  not  experience  a 
scarcity  of  subjects,  however.  Ideas  for  sev- 
eral displays  will  occur  to  him  as  he  is  think- 
ing out  the  details  of  the  one  in  hand. 

I  have  simply  endeavored  to  offer  a  few 
suggestions  that  may  prove  helpful.  If  I 
have  failed  to  convince  you  of  the  value  of 
the  show  window  as  an  advertising  medium, 


Louis,  Mo.    The  cut  of  saw  in  the  ad.  is  4% 
inches  long,  the  table  knife  cut  is  6%  inches 
long,  and  others  in  proportion.     For  the  size 
of  space  used,  and  its  position  at  bottom  of  • 
page,  an  effective  presentation  is  made. 

In  connection  with  this  ad.  the  concern  had 
a  local  reader,  as  herewith: 

SOLID  SPECIALS  FROM  A  SOLID  STOCK. 
Hardware  makes  a  solid  stock,  and  the  Chas.  Loepfe 
Hardware  Co.  has  a  solid  man  at  its  head  in  Mr. 
Charles  Loepfe,  who,  in  addition  to  looking  after  his 
fine  business  at  3766  South  Broadway,  finds  time  to 
conserve  the  interests  of  his  neighbors  and  customers 
by  watching  over  the  affairs  of  the  Chippewa  Bank, 
of  which  he  is  one  of  the  most  active  directors.  In 
the  hardware  line  Mr.  Loepfe's  company  has  some 
specials  to  offer,  and  they  are  articles  that  come  in 
handy  at  all  times.  In  his  advertisement  elsewhere 
they  will  be  found  listed  and  you'll  have  to  be  quick, 
for  they  are  only  available  for  one  week  from  this 
date. 

Similar   items   among  local  reading  matter 

are  always  desirable,  serving  to  keep  the  dta\- 

?r  before  the  public.  t 

Digitized  by  Vj^OQ IC 


LISTS  AND  DISCOUNTS 


Much  Interest  Manifested — ^Jobbers  and  Retailers 
Give  Their  Views — Majority  Lean  to  Simpfification— • 
Time  Wasted. 


Would  Prefer  Net  Prices 

In  the  main  we  have  no  fault  to  find  with 
present  discounts.  If  we  were  to  suggest 
changes,  we  would  much  prefer  that  every- 
thing in  our  line  of  business  be  sold  at  net 
prices.  In  our  opinion,  this  should  be  much 
more  satisfactory  to -manufacturer,  jobber  and 
retailer. 

HiBBARD,  Spencer,  Bartlett  &  Co., 
Charles  H.  Conover,  Vice-Pres. 

A  Burden  and  Bo  Not  Increase  Profits 

We  would  most  heartily  approve  of  any 
movement  on  the  part  of  the  manufac- 
turers which  would  do  away  with  the  compli- 
cated discounts  that  are  in  force  on  many  lines 
of  goods.  We  would  especially  refer  to  Etouble- 
pointed  Tacks,  the  Enterprise  Mfg.  Co.'s  line. 
Millers  Falls  Co/s,  American  Fork  &  Hoe 
Co.'s  and  many  others,  not  to  forget  the  screw 
manufacturers.  We  fully  realize  there  must 
be  discounts  to  jobbers  and  to  retailers,  but 
there  is  absolutely  no  necessity  of  making  them 
as  complicated  as  they  are  on  the  lines  above 
mentioned  and  a  great  many  more.  They  are 
a  burden  to  every  Hardware  dealer  and  do 
not  help  to  increase  his  profits. 

Francke  Hardware  Co., 
Fr.  Francke,  Pres. 

Besired  Chaise  Should  be  Brought  About 

The  revision  of  lists  and  discounts  is  a  mat- 
ter worthy  of  careful  attention,  in  view 
of  the  fact  that  the  present  system  in  a  ma- 
jority of  cases  is  exceedingly  inconvenient 
and  annoying. 

So  far  as  our  experience  goes,  we  would 
greatly  prefer  a  simplification  of  both  and  be- 
lieve it  would  tend  toward  better  results  all 
around.  We  appreciate  the  fact  it  is  necessary 
to  use  lists  and  discounts  in  a  majority  of 
cases,  but  cannot  see  any  good  reason  why 
they  should  not  be  effectively  simplified. 

One  of  the  greatest  barriers  from  an  eco- 
nomic standpoint  to  all  concerned  is  the  ex- 
ceedingly bunglesome  system  now  in  vogue. 
We  believe  every  one  should  do  his  part  to- 
ward bringing  about  the  desired  change  so  far 
as  lies  in  his  power. 

Bunting- Stone  Hardware  Co.. 
Geo.  H.  Bunting,  Pres. 

Thousands    of   DoHars'    Worth   of   Time 
Wasted 

We  firmly  believe  that  thousands  of  dollars' 
worth  of  valuable  time  is  wasted  every 
year  in  figuring  discounts  that  can  be  avoided 
by  adopting  simpler  discounts.    We  do  not  be- 


lieve that  a  majority  of  the  jobbers  favor  the 
complicated  discounts.  Some  of  the  jobbers 
claim  they  favor  complicated  discounts  because 
the  ordinary  customer  doesn't  know  how  to 
figure  them.  This  is  an  insult,  pure  and  sim- 
ple, *o  the  intelligence  of  the  ordinary  cus- 
tomer. The  jobbers  not  only  have  trouble  in 
figuring  complicated  discounts,  but  also  have 
troubles  in  other  lines,  quite  as  serious.  For 
instance,  there  are  but  very  few  of  the  wheel 
manufacturers  in  this  country  who  use  the 
same  list.  The  same  may  be  said  of  other 
goods. 

We  are  in  sympathy  with  any  move  that  will 
make  the  work  of  the  Hardware  jobbers  and 
dealers  easier. 

Strong  Hardware  Co., 
James  F.  Whalen. 

Biseriminatioii  in  Eavor  of  Big  Jobbers 

We  are  disposed  to  term  the  present  system 
of  lists  and  discounts  as  satisfactory  in 
the  main.  They  are  the  result  of  the  experi- 
ence of  many  generations  of  able  sales  man- 
agers. Of  course,  an  improvement  could  be 
made  by  making  the  discounts  more  nearly 
uniform,  especially  on  similar  goods  and  on 
the  different  products  of  tbe  same  factory. 

We  do  feel,  however,  that  the  present  sys- 
tem is  gradually  being  rigged  to  suit  the  large 
jobbers.  We  find  it  increasingly  hard  to  do 
business  with  the  manufacturers.  We  have 
just  received  a  catalogue  from  a  manufactur- 
er who  has  renumbered  all  of  his  standard 
goods,  and  we  haven't  the  slightest  doubt  but 
that  this  was  done  for  the  purpose  of  eliminat- 
ing the  small  jobber.  This  has  been  the  aim 
of  practically  all  the  large  combinations  of 
manufacturers.  We  believe  this  is  a  mistake, 
and  we  have  letters  in  our  mail  to-day  from 
the  several  concerns  in  a  certain  association 
announcing  that  the  discrimination  in  favor 
of  the  few  big  jobbers  will  cease.  Let  the  re- 
action come.  The  Eaton-Chase  Co. 

Quoting  Net  Prices  to  Betailers 

We  believe  the  discount  should  be  simplified 
whenever  possible  and  net  prices  used, 
but  fully  realize  that  on  certain  lines  of  goods, 
such  as  Screws,  Bright  Wire  Goods,  and  simi- 
lar articles,  it  would  mean  much  time  and  ex- 
pense in  advising  the  jobbers  of  slight  varia- 
tions in  prices  and  the  amount  involved  hardly 
would  justify  the  trouble. 

So  far  as  our  experience  goes,  we  believe 
the  retail  dealer  prefers  net  prices  rather  than 
discounts  and  we  have  adopted  the  net  price 
system  largely  and  are  increasing  the  lines  on 
which  we  quote  net  prices  from  time  to  time, 
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finding  that  it  is  received  with  favor  by  our 
trade.  The  reasons  are  that  it  not  only  saves 
the  retailer  time  in  marking  his  goods,  but  it 
also  eliminates  the  probability  of  errors  in  the 
retailer  figuring  the  discounts,  which  are  some- 
times rather  complicated  on  certain  lines. 
Again,  -when  the  retailer  asks  for  a  quotation 
— for  instance,  on  such  goods  as  galvanized 
iron — ^and  is  quoted  a  discount  he  may  not  be 
able  to  place  his  hand  on  a  card  giving  the 
list  price,  and  is  not  always  sure  whether  that 
is  the  latest  list  which  has  been  adopted.  These 
and  other  similar  arguments  have  led  us  to 
adopt,  as  stated  above,  the  net  price  system, 
and  thus  far  we  think  the  results  justify  us 
in  making  the  change. 

Treman,  King  &  Co., 
F.  L.  Hawes. 

Want  Simple  Way  of  Arriving  at  Costs  and 
Selling  Prices 

We  realize  that  discounts  are  necessary  for 
the  Hardware  business,  particularly  for 
such  articles  as  Bolts,  Screws,  Files,  etc.,  where 
it  would  be  too  much  labor  and  trouble  to 
change  price  of  each  article  to  meet  fluctua- 
tions of  market,  but  we  have  never  been  able 
to  see  any  reason  for  the  long,  complicated 
discounts  that  some  use,  which  is  particularly 
noticeable  with  the  Steel  goods  manufac- 
turers. 

Simple  discounts  would  obtain  the  same  rfe- 
sults  at  considerable  less  labor,  and  we  do  hope 
that  manufacturers  in  future  will  endeavor  to 
simplify  discounts.  The  careless  buyer  may  oc- 
casionally be  caught  and  have  one  ten  left 
off— but  the  desirable  and  careful  trade  that 
we  all  seek  are  not  easily  tripped,  and  no  legit- 
imate business  house  cares  to  take  advantage 
of  their  customers. 

By  all  means  let  us  have  a  more  simple  way 
of  arriving  at  our  costs  and  selling  prices.    • 
N.  Jacobi  Hardware  Co. 

Eliminate    List   With    Long   String    of 
Disconnts 

We  approve  of  any  sensible  move  that  will 
lighten  the  detail  work  of  doing  busi- 
ness, and  to  eliminate  the  list  with  a  long 
string  of  discounts  certainly  seems  sensible. 
We  should  like  to  see  lists  that  are  ample  to 
cover  any  possible  market  changes,  and  sub- 
ject to  discounts,  liberal,  but  not  numerous, 
with  a  cash  discount  always. 

The  Congdon  &  Carpenter  Co. 

By  All  Means  Have  Simple  Discounts 

The  large  amount  of  time  needlessly  wasted 
in  buying  or  in  keeping  track  of  the 
market  under  some  of  the  complicated  dis- 
counts is  nothing  short  of  a  crime.  Retailers 
have  a  suspicion  that  it  is  done  for  the  benefit 
of  the  jobber.  We  do  not  really  know  that 
the  jobber  is  guilty,  but  those  who  take  the 
time  to  figure  it  out  generally  find  they  pay  a 
little  more  for  the  goods  that  are  subject  to 


a  complicated  discount.  Any  jobber  who  would 
stoop  to  this  means  to  make  a  little  more  profit 
ought  to  be  ashamed  of  himself.  By  all  means 
let  us  have  simple  discounts,  both  for  the  sav- 
ing of  time  and  for  convenience  of  keeping 
track  of  the  market.  We  also  believe  lists  and 
discounts  much  preferable  to  net  prices. 

E.  N.  Howell  Hardware  Co. 

Simplified  Discounts  Aid  in  Figuring  Costs 

The  simplifying  of  discounts  would  mate- 
rially aid  in  figuring  costs.  We  believe, 
however,  in  lists  and  discounts.  We  have  a 
discount  book  and  find  it  very  easy  to  figure 
discounts  on  all  lines. 

Irving  A.  Sibley. 

Wants  Gtoods  Billed  at  Net  Frioes 

It  affords  me  much  pleasure  to  say  that  I 
am  in  favor  of  the  Hardware  jobber  bill- 
ing his  goods  to  us  retailers  at  a  net  price, 
the  same  as  the  wholesale  grocer  does  to  his 
customers.  Harry  C.  Hill. 

Prefer  Catalogues  With  Simple  Discounts 

We  prefer  catalogues  with  simple  discounts 
so  it  will  not  take  so  much  time  to  figure 
out  the  regular  prices.  Also  would  prefer 
enough  above  net  price  to  enable  us  to  get  a 
reasonable  profit  of  the  goods  we  sell. 

Binder  &  Hillery. 


Emerson  &  Fisher,  Ltd.,  express  our  views 
exactly.  Stofer  Mercantile  Co. 

Some  Discounts  Are  Simply  Abominable 

There  are  some  discounts  that  are  simply 
abominable,  and  they  should  be  changed 
so  that  human  beings  can  figure  them  out 
easily.  Those  of  two  large  tool  concerns  come 
to  mind  at  this  time  as  two  of  the  people  that 
are  particularly  hard  to  figure. 

The  Haynes  &  Chalmers  Co. 

Some  Discounts  Should  be  Abolished 

We  would  favor  shorter  discounts,  say,  one 
large  and  a  special  for  quantities.  In 
our  opinion  such  discounts  as  are  used  by  the 
screw  manufacturers  and  others  of  that  na- 
ture should  be  abolished  or  curtailed. 

G.  B.  Watrous  &  Son 

Earn  Money  in  Figuring  Long  Discounts 

I  prefer  a  straightforward,  simple  discount, 
but  when  it  comes  to  70  and  25,  10,  10, 
10,  10  and  2%  I  think  we  earn  our  money  fig- 
uring costs.  I  realize  that  after  a  list  is  made 
and  discount  of,  say,  fifty  off  is  established,  the 
change  in  cost  of  manufacture  changes,  and  it 
is  necessary  to  change  discounts. 

F.  Brown. 


We  most  heartily  agree  with  the  Emerson  & 
Fisher,  Ltd.,  in  asking  for  a  more  sim- 
plified system  of  discounts. 

Lee-Gi,ass-And?iees5n  IJahpwai;:^  Cq,  ^ 
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Eavor  a  Low  list 

We  have  long  since  thought  that  most  of 
the  discounts  used  are  entirely  too  long 
and  complicated,  which  necessitates  a  great 
deal  of  extra  work  and  leaves  room  for  a 
great  many  mistakes.  Our  idea  of  the  matter 
would  be  to  have  low  lists,  say,  about  what 
the  article  should  retail  for  and  a  base  dis- 
count to  the  dealer  and  an  extra  discount  for 
the  jobber.  Also,  we  would  favor  as  many 
goods  figured  net  as  is  possible. 

Mitchell- Powers  Hardware  Co. 

Discounts  Carried  to  Extremes 

It  is  our  opinion  that  in  many  cases  the  prac- 
tice of  long  and  difficult  discounts  is  car- 
ried to  extremes.  While  we  are  not  averse  to 
using  discounts  in  our  business,  the  fact  how- 
ever remains,  in  our  opinion,  that  evil  is  made 
of  it,  where  otherwise  benefits  might  be  de- 
rived. The  Lee  Hardware  Co., 
J.  C.  Fritchie,  Sec'y. 

Kanufactnrers  Adopt  a  Standard  list 

While  we  believe  it  is  necessary  to  use  lists 
and  discounts  on  certain  classes  of 
goods,  it  would,  in  our  opinion,  be  very  much 
better  to  make  these  discounts  as  few  as  pos- 
sible, all  manufacturers  adopting  a  standard 
list  and  regulating  the  discount  according  to 
the  quantity  purchased. 

The  W.  Bingham  Co. 

Some   Discounts   More    for   Looks    Than 
Accommodation 

We  believe,  as  the  head  of  one  of  the  large 
wholesale  houses  once  said,  "that  a  man 
who  cannot  figure  discounts  should  not  be  in 
the  Hardware  business,"  for  on  some  goods 
a  list  and  discount  plan  is  the  only  one  that 
is  practical.  But  some  manufacturers  run  the 
discounts  more  for  looks  than  for  accommoda- 
tion, and  the  sooner  they  shorten  and  simplify 
their  discounts  the  easier  and  better  it  will  be 
for  every  one  concerned  We  hope  that  all 
may  live  to  see  this  come  about. 

The  Collins  Hardware  Co. 

Want    a    Reason    for   More    Than    Two 
Discounts 

We  have  long  felt  that  lists  should  be  made 
subject  to  a  shorter  discount.  For  in- 
stance, we  have  at  present,  a  bill  discounted  at 
70,  10,  10.  10,  10,  7%,  2%.  It  would  take  a 
great  deal  of  time  to  figure  this  out,  if  you 
did  not  use  a  discount  book.  By  using  this 
you  can  get  at  the  discounts  much  quicker.  We 
see  no  reason  why  the  discount  should  not  be 
made  in  one  or  two  discounts  instead  of  eight 
or  nine  on  a  single  article.  We  know  the  man- 
ufacturers have  a  certain  discount  to  jobbers 
and  another  discount  to  retailers,  but  it  could 
be  simplified  in  both  cases.  We  heartily  agree 
with  Messrs.  Emerson  &  Fisher,  Ltd.,  that  this 
should  be  done  away  with,  to  a  certain  extent. 
W.  H.  Goodfellow's  Sons. 


Want  the  Simple  life 

We  very  much  favor  as  simple  a  discount 
as  can  be  quoted.  If  it  is  not  detri- 
mental in  prices  to  the  dealer,  give  us  a  little 
simple  life.  Reiche  Bros. 

I  am  highly  in  favor  of  simplified  dis- 
counts. J.  D.  Jenkins. 

Continue  Bisconnts,  But  Shorten  Them 

We  arc  in  favor  of  discounts,  although  we 
object  to  long  drawn  out  discounts,  as  a 
great  many  times  a  simple  discount  could  be 
use^  instead  of  a  whole  string  of  discounts. 
We  shall  hope,  however,  that  discounts  will 
continue  to  be  used  and  that  manufacturers 
will   adopt   shorter  discounts. 

Barrett  Hardware  Co., 
E.  M.  Moore,  Vice-Pres. 

Bisconnts  Permit  of  Easy  Change  in  Price 

We  are  heartily  in  favor  of  this  so  far  as 
the  jobbing  proposition  concerns  us,  but 
we  find  that  a  great  many  of  our  customers 
like  to  buy  their  goods  reduced  to  net  figure 
as  a  matter  of  convenience  to  themselves.  We 
fail  to  see  how  the  manufacturer  could  adopt 
net  list  from  the  fact  of  the  expense  in  con- 
nection with  the  same,  which  can  be  dasily 
changed  by  the  revised  discount  sheet. 

Hall  &  Knight  Hardware  Co. 

Favors  One  Mannfactnrer's  Bisconnt 

We  like  some  points  which  we  have  read  in 
the  Magazine  in  regard  to  the  house  of  L. 
S.  Starrett  Co.  Their  list  prices  in  their  cata- 
logue are  about  in  keeping  with  the  prices  at 
which  their  tools  should  be  sold  at.  The  dis- 
count runs  from  25  per  cent,  to  33%  per 
cent,  and  40  per  cent.,  so  that  the  goods  can 
be  sold  at  list  and  make  a  very  good  profit. 
But  the  prices  on  this  line  ©f  goods  do  not 
fluctuate  the  same  as  on  bolts,  screws  and 
tacks.  We  believe  that  it  would  be  impossible 
to  represent  a  market  value  of  the  different 
commodities  which  we  have  named  above. 

We  will  look  forward  with  much  pleasure 
to  the  expressions  of  different  parties  in  the 
country  with  regard  to  discount. 

Refior-Barr  Co. 

Favor  Bisconnt  System 

List  prices  and  discounts  would  suit  me  the 
better.  I  see  it  would  necessitate  a  great 
deal  of  labor  and  time  when  the  jobber 
sends  out  net  prices  for  the  salesman  to 
change  the  prices  in  his  catalogue.  They  have 
a  long  and  short  price.  Some  of  them  have 
three  prices,  and  when  they  send  changed 
sheets,  if  the  advance  \i  5  per  cent.,  just  say 
that  such  goods  have  advanced  5  per  cent,  or 
2^/^  per  cent,  or  so  on,  or  if  decline  5  or  10 
per  cent,  vice  versa.  I  think  this  would  be 
easier  than  to  figure  the  discount,  especially 
\Vhen  it  is  50,  25,  10,  5,  2%  or  90,  25.  5.  which 
is  confusing.  C.   S.   Barger. 
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List  Should  be  Top  Betail  Prices 

I  believe  in  the  simplest  discount  possible. 
The  long  string  of  discounts  that  some 
manufacturers  use  are  an  abuse  on  the  trade; 
takes  too  much  time  in  reducing  the  lists.  In 
my  judgment,  if  discount  is  to  be  used  at  all 
the  list  should  be  the  top  retail  price  and  the 
first  and  only  discount  should  be  the  price  to 
dealers.  L.  D.  Howe. 

Use  Catalogue  House  Prices  as  Basis 

Regarding  the  antiquated  system  of  dis- 
counts still  used  in  the  Hardware  trade, 
will  say  that  we  used  to  have  a  discount ^ook 
at  the  desk,  but  since  the  advent  of  the  retail 
mail  order  houses,  we  refer  to  their  catalogues 
and  use  their  selling  prices.  They  are  gener- 
all  neai-  enough  the  jobbers*  prices  for  all  prac- 
tical benefit.  This  saves  the  time  formerly 
used  in  figuring  discounts  and  gets  the  results. 
Otto  Falkenhainer. 

Prefers  Present  Methods 

We  could  not  get  along  without  list  and  dis- 
counts, but  they  could  be  made  more 
simple,  and  in  a  great  many  cases  done  away 
with  altogether.  By  using  net  prices  it  saves 
time,  but  with  a  great  expense  over  the  dis- 
count. We  prefer  the  list  and  discount  to  net 
prices.  V.  D.  Augsburger. 

Customers  Seeing  Catalogues  Bar  to  Net 
Prices 

It  is  much  to  be  desired  to  have  discounts  as 
simple  as  possible,  but  we  see  no  way  to 
simplify  them  on  goods  on  which  there  are 
frequent  and  wide  fluctuations  in  price.  On 
controlled  goods  and  goods  on  which  there  is 
little  competition,  the  matter  is  easily  adjusted. 
We  do  not  believe  in  net  prices  as  they  are 
not  so  easily  kept  track  of  and  very  often  cat- 
alogues have  to  be  shown  to  consumers.  '' 
Burling  A  ME  &  Darbys  Co. 

Should  Hot  Shrink  from  Labor 

Have  you  stopped  to  think  why  a  discount 
is  used  at  all  ?  It  is  that  the  prices  must 
be  confidential  to  the  trade.  Then,  to  preserve 
the  essential  object  of  the  discount,  it  should 
not  be  too  simple.  We  should  not  shrink  from 
a  little  labor,  if  it  gets  at  the  desired  results. 
MooRE  &  Handley  Hardware  Co. 

lists  and  Discounts  the  Correct  Thing 

List  and  discounts  are  decidedly  the  correct 
system.  It  gives  confidence  to  salesman 
and  customer  in  the  difference  of  price  and 
sizes,  besides  doing  away  with  a  lot  of  detail. 
.While  a  majority  of  country  trade  want  net 
prices,  it  is  easy  enough  to  mark  goods  net. 
When  such  is  the  case,  the  "kick"  I  have  is  so 
many  lists  are  too  low,  as  the  manufacturer 
makes  list  for  the  jobber  to  sell  at  and  every 
merchant  who  ever  heard  of  a  list  expects  a 
discount.  On  all  such  goods  why  not  have  a 
list  at  which  the  consumer  would  be  expected 


to  pay  the  dealer,  and  believe  it  would  often 
be  a  good  plan  to  put  this  list  on  circulars  that 
a  merchant  would  have  some  idea  as  to  the 
price  of  an  article  and  would  give  him  a 
chance  often  to  make  a  sale  before  ordering. 
This  will  also  help  to  fight  the  much-talked-of 
catalogue  house  from  whom  a  great  many 
goods  are,  ordered  because  the  price  is  quoted, 
and  often  not  having  much  idea  as  to  Whether 
the  price  is  high  or  low.  Every  class  of  trade 
usually  wants  "quotation''  before  buying. 

On  all  list  below  a  retail  price  and  those 
that  are  just  above  would  have  them  at  con- 
sumer's price.  On  other  list  that  are  now 
high  would  keep  them  so  that  the  discount 
would  not  be  under  fifty  per  cent,  to  dealers. 

"Alabama." 
Satisfied 

The  present  discounts  are  entirely  sj^tisfac- 
tory,  and  if  we  could  offer  any  suggestion 
whatever  it  would  be  to  simplify  some  of  the 
discounts,  although  this  is  really  not  neces- 
sary, as  figuring  discounts  is  just  as  much  a 
part  of  the  Hardware  business  as  the  knowl- 
edge of  any  particular  line,  and  in  our  opinion 
a  standard  list  with  a  changeable  discount, 
according  to  the  market  fluctuations,  is  the 
only  practicable  way  of  selling  Hardware. 
Brady  Bros.  Hardware  Co. 

Friend  Ireland  Wants  Discounts  Doubly 
Complicated 

I  am  not  in  the  grocery  business  and  do  not 
want  to  get  into  it;  neither  am  I  in  the  junk 
business,  nor  do  I  want  to  get  into  it.  Men 
are  born  Hardv\"are  men  with  talent  for  de- 
tails and  a  great  many  men  have  gotten  into 
the  business  that  never  were  cut  out  for  it. 
For  all  such  as  that  the  high  lists  and  big  dis- 
counts are  a  source  of  annoyance.  If  I  had 
my  way  I  would  complicate  it  doubly  over 
what  it  is  now.  No,  sir,  none  of  your  simpli- 
fied discounts  for  me  or  net  prices  either.  I 
will  quit  the  business  when  that  takes  place. 
Odell  Hardware  Co. 
Chas.  H.  Ireland,  Treas. 

List  and  Discount  Suit  Best 

There  are  some  lists  which  no  doubt  could 
be  clearer  to  the  retail  dealer  if  they 
were  revised  and  brought  down  nearer  to  the 
net  price.  Consumers  have  got  used  to  a  dis- 
count on  printed  prices  and  the  larger  the  dis- 
count the  better  they  are  satisfied. 

We  can  sell  an  article — from  a  catalogue — 
that  lists  at  $4  at  seventy-five  per  cent,  off 
much  quicker  than  an  article  listed  at  $1.12% 
and  only  ten  per  cent.  off.  People  like  to  buy 
a  high-priced  article  at  a  low  price.  The  list 
and  discount  way  of  buying  goods  suits  us  the 
best.  Turner  &  Smith. 

Favor  TJnifonn  Price  List  on  Similar  (}oods 

We  do  not  believe  that  a  majority  of  the 
jobbers    favor    complicated    discounts, 
which  are  not  only  troublesome,  but  liable  to 
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cause  errors  in  figuring  net  prices.  We  favor 
a  uniform  price  list  to  be  adopted  by  the  man- 
ufacturers making  a  similar  class  of  goods  and 
a  list  that  will  be  subject  to  a  discount  of  not 
more  than  fifty  and  ten  per  cent. 

While  most  of  our  invoices  arc  entered  at 
net  prices,  we  prefer  buying  these  goods  at 
list  anti  discount,  and  would  be  glad  to  see 
the  manufacturers  and  jobbers  get  together  on 
this  complicated  question. 

Bluefield  Hardware  Co.. 
J.  W.  Ruff,  Pres. 

Some  Lists  Too  High;  Others  Too  Low 

Lists  and  discounts  should  be  used  on  practi- 
cally all  lines.  Some  lists  are  entirely 
too  low,  oftentimes  compelling  the  dealer  to 
charge  full  list  or  more  than  list,  which  fre- 
quently makes  the  line  in  question  all  the 
harder  to  sell.  On  the  other  hand,  some  lists 
are  entirely  too  high,  which,  in  our  opinion,  is 
as  objectionable  as  lists  being  too  low.  We  do 
not  object  to  the  complicated  discounts,  as 
these  are  easily  figured  when  one  masters  the 
many  equivalents  that  arise  in  the  figuring  of 
discounts,  and  view  it  as  an  advantage  to  many 
buyers.  J.  L:  Hudson  &  Co., 

F.  P.  Schlitt. 

Long  Discounts  Certainly  Unsatisfactory 

I  am  in  favor  of  a  simple  list  and  discount, 
by  all  means.  The  present  discounts, 
speaking,  generally  of  the  large  lists  and  long 
discounts,  are  certainly  unsatisfactory  to  the 
retail  merchant,  and  I  have  often  thought  that 
it  would  be  a  good  plan  to  have  this  matter 
taken  up,  and  I  am  glad  to  learn  that  you 
have  opened  the  campaign,  and  I  wish  you 
success — but,  I  think  this  matter  could  be 
remedied  with  very  little  work,  and  it  certainly 
would  be  to  the  advantage  of  all  parties  con- 
cerned. 

P.  C.  De  Vol. 

Same  Discounts  Should  Apply  to  Many  Price 
Lists 

We  are  heartily  in  favor  of  having  shorter 
and  simpler  discounts.  We  think  it 
would  be  far  better  not  to  have  so  many  dis- 
counts for  one  catalogue  and  have  discounts 
to  apply  to  as  many  price  lists  as  possible. 
It  will,  of  course,  take  time  to  accomplish  this 
but  wc  believe  every  dealer  would  save  a 
great  deal  of  valuable  time  each  year  by  mak- 
ing above  changes. 

Roanoke  Hardware  Co. 

Experienced  Buyer  Has  Advantage   Over 
One  Uneducated 

Wc  would  be  glad  to  see  all  discounts  abol- 
ished as  far  as  possible,  except  perhaps 
a  cash  discount.  Of  course,  there  are  certain 
lines  which  it  would  be  almost  impossible  to 
sell  at  net  prices — for  example,  wood  screws. 


Considering  the  different  lengths  and  numbers 
it  would  be  very  difficult  for  any  one  to  be- 
come familiar  with  a  net  price  on  so  many 
items.  We  note  that  a  large  proportion  of  the 
manufacturers,  whose  views  are  expressed  in 
your  January  number,  favor  a  simple  discount. 
This  is  probably  satisfactory  to  most  manufac- 
turers. It  is  not  probable  that  goods  will  ever 
be  sold  at  net  prices.  Such  being  the  case  we 
favor  as  complicated  and  variable  a  discount 
as  possible.  Our  opinion  is  that  this  gives  the 
expert  and  experienced  buyer  an  advantage, 
which  he  is  entitled  to,  over  the  uneducated 
one. 

At  the  time  the  writer  commenced  learning 
the  Hardware  business  a  very  large  proportion 
of  the  goods  were  sold  at  net  prices  and  sales- 
men were  trained  to  know  the  value  of  the 
goods  they  sold  and  the  prices  they  would 
bring  without  reference  to  list,  discount  or 
cost.  Under  the  list  and  simple  discount  prop- 
osition, an  expert  buyer  has  very  little  advan- 
tage over  a  bright  high-school  boy  with  a  cata- 
logue and  discount  sheet.  If  it  were  more  dif- 
ficult for  untrained  men  to  get  into  business 
we  should  have  less  unintelligent  competition, 
less  total  failures  and  more  profitable  business. 
The  Strong,  Carlisle  &  Hammond  Co. 
E.  E.   Strong,   President. 

Reduce  Lists  on  Long  Discount  Ooods 

The  subject  of  lists  and  discounts  is  one  that 
cannot  be  settled  offhand.  In  view  of 
the  fact  that  nearly  all  manufacturers  and  job- 
bers issue  large  and  handsome  catalogues  of 
goods,  which  are  not  only  intended  for  the 
retail  trade,  but  also  to  be  shown  to  the  con- 
sumer, or  are,  at  any  rate,  usually  laying 
around  where  they  may  be  freely  examined,  it 
seems  impossible  to  avoid  having  a  list  price — 
and  we  think  very  few  would  really  want  to 
dispense  with  them. 

It  is  certainly  easier  from  the  standpoint  of 
the  manufacturer  or  jobber  to  quote  discounts 
than  to  give  net  prices.  It  is  also  more  eco- 
nomical, saving  time  and  labor,  and  the  dan- 
ger of  mistakes  in  quotations.  We  do  not 
think  it  a  great  task  to  figure  discounts,  and 
would  recommend  those  who  do  to  get  one  of 
the  books  on  discounts  which  certainly  reduces 
the  labor  to  a  minimum.  It  seems  to  us  much 
easier  to  remember  a  quotation  of  discounts 
than  net  prices,  and  we  think  it  is  also  much 
easier  to  get  an  extra  five  or  ten  per  cent,  off 
a  line  than  to  get  a  salesman  to  cut  the  price 
on  each  item  of  a  net  quotation. 

The  only  change  we  would  suggest  would 
be  in  the  way  of  simplicity.  Lists  should  be 
reduced  on  goods  calling  for  such  discounts  as 
90  and  37%  and  10,  70  and  70  and  37%  and 
10  and  5.  Such  lists  are  absurd.  Lists  should 
be  kept  at  a  high  enough  point  to  be  a  little 
above  the  ordinary  retail  price  and  provide  for 
all  "hiarket  changes.  Anything  beyond  this  is 
useless.  Hinman  &  Mathews. 
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Suggest  Igsning  Semi-Annual  Catalc^^es 

We  believe  the  best  interests  of  the  jobber 
and  retailer  would  be  served  (in  order 
to  compete  with  retail  mail  order  houses  in  the 
small  towns  throughout  the  country)  by  issu- 
ing semi-annually  or  quarterly  catalogues,  or 
a  loose  leaf  catalogue  kept  up  to  date  with 
goods  carried  in  stock,  with  standard  list  or 
retail  prices;  also  single  discount  or  net  prices 
in  t^lind  figures,  and  a  more  detailed  descrip- 
tion and  shipping  weights  under  each  article. 
This  would  enable  small  dealers  to  quote 
prices  on  the  spot  on  goods  not  carried  in 
stock. 

Knight-Hall  Hardware  Co., 
By  F.  M.  Kight 

Want  Less  Complex  Disconntfl 

From  a  standpoint  of  the  retail  trader,  we 
are   in  entire  accord   with  the  opinions 
of  Emerson  &  Fisher. 

Simplicity,  like  consistency,  is  a  virtue, 
wherever  found,  and,  while  we  do  not  favor 
an  entire  suspension  of  the  discount  system, 
we  regard  the  present  form  as  complex  and 
its  tendency  to  confuse,  causes  much  loss  of 
time  to  the  dealer  and  his  assistants.     ' 

We  can  conceive  of  no  reasons  why  lists 
having  a  less  complex  system  of  discounts 
cannot  be  substituted  to  the  mutual  advantage 
of  all  parties  concerned,  from  manufacturer 
down  to  retailer. 

A.  Wfunsen  &  Son. 

Want  Uannfactnren  to  Send  a  Man  to 
Figure  the  Disoonnts 

1am  in  sympathy  with  the  movement  to  sim- 
plify discounts.  I  know  in  my  store  we 
are  very  busy  the  year  round.  When  we  get 
an  invoice,  85,  12%,  5,  etc,  and  sometimes 
worse  than  that,  we  have  to  waste  a  good  deal 
of  valuable  time  figuring.  So  I  hope  the  manu- 
facturers and  jobbers  will  do  better  this  year 
and  cut  out  those  long  discounts.  If  not,  I 
would  suggest  they  have  an  extra  man  to  send 
out  and  do  the  figuring  and  then  we  can  do 
more  business  and  buy  more  goods. 

Thomas  E.  Connor. 

High   Lists   Enable   the  Uaking  of  Dis- 
cretionary Prices 

The  much-mooted  question  of  whether  high 
lists  and  discounts  or  low  ditto,  also 
whether  serials  or  straight  discounts  are  pref- 
erable, comes  before  us  at  not  infrequent  in- 
tervals. The  present  plan  of  manufacturers 
favorfng  the  high  and  complicated  as  against 
the  low  and  simple,  I  believe,  voices  the  gen- 
eral request  of  dealers  who  see  in  it  an  oppor- 
tunity of  making  discretionary  prices  to  larger 
purchasers  (occasionally),  as  cases  warrant, 
and  which  would  not  be  as  easily  done  on  the 
'low"  plan.  Low  discounts  are  soon  known 
by  the  customer,  same  as  books  which  at  x>ne 
time  paid  a  good  profit,  but  now  are  scaled 


down  so  low  by  certain  types  of  houses  as  to 
show  but  little. 

The  Hardware  business  is  not  altogether  un- 
like a  profession,  and  requires  a  thorough 
training  to  acquire.  The  serial  and  compli- 
cated discounts  are  easily  handled  by  the  ex- 
pert man  and  the  reverse  of  this  by  the  "smart 
fellow,"  who  expects  to  "walk  right  in  and 
turn  around  and  walk  right  out  again,"  but 
when  he  runs  up  against  some  of  the  proposi- 
tions that  have  required  years  to  learn,  he  has 
to  "walk  'way  back  and  sit  down,"  and  the  old- 
timer  wins  out. 

Albany  Hardware  &  Iron  Co., 
Chas.  H.  Turner,  Pres. 

Lists  and  Disconnts  Neoessary,  but  Have 
Them  Simple 

We  thoroughly  believe  that  lists  and  dis- 
counts are  necessary  in  the  Hardware 
business.  A  system  of  net  prices,  with  the 
constant  changes  that  are  going  on,  would 
mean  ten  times  the  office  work  that  we  now 
have.  We  thoroughly  believe  that  discounts 
should  be  simple  rather  than  complex,  and  by 
this  we  mean  that  when  two  or  more  discounts 
are  used,  that  they  should  be  easy  to  figure, 
as,  for  example,  50,  10  and  5,  instead  of  25, 
20,  16  2-3,  10  and  5,  which  amounts  to  the 
same  thing.  The  multiplicity  of  discounts  we 
believe  to  be  necessary,  50  per  cent,  represent- 
ing the  open  discount,'  10  per  cent,  extra  for 
jobbers  and  5  per  cent,  for  quantity  or  loyalty, 
or  any  other  reason  the  manufacturer  may 
have  for  giving  an  extra  discount. 

While  some  orders  may  be  taken  from 
smaller  dealers  at  a  better  profit  because  an  in- 
volved discount  has  been  quoted,  we  do  not  be-^ 
lieve  that  this  will  pay  in  the  end.  The  mer- 
chant must  know  what  his  goods  cost  him  and 
the  chances  are  that  he  will  buy  from  the  man 
who  can  show  his  cost  in  the  plainest  manner. 

Summing  up,  we  are  in  favor  of  discounts 
confiined  to  those  that  are  easy  to  figure,  not 
objecting  to  two,  three  or  four  discounts  on 
the  same  article. 

Reilly  Bros.  &  Raub. 

Boes    Hot    Approve    of    Long    Sisoonnt 
Motives 

From  the  standpoint  of  a  Hardware  retailer : 
The  method  of  lists  and  discounts, 
though  not  altogether  satisfactory  seems  to 
me  to  be  the  best  for  certain  uses.  Many 
kinds  of  goods  now  sold  under  list  prices 
might  just  as  well  be  sold  at  net  prices,  or  at 
least  with  a  simple  discount.  I  would  strongly 
urge  cutting  out  the  long  chain  of  discounts, 
since  the  same  result  can  be  attained  prac- 
tically by  the  use  of  a  simple  discount  or 
of  one  extra.  The  use  of  a  long  string  of  dis^ 
counts  is  often  for  motives  no  good  to  the 
commercial  world. 

I.  K.  Neely, 
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Sporting  Goods  Display 

The  Walther-Williams  Hardware  Co.,  The 
Dalles,  Ore.,  in  a  window  display  of 
sporting  goods  made  a  goodly  presentation,  as 
evidenced  in  the  illustration  herewith.  The 
top  of  the  window  was  bunting  draped,  the 
back  had  plain  white  cloth  on  which  were 
placed  gun  cases,  hunting  caps,  coats,  leggins, 
etc  On  the  floor  to  the  left  were  grouped  a 
lot  of  Teddy  Bears  of  various  sizes.  Also  scat- 
ered  about  the  window  were  rifles,  cartridges, 
hunter's   coats,  hats,  shotguns,  revolvers,  etc. 


the  manufacturers  tell  us  they  have  just  the 
thing  we  want,  and  ask  how  many  copies  we 
can  use.  Others  ask  us  to  describe  what  will 
best  suit  our  purpose  and  they  will  get  it  out 
for  us.  We  make  up  packages  of  descriptive 
matter  applying  to  our  various  lines  and  dis- 
tribute them  along  the  rural  mail  routes.  We 
have  found  this  the  most  practical  method  of 
reaching  our  trade,  and  it  can  be  done  at  a 
small  cost  where  we  have  our  canvasser  for 
farm  machinery  out  anyway. 

An  Ilunois  Firm. 


Sporting  Goods  Display  by  the  Walther-Williams  Hardware  Co.,  The  Dalles,  Orb. 


In  the  background,  to  the  right  of  center,  was 
arranged  a  hunter  taking  aim  at  a  flock  of 
wild  ducks.  The  entire  display  was  an  in- 
centive to  make  the  man  outside  the  show 
window  want  to  come  inside  and  purchase  sup- 
plies for  a  hunting  trip,  and  it  accomplished 
that  oi)ject. 

Advertising  Matter 

To  the  Editor: 

Apropos  to  ''Advertising  Matter"  from  job- 
bers and  manufacturers,  what  do  you  think 
of  the  enclosed  letter?  W^  consider  it  a 
frost  and  in  addition  an  exhibition  running 
about  100  per  cent,  pure  nerve.  Notice  where 
they  offer  to  loan  us  "electros"  if  we  want  to 
get  out  advertising  matter  "for  ourselves." 
And  this  for  the  line  they  manufacture!  We 
are,  however,  glad  to  say  that  we  receive  very 
few  letters  such  as  this  specimen  in  reply  to 
our   requests   for  printed   matter.     Many  of 


Editor's  Note:— The  "frosty  letter"  to 
which  our  correspondents  refer  is  as  follows: 

"We  have  your  esteemed  favor  of  the  1st, 
but  we  do  not  understand  just  what  you  want, 
but  feel  that  you  desire  to  have  us  send  you 
printed  matter  describing  our  goods  to  send 
to  your  customers.  We  harve  never  made  a 
practice  of  doing  anything  of  this  kind  for  the 
reason  that  if  some  dealer  in  an  adjoining 
town  or  in  your  own  town  sees  this  printed 
matter,  they  are  under  the  impression  that  we 
send  it  out  and  are  likely  to  take  it  for 
granted  that  we  are  trying  to  get  the  con- 
sumer's trade.  We  do  not  want  to  create  any 
such  impression,  and  for  this  reason  we  have 
always  refused  to  advertise  in  any  way  so  that 
our  advertisement  went  to  the  consumer.  If 
you  want  to  get  out  any  printed  matter  your- 
selves, we  can  loan  you  any  electros  that  you 
may  select  from  our  catalogue.  They  can  be 
returned  when  you  are  througfh  with  them." 
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Marking  Gk>od8  certain  article  was  purchased.     How  do  you 

We  are  living  in  a  generation  where  system-  find  out?    Again  you  waste  your  time  by  re- 

atic  methods  of  doing  business  are  com-  ^^"^"8^  *o   different   mvoices  and  askmg   un- 

ing  to  the   front  and  the  merchant  working  necessary  questions. 

under  a  system  will  be  found  to  be  the  success-  You   will   admit   that   there   are   very    few 

ful  one  in  any  undertaking.  manufacturers  that  place  their  goods  (I  refer 

And  why  cannot  the  Hardwareman  take  it  ^^  shelf  goods  particularly)  in  a  package  upon 

upon  himself  to  put  his  own  business  upon  a  w^'^h  pencil  marks  are  legible.     In  fact,  the 

basis  whefe  he  can  get  in  closer  touch  with  customary  color  used  is  a  glossy  green,  and 

its  most  essential  points^  "^^^   ^^   indeed   difficult   to   distinguish   marks 

Step  into  a  live  Hardwareman's  store  of  to-  o'l'    »?  y^u   all   know  who   come   in   contact 

day  and  what  do  you  observe?     Your  first  ^*r^  '*"        ,       .                               •     -j        •  » 

impression    is    the    convenience    with    which  ^^  "<^*  ^^^  ^'^ove  assertions  coincide  with 

everything  is  arranged.     You  see  plate  glass  .vour  experience?    Now   what  I  wish  to  sug- 

floor  show  cases,  rolling  ladders,  special  shelv-  K^?^  >s  quickly  understood.    Have  your  printer 

ing    for    displaying    Hardware,    and  all    the  P""*   you    a   quantity   of   gummed   labels   on 

modern   accessories  necessary  for  conducting  P^Pcr  that  is  conspicuous  (would  suggest  yel- 

an  up-to-date  establishment.    You  are  pleased  '^w)  as  here  shown: 

to  note  the  genial  and  accommodating  spirit       

with  which  the  merchant  greets  you  and  your      !    BOUGHT  OF '. 

thoughts  go  back  to  the  many  years  gone  by  •   ij^'ij^ 

when    such    things    were    rather    uncommon.  .* 

From  the  exterior  you  realize  that  his  win-  COST 

dows  are  as  neat  and  attractive  as  any  along      .*    SKLL *. 

the  street,  and  if  you   have  a  kindly  feeling 

toward    the    Hardware    business    at    all    you  '  *  * '. ' '    "  * * '  * 

feel  like  stepping  up  to  the  proprietor  ^nd  ^^^  «^P«"se  will  not  be  large.  When  you 
congratulating  him  on  his  ambitious  efforts  to  f'^  marking  your  goods,  stick  one  of  these 
conduct  a  modern  Hardware  store.  He  has  ^^^^^^„^?  }^^  right-hand  side  of  the  package 
the  forethought  to  know  that  people  like  to  ^"^  ^^  '^  »"  accordingly,  and  you  i.ave  a  corn- 
come  to  a  store  that  is  up  to  date  and  attrac-  P^^^*^  record  of  the  purchase  of  this  article, 
tive,  for  here  they  obtain  their  ideas  of  new  ^^^  me  emphasize  the  right-hand  side  as  then 
improvements.  y°"  ^"^  know  exactly  where  to  look  for  it. 

^     ,  ,         ,        t     t            ..         <     «         ,  It  takes  but  a  moment  and  will 'save  you  a 

And  how  does  he  know  this  and  where  does  ^^^^  ^„^^^,„^  ^^  ^j„^^  ^„j  annoyance  when  in- 

he  learn  it?    By  being  ever  on  the  alert,  keep-  ^^^^         ^-^^    ^             ^^^      ^^is    may    seem 

ing  his  eyes  and  ears  open  to  present  condi-  ^^^j,^^  ^  ,^^,j  ^^^^^^  ^^  consider,  but  if  you 

tions,    attending    Hardware    dealers'    coiiven-  ,^^^,^            ^^^^^  •„  ^^^^^  ^  ^^^^e  that  you  can 

tions   reading  of  the  experiences  of  other  sue-  ^^ij  ^^  ^     ,^„^^  ^j,  ^^at  you   wish  to  know 

cessful  dealers,  and  by  knowing  what  to  buy,  ^^^^^^   j^           ^ju           eciate  what  I  am  en- 

where  to  buy  and  how  to  display  goods  to  ^eavoring  to  impress  upon  you. 

dispose  of  them.  I    write    from   a    retail    dealer's   standpoint, 

Of  the  buying  I  will  write.  knowing  that  he  does  not  buy  of  manufactur- 

H  I  could  persuade  every  Hardware  dealer  ers  to  any  great  extent  and  must  confine  his 

who  receives  this  Magazine  to  read  this  article  purchases  through  the  jobbing  channels. 

I  would  be  satisfied,  and  I  believe  I  could  in-  On  the  label  he  has  a  record  of  which  job- 

duce  him  to  think  seriously  of   how  he  was  ber  he  purchased  this  article  and  when,  which 

doing  his  buying  and  whether  he  was  Jiian-  is  necessary. 

aging  his  business  as  systematically  and  care-  Suppose  he  is  dealing  with  several  jobbers 

fully  as  he  ought  for  the  best  advancement  of  and  this  particular  brand  of  article  proves  "to 

his  business.     What  I  wish  to  impress  upon  be  in  demand  and  is  only  stocked  by  one  of 

you  is  the  method  by  which  records  of  pur-  them.     He  knows  where  to  re-order  from  by 

chases    are    kept.      In    marking    your    goods,  mail  and  that  he  will  get  the  brand  he  wishes 

where  do  you  place  the  cost  and  selling  price?  without    any    delay   or    inconvenience    to    the 

You  mark  the  package  on  the  label  in  fiont,  jobber.    The  jobber  who  handles  these  goods 

on  the  side  or  bottom  that  you  receive  it  in,  will  feel  that  he  has  wisely  purchased  from 

or  else  on  a  card  close  to  the  goods,  and  when  the  manufacturer  these  articles  that  the  retail 

in   a   hurry  to  obtain   the  price  you   turn   it  dealer  specifies  he   wants   in   his  mail   order, 

around,  sidewise  or  upside  down,  or  refer  to  and  what  is  more  unpleasant  for  him  to  sub- 

the   card,    forgetting   for   the   moment    where  stitute  when  his  customer  desires  this  particu- 

you  marked  it.     This  all  takes  time,  and  be-  lar  brand? 

sides  creating  confusion  and  annoyance,  places  Or   suppose  it  is  handled  by  several.     He 

you  in  a  false  light  with  your  customer,  as  he  knows  of  whom  he  bought  it  and  what  he 

expects  you    to  be  familiar    with  your    own  paid  for  it,  and  if  buying  of  a  salesman  rep- 

s|p9k.    Pf^^n  i^  is  necessary  to  know  where  ^  resentinj^  the  other  jobber,  he  h^s  the  satis- 
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faction  of  comparing  prices  before  he  re-orders. 
I  could  write  of  other  reasons  that  this  sys- 
tem of  marking  will  be  beneficial  to,  but  none 
that  are  of  greater  importance  than  the  ones 
I  have  mentioned.  H.  H.  Steidl. 

Selling  a  Wind  Mill 

I  was  on  a  trip  through  Central  Illinois  sell- 
ing wind  mills  to  farmers,  and  meeting 
with  good  success  in  spite  of  lively  competi- 
tion, when  I  struck  a  hard-headed,  obstinate 
old  fellow  who  gave  me  considerable  trouble 
in  closing,  and,  unconsciously,  taught  me  a 
useful  point  in  the  selling  game. 

It  was  a  fine  day  in  autumn,  and  I  and  my 
driver  had  been  bowling  over  country  roads 
since  4  a.  m.,  calling  on  prospects  and  clean- 
ing up  a  lion's  share  of  business.  In  fact,  I 
had  made  three  sales,  and  the  commissions 
from  them  would  have  been  considered  by  a 
good  many  salesmen  in  my  line  as  a  fair 
week's  profit.  I  was  tired,  and  satisfied  with 
the  day's  work.  "There  are  no  more  pros- 
pects to  see  to-day,"  I  told  my  driver  as  we 
started  home,  but  at  a  bend  in  the  road  I  saw 
a  cluster  of  farm  buildings  across  a  field, 
and  it  occurred  to  me  that,  whoever  the  owner 
might  be,  I  had  to  sell  him  a  windmill  or  the 
day  wouldn't  be  complete. 

"Who  lives  over  there?"  I  asked  the  driver. 
He  told  me  the  farmer's  name  and  added  that 
he  was  the  closest  fisted  man  in  the  county. 

That  made  me  more  determined  than  ever 
to  sell  him.    We  drove  up,  and  I  engaged  the 
close-fisted  celebrity  in  conversation.     He  al- 
lowed me  to  talk,  but  showed  no  signs  of  in- 
terest.   My  enthusiasm,  that  had  been  so  effec- 
tive in  inspiring  other  people  to  buy,  fell  short 
of  the  mark  with  him.     He  would  only  shake 
his  head.     It  wasn't  a  bit  of  use  for  me  to 
tell    him   why   he   ought   to   have   one   of   myf| 
windmills — how    much    labor    it    would    save, 
what  a  great  thing  it  would  be  to  have  his  \ 
live    stock   supplied   with    fresh   water    at   all  | 
times,  and  so  on.     His  attitude   was  one  of 
absolute  indifference — much  more  discouraging 
than  active  opposition  would  hav   been. 

It  was  getting  late,  and  my  driver  remmcied 
me  that  it  was  time  we  were  starting,  i  re- 
plied, "By  Cjeorge,  I  won't  leavo  this  p'ace 
until  I  sell  this  man  a  .nill." 

At  that  announcement  my  prospect  smjled — 
it  was  the  first  indication  ne  had  given  o\  any 
feeling  of  interest. 

"Suppose,    Mr.    i^ ,   that  you    were    to 

buy  z  mill — just  for  the  sake  of  argument, 
suppose  you  were  to  buy  one — wnere  would 
you  put  it?"  X  inquired.  "Won't  you  take  me 
down  to  the  bam  lot,  and  together  we'll  decide 
on  the  best  place  to  put  one  up,  supposing  you 
had  one." 

He  said  he  didn't  see  any  use  in  taking  the 
trouble  to  go  down  to  the  barn  lot,  but  I 
finally  persuaded  him  to  lead  th€  way  and  he 
did  so,  grumbling.     When  he  got  there  I  be- 


gan raising  the  question  of  whether  the  mni 
ought  to  stand  in  this  position  or  that,  and 
whether  it  would  be  most  convenient  if  it 
w«re  located  nearer  to  a  certain  building  than 
another  one.  In  a  few  minutes  I  had  reared 
that  mill  (in  his  imagination).  He  began  to 
see  it  not  as  a  windmill  which  I  wanted  to 
sell  him,  but  as  his  windmill,  doing  his  work, 
saving  him  labor,  etc.  One  by  one  its  advan- 
tages dawned  on  him,  and  he  became  inter- 
ested. "How  much  will  it  cost?"  he  asked  at 
length.  I  went  with  him  to  the  house,  where 
on  the  kitchen  table  I  figured  up  the  cost  of 
mill  tank,  piping,  etc.,  and  closed  his  order 
without  any  trouble  after  that.  That  made 
four  orders  in  one  day,  and  I  was  pretty  well 
pleased  when  I  said  good-night. 

A.  O.  VONDERMUETH. 


Place  customers  at  ease  the  first  thing  and 
keep  them  so.  Don't  make  purchasers  feel 
that  you  are  doing  them  a  favor  to  let  them 
buy  from  you  at  all. 

A  Stove  Display 

The  Pierce  Hardware  Co.,  Salina,  Kan.,  in 
one  of  their  show  windows  presented  the 
stove  display  as  shown  in  the  accompanying 
illustration.  The  back  was  made  of  rolled 
stove  rugs  stood  on  end,  and  on  top  of  these 
were  placed  stove  boards.  The  stoves  were 
joined  with  elbows  with  one  connection  to  wall. 
There  were  then  added  a  few  other  stove-heat- 
ing accessories  in  front  with  stove  pipe  lengths 
in  the  center.  Around  the  latter  was  placed 
a  trace  chain  and  padlocks  were  inserted  in 
some  of  the  links.  To  these  were  attached  a 
sign  reading  "The  Joints  in  the  City  are  all 


A  Stove  Display  by  Pierce  Hardware  Co. 

pad-locked."  Inasmuch  as  Kansas  is  a  prohi- 
bition State  and  the  mayor  had  ordered  all 
places  to  be  pad-locked  where  liquor  had  been 
dispensed,  the  pun  was  quickly  seen  and  ap- 
preciated. The  window  made  a  decided  hit 
and  helped  business. 
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HARDWARE  STORE  EQUIPMENT 

The  Result  of  Twelve  Years'  Study  in  Economy  of 
Merchandising  Hardware. 


The  work  definitely  commenced  in  the  90's 
to  improve  the  equipment  of  Hardware 
stores  for  the  convenience  of  the  retail  Hard- 
ware merchant  in  saving  time  and  la'bor  for 
himself,  clerks,  customers,  traveling  salesmen 
and  jobbers,  has  readied  an  attainment  of 
utility  and  economy  that  has  surpassed  our 
most  sanguine  expectations  in  its  perfectness 
of  the  many  reforms  that  were  so  important 
and  greatly  needed  in  the  Hardware  stores. 

Prior  to  this  undertaking  the  retail  Hard- 
ware stores  was  the  remnant  of  former 
decades  when  the  merchant  visited  the  market 
twice  a  year  and  bought  a  six  months'  stock 
ahead,  which  on  its  arrival  at  destination  found 
customers  waiting  in  great  need  of  articles  for 
their  actual  and  practical  use  more  than  choice 
designs  or  patterns — even  the  boxes  in  which 
the  stock  came  serving  sufficiently  well  as 
counters  in  the  distribution  of  the  goods,  which 
were  carried  by  some  to  their  homes  fifty  to 
one  hundred  miles  away. 

Any  place  or  shelf  on  which  to  lay  the  goods 
served  the  purpose  in  those  days;  but  changes 
that  followed  developed  the  jobber's  repre- 
sentative, who  became  a  new  factor  and  visited 
the  merchant,  instead  of  the  merdiant  going 
to  the  market,  thereby  increasing  the  oppor- 
tunity of  the  retailers'  customer  to  select  and 
purchase  from  more  varied  assortments,  thus 
requiring  new  methods  to  provide  for  same; 
the  great  need  of  which  was  realized  by  the 
writer  through  his  life's  experience  from  boy- 
hood in  Hardware  business  in  the  varied  forms 
of  retailing,  wholesaling  and  salesman  on  the 
road. 

During  his  years  of  experience  in  travel- 
ing, he  realized  the  many  disadvantages 
the  traveling  salesman  had  to  contend  with 
when  seeking  to  take  an  order  with 
stores,  in  the  disordered  condition  they  then 
were,  it  being  a  most  difficult  and  weari- 
some task  for  the  retail  merchant  to 
find  out  what  his  wants  were  with  the 
mixed-up  condition  in  which  his  stock 
was  carried;  and  if  otherwise  engaged  the 
traveling  salesman  frequently  received  a  nega- 
tive answer,  when — had  the  stock  been  in 
orderly  condition — it  would  have  been  for  the 
interests  of  both  parties  to  have  the  various 
lines  of  goods  assorted  up,  and  also  of  even 
greater  advantage  in  waiting  on  his  trade. 

This  prevalent,  yet  unnecessary  condition  of 
stock  was  a  great  loss  to  the  Hardware  mer- 
chant in  many  ways,  not  least  of  which  was 
diverting  his  trade  to  the  catalogue  house. 

In  seeking  to  overcome  this  complex  prob- 
lem, that  involved  the  welfare  of  all,  each  in- 


By  J.  D.  Warren, 
President  of  the  J.  D.  Warren  Mfg.  Co. 

dividual's  interest  was  studied  and  carefully 
looked  after,  the  result  being  beneficial  alike  to 
the  jobber,  traveling  salesman,  retail  merchant, 
clerk  and  customer — in  the  saving  of  their 
time,  the  more  active  investment  of  capital 
thereby  greatly  increasing  the  sales;  neat  and 
attractive  goods  untarnished,  with  more  pleas- 
ant and  cheerful  surroundings ;' better  results 
through  a  wiser  distribution  of  capital  in  great- 
er variety  of  stock;  provision  made  to  keep 
each  article  in  sight,  with  a  separate  compart- 
.  ment  for  every  size  and  number,  thus  delaying 
no  one  in  being  waited  upon;  the  customer 
seeing  many  things  which  he  needed  but  other- 
wise would  not  have  thought  of,  the  clerk 
quickly  serving  the  customer's  wants  and  not 
keeping  others  waiting,  the  merchant  able  to 
easily  and  quickly  replenish  his  stock,  with  but 
little  delay  to  the  traveling  salesman  in  taking 
the  orders  for  whatever  might  be  needed. 

This  problem,  now  worked  out,  may  appear 
a  simple  one,  but  twelve  years  of  untiring  ef- 
fort and  relentless  energy  of  the  writer  have 
been  required  to  solve  it  and  bring  the  Hard- 
ware store  up  to  the  modern  way  in  which  it 
is  now  being  equipped. 

The  methods  used  in  this  modern  equipment 
are  not  theoretical  but  practical,  being  created 
from  Vhat  actual  needs  demanded;  each  space 
and  compartment  suiting  the  needs  for  it ;  tried 
and  subjected  to  the  most  exacting  tests  by  the 
inventor  and  designer  of  the  system  (whose 
name  it  bears)  by  transferring  the  stock  of  the 
retail  merchant  into  the  new  equipment  when 
installed,  thus  thoroughly  testing  every  fea- 
ture of  arrangement  as  the  work  progressed, 
from  year  to  year,  in  the  construction  of  suit- 
able compartments  for  each  class  and  design 
of  goods,  these  forming  diversified  interior  ar- 
rangements by  which  all  lines  of  standard 
Hardware  goods  have  suitable  space  in  which 
they  are  carried ;  enabling  any  Hardware  store, 
whether  large  or  small,  to  be  equipped  with 
cabinets  and  bases  containing  these  compart- 
ments— selected  as  the  stock  may  require — 
permitting  each  line  to  be  interchanged  or 
placed  in  any  location  of  the  equipment  de- 
sired, whether  at  the  front,  center  or  rear,  as 
may  be  found  desira'ble  after  installing  an 
outfit. 

In  order  that  we  might  definitely  learn  the 
completeness  or  defects  of  our  system,  we 
have,  in  a  few  instances  where  especially  large 
stores  were  to  be  equipped,  taken  the  mer- 
chant's catalogue  or  copy  of  his  inventory  and 
assumed  the  work  of  assigning  each  article, 
size  or  number  to  space  by  itself  in  our  regu- 
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lar  cabinets  and  bases,  also  sampling  each  pat- 
tern back  of  gla^s  in  the  front  part  of  the 
drawer  or  compartment  the  stock  was  to  be 
carried  in,  and  completing  the  work  by  putting 
the  entire  stock  in  its  proper  place  in  the  equip- 
ment, with  the  assistance  of  the  clerks,  and  in 
so  doing  have  demonstrated  that  our  regular 
patterns  contain  compartments  possessing  di- 
versified arrangement  so  complete  that  they 
supplied  the  requirements  necessary  for  these 
extensive  stocks. 

With  severe  experiments  and  tests  Iik€ 
these,  I  am  confident  that  in  our  arrangement 
of  them  for  the  Hardware  store,  the  merchant 
assumes  no  risk  of  its  not  suiting  his  stock ; 
but  even  should  the  quantities  of  some  lines 
in  the  stock  vary  from  that  anticipated, 
changes  of  compartments  will  be  willingly 
made,  or  additional  ones  can  be  sent  at  any 
time. 

It  is  so  complete  and  perfect  that  compart- 
ments are  made  to  suit  the  smallest  and  least 
cared-for  lines,  such  as  bradawls,  nailsets,  belt 
punches,  etc.,  with  as  much  attention  as  the 
more  important  lines  of  edge  tools,  builders* 
Hardware,  miscellaneous  goods  and  even 
crosscut  saws ;  each  class  having  compartments 
suitably  made  for  same — embodied  in  our 
standard  cabinets  and  bases,  these  compart- 
ments being  made  on  an  elastic  principle  to 
suit  large  or  small  quantities. 

Thus  the  equipments  made  from  such  prac- 
tical experience  with  our  thorough  knowledge 
of  Hardware  assures  the  merchant  that  there 
is  no  guesswork,  as  to  their  utility,  in  purchas- 
ing them  and  the  results  in  business  being 
wonderfully  enhanced  through  whatever  selec- 
tion he  may  make. 

This  completeness  of  design  in  arrangement 
of  goods  has  awakened  great  interest  among 
Hardware  clerks  by  having  removed  the  per- 
plexities and  worry  that  the  intricate  lines  of 
Hardware  have  heretofore  caused,  and  making 
their  services  of  greater  value  by  using  their 
time  in  selling  instead  of  hunting  for  goods, 
thus  increasing  each  day's  profit,  and  is  so 
systematized  that  the  merchant  or  manager  is 
relieved  from  detail  work,  permitting  their 
time  and  thought  being  given 'to  other  impor- 
tant interests  and  if  absent  weeks  or  months 
business  will  continue  successfully  in  the  hands 
of  others,  and  the  Hardware  business  has  now 
become  a  most  pleasant,  attractive  and  inviting 
vocation — more  interesting  and  delightful  to 
all. 

Capital  invested  in  goods  should  and  must 
have,  if  successful,  as  faithful  care  and  safe 
protection  in  keeping  it  in  remunerative  condi- 
tion, as  does  the  money  for  which  the  cash 
register  is  purchased.  The  latter  cannot  be 
kept  full  if  the  goods  that  produce  its  supply 
are  wasted,  damaged,  misplaced  or  lost  track 
of  through  neglect. 

This  is  one  of  the  important  missions  of  the 
Warren  System — to  take  care  of  and  be  to  the 


stock  of  goods  all  that  the  register  is  to  the 
cash. 

The  Warren  System  is  a  revolution  of  for- 
mer ways  that  the  changed  business  methods 
of  to-day  make  necessary,  and  responds  to  the 
requirements  of  the  people  in  its  practical  ac- 
complishment of  correct  store  equipment,  with 
as  great  a  value  and  economy  in  business 
methods  as  have  been  introduced  in  any  form 
of  commercial  improvement. 

Its  adoption  bespeaks  the  firm's  business  sa- 
gacity, as  all  communities  are  alert  in  patron- 
izing the  most  popular  modem  methods  that 
economize  their  time  and  provide  clean  goods 
at  satisfactory  prices — hence  its  approval  and 
instalment  'by  practical  people  is  the  logical 
outcome. 


The  Philadelphia  Lawn  Mower  G).,  3101 
Chestnut  street,  Philadelphia,  Pa.,  have  issued 
the  pocket-size  catalogue  of  the  Genuine  "Phil- 
adelphia" Lawn  Mowers.  The  booklet  illus- 
trates the  various  styles  for  the  season  of 
1908.  They  make  the  statement  "We  shall 
continue  to  make  nothing  but  high  grade 
Mowers  and  guarantee  all  goods  against  im- 
perfections, and  warrant  them  to  give  entire 
satisfaction.'* 


A  Clown  Window  Bisplay 

To  make  a  display  similar  to  the  one  in  the 
sketch,  set  up  an  effigy,  respendcntly  garbed. 
Make  the  whiskers  of  long,  sandy  strips  of 
tissue.  The  head  may  be  made  of  a  toy  bal- 
loon, if  desired,  and  an  added  effect  of  gro- 
tesqueness  is  given  if  it  is  attached  by  a 
string  just  loosely  enough  to  permit  it  to  wob- 
ble rather  freely.    Set  up  a  wall  of  boxes  and 


A  Clown  Window  Display 

put  a  fan  behind  them,  arranging  things  in 
such  shape  that  the  current  will  strike  our 
funny  friend's  head,  whereas,  if  the  head  be 
loosely  attached,  it  will  be  kept  a- rolling,  and 
at  the  same  time  the  wind  will  persistently 
"blow  through  his  whiskers."  Show  goods 
with  price  cards  on  the  floor  of  this  window. 
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Bulletin  of  New  Dealers 

(REQUESTS   FOR   CATALOGUES   AND  INFORMATION.) 

Special  reports  have  been  received  at  the  office  of  the  Haidware  D^alsss'  Magazine  from  the  following 
new  dealers  (or  change  in  style  of  firms)  since  last  bulletin,  stating  the  goods  which  they  handle  or  expect  to 
handle.  These  reports  are  sent  to  us  direct  from  the  dealers  themselves,  and  are  therefore  reliable.  They 
want  the  latest  catalogues,  special  circulars  or  price-lists  relating  to  the  classes  of  goods  they  handle.  The 
numbers  indicate  classes  of  goods  handled. 


1  Builders*  Hardware 

2  Machinists'  Tools 
8  Carpenters'  Tools 

4  Cutlery  &  Plated  Ware 
6  Tinware 

6  Woodenware 

7  Rope  and  Twine 

8  Pumps 

9  Agricultural  Goods 

10  Bicycles 

11  House  Furnishings 

12  Guns  and  Ammunition 


13  Building  Papers 

14  General  Hardware 

15  Electrical  Supplies 

16  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Ranges 

19  Furnaces 

20  Saddlery  Hardware 

21  Vehicles 

22  Lead  and  Iron  Pipe 

23  Tin  Plate  and  Metals 


24  Cabinet  Hardware 

25  Horse  Shoes 

26  Plasterers'  Tools 

27  Paints  and  Oils 

28  Glass  and  Putty 

29  Blacksmiths'  Supplies 

80  Fishing  Tackle 

81  Sporting  Goods 
32  Butchers*  Tools 
88  Hose 

84  Weather  Strip 

85  Belting 


80  Lawn  Mowers 

87  Lamps 

88  Oil   Stoves 

89  Stationers'  Hardware 

40  Refrigerators 

41  Shoe  Nails,  Soles,  etc. 

42  Wood   Mantels,   etc. 

43  Plumbers'  Supplies 

44  Steam  Fitters'  Supplies 

45  Yacht  &  Boat  Hardware 

46  Washing  Machines 

47  Incubators 


Arkansas 

Mansfield :    Mansfield  Hardware .  Co. 
Retail   (succeeded  by  J.  H.  Caldwell),  1,  3 
to  7,  9,  10,  12,  13,  14,  18,  20,  21,  25  to  3^ 
35  to  41,  43,  44,  46. 
Paragould:    Cox  Hardware  Co. 
Retail    (opened  new  store),  1  to  47. 

California 

Winters:    Fenley  Mercantile  Co. 
Retail  (succeeded  Baker  Hardware  Co.),  1, 
3  to  9,  11  to  15,  18,  21,  22,  25  to  28,  30,  31, 
33,  35  to  41,  46,  47. 

Illinois 

Virdcn :    Clarence  C.  Shumaker. 
Retail  -  (succeeded  F.  E.  Holderness),  2,  5, 
8,  11,  15,  16,  i9,  22,  23,  27,  43,  44. 

Indiana 

New  Richmond:    Mason  &  Lee. 
Retail    (succeeded  T,   M.  Layne),  1  to   14, 
18,  20,  21,  24  to  28,  30,  31,  32,  36,  37,  3S, 
40,  41,  46. 
Terre  Haute:    Edgar  Dick  Hardware  Ca 
Retail    (purchased  stock  of  Rector  &   Pol- 
son),  1,  3  to  10,  12,  13,  14,  18,  19,  23,  27, 

28,  30  to  34,  36,  38,  40,  41,  46,  47. 
Yorktown:    W.  A.  Goings. 

Retail  (opened    new    store),  1  to  8,  12,  13, 
14,  18,  19,  20,  23,  25  to  29,  31  to  39,  41,  46. 

Iowa 

Bentley:  Stuhr  &  Ehlers  Hardware  Co. 
Retail  (succeeded    P.  M.  Heft),  1  to  14,  18, 
20  to  23,  27,  28,  30,  31,  33,  35.  36,  38  to  41, 
46,  47. 
Blakesburg:    Cohagen  &  Snow. 
Retail   (succeeded  John  Lafollette),  1  to  5, 
7,  8,  10  to  20,  22  to  39,  41  to  47. 
Elliott:    Reynolds  &  Carson. 
Retail  (formerly  Reynolds  Bros.  &  Carson), 
1  to  5,  7,  10,  12,  14,  15,  18,  19,  21,  23,  26, 

29,  30,  31,  36,  38,  46. 

Osceola:    Smith  &  Forbes  Hardware  Co. 
Retail    (succeeded   Iowa   Hardware   Co.),   1 
to  10,  12,  14,  18,  21,  26,  27,  28,  30,  33  to 
36.  38,  40,  41,  46. 


Kansas 

Hill  City:   Rowe  &  Sperry. 
Retail   (succeeded  N.  Wetzel),  1  to  12,  14, 
18  to  41,  43,  44,  46,  47. 
Ogallah:    Nelson  Bros. 
Retail  (formerly  J.  J.  Nelson),  1,  3,  4,  5,  7 
to  12,  14,  18,  21,  22,  23,  27,  28,  29,  31,  32, 
33,  37,  38,  41,  46. 
Randall:    Theo.  St.  Pierre. 
Retail  (succeeded  V.  Vance),  1  to  8,  12,  14, 
16,  18,  20  to  23,  26,  27,  28,  30,  31,  a3,  35  to 
38,  40,  41,  43,  44,  46,  47. 

Maine 

Lewiston :    J.  H.  Chase  Co. 

•   Retail   (formerly  J.  H.  Chase),  1,  3  to  7,  9, 

10,  13,  14,   18,  19,  22,  23,  26,  27,  28,  32, 

33,  34,  36,  38,  40,  43,  44. 
Milo:    Weatherbee  &  Walton  Co. 
Retail    (formerly    Guy    Weatherbee),    1    to 

10,  12,  13,  14,  16,  18,  19,  22,  26,  27,  28,  30 

to  34,  36,  37,  38,  40,  46. 

Massachusetts 

Attleboro:    Browncll  Hardware  Co. 
Retail   (formerly  French  &  Brownell  Hard- 
ware Co.),  1  to  8,  11,  13,  14,  15,  17,  18, 
19,  22,  23,  24,  27,  28,  29,  32  to  36,  38,  40, 
43  to  46. 
Attleboro:    French  &  Fay. 
Retail   (opened  new  store),  1  to  4.  6,  7,  9, 
12,  13,  14,  17,  23,  24,  26,  31  to  36,  38,  45. 
Newton:    G.  A.  Aston. 
Retail   (succeeded  A.  H.  Waitt),  1,  3,  4,  7, 
9,  10,  13,  14,  24,  26,  27,  28,  31,  33,  34,  36, 


41. 


Michigan 


Bbrrien  Springs:    Thos.  H.  Lohr. 
Retail  (succeeded  T.  W.  Reynolds),  1,  3,  4, 
5,  7,  8,  12,  14,  18,  19,  22,  23,  26,  27,  28, 
30,  31,  32,  34,  36,  38,  40,  41,  43,  46. 
Vassar:    Cooley  &  Sweet. 
Retail    (succeeded   F.  La  Zelle),   1,  3  to  8, 
10,   12,  13,  14,  18,  22,  24,  26,  27,  28,  33. 
36,  37,  38,  40,  41,  43,  46. 
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Minnesota 

Owatonna:    Srsen  Supply  Co. 

Retail    (new   store),   1,  3   to   7,  12,   14,   17, 
26,  27,  28,  30,  31,  31,  36,  38,  41,  46,  48. 
Missouri 
Clarence:    A.  M.  Meadows. 
Retail  (succeeded  W.  J.  Daniel  &  Co.),  1  to 
8,   10,  12  to   15,   18,  19,  23,  25,  26,  29  to 

32,  34,  36,  37,  38,  40,  46,  47. 
De  Witt:    Miller  Hardware  Co. 

Retail    (succeeded   Adkins  Bros.),   1    to   10, 
12,  14,  18,  20,  21,  23,  25  to  31,  34,  36,  38, 
41,  43,  46. 
Kahoka:    Woodruff-Seyb  Co. 

Retail    (formerly    Dorsey,    Seyb   &    Wood- 
ruff), 1.  3,  4,  5,  7,  8,  9,  12,  14,  18,  21,  22, 
23,  30,  33,  36,  38,  46,  47. 
Nebraska 

Clarks:    Knight  &  Son. 

Retail   (succeeded  Ed.  Johnson),  1  to  8,  11, 

12,  14,  18,  20,  22,  23,  24,  26  to  41,  43,  46. 
Dalton:    W.  S.  Woolsey. 

Retail    (opened  new   store),   1,  3  to  9,   12, 

13,  14,  18,  20,  22,  25  to  28',  37,  38,  41,  46. 
Humboldt :    Skalak  &  Son. 

Retail    (formerly  Skalak  &  Dutch),   1  to  9, 
12,   14,   18,  19,  21,   22,  23,  26,  29,  30,  31, 

33,  34,  36,  38,  40,  43,  44,  46,  47. 
Pierce:    Klug  Bros.  &  Neuman. 

Retail  (succeeded  Geo.  Gishpert),  1  to  9,  12, 

14,  18  to  24,  26  to  33,  35,  36,  38,  41,  43,  44, 
46,  47. 

New  York 

Brookfield :    Todd  Hardware  Co. 

Retail  (succeeded  by  J.  T.  Stillman),  3,  4,  5, 
7  to  13,  18,  19,  22,  23,  27,  28,  30,  31,  36, 
41,  46. 
Dunkirk:    Walker,  Bisett  &  Pierce. 
Retail  (formerly  Walker  &  Culver),  1  to  8, 
10  to  15,  17,  18,  19,  22,  23,  24,  26  to  38, 
40,  41,  42,  44,  46. 
Troy :   Eastern  Ceiling  &  Hardware  Co. 
Wholesale  and  retail  (succeeded  H.  D.  Hull 
Co.),  1  to  10,  13,  14,  18,  19,  30  to  34,  36, 
37,  38,  40,  41,  46,  47. 

North  Dakota 

Bclfield :   N.  B.  Nelson. 
Retail   (succeeded  E.  O'Connor),   1,  2,  3,  5 
to  8,  10,  11,  12,  14,  18,  20,  22  to  32,  35,  37 
to  44,  46. 

Ohio 
Elyria:    Hubert  Day  &  Sons. 
Retail  (formerly  Hubert  Day),  1  to  7,  11  to 
14,  17,  24  to  31,  33  to  36,  40,  41. 
New  Madison:    W.  H.  Brown. 
Retail   (formerly  Brown  Bros.),  1  to  8,  10. 
11,  12,  14,  18,  19,  23,  25  to  29,  31,  32,  34, 
36,  37,  38,  41,  46. 
Salem:    C.  S.  Carr. 
Retail  (formerly  A.  M.  Carr  &  Sons),  1  to 
7,  10  to  14,  17,  18,  20,  21,  24  to  29,  31  to 
36,  38,  40,  41,  46,  47. 

Oklahoma 
Guthrie :  Underwood  &  Hall  Hardware  Co, 


Retail  (opened  new  store),  1  to  8,  12,  14,  18, 
20,  23,  26,  29  to  41,  46. 

Oregon 

Astoria :   Zaph  Furniture  &  Hardware  Co. 
Retail   (formerly  H.  H.  Zapf),  1,  2,  3,  5,  6, 
7,  10,  14,  18,  31,  33,  36. 

South  Carolina 

Williston:    Williston  Hardware  Co. 
Retail  (new  store),  1  to  10,  12,  14,  19,  22  to 
26,  29  to  33,  35,  38,  41,  43,  44,  46. 
South  Dakota 
Hayti :    Cole  &  Nofus. 

Retail  (opened  new  store),  1,  3  to  9,  12,  13, 
14,  18,  21,  27,  28,  46. 

Tennessee 

Etowah:    Etowah  Hardware  &  Furniture  Co. 
Retail   (opened  new  store),  1  to  10,  12,  13, 
14,  33,  37,  38,  40  to  44. 
Lebanon:    Freeman  &  Co. 
Wholesale  and  retail  (formerly  H.  M.  Free- 
man &  Co.),  1  to  9,  12,  14,  15,  18,  20,  21, 
22,  25,  26,  29,  33  to  36,  38,  40,  41,  43,  44.46. 

Texas 

Itaca:    F.  B.  Lay  Hardware  Co. 
Retail   (opened  new  store),  1  to  10,  12,  14, 
18,  20,  21,  22,  24,  29,  30,  31,  33,  36,  37,  38, 
41,  43,  46. 

Washington 
Steptoe:    Anderson  &  Trowbridge. 
Retail    (opened  new  store),  1  to  9,  12,  13, 
14,  18,  21,  22,  24  to  38,  40,  41,  43,  46,  47. 
Wisconsin 
Blue  Mounds:    E.  Bey. 
Retail  (formerly  Mullen  &  Bey),  1  to  9,  12, 
14,  18,  20  to  24,  26,  30  to  33,  35,  36,  38,  41, 
46. 


A   Jobber's   Method  of   Showing   Territory 
Covered— Logan-Gregg  Harpware  Co. 
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Who  Hakes  the  Ctoodsf 

No.  256.  "American"  Calf  Weaners. 

No.  257.  "Lincoln"  Saw  Set. 

No.  258.  Hand  Cuffs  and  Leg  Irons. 

No.  259.  Address  of  F.  Schwartzchild  &  Co., 
makers  of  Alcohol  lamps. 

No.  260.  Machines  for  making  alcohol. 

No.  26L  "Brunswick"  Revolver. 

No.  262.  Machine  for  shredding  orange  and 
lemon  peels. 

No.  263.  Pyramid  Sinkers. 

No.  264.  "Elephant"  Air  Rifle. 

No.  265.  A  patent  vise  that  can  be  used  for 
filing  Yale  and  Corbin  keys. 

No.  266.  Bull  Rings,  made  of  5-16-inch  cop- 
pered wire  2%  inches  diameter 

No.  267.  "Newman's"  Patent  Steel  Skewer, 
having  a  wavy  stem. 

No.  268.  "20th  Century"  Cake  pans. 

No.  269.  Socket  head  case  hardened  screws. 

No.  270.  "Hock's"  Burner,  otherwise  known 
as  "Buckeye." 

No.  271.  "Queen"  Summer  Stoves. 

No.  272.  "Sunshine"  Sp'rinklers. 

No.  273.  "Victor"  Knife  Sharpener. 

No.  274.  "Duplex"  Knife  Shaipener. 

The  Ballad  of  Peter  Brown 

An  enterprising  Yankee  chap 
Whose  name  was  Peter  Brown, 

Opened  a  store  on  Deadmari  street 
In  Sleepy-headed  town. 

The  other  merchants  on  the  block. 
Old-fashioned  chaps  were  they, 

MeWIINNIE  WIEEL  BAEEOW  WOEKS 

POUCIHKBBP6IB.  IV.  Y..  U.  ri.  A. 

Manafactarer  of  all  kinds  of 
Wooden,  Steel  Tray  and  Steel 
Tabular 

Wlieel  Barroivs 

for  railroad,  coal,  stone, 
mortar  and  garden  use. 


PHENIX 

HANGERS  AND 
FASTENERS 

Solve  the  Problem 

■|»ifltlHif«BiPaitai 
WlBitiv   ScTMat   aai 


Easily  hung  or  removed 
from  Inside.  Glean 
Windows,  Ideal  Venti- 
lation. No  flies,  «olid 
comfort.  Retail  at  10c., 
16o..  aOc.  and  80c.  per  set 
with  screws.  For  cata- 
logue and  trade  dis- 
counts address 

Phariz  Nff.  C«. 

•M  CMter  MTMt 


TURINBUOKLrBS 


MERRILL  BROS.,  Brooklyn.  N.  Y. 


Lighted  their  stores  with  oil  or  gas, 
Their  fathers  lit  that  way. 

But  Peter  he  was  up  to  date 
And  eke  a  little  wise. 

Said  he:   "Electric  light  for  me- 
lt pays  to  advertise." 

He  lighted  up  his  little  store 

With  incandescent  lamps, 
And  chuckled,  "Let  the  other  folks 

Invest  in  trading  stamps." 

His  store  stood  out  from  all  the  rest, 

The  people  came  en  masse. 
Attracted  by  the  brilliant  glare 

They  simply  couldn't  pass. 

He  did  the  business  from  the  start. 
They  couldn't  keep  him  down, 

The  combination  was  too  stiff — 
*Lectricity  and  Peter  Brown. 

The  ancient  merchants  viewed  dismayed 

The  rise  of  Mister  Brown, 
Some  followed  suit  and  lit  with  "juice" 

Some  lit  out  of  the  town. 

And   Brown   who   rich   and   richer  grew 

When  lighting  up  at  nifi^t 
Would  oft  remark:  "Success  is  due 

To  pluck  and  luck  and  light." 


MRVIS  FISHINfi  GGAT 

^~    For  Woar  With  Wadora  ^^^^ 

AjkMUA«iAM4 — AABaiAa»*kiA — t^ig  pockets  f^ri4^ 
enience  for  a  teip 
stream. 

:k  pocket  on  the 
^arxy  lunch,  shoes 
balky  articles. 
mORT  —just  laps 
top  of  waders, 
intents  o£  pockets 
^  can't  get  wet 
^  unless  you  have 

to  swim. 
YOU'LL  WONDER 


HOW  you  ever  got 

_  Qg  wiUiout  one. 

Sent  prepaid  on  receipt  of 
price.  Army  Khaki  Ctoth  each  $3.50.  atmrj 
Tan  Duck  each  $3.00. 

Ordor  Ono  Today. 

JARYI8  fc       ->       for    use 

BAIT    '^^'"-^^■■i^^HBL    ^^^ 

HnoK  ■•       </^    sahedor 

!1££J5  ^^     pickeled 

minnows,   for  trolling,  casting   or    stitt  fishing. 
HoUi  mhuioirin  DKtanl  potitloo;  It  cut  dotible  op  in  a  hmp 
M  with  other  books.    Just  luttnxally  tonpts  the  fliri^  tbta  booki 
him.    Beit  catcher  erer  devised.    Per  doscaf  1.00. 
Scad  10c  fto  sunple  sod  complete  Infonutioa  or  aSk  yoor  dealet. 

W.  B.  JMViS  CO.,  erand  Rspldt,  Mob. 

L      "  9«  Canal  StrMt.  '^  > 
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MYsnc 

Soup  Spoons 


STAR     (*)     BRAND 

silver  plated  knives,  forks  and  spoons  for  over  half  a  century 
have  been  known  to  the  trade  as  of  the  highest  grade 
produced.    Every  piece  bearing  the  stamp 

if  ROOERS  &  BRO.  A-1 

has  over  fifty  years  of  experience  back  of  it. 

Send  for  catalogue. 

We  are  always  ready  to  aid  the  dealer  in  his  advertis- 
ing, and  supply  cuts  and  printed  matter  without  cost.  Send 
for  booklet,  "Advertising  Hints  and  Suggestions,  etc." 

ROGERS  &  BROTHER,  w*term)ry.  coww. 

Intomatlonal  Silver  €•••  SuccMSor 
New  York  Warerooms:  9-11-13  Maiden  Laae 


CREST 

Tea  Spoons 
Butter  lUiife 
■DO  aogv  aneii 
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FEBRUARY 

In  this  issue  we  offer 

"  Correspondence. ' 
The  first,  of  a  series  of  Twelve  articles 
on  "The  A.  B.  C.  of  Business  System.** 


TRADK 


1908- 


MARK 


At  the  end  of  the  series  "  The  A.  B.  C. 
of  Business  Sjrstem,**  will  be  bound  in 
pamphlet  form  and  mailed  to  any  Hard- 
ware Dealer  in  the  world  upon  request. 


WE  nLE  LETTERS  IN  DRAWER»-'«tDERS  IN  BINDERS-AS  ILLUSTRATED  ABOVE. 

THE  A.  B.  C.  OF  CORRESPONDENCE. 


Business  to-day  is  conducted  by  correspondence.  The  Ofiiccrs  of  large  business  houses  meet  and 
know  personally  only  a  small  proportion  of  their  customers.  Therefore  a  Bouse  is  largely  judged  by  the 
character  of  its  letters. 

The  first  thing  is  for  a  correspondent  to  get  his  facts  straight.  If  your  facts  are  wrong,  your  letter 
is  wrong.  You  are  making  extra  work  for  yourself  and  for  your  correspondent.  Nothing  creates  a 
more  unfavorable  impression  than  to  see  from  a. letter  that  your  correspondent  does  not  understand 
wha;t  he  is  writing  about,  or  has  been  too  careless  or  indifferent  to  get  the  facts.  In  a  complicated 
case  it  helps  to  draw  mp  the  points  on  a  scratch  pad,  arrange  them  in  order,  and  then  write. 

After  getting  your  facts  express  yourself  respectfully,  clearly,  tersely,  confining  your  letter  closely  to 
the  subject  at  hand.  Joking  in  typewriting  is  dangerous.  Don*t  be  familiar.  Don^t  be  facetious.  Your 
correspondent  may  be  very  ousy  and  have  no  time  to  waste. 

Much  time  is  saved  by  asking  questions.  Men  have  been  put  in  jail  for  making  statements,  but  not 
for  asking  questions.  Then  the  other  man  must  do  the  explaining.  You  are  the  judge  of  his  explan- 
ation. But  tt  is  humiliating  to  write  a  letter  making  strong  statements  and  then  have  it  shown  you 
are  in  the  wrong.    Never  write  a  letter  when  you  are  angry. 

The  object  of  letter-writing  should  usually  be  to  close  up  the  correspondence  to  the  satisfaction  of 
your  correspondent  as  promptly  as  possible.  Business  correspondence  is  not  supposed  to  be  for  pleasure. 
If  you  write  for  anything  tell  your  correspondent  just  what  you  want.  If  you  wish  several  things, 
number  them  and  state  just  what  they  are.  If  it  is  necessary  to  write  a  long  letter  on  one  subject,  it 
will    help    both    the    writer    and    reader    if   written   under  headings, 

A  house  of  any  size  facilitates  its  work  by  tiividing  it  up  into  such  departments  as  Buying,  Sales, 
Quotation,   Claim,   Mail-Order,    Shipping,    Stock,  etc. 

You  will  help  your  correspondent  and  receive  more  prompt  service  if  you  will  write  about  each 
subject  on  a  separate  sheet.  Then  the  various  departments  will  handle  your  letters  at  the  same  time, 
and  you  will  receive  answers  promptly.  When  a  long  letter  on  various  subjects  is  all  jumbled  together, 
it  is  necessary  to  copy  the  different  subjects  of  the  letter  for  the  different  departments  or  to  pass  the 
original  letter  from  department  to  department.  This  causes  trouble  and  delay.  FajJer  is  cheap  I  Time  is 
valuable! 

If  you  write  about  an  invoice,  give  the  date  of  the  invoice,  and  the  order  number.  If  about  an 
order,  give  the  date  and  state  what  the  order  is  for. 

There  are  various  methods  of  filing  correspondence.  We  file  by  States,  by  Cities,  and  then  alpha- 
betically by  customers.    Some  houses  file  by  subject,  using  a  card  index. 

A  carbon  copy  of  our  answer  is  attached  to  the  original  letter  and  they  are  filed  together.  There- 
fore we  have  in  one  place  a  complete  history  of  the  correspondence  in  each  case.  In  modern  business 
the   carbon   copy    has   taken   the   place    of   the    old-fashioned  copy  book. 

NORVELL-SHAPLEIGH    HARDWARE  CO. 

184S  ST.    LOUIS 
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FEBRUARY 

On  this  page  we  iUustrate  our  Mascot 
or  February.  "Diamond  Edge  Hatchets.** 
they  are  perfect  tools. 


1908- 


All  our  Salesmen  are  carrying  samples  of 

Diamond  Edge  Hatchets 

This  Month. 

If  our  salesman  does  not  call— write  us. 


DUMOND  EDGE  HATCHETS  4 


WE  TEACI  YtUR  CLERKS  lOW  TO  TALK 
DIAMOND  EDGE  TOOLS. 

In  each  package  we  place  a  small  Cir- 


I«  Aviwiixsio  AoVBliTXiBiiiiiTS  XT  zi  DssziLAaLi  THAT  You  MENTION  HARDWARE  DEALERS' MAGAZINE, 


Digitized  by 


Google 


464 


HAkDWAkE  DnALEkS'  MACA^WE 


^■BEUABT,  IftOS. 


HerricK    Refri|(erator   Co. 

WATERLOO.  IOWA 

High  Grade  Refrigerators  at  Cost  of  the  Ck)mmon. 

Sixty-five  styles.  Every  refrigerator  built  of  solid  oak. 
Absolute  dry  air  system.  Positively  no  mould  or  taiut.  Economi- 
cal and  convenient. 

Save  the  usual  loss  and  shrinkage  of  profits  by  installing 
one  of  our 


Dry  Air  System  Refrigerators 

Mineral  wool  insulated  in  every  wall  and  door  and  packed  to 
the  full  thickness. 

CATALOG  MAILED  UPON  REQUEST. 

It  is  not  too  early  to  give  the  refrigerator  question  your  atten- 
tion.   Price  very  reasonable — nothing  hotter. 

Wrlt«  te-4«i.y  to 

HERRICK    REFRIGERATOR    CO. 

FACTORY.  WATERLOO.  IOWA  D«pt.  H. 


GL.A.S  COCK'S       R  A.CE:RS 

*'TttE  IfONEY-MAKEBSr    rOR  YOU 

~  ~'    StroBfctt.  Speediett.  Host  Blefantiy  Finshed  Hud  Can  on  tbe  nurket. 

t  in  fbar  saiet  for  both  bojrt  and  giria.    Adveitiaed  in  all  the  leadnf  nagaanca  for 
efh.    Write  for  our  aiuatratcd  caUlofve.    We  luive  real  talkinrpoiata. 

"We  will  exhibit  our  line  at  the  following  Hardware  Shows  to  be 
held  in  connection  with  the  annual  meetings  of  the  Retail  Hardware 
Dealers'  Association: 


MUwaukee,  Wis., 
Cedar  Rapids,  la., 
Indianapolia.  Ind., 
Buffalo.  nTy., 
Columbus.  0., 
Peoria,  111., 
"Don't  forget  to  call  upon  us." 


Feb.  6th  to  7th. 
Feb.  18th  to  Slst. 
Feb.  18th  to  20th. 
Feb.  18th  to  Slst. 
Feb.  86th  to  87th. 
Feb.  89th  to  88th. 


GLASCOCK  BROSo  MFGo  CO. 


ifimciB 

IND. 


The  name  CLARK  insures  qUAUTY,  WORKMANSHIP  and  DURABILITY  in  our  oomplMe 
line  of  TRUCKS  and  CASTORS,  THE  GEORGE  P.  CLARK  CO.,  Windsor  Locks,  Oonn.,  New 
York  Office,  Bo6m  806,  258  Broadway. 
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Ttie  Only  Safe  Snap 

The  Kllacsaap  Is  the  only  mtfe  harnen  map  made.  It  cannot 
be  rubbed  looae  by  the  bone,  will  not  freeie  up— absolutely  proof 
airalnstunftMtenlnirexoeptby  hand.  Made  from  one  piece  ofsprlng 
•teel,  it  to  the  ilmpleiit,  Ktronirefit  and  cheapest  map  mada.    The 

Jf/mgsii&p 

SAFETY 

Harness  Snap 

can  be  operated  without  removing  the  glove  or  mitten.  Seadl 
7««r  denler*B  aame  aadl  S  ceata  for  a  trial  pair  by  mail—poet- 
age  preimid  to  any  addreea.  We  want  you  to  examine  the  Kling- 
ra«p  and  become  convinced  that  it  Is  a  snap  you  can't  do  without 

m  NATIONAL  SAFETY  SNAP  CO^  WIIiid^[tM,0. 


ESTABLISHED  A.  D.  ISM 


WIUUIAM    JOHNSON 

Hedenberg  Works.       Newark,  New  Jersey 


High  Grade  Special  Extra  Broad  Trowels 

Made  an  Suggestions  of  Masons  and  Brickiqyers 

Have  large  sale  wherever  introduced 

All  styles  of  Brick,  PointinK  and  Plastering  Trowels.    High  Grade 
Garden  Trowels  of  sevenu  kinds. 

I  also  make  Spokeshaves,  Screw  Drivers,  Keftsterlng  Calipers,  Outside,  Inside  and  Double  Calipers: 
Pattern  Makers'  Pinch  Dogs,  Tack  Claws,  Extension  Leg  Dividers,  Wing  Dividers,  Conductors' 
Punches,  Revolving  Punches,  Spring  Punches,  Belt  or  Saddlers'  Punches;  Masons*  Brick  Jointers, 
Gas    Pliers,   Cold   Chisels,   Cape  Chisels,   Plumbers'   Tools  and    many    other    Mechanics'    Tools. 

Send  for  Catalosne  and  Prices. 


IVfONfEY  is  scarce ! 
COAX^  Is  Hlgti ! 

Now  l8  the  Logical  Time  to  sell  Ash  Sifters. 
The  "Acme"  has  more  good  Selling  Points  than 
any   other  Ash  Sifter  before  the  Trade,  viz.: 

Entirely  Automatic. 
No  Staaldiig  or  Revolving  Sieves. 
Saves  Cinders  nrltlioot  Trooble  or  Work. 
Saves  Cinders  nrltlioot  Soiling  the  Hands. 
Pays  Good  Profit  to  Dealers. 

AtME  Mli-BEIRim  SALES  SO.,  56  Wirm  Stmt,  Now  York 


JUST 
WBAT 
YOITEE 
LOOKING 

Font 

Send 
'  Poetal  for 
Brief, 
Bright 
Booklet 
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No.  74i  Stove 


Tanning- 

Alcohol  Gas  Stove 

NICKEL  PLATED 

Hot  leals  Withoot  Hot  Kitchens 


Absolutely       Sufficiently    236werful    to   prepare   as  complete  a  dinner 
j^  on  the  dining  table  as  on  the  kitchen  gas  range      An 

iiivaluable   adjunct   to   the   sick   room,  a  home  conven- 
ExplOSive        ience  at  all  times. 

The  possibilities  of 
chafing  -  dish  cookery 
have  been  doubled  by 
the  Manning-Bowman 
Alcohol  Gas  Stove.  It 
has  three  times  the 
heating  power  of  the 
regular  chating  -  dish 
lamp,  yet  regulates  to 
a  simmering  flame  at 
a   touch. 


CHAFING  DISHES 

(With  Patent '"Ivory"  Enameled  ^_    ^ttam^  a*     t.  t  ^      ^u  xt       r^-  ». 
'         rood  Pans  )  3W/76  Alcohol  Gas  Chafing  Dwh. 

"METEOR"  ife)    Hotel  Ware,   Bathroom 

Circulatiag  Coffee  Percolators  aK  Furnishings,  etc. 


MANNING,  BOWMAN  &  CO.. 


MERIDBN, 
CONN. 

NBW  YORK,  25  West  Broadway  CHICAGO,  158  5Ute  Street 

Catalogue  No.  53  illuatratea  complete  line 
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ONEIDA  HAMMOCK  CHAINS  1 


=G  AX.  VAN  IZE:D= 


make    the    use    of  rope   for  suspending    Hammocks 

CRiivfiNA.1-.  imegligeivce: 

Much  easier  to  attach  and  adjust  than  rope.  Tested 
to  hold  1500  pounds.  Hot  galvanized — cannot  rust. 
Made  in  three  lengths.  One  pair  in  a  box — an  ideal 
shelf  package. 

Put  in  a  stock  to-day.     Push  them,  Display  them. 
Safety  to  your  customer — generous  profits  to  yourself. 

ONEIDA   COMMUNITY,   Ltd.,   Oneida,  N.  Y. 

MAKERS  OF  ALL  KINDS  OF  CHAIN 
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OfflO  HARDWARE  ASSOCIATION 
^  EXHIBIT^ 

With  the  Annual  Convention 

MEMORIAL  HALL  FEBRUARY  25,  26.  27 

COLUMBUS,  OHIO  Nineteen  Hundred  and  Eight 

A  great  exhibition  and  a  splendid  attendance  assured.  Ohio,  with  her  2,000 
Hardware  merchants,  is  one  of  the  banner  Hardware  States  of  the  Union. 

Exhibitors  will  find  this  the  most  economical  means  of  getting  in  touch  with  the 
Ohio  Hardware  trade,  both  in  the  way  of  making  sales  and  in  advertising.  One  of 
our  regular  exhibitors  says  that  last  year's  Convention  brought  him  $10,000  worth  of 
business.  The  Ohio  Hardwalv  Exhibit  brings  ttauXts.  Considering  conveniences 
provided  and  attendance  attracted  through  our  Convention,  we  offer  the  exhibitor  an 
unusual  opportunity  to  show  his  goods  to  Hardware  buyers.  Is  it  worth  anything  to 
you  to  meet  the  Hardware  merchants  of  Ohio  face  to  face? 

WE  PURNI5H  YOU  WITH  UNIVERSAL  BOOTH  READY  TO  BB  OCCU- 
PIED9  thus  saving  you  time,  annoyance  and  expense  of  sending  men  in  advance  to 
fit  up  quarters;  no  lumber  to  buy;  no  carpenters,  electricians  or  decorators  to  look 
after.  The  central  portion  of  the  beautiful  and  commodious  Memorial  Hall  will  be 
reserved  as  Universal  Booth  section.  Prices  of  space   here  include  an  artistic 

booth  (with  electric  lighting)  especially  de- 
signed for  this  Exhibition  by  an  architect, 
and  handsomely  decorated.  This  is  an  entire 
innovation,  and  one  which  is  not  only  meeting 
with  the  approval  of  the  exhibitors,  but  will 
give  the  exhibition  a  distinctive  attractiveness 
by  reason  of  the  harmonious  effect. 

Outside  of  Universal  Booth  section,  space 
is  sold  exclusive  of  Booth,  and  exhibitors  may 
erect  their  own  booth  or  contract  with  Com- 
mittee  for   Universal    Booth. 
This  convention  and  exhibit  will  bring  together  the  largest  number  of  retail 
Hardware. merchanU  ever  assembled.     These  merchants  attend  for  the  purpose  of 
studying  the  displays  and  buying  new  goods. 

Dp  not  delay  making  reservations.  Last  year,  we  were  forced  to  turn  away  tardy 
applicants,  by  reason  of  all  the  space  being  sold. 

Reservations  made  in  order  in  which  applications  are  received. 

May  we  send  you  Floor  Plan,  Isometric  Perspective  and  Price  Card? 

W.   L.  JACOBS,  Chairman,  Youngstown,  Ohio. 
W.  M.  CRUMRINE,  Salem,  Ohio. 
J.     R.    DICKSON,  Columbus,  Ohio. 

FRANK  A.  BARE,  Secretary,  Mansfield,  Ohio. 
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COOLEY    WEANERS    wean  every  time 


/^ 


Tvune  gmiiiK. 


Animald  cannot  suck  or  hurt  otiier 
animals  while  wearing  a  COOLEY 
WEANER,  but  can  eat  and  drink  with- 
out trouble.  Guaranteed  not  to  make 
the  animal's  nose  sore.  Order  from  your 
jobber.     Manufactured  by 

TAAIVV  live    TA    lM-i07  So.  Canal  St.. 

cuulIjI  nrii.  cu.  Chicago,  ill. 

Also  manafaclurrrs  of  Coat,  Pants,  Suit  and  Hat 

Hangers,  Carpet  Beaters  and  other  wire  novelties. 

OUR  PRICES  ARE   RIGHT 

We  Do  Not  Sell  to  Mail  Order  Houses 


Whi^e  trying  to  pupU. 


When  yon 

sell  Levels 
-sell  the 
Right  Kind. 


COOK*8  PATENT  LBVEL. 


▲  Tool  70a  can  sell  qnicklj,  profitably  and  satisfactorily  to  Carpenters,  Masons,  Bricklayers,  and  all  who 

ase  Levels  or  Plumbs,  is  the 


1DA.VIS  &    COOK    LEVEL 


The  dlfterent  LoTel— with  the  bulb  seen  in  all  positions.  Under  or  OTor— or  10  feet  away.  Yon  know  the 
troable  with  the  old  slyle  bulb-in-the-top  LoTet— omIom  onlaM  yon  stand  over  them.  For  sale  by  aU  leading 
jobbers.    Catalogue  on  application.    Made  only  by 


DAVI8  A  COOK, 


Watertown,  N.  Y.,  U.  8.  A. 


\ 


KIRCH'S  SANITARY 

G>mUoatloa 
Cofninode 
Chamber  Pall 

Absolutely  Otlorless 

Because  cover  fits 
down  into  groove  of 
water,  forming  a  trap. 

Aak  Your  Jobber 

WEBER -KIRCH 
MFG.  CO. 

KEOKUK,    -    -    IOWA. 


The  ''V  Alligator  Wrench 


This  makes  a  very  good  wrench.   Made  of  good  steel,  and 
yon  will  find  you  can  use  it  In  many  places.   Made  by 

f.    ftl.     MoGABB,     Sh^ltoriv     Gonn. 


) 


Nut,  Bolt, 
Rivet,  Screw 


erjf 


Write  for  Catalogue. 

WATERBURY  PARREL 
FOUNDRY  AND  MACHINE  COMPANY 

Waterbury,  Conn.,  U.  S.  A. 


<<  YANKEE^  CAN  AND  BOTTLE  OPENEft 

■cBVTCi  TUi  Caps 
Pails  Ctrks 


l^EADER    AT    iOo* 


Costs  you  no  more  than  the  ordinary 
Write  us  for  name  of  nearest 
Jobber. 

Taylor   lVff0.  Co. 

HARTFORD.  CONN. 


Consult    BUYERS'    REFERENCE  TO   ADVERTISEMENTS    oir    Last    Paobs. 


Digitized  by 


Google 


Febbuabt,  1908-.  HARDWARE  DEALERS'  MAGAZINE  411 


2OO1  CENTURY 


Bam  Poor  Hangcrs»  Roller  Bearing 

Eond  Track,  Made  In  Two  Foot  Sections  Only 


Hangers  on  the  Shelf.    Track  Under  the  Counter.    Both  in  Aluminum  Finish. 
A  MONEY  MAKER !     A  TIME  SAVER ! 


REAR  VIEW  Crate  10x10x24  in.,  containing  100  ft.  20th  Cent.  Track         FRONT  VIEW 


HUNT-HELM-FERRIS  &  CO.,  Mannfaeturers,  HARVARD,  ILLINOIS 


"An  Ounce  of  Sight  is  Worth  a  Ton  of  Print" 


THE  HOME  SHOW 

MAY  2  to  9,  INCLUSIVE,  AT 

GRAND  CENTRAL  PALACE 

NEW  YORK  CITY 

Exhibits  of  BnUders*  Hardware,  Hoosehold  Goods,  Bathroom 
Fixtares,  Kitchen  Furnishings  and  Novelties 

5pace  Now  Being  Allotted 


For  additional  information  address 

The  Home  Exhibits  Co.  (Inc.),   52  Broadway,  New  York 

AND   GRAND   CENTRAL   PALACE 
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MG  PROFITS  FOR  YOU 


in  tne  u.  s.  ana  roreign  coumneii 


They  go  quick 
at  the  price 


25c  RetaU 


The  rlmplest  and  most  practical  of  any  eye  clip 
on  the  market.  ,  ^  ,  . 

Takts  out  the  eyes  quick  as  a  wink. 
Saves  fruit  and  saves  bother. 

Made  enlirely 
of  sleel 
handsomely 
nickeled. 

Every  dozen  mounted 
OD  an  attractive 
Double  Display  Card. 


I 


Liberal  Dlscoiiiits  lo  Ihe  Trade 

Harvey  Mannfactnring  Co. 

S49  Graidte  ndfl.  ROCHESTEK,  N.  Y.   J 


C.  G.  Hnssey  &  Company 

PITTSBURGH*  PA. 

Manufaeturmra  of 

COPPER 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Tacks 
C<vper  Gaskets. 


Use  the  Best 

The  "Sure  Qrlp" 

SteelTackle  Block 

is  taking  the  place 
of  all  other  hoist- 
ing blocks        :        : 


FULTON  IRON  WORKS 


American  Standard  One  Hand  Rotary  Disc 

PI    Jt  TUT H ff  '^^^  ^'^  Reliable*' 

Maaily  Operated  by  a  Boy  or  Girl 

Fitted  with  Sheffield's  famous  adjustable  "seed  disc/'  which  rotates 
similar  to  the  disc  in  a  horse  planter. 

Especially  adapted  for  planting  field  corn  and  beans,  although  used 


for  various  other  seeds  and  grains, 
-  -  -    -  -  ■  \i 

countries. 


Sold   in   46   States   and   Territories   of  the   Union;    also   12    foreign 

SHEFFIELD  POTATO  PLANTER 

The  best  features  of  all  others  combined  in  this  planter.  The  handle 
is  adjustable  to  the  height  of  the  operator.  The  jaws  and  points  are 
superior  to  any  other. 

Send  for  Descriptive  Circulars  and  Prices. 

SHEFHELD  HFG.  CO.,  Burr  Oak,  Hlchlgas,  U.S.A. 

The  Larsrest  Makers  of  this  ChMS  of  Goods  in  the  United  Statei 


The  Easy  Lawn  Mowar  Sharpanar 


The  Easy  Sharpener  is  a  device  to  attach  to  any  lawn  mower. 
No  screws  to  adjust  and  so  simple  a  child  can  operate.  At- 
tached  in  an   instant  and   sharpens  in   a   minute.    Works  auto- 


Adfortable  HnkliHI  Pis  m  the  Harkel 


matically  and  sharpens  all  blades  to  a  keen,  accurate  edge.  Made 
in  all  sizes  and  of  the  very  best  material,  fully  jraaranteed. 
Write  at  once  for  catalog,  terms  and  discounts.  Catalogs  of 
other  lines  sent  also  upon  request. 

NATIONAL  MACHINE  &  STAMPING  CO.,  Inc. 

Successors  to  Sanitsry  &  Specialty  Co.  and  C.  Frederick  Richards 
DETROrr,  MICH.,  U.  S.  A. 

Tha    ««A.KIN    HUSKER" 

].— It  has  a  spring  mounted  point— a  new  and  superior  feature. 
2.— It  holds  the  hand  firmly  together  making  It  imposbibiji  to  jar 
HANDLE  OR  8TRAIN  WRIST  and  does  uol  penetrate  the  ear  when  re- 
moving the  huskf.  3.— It  removes  more  husks  than  other  pins  or 
hooks  do.  4.— It  slips  over  mitten  or  glove  and  It  is  impossible  lo 
blister  the  hands  or  fingers.  5.— It  has  been  thoroughly  tested  by 
practical  buskers  and  pronounced  In  every  way  satisfactory. 

For  Sale  by  all  Jobbers.  PRICB.  25  CENTS 

SMITH  Sl  DAVIS,  Sole  Mtfralactarcrs.  AMES,   lA. 
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GARMENT    HANGERS 


The 
Taplin  Mfg.  Co. 

NEWBIITAIN,CONN.,l}.S.A. 


iss 


Slrcel,  New  Ywk,  N.  Y. 


BOTTLE    STOPPERS 


"TWO  IN  ONE" 
WINDOW   WASHER. 

Sells  OB  tWht  to  oTory  houso- 
Koepor.  If  you  want  to  sell 
all  tlM  window  cloanors  used 
in  yotur  town— write  ns.  :: 

G.   C.  REITER,  CeLAton,  0. 


Cooking  a  meal  for  eight  people  over  one 
burner  on  any  kind  of  a  stove. 

Ohio  Combination   Steam 
Cooker  and  Baker 

The  Ohio  Cooker  Is  belne  advertised  In 
maKEzInes  having  a  clrculatlou  of  over  ten 
million  women,  who  are  Interested  In  a 
kitchen  device  that  will  save  kitchen 
drudgery,  reduce  their  fuel  bills  50  per  cent., 
and  save  as  much  more  in  time,  labor  and 
provisions.  It  cooks  all  articles  of  food 
dellclously.  and  makes  tough  meat  tender. 

Our  magazine  advertising  is  bringing 
thousands  of  inquiries  from  all  over  the 
country..  All  inquiries  where  we  have  local 
dealers  are  referred  back  to  the  dealer. 
Handsome  display  cards  are  furnished,  to- 
gether with  a  fine  electrical  display  stand, 
also  a  supply  of  literature. 

A  handsome  48-pa9e  catalogue  and  dis- 
counts mailed  on  requeM. 

Do  not  fail  to  write  Immediately,  and 
secure  the  agency  for  this  great  money- 
maker.    Address 

The  OmO  COOKER  COMPANY 
516  Jefferson  Ave.,  Toledo,  0. 


Door  Springs  Jh 


DO  NOT  BUY  UNTIL  YOU 
KNOW  ABOUT  THE 

^  Wagner 
Jointed  Spring^ 


WRITS  FOR  OUR  COMPLBTS 
CATAI^OG 


WAGNER  MFG.  CO.*  Cedar  FallSt  Iowa 


BUILDING  PAPERS  -^ 


A  line  of  all  grades  suit- 

for     the     Hardware 

and  Building   Trades. 


Write  for  Sample  Book  and  Prices,  - 


C.  B.  HEWITT  &  BROS.,  48  Beekman  Street,  NEW  YORK  CITY 


for  HARDWARE    WRAPPING    PAPERS 
and    WOODWORKING  GLUES. 


EMtem   Ageots   for   CONGO  NEVER-LEAR  ROOFING. 
Send  for  Samples  and  Price  List. 
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Do  You  Handle  Brass  Firo  Place  Fixtures? 


Yest 


Q  Then  you  have  never  had  a  better  opportunity 
to  purchase  Andirons,  Firesets  and  Fenders  than 
now.  Qlf  you  have  our  catalogue,  make  up  a 
list  of  your  requirements  for  Spring  or  Fall,  and 
we  will  enter  your  order  now  and  give  you  the 
advantage  of  the  present  metal  market.  Q  We 
will  deliver  when  you  say  so. 


THE    ROSTAND    WIFG.    CO.  ■"'c^T."."" 

Andirons,  Fenders,  Firesets,  Candlesticks,  Door^Knockers  and  Hardware  Spedalties 


CpNSu^T    BUYERS'    REFERENXE   TO    ADVERTISEMENTS    on    Last    Pages, 
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New  Pattero  Heavy  Screw  Clamps 

STRONGEST  IN  THE  MARKET 

For  Sale  by  all  the  Principal  Hardware  Dealers 

Send  for  Price  List 

MALLEABLE  IRON  CASTINGS 

of  superior  qaallty.  and  Hardware  Specialties  In  MalleabU 

Iron  made  to  order 
HAMA4BR  A  CO.»    -    Branford,  Conn. 


GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire  Fastener 

Sold  by  all  Jobbers 

Manufactured  only  by 

J.  L.  Clark  Manofactnriog  Co. 

Rockford,  Illinois 


Ik  Answering  Advertisements  it  is  Desirable  that  You  Mention  HARDWARE  DEALERS' MAGAZINE. 

Digitized  by  ^ 


.oogle 


4i6 


HARDWARE  DEALERS'  MAGAZINE 


Tebbvaxt,  1908. 


Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND   FOR   CATALOO 

mEfUFMFHPuLEnO.  SAGINAW,  MIGH,,  U,  &  A. 


IVo^w  Ybrlc 


LfOndon,  Bnsland 


Windsor,  Canada 


STEPHEMS'  PATEIT  C 

Ltmvh  Square,  Inollnoi 
Right  Angle  Trtan 

OUTS  1-4  SIZE 


9Hmm  mfSmampim  bp  MmgU* 
tmrmd   MmU,   0M.00  Wmt 


V 


THE    IIHAPIN-QTEPHENS    AO.  .   ._  ^ 

U       UNION  9   FACTORY  U       ll«"hetaww«IRiili^Uwh,HiM* 


raiB  MKADOW.  oomi.  V.  •.  A. 


GMfw,  fitmk  Scrmw,  Bit. 


WHAT  SHALL  THE  HARVEST  BE 
BUT  GREATER  PROSPERITY 


Now  is  the  time  to  look  around  and  discriminate 
— see  where  you  can  buy  the  finest  goods  at 
right  prices  and  put  your  stock  in  best  possible 
shape  to  attract  good  tool  buyers. 

Reliance  Tools  Are  ParttcDlariy  Distinctive 

<|  Superior  Construction. 

<|  Finest  and  Most  Uniform  Temper. 

<|  Beautifully  Finished. 

<|  Special  Handles  and  otherwise 

attractive  and  desirable  to  fine 

tool  buyers. 

The  Rellance  Edge  Tool  Co. 

Youngstown*   Olilo 
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JK.   New  Standard  Eclipse   L.ev^el 


No.  31  S01.ID  CHERRY 

No.  32  THREE-Rl^Y  CHERRY 

No.  33  SOLID  IVIAHOGANY 


Two  Level  GlnMes.    One  Plumb  Glast 

Side  Glasses  may  be  reversed  at  any  time;  all  easily  adjustable 

All  Glasses  in  plain  view  from  either  side 

Glasses  marked  with  two  indelible  lines 

Brass  trimmings  on  both  sides 


xhe:  ba.ke:r-mc\4ill.e:n  company,  rfo^on„ 

AKRON  SPIRIT  L^EVEL.  WORKS,  AKRON,  OHIO 


SCREEN    SPRINGS    AND    LIFTS 


IVo-w^  i«  the  time  to  Stock  Up  before  fly  Time 

SBND  FOR  SAMPItB  CARD  AND  PRICES 

THE  WALLACE   BARNES    CO.,  Spring  Nakera.  Bristol,  Conn. 


Fahrig  Anti-Friction  Metal 

THE  BEST  BABBIT  METAL  ON  THE  MARKET 

It  will  pay  dealers  to  handle  this  high 
class  product.  Nothing  else  like  it. 
Write  for  literature  and  prices. 


FADK  METAL  CO^   Sll 


Stnclt  Nm  Yarii 


ACME  SAW  TOOTH 

Corrugated  Joint  Fasteners,  Either 
Parallel  or  Divergent  Corrugation. 

DRIVES  EASILY— CUTS  CLEAN 

Pat  up  in  cartons  of  1,000  eacb  for 
shelf  hardware  trade. 

BOLE  MANUFAOTUBBBS 

ACME    STEEL    GOODS    CO. 
CHICAGO  28  BIm  Bt^  MEW  YOHK 


Iw  AvfwsniNO  ADVgjiTiswBNTS  IT  IS  PfisiRAptB  THAT  Yov  MENTION  HARDWARE  DEALERS'  MAGAZINE, 

Digitized  by ' 


Google 


4i8 


HARDWARE  DEALERS'  MAGAZINE  Febbuabt,  1908. 


{BEST  IN  THE  WORLD) 


TUCK  iVlFQ.  OO,,  Broekton,  Mass. 


The  Armstrong 
Ratchet   Attachment 

for  genuine  Armstrong  Die  Stocks  for  thread- 
as'  pipe  in  position,  close  to  ceilings  or  walls 
n  comers  or  ditches,  fills  the  bill  admirably. 

Write  for  Catalogiie  and  Dealer's  Prices 

THE   ARMSTRONG    MFQ.  CO. 

291  KnewltMi  Street  Brldgepert, 


GENUINE  BARNES 

PIPE  CUTTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot   Power    Sawing    Machines 
Brass  Tubular  Steering  Wheels  for  Yachts 

MANUFACTURED  BY 

The  Barnes  Tool  Company 

NEW  HAVEN»  CONN.»  U.  S.  A. 


SQUARE  DEAL.  FENCE 

FIELD.  RABBIT.  POULTRY 

This  is  admitted  by  experts  to  be  the  highest  type  of  wire 
fence.    The  wires  can't  slip — see  detail  illustration  of  lock. 

Our  wavy  line  strand  wire  affords  a  springiness  ten 
times  more  effective  than  that  afforded  by  short  crimps  or 
corrugations — it  enables  Square  Deal  Fence  to  recover  com- 
pletely from  sudden  excessive  strains  which  would  per- 
manently injure  a  less  elastic  fence. 

We  also  make  wire  naOs,  staples,  barbed  wh*e  and  pltia  wire, 
and  make  a  specialty  of  shipping  mixed  carloads. 

Let  us  mail  you  a  sample  lock  for  inspection,  together 
with  quotation  on  your  requirements. 
KEYSTONE  STEEL  &  WUE  CO.,     •     Peoria,  Dl. 


Pqoaiv  Deal  Lock 

Actional  VIev 

Sko    ing  both  BtniBd 

uiil   mav   win  bant 

wUhIa  tha  l^ck. 


ORNHMENTftL  PIPE  STRAPS 

The  most  perfectly  cat  and  brightest  tinned 
scraps  ever  Bold 

Malleable  and  Wrought  Hooks 

Quality  the  best  that  can  be  made.    Fall  line  of  Valves 
and  plungers.    Ask  for  samples,  catalog  and  prices 

BERG  BR  BROS.  60.,  Manufacturers 

231  and  237  Arcli  Street  PHILADELPHIA,  PA. 


¥ 
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The  Origiiial  Improved 
CYCLONE 


For  nearly  Forty  Years  our  Sowers  have 
been  Favorites  with  Farmers  in  Ttiis  and 
Other  Countries.  They  are  Easy  to  Sell 
-  because  the  Demand  is  Already  Made  and 
Pay  Good  Profits. 
Ask  the  Jobber    about    it  or  write    us. 

CYCLONE   SEEDER   CO.» 

Eit  1818  Urbana,  Ind.,  U.  S.  A. 

UUm  Office:  149  QaccB  VldsrU  SL,  LsBdoB,E.C. 


Automatic  Wire  Straight- 

encrs  and  Cutters 
Kiveting  Machines 
Cotter    Pin   Machines 
Buckle  Tongue  Machines 
S  Hook   Machines 
Cold    ixoU    Swaging    Ma- 
chines 
Staple   Machines 
Butt  Milling  Machines 
Butt  Drilling  Machines 
Sprue  Cutters 
Special    Automatic    Wire 
Forming  Machinery 


be  F.  B.  Sbustir  Co. 

Femerly  Jtlui  A4lASon 
New  Hav^n.     .     .     Conn. 


SPBOCKEU  md 
DBiyECHIINS 

For  Automobiles 
and  Maohlnery 

Write    ua    (or   price 

Baldwin  Chain  and  Mfg.  Co. 
i  83  ChandlerSt.,  Worcester,  Mass. 

Agents : 
H.  V.  GREENWOOD.  166  Lake  St..  Chicago.  III. 
H.  D.  SIMMONS.  1717  Broidway.  New  York.N.Y. 
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u 

''(ialyanized  flex  Nettings 
and  Wire  Cloth" 

WIRB   GLrOTH,  mil  Minda 

Fly  Screen  doth.  Painted,  Gshranjxed 
or  Bronze. 

Coal,  Ore  or  Send. 
RIDDLfBS, 

Quality  riffht,  Prioee  right. 
Write  for  tbem. 

The  Uilow-Saylor  Wire  Co. 

ST.  LOUIS,  MO.,  U.  S.  A. 

WIRE  CLOTH 


) 


wmEwoim. 


Largest  Assortment.  All 
Meshes.  All  Kinds.  Steel, 
Galvanized  and  other  ma- 
terials.   Write  us-4it  iir  li.  6-E  litalipi. 

BUFFALO  WIRE  WORKS  COMPANY 

BIJFrFrA.L,0,   N.  Y. 


K.laeh  Sim,.  M*.  M  Wira 


T&e  Old  Reliable — ^Always  Satisfactory 

Poultry  Netting 
Farm  and  Lawn  Fencing 
Window  Screen  Wire  Cloth 
Goal  .Screens 

AU  kinds  of  Wire  Cloth— From  aU  kinds  of  wire 

THE    NEW    JERSEY    WIRE    CLOTH    COMPANY 

TRKIMTOIM,     ISI.    O. 


ROBERTSON  <" HORSESHOE  MAGNET**  HAMMERS 

(Trade  Mark) 

TPADE 


0 

MARK 


Every  hammer  atamped  with  name  and  trade  mark 
For  BILL  POSTERflL  TRAVELING  ADVERTISERS,  UNDERTAKERS*  UPHOLSTERERS*  PAPER- 
HANGERS*    Etc.     Abo  Tack  Hammer  aize  for  household    and  general  uae.    Forged  from  fine  steel,  war- 
ranted strong,  permanent  magnets. 

Illustrated  price  list  mailed  on  request, 

ARTHUR  R.  ROBERTSON,  Sole  Han«factorer  (Owii«r  of  th«  Hcnmhm  Micmtt  twu  uvb),  U4  Olirer  Street,  Boston,  Hiss. 
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WRIGHT  WIRE  COMPANY 

WORCESTER,  MASS. 
Wire  Cloth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wk-e  Clothes  Lines 


F.-^^E  Proof 


Proof  Against  Disease  Genns 
Rust  Proof  ::  Weathet  Proof 
Durable   and   Practical 

AaIc   Your  «lol>l>«r« 

THE  METALLIC  SCREEN  COMPANY 

COLLINS.  WISCONSIN 


H^rtwell  Bros. 


CmCAGO  HUGBTSflLL. 

Mmnnf^cturo  the  CiMriM  "Chltflaiii"  Mi  "Axmai's  Pridt"  Axa  Haatftt. 

Also  a  Fail  Uio  of  Hlokory 
Haadlos.     Ask  yoir  Jobbor. 


TBI  BIGELOW  WIKE  FLT  HILLEB 


^^P^  Pn 


PATBNTSD 

IndispeoMble  for  the  houaehold. 


8oIdb7 
the 

•  hardware 
trade. 

Prevents  contaaipn.  Kills  but  d5>es     prices . 


SABITABT  WIBE 
SINK  BBUSB 

^  Will  not  rust. 


not  crush  the  fly  or  mosquito. 
Popular  with   all   housekeepers. 

F.  BIGELOW,  McLfiufaLOturer 


Non-absorbent. 
No  disesse  serm  can 
adhere  to  the  brush 

NEW  YORK  AOKNT8: 


WILSON  BROS..  107  Chambera  St.  N.  Y.      ^^r>^y  Hol*« 


SpriDK  Steel  Stock  afld  Pouitm  Feoce 


Jftads  of  HItb  Csrbon  Sprlas  Wire.    Saltsbls  for  sU 

porposes.    Fsrm  Gstss  sad  Fsacs  Strsicbsrs. 
SPaiNO  STEEL  FENCE  A  WISE  CO.,  ANDEESON,  IND. 


FLOOR  SPRING  HIHCES  AHD  DOOR  HOLDERS 


Order  from  joar  Jobber.    If  he  bssa't  them,  write  us,  bat  take  M  nMttale 

SDPEBIOB  SPBING  IINGE  CO.       »  b.  hm  at 

CUatoB  SU  Clilea*a»  111.         les  Ai^eict,  Cat 


lis  I 
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ICE 


The    Real    Thing 

CINCINNATI  CHAIN  TONGS 

Made  of  FILE  STEEL.    Most  durable  on  the  market* 

PRICES    RIGHT.  PROFIT    GOOD. 

We    make    all    kinds    of    lee    Toots 

IT      r^      Cr^IIfTTTI?     A    r^A        ^SO    stark    street 
*-«•    W»    ^^MUAAlIi     iX    \^Vef    CINCINNATI,    OHIO 


The     up-to-date    Hardware 
Dealers     sell     the     Original 

MATCHLESS 

Floor  Hinge*  Jamb  Hinges 
and  Hardware  Specialties 

If  you  cmnnot  procure  of  your 
jobbers,  write  us 

LaWSOn    Mf|(.   Co.,  Chicago,  ill! 


c«t«fe#««  Jir«.  ay 


Plus  °"  Minus 


WHICH? 


Are  you  adding  to  or  sub- 
tracting from  your  bank 
account?  Are  you  getting 
ahead  ? 

If  you've  room  for  more  dollars  in 
your  till  let 

''3  In  One" 

fill  it.  It  can  do  it.  Remember  there's 
50  per  cent,  profit  on  small  sizes  and 
100  per  cent,  profit  on  large  sizes,  and 
quick  repeat  sales  follow  invariably 
because  it  is  the  best  lubricant  to 
clean,  polish  and  prevent  rust. 
Ask  your  jobber  for  particulars. 

G.  W.  COLE  COMPANY 

42  Broadway,  New  York  City  Manufacturers 

Sold  by  mil  Jobbers 


Time  and  Money  Maker 

OUR  FOLPQIG  AND  ADJUSTABLE 
HANDLE  DRAW  KNIFE 

A  time-saver  and  money-maker  for  both 
dealer  and  user.  Requires  less  time  to  sell, 
as  its  admirable  points  speak  for  themselves. 


Saves  the  user's  time,  because  it  zviA  adjust 
to  any  position,  making  itself  adaptable  to  the 
most  awkward  places.  Handles  absolutely 
rigid  when  set.  Made  in  G  in.,  7  in.,  8  in.,  9  in 
and  10  in.  lengths. 

STRONG  INDUCEMENTS  TO  THE  TRADE 

Best  Cast  Steel 
Handy  and  Compact 

Write  for  Prices  and  Discofints. 

A.  J.  WILKINSON  fi  CO. 

180-188  Washington  Street,  Boston.  Mass* 
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Watrous  No.  17  Storm  Sash  Hanger 


Saves  more  than  its  coat  In 
time  and  labor. 

Basj  to  locate,  the  gaaga 
shows  Just  where  the  edge  of 
the  wood  ought  to  come,  and 
makes  mistakes  Impossible. 

Points  set  In  with  a  hammer, 
leaving  both  hands  free  to  set 
In  the  screws. 

The  points  hold  better  than 
screws ;  they  don't  let  the  hlnga 
give  and  work  loose; 


No.  2   STORM  SASH  FASTENER 


!4  ACTUAL  SIZE 


Only  four  screws  to  set  in- 
stead of  twelTS. 

B^rery  part  Japanned,  tran  tha 
screwy;  no  nxsty  streaks  down 
the  casing. 

Mounted  sales  model  free  i^lth 
order  of  three  dosen  or  more. 
Order  from  your  jobber. 


Locks  on  ecoentrlc,  draws 
sash  tight  and  holds  It  fast 

When  sash  Is  opened  for  Ten- 
tllatlon  the  rod  slides  out  over 
the  screw  and  locks  automati- 
cally at  the  end. 

No  danger  of  sash  being  blown 
off  In  hands  of  chlldran  or  care- 
less servants. 

Simple  and  easy  to  pat  on. 

It  cannot  rattle. 

Steei    Door    Button*, 

Sermon  Door  CatchoM, 

Screen  Window  Catchoa, 

Etc. 


E.  L-  WATROUS5    IVf  FG-  CO.,  "^^icfSSl"™ 


TMI 


Genuine 
777 


Hinje 

Manufactured  by 

THE  SHELBY 

spRiNaHiiaE 

CO. 

•HELBY.  OHIO 


The  20A  Century 
MaUBox 


Used  for  free  delivery 
in  CITIES  ONLY. 

Inside  dimensions 
l»x5^x2H  inches. 

Order  by  NAME  from 
YOUR    JOBBER, 

W.F.HnSEMFCCO. 

CClJalonPark  Cenrt 
CHICAGO.    •     ILL. 
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A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


TRIPLE-END  SPRIM  BUTT 


CHIMSO  FLOOB  NIMI 


F 

F 

I 

C 

I 

E- 

N 

C 

Y 


'mi: 


CHICAGO  SPRING  BUTT 


C^ita0d  S»|»HDd%tt!!  Com|iftt)j$ 


CHICAGO 


CATALOGUE  ON 
REQUEST 


NEW  YORK 


/ 


■)griffin;s 

FOLDING 
BR.ACKET 

Best  and  only  Bracket 
for  Folding  or  Swinsinff 
slves. 

I  down  affainst    the  wall 
ot  In  use.    Locks  automat- 
^  lifted  up. 

Griffin*s 
ed  Steel 
^racKets 

ENTED.) 

t,  best  finished  and 
Is  on  the  market 


Strap,  T  and  Butt  Hinges 

THE  GRIFFIN  MFG.  CO. 

ERIE,  PENNSYLVANIA 


STANLEY^S  STEEL  « 
CORRUGATED  STRAP 
and  T  HINGES 


LEADERS  IN  THEIR  LINE 


For  Sale  fyy  AM  «lot3t3er« 

Send  for  '^ Autobiography  of  a  Yankee 
Hinge,''    Mailed  Free 


THE   STANLEY    WORKS 


f9  Chambers  Sto< 
N<9W  York 


imW  BRITAIN, 
CONN. 
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SPRING  HINGES 


ARE    QUALITY    lOODS 


DuraLble 

Efficient 
Reliable 


The 

Springe 

never 

go  lame 


SjiriBg  HlB^t  iMd  tlM  stMBUous  Ufe  Ib  BfUlders*  lUriwaMi  m  oUmt  artlcto 
IB  t\m  eBtlM  llB«  eBdBrts  such  wear  aBd  toar  i  tliM«fM«  deB*t  trr  Ib  jBd^SMBt, 
SjiriBg  HlB^t»  tkey  stBBd  up  to  thoir  werl. 


X40NIT0R  SA.SH  LOCKS 

NEVER  BREAK 

TRADE-MARK 


Your  customer  wants  them,  and 
You  sell  them,  because  they  are 
the  best 


A  Ban  oilai  pays  dear  far  a 


irigallly" 


kCo.    -    Geneva^Ohlo 


We  manufacture  and  carry  in  stock  at  all  times  a  complete  line 
of  STRAP  and  "T^^  HINGES,  HINGE  HASPS,  HASPS,  HOOKS 
and  STAPLES,  STAPLES  Etc.    Our  prices  will  interest  you. 

NATIONAL  AfANUFACTURnVG  CO^  Sterling,  Dl. 
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LICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaws 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  for  Catalogue 


NKW  YORK  ^^e^^  CHIOAQO 

1 36  LIBERTY  tT.  116    LAKE    ST. 

DENVKR,      20S  MCPHEE  BUILDINQ 


"Jersey  Vises 


$^ 


A  complete  line  of  High  Grade 
Amateur  Vises,  both  Steel  and  Iron 
Jaws.  We  have  a  Vise  proposition 
for  live  Tool  Dealers.  Better  send 
for  it. 


LEAVENS  MFG.  CO. 

Vineland,  N.  J. 


AradeMfg.Co. 

FREEPORT,  ILLINOIS 


Our  New  Catalog 


Contains  within  its  250  pages 
over  400  articles,  every  one 
of  which  is  of  interest  to  the 
progressive  merchant. 

It  is  worth  a  postage  stamp 
to  know  that  you  are  posted 
on  the  newest  things  and 
are  getting  the  lowest  prices. 

Write  to-day  Jor  this  catalog. 


CONSUJ.T    BUYERS*    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pages. 
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table  or  kitchen  cutlery  or  edge 
tools  of  every  kind  are  our 
HAND  AND  FOOT  POWER 

Eriiters  i  Tool  Slurpmrs 

Four    sizes.      Needed   in   every   home — every   day 

in  the  year. 

Every  grinder  guaranteed. 

Be    sure;    Get    our    catalogue    with    Discounts    to 

the  trade — to-day.     ^^^_^^ 

ROYAL    MANUFAOTURING   OO. 
Ml  &  Wafam  St,  Lueafter,  Pin  a  S.  A. 

NcwTiriu  lliV 
IIWU 


St.  IcrkertPtrMrAC*.. 
St.B.«.Cvlli4IS«. 


The  demand  is  for 

BISSCLUS 

"When  y^u  have  created  a  demand  for.  your 
product,  I  will  buy  it,  not  before;  I  have  neither 
time  nor  inclination  to  push  a  commodity  that 
is  little  known,  that  has  not  established  a  repu- 
tation for  itself,  and  for  which  there  is  no 
demand.  DEALER." 

The  foregoing  estpresses  sound  judgment,  and 
voices  the  sentiment  of  the  best  and  most  dis- 
criminating buyers  to-day.  The  day  is  passed 
when  goods  can  be  sold  by  simply  making  broad 
claims  for  them«  claims  that  are  not  supported 
by  mechanical  merit,  reputation  or  actual 
demand. 

Who  doubts  that  the  demand  to-day  is  for  the 
Bissell  Sweeper?  In  every  country  on  the 
globe  where  carpets  and  rugs  are  used,  the 
Bissell  is  the  recognized  leader,  and  being  sold 
under  a  sound  policy  of  price  maintenance, 
always  pays  the  dealer  a  good  profit. 

Write  for  our  Spring  Offer. 

BisseU  Carpet  Sweeper  Company 

Grand  Rapids,  Michigan 

(Largest  and  only  exclusive  manufacturers  of 
carpet  sweepers  in  the  world.)  • 


Hardware  and  Implement  Dealers 


BE  READY 

to    meet  the  demand  which  we  are 
creating  for  THE 

ois  Dairy  Separator 

ve  just  awarded  a  contract  to  the  largest  advert 
igenqy  in  the  world  for  an  advertising  campaign. 
It  once. 

aggregate  many  thousand  dollars.    Bound  to 
ilts  to  live  dealers. 

me  Among  Dairy  Separators 

Anumg  its  Advantages  are 
:omplete  Separation  Eaa«  of  Cleanina 

;aae  of  Operation  Great  Durability 

nproved  Safety  Clutch  Low  Down  Supply  Can 

Involute  Turbine  Disc 


lACKED     BY     OUR     GUARANTEE 

Because  it  is  made  much  heavier  than  any  other  machine 
I  of  its  kind,  has  simplest  and  most  highly  perfected  speed 
lechanism  and  huilt  to  last  from  18  to  iO  years. 

Catalogue  and  Prices, 


I 


American  Hardware  Mfg.  Co.9tm  Foitoa  st.  Ottawa, 01. 
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THE   BEST  AND  LATEST  IN  VISES 

The  Parker  Reinforced  Slide 

Solid  Steel  Bar  running  entire  length  of  slide,  making  it  the  strongest 


lonarj 

f  each 

o  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  PAKKER  you  get  the  Best. 


THB  eHARLBS  PARKER  eOMPANY 

N.-Y.  S«Ll««room,  32  Vi^rvn  St.  Factories,  Meriden,  Conn. 


The  Hunter"  Reform  Comb 

AND  78  on 

STANDARD 

HIGH 

GRADE 

CURRY 

COMBS 

STEEL 
FINISH 
BEST  '\  PACKED  Our  Book   of   Styles  for  the   Name  of  Your  Jobber. 

SELLING 
PROnTS 


Get  the  Genuine 

ADVANCE    ••  PERFECT  •• 

TAKE  NO  OTHER. 


Advance  Manofactnring  Co.,  Box  4,  Racine,  Wis. 
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The  1908  Model  of 
IDEAL  LAWN  MOWEl 

Will   grind   either    right   or    left-hand  m6w( 
moving  ratchets  or  wheels,   with   handle   on 
6-inch   genuine   carborundum   grinding   whe« 
as   easy   running  as   any   other.     Has   brass 
automatic   stop   feed,    and   no    slipping  belts 
shafts  used,  and  tested  perfectly  true.    We 
are  the  originators  of  Lawn  Mower  Grind- 
ers, and  five  years'  experience  has  shown 
us  how  to  make  them  perfect.    Others  imi- 
tate as  near  as  they  dare. 

Send    for    circular    describing    our    nnv 
method  of  grinding  lawn  mowers.     Satis-  * 
faction  guaranteed. 


THE    ROOT    BROS.    CO., 

PE.YN40UTH,    O. 


CAPACITV 

And  every  other  desirable  feature  character- 
izes each  Clayton  &  Tiambert  Fire  Pot  or 
Torch.    There  is  capacity 
for  intense  heat  at  half 
the  usual  expenditure  of 
fuel;  capacity  for  quick 
adjustment  to  a  greater 
variety  of  uses  than  in 
any    oihhr    furnace    or 
torch.      Every  detail  of 
development,  material 
and  construction,  has  had 
"*'t»I?J«r**        long  and   careful   study 
T^K*!!:  I^«i„  .*   ^^^  is  backed   by    over 
fl£SJ?"riS!or^wS   twenty  years'  successful 
will  ship  direct  If  experience   as   manufac- 
cajhaccompuHesthe    ^^^^^      ^^   ^^^^    ^^^^ 

reauirements  and  how  to 
fill  them.     Thousanas  everywhere  endorse 
the  C.  &  L  line.     Send  for  our  booklet. 

Wood    Mantels 

FOR.  EVERYBODY 

Bttt  W*  Mil  thMB  to 

DEALERS   ONLY 

18  years  experience  in   making 
the  most  complete  and  up-to-date 
mantels. 

Write  for  free  emtmiegue. 

me  IRONTON  WOOD 
MANTEL   CO. 

Chyton  1  Lambert  Mfg.  Co.,  %n.r 

IKONTON,  OHIO 

<«  CANNON 
OILER" 


FORCES 

THE  OIL 

ANYWHERE 


W9  a  Feroe  Pumg. 

That  is  why  it  never  fails  to  work.  The  spou 
cannot  clog  as  it  is  always  full  of  oil.  Yo 
press  the  plunger — ^That's  all! 

Needed  by  every  user  of  farm  implement 
traction  engines,  gasoline  engines,  automobilei 
and  all  kinds  of  machinery.  That  is  what  make 
it  a  good*thing  to  sell. 

Made  in  4  sizes. 

Sold   by   Hardware   Jobbers.     Manufactured   b 

R.  £.  BLOOMER,  KeUhshurg,  Ul 
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Genuine   Philadelphia  Lawn   Mowers 


STYLE  "A"  ALL  STEEL  MOWW 

gAjo^ACTORED  ^jj^  pfllL^ELPHIA  LAWN  MOWER  CO. 

3101-3109  Chestnut  Street,  Philadelphia,  Pa.,  U.  S.  A. 

LONDON  WAREHOUSE  NEW  YORK  SALESROOM  H.  E.  STURTEVANT 

14-16  Scnitton  St.,  Finsbury,  E.  C.  18  Warren  Street  Metropolitan  Agent 
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THE  NEWEST  THING  OUT,  AND  IT  DOES  THE 
WORK  EASILY,    QUICKLY   AND   THOROUGHLY 

A  Pradieal  Sweeper  for  Lawns,  Coif  Creeis,  Walks,  Large  Flaor  SfMees 

7  THREE  MEN 

le  thst  bangs  on 
lin    or    instantly 

lan    the    average 

ri«r.      J§  6o«d 
kmr»      JHtra9» 


1 
] 
1 

i  SPRINGFIELD 


The 

fireeaeHfg. 

Co. 


OHIO 


NEW   MODEL 

Peoria  Lawn 
Mower  Grinder 

Note  the  heavy  cast 
support  milled  on  both 
edges.  Absolutely  true 
and  parallel.    Carries 
the  head  as  true  as  the 
ways  of  a  lathe. 
No  cold  rolled  shaft- 
ing to  spring  or  be  out 
of  alignment. 
Will   grind   any   reel 
r  right  or  left  hand,  reel 
lower,  handle  on  or  off, 
happen  to  come  in,  and 
perfectly. 

Be  «ire  and  ask  your  Jobber  first.     Yl^KLk    lAWN    MOWER   GRINDER    CO. 

If  he  can  t  supply  you,  write  us.  g^  I  South  Washington  St.,  PEORIA,  ILL. 
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=EUREKA= 

UWN  MOWER  SHARKNER 

Guaranteed. 
BIG    SELLER!  GOOD    PROFIT! 

Instantly  attached.    Does  the  work  better  than 

any  other  method. 

Retail*  lor  Sff  Cent* ! 


Detroit,  October  30,  1906. 
The  Eureka  Lawn  Mower  Sharpener  Co. 

Gentlemen :  We  And  the  Eurelca  Lawn  Mower  Sharp- 
ener an  article  well  worth  recommending,  having  aofd 
76  dozen  last  season.  Hknby  C.  Weber. 


EUREKA  SHARPENER  CO.,  -  DETROIT,  MICHIGAN 


8,1 

1 

'I 


S*lliiK  AgMita.  J.  C.  MeCARTY  &  CO. 

U  N\in*T  Stiw^  M«w  Talk,  H.  T. 


Al 


i^E^Anf^R 


VOB 
LAE 


CARL  HASSEUES 


ClfVBlANBh  OUO 


W  C»ASS  CATCHER 


New  MylM  No.  ••  ItOb  11 


116 


MPROVED  nON  HANDLE 
UFT  rr   OFF  TO   EMPTY 

Hsre  either  Duck  or  GaWanized  Steel 
Bottoms,  Round  Back,  Heavy  Duck  Sides. 
Has  our  New  Improved  Eye  Bradcets  for 
attaching  to  mower,  also  Improved  Hook, 
which  is  permanently  attached  to  catcher 
and  hooks  over  handle  of  mower.  Catcher 
is  attached  and  detached  instantly  with  one 
hand. 

Sold  Throogk  Eardwaro  Jobber* 


THE  Specialty  mfg.  co. 


Made  hi  Two  Sizes.  Which  Fit^  Perfectly  any  Size  or  Make  ST.  AIYIIONY  PAH,  MINNESOTA,  U.  S.  A. 

of  Lawn  Mower. 


Give  Ttiem    Cold  Steel 

Travs  made  from  single  sheets  heavy  annealed  steel 
pressed  *'cold,"  lapped  and  riveted  at  corners.  Giving  great> 
est  strength  and  wear  at  corners  where  it  is  needed.  Hot 
pressed  trays  arc  thinnest  at  the  corners.  Handlss  that 
don't  break  or   work   loose. 

Syracuse  Chilled  Plow  Co.,  Sjracue,N.Y.,u.s.A. 
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Have  Yov  Seen  Us  ? 


Cylindrical  in  shape.  Made  entirely  of  gal- 
vanued  steel.  Casing  or  sides  bein^  made  of 
two  sheets  of  ealvanized  steel  one  inch  apart, 
lined  with  linofelt,  making  a  perfect  .dead  air 
space. 

Ice  chamber  and  revolving  shelves  detachable 
and  easily  removed  for  cleansing,  leaving  nothing 
but  smooth  walls,  which  can  be  easily  cleansed. 
Far  Superior  to  m  Wood  Rcf rla«roior,  as 
there  is  nothing  to  swell,  warp  or  shrink;  it  will 
not  rust  or  corrode,  nor  will  it  absorb,  exude 
or  retain  any  foreign  mttter. 

De  Vaux  Sanitary 
MetaUic  Refrigerators 

TBE  ACME  OF  PERFCCTION.  Saves 
25  per  cent,  of  the  ice  in  cooling  the  air.  No 
corners  to  accumulate  germs  or  waste  matter,  no 
reaching  over  dishes  or  daubing  the  sleeves  into 
the  food  or  knocking  things  over  trying  to  reach 
dishes  at  the  back.  Simply  turn  the  shelf  as  it 
revolves,  and  the  article  or  space  is  in  front  of 
you.  Separate  chamber  for  the  Green  Vegeta- 
bles, Berries,  Fruit  and  the  like  (which  do  not 
require  so  low  a  temperature  as  other  foods), 
thus  eliminating  all  possibility  of  taste,  odor  or 
any  unsanitary  conditions  that  exist  in  wooden 
refrigerators. 

Finished  in  imitation  oak,  white  enamel  inside. 
Locks  and  hinges  of  solid  brass,  polished. 
Send  for  Catalogue. 

Homo  Mitallio  Rofrigorator  Co. 

AUBBRT    UBA;    MIINIV. 
OR 

New  York  House  Furnishing  Goods  Co..  93  Reade  St..  N.  Y. 
Farwell.  Ozmun.  Kirk  &  Co..  St.  Paul  Minn. 
John  A.  Dunn  Co..  St.  Anthony  Park,  St.  Paul.  Minn. 
The  Brown-Hurley  Hardware  Co..  Des  Moines.  Iowa. 
DISTRIBUTORS 
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Spring=In  Handle  Pot  Cover 

THE  KIND  YOU  DON'T  HAVE  TO  HAMMER 

The  tinned  spring  steel  handles 
spring  into  recesses  in  cover.  SAVES 
TIME  and  you  know  that  MEANS 
MONEY.  Put  out  in  our  Cabinets  with 
numbered  shelves.    Two  sizes. 


KITCHEN  KUMFORT  PLATE  SCRAPER 

for  removing  grease  and  refuse  from  plates  and  dishes  before 
washing.  The  rubber  scraper  idll  not  scratch  the  finest  china. 
An  article  that  sells  itself  from  attractive  display  card. 

If  torn  don't  know  about  th»»o  good»  mrlt»  at  new. 


LASHER   MFG.    CO 


Davenport,  Iowa 


EXCLUSIVE    MAKERS 


style  No.  2  has  4  Hooks  and  3  Arms, 


"HAYNES" 
TOWEL  HANGER 

Utilizes  the  heat  from  boiler  to  dry  towels, 
etc.  Neat,  unbreakable,  adjustable  to  fit 
any  size  boiler.  Spring  tightener  keeps  it 
fast.  Anybody  can  attach  it.  Made  of  steel, 
heavily  tinned.  A  household  article  that 
appeals  to  womankind  everywhere.  Liberal 
discounts.     Write   for  descriptive  circular. 

CHARLES  M.  HAYNES 

284  Washington  Street,  Newark,  N.  J. 


Also  Manufacturer  of  Other  Specialties. 
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Correct  Reproductions  of  Colonial  Drawer  Handles 
Brass  Colonial  Candle  Sticks  in  Seventy  Designs 


AMERICAN  RING  CO, 


Furniture  Trimmings 

Brass  Upholstery  Trimmings 


WATERBURY,   CONN. 

Manufacturers  of 


New  York.  I  Hudson  S 


Bath  Room  Accessories 
Brass    Upholstery  Nails 

.      BRANCH  OFnCES: 

Boston,  170  Summer  St.       ChicsKO.  506  Heyworth  Bids.       San  Francisco,  268  Market  St. 


p««t>f<  r«b.  la.  i«o*^ 


and  a  Candle  are  all  you 
need  to  make  a  permanent 
^        repair. 

WARE,   Etc.,    Etc 

USB 

P«r  Sala  Brarywhar* 
iT  TO  THE  TRADE 

Street,  Boston,  Mass. 
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Aquaria  and  Aqnarlmn 

FOUNTAINS 


Catalogue    of 

Various   Designs 

on  Application 


SETTEES^  CHAIRSt  Etc. 


i 


FUte  36D. 


Catalogue  on 
Application,    in 

which  will  be 

found   a   great 

Variety  of 

Settees,    Etc. 


The  J.  L.  M ott  Iron  Works 

FUtk  Ave.  sad  171k  St..  NEW  YORK 


^.  White 

Mop  Wringer 

tho  much  imitat- 
ed, is  never 
equaled. 

It  w r i D  g 8  the 

mop   SO  dry 

with  such  peP" 

feet  easel 


ASK  FOR  CATALOG 


WHITE  MOP 
WRINGER  CO. 

FULTONVILLE. 
NEW  YORK 


Freezes  two  flavors  of  Ice  Cream  or  an  Ice 
or  Sherbet  and  Ice   Cream   at  one  and  the 
same  time,  in  one  freeze] 
thing    entirely    new — nev 
before. 

''THE    OLD 

FAVORITES"    , 

THKV  IXOIL  IN 

■aay  Runnlns 

9ulok  WrmmElnm 

■oonomy 
I  Us«  Oonv«nl«no« 

itatlon         Praotloal  Results 


»d 


**AMERIGAN  TWIN" 


Sold  by  leading 
jobbers 

Catalog  sent  free 


•UGHTNING' 


*GEM' 


*  BLIZZARD' 


THE  BEST  ICE  CREAM  FREEZERS  in  practical  use,  because  oonTsnient,  compact 
in  sisEe,  use  smallest  amount  of  ice  and  salt,  run  easilj,  freeze  quicklj,  produce  smoothlj 
frocen  creams  or  desserts  with  little  bother  and  less  work. 

North  Bros.  Mfg.  Co.,  Philadelphia 
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he  White  Washer 

The  Greottest  of  qlII 

Momentum  "WasKers 

A  Few  Points: 

DOUBLE  BALL  BEARING  FLY  WHEEL  UNDER  THE 
TUB:  HIGHEST  SPEED:  EASIEST  RUNNING 
QUICKER  REVERSE:  FOOT  POWER  ATTACHMENT 
TUB  OPENS  WHEN  MACHINE  IS  IN  FULL  MOTION 
FIVE  YEARS'  GUARANTEE:  AND  NUMEROUS 
OTHER  POINTS.  SOLD  TO  ONLY  ONE  DEALER 
IN  EACH  TOWN. 

Get  B\isy-Write  To-dety 
WHITE  LILY  MFG.  COMPANY 

DAVBNPORT      .      .      IOWA 


The  Coffield 

Power 

Washing 

Machine 

9  Stricdy  a  self-working  washer,  operated  by  the  City  water  pressure  and  some- 
thing the  people  want.     ^  The  Motor  is  made  of  brass  throughout  and  will  not 
ni^t.    It  is  simple  ilnd  strong— never  gets  out  of  order  and  will  last  a  lifetime. 
9  The  tub  is  built  from  a  selected  grade  of  Louisiana  cypress,  the  best  mJEtterial 
obtainable  for  the  purpose;  filled  and  varnished  in  a  natural  finish.    The  entire 
construction  is  such  as  to  make  this  the  most  durable  and  sanitary  Washer  on  the 
market     If  DON'T  MISTAKE  THE  NAME.    The  "COFFIELD"  is  the  BEST 
Motor  Washer  on  the  market— and  the  one  you  want  to  handle.    A  good  machine 
—a  good  profit  to  you,  Mr.  Dealer—and  money's  worfh  for  your  customer.     That 
is  our  combination. 

WRITE  us  TO-DAY  rOR  DMSCRIPTIVE  CATALOG  AND  PRICES, 
YOU  WlhL  BM  INTERESTED. 

P.    T.    C0FFIE:L.D    &    SON,  Dayton,  Ohio 

ro.  It. 


Pat 


BIGGEST  SELLER  Dlaonond  Sink  Cleaner 


IN 

WIRE  GOODS 

he  only  Smokeless  Broiler,  and  ideal  Toaster  for  gas 
r  oil  stoves,  also  French  Fryer.  One  doz.  in  box.  In- 
Tuctions  with  each  broiler.     Immediate     shipments. 


No.  27 

Steel  and  Rubber  i 
■craplner  edere,  gets  ^ 
into    the   comers. 
Drains  the  refuse.     Heavily  Ja- 
panned and  Baked,  best  and  most 
practical  Cleaner  on  market. 

5:6#   Bridgeport   Wire   Goods   Co. 
BRIDGSPORT.  CONN. 
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A  OROUP  OP 


WASHING 
MACHINES 


cummiAii*  vaiv. 


SIMPLICITY  vs.  COMPLICATION 

EVERY  good  dealer  knows  that  the  fewer  the  parts  of  a 
mechanism,  the  less  the  friction.  This  is  equally  true  when 
applied  on  washing  machine  gearings,  hence  permit  us  to 
remind  you  once  more  of  the 

Wonderful  Simplicity  of  Construction 


embodied  in  the 
gearing    of  our 


Unsurpassed 


«0.  K." 


Rotary!     - 

All  unnecessary  parts  have  been  eliminated,  giving  us  a  reciprocating  mech- 
anism unequaled  for  simplicity*  strenffth*  durability  and  ease  of  operation. 

The  Tub.     We  pride  ourselves  upon  the  fact  that  it's  the  best   made. 

The  Finish.     It  can't  be  beat;  it's  handsome  and  lasting,  too.  il!2!!J?It^J^ 

hTf.  BRAMMER  MFG.  COMPANY,    -    DAVENPORT,  IOWA 
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HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware    Works,  Mfrs. 

ST.  JOSEPH,  MISSOURI 


THE  VANCO  MOP  WRINGER 

FT  IS  HEAVY  PRESSED  STEEL 

Wide  Enouth  for  Large  Mops— Wring!  Small  Ones  Very  Dry 

ONE  SIZE  DOES  FT  ALL 

Lever  Most  Powerful  Known  Stays  in  Place  on  Any  Pail 

NOT  TOP  HEAVY  ON  A  METAL  PAIL 

Best  at  Every  Point  Any  Jobber  Can  Furnish 

C.  E.  VAN  DOORN  CO. 

Dept.  3  ROCHESTER,  N.  Y. 


Postal  us :   We'll  post  you. 


Eagle  Mop  Wringers 


have  been  TESTED  and  PROVEN 


8  Years  on  tKe  MarKet 

More  Sold  than  all 
Others    Combined 

REASON 

Best  Built       Most  Practical 


EAGLE  COOPERAGE  WORKS 

Sole  Manufacturers 

CIRCLEVILLE,   OHIO 
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fT  OSGOOD  SCR\35S 

tt— OOP  ftcMA^a-»t»fllW>WiWa»M. 


CHAINS 

Jmek  mnd  Lmdder 

HALrB    BROS.   COMPANY 


UMBRELLA 
CLOTHES  BAR 


S2  FEET  ~~^ — ' 

DRviNa    Handy  In  Uittodry.KltdMO  and 

S";™    Nursery.. •HamlyBv.rywhw^ 

SPACE     B^ch  arm  one  place,  Mln  dried 

hardwood, works  Independently 

MARTCROSS  CO.  IVlfrs. 

40  Detrborn  Stmt,  CHICAGO 


lAm,  strong,  Poumm,J)wnM$,  No.  1  rata  »4  or  tosaj 
NoTSits »-16or  less; No.  S cuts M orleM; No. 4 cplsH<y 
less.  Cutsclose  to  work  fiigfteae  ltoMinon4ato  fnm  J^ 
Im*  nmA  Ootmnm/iin.    Bend  for  olrcnlar. 


Angle  Benders 


WALLACE 
S  W.Wa 


We  make  band-powar  L  __ 
an  for  formlns  anslaa^iB 
■tock  1-ln.  thl^andOBdar. 
Ugktatock  canbakanteaU 

SUPPLY     COMPANY 
cncA«€wiiJ- 


Rurcd  Mcdl  Box 

has  the  Urgest  sale  of  any  rorrt 
mail  box  manufactured.  Weu 
made,  neat  in  appearance.  Low 
in  Price.  ThU  is  what  makM  H 

Sopular.  For  sale  by  the  leadliii 
tates  or  direct  to  the  trade. 


1.  B.  nSSin  CO.,  Sale 

5M  to  516  No.  Sallna  Street. 


SYRACUSE.  N.Y 


CONSULrT    THB    MOLrDBR 

mnd  you  will  handle  D0B80N 

MOLDERS'    TOOLS 

ErtAbUsbed  18M 

'WM.  DOBSON 

No.  7M  CuiMtota.  N.  Y. 


10  SLIPPINS-NO  TEARINe7 

whh  the  "QiLUifKA"  Qm  Opener     ^_ 


AMERICAN  TOOL  CHEST  CO. 

TOOL  CHESTS;  aU  slaea,  complota  with  tpola.  lor 
Boya.  Youths,  Gentlemen,  Farmera,  Rallroada 
and  Carpentera'  uae;  also  Tool  Cabineta,  Machin- 
iats'.  Etoctridana'  and  Pipe  FIttera'  Empty  TOOL 
CHESTS.   Ageng  to  ^To^  Cheats. 

SEND   ior  LATEST   CATALOGUE 

ABKRNAXMV 

RAPID  AGTINa  VISES 

For  Pstteniaiaken.  Csbiaet- 
BBskers.  Csrpsatcfi  sad 

MANuIl  TRAMINe  SCHOOL  EQUIPMEin 

Psrticubri  sad  Trade  DiMOoatt  Upoo  ApplicstioB 
THE   ABERNATHl^  VISE   A  TOOL    COMPANY 

331  Engle%vood  Atfis.,  Chicago,  IIL 

ORNAMENTAL  FENCES 

Iroo  or  Wira«  '  jfc/^Thallnaat  at  lowaat 

l^lt  to  A    ^BL     ^pricea.  Satlslke- 

yonr order.    xsJSmSB    A^on  guaranteed 


PARKER  WmE  clSS^y 

Worecnl€r»  if—..  U.  S.  A. 

Manufacturers 

.^R;Sd  Wire  Hardware 


New  York  Ofiea,  107  Chaaihcrs  Street 


lAmnE 

THE  PHILLIPS-LAFFITTE  60. 

PtiM  Billdlif.  Philadolphia,  Pa. 


WELDma 

PLATES 


No.  4  MONARCH  TACK  PULLER 


Made  of  STEEL,  nicely  nickel  plated.  NOT  of  the  CHEAP 
CAST  IROS  type.  The  only  thing  cheap  ahout  It,  is  the 
PRICE.    Manufactured  by 

Tha  Bills  Manafaeturlnc  Co..  Mllldale.  Conn. 


tMklat 

ROOFJNQ  NEEDS  NO  PAINT 
MINgHAL  SUHFAORD 
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The  No.  20  "BEST  YET"  Riveting  Machine 


MATERIAL 
Air   reHned    MALLEABLE 
Iron    with  hardened  steel 
plunger. 

THE  PUNCH 

Made  of  tempered  steel,  can 
easily  be  removed  or  replaced. 

RIVET  POCKET 

This  is  cast  in  body  of 
machine,  and  provided  with  a 
SCREW  cap;  it  holds  Hfty  as- 
sorted rivets.  i 


THE  FINISH 

Two  coats  black  enamel, 
mth  gilt  lettering. 

SELF  ADJUSTING 

No  Adjustment  for  different 
ength  of  rivets  required. 

TO  OPERATE 

Drop  the  rivet  head  down- 
wrard  in  the  pocket,  insert  the 
ivotk.  and  press  the  lever. 


F.    H.    SMITH   MFG.    CO.,    Chicago,    111.,  U.   S.   A. 

GUJkRJkJ^TEE^These  Machines  are  guaranteed  to  be  made  of  Malleable 
iron,  and  against  Imperfections  in  workmanship  or  material. 


HBRRIGK'S 


TOOL,    RACK 


AU  YOU  HAVE 
TO  DO  IS 

write  MB  a  card  say- 
ing you  are  interest^, 
we  will  then  send  you 
a  catalogue  which  will 

?:ive  you  valuable  in- 
ormation  regarding 
the  displaying  and 
selling  of  steel  goods. 

F.  A.  Herrick  Co. 

JACMSON,  MICH. 


Garland  Nut  and 
Rivet  Co. 

PITTSBURGH,    PA. 


BOLTS,    NUTS, 

RIVETS, 

PUMP  CHAIN 


Hardlwape  Stores  F'or  Sale,  ete. 


ADVBRTISIISa     RA.TBS     78     OBISTS     A     UIISB 


PITEITS 


HUBERT  E.  PECK,  696  F  St.  N. 
W.,  Waahinffton,  D.  C,  Coatultinf 
Expert  in  Pitcnt  Causes.  U.  S. 
and  Foreign  Patents.  Send  for  leaflet  on  "Rejected 
Patents  Applications."  

CLENDENNIlf    BROS..    Baltimore  Md.,    Soldering 


Coppers,  Copper  Nails  and  Tacks,  Copper  Rivets  and 
Burs,  Brass  Shoe  Nails,  Iron  Cobbler's  Nails,  Sheet 
and  Ingot  Copper, 


bCND  for  Optical  trade  catalogue,  including  com- 
passes, magnif;ring  glasses,  etc.  L.  Manasse,  88  Bladi- 
son  street,  Chicago. 

WANTED — A  first  class,  experienced  Builders'  Hard- 
ware store  salesman  to  take  charge  of  that  depfrt- 
ment  in  a  large  hardware  house  in  the  middle  wfBt, 
Address  William  Bishop,  care  P.  &  F.  Corbin, :  11 
Murray  St.,  New  York. ^ 

WANTED — Responsible  manufacturer's  a^ent  on  Pa- 
cific Coasf  wants  agency  hi^h  grade  line  carvers, 
also  similar  lines  for  oest  retail  cutlery  and  hardware 
trade.  References.  "Frisco,"  care  Hardware  Dealers' 
Magazine,  253  Broadway,  New  York. 

SALESM.AN  WANTED,  visiting  wholesale  and  retail 
hardware   dealers,    both    north    and    south,    to    carry 

food  paying  side  line  of  sole  leather  strips  and  taps, 
.iberal  proposition.    Address  "G.  M.,"  600  Tribune 
,    Building,'  New  York. 


WANTED — Young  man  undersUnding  builders'  hard- 
ware, who  can  take  quantities  from  plans  and  make 
estimates.  One  with  knowledge  of  P.  &  F.  Corbin's 
line  preferred.  State  salary  and  experience.  Barber 
&  Ross,  11th  and  G  Sts.,  N.  W.,  Washington,  D.  C. 

WANTED— Well  established  Hardware  Store  in  town 
not  exceeding  10,000  population.  Address  "Wanted," 
care  Hardware  Dealers^  Magazine,  253  Broadway, 
New  York. 

FOR  SALE— Hardware  and  Furniture  Stock  in  a 
good,  live  town  in  southern  Illinois,  Invoice,  $6,600. 
Gooa  reasons  for  selling.  Address  Geo.  H.  Mayer, 
Du  Quoin,  Illinois. 

WANTED— Salesmen  calling  on  hardware  dealers. 
Excellent  side  line.  Al  men  can  soon  establish  a 
good  paying  trade.  State  territory  covered.  Holland 
Mfg.  Co.,  Florence,  Mass. 


WANTED— Hardware  business  with  stock  from  $3,000 
to  $10,000,  within  one  hundred  miles  from  New 
York.  Address  "J.  B.,"  care  Hardware  Dealers 
Magazine,  853  Broadway,  New  York. ^_ 

FOR  SALE— A  good  chance  for  a  party  with  a  little 
capital  to  buy  a  well  established  hardware  and  tin- 
shop  business  in  a  town  in  southern  New  York.  No 
competition.  Good  reasons  for  selling.  Write  W 
T^  C,"  care  Hardware  Dealers'  Magazine,  268  Broad- 
way, New  York. _^ 
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249,  427 
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4.udrew8  Wire  &  Iron  Wlcs.280 
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Stevens  Arms  ft  Tl.  Co.,  J.454 
Stimpson  Scale  ft  Mfg.  Co.281 

StoweU  Mfg.   Oo 441 

Superior  Spring  Hinge  0o.421 
Sycamore  Wagon  Works.  .283 
Syracuse  Chilled  Plow  Co. 432 
Syracuse  Twist  DrlU  Co.. 284 

T 

TapUn  Mfg.  Co..  The 413 

Taylor  ft  Boggis  Fdy.  Co.. 288 

Taylor  Mfg.  Co 410 

Tower  ft  Lvon  Oo 291 

Townsend  Co.,  0.  0.  ft  B.P.288 

Tuck  Mfg.  Oo 418 

Turner    ft    Seymour    Mfg. 

Co..  The  277 

Turner  Brass  Works 281 

U 

Union  Cutlery  ft  Hdw.  Co. 262 
Union  Blev.  ft  Mach.  Co.  .280 

Union    Hardware   Co 267 

Utica   Drop   Forge  ft  Tool 
Co 234 

V 

Yandegrift  Mfg.  Co.,  The. 284 
Van  Doom  Co..  0.  B 440 

W 

Wagner   Mfg.   Co 413 

Wan  Mfg.  Supply  Co.,  P. 230 

Wallace   Supply  Co 441 

Walworth   Mfg.    Co 455 

Ward  Safety  Rasor  Co. . .  .268 
Waterbury-Farrel  Fdry.    ft 

Machine  Co.    410 

Watrous  Mfg.  Co.,  B.  L..423 
Waverly  W'denware  Wks..440 
Weber-Klrch  Mfg.  Co.    ...410 

Weiss,  L.  T 261 

White  Lily  Mfg.  Oo 4.38 

White  Mop  Wringer  Co... 487 
White     Mountain     Freeser 

Co.,    The    246 

Wlebusch  ft  Hilger.  Ltd.. 247 
Wilkinson  ft  Co..  A.  J.... 422 

Williams  ft  Co..  J.  H 287 

WinUmson    Wire    Novelty 

Co.,   C.  T 273 

Winsiow  Skate  Mfg..  Co. .  .266 

Wlsfl  ft  Sons  Co..  J 261 

Worcester     Lawn     Mower 

Co 432 

Wright  Wire  Co 421 

Y 

Yale  ft  Towne  Mfg.    Co.. 233 
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CAREFULLY  CONSULT  the  advertising  pages  for  announcements  of  seasonable  goods  and  special 
offers.    It  pays  every  Buyer  to  keep  posted. 

If  you  don't  find  wha  you  want  write  us.  We  have  a  complete  catalogue  file  which  we  place  at  your 
service. 


Abrasive   Materials 

Carborundum  Co.,  Niagara  Falls,  N.Y. 
Pike  Mfg.   Co.,   Pike,   N.   H. 
Adjusters,   Blind 
Columbian  HdW.   Co.,   Cleveland,   O. 
Ives  &  Co..  H.  B.,  New  Haveu,  Ct. 
Millers    Falls   Co.,    28   Warren    St., 

New    York. 
RnsMll    &    Brwin    Mfg.    Co.,    New 
Britain,    Ct. 
Adjusters,   Casement 
Heading  Hardware  Co.,  Heading,  Pa. 
Russell    A    Erwiu    Mfg.    Co.,     New 

Britain,    Ct. 
Yalo  ft  Towne  Mfg.  Co.,   9  Murray 
St.,   New   York. 
Adjusters,    Hammoek,    Rope 
and  Strap 
Covert  Mfg.  Co.,  Troy.  N.  Y. 
Asricultural  Bdse  Tools 
North    Wayne   Tool   Co.,    Hallowill, 
Me 
Afrrienltural    Implements 

Myers  ft  Bro.,  P.  B.,  Ashlaud,  O. 
Adirertislns  Novelties 

Taylor   Mfg.    Co.,    Hartford,   Ct. 
AleolK^l,  Denatured 

Berry   Bros.,    Ltd.,   Detroit,    Mich. 
Aleohol   Gas   Stoves 
Manuing,    Bowman  ft  Co.,    Meridon, 
Ct. 
Andirons 

(See   Fireplace  Goods.) 
Anflrle  Benders     ' 

(See   Benders.) 
Anvils 

Columbian  Hdwe.  Co^.  Cleveland,  O. 
Apple  Cutters 

RoUman  Mfg.  Co.,  Mount  Joy,  Pa. 
Apple  Parers  _ 

Beading  Hardware  Co.,  Reading,Pa. 
Aprons,  Meehanies* 

(See  Carpenters'  Aprons.) 
Artillclal  Minnow  Bait 
Enterprise  Mfg.   Co.,   Akron,   O. 
K.   ft  K.    Mfg.    Co.,   Toledo,    O. 
Ash  Cans 
Arrow  Can  Co.,  86  Warren  St..  Nev 

York. 
Berger,    L.    D.,    09    North    2d    St., 
PhiladclphiM,    Pa. 
Ash  Sifters 
Acme    Ball    Bearing    Sales    Co.,    66 

Warreu  St.,   New  York. 
Hill  Dryer  Co.,  316  Park  Ave.,  Wor- 
cester,  Mass. 
Auser  Bits 
Russell    ft    Erwln    Mfg.     Co.,     New 
Britain.    Ct. 
Auf^er  Bits,  Bxpanslve 
Tower    ft    Lyon    Co.,    96    Chambers 
St.,   New   York. 
Auirers,  Barth  and  Post  Hole 
Iwan   Brothrni,   Streator,    HI. 
ITuion    Elevator    ft    Maeh.    Co.,    144 
Ontario   St.,    Chicago,    111. 
Automatic  Trucks 
Peck-IIamre  Mfg.   Co.,   The,   Berlin, 
Wis. 
Automobile   Jacks 

(See  Jacks.) 
Automobile  Lamps 

(See  Lamps.) 
Automobile  Supplies 
Excelsior    Supply    Co.,    Chicago,    111. 


Motor  Car  Equipment  Co.,   66  War- 
ren St..  New  York. 
New    York    Sporting   Goods   Co.,    17 

Warren   St.,   New  York. 

Wilkinson    ft    C«.,    A.     J..    180-188 

Washington   St.,    Boston,    Mass. 

Automobile       Tublns       and 

Rims 

American    Tube    ft    Stamping    Co., 

Bridgeport,   Ct. 
Automobiles 
Corbin    Motor    Vehicle    Corp.,    New 

Britain.    Ct. 
Stevens  Anus  ft  Tool  Co.,  J.,  Chico- 
pee  Falls,  Masa. 
Awls,  Brad,  Belt  and  Scratch 
Tuck  Mfg.  Co.,   Brockton,   Masa. 
Ax   Handles 

(See  Handles.) 
Axes  and  Hatchets 
Arcade    Mfg.    Co.,    Freeport,    111. 
Burgess-Norton    Mfg.    Co.,    Geneva, 

III. 
Wiebuseh  ft  HUrer,  Ltd.,  9-16  Mur- 
ray St.,  New  York. 
Axle  Grease 
Snow   Flake   Axle  Grease  Co.,   The, 
Fitch  burg,   Mass. 
Axle  Grease— Graphite 
Dixon    Crucible    Co.,     Jos.,    Jersey 
City,  N.  J. 
Axle  OH 

(See   Oil.) 
Babbit  Metal 
Fahrig   Metal   Co.,    310  Hudson   St., 

New  York. 
PhiUips-Laditte     Co.,     Penn     Bldg., 

Philadelphia,  Pa. 
Baby  "Walkers  and  Jumpers 
Glascock  Bros.  Mfg.  Co.,Muncle,Ind. 
Bass 

(See  Articles.) 
Bank  and  OfBce  Raillnflr 
Buffalo  Wire  Wks.  Co., Buffalo,  N.Y. 
Ludlow-Saylor   Wire   Co.,  St.   Louis, 

Mo. 
Wright  Wire  Co.,   Worcester,  Mass. 

Barbed  IVlre 

(See   Wire.) 
Barrel  Swlnflrs 

Glascock  Bros.  Mfg.  Co.,MuncIe,Ind. 
Base  Ball  Shoe  Plates 

WInslow    Skate     Mfg.     Co.,     Sam' I, 
Worcester,  Mass. 

Base  Ball  Supplies 

Draper- Mayna I'd  Co.,  Plymouth, N.H. 

Baskets,  IVlre 

Andrews  Wire  &   Iron   Wks.,    Rock- 
ford,    111. 
Bath  Room  Fittings 

American  Ring  Co.,   Waterbury,  Ct. 

Manning.    Bowman   ft  Co.,    Merlden, 
Ct. 

Novi'lty  Mfg.  Co..   Dept.  K.,  Water- 
bury. Ct. 

Parker  Co.,  Chas.,  The.  Merlden,  Ct. 

Prltchard-Ktrung  Co.,    29  Circle  St., 
Roc  beater,    N.    Y. 

Taplin  Mfg.   Co.,   New  Britain,   Ct. 
Beaters 

(S«'e   Carpet  Whips.) 
BelU  and  Gonars 

MoMlierg  Co.,  Frank, At tleboro, Mass. 


Reading  Hardware  Co.,  Reading,  Pa. 

Relter,  G.  C,  Canton,  O. 

Russell    ft    Erwln    Mfg.    Co.,    New 

BriUin,    Ct. 
Wall    Mfg.    Supply    Co.,    P.,    Alle- 
gheny,  Pa. 
Belt  Dressias 
Dixon     Cniclble    Co.,    Jos.,    Jersey 

City,   N.  J. 
Belt   Hooks 
(See  Hooks.) 
Belt   Ladaj:,   Steel 
Bristol  Co.,   waterbury,  Ct. 

Belt  Punches 

(See  launches.) 
Beltins,  Rubber 

Buckley     Rubber    Co.,     J.     W.,     09 

Warren  St.,    New   York. 
Bench  Screws 

(See  Screws.) 
Beaches,    Cablnet-Makers, 
Grand     Rapids     Hand     Screw     Co., 
914  Jefferson  Ave.,  Grand  Rapids, 
Mich. 
Benders,  Ansle  and  Br« 
Wallace    Supply    Co.,    916    Garden 
City  Block,  Chicago,  111. 
BlcTCle  Bells 

(See  Bells.) 
Bicycle  Lamps 

(See  lismpe.) 
Bicycle    Supplies    and    Sun- 
dries 
Excelsior   Supply   Co.,    Chicago.    111. 
Myers  ft  Bro.,  F.   B.,  Ashland,  O. 
New    York   Sporting    Goods   Co.,    17 
_  Warren  St.,  New  York. 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport, 

Ct. 
Bicycles 
Great  Western  Mfg.   Co.,  La  Porte, 

Ind. 
Johnson's    Arms    ft    Cycle    Works, 

Iver,    Fltchbnrg,    Mass. 
Binder  Tiirlne 

(See  Twine.) 
Bird      Case       Springs      and 

Chains 
Turner   ft   Seymour    Mfg.    Co.,   Tor- 

rlngton,   Ct. 
Bit  Braces 
Millers    Falls    Co..    28   Warren    St.. 

New    York. 
Reading     Hardware    Co.,     Reading, 

Pa. 
Russell    ft    Envin    Mfg.    Co.,    New 

Britain,    Ct. 
Stanley    Rule    ft    Level    Co.,     New 

Britain,   Ct. 
Bits 

(See  Auger  Bits.) 
Blackboards,  Slate 
Johnson  Co.,    E.    J.,   38   Park    Row, 

New  York. 
Blanks,  Fork  and  Knife 
Union   Cutlery   ft   Hdw.    Co.,   Unlon- 
vlUe.  Ct. 
Blocks,  Chain 
Yale  ft  Towne  Mfg.   Co.,   9  Murray 
St.,    New   York. 
Blocks,  Tackle 
Fulton    Iron    Wks.,    18    Brush    St., 

Detroit,   Mich. 
Union  Hardware  Co.,  Torrington,Ct, 
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Boat  Hardware 

(See  Marine  Hardware.) 

Boats,  Canvas  .    .  ^ 

OUscock  BrcM.  Mfg.  Co.,Muncle,Ind. 

B€>llers,  Heatlnsr 

Mott  Iron  Wks.,  J.  L.,  Bth  Ave.  and 
17th  St.,   New  York. 
Boilers,  Wash 

(See   Wash  Boilers.) 
Bolt  and  Nnt  Maehlnerr 
Waterbnry-Farrel   Fdry.    &   Machine 

Co.,  Waterbury,  Ct. 
Bolt  Clippers  „    .    »,. 

Helwlg  Mfg.  Co.,  St.  Paul,  Minn. 
Porter,    H.    K.,    Everett,   Mass. 
Schollhom  Co.,  Wm..  New  Uayen,Ct. 
Boltn  and  Nats 
Garland    Nut    4k    Rivet    Co.,    Pitts- 

burg.  Pa.      ^_ 
Borlna  Maehlnes 

AJax  Mfg.   Co..  PltUburg,  Pa. 
Box  Hlnflres 

(See   Hinges.) 
Box  Hooks  .     , 

Johnson,    Wm.,   Newark,    N.   J. 
Box  I^oelcs 

(See  Locks.) 
Bottle  Openers 
Taulln  Mfg.  Co.,  New  Britain.  Ct. 
Taylor  Mfg.  Co.,   Hartford.  Ct. 
Bottle  Stoppers 
TapUn  Mfg.   Co.,   New   Britain.   Ct. 
Box  Openers 
3onner  Mfg.   Co.,   C.   E.,   Chrisman, 

Box  Straps,  Corners,  Hasps, 

Acme  Steel  Goods  Ck).,  Chicago,  ill. 

Cary  Mfg.  Co.,  19-21  .Rooeevelt  St., 

New  York. 
Boxes,    Hardware,    Shelf 

Green   Co.,    A.    H.,   97    Warren  St., 
New  York. 

Sbelp  Mfg.   Co.,    Henry   H..   Colum- 
bia  Ave.   4k  Randolph   St.,   Phlla. 
Boxes,  Mall 

Helse   Mfg.    Co..    W.    F..    66   Unlou 
Park  Court,   111. 

Hessler  Co.,   H.   E.,   600  North  Sa- 
Una  St.,  Syracuse,  N.  Y. 

Merrlam  Mfg.  Co..  Durham.  Ct. 

Peck-Hamre  Mfg.  Co..  Beriin.   Wis. 

Reading   Hdw.   Co.,    Reading,   Pa. 

Taylor  4k   Boggls  Fdry.    Co.,   Cleve- 
land, O. 
Boxes,   Miter 

Millers   Falls    Co..    28   Warren    St.. 
New  York. 

Smith  &  Hemenway  Co.,  108  Duane 
St.,  New  York. 

Tower   4k    Lyon    Co.,    95    Chambers 

St.,  New  York. 
Boxes,  Rnrnl  Mall 

Hessler  Co..   H.   E..  600  No.   Sallna 
St..  Syracuse.   N.   Y. 

Peck-Hamre  Mfg.   Co.,   Beriin,   Wis. 
Boxes,   Tin,   Stationers' 

Merriam   Mfg.   Co.,   Durham.   Ct. 
Braelcets,  Folding 

Grlffln  Mfg.   Co..   Erie,   Pa. 

Stanley  W^rks,  New  Britain,  Ct. 
Brackets,  Ironlnir  Board 

RosUnd  Mfg.   Co.,   Milford,   Ct. 
Brackets,  Lamp 

Arcade   Mfg.    Co.,    Freeport,   III. 

Reading  Hardware  Co.,  Reading,  Pa. 

Wagner  Mfg.   Co.,   Cedar  Falls,   la. 
Brackets,  Roof 

Wagner  Mfg.   Co.,    Cedar  Falls,   la. 
Brackets,  Shelf 

Atlas  Mfg.   Co.,   New  Haven,   Ct. 

Grlffln  Mfg.  Co.,  Brie,  Pa. 

Reading  Hardware  Co.,  Reading,  Pa. 

Russell     4k     Erwtn    Mfg.   Co.,    New 
BrlUln,   Ct. 

Stanley  Works.  New  Britain.  Ct. 

Taplln  Mfg.   Co..   New   Britain,    Ct. 
Brackets,  Sho^r  Case 

Nashua  Till  Co.,   Nashua,  N.   H. 
Brackets,  Stair  Rail 

Reading  Hardware  Co.,  Reading.  Pa. 
Brass  and  Copper 

Hussey  4k  Co.,  C.  G..  Pittsburg,  Pa. 


Braslna  Powder 

iips-T 

Philadelphia,  Pa, 


Phillip 


ffltte     Co.,     Penn     Bldg., 


Braslnff  Plates 

_  lIpiK     " 
Philadelphia,  Pa 


PhlUii 


tte    Co.,     Penn     Bldg., 


Bread  Mixers 
Landers.   Frary  4k  Clark,   New  Brit- 
ain, Ct. 
Manning,   Bowman  4k  Co.,   Meriden, 

Ct. 
Prltchard-Strong  Co.,   28  Circle  St., 
Rochester,   N.   Y. 
Broilers  (Smokeless)  Wire 
Bridgeport  Wire  Goods  Co.,   Brldge- 
poct,  Ct. 
Brooders,  Ponltrjr 
Reliable    Incubator    4k    Brooder    Co., 
Quincy,   111. 
Bmshes 

Gerts-Lumbard   4k  Co.,   208-210  Ran- 
dolph St.,  Chicago,  111. 
Milwaukee  Dustlesa  Brush  Co.,  Mil- 
waukee, Wis. 

Ball  dinar  Papers 

(See  Paper.) 
Burnishers 

Tuck  Mfg.   (3o.,   Brockton.  Mass. 
Bnshlnirs,  Adjustable  Pipe 

Armstrong  Mfg.    Co.,    291   Knowlton 
St.,   Bridgeport.  Ct. 
Batcher  Knives 
Case  ft  Sons,  W.  R.,   Bradford,  Pa. 
Forschner    4k    Sons.    Chas.,    206    R. 
10th  St.,  New  York. 
Bntcher    Saws 

(See  Saws.) 
Bntts,   Door 

Griffin  Mfg.   Co.,   The.   Erie.   Pa. 
Russell     4k    Er^-ln     Mfg.    Co.,    New 

Britain.   Ct. 
Stanley   Works,   New  Britain,   Ct. 
Yale  4k  Towne  Mfg.   Co..  9-15  Mur- 
ray St..   New   York. 
Cake  Mixers 
Landers.  Frary  &  Clark,   New   Brit- 
ain, Ct. 
Pritchard-Strong   Co.,   29  Circle  St., 
Rochester.  N.  Y. 
Cake  Turners 

Arcade  Mfg.   Co..   Freeport,  111. 
Calipers  and  Dividers 
Starnttt  Co.,  L.  S.,  Atbol,  Mass. 
Calklnsr 

Estes  Mills.   Fall  River.   Mass. 
Can  Openers 
Arcade  Mfg.    Ck>..   Freeport.   III. 
Ellis  Mfg.  Co..   The,  Milldale.  Ct. 
Meisselbach  4k  Bro..  A.  F.,  Newark, 

N.  J. 
Prltchard-Strong   Co..   20  Circle  St., 

Rochester,    N.   Y. 
Smith  k.  Hemenway  Co.,   108  Duane 

St.,   New  York. 
Taylor  Mfg.    Co..   Hartford,  Ct. 
Cans 

(See    Articles.) 
Carbide  of  Silicon 
Carborundum    Co.,     Niagara     Falls, 
N.   Y. 
Carborundum 
Carborundum     Co.,     Niagara     Fails, 
N.  Y. 
Carborundum  Paper  A  Cloth 
Carborundum    Co.,     Niagara     Falls, 
N.   Y. 
Carborundum  IVheels 
Carborundum     Co.,     Niagara     Falls, 
N.   Y. 
Carpet  Pins  and  Sockets 
Turner   4k   Seymonr    Mfg.    Co.,    Tor- 

rtngton,  Ct. 
Carpet    Stretchers 
Hunt,  Helm,  Ferris  4k  Co.,  Harvard, 
111. 
Carpet  Sweepers 
Bissell    Carpet   Sweeper   Co.,    Grand 
Rapids.    Mich.  ^   _ 

Carpet  whips  and  Beaters 
Andrews  Wire  4k  Iron  Works.  Rock- 
ford,   III. 
Cooley  Mfg.  Co.,  103  So.  Canal  St., 

Chicago,   III. 
Ely  Mfg.  Ck)..  Theo.  J..  Girard,  Pa. 
Carriage  Heaters 
Chicago  Flexible  Shaft  Co..   180  On- 
tario St.,   Chicago,    III. 
Carriers,  Hay 
Myers  &  Bro..   F.  E.,  Aahland,  O. 
Carts,    Hand   and   Barrel 
Myers  4k  Bro.,  F.  E.,  Ashland.  O. 


Standard  Stamping   Co.,   Marysvlilc, 

Ohio. 
Carvers,  Kitchen 
Lamson  4k  Goodnow  Mfg.  Co.,  Shel* 

burne  Falls,  Mass. 
Carvers'  Knives,  Wood 
Smith  4k  Hemenway  Co.,  108  Duaua 
St.,  New  York. 
Cash  Drawers.  Alarm 

Nashua   Till   Co.,    Nashua,   N.   H. 
Casters,  Ball  Bearing 
Acme    Ball    Bearing    Sales    Co.,    M 
Warren  St..   New   York. 
Casters,  Furniture 
Clark   Co.,    Geo.    P..    The,    Windsor 

Ix»cks,    Ct. 
Reading  Hardware  Co.,  Reading,  Fa. 
Casters,  Rubber  IVheel 
£lastic  Tip  Co.,   870  Atlantic  Ave., 
Boston,    Mass. 
Castings,  Malleable  and 
Steel 
Hammer  4k  Co.,   Branford,   Ct. 
Catchers,   Grass 
Hasseries.  Carl,  Cleveland,  O. 
Specialty    Mfg.    Co.,     St.     Anthony 

Park,  Minn. 
Catches,  Barn  Door 

Reading  Hardware  Co.,  Reading,  Pa. 
Catches,  Refrlaerator 
Brass  Goods  Mfg.  Co..  Brooklyn.N.Y. 
Reading  Hardware  Co.,  Reading,  Pa. 
Catches,  Screen  Door 
Automatic   Door   Catch   Co..    218  E. 

57th  St.,  Chicago,  111. 
Reading  Hardware  Co.,  Reading,  Pa. 
Watrous  Mfg.   Co.,   B.  L.,  The.  Des 
Moines,    Iowa. 
Challnir  Dishes 
Manning,  Bowman  4k  Co.,Meriden,Ct. 
Chain 
Bridgeport    Chain    Co.,     Bridgeport, 

Ct. 
Hale  Bros.   Co.,  Worcester,  Mass. 
On«'1da    Community,    Ltd.,    Oneida, 

N.   Y. 
Smith  4k  Bgge  Mfg.  Co..  Bridgeport. 

Ct. 
Turner   4k   Seymonr  Mfg.    Co.,    Tor- 

rington,  Ct. 
Chain,  Cr«lc  A  Automobile 
Baldwin   Chain  Mfg.    Co.,  The,  Wor- 
cester, Mass. 
Chain  Blocks 

(See  Blocks.) 
Chain,  Pump 
Garland  Nut  4k  Rivet  Co.,  Pittsburg, 

Pa. 
Chalk  Lines 
Silver   Lake    Co.,    78  Chaunccy   St., 

Boston,    Mass. 
Check  Rein  Loop 

Read  Mfg.  Co.,  O.   B.,  Troy,   N.    Y. 
Cherry  Stones 

Roliman  Mfg.   Co..   Mount  Joy.   Pa. 
Chimney  Tops,  Revolvlnflr 

Iwan  Bros.,  Streator,   III. 
Chisels 

Johnson,    Wm.,    Newark.    N.    J. 
Reliance    Edge    Tool    Co..     Youngs- 
town.   O. 
Russell     4k     Erwln     Mfg.    Co..    New 

Britain,   Ct. 
Tuck  Mfg.  Co..   Brockton.   Mass. 
Christmas  Tree  Holders 
North  Bit>s.   Mfg.  Co..  Philadelphia, 
Pa. 
Cistern  Tops 
Wagner  Mfg.   Co..  Cedar  Falls.   la. 
Clamps 
Grand     Rapids     Hand     Screw     Co., 
014  Jefferson  Ave.,  Grand  Rapids. 
Mich. 
Hammer  &  Co.,  Branford,  Ct. 
Williams   4k    Co.,    J.    H.,    Brooklyn, 
N.   Y. 
Clippers,  Flnser  Nail 
Cook  Co.,   H.  C,   The,   Ansonia.  Ct. 
Clipping:  Machines,  Hair 
American  Shearer  Mfg.  Co.,  Nashua, 

Brown    &    Sharpe   Mfg.    Co.,    ProvU 

donee,   R.  I. 
Chicago  Flexible  Shaft  Co.,  180  On- 

tarlo  St.,   Chicago.   111. 
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€k>ate8  Clipper  Mfg.  Co.,  Worcester, 

MsM. 
Hotchkiflfl,    Edward    S.,   -Bridgeport, 

Ct, 
Wlebascli  4k  HUger,  Ltd.,  9-15  Mar- 

rmjr  St.,  New  York. 
Cltpplnff  Machine*,  Hor«e 
American  Shearer  Mfg.  Co.,  Nashua, 

Cfaioigo*  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago. 
OUlette  Clipping  Macb.  Co.,  114  W. 

32d  St.,  New  York. 
Wiebnach  4k  Hilger,  Ltd.,  9-16  Mur- 
ray St.,  New  York. 
Cloek* 
New  Haren  Clock  Co.,  New  Havon, 

Ct. 
Clothe*  Bam 
Ely  Mfg.  Co.,  Theo.  J.,  Qlrard,  Pa. 
Martcroas  Co.,  40  Dearborn  St.,  Chi- 
cago, 111. 
Clothes  Dryers 
HUl  Dryer  Co.,  815  Park  Ave.,  Wor- 
_  ceater,   Mass. 
Clothe*  Line* 
Columbian  Rope  Co.,  Aubnm,  N.  Y. 
Betea  MiUe,  Fall  Rirer,  Masa. 
Samson  Cordage  Wks.,  Boston,  Mass. 
Silver   Lake  Co.,    78  Channcey   St.. 

Boston,   Mass. 

Clothe*  Line*,  UTire 
Wright  Wire  Co.,  Worcester,  Mass. 
Clothe*  nrrinarer* 
American  Wringer  Co.,  The,  N.Y.C. 
OlsTCock  Bros.  Mfg.  Co.,Muncie,ln<i. 
Coal,  Carriage  Heater*' 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St..  Chicago.  111. 
Standard  Stamping  Co.,   MarysTiUe, 
Ohio. 
Coal  Ble-rator* 
Oifford-Wood  Co.,  Hudson,  N.  Y. 
Coa*ter  Sled* 

(See  Sleds.) 
Coa*ter  'Wavon* 

(See  Wagons.) 
Coat  and  Hat  Hook* 

(See  Hooks.) 
Coffee  and  Spice  Mill* 
Arcade  Mfg.  Co.,  Freeport,  111. 
Landers,   Frary  4k  Clark,  New  Brit* 

ain,  (5t. 
Parker  Co.,  Chas.,  Meriden,  Ct. 
Coffee  Percolator* 
American  Silver  Ck).,  Bristol.  Ct. 
Landers,  Frary  4b  CUrk,   New  Brit- 
ain, Ct. 
Manning,  Bowman  4b  0>.,  Meriden.Ct. 
Coffee      Percolator*.      Auto- 
matic Blectric 
American  Silver  Ck>.,  Bristol,  Ct. 
Commode  Chamber  Pail 

Weber-Kirch  Mfg.  Co.,  Keokuk,   la. 
Conductor  Pipe 
Beirger    Bros.    (3o.,    281    Arch    St., 
PhiUdelphla,    Pa. 

Conductor      Pipe      Hansrer*, 
"Wire 

Iwan  Bros..  Streator,  111. 
Cooklnir  Uten*ll* 

Avery  Stamping  Co.,  Cleveland,  O. 
Cleveland    Stamping    4k    Tool    Co.. 

Cleveland,  O. 
Landers.  Frary  ft  Clark,   New  Brit- 
ain,  Ct. 
Copper 

_    (See  Brass  and  Copper.) 
Copper  Ga*ket* 

Huasey  9c  Co.,  C.  G.,  Pittsburg,  Pa. 
Cordaflre 

Columbian  Rope  Co.,  Auburn,  N.  Y. 
Samson  Cordage  Wks.,  Boston,  Mass. 
Silver  Lake    Co.,    78   Chauncey  St., 

Boston,   Mass. 
Cork  Screw*  and  Puller* 
Arcade  Mfg.  Co.,   Freeport,  111 
Erie  Specialty  Co.,   Erie,   Pa.    * 
Gilchrist    Co.,    The,    236    Bank    St.. 

Newark,    N.    J. 
Parker  Co..  The  Chas..  Meriden,  Ct. 
Smith  4b  Hemenway  Co.,  108  Duai*- 

St.,   New  York. 
Williamson    Wire    Novelty    Co.,    C. 

T.,  66  Badger  Ave.,  Newark,  N.  J. 
Corporation  Cock* 
Walworth  Mfg.  Co.,  128  Federal  St., 

Boston,   Mass. 


Corundum   "Wheel* 

Pike  Mfg.  O).,  Pike,  N.  H. 

Cotter  Pin  Machine*,  Auto- 
matic 

Shuffter  Co.,   F.  B.,  New  Haven,  Ct. 
Cotton  'Wa*te 
Bstcs  Mills,  Fall  River,  Mass. 
Crane* 
Yale  4b  Towne  Mfg.  Co.,   9  Murray 
St.,  New  York. 
Crncihle* 
Dixon    Crucible    Co.,     Jos.,     Jersey 
City,  N.  J. 

Crudhle  Steel 

American    Tube    4b    Stamping    Ck».. 

Bridgeport,  Ct. 
Culti-rator* 

Syracuse  Chilled  Plow  Co.,  Syracuse, 

Cup  Hook* 

Turner  4k   Seymour   Mfg.   Co.,   Tor- 

rington,  Ct. 
Curry  Combs 
Advance  Mfg.  Co.,  Racine  Junction, 

Wis. 

Curtain  and  Screw  Rinsr* 

Turner  4b  Seymour   Mfg.    Co.,    Tor^ 

rington,  Ct. 
Cutlery 

(See  also  Knives,  Baiors,  Shears, 
etc. ) 
Landers,  Frary  4b  Clark,   New  Brit- 
ain,  C^t 
Northfleld  Knife  Co.,  Northlleld,  Ct. 
NorveU-Shapleigh     Hdw.     Co..     St. 

Louis,    Mo. 
Parker  Co.,  Chas.,  The,  Meriden,  Ct. 
Simmons  Hardware  Co.,   St.    Louis. 
Smith  4k  Hemenway  Co.,  108  Duano 
St.,  New  York. 
Cutter* 

(See  Articles.) 
Dairy  Machine* 

(See  Articles.) 
Damper* 

Arcade  Mfg.  Co.,  Freeport,  111. 
Taylor  4b  Boggis  Fdry.   Co.,   Cleve- 
land,  O. 

Da*h  Rein  Fa*tener* 

Read  Bifg.  Co.,  O.  B.,  Troy,  N.   Y. 
Decalcomanla  Siffn* 

(See  Signs.) 
Denatured  Alcohol 

(See  Alcohol.) 
DlMh  Mop* 

Bstes  Mills,  FaU  River,  Mass. 
Door  Bell* 
(See  Bells.) 
Door  Bolt* 

Griffln  Mfg.  (3o.,  The,  Erie,  Pa. 
Door  Button*,   Steel 
Watrous     Mfg.     Co.,    B.     L.,     Des 
Moines,   la. 
Door  Catche* 
American  Hardware  Mfg.  Co.,   1203 

Fulton  St.,   Ottawa,   III. 
Watrous     Mfg.     Co.,     B.     L.,     Dos 
Moines,   la. 
Door  Check*  and  Spring* 
Beading    Hardware     (^..     Reading. 
Pa.  7 

Russell    ft    Erwin    Mfg.    Co.,    New 

Britain,  Ct. 
Yale  A  Towne  Mfg.   Co.,  8  Murray 
St.,    New  York. 
Door  Hanirer* 
(See  Hangers.) 
Door  Holder* 
Superior  Spring  Hinge  Co.,   123  So. 

Clinton  St.,   Chicago,   111. 
Reading  Hardware  C^.,  Reading,  Pa. 
Door  Knob* 

(See  Locks  and  Knobs.) 
Door  Pull* 
Columbian  Hdwe.  Co.,  Cleveland,  O. 
Door  Strip*,  Automatic  Iron 
Wagner  Mfg.    Co.,   Cedar  Falls,    la. 
DrawlnflT  Knlire* 
Reliance     Edge    Tool    Co.,    Youngs- 
town,    O. 
RussoU    4b    Erwln    Mfg.    Co.,     New 

Britain,    Ct. 
Wilkinson    4b    Co.,    A.     J.,    180-188 
Washington    St.,    Boston,    Mass. 


Drawing  Knive*,  Folding 

Reliance    Edge    Tool    Co.,    Youngs- 
town,  O. 
B'Wfipll    *    Erwin    Mfg.    Co.,    New 

Britain,   Ct. 
WUkinson    4b    Co.,    A.    J.,    180-188 

Washington  St.,  Boston,  Mass. 
Dra'vrer  Pull* 
GrilBn  Mfg.  CJo.,  The,  Erie,  Pa. 
Reading  Hardware  Go,,  Reading,  Pa. 
Dre**inff* 

(See  Articles.) 
DriUiuff  Machine* 
Shuster  Co.,  F.  B.,  New  Haven,  Ct. 
Drill*,  Hand,  Brea*t,  etc. 
Millers   Falls   Co.,    28   Warren    St., 

New  York. 
Smith  4b  Hemenway  Co.,  108  Duans 

St.,  New  York. 
Syracuse  Twist  Drill  Co.,  034  Grape 

St.,  Syracuse,   N.   Y. 
Drill*,  Star  and  Pipe 
Star  Expansion  Bolt  Co.,  147  Cedar 

St.,   New   York. 
Drop   ForflTinar* 
Barnes  Co.,  Wallace,  The,  Bristol,  Ct. 
Billings   4b    Spencer    CJo.,    Hartford, 

Ct. 
Page-Storms       Drop       Forge       Co.. 

Springfleld,  Mass. 
Williams   4b   Co.,    J.    H.,    Brooklyn, 

N.   Y. 

Drop   Forslnir*,  Automohile 

Page-Storms       Drop       Forge       Co., 

Sprlugneld,  Mass. 
Williams   4b   Co.,    J.    H.,    Brooklyn,  . 
N.    Y, 
Dryer* 

(See  Articles.) 
Dnmh  "Waiter* 
(See  Elevators.) 
Bave  Tronsh  Hanyer* 

(See  Hangers.) 
EsrsT  Beater* 
Timlin  Mfg.  Co.,  The,  New  Britain, 

Turner  4b  Seymour  Mfg.   Co.,   Tor- 
rington,  Ct. 
Klectrioal  Snpplle* 
Smith  4b  Hemenway  Co.,  108  Duane 
St.,   New   York. 
ESlectric  Cooking  and  Heat- 
inar  Apparatn* 
(See  Articles.) 
Blectrolier* 

Mott   Iron   Works,  J.    L.,   5th  Ave. 
and  17th  St.,  New  York. 
Blevator      Bnclo*nre*      and 

Cah* 

Buffalo  Wire  Wks.  Co.,  Buffalo,  N.Y. 

Ludlow-Saylor  Wire  Co.,St.LouIs,Mo. 

Wright  Wire  Co.,  Worcester,  Mass. 

Elevator*  and  Dnmh  IValt- 

er* 
Eaton  4b  Prince  Co.,  Chicago,   111.    . 
Energy    Elevator   CJo.,    214-218    New 

St.,    Philadelphia.   Pa. 
O'Neill  Elevator  Co.,  926  Cherry  St., 

Philadelphia,  Pa. 
Union  Elevator  4b  Machine  Ck>.,  144- 
146  Ontario  St.,  Chicago,  111. 
Klevator*.  Ice 
Glfford-Wood  Co.,   Hudson,   N.    Y. 
Bmery  Paper  and  Cloth 
Baeder,  Adamson  4b  Co.,  Phila.,  Pa. 
Bmery  'Wheel* 
Pike  Mfg.  Co..  Pike,  N.  H. 
Buiery  "Wheel  Dre**er 
Diamond    Saw    4b    Stamping    Wks., 
Buffalo,  N.  Y. 
ISnameled  Ware 
Cleveland  Stamping  4b  Tool  Co.,  The, 
Cleveland,   0. 
Bnamel* 

(See  Paints.) 
]S*cntcheon  Pin* 

(See  Pins.) 
Bxpan*ion  Bolt* 
MeOabe  Hanger  Mfg.  Co.,  The.   825 

West  25th  St.,   New  York. 
Star  Expansion  Bolt  Co.,  1st  and  2d 
Sts..    Bayoune,    N.    J. 
E2xten*ion  Rod* 
Tunier   4b  Seymour   Mfg.    Co.,    Tor- 
rington,  Ct. 
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Bjr^   Benders 

(See  Benders.) 
Faetory  Truck* 

(See  Tracks.) 
Farmlnar  Implements 

(See  Agricultural  Implements.) 
Farm  Gates 

(See  Gates.) 
Fasteners,  Corrnsated 

Acme  Steel  Goods  Co.,  Chicago,  lU. 
Fasteners,  Sash 

Ives  Co.,  H.  B.,  New  Ilaven,  Gt. 

Watrous     Mfg.     Co.,     E.     L.,     Des 
Moines,  la. 
FancetSy  Brass 

Landers,  Frary  &  Clark,  New  Brit- 
ain, C!onn. 

Smith  St  Hemenway  Co.,  108  Duane 
St.,  New  York. 

Walworth  Mfg.  Co.,  128  Federal  St., 
Boston,    Mass. 
Faucets,  Iron 

North  Bros.  Mfg.  Co..  Philadelphia, 
Pa. 

Walworth  Mfg.  Co.,  128  Federal  St., 
Boston,  Mass. 

Faucets,  Molasses  and  Var- 
nlsli 

Parker  Co.,  C3ias.,  The,  Meriden,  Ct. 
FancetSy  Wooden 
Sommer's  Sons,  John,  86S-366  Central 

Aye.,   Newark.   N.  J. 
Fence  Stretchers 

(See  Wire  Stretchers.) 
Fence  Tool  (Combination) 
Bonner  lifg.   Ck>.,   C.  B.,   Chrisman, 

m. 

FendnflTy  Iron 

Enterprise    Foundry    4k    Fence    (3q., 

IndlanapollB,  Ind. 
Fendnir*  Wire 

Clinton    Wire    Cloth    Co.,    Clinton, 


Enterprise  Foundry  4k  Fence  Co.,  In- 
dianapolis,   Ind. 

Eureka  Fence  Mfg.  Co.,  Richmond, 
Ind. 

Keystone  Steel  4k  Wire  Co.,  Peoria, 

New*  Jersey  Wire  Cloth  CJo.,   Tren- 
ton, N.  J. 
Spring  Steel  Fence  4k  Wire  Ck>.,  An- 
derson, Ind. 
Wright  Wire  Co.,  Worcester,  Mass. 
Files  and  Rasps 
Nicholson  File  Ck>.,  ProTldence,  B.  I. 
Russell    4k    Brwln    Mfg.    Co.,    New 
BriUin,  Ct. 
Filters,  W^ater 
Lynn  Filter  Mfg.  Co.,  Cincinnati,  0. 
Flnirer  Ifall  Clippers 

(See  Clippers.) 
Fireplace  Goods 

Rostand  M/g.   Co.,  MUford,  Ct 
Fire  Doors 

Cobura  Trolley  Track  Mfg.  Co.,  Hoi- 
yoke,    Mass. 
Fire  Pots 
Clayton    4k  Lambert   Mfg.    Co.,    De- 
troit, Mich. 
Turner  Brass  Works,  The,  61  Park 
A  Ye.,  Sycamore,  111. 
Fish   Hooks 

Enterprise   Mfg.   Co.,    Akron,   0. 
Flshlnpr  Reels 
Enterprise   Mfg.   Co.,    Akron,   O. 
Rochester  Reel  Co.,   Rochester,  N.Y. 
FlsMnar  Rods 

Horton  Mfg.  Co.,  Bristol.  Ct. 
FlsMnar  Tackle 
Enterprise   Mfg.    Co.,    Akron,    O. 
Martin's  Sons,  E.  J.,  Rocky lUe,  Ct. 
Flsklnff  Tackle  Boxes 

Merriam  Mfg.   Co.,   Durham,  Ct. 
Fl-ve  and  Ten-Cent  Goods 
Butler   Bros.,    New    York,    Chicago, 

St.   Louis  and   Minneapolis. 
Franklin  Specialty   Co.,   811   (Therry 
St..  Reading,  Pa. 
Flxtnres.  ESlectrlc  Llskt 

Norelty  Mfg.  Co.,  Waterbury,  Ct 
Files,  Spinners,  etc. 

(See   ArUflcial   Bait.) 
FIo¥ver-Bed  Guards 
Wright  Wire  Co.,  Worcester,  Mass. 


Fine  and  Tnbe  Cleaners 
Gem  Mfg.  Co.,  Pittsburg,  Pa. 
Fine  Stops 

Clark  Mfg.  Co.,  J.  L..  Rockford,  111. 
Fly  Killers,  Wire 
Blgelow,   J.    F.,    Worcester,   Mass. 
Football  Supplies 
Draper  4k   Maynard   Co.,    Plymouth, 
N.    H. 
Food  Choppers 
Dana  Mfg.  Co.,  Cincinnati.  O. 
Landers,   Frary  4k  Clark,   New  Brit- 
ain, <!;t. 
RoUman  Mfg.  Co.,  Mount  Joy,  Pa. 
Russell    4k    Erwin    Mfg.    Co,     New 
Britain,  Ct. 
Food  Cookers,  Ponltry 
Reliable   Incubator    4k    Brooder   Co., 
Qulncy,   111. 
Foot  Presses 
(See  Presses.) 
Force  Pnmps  or  Caps 

(See  Rubber.) 
Forks 

(See  Agricultural  Implements.) 
Fountains.  Iron 
Mott    Iron    Wks.,    The    J.    L.,    6th 
Aye.  and  17th  St.,  New  York.    . 
Fruit  Jar  Rlngrs 

(See  Rubber.) 
Frnlt  Presses 
(See  Presses.) 
Furnaces  and  Heaters 
Mott    Iron    Wks.'     J.    L.,    6th   Ave. 

and  17th  St.,  ^ew  York. 
Furnaces 

iSee  Soldering   Furnaces  and  Gas 
'umaces.) 
Furniture  Trimmings 
American  Ring  Co.,  Waterbury,  Ct. 
Game  Traps 
Abingdon  Trap  Co.,  The,  Abingdon, 

Oneida    Community,    Ltd.,    Oneida, 

N.  Y. 
Garbave  Cans 
Arrow  Can  Co.,  36  Warren  St.,  New 

York. 
Garden  Hose 
Buckley    Rubber    Co.,    J.     W.,    eo 

Warren  St.,  New  York. 
Myers  4k  Bro..  F.  B.,  Ashland,  O. 
Reyera  Rubber  O)..  Boston,  Mass. 
Garden  Tools 
Arcade  Mfg.  Co.,  Freeport,  111. 
Cronk  4k  Carrier  Mfg.   Co.,   Elmlra, 
N.   Y. 
Garntent  Hangers 

(See  Hangers.) 
Gas  Furnaces 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago,  III. 
Gas  Heaters 
Turner   4k  Seymour  Mfg.    Co.,    Tor- 

rlngton,  Ct. 
Gas  Lamps,  Inverted 

(See  Lamps.) 
Gas  Pliers 

(See  PUers.) 
Gates,  Steel  Frame 
Keystone  Steel  4k  Wire  Co.,  Peoria, 

111. 
Gates,  Wire  Farm 
Spring  Steel  Fence  4k  Wire  Co..  An- 
derson, Ind. 
Gauffcs 
Chapin-Stevens    Co.,    Pine    Meadow, 

Ct. 
Williams  4k   (3o.,    J.    H.,    Brooklyn, 
N.  Y. 
Gause,  Shlnsrlc 
Wagner  Mfg.  Co..   Cedar  Falls,   la. 
Germicide 

(See  Cow  Ease.) 
Glass  Cutters 

Hart  Mfg.   Co.,  The,  Unionyllle,  Ct. 
Smith  4k  Hemeuway  Co.,  108  Duane 

St.,   New  York. 
Glass  Cnttlngr  Boards 
Lttfkin  Rule  Co.,  Saginaw,  Mich. 
Glass  Shelves 
Noyelty  Mfg.  Co.,  Waterbury,  Ct. 
Gloves,  Baseball,  etc. 
Draper-May nard  Co.,  Plymouth,  N.H. 
GonflTS 

(See  Bells.) 


Glue 

Baeder,    Adamson   4k   Co.,    Philadel- 
phia, Pa. 

Hewitt  4k  Bros.,  C.  B..  48  Beekman 

St.,   New  York. 
Cropher  Traps 

Abingdon  Trap  Co.,  The,  Abingdon, 

GOUffCB 

Reliance    Edge    Tool    Co.,    Yoongs- 
town.  O. 
Graphite 
Dixon    Crucible    Co.,     Jos.,    Jersey 

City,   N.  J. 
Grass  Catchers 

(See  Catchers.) 
Grass  Hooks 
North   Wayne  Tool   Co.,    Hallowell, 

Me. 
Grass  Shears 
(See  Shears.) 
Grease 

(See  Articles.) 
Grease  Cups 

(See  Lubricating  Appliances.) 
Griddles 
Adyance  Mfg.  (3o.,  Racine  Junction, 

Wis. 
Grinders 

(See  Lawn  Mower  Grinders.) 
Orlndlnff  "Wheels 
Carborundum  Ck>.,  Niagara  Falls,N.Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Royal  Mfg.  Co.,  208  B.  Walnut  St., 
Lancaster,  Pa. 
Grindstone  Fixtures 
Reading  Hardware  Co.,  Reading,  Pa. 
Grindstones 

Cleyeland  Stone  Co.,  Cleyeland,  O. 
Grindstones,  Bicycle 
Cleyeland   Stone   Oq„   Cleyeland,   O. 
Gun  Cleaners 
Union  Hdw.   Co.,  Torrington,   Ct. 
Guns 
Harrinfton   4k   Richards   Anns   Co., 

322  Park  Aye.,  Worcester,  Msm. 
Hopkins    4k    Allen   Arms   Co.,    The, 

Dept.   B.,  Norwich,   Ct 
Johnson's   Arms    4k    Cycle     Works, 

Iyer,  Fitchburg,  Mass. 
Parker  Co,  Chaa.,  The,  Meriden,  Ct. 
Sayage   Arms   Co.,   668  Turner  St., 

Utica,  N.  Y. 
Steyens  Anns  4k  Tool  Co.,  J.,  Chlco- 

pee  Falls,  Mass. 
Hack  Saws 
(See  Saws.) 
Hair  Clippers 

(See  Clipping  Machines.) 
Hante  Fasteners 
Bridgeport    Chain    Co.,    Bridgeport, 

Ct. 
Hammer  Handles 

(See  Handles.) 
Hammers,  Drop 
Billings   4k   Spencer   C^o.,    Hartford, 

Ct. 
Merrill  Bros..  Brooklyn,  N.   Y. 
HammerSf  Hand 
Arcade  Mfg.  CSo.,   Freeport,   111. 
BUlings  4k  Spencer  (^.,  Hartford,  Ct. 
Franklin  Specialty  (30.,  Reading,  Pa. 
Johnson,   wm.,   Newark,  N.  J. 
Robertson,    Arthur    R.,    144    Oliyer 
St.,  Boston,  Mass. 
Hammers.  Blairnet 
Billings  4k  Spencer  <3o.,  Hartford,  Ct. 
Robertson,  Arthur  R.,  144  Oliyer  St., 
Boston,  Mass. 
Hammers,  Kick  el  Plated 
Franklin  Specialty  Co.,    811   Cherry 

St.,   Reading,   Pa. 
Pritchard-Strong  Co.,  The,  29  Circle 

St.,  Rochester,  N.  Y. 
Hammocks 
Hohlfeld  Mfg.  Co.  8th  and  Dauphin 

Sts.,   PhUadelphia  Pa. 
Palmer  Co.,  I.  E.,  The,  Middletown, 

Ct. 
Hand  Cars,  Boys' 
Ohiscock  Bros.  Mfg.  Co.,Muncle,Ind. 
Hill-Standard    Mff.    Co.,    468   Chase 

St.,  Anderson,  Ind. 
Handcuffs, 

(See  Police  Supplies.) 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 

Digitized  by  V:iOOQIC 


448         BUYERS'  REFERENCE  TO  ADVSRfiSEMEkTS         Pebbuart,  1908. 


Handles,  Tool 

Smith  ft  Hemeuway  Co.,  108  Duauc 

St.,  New  York. 
Tuck  Mfff.  Co.,  Brockton.  Mam. 
Handles,  "Wooden 
Hartwell    Bros.,     Chicago    Helghta, 

Hand  Scre-vra 

(See   Screwa.) 
Hanirera.  Barn  Door 

Coburn    Trolley     Track     Mfg.     Co., 

Holyoke,  Masa. 
Griffin  MfK.  Co.,  The,  Erie,  Pa. 
Hunt,  Helm,  Ferrla  &  Co.,  Harvard, 

MeCat>e    Hanger  Mfg.    Co.,   326   W. 

25th  St.,    New   York. 
Myers  A  Bro.,  F.  E..  Ashland,  O. 
National  Mfg.  Co.,  Sterling,  HI. 
Reading  Hardware  Co.,  Reading,  Pa. 
Hanfcer*,  Bave  Tronarli 
Berger    Bros.     Co.,     231    Arch    St., 

Philadelphia.    Pa. 
Holbrook  Mfg.   Co.,   The,   Attleboro. 

Mass. 
Hanirera,  Fire  Door 
Coburn    Trolley    Track     Mfg.     Co., 

Holyoke.   Mass. 
Grlffln  Mfg.  Co.,  The,  Erie,  Pa. 
McCabe    Hanger   Mfg.    Co.,    325    W. 

25th  St..   New  York. 
Myers  ft  Bro..  F.  E.,  Ashland,  O. 
Hansrem,  Garment 
Cooley  Mfg.  Co.,  103  So.   Canal  St., 

Chicago,   111. 
Taplln  Mfg.  Co..  New  Britain.  Ct. 
Hangers,  Honse   Door 
Arcade  Mfg.  Co.,  Freeport,  111. 
Chicago  Spring  Butt  Co..  Chicago. 
Colmm     Trolley     Track     Mfg.     Co., 

Holyoke,  Mass. 
McCat>e   Hanger   Mfg.   Co.,   325   W. 

25th  St.,   New  York. 
National  Mf».   Co.,  Sterling,   111. 
Hanarers,  Saah 
Watroua     Mfg.     Co.,     B.     L.,     Des 

Moines,  la. 
Hanirers,    Screen    and  Win- 

doiir 
Phenix   Mfg.   Co.,    Milwaukee.    Wis. 
Hanirera,  Tronner,  Skirt,  etc. 
Taplln  Mfg.  Co.,  The,  New  Britain, 

Hardware  Jobbers 

Butler    Bros.,    New    York,    Chicago, 

St.  Louis  and  Minneapolis. 
NorveU-Shaplelgh     Hdw.     Co.,     St. 

Louis,   Mo. 
Simmons   Hardware   Co.,    St.    I»ui8, 

Mo. 
Hardware        Mann  f act  nr  era* 

Affcnts 
Smith    ft    Hemenway    Co.,     108-110 

Duane  St.,   New  York. 
Wlebnsch  ft  Hllger,  Ltd.,  9-15  Mar- 
,     ray  St.,  New  York. 
Harmonicas 
Hots.  Fr.,  475  Broadway,  New  York. 
Harness 

Eddy   Mfg,  Co.,   Worcester,   Mass. 
Harness  Dressing 
Frank    Miller    Co.,    The.    394    West 
aeth  St.,   New   York. 
Harness  Snaps 
Corert  Mfg.  Co.,  Troy,  N.  Y. 
National  Safety  Snap  Co.,  Wilming- 
ton,  Ohio. 
^Reading  Hardware  Co.,  Reading,  Pa. 
Harness  Straps 

Covert   Mfg.   Co.,   Troy,   N.   Y. 
Hasps  and  Staples 
Griffin  Mfg.   Co.,   The,   Erie,   Pa. 
Reading  Hardware  Co.,  Reading,  Pa. 
Hatcbets 

(See  Axes  and  Hatchets.) 
Har   Knives 
Ely  Mfg.  Co.,  Theo.  J.,  Glrard,  Pa. 
Iwan  Bros^  Streator,   111. 
HaTlaflT  Tools 
Hunt,  Helm.  Ferris  ft  Co.,  Harvard, 

lU. 
Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Heaters 

(See  Articles.) 
Kampfe    Bros.,    8    Reade    St.,    New 
York. 
Hedflre  Trimmers 
North   Wayne   Tool   Co.,    Hallowell, 
Me. 
Heel  Plates 
Griffin  Mfg.   Co.,   Brie.   Pa. 
Root  Bros.    Co.,   Plymouth,  O. 
Hiuflres,  Blind  and  Gate 
Parker  Co.,  Chas.,  The,  Merlden,  Ct. 


HI  nitres.  Box 

Acme  Steel  Goods  Co.,  Chicago,   111. 
Hlnflres,  Floor 

Bommer  Bros.,   Brooklyn,  N.   Y. 
Columbian  Hdw.  Co.,  Cleveland,  O, 
Lawson  Mfg.   Ck).,   40  Uearbom   St.. 

Chicago.    lU. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Superior  Spring   Hinge  (;o.,    123  So. 

Clinton   St..   Chicago,    111. 
Hlnares,  Jamb 
Lawson   Mfg.   Co.,   40  Dearborn   St  , 

Chicago,   111. 
HInires,  Sprlnir 
Bommer  Bros..  Brooklyn,  N.  Y. 
Chicago   Spring    Butt   Co.,    Chicago, 

Columbian  Hdw.   Co.,   Cleveland,    O. 
Hunt,  Helm,  Ferris  ft  Co.,  Harvard, 

Shvlby  Spring  Hinge  CJo.,  Shelby,  O.' 
Hluflres,  Strap  and  T 

Griffin  Mfg.  Co.,  Brie,  Pa. 

National  Mfg.    Co.,  Sterling,    111. 

Stanley  Worka,  New  Britain,  Ct. 
Hinges,  IVIndow  and  Screen 

Arcade  Mfg.   Co.,   Freeport,   111. 
Hip  Rein  Supporters 

fcU'ad  Mfg.  Co.,   O.  B.,  Troy.   N.    Y. 
HItcblnff  Rlnars,  Expansion 

McCabe    Hanger    Mfg.    Co.,   326    W. 

25th    St.,    New   York. 
Hoes 

(See  Agricultural  Implements.) 
Hoists,  Cbaln. 

Yale  ft  Towne  Mfg.   Co.,  9  Murray 
St.,  New  York. 
Hoists,  Blectric 

Yale  ft  Towne  Mfg.  Co.,  9  Murray 
St.,  New  York. 
Hollow  -Ware 

Avery  Stamping  Co.,  Cleveland,  O. 

Cleveland     Stamping    ft    Tool    Co., 
Cleveland,  O. 
Hooks,  Belt 

Bristol  Co.,  Waterbury,  Ct. 
Hooks.  Coat  and  Hat 

Atlas  Mfg.  Co.,  New  Haven,  Ct. 

National  Mfg.  Co.,  Sterling,  111. 

Williamson  Wire  Novelty  Co.,  C.  T., 
^  56  Badger  Ave.,  Newark,  N.  J. 
Hooks,  Condnctor 

Berger    Bros.     Co.,    231     Arch     St., 
Philadelphia,   Pa. 

Iwan  Bros.,  Streatqr.  111. 
Hooks,    Monldlnsr 

Williamson  Wire  Nov.   Co.,  56  Bad- 
ger Ave.,  Newark,  N.  J. 
Hooks,  Safetjr  Ladder 
_Taplln  Mfg.  Co.,  New  Britain,  Ct. 
Horse  Mowers 

Chadbom  ft  Coldwell  Mfg.  Co.,  New- 
burgh.  N.  Y. 

Coldw^ell    Lawn    Mower    Co.,     New- 


burgh,    N.    Y. 
Horsesboe  Nails 

(See  Nails.) 
Horse  Pokes 

Ely  Mfg^  Co.,  Theo.  J.,  Glrard.  Pa. 
Horse  Tall  Bands  and  Ties 

Read  Mfg.   Co.,  O.   B.,  Troy,   N.   Y. 
Hose 

(See  Garden  Hose.) 
Hose  Blossles 

Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Hose  Racks 

Specialty    Mfg.     Co.,    St.     Anthony 
Park,   Minn. 
Honse  Numbers 

Turner  ft   Seymour   Mfg.    Ck».,   The. 

Torrington,  Ct. 
Hnskers 

Smith  ft  Davis,  Ames,  la. 

Myers  ft  Bro.,  F.   E.,  Ashland,  O. 
Hy'drants 

Myers  ft  Bro.,  F.  E,,  Ashland,  O. 
Hydraulic  Presses 

Waterbury-Farrel  Foundry  ft  Mach. 

Co.,  Waterbury,   Ct. 
ice  Cblsels 

Gilchrist    Co.,    The,    236    Bank    St.. 
Newark,   N.   J. 
Ice  Cream  Freesers 

Dana  Mfg.  Co..  Cincinnati,  O. 

North  Bros.  Mfg.   Co..  Phils.  Pa. 

White   Mountain    Freeser   Co.,    The. 
Nashns.  N.  H. 
Ice  Picks 

Arcade  Mfg.  Co..  Freeport.  111. 

Erie  Specialty  Co.,  Erie,  Pa. 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 


(ranklin  Specialty  Co.,  Reading.  Pa 
Glfford-Wood   Co.,    Hudson,    N.^  Y.; 

Arlington,   Mass. 
Gilchrist    Co.,    The,    236    Bank    St.. 

Newark,  N.  J. 
Pritchard-Strong  Co.,   29  Circle  St.. 

Rochester,    N.   Y. 
Ice  Tools 
Arcade  Mfg.  Co.,  Freeport.  IlL 
Glfford-Wood   Co..    Hudson,    N.    Y.: 

Arlington.   Mass. 
Schutte  ft  (Jo.,  E.  G.,  230  Stark  St.. 

Cincinnati,    O. 
Incubators   and  Brooders 
MiUer  (3o.,    J.    W.,    Box   118,   Free- 

port.   111. 
Reliable    Incubator   ft    Brooder   Co.. 

Quincy,  111. 
Insect  Powder 
H»amond,     B.,     FishkiU-on-Hudson, 

N.    Y. 

Insnlatlnur  Paper 

(See  Paper.) 
Iron  Stands 

Franklin  Specialty   Co.,    311    Cherry 
St.,  Reading,  Pa. 
Jacks 

Covert  Mfg.  Co..  Troy,  N.   Y. 
M.ver«  ft  Bro.,  F.  E..  Ashland,  O. 
Jacks,  Ball  Bearlna 
Acme    Ball    Bearing    Sales    Co.,    56 
Warren  St..   N.  Y. 
Jockey  Stick 

Kly  Mfg.  (3o.,  Theo.  J.,  Glrard,  Pa. 
Joist  Hanarers 

Columbian  Hdw.   Co.,   Cleveland.   O. 
Kettle  Scrapers 

(See  Scrapers.) 
Key  RInars 
Smith  ft  Egge  Mfg.  Co..  Bridgeport, 

Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  York. 
Williamson   Wire    Novelty    Co.,    66 
Badger  Ave.,   Newark,   N.  J. 
Kick  Plates 
Grlffln  Mfg.  Co..  Erie,   Pa. 
Reading  Hdw.  Co.,  Reading,  Pa. 
Russell    ft    ErwlD    Mfg.    Co.,    New 

Britain.  Ct. 
Turner   Brass   Wks.,    The,    61   Park 

Ave.,  Sycamore,   111. 
Yale  ft  Towne  Mfg.  Co.,  9  Murray 
St.,  New  York. 
Kitchen  IVare,  "Wire 
Bridgeport  Wire  Goods  Co.,  Bridge- 
port, <>>nn. 
Knife  Blanks 

(See  Blanks.) 
Knives 

(See    Butcher,     Mincing,    Pocket, 
etc.) 
Knobs,  Repair 
Pritchard-Strong  Co.,  20  Circle  St., 
Rochester,   N.  Y. 
Kraut  Cutters 
Atkins  ft   Ck>.,    E.   C,    Indianapolis, 
Ind. 

Ladders,    Lonar    and    Bxten- 
slon 

Berger,    L.    I).,    GO    North    2d    St., 
Philadelphia,  Pa. 
Ladders,  Rolllnar  Shelf 
Bicycle   Step   Ladder   Co.,    60    Ran- 
dolph St.,  Chicago,  111. 
Coburn     Trolley     Track     Mfg.     Co., 
'  Holyoke,  Mass. 

Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Ladders,  Step 
Smith  ft  Son,  F.,  Clinton,  la. 
Lamps 
Hammer  ft  (^.,  Branford,  Ct. 
Lamps,  Automobile 
Ham  Mfg.  Co..  C.  T..  Rochester,  N.Y. 
Lamps,   Drlvlngr 
Ham  Mfg.  Co.,  C.  T..  Rochester, N.Y. 
Lamps.  Gas,  Inirerted 
Ramsdeil   Inverted  Lamp  Co.,  The, 
1123  Broadway,   N.   Y. 
Lanterns 
Ham    Mfg.    Co.,    C.    T.,    Rochester, 

N.    Y. 
Pritchard-Strong  Co.,  20  Circle  St., 
Rochester,  N.  Y. 
Latch,  Barn  Door 
Wagner  Mfg.   Co.,  Cedar  Falls,   la. 
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Peck-Hamre  Mfg.  Co.,  The,  Berlin, 

WlB. 

Lathlnv,  "Wire 

Buffalo  Wire  Wks.  Co.,Buffalo.  N.Y. 

Clinton     Wire    Cloth    Co.,   Clinton, 
HaM. 

liOdlow-Sarlor   Wire    Co.,    The,    St. 
Loulfl,  Mo. 
Lavtb  Farnltnre 

Baffalo  Wire  Wks.  Co., Buffalo,  N.Y. 
I^Ai/rn  Guard* 

Wright  Wire  Co.,  Worcester,  Mass. 
Lawn  Mo'vrer  Grinder 

Coldwell    Lawn    Mower    Co.,     New- 

<    bnrgh,  N.  Y. 

Peoria    Lawn    Mower    Grinder    Co., 
413  So.  Waah  St..  Peoria,   111. 

Boot  Broa.    Co.»  The,   Plymouth,   O. 
lAwn  Mo^er  Sharpener 

Eureka  Sharpener  Co.,  Detroit,  Mich. 

National  Machine   &  Stamping  Co., 
Detroit,   Mich. 
IjA^rn  Mo'wers 

Chadbom  &  Coldwell  Mfg.  Co..  New- 
burgh,  N.  Y. 

Coldwell    Lawn    Mower    Co.,     New- 
burgh,   N.   Y. 

PhlUdelphla  Lawn  Mower  Co.,  Phil- 
adelphia,  Pa. 

Beading  Hdw.  Co.,  Beading,  Pa. 

Worcester   Lawn   Mower   Co.,    Wor- 
ceater.  Mass. 
Ija'vrB  Sprinklers 

Specialty    Mfg.     Co.,    St.     Anthony 
Park,  Minn. 

SUndard  SUmping  Co.,  MaryeyiUe, 
Ohio. 

Turner  4k   Seymour   Mfg.    Co.,   The» 

Torrlngton,  Ct.  • 

Lawn  SwlnflTB 

Myers  it  Bro.,  F.  E.,  Ashland,  O. 
Ijawa  Trimmer* 

(See  Oram  Trimmers.) 
Leather  <«oodfl,  Sportlns 

Draper  &   Maynard   Co.,   Plymouth* 
N.  H. 
Lemon  Snneesers 

Arcade  Mfg.  Co.,  Freeport.  111. 

Erie   Specialty    Co.,    Brie,    Pa. 

Gilchrist    Co.,    The,    236   Bank    St.» 
Newark,   N.  J. 

Landers.   Prary  &  Clark,  New  Brit- 
ain.  Ct. 

Parker  &  Co.,  Chas.,  Meriden,  Ct. 

Sommer's  Son.  John.   Newark.  N.  J. 

LeveUi 

Baker-McMlUen  Co..  The.  Akron,  O. 

Ghapln-Stephens  Co..   Pine   Meadow* 
Ct. 

Davis  ft  Cook,  Watertown,  N.  Y. 

SUnley  Bule  ft -Level  Co.,  New  Brit- 
ain.  Ct. 

Tower  ft  Lyon  Co.,  05  Chambers  St., 

New   York. 
Iilffhtlnir  System* 

Consolidated    Gas    ft    Electric    Co., 
Chicago,  111. 

Gloria  Light  Co.,   Chicago,   111. 
l*lne« 

(See  Articles.) 
Locks  and  Knobs,  Door 

Reading  Hdw.  Co.,  Reading,  Pa. 

Busself  ft    Erwin    Mfg.    Co.,    New 
Britain.  Ct. 

Taylor  ft  Boggls  Pdry.   Co.,  Cleve- 
land. O. 

Yale  ft  Towne  Mfg.  Co.,  9  Murray 
St..  New  York. 
Loeks.  Box 

Acme  Steel  Goods  Co.,  Chicago,  111. 
Looks,  Unit 

~      ell    ft    Brwln    Mfg.    Co..    New 


Machinery 

Diamond   Saw   ft   Stamping  Works, 

Buffalo,   N.   Y. 
Waterbury-Farrel  Foundry  ft  Mach. 
Co.,  Waterbury,  Ct. 
Machinists'  Tools 
Billings  ft  Spenter  Co.,  Hartford. Ct. 
Diamond    Saw   ft    Stamping   Works, 

Bnffalo,   N.  Y. 
Starrett  Co..  U  S.,  Athol,  Mass. 
WilUams   ft   Co.,   J.    H.,    Brooklyn, 
N.  Y. 
MaU  Bokes 
(See  Boxes.) 
Manlcnre  Goods 
Cook  Co.,  H.  C,  The.   Ansonla.  Ct. 
Smith  ft  Hemenway  Co.,  108  Duaue 

St.,  New  York. 
Mansers 

(See  Stable  Fixtures.) 
Mantels 
Ironton  Wood  Mantel  Co.,  Ironton,  O. 
Mannfactnrers'  Air«nts 

(See  Hardware.) 
Match  Safes 
Smith  ft  Hemenway  Co..  108  Duaue 
St.,  New  York. 
Mats,  Flexlhle  Steel 

Acme  Steel  Goods  (?o..  Chicago,  111. 
Mats,  Urire 
Clinton    Wire    Cloth    Co.,    Clinton, 
Mass. 
Meat  Choppers 

(See  Food  Choppers.) 
Metal  CelUnars 

(See  Ceilings.) 
Metal  NoTCltles 

Cook  Co.,  H.  C,  The,  Ansonla,   Ct. 
Novelty  Mfg.  Co..  Waterbury,  Ct. 
Metal  Polish 
(See  Polish.) 
Metals,  Bmbossed 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Metals,  Perforated 
Clinton     Wire    Cloth    Co.,    Clinton. 


Britain.  Ct. 
Lockers,  Wire 

Clinton  Wire  Cloth  Co.,Cllnton,Mass. 
Lodlow-Saylor  Wire  Co.,  St.   Louis, 

Mo. 
Wright  Wire  Co.,  Worcester,  Mass. 
Lnbri  cants 
(See  also  Oil.) 
Dlzon   Gmelble     Co.,     Jos.,     Jersey 
City.  N,  J. 
Lnbrlcators,  Loose  Pnlley 
Gem  Mfg.  Co.,  Pittsburg,  Pa.^ 
Lnnch  IClts,  Anto  Tonrlngr 
Motor  Car  Equipment  Co.,  65  War- 
ren St,  New  York. 


Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Micrometers 
Starrett  Co.,  L.  S.,  Athol,  Mass. 
Milk  and  Cream  Testers 
American  Hardware  Mfg.  Co.,   1203 
Fulton  St.,  Ottawa,  111. 
Mlndnir  Knlires 
Arcade  Mfg.  (^.>  Freeport,  111. 
Smith  ft  Hemenway  Co.,  108  Duane 
St.,  New  York. 
Mirrors,  Adjnstable 

Novelty  Mfg.  Co..  Waterbury,  Ct. 
Miter  Boxes 
(See  Boxes.) 
Molders'  Tools 
Dobson.  Wm.,  Canastota,  N.  Y.     . 
Mop  Wrlnirers 
Dana  Mfg.  Co.,  Cincinnati,  O. 
Eagle  Cooperage  Wks.,  Clrcleville,0. 
Ely  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Gilchrist   Co.,    The.    236   Bank    St., 

Newark,   N.   J. 
Van    Doom    Co.,    C.    E.,    Dept.    3, 

Bochester,   N.    Y. 
White  Mop  Wringer  Co.,  Fultonville, 
N.  Y. 
Mops 
Arcade  Mfg.  Ck>.,  Freeport,  111. 
Eagle  Cooperage  Wks.«  CIrclevllle,  O. 
Estes  Mill,  Fall  Biver.  Mass. 
Motor  Cars 

(See  Automobiles.) 
Motors,  "Water 
Lippincott,  W.  M.  ft  I.  Dept.,  New- 
ark, N.  J. 
Monldlngr  Hooks 
Forsyth  Mfg.   Co.,   308  Terrace  St., 

Buffalo.   N.   Y. 
WiUlamson   Wire    Nov.    Co.,   C.    T., 
B6  Badger  Ave.,  Newark,  N.  J. 
Monse  Traps 
Abingdon  Trap  Cte.,  The,   Abingdon, 

111. 
Animal  Trap  Co.,  Litltz,  Pa. 
Hotchklss.  B.  S.,  Bridgeport.  Ct. 
Movrers 

iSee  Horse;   see  Lawn.) 
1  Clips 


(See^ClIppcrs. ) 


Nail    Palters 

Bridgeport      Hardware     Mfg.      Co., 
Bridgeport,   Ct. 


Morrill,  Chas.,  275  Broadway,  N.  Y. 
Smith  ft  Hemenway,  108-110  Duane 

St.,  New  York. 
Tower    ft    Lyon    Co.,    96    Chambers 

St.,  New   York. 
Nail  Sets 

Johnson,  Wm.,   Newark,    N.  J. 
Syracuse  Twist  Drill  Co.,  034  Grape 

St.,  Syracuse,   N.   Y. 
Tuck  Mfg.   Co.,   Brockton,   Mass. 
Nails,  Copper 
Hussey  ft  Co.,  C.  G.,  Pittsburg.  Pa. 
Jfalls,  Horseshoe 
WIebnsch  ft  Hilger,  Ltd..  9-16  Mur- 
ray  St.,    New   York. 
Nails,  Picture 
Turner   ft   Seymour   Mfg.   Co.,    The, 

Torrington,   Ct. 
Nails,  Rubber  Head 
BUstlc  Tlu  Co.,   370  Atlantic  Ave., 
Boston,   Mass. 

Nails,  Upholsterr 

Turner   ft   Seymour  Mfg.    Co.,   The, 

Torrington,   Ct. 
Nails,  -Wire 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

111. 
Townsend  (3o.,   C.  C.  ft  E.  P.,  New 

Brighton,  Pa. 
Neck  Rein  Holders 

Bead  Mfg.   Co..  O.   B,   Troy,  N.   Y. 
Needles,  Machine 

Excelsior   Supply    Co.,    Chicago,    111. 
Nippers 

<8ee  Pliers  and  Nippers.) 
Not  Crackers 

Arcade  Mfg.  Co.,  Freeport,   111. 
Nnts 

(See  Bolts  and  Nuts.) 
OH,  Axle 
Miller  Co.,  Frank,  349  W.  26th  St., 
New  York.  .  _ 

Oil  Cans,  Spont  and  Fancet 
Wall    Mfg.    Supply    Co.,    P.,    Alle- 
gheny, Pa. 
Oil  Cans,  Pocket 
Meiaselbacb    ft    Bro..    A.    F.,    32-38 
Prospect  St.,  Newark,   N.  J. 
Oil  Cnps 

(See  Lubricating  Appliances.) 
OUers 
American.   Tube    ft    SUmping     Co. 

Bridgeport,    Ct. 
Gem  Mfg.   Co.,   Pittsburg.   Pa. 
Hammer  ft  Co.,   Branford,  Ct. 
Wall    Mfg.     Supply    Co.,    P.,     Alio- 

gheny.   Pa. 
Oilers,  Force  Pumps 
Bloomer,   B.  E.,   Kelthsburg,   III. 
Oil,  liubrlcatlnflT 
Cole  Co.,  G.  W.,  42  Broadway,  New 

York. 
Oil  Stones  _ 

Carborundum  Co.,  Niagara  FallB,N.Y 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Oil  Stoves 

(See  Stoves.) 
Optical  Goods 
Manasse.    L.,   88   Madison   St..    Chi- 
cago, 111.    . 
Oyster  Knives 
Johnson,  Wm.,   Newark,   N.  J. 
Packing 

(See  Bubber.) 
Padlocks 

Miller  Lock  Co.,   Philadelphia,  Pa. 
Bussell    ft    Erwin    Mfg.    Co.,     New 

Britain,  Ct. 
Yale  ft  Towne  Mfg.   Co.,  8  Murray 
St.,  New  York. 
Palls,  Dafry 
Prltchard-Strong  CJo.,  29  Circle  St., 

Bochester,  N.  Y. 
Palls,  Dinner 
Prltchard-Strong  Co.,   29  Circle  St., 
Bochester,    N.    Y. 
Paint,  Asphalt 
Stowell  Mfg.  Co.,  Jersey  City,  N.  J. 
Paint  Remover 

(See  Varnish  Bemover.) 
Paint,  Silica  Graphite 
Dixon     Crucible    Co.,     Jos.,     Jersey 
City,  N.  J. 
Paint,  mrall  Coatlnfc 
Alabaatine  Co.,  Grand  Bapids,  Mich. 
Paints,  ESnamels,  etc. 
Hammond,     B.,     BMshklll-on-Hudson, 
N.   Y. 


Mention  Hardware  Dealer*'  Magazjne  when  corresponding. 
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Hartln-Senonr  Co.,  The,  2614  Quarry 
St.,  Chicago. 

Paper*,  Bnlldlnar  and  Roof- 
ing 

Bird  it  Son,  F.   W.,   Bast  Walpole, 

Mass. 
Hewitt  ft  Broe.,  C.  B.,  48  Beekman 
St..   New  York. 
Paper,  Hardware  'Wrapping 
Hewitt  A  Bro«.,  C.  B..  48  Beekman 
^  St..  New  York. 
Parlnsr  Knives 
Smith  &  Hemenway  Co..  108  Duane 
_  St..  New  York. 
Patents 
Peck.  Hubert  B.,  «05  F  St.,  Waih< 
Ington,  D.  0, 
Pencil    Points,    Bn^ravera' 
Carborundum  Co. ,  Niagara  FaUa,  N.  Y. 
Perforated  Metal 
^  (See  MeUlfl.) 
Picture  Cord  UTire 
Turner  ft  Seymour  Mfg.   Co.,    The. 

Torrlngton,    Ct 
Wright  Wire  Co..  Worcester,  Maas. 
Picture  Hooka 
Tnnier  ft   Seymour  Mfg.   Co.,   The, 
Torrinffton.  Ct.  * 


Mf«.    Co.,   The, 

Clip 

48  Granite  Bldg., 

»a 
Mfg.   Co..  The, 

5w  Hayen.  Ct. 
128  Federal  St.. 
Doaron,   Mass. 

^'?^  Handera,  Steel 

(See  Haneera.) 
Wpe  Hooka  and  Strapa 

Pipe  Stocks  and  Diea 

«^2S?"  Jf'«^-  ^-  128  Federal  St., 
Beaton,  Maas. 

?frllU*'^*'     Reamera     and 

^^^«'?*  K''-  ^•'  128  Federal  St.. 
Boaton,   Maaa. 
Wpe  Viaea 

WlUiama'  ft   S.,    J.    H..    Brooklyn. 

Piatola 

(See  alao  Eevolvera.) 

Iyer,  Fltchburg,  Maaa. 

Planea 

^^^'n-Stephena  Co..   Pine  Meadow, 

^'B±in.''ct'    *    ^^''    ^-    New 

^  N?w  Y^T  ^^'*  ^  ^^'^^n  SL, 
Plate  Cleanera 

Laeher  Mfg.  Co..  Darenport,  la. 
Plantera,  Corn,  etc. 

Sheffield  Mfg.  Co.,  Burr  Oak,  Mich 
Plantera,  Potato 

Sheffield  Mfg.  Co.,  Burr  Oak.  Mich 
Plated  Ware.  Nickel 
(KnlYea  and  Forka.) 

"^tTriS;,"?!?  *  ^•'^"•'^  ^-'  ^- 

Plated  Ware.  Silver 

(Knlyes  and   Forks.) 
"^n?  Cntlery  ft   Hdw.   Co.,    Union- 
Title,  Ct. 

Plated  Ware,  Silver 

American  SilTer  Co.,  Bristol,  Ct. 

^^^^  pmIo^^^Vi,^*'-   ^**2-168  Lake 
or.,  cnicago,  III. 

International    Silver    Co.,    Merideu. 
Oneida    Cummnnlty,    Ltd.,     Oneida, 

Ct  ^'  Spencer  C3o.,  Hartford, 
Bonner  Mfg.  Co.,  C.  B.,'  Chrlsman, 
Cronk^ft  Carrier  Mfg.   Co.,   Blmlra, 


Johnson.    Wm.,   Newark,    N.   J. 
Morrll,    Chas.,    276   Broadway,    New 

York. 
Smith  ft  Hemenway  C!o.,  108  Duane 

St..  New  York. 
Schollhom  Co.,    Wm.,    New    Haven, 

Ct. 
Utica  Drop  Forge  ft  Tool  Co.,  Utlca, 

PloWa* 

Syracuse    Chilled    Plow    Co.,    Syra- 

cuae.   N.  Y. 
Plumb  Boba 

Beading  Hardware  Co.,  Reading,  Pa. 
Starrett  Ck>.,  L.  S.,  Athol,  Mass. 
Tower  ft  Lyon  Co..  05  Chambers  St.. 
New  York. 
Plumbera'  Braaa  Gooda 
Landers,  Frary  ft  Clark,  New  Brit- 
ain, (;t. 
Plumblnir  Fixturea 
Mott  Iron  Wks.,  J.  L.,  6th  Ave.  and 

17th  St.,  New  York. 
Pocket  Knivea 
Northfleld   Knife   Ck>.,    Northfleld,Ct. 
Wiebuach  ft  Hllger,  Ltd.,  9  Murray 
St.,  New  York. 
Police  Sappliea 
Tower  ft  Lyon  Co.,  95  Chambera  St., 

New  York. 
PoUab,  Stove 
BUck    Silk     Stove     Polish     Works, 

SterUng,    111. 
Dixon    Crucible     (Jo.,     Jos.,     Jersey 

City,  N.  J. 
Nickel  Plate  Stove  Pollah  Co.,  Chi- 
cago,  111. 
Porcelain  Knoba 
Turner  ft  Seymour  Mfg.   Co.,   The, 
Torrlngton,   (X 
Poat  Hole  Disvera 

iSee  Augera.) 
Covera,  Kitchen 
Laaher  Mfg.  (3o.,  Davenport,  la. 
Pot  Standa 
Franklin   Specialty  Co.,   311  Cherry 
St,    Reading,   Pa. 
Poultry  Netting 
CUnton    Wire    Cloth    Co.,    Clinton, 

Mass. 
Lndlow-Saylor  Wire  Co.,  St.  Louis,* 

Mo. 
New  Jersey  Wire  Cloth  Co.,   Tren- 
ton,   N.   J. 
Wright  Wire  Co.,  Worcester,  Mass. 
Preaaea,  Foot 

Shuster  Co.,   F.   B.,  The,  New  Ha- 
ven,   Ct. 
Preaaea,  Meat  and  Fruit 
Brie  Specialty  Co.,   Brie,  Pa. 
Preaaea,  Power 
Shuster,    F.    B..    Co.,    New    Haven, 
Ct. 


Pruninar  Sheara 

(See  Shears.) 
Pry  Bar  and  Nail  Puller 

Bonner  Mfg.    Co.,   C.   B.,   Chrlsman, 

Pumpa 

Myera  ft  Bro.,  F.  B.,  Ashland,  O. 
Punchea,  Belt 
Bemls    ft    Call    Hdw.    ft    Tool    Co.. 

Springfield,    Mass. 
Schollhorn  Co.,  Wm.,  New  Haven.Ct 
Smith    ft    Bgge    Mfg.    Co.,    Bridge- 
port,  Ct. 
Punchea,  Conductora' 
Bridgeport    Hardware    Co.,    Brldge- 

Eort.   Ct. 
naon,   Wul,   Newark,  N.  J. 
Schollhom   Co.,    Wm.,    New  Haven. 
Puncbea,  Hand 
Morrill,  Chas.,  275  Broadway,  N.  Y. 
Puah  Carta 

Syracuse    Chilled    Plow    0>.,    Syra- 
cuae,  N.  Y. 
Pasb  Platea 

Griffin  Mfg.  Co.,  The,  Erie,  Pa. 
Putty  Knivea 

Smith  ft  Hemenway  Co..  108  Duane 
St.,  New  York. 
Radiatora 

Mott    Iron    Works,    J.    L.,    5th    Avo. 
and  17th  St.,   New  York. 
Rake,  Self-Cieaninip 
Cronk  ft  Carrier  Mfg.  Co.,  The,  Bl- 
mlra, N.   Y. 


Rakea 

Cronk  ft  Carrier  Mfg.   Co.,   Blmlra, 

Ran'iT^ii 

(See  Stoves.) 
Ratcbet  Drilla 
Billings  ft  Spencer  (^.,  Hartford.Ct. 
Ratcbet     Pipe     Stocka     and 
Diea 
Walworth  Mfg.  Co.,  128  Federal  St. 
Boaton,  Maas. 
Rat  Trapa 
Abingdon  Trap  0>.,  The,  Abingdon, 

Hotc'hklss,  B.   S.,   Bridgeport,  Ct. 
Oneida    Community,     Ltd.,    Oneida, 

N.    Y, 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport, 
Ct. 
Rasor  Blade  Holder 

(See  Easor  Stroppers.  Safety.) 
Raaor  Guarda 
Weiss.    L.    T.,    207    Taaffe    Place, 
Brooklyn,  N.   Y. 
Rasor  Honea 
Carborundum     Co.,     The,      Niagara 

Falls,  N.   Y. 
Droescher,    S.    B.,    79   Warren   St.,  ' 

New  York. 
Pike  Mfg.   Co.,  Pike,   N.   H. 
Rasor  Stropper,  Safety 
Bcstgen  ft  Co..  J.  G.,   161  Summer 

St.,   Boston,  Maas. 
Perfection   Mfg.   Co.,   7   Water  St., 
Boston,  Mass. 
Rasor  Strops 
Kanipfe  Bros,,  8  Reade  St.,  N.  Y. 
Eddy  Mfg.   Co.,   Worcester,  Mass. 
Rasora 
Droescher,'  S.    R.,    79    Warren    St., 

New  York. 
Smith  ft  Hemenway  Ck).,  108  Duane 
St.,   New   Xork. 
Rasora,  Corn 
Kampfe  Bros.,  8  Reade  St.,   N.   Y. 
Rasora,  Safety 
American     Safety     Raior     (3o.,    820 

Broadway,   N.   Y. 
Gem  Cutlery  Co.,  84  Reade  St.,  N.Y 
.    Kampfe  Bros.,  8  Reade  St.,  N.  Y.   * 
Ward    Safety   Rasor   Co.,    751   Star 
Bldg.,  Chicago. 
Reamera. 

Tuck  Mfg.  Co.,  Brockton,  Mass. 
Reeordinsr  Inatrumenta 

Bristol  Co.,   Waterbury,  Ct. 
Reels 

(See  Fishing  Reels.) 
RefrifiTcrator  Trimminsra 
Arcade   Mfg.    Co.,    Freeport,    111. 
Brass    Goods    Mfg.    Co.,    Brooklyn, 
N.  Y. 

Refriseratora 

Alaska  Refriaerator  Co.,  The,  Mus- 
kegon. Mich. 

G.  R.  Refrigerator  (^.,  Grand  Rap- 
ids, Mich. 

Herrlck  Refrigerator  Co.,  Waterloo, 

Refrifreratora,  MetalUe    . 

Home  Metallic  Refrigerator  Co.,  Al- 
bert Lea,   Minn. 
Reariatera,  Wall  and  Floor 

Berger,   L.   D.,    60   No.   Second  St., 
Philadelphia,    Pa. 
Reloadinar  Tools 

Union  Hdw.  Co.,   Torrlngton,  Ct. 
Revolvera 

Harrington  ft  Richardson  Arms  Co., 
822  Park   Ave.,   Worcester,   Mass. 

Hopkins  ft  Allen  Arms  Co.,  Dept. 
B,  Norwich,  Ct. 

Johnson's  Arms  ft  Cycle  Wks.,  Iver, 

168  River  St.,  Fitchburg,  Mass. 
Riddlea 

iSee  Screens.) 
lea 
Hamilton  Rifle  Co.,  Plymouth,  Mich. 
Hopkins  &  Allen  Arms  Co.,  Dept.  B, 

Norwich,   Ct. 
Savage   Arms   Co.,    558  Turner  St.,    • 

Utlca,    N.    Y. 
Stovens  Arms  ft  Tool  Co.,  J.,  Chlco< 
pee    Falls,    Mass. 
Rifles,    Air 
Daisy    Mfg.     Co.,     280     Union     St., 
Plymouth,   Mich. 
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RlnsT  Roller* 

Shuster  Co.,  F.  B.,  New  Hayen,  Ct. 
Rivet   Machines 
WHterbuiT-Farrel  Fdry.   ft   Machine 
Co.,  Waterbury,   Ct. 
RlvetlnflT  Machines 
Root  Bros.  Co.,   The,   Plymovth,   O. 
Shaster  Co.,  F.  B.,  New  HaTen,  Ct. 
Rlvetlnir  Machines,  Hand 
Smith  Mfg.   Co..   F.   H.,   48  and  BO 
St.  John's  CQurt,   Chicago,   111. 
Rivets 
Garland    Nat    ft    Blvet   Co.,    Pltta- 

borg.    Pa. 
Towngend  Co.,   C.  C.  ft  E.  P..  New 
Brighton,   Pa. 
Roller  Skates 

(See  Skates.) 
Roof  Goatlns,  Asphalt 

Stowell  Mfg.  Co.,  Jersey  City,  N.  J. 
RooflnflT  Felts 

StoweU  Mfg.  Co.,  Jersey  City.  N.  J. 
Rooflnar  Paper 

(See  Paper.) 
Roollnff,  Slate' 
Johnson   0>.,  B.   J.,   88  Park  Bow, 
New  York. 
Roollnflrs»   Prepared 
Barrett  Mfg.  Ck>.,  New  York. 
Berger,    L.    D.,    SO    North   2d    St., 

Philadelphia,   Pa. 
Stowen  Mfg.  Co.,  Jersey  City,  N.  J. 
Rope 

(See  Cordage.) 
Rvbber  Frnlt  Jar  Rlnars 
Buckley  Rubber  (?o.,  J.  W.,  00  War- 
ren St.,  New  York. 
Rubber  Force  Cnps 
Bnckley  Rubber  Co.,  J.  W.,  60  War- 
ren St.,  Now  York. 
Elastic  Tip  Co.,  870  Attantlc  Ave., 
Boston,  Mass. 
Rubber  Mats 
Buckley  Rubber  Co.,  J.  W.,  00  War- 
ren St.,  New  York. 
Rvbber  Mattlny 
Buckley  Rubber  Co.,  J.  W.,  00  War- 
ren St.,  New  York. 
Elastic  Tip  (30.,  870  Atlantic  Ave., 
Boston,  Mass. 

Rubber  Paoklnar 

Buckley  Rnbber  Co.,  J.  W.,  60  War- 
ren St.,  New  York. 
Rubber      Tips,      Cane      and 
Crntch 

Elastic  Tip  Co.,  870  Atlantic  Aye., 
Boston,  Mass. 
Rnbber  Tips,  Slotted  Screw 

Elastic  Tip  CJo.,  370  Atlantic  Ave., 
Boston.   Mass. 
Rnles 

Chapln-Stephens  Co.,   Pine  Meadow, 
Ct. 

Chestennan    ft    Co.,    Ltd.,    James, 
Sheffield,  Eng. 

liUfkln  Rule  Co.,  Saginaw,  Mich. 

SUnley    Rnle    ft    lievel    Co.,    New 
BriUin,  Ct. 

Wiebusch  ft  Hllger,  Ltd.,  0-15  Mur- 
ray St.,  New  York. 
Sad  Irons,  Asbestos 

Doer  Mfg.   Co:,  Canal  Dover,  O. 

SafetT  Rasors 

(See  Razors.) 
Sand  Paper 

(See  Emery  Paper.) 
(See  Carborundum  Paper  ft  Cloth.) 
Sash  Chains 
Bridgeport    Chain    Co.,    Bridgeport, 

Ct. 
Oneida  Community  C^.,  Onelda,N.Y. 
Smith  ft  Egge  Mfg.  Co.,  Bridgeport, 

Ct. 
Sash   Cord 
Estes  Mills.  Fall  River,  Mass. 
Samson  Cordage  Wks., Boston,  Mass. 
Silver  Lake   Co.,   78  Channcey  St., 

Boston,   Mass. 
Sash  Fasteners 
(See  Fasteners.) 
Sash  Hangrers 
(See  Hangers.) 


Sash  Lifts 

Columbian  Hdw.   0>.,  Cleveland,  O. 
Griffin  Mfg.  Co.,  The,  Brie,  Pa. 
Sash  Locks 
Champion    Safety    Lock    0>.,    Gen- 
eva, O. 
Ives  Co..  H.  B.,  New  Haven,  Ct. 
National  Mfg.   Co.,  Sterling.   111. 
•Reading  Hdw.   Cto.,   Reading.    Pa. 
Rnssell    ft    Erwln    Mfg.    Co.,    New 

BriUin.    Ct. 
Shelby  Spring  Hinge  C^o.,  Shelby,  O. 
Taylor  Mfg.   Co.,   Hartford,   Ct. 
Yale  ft  Towne  Mfg.  Co,,  0  Murray 

St.,  New  York. 
Sash  Operating  Devices 
Drouve  Co..  G.,  Bridgeport,  Ct. 
Sash  Pnller« 
Reading  Hdw.  Co.,  Reading,  Pa. 
Russell    ft    Erwln    Mfg.    (Jo.,    New 

Britain,  Ct. 
Savr  Clamp 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  York. 
Tower   ft    Lyon    (^.,    06    Chambers 

St.,   New  York. 
Saiv  Handles,  Cross-Cnt 
Ely  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Saiv  Jointer 
Pike  Mfg.  Co.,  Pike.  N.  H. 
Sa^r  Sets  and  Tools 
Atkins  ft  Co.,    B.   C,   Indianapolis, 

Ind. 
Morrill,  Chas.,  376  Broadway,N.Y.C. 
Smith  ft  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Sawlnff       Machines       (Hand 

and  Foot  Poiver) 
Barnes  Tool  Co.,  New  Haven,  Ct. 
Sa^rs,  Hack 
Atkins  ft  Co.,   B.    C.   Indianapolis, 

Ind. 
Diamond   Saw   ft   Stamping   Works, 

Buffalo,  N.  Y. 
Millers   FalU   Co.,    28   Warren   St., 

New  York. 
Union  Hardware  Co.,  Torrington,  Ct. 
Saws,  Hand,  etc. 
Atkins   ft  Co.,   B.    C,   IndUnapolIs, 

Ind. 
Norvell-Shaplelgh      Hardware     (>>., 

St.  Louis,  Mo. 
Simonds  Mfg.  Co.,  Fitchbuzg,  Mass. 
Saws,  Ice 

Gifford-Wood  Co.,  Hudson,  N.   Y. 
Sa^rs,    Kejrliole 
Bridgeport      Hdw.    Mfg.    Co.,   The, 

Bridgeport.    Ct 
Scaler 

Landers,  Frary  ft  Clark.  New  Brit- 
ain, Ct. 
Osgood  Scale  Co.,  Blnghamton,  N.Y. 
Pelouse   Scale   ft    Mfg.    Co.,    118   W. 

Jackson    Boul.,   Chicago,   111. 
Reading  Hdw.  Co.,  Reading,  Pa. 
Stimpson    Scale    ft    Mfg.    Ck>.,    100 

Park  PUce,  NorthvlUe,  Mich. 

Scissors 

(See  Shears.) 

Scissors  Grinder 

Buck,  y.  P.,  82  Lincoln  St.,  Boston, 
Mass. 

Scrapers,  Foot 

National  Mfg.   C!o.,   Sterling,   111. 

Reading  Hdw.  (3o.,  Reading,  Pa. 

Screen  and  IVlndoiv  Hangers 

(See  Hangers.) 
Screens,  Coal,  Sand,  etc.  *• 

Buffalo  Wire  Wks.  Co.,  Buffalo, N.Y. 

Clinton  Wire  Cloth  Co..  Clinton, 
Mass. 

Ludlow-Saylor  Wire  (Jo.,  St.  Louis, 
Mo. 

New  Jersey  Wire  Cloth  (3o.,  Tren- 
ton, N.  J. 

Wright  Wire  Co.,  Worcester,  Mass. 

Screens,  Metallic,  Adjnstlnar 

Metallic  Screen  Co.,  Collins,  Wis. 
Screinr  Drivers 

Arcade   Mfg.    Co.,    Freeport,    111. 
Billings  ft  Spencer  Co..  The,  Hart- 
ford, Ct. 


Bridgeport     Hardware     Mfg.     <>>., 

Bridgeport,   Ct. 
Johnson,   Wm.,  Newark,  N.  J. 
North  Bros.  Mfg.  Co..  Phlla.,  Pa. 
Russell    ft    Brwin    Mfg.    (?o..    New 

Britain,  Ct. 
Stanley    Rule    ft    Level    Co.,    New 

BriUin,  Ct. 
Tower  ft  Lyon  C!o..  06  Chambers  St., 

New  York. 
Tuck  Mfg.  0>.,  Brockton,   Mass. 

Screw  Machine  Products  to 
1  In.  Diameter 

Barnes  Co.,  Wallace,  The. 

Screinr  Pnllers 

Turner  ft  Seymour  Mfg.  Co.,  The, 
TorrtngtOD,   Ct. 

Screivs,  Coach  and  Lav 

McCabe  Hanger  Mfg.  Co.,  826  W. 
25th  St.,   New  York. 

Screws,  Hand  and  Bench 

(Thapin-Stephens  0>.,   Pine  Meadow, 

Grand  Rapids  Hand  Screw  (3o., 
014  Jefferson  Ave.,  Grand  Rapids, 
Mich. 

Reading  Hardware  Co.,  Reading,  Pa. 

Screivs,  Machine  and   Cap 

McCabe  Hanger  Mfg.  (k>.,  82^  W. 
26th  St.,   New  York. 

Screivs,  "Wood 

Parker  (jo.,  Chas.,  The,  Merlden,  Ct. 

Scrlhes,  Tlnther 

Bemis  ft  Gall  Hdw.  ft  Tool  Co., 
Springfield,   Mass. 

Scythes 

North  Wayne  Tool  0>.,  Hallowell, 
Me. 

Scrthe  Stones  and  "Whet- 
stones 

Carborundum  Co.,  Niagara  Falls, N.Y. 
(Heveland  Stone  Co.,  Cleveland,  O. 
Pike  Mfg.  Co..   Pike,   N.  H. 

Seed  Sowers 

Cyclone  Seeder  Co.,  Urbana,  Ind. 
Separators,  Dalrr  Cream 

American  Hardware  Mfg.  Co.,   1203 

Fulton  St.,  Ottawa,  111. 
Settees  and  Chairs,  Iron 

Mott  Iron  Wks.,  The  J.  L.,  6th 
Ave.  and  17th  St.,  New  York.      . 

Sharpeners 

(See  Articles.) 

Shears  and  Scissors 

Atlas  Shear  Co.,   Bridgeport,  Ct. 
Bridgeport     Hardware     Mfg.     Co., 

Bridgeport,  Ct. 
Hetnisch*8    Sons    Co.,    R.,    Newark, 

N.  J. 
Wiebusch  ft  Hllger,  Ltd.,  0  Murray 

St.,  New  York. 
Wlss  ft  Sons  Co.,  J.,  Newark.  N.  J. 
Shears,  Grass 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  York. 

Shears,  Prnnlnur 

Cronk  ft  Carrier  Mfg.  Co.,  Elmlra, 
N.   Y. 

Rhodes  Mfg.  0>..  22  N.  Pine  St., 
Grand  Rapids,  Mich. 

Wiebusch  ft  Hllger,  Ltd.,  0  Murray 

St.,  New  York. 
Shears,  Sheep 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago,  111. 

Smith  ft  Hemenway  Co.,  108  Duane 
St.,  New  York. 

Wiebusch  ft  Hllger,  Ltd..  0  Murray 

St.,   New  York. 
Sheet  Metal  Specialties 

Bridgeport  Wire  Goods  Co.,  Bridge- 
port, Ct. 
Shelf  Boxes 
(See  Boxes.) 
Shelf  Ladders 
(See  Ladders.) 

Shellac    Bleachers 

Berry  Bros.,  Ltd.,   Detroit,  Mich. 
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Turner  Brass  Works,  61  Park  Ave., 
Sycamore,    111. 

Solderlnar  Seta 

Arcade  Mfg.   Co.,  Freeport,   111. 
Spark  Gnardii,  Wire 
Buffalo  Wire  Wks.  Co,,  Buffalo,  N.Y. 
Spoke  Shaves 
Johnson,   Wm.,   Kewark,  N.  J. 
Stanley    Rule    ft    lueyel    Co.,     New 

Britain,  Ct. 
Spoon*  and  Forks 

(See  Plated  Ware.) 
Spoons,  Tinned 
Atlas  Mfg.  Co.,  New  Haven,  Ct. 
Sportlnar  Goods 
Cycle  Skate   &  Sporting  Goods  Co., 

87  Park  St.,  New  York. 
Draper-Maynard       Co.,       Plymouth, 

N.  H. 
New    York   Sporting   Goods   Co.,    17 
Warren   St.,   New  York. 
Spray  In  AT  Machines 
Myers  ft  Bro.,  F.  B.,  Ashland,  O. 
Standard  Stamping  Co.,Mary8Tille.  O. 
Sprlngr  Hlnffes 

(See  Hinges.) 
SprlnflTs 
Barnes   Co.,   Wallace,    The,    Bristol. 

Ct. 
Tuck  Mfg.  Co..  Brockton,  Mass. 
Sprockets,  Cycle  and   Anto- 

mobile 
Baldwin  Chain  Mfg.  Ck).,  The.  Wor- 
cester,  Mass. 


Squares,  Steel 

NichoUs  Mfg.  Co., 


ShelTlnur,  Hard^rare 

W^arren   Mfg.    Co.,    J.    D.,    Chicago, 

Shlnirle  Oanse 

(See  Gauges.) 
Shoe  Holder  and   Polisher 

American  Hardware  Mfg.   Ck>.,   1203 

Fulton  St.,  Ottawa,  in. 
Shoe  leasts  and  Stands 

Root  Bros.   Co.,    The,    Plymouth,  O. 
Shot  Guns 

(See  Guns.) 
Shovels,   Spades   and   Scoops 
Avery   Stamping  Co.,   Cleveland,   O. 
Shovr  Cases 

(See   Display    Cases.) 
Slvns,  Deealeomanfa 
Meyercord    Co.,    The,     ChamLier    of 
Commerce,   Chicago,  111. 
Sllverirare 

(See   Plated  Ware.) 
Sink  Brushes,  "Wire 
Bigelow,  J.    F..   Worcester,   Mass. 
Sink  Cleaners 
Bridgeport  Wire  Goods  Co.,   Bridge- 
port, Ct. 
Sink  Strainers 
(See   Strainers.) 
Sinks 

Mott    Iron   Wks.,    J.    L.,    5th    Ave. 
and  17th  St.,  New  York. 
Skate  Sharpeners 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,   New  York. 
Skates,  Ice 
Barney  ft  Berry,  Springfield,  Mass. 
New   York   Sporting   Goods   Co.,    17 

Warren    St.,   New   York. 
Union  Hdw.  Co.,  Torrington,  Ct. 
Winslow   Skate    Mfg.    Ck>.,    Samuel, 
Worcester,    Mass. 

Skates,  Roller 

Barney   &  Berry,   Springfield,   Mass. 
Chicago    Roller    Skate    Co.,     66    S. 

Canal  St..  Chicago,  111. 
Cycle  Skate  .ft  Sporting  Goods  Co., 

87  Park  St.,  New  York. 
New    York   Sporting    Goods   Co.,    17 

Warren   St.,    New    York. 
Richardson  Ball  Bearing  Skate  Co., 

601   Wells  St.,   Chicago,   111. 
Union  Hardware  Co.,  Torrington,  Ct. 
Winslow   Skate    Mfg.    Co.,    Samuel, 
Worcester,  Mass. 
Skirt  Hanirers 
(See  Bangers.) 
Skylliirhts 

Drouve   Co.,   G.,   Bridgeport,   Ct. 
Sleds 

Hunt,  Helm,  Ferris  ft  Co.,  Harvard, 
111. 
Sleds,  Steel 
Wagner  Mfg.   Co.,   Cedar   Falls,   la. 
Sleds,  Coaster 
Hill-Standard    Mfg.    Co.,    458   Chase 
St.,   Anderson.    Ind. 

Sno^r  Shovels 

Avery   Stamping  Co.,    Cleveland,   O. 
Solderene 

Solderene  Co..  53  State  St.,  Boston, 
Mass. 

Solderene  Flnx  Sticks 

Solderene  Co.,  53  State  St.,  Boston, 
Mass. 
Solderene   Paste 

Solderene  Co.,  53  State  St.,   Boston, 
Mass. 

Solderene  Sticks,  Alnmlnnm 

Solderene  Co.,  53  State  St.,   Boston, 
Mass. 

SolderlnflT  Coppers 

Clendennln  Bros.,  Baltimore.  Md. 
Turner  Brass  Works,  61  Park  Ave., 
Sycamore,    111. 

Soldering     Fnrnace,     Kero- 
sene 

Barnes  Tool  Co.,  New  Haven,  Ct. 
Solderlnfp  Furnaces  ^t 

Clayton   ft    Lambert    Mfg.   Co.,    De-    Stove  Polish 

troit,    Mich?  (See  Polish.) 


Ottnmwa,  la. 
Russell    ft    Erwin    Mfg.    Co.,    New 

Britain,   Ct. 
Squares,  Try,  Mitre,  etc. 
Stanley    Rule   ft     Level     Co.,     New 

Britain.   Ct. 
Starrett  Co..  L.  S..  Athol,  Mass. 
Union  Cntlery  ft  Hardware  Ck>.,  Un- 
lonvlUe.  Ct. 
Stahle  Fixtures 
Mott   Iron   Works,    J.   L..   5th   Ave. 
and  17tb  St..  New  York. 
Stamplnir,  Sheet  Metal 
Avery   Stamping   Co.,   Cleveland,   O. 
Cleveland     Stamping    ft    Tool     Co., 

Cleveland,  O. 
MoBslierg  Co.,  Frank,  Attleboro.Mass. 
Tuck  Mfg.  Co.,  Brockton,  Mass. 
Staple  machines 
Shuster  Co.,  F.  B.,  New  Haven«  Ct. 
Staple  Puller,  Fen^e 
Bonner  Mfg.   (3o.,   C.    B.,  Chrlsman, 

111 
Utica  Drop  Forge  ft  Tool  Co.,  Utica, 
N.   Y. 
Staples,  IVlre 

Keystone  Steel  ft  Wire  Co.,  Peoria, 
III. 
Townsend  Co.,  C.   C.   ft  E.  P.,  New 

Brighton.  Pa. 
Wright  Wire  Co..   Worcester,  Mass. 
Steak  Pounders 
Arcade  Mfg.  CJo.,  Freeport,  III. 
Wagner  Mfg.   Co.,   Cedar  Falls.   la. 
Steam  Cooker  and  Baker 
Ohio  Cooker  Co.,  The,   Toledo,  O. 
Steel 
American    Tube    ft    Stamping    Co.. 
Bridgeport.   Ct. 
Steel  Stamplnirs,  Cold  Rolled    '^rSjL?^^*'^     . 
Advance  Mfg.  Co.,   Racine  Junction,      M«'-»^»<^'^  Co.,   F.  A. 

Wis. 
American    Tube    ft    Stamping    Co., 

Bridgeport.  Ct. 
Barnes   CJo.,    Wallace,   The,    Bristol, 

Ct. 
Griffin  Mfg.  Co..  The,  Erie,  Pa. 
Moflsberg  Co/,  Frank  Attleboro.Mass. 
Steel  IVare,  Cookln&r 
Avery   Stamping  Co.,    Cleveland,    O. 
Cleveland    Stamping    ft    Tool    Co., 
Cleveland,  O. 
Step   Ladders 
(See  Ladders.) 
Stocks  and  Dies 
Armstrong     Mfg.     Co.,     Bridgeport, 


Stoire  Trucks 

(See  Trucks.) 
Stoves  and  Rangres 
Mott    Iron    Wks..    J.    L.,    5tb    Ave. 
and  17th  St..   New  York. 
Stoves,  Oil  and  Gasoline 
Taylor   ft   Boggis   Fdy.    Co.,    Cleve- 
land, O. 
Strainers,  Sink 
Andrews  Wire  ft  Iron  Wks.,   Rock- 
ford,  111. 
Pritchard-Strong  Ck>.,   29  Circle  St.. 
Rochester,  N.   Y. 
Stretchers,  Fence 

(See  Wire  Stretchers.) 
Strops 

(See  Rasor  Straps.) 
Svreepers,    Lavrn    and   "Walk 
Green    Mfg.    Co.,    Springfield,    O. 
Swlnars,   Porch  and  Lawn 
National    Ventilator   (?o.,    149   South 
Jefferson    St.,    Clilcago,    111. 
Tahle  "Ware 

(See  Plated  Ware.) 
Tackle  Blocks 

(See  Blocks.) 
Tacks,  Brass  Head 
American  Ring  Ck>.,  Waterbuty,  Ct. 
Tacks,  Copper 

Hussey  ft  Co.,  C.  G.,  Pittsburg,  Pa. 
Tamale  Kettles 

(See   Kettles.) 
Tanks 

(See  Articles.) 
Tapes,  Measuring 
Chesterman   ft     C^.,     Ltd.,     James, 

Sheffield,  Eng. 
Lufkln    Rule    Co.,    Saginaw,   Mich. 
Starrett  Ck).,   L.   S.,   Athol.   Mass. 
Wiebusch  ft  Hllger.  Ltd..  9-16  Mur- 
ray St.,  New  York. 
Tnpplnir  Machines  for  Street 

Walworth  Mfg.  Co.,  128  Federal  St.. 
Boston,   Mass. 
Taps  and  Dies 
Armstrong  Mfg.  Co.,  Bridgeport,  Ct. 
Tempering  Powder 
PhllUns-I^ffltte     Co.,     Penn     BIdg., 
PhUadelphla,   Pa. 
Thumh  Tacks 
Ha wkes- Jackson   Co.,   82  Duane  St., 
New  York. 
Ties,  Horse  and  Co^r 
Bridgeport    Chain    Co.,     Bridgeport, 

Ct. 
Oneida    Community,     Ltd.,     Oneida, 
N.  Y. 
TiUngr  Spades 

I  wan  Bros.,  Streator,  111. 
Tin  Boxes,  Cash,  Bond,  etc. 

(See  Boxes.) 
Toasters.  Bread 
Standard    Stamp'g    Co.,  Maryville,0. 

TonflTSy  Machinist 

Barnes  Tool  Co.,   New  Haven,  Ct. 
Tool  BaflTS 

(See  Articles.) 
Tool  Chests  and  Cahlnets 

American    Tool    (3best    (3o.,    200    W. 
Houston  St..   New  York. 


Jackson,  Mich. 
Penu     Bldg., 


Tool  Steel 

PhllUps-Laffitte     Co., 
Philadelphia,    Pa. 
Tools 

(See  Articles.) 
Torches,  Bnarlne 
Gem   Mfg.    Co.,    Pittsburg.    Pa. 
Hammer  ft  Co.,  Branford,  Ct. 
Wall    Mfg.    Supply    Co.,    P.,    Alle- 
gheny,  Pa. 

Torches,  Plumhers' 

Clayton   ft   Lambert   Mfg.    Ck).,    De- 
troit, Mich. 

Turner  Brass  Works,  61  Park  Ave., 
Sycamore,   111. 
Torches,  Outdoor,  Gasoline 

Turner  Brass  Works,  01  Park  Ave., 
Sycamore,  111. 
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ToMrel  Bars 

TapUu  Mfg.   Co,  The,    Now  BrltHln. 

Ct, 
Totvel    Hansera 
HajneH.    Chas.   M..    284   Wasbiiigtou 
St.,  Newark,  N.  J. 
Traps 

(Sco  Articles.) 
Tree  Gvarda 
Buffalo  Wire  Wka.  Co.,  Boffalo.N.T. 
Wright  Wire  Ck)..  Worcester,  Mass. 
Trel11«  IVorlc 

Wright  Wire  Co.,  Worcester.  Mass. 
Trollejr  Tracl£«,  Overhead 
Cobum     Trolley    Track     Mfg.     Co., 

Holyoke,  Mass. 
Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Troaser  Hanirer 

See   Hangers.) 
Tro-vrelHy  Maaonn* 
Atkins  ft  Co.,  Inc.,  E.  C,  Indianap- 
olis, Ind. 
Johnson,    Wm.,    Newark.   N.   J. 
Tro^r€<lii,  Garden 
Avery   Stamping  Co.,   Cleveland,    0. 
Johnson.    Wm.,    Newark,    N.   J. 
Prltohard-Strong  Co.,  29  Circle    St., 
Rochester,   N.  Y. 
Traeks,  Faetorr 
Grand     Rapids     Hand     Screw     Co.. 
914  Jefferson  Aye.,  Grand  Rapids, 
•      Mich. 

Tracks,  Hand 

Clark   Co.,    Geo.   P.,    The,    Windsor 
Locks,  Ct. 
Tracks,  Mall  Kegr 

Peck-Hamre  Mfg.   Co.,  The.   Berlin, 
Wis. 

Tracks,  Stove 

Arcade  Mfg.   Co.,  Freeport,   111. 
Tabiiur*  Steel 

American    Tnbe    &    Stamping    Co., 

Bridgeport,  Ct. 
Shelby    Steel    Tube    Co.,    Pittsburg, 

Pa. 

Tarabaokles 

Merrill  Bros.,   Brooklyn,  N.   T. 
Manning,   Bowman  ft  Co.,    Merlden, 
Ct. 
T^rlaes 

(See  also  Cordage.) 
Colombian  Rop4  Co.,  Auburn,   N.  Y. 
Estes  Mills,  Fall  Riyer,   Mass. 
Twist  Drills 
(See  Drills.) 
Valves   and  Flttlnars 
Walworth  Mfg.  Co..  128  Federal  St., 
Boston,    Mass. 

Valves  and  Planners 

Berger  Bros.  Co.,  231  Arch  St.,  Phil- 
adelphia, Pa. 

Berger,    L.    D.,    59    North    2d    St., 
PhlUdelphla,   Pa. 

Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Varnlskes 

Adams  ft  Biting  Co.,   Chicago,   111. 

Berry  Bros.,  Ltd.,   Detroit,   Mich. 

Martin-Senoar  C^..  The,  2514  Quarry 
St.,    Chicago,    ni. 

Vases, '  Iron 

Mott   Iron   Works,    J.    L.,    5th   Aye. 
and  17th  St.,   New  York. 

Ventilators 

Dronve  Co.,  G.,  Bridgeport,  Ct. 
Iwan   Bros.,   Streator,    111. 

Veatllators,  Revolvlnir 

Berger  Bros.  Co.,  Pbiiadelphia,   Pa. 

Vises 

Abemathr   Vise   ft  Tool  (3o..  331   En- 

glewood  Aye.,  Chicago,  111. 
'  Columbian  Hdw.  Co.,  Cleveland,  O. 
Leavens  Mfg.   (^.,   Vlneland.   N.   J. 
Parker  Co.,  Chas..  Merlden,  Ct. 
Bock  Island  Tool  Co.,   Rock  Island, 

111. 
Tower  ft  Lyon  Co.,  96  Chambers  St., 

New   York. 
Williams   ft   Co.,    J.    B.,    Brooklyn, 

N.  Y. 
IVafle  Irons 
Ely  Mfg.  Co..  Theo.  J.,  Girard,  Pa. 
Reading  Hardware  Ck>.,  Beading,  Pa. 


'Wagron  Jacks 

(See  Jacks.) 
"Wairons,  Coaster 

Ilill-Standard     Mfg.    Co.,   458  Chaso 

St.,  Anderson,  Ind..- 
Ilunt,  Helm,  Ferris  ft  Co.,  Harvard, 
III. 
"Wagroas,  Dellvery 
Sycamore    Wagon    Works.     109    Ed- 
ward St..   Sycamore,   111. 
IVash   Boilers 
Berger.  L.   D.,  59  North  St..  Phila- 
delphia,  Pa. 
Pritchard-Strong  Co.,   29  Circle  St., 
Rochester,  N.   Y. 
IVasli  Tabs 
Pritchard-Strong  Ck>.,  29  Circle  St., 
Rochester,  N.   Y. 
Washers 
Griffin  Mfg.  Co.,  The,  Erie,  Pa. 
IVasliers,  Friction 
Barnes   Co.,    Wallace,   The,   Bristol, 
Ct. 

IVashlnfl:  Machines 

Boss  Washing  Machine  Co.,  Cincin- 
nati,  O. 

Brammer  Mfg.  Co.,  H.  P.,  1409  W. 
S4>cond  St.,  Davenport.  la. 

Glascock  Bros.  Mfg.  Co.,  Muncie, 
Ind. 

Waverley  Wooden  ware  Wks.,  St.  Jo- 
seph.  Mo. 

White  Lily  Washer  Co.,  Davenport, 
la. 

'Washlaff    Machines  —  Water 
Motor 

American   Washer  Co.,    118   Sydney 

St.,  St.  Louis,  Mo. 
Coffleld  ft  Son,  P.  T.,  Dayton,  O. 
IVaste 
Estes  Mills,  Fall  River.  Mass. 
IVatches 
New  Haven  Clock  Co.,  New  Haven, 

Ct. 
IVater  Coolers 
Manning,  Bowman  ft  Co.,  Meriden.Ct. 
IVater  Motors 

(See  Motors.) 
"Weaners 
Cooley  Mfg.  Co.,   108  So.  Canal  St., 
Chicago,    111. 
Weldlnir  Plates 
Phllllps-Laffltte    Co.,     Penn     Bldg., 
Philadelphia,  Pa. 
IVeldins  Povrder 
Phllllps-Laffltte    Co.,     Penn     Bldg., 
Philadelphia,   Pa. 
Well  Wheels 
Reading  Hardware  Co..  Reading,  Pa. 
Union  Elevator  ft  Machine  Co.,   144 
Ontario  St.,  Chicago,  III. 
W^heelharrcvrs 
McWhinnie      Wheelbarrow      Works, 

Ponghkeepsle,   N.  Y. 
Syracuse    CJhilled    Plow    Co.,    Syra- 
cuse,  N.   Y. 
IVhlp  Display  Rack 

Best,  John  H.,  Galva,   111. 
Wholesalers,   Gen'l    Mdne. 
Butler  Bros.,   Chicago,  111. 
Wlckins 

Estes  Mills,  Fall  River,  Mass. 
Wlndo'vr  Cleaaers 
Smith   Mfg.   Co.,    F.    H.,   48  and   50 
St.  John's  Court,   Chicago,   111. 
Wlndo'vr  Cord 
See  Sash  Cord.) 
W^lndo'vr  Pasteaers 

(See   Sash   Ck>rd.) 
W^indow  Slflrns 

(See  Decalcomania   Signs.) 
IVlndow  Screens 

(See  Screens.) 
W^ire,   Barbed 
Keystone  Steel  ft  Wire  Co.,   Peoria, 

W^lre  Baskets 

(See    Baskets.) 
IVlre  Chains 

(See  Chains.) 
IVlre   Cloth 

Buffalo  Wire  Works  Co.,  Buffalo, 
N.   Y. 


Clinton  Wire  Cloth  Co.,  Clinton, 
Mass. 

Lndlow-Saylor  Wire  Co.,  St.  Loulq, 
Mo. 

New  Jersey  Wire  Cloth  Co.,  Tren- 
ton, N.  J. 

Wright  Wire  Co..  Worcester,  Mass. 

IVlre   Clothes  Line 

(See  Clothes  Line.) 

IVlre  Cotters 

Billings    ft    Spencer    Co.,    Hartford, 

Ct. 
P      -T  Mfg.   Co.,   C.    E.,   Chrlsman, 

m. 

W^lre-Dravrlnfl:  Machinery- 
Wright  Wire  Co.,  Worcester,   Mass. 
IVlre  Peaces 

(See   Fencing,  Iron    and    Wire.) 

Wire  Goods 

Andrew  Wire  ft  Iron  Wks.,  Bock- 
ford,  111. 

Bridgeport  Wire  Goods  Co.,  Bridge- 
port,  Ct. 

Buffalo  Wire  Works  Co.,  Buffalo. 
N.  Y. 

Parker  Wire  Goods  Co.,  Worcester, 
Mass. 

IVlre  Lathlnir 

(See  Lathing.) 

W^lre  Nails 

(See  Nails.) 

W^lre  Pliers 
Bonner  Mfg.   Co.,   C.   E.,  Clirisman. 

Wire  Reels 

Eureka  Fence  Co.,  Richmond,  Ind. 
Mossberg  Co.,  Frank,  Attleboro.Mass. 

W^tre  Rope,  Iroa  aad  Steel 

Wright  Wire  Co.,  Worcester,  Mass. 

IVlre   Specialties 

(See  Articles.) 
IV  1  r  e     StralflThteaiaar     Ma- 
chlaes 

Shuster  CJo.,  F.  B.,  The,  New  Ha- 
ven, Ct. 

Wire  Stretchers 

Arcade  Mfg.  Co.,  Freepori,  111. 
Hunt,  Helm,  Ferris  ft  (3o.,  Harvard. 

Keystone  Steel  ft  Wire  Co.,  Peoria, 

Spring  Steel  Fence  ft  Wire  Co., 
Anderson,   Ind. 

W^€>od  Scre^rs 

(See  Screws.) 

IV reach.  Reversible  Chala 

Bonner  Mfg.    Co.,    C.   B.,   Chrlsman, 

Williams    ft   Co.,    J.    H..    Brooklyn, 

W^ reaches 

Barnes  Tool  Co.,  New  Haven.  Ct. 
Bemis    ft    Call     Hardware  -ft    Tool 

Co.,   Springfield.   Mass. 
Billings  ft  Spencer  Co.,  Hartford,  Ct 
Bonner  Mfg.   Co.,   C.   B.,   Ghriamani 

Bultard  Automatic  Wrench  C<»., 
Providence,   R.   I, 

Coes  Wrench  Co..   Worcester,  Mass. 

McCabe,  F.  J..  Shelton,  Ct. 

Mossberg  Co.,  Frank.  Attleboro.Mass. 

Page-Storms  Drop  Forge  Co.,  Spring- 
field. Mass. 

Russell  ft  Erwin  Mfg.  Co.,  New 
Britain,   Ct. 

Star  Mfg.   Co.,   Carpentersville,    111. 

Tower  ft  I^yon  Co.,  95  Chambers  St., 
New   York. 

Vandegrift  Mfg.  Co.,  Shelby  vllle, 
Ind. 

Walworth  Mfg.  Co.,  128-130  Federal 
Bldg.,    Boston,   Mass. 

IVrenches,   Fittlnirs 

Williams  ft  Co.,  J.  H.',  Brooklyn, 
N.   Y. 

IVrlnflTcrs 

(See  Articles.) 

Yarn,  Lath  and  Fodder 

Columbian  Rope  Co.,  Auburn,   N.   Y. 
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STEVENS 


List  Price,    $ig.oo 


The  great  "Out- Door"  Buying  Public 
requires  Firearms  at  Popular  Prices 
that  are  Dependable  and  insure  Good 
Results. 

Such  a  line  is  the  STEVENS- 
favorably  known  for  generations  and 
ALWAYS  the  BEST  SELLING 
RIFLES-SHOTGUNS-PISTOLS- 
FIREARM  ACCESSORIES-on  the 
market 

Why  don't  you  handle  STEVENS?        Send  for  160  Page  Illustrated  Cata- 
Ask  your  Jobber — ^insist  on  our  make.        log,    describing    entire     STEVENS 

output. 


J.  Stevens  Arms  cfr  Tool  Co. 

p.  O.  Box   330 

CHICOPMM  FALLS,  MASS, 


Consult    BUYERS*    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pages. 
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Advorti^od  HXtcnuivelj*.  Mou 
cards.  Dealer'"  jinijli,  liKiju-r- 
Hardware  ajid  3(R»  Saddlery  J. j 
hasn't  them,  order  of  Saddlery 
for  48-pa(;«  catalog:. 

O.B.  READ  MFG.  CO., 


A  FIrst-aass  Rubber  Hose,  7^  ce 

%-inch  3-pIv  wound  with  hravv  steel  wire,  complete  with 
and  bands.  WE  FULLY  WARHANT  this  hose  for  the  sea 
will  replace  any  proving  dcfBddrtiEe(^\D^  ViffVhiU^leascd  to 
US  with  an  order   for  a  sample  Iciipth,  and  Itave  you  gi\c  it 


-Slar  Hack-Saw  Blaiiss 


ar^r^£>R^   i^Ar^r^« 


nn3  nam     Are  tougn 

Are  uniform  Are  economicat 

Are  iust  right 

CO.,    u^ 


^^^^Vckirir&Tx    ^tjreet 


for  every  and  aO  aorta  of  work. 
^ffn,  try  them,  and  satisfy  ^ 
sell  that  they  are  as  we  sa^  , 
as  their  name  signifies— all  SVJ 


Nicholson  File  Company  provMScTiTi.' 


S.  A. 


EIUBS_AiVD_RAS  PS 


DO  YOU  CARRY  A  STOCK? 

w!tJ?^^  throuah  Dealers  principaUy. 
Write  for  our  proposition  AA.    IT  FA¥S. 

I  TIE  BBISTOL  CO..  Wtlirbiry,  Coao.  gaaSA^oOp^'c 


riA*  •'■'''de  your  orders  on   Dividers  and  try  the 
not  new  -LODI  DIVIDESS"  as  others  are  doine  ? 

THB  WM.  SCHOLLHOKN  CO.,     N.w  IUt...  Conn. 

BTnartft  Pitent   PIIts.   Nippers.  Punches  and  Toels 


GEM 

M^N  Clipper 


fgfi^  THREAO  LAC 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper— a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  IS  well  advertised  and  is  meetingywith 
large  sales  everywhere.  Sells  for  w.jc. 
The  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wide  margin  of  profit. 

A  handsome  metallic  display  standard 
free  to  dealers.     Write  for  prices. 

THE  H.  C.  COOK  CO..  Ansonla,  Conn. 

Temporary  Office :       505  Scott  Street.  Ssji  Fraodico 


PISHER  Trade-Mark  on  a  silk 
Liality  first,  last  and  all  the  time.  For 
?e  jobber  in  this  country. 

IP  Catalooue.     It's  worth  liavlno 

SONS     ^'"'•"•lif'-WNCriSHER  Brand  of  SUk  Line. 
*^ ROCKVILLE,    CONN, 

A  GIMLET  POINT,  ROI^I^ED 
—  THREAD  LAG  SCREW 

The    rounded 

bottoms  on  the 

thread  make  it 

JOHN    SONMEIt'S.   PCItFECTION 
RED    CEDAR    FAUCETS         '^ 

Write  for  prices  on  all  kinds  of  Wood  Faucets 

>SS..  A^r^^.A?^!«^^'^   sou:  _ 

CovfKrt  New  Patent 
Breast  Chain 

Jnst  what  every  leansler  it 
lookiag  lor. 

Adjustable  to  any  lenstli 
inch.     XC  Plate,  complete. 
Soid  by  ali 
leading  Jobbers. 

Covert  Mfg.  Co. 

Tpoy,  N.  Y. 


WHY   SHOUID   YOD   SUFFIR? 
Be  Yoor  Own  Chiropodist 


THB    STAR    SAPETV    CORIV    K^^^r^o  «  a^— «.• 


Ml«cl«   In    09   dlftor^nt   shapes   and   alzaa   and    Coaraa,    Medium    and 
Pine   Orlta«    Send    for    RrlCe    L.lat,    Dept.    B. 
mmllMtwvrt :  NOMTON  CO.,  Worcester,  ^Utt.  Selling  A|(eiitS!  FIU  HFti.  CO.,  Pi 


' '  '  MARCH   195eM dT  I  ^^I!.? 
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Everlasting  Brazed  Steel 

p.  WALL  MFG.  SUPPLY  COMPANY 

Allegheny*  Pa. 
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Pullman  Sash  Balances 

Have    3^ou    tried    ttiem  7 

Easier  to  install  than  weights,  and 
No  unsightly  cords  or  chain  to  shov^r 

Let  us  send  you  our  complete  cataloffue  of  Hardware  Specialties 

AsR    also  about  our    Screen    Door    Ctiecks 


F»ULLlVfAN     ^«F'G.    CO. 

PIJL.L.MAN    COURT    -    ROCHESTER,  N.  Y. 

Oldest  and  Largest  Manufacturers   of  Spring  Sash  Balances  in    the   World 


tHK-3PEClACSAW 


IT     SELLS     ITSELF 

TaADc  eKe  "Aiw  There  is  no  argument  with  the  "  SPECIAL." 
ON  Au  MY  GOODS  Every  mechanic  knows  all  about  it. 

2T8  Br<»aclway 
New  York 


CHAS.  MORRILL 


riBRRICK'S 


TOOL,   RACK 


Tht  Incrtastd 
Salts 

In  one  year  will  siake 
it  a  paying  Invest- 
ment. We  can  fur- 
nish proof  of  this 
statement  from  those 
now  using  these  racks. 
Are  you  interested? 
If  so,  let  us  hear  from 
you,  or  ask  your 
jobber^ 

F.A.HfaaUCKCO. 

Jackson,  MIcli. 


^STERLING 

lEL   TUBULAR 
}ING  FRAME 

BaU-Bearintf 
Cratad 

The  Best  Mounted 
Grindstone  Made 


The  Cleveland 
Stone  Co. 

Cleveland      Chicago 
New  York   Boston 


SEND    YOUR    ORDERS    FOR 


Mason  aod  Plasterer's  Drying  Stoves 

TO 

THE  G.  DROUVE  CO.,  Bridgeport,  conn. 


who  make  the  best,  strongest  and  lightest  drying 
stove  on  the  market.  Exactly  as  shown  in  cut. 
With  or  without  brick  lining  and  with  or  without 
top. 


PRICES  RIQHT 


Sole  Manu&cturen  of 


DBLIVBRY  PROMPT 


THE  LOVELL  WINDOW  OPERATING  DEVICE 

The  best  device  on  the  market  for  operat- 
ing long  line  of  saUi  from  one  sution,  and 

THB    •«AINTI-PUUVIUS»»    SKYUIQHT 

The  beat  puttyleas  skylight  in  the  world.     Send  for  descriptive  leaflets,  mentioning  this  paper 


Miller 

impany 


:  All  Uses  J 
AUSi^es 
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IRTH  STEEL 

Cold  RoUe 
trip  and  Ba 

STEBI 

tor  Pressed,  Stamped  ai 
Work,  Etc. 


Write  us  about  your 
requirements;  we  shall 
be  glad  to  figure  with 
you  on  same. 


The  Ameriean  Tube  and  Stamping  Co. 


New  York  Office: 


MaiB  OUiee  aid  Works: 


leO  BROADWAY. 


BRIDGEPORT.  CONN. 
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WE  SAVE  YOU 


A  T70U  may  be  able  to  save 

^^J^^^   I    **  much  as  s  per  cent,  on 
^^Cl^r  the  first  cost  of  a  wrench 

Ml^^  if  you  buy  a  "just-as-good" 
^  ^  (?)  substitute  for  the  "Goes." 
<f  But  you're  sure  to  lose  at  least  30  per 
cent. .  in  strength,  serviceaibility,  durability 
and  actual  wrench  worth. 
4f  That  IS,  while  you  may  pay  5  per  cent. 
more  for  the  genuine  'Xoes**  you  are 
certain  to  get  30  per  cent,  less  trouble  and 
30  per  cent,  more  service  out  of  the 
original  than  you  can  ever  get  out  of  any 
imitation,  no  matter  what  the  price. 
4f  Remember  that  wrench  making  is  a  fine 
art  with  us ;  we've  been  at  it  nearly  seventy 
years.  And  every  year  of  the  seventy  has 
brought  some  improvement — some  closer 
approach  to  wrench  perfection. 
4f  Don't  let  your  dealer  wheedle  you  into 
buying  a  "Near-Coes"  or  a  "Goes  Pattern/' 
or  anything  else  in  the  wrench  line,  except 
the  Genuine  Coes  Wrench.  Look  for  the 
Star  Trade  Mark  on  the  package. 
4f  Made  in  five  styles  and  forty-nine  sizes, 
which  range  from  4  inches  to  48* inches — 
one  or  more  of  them  will  meet  your  wrench 
needs.  By  the  way — write  for  our  Wrench 
Book. 

COES    WRENCH    COMPANY 

:Worcester,   Mass.z 

Aomii''^^^^'^^^^^   '   •   n  Mnrrar  Stmc  Nfw  York 
^^"^'tlOIDf  B.  GEAHAM  ft  CO,  IIS  Ckuibtn  StmC,  Ntw  York 
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SOME  SUGGESTION  BOOKS. 

LAST  month  we  told   you   some- 
thing of  the  Advertising  Service 
^  we  are  giving  gratis  to  those 
who  carry  our 
Yale  Locks, 
Yale  Night  Latches, 
Yale  Padlocks  and 
Y  &  T  Blount  Door  Checks 
in  stock,  and  wish  to  push  their  sale. 
A'few  words  as  to  how  our  adver- 
tising advice  and  help  is  decided  on 
will  prove  of  interest. 

Each  series  of  the  advertising  of  any 
of  our  products  is  preceded,  as  you 
know,  by  a  book  bearing  the  title : 
"  Suggestions  for  Selling.'' 
It  would  probably  surprise  you  to 
know  how  very  carefully  and  thought- 
fully these  Suggestion  Books  are  pre- 
pared. 

The  title  itself  is  the  result  of  no 
little  study. 

**How   to  Sell"  was  rejected,  be- 
cause it  was  an  impertinence. 

You  know  your  business,  arid  you 
know  "  How  to  Sell." 

'*  Hints  for  Selling,"  sounded  flip- 
pant. 


Suggestions 

for 

Selling 

And  SO,  by  the  process  of  weeding 
out,  the  final  title  was  chosen. 

Then  came  the  question  of  what 
should  be  offered  as  aids. 

Evidently  a  possible  customer  might  • 
be  reached  at  Home  or  Office ;  going 
to  and  from  Home  or  Office ;  passing 
by,  or  in  your  Store. 

With  this  as  a  guide,  suitable  matter 
was  provided  to  attract  his  attention 
in  these  three  ways. 

In  determining  what  was  '-suitable," 
every  known  source  was  drawn  upon. 

The  head  of  the  Department  gave 
his  opinion  and  lent  his  aid,  knowledge 
and  experience. 

The  correspondence  files  were 
searched  to  find  what  was  needed  by 
our  customers. 

The  factory  was  asked  whether  it 
could  meet  extra  orders. 

With  data  thus  prepared,  the  Adver- 
tising Manager  winnowed  the  wheat 
from  the  chaff. 

The  whole  book  was  then  ready  for 
the  President  and  the  General  Mana- 
ger, and  not  until  it  had  the  seal  of 
approval  from  their  judgment  was  it 
issued  to  you. 


We,  have  distributed  many  thousands  of  these  books  to  the 
wide-awake  liardware  dealers  who  are  carrying  our  products 
in  stock,  and  we  are  working  with  them,  and  for  them,  daily. 

Have  you  had  yours  ? 

We  will  have  a  few  questions  to  ask  you  next  month.     Watch  this  space. 
Our  advertisement  is  always  the  second  right-hand  page  from  front  cover. 

Dealers'  Advertising  Service 

The  Yale  &  Towne  Mfg.  Company 

9  Murray  Street,  Neiv  York 

Talk  No.  2 
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1,000,000    SOLD 


In  1908  will  be  our  record 


Shrp-Shavr  Safely  Razors,  25  cts. 


tt 


irs  ali  in  ihm  Biado 


ff 


Valoe  in  Blade 
Valoe  in  Frame 


Total 


99  Per  Cent. 
•     1  Per  Cent. 

100  Per  Cent. 


Did  you  ever  see  a  man  shave  with 
a  frame  of  a  razor?  Why  invest 
$4.95  in  a  Frame  and  5  cents  in  Blades  ? 

Razor  complete  with  Blade,  in  carton, 
$2.00  per  dozen,  delivered  through 
your  jobber  or  direct 

GUARANTEE 

Satisfaction  or  money  back,  no  ques- 
tions asked. 


Shrp-Shavr  Razor  Company       Smith  &  Hemenway  Company 

108-110    DUANE    STREET,    NEW    YORK 

See  page  586  for  interesting  article  on  this  little  Safety  Razor 


THE  UnCA  BLACK  BULL  STAPLE  PULLER 

The    strongest*  tiie  liandlest  and  most  durable  staple  pnller  made 


Only  the  Genuine 
bear  this  Mark 


C3  sn  G^ 


TRADE  MARK 


I  in  a  class  by 
themselves.  If  you  want  the  Best, 
insist  on  getting  the  UTICA  Brand. 

EVERY   TOOL    GUARANTEED, 

Wrte  for  rUBI  PALMISTRY-A  bo«k  m  PUcn  ani  Mppen  uA  fhcir  vci. 

Utica  Drop  Forge  &  Tool  Co., Uflca^N^Y^ U.S.  A. 


YORK  OmCEs 
19S-U9 
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Russwin  Night  Latches  and 
Display  Boards 

These  handsome  Display  Boards,  which  are  of  1%-inch  Solid  Oak,  in  Antique 
Finish,  will  be  furnished  at  the  regular  price  of  the  Night  Latches,  plus  a  reasonable 
charge  for  the  board  and  mounting. 

The  six  different  Night  Latches  mounted  on  the  board  are  displayed  in  working 
condition  and  demonstrate  the  action  and  appearance  of  the  stock  on  your  shelves. 

If  desired,  a  latch  may  be  removed  fron  the  board  and  sold  (boxes  and  directions 
accompany  the  board)  and  another  latch  taken  from  stock,  applied  in  its  place.  We 
will  furnish,  on  request,  and  without  charge,  Booklets  and  Envelope  Enclosures  with 
your  name  and  address;  also  Display  Cards,  Blotters  and  Electrotypes. 

RUSSELL  &  ERWIN  MANUFACTURING  CO. 

New  Britain,  Conn.  Nos.  94-96-98  Lafayette  St.,  New  York 

rHTLADELPHIA         WASHINGTON        SAN  FRANCISCO       CHICAGO  LONDON,  ENG. 
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and   Free 


H  This  is  one  of  the  numbers  of  our  monthly  catalogue 
for  which  the  demand  is  always  extra  big.  We  allow 
for  it  liberally.     But  sometimes  we  do  run  out. 

(|  Besides — with  conditions  as  they  are — the  demand 
is  sure  to  be  more  enormous  than  ever.  Better  write 
for  YOUR  copy  to-day. 

Q  You'll  be  glad  you  made  SURE.  On  nearly  every 
page  are  such  prices  as  prove  better  than  anything  else 
could  that  we  DESERVE  business — from  YOU. 

H  Then  the  Resultful  Plans  for  using  the  goods  in 
producing  more  business  with  more  profit — right  now 
— will  add  to  the  interest  the  book  holds  for  YOU. 

Q  Take  THIS  moment  for  the  purpose.  There's  the 
paper  and  ink.     And  here's  your  pen.  ^ 

H  Now  write  *'Send  me  catalogue  No.  K656.** 


Butler  Brothers 

Wholesalers   of  General  Merchandise 

NEW  YORK        CHICAGO        ST.  LOUIS        MINNEAPOLIS 
Sample  Houses:    BALTIMORE,    DALLAS 
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20 -Foot  Lon^,  Weighs  Just  2  Pounds 
Think  It  Over,  Mr.  Dealer 


•^BROWN    TIE-OUT  CHAINS 

THE  LIGHTEST  AND  STRONGEST 
IN  THE  WORLD 

Made  in  20  and  30-ft.  lengths;  swivel  every 
ten  feet.  Fitted  with  stake  ring  and  swivel 
snap.  Also  made  in  TRIUMPH  Pattern. 
A  GOOD  PROFIT.      ORDER  NOW. 

MADE    ONLY   BY 

THE   BRIDGEPORT   CHAIN    CO. 

BRIDGEPORT,    CONN. 


Special  Representatives  WIEBUSCH   &   HILGER,     NEW  YORK 
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"CRONK"  QUALITY-"CRONK"  PRICES 


CRONK  GARDEN  MATTOCK 


Write  for  Catalogue  of  our  Complete  Line 


TKe  Cronk  &  Carrier  Mfg.  Co. 

ELMIRA,    N.  Y. 
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THE    FA.1VIOUS 


^^ 


W 


^e  Create 
le  Demand 

by  tdvertbiiv  these 
Sttlen  fai  the  f •Utw- 
lap  paUlcilkim: 

Ladies'  Home  Journal 

Delineator 

Designer 

New  Idea  Ma^zine 

Saturday  Evening  Post 

Collier's 

Literary  Digest 

Harper  s  Bazar 

Good  Housekeeping 

Current  Literature 

Modern  Priscilla 

Country  Life 

Scribner's 

Review  of  Reviews 

Everybody's 

McClure's 

Assoc.  Sunday  Maga- 
zine 

Munsey*s 

Home  Needle  Work 
Magazine 

Cosmopolitan 

Sunday  School  Times 

Christian   Herald 

Garden  Magazine 

House  and  Garden 

House  Beautiful 

Craftsman 


Pit  #K  bdiff  JMT  ilirCf  It  wfll  fdl  itidfl  ud  ethcrf* 
I  or  ilrt/Ctti  be  fif^tu^iji^mMyi  ■AM  or  w—ai  ■§  by  ■  i 
prices* 


Works  Eislly.  SeOs  Etsfly. 

ctettwtOMStdistorilrt  €■■  be  as  easflyoperiM  by  ■  cUM  or  __ 

TO  AVOID  DELAY  PLACE  YOUK  ORDAS  AT  ONCE. 


SiHs  the  coal 
Sesdlor 


HIL.L. 


N«wY«rkaiflcc 


Slf  PARK  AVE^  WORCESTER,  1IA8S. 

nasi 


MIowfaf  Is  a  partial  Hst  of 


of  the  Fa 


TttL  aoaa  MadiMiu 


Ash  Sillers: 


ALBANY  N.  Y. 
Albany  Hardware  &  Iron  Co. 

BOSTON,  MASS. 
Bigelow  &  Dowse  Co. 
Dana  Hardware  Co; 
Fryc,  Pbipps  &  Co. 
Prcscott  &  Co. 
Baldwin  &  Kobbins  Co. 
Shepard,  Clark  &  Co. 
J<>s^b  Breck  &  Sons  Corp. 
D.  J.  Green  &  Co. 
Whittier  Woodenware  Co. 


BUFFALO.  N.  Y. 

Republic  Metal- Ware  Co. 
CHICAGO,  ILL. 

Republic  Metal-Ware  Co. 

Hibbard,    Spencer,    Bartlett    i. 
Co. 
DETROIT,  MICH. 

Buhl  Sons  Co. 
DULUTH,  MINN. 

Kelley-How-Thomson  Co. 
MINNEAPOLIS,    MINN. 

Janney,  Semple,  Hill  &  Co. 
NEW  HAVEN,  CONN. 

The  Bronson  &  Townsend  Co. 


NEW  YORK,  N.  Y. 

Neal  '&  Brinker  Co. 

Republic  Metal-Ware  Co. 
OMAHA,  NEB. 

Wright  &  Wilhclmy  Co. 
PHILADELPHIA,   PENN. 

Biddle  Hardware  Co. 

Seltzer-Klahr  Hardware  Co. 
PROVIDENCE.   R.   I. 

Barker,  Chadsey  &   Co. 
ROCHESTER.  N.  Y. 

Mathews  &  Boucher. 
SIOUX  CITY,   lA. 

Knapp  &  Spencer  Co. 
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We  Help  Vou  Sell 
IWAN    AUGERS 

By    Our    Extensive    Advertising 

Thousands  every  month  read 
our  forceful,  convincing  announce- 
ments. We  are  receiving  many  inquiries 
daily  asking  us  particulars  about  this  labor- 
saving  necessity.  We  refer  them  to  our 
dealers  at  the  nearest  point,  who  readily 
make  the  sale —and  reap  the  profit.  There 
will  be  a  brisk  demand  for  the  "Iwan  Auger" 
everywhere  this  Spring.  Get  the  benefit  of 
our  big  advertising.  Have  "Iwan  Augers" 
in  stock.  Order,  through  your  jobber  or 
direct  from  us. 


IWANS'  PATENT  TILE 
DRAIN  CLEANER 

The  Champion 


Write  U8— give 
your  jobber's 
name— we  will 
quote  you  prices 
and  terms. 


Best  Tool  Made  for  Finisb- 
ing  Tile  Ditches. 

Stationary  style,  very  neat 

and  strong. 

Sizes  4  to  8  inches.     6-foot 

handles. 


We  also  manufacture  Tiling,  Spades,  Sickle  Edge  Hay  Knives, 
Revolving  Chimney  Tops,  Wire  Conductor  Pipe  Hangers. 

IWAN   BROTHERS,  Streator,  Illinois 

Manufacturers  of  Hardware  Specialties 
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QUALITY,  DURABILITY  AND  SIMPLICITY 

MAKE 

-STANLEY'S"  BRACES 

the  strongest  and  best  made* 

They  are  made  in  all  sizes  and  styles  and  are  the  most  complete  line  offered 
to  the  trade  by  any  manufacturer  in  the  world. 

The  line  consists  of  three  classes  as  follows : 


STANLEY 

CONCEALED 

RATCHET 

No*.  Ml  an«  $m 


Mad*  ta  •.«.!•.  U  aad 

141 


STANLEY 

BOX  RATCHET  AND 

SLEEVE 


No*.  MS,  Mt.  M4  and  M« 


14  lack  •weep 


VICTOR 

RATCHET  AND 

SLEEVE 


No9.  9S5p  945,  M6» 
965,  996,  946» 
956  and  966 

Made  im  8, 10  aad  IS 
Indi  ■weep 


We  invite  com]>arison  with  Braces  of  other  manufacturers  at  a  like  price, 
and  if  your  dealer  does  not  have  them  write  us  direct. 

THE  STANLEY  RULE  &  LEVEL  CO. 

NEW    BRITAIN,    CONN.,     U.   S.  A. 
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NIAGARA  SCYTHE  STONES 

Put  up  in  handsome  display  box— tliree  dozen 
in  a  box.    An  ornament  to  your  counter,  and 

ABSOLUTELY  THE  BEST  SCYTHE  STONE  EVER  PRODUCED 


Lasts  longer,  cuts  faster,  puts  a  keen  edge  on 
scythe  or  grass  hook.  Scythes  never  need  to 
be  ground  if  Niagara  Scythe  Stones  are  used. 

Write  to-«ajr  lor  prfcM-TMi  eui'l  alflord  to  ailM  Ihto. 

THE   CARBORUNDUM    COMPANY 

NIAGARA    FAL.iJS,     N.    Y. 
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THE 

"UNIVERSAL"  BREAD  MAKER 

Mixes  and  kneads  Bread  thoroughly  in  Three  Minutes 

The  hands  do  not  touch  the  dough.    Does  away  with 

hand  kneading  and  makes  better  bread.  Simple 

in  construction,  easy  to  operate, 

and  economical. 


Gold  St  Louis 

Medal  1904 


Dotted  Line  Shows  Position  of  Knemding  Rod 

The  "Universal"  is  made  in  Two  Sizes : 

No.  4.        Capacity  from  2  to    6  loaves,  -  .  -        $2.00  Each 

No.  8.        Capacity  from  4  to  10  loaves,  -  -  -  2.50  Each 


Booklets,  Circulars  and  Electrotyped  Advertisements  Describing 
the  '^Universal"  Bread  Maker  Furnished  Upon  Request 


MANUFACTURED  AND  GUARANTEED  BY 

UAINDERS,    FRARY   &   CUARK, 

NEW  BRITAIN,  CONN.,  U.  S.  A. 
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This  is  what  we Ve  got  to  sell. 

The  merit  of  the  goods  is  well  known  and  we  never 
allow  the  quality  to  deteriorate. 

We  market  our  product  through  the  jobber  to  the 
retailer  and  do  not  sell  catalogue  houses. 

Our  freezers  find  a  ready  sale  to  the  consumer  and  at 
prices  that  afford  a  good  substantial  profit  to  the  dealer. 

We  want  your  business. 

That's  the  whole  story  told  as  briefly  as  possible. 


Catalogue  for  the  asking. 


THE  WHITE  MOUNTAIN  FREEZER  CO. 
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WIEBUSCH  &  mLGER,  Ltd. 

9  to  18  lifurray  Street*  New  York 

Pacific  Coast  Offices :  438  Market  Street,  San  Francisco,  and  McKay  Building,  Portland,  Ore. 

SOLE  AGENTSFOR  THE 

Genuine  English  WUldnson  Slieep  Sliears 


To  distinguish  them  from  imitation  they  bear  the  TRADE 

MARKS  "SOUND"  and  the  name  "WILKINSON" 

stamped  on  every  thear. 


ISO.  37B7  B 

Every  GENUINE  Wilkinson  Sheep  Shear  is  also  stamped  "ENGLAND"  or 
"MADE  IN  ENGLAND."  ACCEPT  NO  OTHER  AS  WILKINSON'S;  THEY 
ARE  SPURIOUS.  --— --—--_.^-—-——— -^---— —————— - 

Complete  Une,  suited  to  all  seedons  of  the  United  States 


The    Ramous    Q  I  D  O  B  B 

Better  Shears  could  not  be  produced  at  any  price.  IMITATIONS  have  neither 
the  quality,  temper,  finish  nor  design  of  the  GENUINE  Wilkinson,  which  will  cut 
WOOL  better,  faster,  and  longer  than  any  other  make. 

REFUSE  TO  TAKE  A  SUBSTITUTE 

You  should  have  the  Genuine  Wilkinson  Sheep  Shears  on  your  shelves.  If  you  have 
not,  you  are  missing  a  chance  for  business.  Jobbers  are  supplied.  Send  order  to 
yours.  Write  us  for  source  of  supply  if  you  find  any  difficulty  in  getting  the 
Genuine  English  Wilkinson  make. 

Illustrated  Price  List  mailed  to  dealers  sending  business  card  and  jobber's  name. 


In  AvswiEXiTG  Advertissments  it  is  Dbsieable  that  You  Mention  HARDWARE  DEALERS' MAGAZINE. 
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OVER  50,000  TONS 

of  CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  half  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
fence,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
been  the  standard  in  their  line. 

Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
types  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constantly  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  plant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement  suggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  are 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be  shipped  on  sight. 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproof ing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CLINTON,  MASS. 

Branch  offices  at 

NEIV  YORK  BOSTON  CHICAGO  SAN  FRANCISCO 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Pages. 

Digitized  by 


Google 


March,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


475 


AMERICAN  SCREEN  DCOR  CATCH 

lMOus  wh^bl,  catch 

iHCS         -         -  THE  LATCH  THAT  C/ 

FOR  laKi"  DOORS 


THI  No.  2 
IMPROVID 

XHB    FAMOUS    WHBELi    CATCH 
THE  CATCH  THAT  LATCHCS         -         -  THE  LATCH  THAT  CATCHES 


On  Richt  Hand  Door 


Inside  View. 


On  L«ft  Hand  Door 


WILL   ADVERTI8ED-8ILL8    ON    ITS    MERITS. 


The 

AMERICAN  SHINER 


Including  3  steel  lasts— men's,  women's 
and  children's;  box  Ea^e  brand  shoe 
polish  and  polishing  cloth. 

All  packed   in   strong   pasteboard   box, 
3  lbs. 


COIUGE  BADCOCK  ISIBt 

For  TesUng  Hflk  ud  Cream 


Simple,  accurate,  durable.  Runs  like  a 
watch.  Working  parts  enclosed.  Runs 
without  noise,  vibration  or   friction. 

Outfit  includes  a  full  set  of  glassware, 
including    test   bottles,  pipette,  etc. 

Each  tester  complete,  packed  securely  in 
separate  wood  case.  Weight,  complete, 
10  lbs. 


American  Hardware  Mfg.  Co.,  Ottawa,  DL,  U.  S.  A. 

ia08    fLyLTOIM    STREETT 
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OATBS ILIPPBRS 


^ 


OATSS  B.  B.  159 


There  must  be  some  virtue 
in  a  clipper  that  increases  in 
sales  to  such  an  extent  that 
even  doubling  and  tripling 
the  production  fails  to  over- 
stock it. 

Well  there  is— In  the  first 
place  it  is  a  beauty. 

The  principle  for  distribut- 
ing the  tension  is  correct. 

The  concave  grinding  is  a 
feature. 

The  idea  of  testing  each 
plate  to  a  constant  tone 
pitch  is  good. 

Added  to  this  the  Coates 
clipper  methods  make  it 
sell. 

TRY   IT   AND   BE   CONVINCED 


Coates  Clipper  Manufacturing  Co. 

WORCESTER    MASS.*    U.    S.    A. 

Soim  Selling  JkgmnU 

JOHN  H.  GRAHAM  (SL  CO.*  113  Chambers  St.*  New  York 
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K'^he  Keynote  of  the 
"NEPONSET 

PropositioiT 
is 


^o- operation 

When  we've  supplied  you  with  NEPONSET  waterproof 
sheathing  paper  our  work  has  only  just  begun. 

It's  as  much  to  our  interest  as  it  is  to  yours  to  help  you 
sell  all  you  put  in  stock — that's  what  **co-operation*'  means. 

We've  told  you  of  the  NEPONSET  advertising  to  help 
you  sell  to  your  daily  trade. 

But,  important  as  it  is,  NEPONSET  advertising  is  only 
a  part  of  the  work  we  do — it's  incidental,  to  the  big  broad 
plan  to  make  your  NEPONSET  trade  a  success. 

Write  us— right  now— for  full  details  of  this  plan  of  co- 
operating for  big  results. 

The  time  has  passed  when  a  maker  can  say  his  duty  is 
done  when  he  delivers  the  goods.  For  future  business— 
for  mutual  success— we  are  making  the  "NEPONSET 
proposition''  the  best  proposition  under  the  sun.  We  leave 
it  to  you— isn't  a  proposition  of  such  actual  help  the  propo- 
sition to  which  to  tie  ? 

Get  the  "NEPONSET  proposition."  Get  the  benefit  of 
our  working  plan.  We  want  to  apply  this  mighty  force  to 
your  trade— in  your  personal  field. 

It's  all  simple  enough — there's  no  red  tape.  Here's  a  product 
(standard  for  25  years)  absolutely  the  best  of  its  kind.  Here's  an 
offer  to  give  you  the  exclusive  agency.  Here's  a  systematic,  trained 
organization  to  help  you  get  all  the  trade  you  could  hope  to  expect. 
The  time  to  get  in  on  this  isn't  to-morrow,  nor  next 
week — it's  HOW — while  your  field  is  open.  It's 
the  very  minute  you've  finished  this.  Time  is  short 
and  time  certainly  flies. 
Write  now  ! 

F.  W.  BIRD  &SON,  Established  1817 
East  Walpole,  Mass. 
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Samson  Spot  Cord 


Extra  quality — warranted  free  from 
imperfections. 

Will  wear  from  three  to  forty  times  as 
-long  as  any  other  material  for  hanging 
windows. 

Specified  by  all  architects. 

Called  for  by  discerning  carpenters  and 
builders. 

The  Colored  Spot  is  insurance  for  the 
user  against  the  annoyance  and  expense 
of  broken  window  cords. 


We  also  make  other  grades  of  sash  cord, 
to  meet  all  requirements,  and  everything 
we  make  is  the  best  we  can  turn  out  at 
the  price. 

tfi       s       s       s 

Sash  Cord,  Rope,  Clothes  Lines,  Mason 
Lines,  Shade  Cord,  Ventilator  Cord,  Awn- 
ing Line,  Chalk  Lines,  etc. 

Samson  Cordage  Works 

Boston^   lilass. 
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STEEL    --  ROPE 
ONEIDA  HAMMOCK  CHAINS 

(GALVANIZED) 

has  made  the  use  of  rope  for 
suspending  Hammocks 

CRIMINAL  NEGLIGENCE 


THE  STRENGTH  OF  OUR  PROPOSITION 
The, strongest  Mammock  supports  made: 
The  simplest  to  put  up  and  adjust: 
Real  Hammock  Insurance  for  your  Customers : 
Handsome  PROFITS  for  you: 

Push  Them :        Display  Them : 

ORDER  NOW  AND  TASTE  THE  PROFITS: 
Manufactured  by 

8IIEIDA  GGIMUNITY,  LinHa^,  OaeMa,  N.  Y. 

Makers  of 

THE  OLD  APPLE  TREE  SWING. 

Write  us  for  illustrated  circular. 
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Ileavy 
Brass 


S  everyone  wishes  to  see  Niagara  Falls,  so  everyone 
interested  in  hardware  should  wish  to  see  the  Ni- 
agara Spray.  It  is  a  wonder  in  simplicity,  in  coji- 
struction  and  effect.     It  is  produced  as  follows: 

4|  Two  pieces  of  heavy  brass  are  used  to  form  the  NIAGARA 
LAWN  SPRAY.  The  upper  circle  is  stamped  to  give  great- 
er strength  and  to  furnish  the  three  different  angles  to  the 
spray."  The  three  rows  of  perforations  are  of  very  small 
size,  and  do  not  permit  the  escape  of  any  stream  of  water 
that  will  wash  away  the  dirt  or  injure  any  flower  bed. 

<|  The  brass  screw  for  attaching  to  the  hose  is  machine  turned 
inside  and  out,  gives  neatness,  great  strength  and  perfect 
fit  on  the  hose  connections.  There  are  no  loose  or  mova- 
ble parts  to  get  lost  or  out  of  order  like  the  whirling 
sprinklers. 

<|  They  are  regularly  finished  in  dull  nickel,  but  will  be  fur- 
nished in  brass  if  so  ordered. 

q  The  NIAGARA  LAWN  SPRAY  will  last  a  lifetime  and 
give  the  most  satisfactory  results  of  any  device  of  the  kind 
ever  invented. 

<|  The  retail  price  is  $1.     For  sale  by  all  jobbers  and  dealers. 


Our  booklet  '*T/te  Novel^^'  sent  free  upon  request,  tells  about  our  Bathroom  Fittings^  etc. 


NOVELTY      MANUFACTURING      COMPANY 

Specialties  in  Metal  Goods  WATERBURY,  CONN. 
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hB( 

DSS" 

CLOTHES  1 
WASHER 

The  only  Washer  constructed  on  the  rubbing  and  squeez-   1 1 

ing  principle 

of  cleansing  clothes,  the  only  acknowledged  and   1 1 

1    true  principle 

for  washing  clothes. 

AAA 

AAA      \ 

\     Cannot  tear 

\      nor  injure  the 

Absolutely 

(      clothing,    and 

saniUry,  it  be- 

)     the  only  wash- 

ing  the   only 

\      er  in   which 

laces  and  silks 

washer   that 

\     can  be  washed 

has  special     ) 

1      without  slight- 

chamber  to  re-     ( 

\      est  injury. 

ceive  the  dirt 

(         0  p  erates 
)      with  less  labor 

as  it  separates 

than    other 

from    the 

makes  of  wash- 

clothes. 

ers. 

V    V    V 

V    V    V 

BOSS  Double  Rub-Board  Washer.                                 | 

Capacity  of  family  size  washer  is 

10  shirts.    Our  label  on  each  wash-    ( 

er  is  a 

guarantee  for  perfect  qual-     1 

ity;  look  for  it.    Sells  readily  at  a     1 

good  profit.                                                1 

Order  Sample.                             \ 

ADDRESS 

THE 

BOSS   WASfflNG 

MACfflNE  CO. 

- 

CINCINNATI,       -       -        OHIO   j 
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Sell  One  of 

These 
Machines 

To  Bvery  Customer  You  Have 
Who  Owns  Sheep 


The  Stewart  No.  8  Shearing  Machine 


Retails  at  only  $9.75,  which  includes  4  combs 
and  4  cutters.       Pacific   Coast  Price,   $11.50 

This  machine  gets  at  least  20  cents  worth  more 
wool  from  every  sheep.  This  extra  wool  pays  for  the 
machine  the  first  season.  The  work  is  done  easier  and 
quicker  than  by  the  hand  shear,  and  the  frequent  injury 
to  the  sheep  such  as  occurs  with  the  hand  shear  is  entirely 
done  away  with. 

Owners  of  sheep  everywhere  are  rapidly  adopting 
this  machine. 

Order  from  your  jobber.     Our  new  igo8       ^ 
dealers*  catalogue  is  yours  for  the  asking 


Chicago  Flexible  Shaft  Co.  >J\ 

I8«  Ontario  Street,      •       ■  .    CfllCAGO,  IlL^/ 
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THE  KEEN   EDGE   RAZOR  STROP 

A   RAZOR   STROP   RIGHTLY   NAMED 


STYLE  999 

A  Leader  Combination  Durable  Swing  Strop;  made  of  Keen  Edge  Russian  Shell  Leather  and 
Cordovan  combined.    Finished  with  Plated  Swivel  and  Handle.     Most  elegant  Strop  made. 

FACTS  ABOUT  THE  KEEN  EDGE  RAZOR  STROP 

'Tis  the  only  Strop  ready  for  use  when  new. 

'Tls  the  only  Strop  that  never  needs  redressing. 

'TIS  the  only  Strop  that  will  not  gum  or  grow  glossy. 

'Tls  the  only  Strop  that  always  keeps  the  same  soft,  pliable  surface  to  strop  over. 

It  always  produces  a  smooth,  keen,  sharp  edge  on  a  razor. 

'Tls  Tha  Strop  to  increase  the  Kazor  Strop  business  of  the  dealer.  Write  for  our  price  list  and 
catalogue.  He  sure  our  trade-mark,  Keen  Udge,  Is  on  your  strops,  as  an  article  of  such  merit  as 
ours  is  subject  to  imitation  and  infringement 

EDDY    IWf ANUFACTURING    COIWfPANY 

Makmrs  of  JC#«n  BdM*  Raxor  StropM  WORCESTER.    lifASS.*    U.   S.  A. 
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"■^  X    and  concavea  blade  that  can  be  auto- 

matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

The  Star  Saftty  Razars 

■aka  cuitamra  far  tha 

lEALERS 

Thay  civa  ahaaiuta 

aaliafactian 

The  retail  prices  are  strictly 
maintained  for  the  benefit  of 
the  retail  dealers. 

Star  Safety  Razors  net  a 
larger  profit  than  any  other 
safety  razor  on  the  market. 

In  sets  to  retail  from 

$1.50  to  $35.00 

You  can  suit  the  consumer's 
purse. 

We    extensively    advertise 
oiir  razors,  etc.,  in  all 
the  popular  magazines. 


\ 


Write  as  for  our  Agency 
Proposition,  Discounts 
and  Catalogues    : 


Kampfe  Bros. 

8-IO-l2RudtSt.iltwYorl[ 


See  Our  SAFETY  COBN  RAZOR,  Advertised  on  the  Baek  Cever 
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OUALITY 
TELL8 


No.  163. 


3  BRANDS|^V^tl7 

Embody  All  tht  Estcntbl  Pcaturtt  Rcqulrtd  in  i  Good  Rmuiing 

Shur,  with  an  Exceptionally  Pint  Cutting  Edge. 

Jmnd  for  Catalog  Jlfo.  #7 

THB  i^TLrAfi  SHBAR  COMPAMY 

CAST  SHEARS  SCISSORS  TINNER  SNIPS 

BRIDGEPORT,  CONN^  U.  S.  A. 


THE  SIMPLEST  RAZOR  EVER  MADE 

Th«  ONLY  SAFETY  RAZOR  with  th«  NATVRAL  SLIDING  STROKE,  euto  tK«  bMrd 
•nd  doe«  ^lot  sorap*  H  «lt  Ilk*  •  Imm. 

ONLY  TWO  rARTS.-HANDLE  AMD  BLADE         EASILY  CLEANED       INSTANTLY  ADJUSTABLE 
I  LARGEST  PROFIT 

'  Sold  only  through  dmalora. 

J§ll  inqulrim*  from  our  big 
adomrttstng  campaign 

locality    from    which   In* 
qulrlmc  arm  rmcmlomd. 

The   colling   of   a     WJ§RD 

MtJ^ZOM  mmanc  a  catlcflod 

cuctomor,     and    w«    ctand 

back  of  you  In  ihm  guaran^ 

Cut  one-half  alie.  *••• 

More  WARD  RAZORS  Bold  in  same  length  of  time  on  the  market,  and  a 
smaller  percentag-e  returned  under  the  thirty-day  absolute  g'uarantee  than  any 
other  safety  razor  made. 

THE  WARD  SAFETT  RAZOR  CO.,  751  Star  Bldg.»  356  Dearborn  SX^  CHICAGO 


Good  Cutlery— Good  Profit 

UN-X-LD  CUTLERY  COSTS  a  little  more  than  the  other  kind— but  iivcs 
a  great  deal  more  satisfaction.  It's  the  kind  that  makes  friends  fast^after 
that— fast  friends.  People  who  buy  it  come  back— not  to  kick— but  to  buy 
more  goods.  That's  the  kind  of  a  Business  Builder  it  is.  If  you  care  to 
increase  your  business  drop  us  a  line  and  we'll  send  a  representative  to  talk 
it  over.    NOW— RIGHT  NOW  IS  THE  TIME  !  ! 
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Co-Operative  Selling 

Co-Operative— operating, 
acting,  laboring,  striving 
jointly  for  the  attainment 
of  the  same  mutual  benefit 

Buying  the  WISS  line  means  that  you  are  to  have  the  co-operation  of  our 
Advertising  and  Display  Departments  to  help  you  sell  all  your  cutlery. 

We  have  increased  the  cutlery  sales  of  thousands  of  dealers— we  can  at 
least  double  your  sales  if  you  will  put  in  stock 


SHEARS 
SCISSORS 


RAZORS, 
Etc 


The  entire  WISS  line  is  liberally  advertised  in  .the  Best  Publications  reach- 
ing Consumers.    All  inquiries  and  orders  are  always  referred  to  JVISS  dealers. 
Write  at  once  for  Information  about  fr/55  quality  and  11^/5^5^  Co-operation. 


J.   WISS   &  SONS  CO.,  T.'O'v'^tl 


Establlalietl    SO   Year* 


WMV    DOIN'T    VOU    SEL-L 

-^^^^    KNIVES,    F^ORKS,    SPOONS? 

COSTS  YOU   LESS   tliazi  tKe   STANDARX)   platecC   Kx\ife.      Is   alssolutel^^  Idetter 
tKan  is  poasible  to  xnaKe  a.  platecC  Kx\tfe  anci  looKs  Idetter  after  use. 


PAYS  YOU  A  BETTER  PROFIT  than  you  have  ever  made  on  flat  ware.   Write  at  once  for  prices. 

ASSOCIATED  SILVEH  COMPANY,  152-158  LAKE  ST.,  CHICAGO,    U.S.  A. 


All  good  Phears 
start  life  with 
aaedge— 


HEINISCH 


Shears  hold  It- 
hold  It  lonceat. 
Hold  customers. 
WemaJce 


Tailors'  Shoars,TrimmorSp  ScissorSp Tinners'  Snips,  Etc. 

Th«y  ar«  th«  «'BI8T  IN  THB  WORLD" 

R.  HEINISCH'S  SONS  CO.,  Newaric,  N.  J.,  U.  S.  A. 

Mew  York  Office  and  Salesroom,  156  Chambers  Street. 


PERFECTION    SCISSOR.S    GRINDER. 

Why  be  with  a  pair  of  dull  scissors  when  any  man,  woman  or  child 
can  grind  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  life  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

MansftMtSfd  By    V.    P.    BVCK,    «  Uncoin  St.,  BOSTON,  MASS. 
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The   New  Standard  of  Quality 


CHEHICAL- 

Original  Dark  Roll  Clothes- Wringer. 

Rolls  will   withstand   the  eflFects  of  chemicals  contained  in  soap  and 
washing  compounds. 


Plain    Bearing. 

No.  1050 
No.  1 05 1 
No.  1052 


Packed  3  and  6  in  a  case. 

Ball    Bearing. 

No.  1080 
No.  1 08 1 
No.  1082 


Size  of  Rolls. 

10  X  i^  inches. 

11  X  i^  inches. 

12  X  i^  inches. 


The  10  and  11  inch  sizes  will  be  furnished  with  Enclosed 
Cogs,  if  so  ordered  by  adding  letter 


The  American  Wringer  Co.,  New  York. 

Digitized  by  V:iOOQIC 


The  New  Standard  of  Quality 


Formerly,  clothes  were  washed  with  good  soap,  but  during 
late  years  special  soaps  and  washing  compounds  containing 
various  kinds  of  chemicals  have  been  put  on  the  market,  (and 
are  extensively  used,)  which  are  especially  recommended  to  clean 
or  wash  clothes  without  rubbing.  While  the  chemicals  in  these 
soaps  and  washing  compounds  affect  the  fabric  and  dirt,  they 
also  affect  the  rubber  and  spoil  the  rolls  in  Wringers. 


ORIGINAL   DARK    ROLL 


THIS  mmu 


5) 


FDliST    IIWME    taiSTIi®^! 


The  Rolls  in  the  ** CHEMICAL"  Wringer  are  especially  manu- 
factured to  withstand  the  effects  of  these  special  soaps  and 
washing  compounds  and  to  retain  their  original  resilience. 
While  they  are  warranted  for  five  years,  they  will  with  ordinary 
care,  give  good  service  for  at  least  ten  years  or  outwear  atiy 
other  Wringer  Roll  made. 

The  merchant  cannot  recommend  the  ** CHEMICAL" 
Wringer  too  highly,  and  it  will  be  to  the  interest  of 
every  user  of  a  Clothes-Wringer  to  pay  the  difference 
in -price   and   take   the   "CHEMICAL"  injj^reference.      .^ 


The  American  Wringer  Co.,  New  York. 
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nOTdlKISS' 
CLIPPCR» 

Standard  Q«alitj 
%ad  WofffcoMiMliip 
GoaraaCeed. 
nromfit  Shipmant 

RightPriCMT 


Simpla  in  Deai^ 
Elatfant  in  Finiah 


Send  for  Descriptive  CaUlogue  and  Prices. 

CDWARD  ».  nOTCIIKI»» 

K«.ilrMd  Ave..  BRIDGEPORT.  CONN. 


►N 
de 

I 

in 

►r- 
lis 
ist 
m 


Mr.  Merchant: 
Do  You  Want  a  Catalof— 

THAT  quotes  net  wholesale  prices? 
THAT  saves  you  money  on  every  purchase? 
THAT  is  issued  a  monthly? 
THAT  goes  to  Hardware  Merchants  only? 
THAT  helps  you  compete  with  the  "Cata- 
log" house? 

WE  ISSUE  JUST  SUCH  A  CATALOG. 
It  is  jours  for  the  asking.    Mention  H96. 

THE  ROOT  BROS.  CO. 

PLYMOVTH.  OHIO 


ail 
5 

Prices  to  the  Trade  on  Application 

Perl  edioD  MaDofactarios  Co. 

7  WaLter  St.,  Boston,  Mass. 


The  Original  Non-grind'Off'taotljed  Bread  Knife 


Patented  7-17-'88  and  ll-SS-'Ot. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  using 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN : — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

ManlMlne*  tjr  miTI  WATNE  lOM.  C0„  lalmcll,  Nc„  V.  S.  A. 


UNBLE  THE  RHODES  DODBU  CUT  PRUNING  SHEARS 

^  and  make  over  i%% 
P  profit.    Advertised  in 

all  the  Fruit  Journals. 

Demand  established. 
)ds  delivered.  The  only- 
made  that  cuts  from 
ies  of  the  limb  and  does 
lise  the  bark.     Made  in 

aU    styles  and    sizes. 

Write  for  circular  and 
I  prices. 

RHODES  ilFG.  CO.,  22  N.  Pine  St,  GRAND  RAPIDS,  MICH. 
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PRIEST*^ 
CLIPPERS 


'iie-The  Largest  Power 
les  to  the  lightest  and 
it  barbers^  band  clip- 


Priest's  Single 

No.  9 

A  Perfect  Power 

Clipper  and  Groomer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


rials  only  osed. 

All  parts  interchangeable : 
reduces  cost  of  main- 
tenance. 

Why  oof  get  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  quoted  on  request. 


American  Shearer  Manufacturing  Co.,  Makers 
Wiebusch  &  Hilger,  Ltd.,  seHing  Agents,  New  York 


THE    CELrBBRi4.TBD 

It 


fl  We  arc  the  only 
manufacturers  in  the 
world  that  make  and 
sell  Horse  Clipping 
and  Grooming  Ma- 
chines only.  We  do 
not  make  anything  but 
Horse  Clipping  and 
Grooming  Machines. 
We  have  no  Hard- 
tvare  Specialties. 


^  We  are  so  far  in  ad- 
vance of  other  Ma 
chines  in  improve- 
ments that  we  reaify 
have  no  competi' 
tors.  Gillette  Ma- 
chines give  satisfaction 
in  every  way. 


q  Our  claim  is  as  broad  as  words  can  make  it.    The  Gillette  Clipping  and  Grooming 
Machine  is  better  than  any  other  Clipping  and  Grooming  Machine  in  every  particular. 

fl  S^nd  for  our  1907  Catalogue  and  read  about  our  New  Patent  Chain  and  Grooming  Brush. 


Gillette  Clipping  Machine  Company 


lit,  112,  114  W.  S2d  Sired 
NEW    YORK,    N.  Y. 
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^ao^A/    is   the    tiivie 

to  place  orders  for  Ice  Picks,  Cork  Screws,  Cork  Pullers,  Ice  Cream 
Didiers,  Spoons,  Lemon  Squeezers,  Lime  Squeezers  for  1908  business. 

3 


No.  1 1  i 
SPRING  PICK 


» 


riH 


We  are  the  largest  manufacturers  of  this  line  of  goods,  all  of  which  are  designed  for 
up-to-date   requirements.     Finely  illustrated  catalogue  with  prices  and  discounts  will  be 
mailed  to  all  dealers  on  request. 
BRIB    SPBCIALTV    CO.t  Brie,    Pa.,    U.   S.   A. 


THE    BEST    ICE   AND    ROLLER   8KATE8 


THE    SAMUEL    WINSLOW   SKATE    MFG.    CO., 

SALESROOMS:  FACTORY  AND  MAIN  OFFICE: 

LONDON?? L"g^Ll?i!'E.  C.'''*'        WORCESTER,  MASS..  U.  S.  A. 


Ij»  AK8WE»Ino  Apvertispments  it  13  Dp5iRApL»  THAT  Vou  Mentiqn  HARDWARE  DEALERS' MAGAZINE. 

Digitized  by ' 


Google 


494 


HARDWARE  DEALERS'  MAGAZINE 


t 
March,  1908. 


/F 


QUICKEST  SELLERS-QUICKEST  PROnT 


ad 
ad 


I 


Y. 

S«od  for  our  Circnlar  deacribins  Models  No.  23,  Bold  Action  type,  $t.M:  No.  19,  Lever  Action,  9%M 
No.  15,  Lever  Action,  $LM.   Blanufactured  by 

THE  HAMILTON  RIFLE  CO.,  Plymouth,  Mich.,  U.  S.  A. 


^ 
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RieHARDSON 

Cushion    Frame,   Anti-Jar,   Ball   Bearing 

Roller  Skates 

*'The  Good  Klnd^''  used  exclusively  in  all  of  the  largest  and  most 
successful  rinks  in  America.     Write  for  the  most  complete  Roller 
Skate    Catalogue    ever  published.      Tells    how  to    open   and 
operate  Roller  Rinks. 
RlehaHlMHi  BaU  Bearing  Skate  Co.»  SM  Wells  Street,    CUeago 


Union  Hardware  Company 

TORRINGTON.  CONN^  V.  S.  A. 
M«^v  Yoric  Offflo^s    98  Ghamb^r*  mtirmmt 
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THE  NEW 


TARGET  GRIP 


The  fir 
medium  ] 
perfect/W( 

An    ext 
affording 
to  the  reg 
regular   s 
for  pocket 

Can  be 
matic,  Pr 
Actions,  '^. 

Look  for  tht 


paired 
on  at 
:ed. 

EAT 
BHT 
lOHB 


tar|0t  tnde-iiurk 


Supplied   by  the  JobbiDg  trade,      heading    dealers 
everywhere  sell  H  d:  R  Firearms.    Write  for  catalog. 

Harrington  &  Richardson  Arms  Co« 

222  Park  Avcnve*  Worcester*  Mass.*  U.  S.  A. 


Paixmt  Hammocks 


Palmer's  line  of  Hammocks  has  received  twenty-two 
medals  and  awards  at  various  expositions. 


Send  for 
1908  Catalog 
showing 
112  Colored 
Illustrations. 


TBe  I.  E.  Palmer  Co.,  Middletown,  Coniio 

New  York  Office :    55  Worth  Street 
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TIN  CASH  BOXES 

The  Cheapest 
and  Best 

Prompt  Shipments  for  1908, 

Fishing  Tackle  Boxes 

Tin  Letter  Boxes,  Etc.,  Etc. 


HERIiAH  HFI.  00. 

DURHAM,  CONN. 

EVERYTMIIVa  IN 

Tlo   Boxes  for   Hardware  Stores 


CelluloicC  Colors. 

Brass.  Steel.  axicC 

Nunilsers 

Solidhed  Displa3r 

sells  tacKs 

SMpplfttcf  by  Joblaers 
HavrKes-JacKson.  MaKers.  New  YorK 


Profit  For  Dealers 


nfl^'^I^T  17c*  400,000  Bicycles  Sold 


to  1907 
908? 


It's   up   to   you 

YOU  CAN  GET  YOUR  SHARE  BY  SELLING 


A.DL.A.KE:    A.IMD    CROWIV 


NONE 
BETTER 


BICYCLES  WITH  GENUINE  FAUBER  ONE  PIECE  CRANKS 
ARE  BETTER  AND  SELL  BETTER 

IMS  UTAU6UE  lEAOY  ALSO  PRICES  TUT  WIU  PLEASE  YOD  SAMPLES  SDBHnTED 

GREAT  WESTERN  MFG.  CO.,  La  Porte,  bid.,  U.  S.  A. 
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THE 

Air- 
Cooled 
and 
Water- 
cooled 

Runabouts 

and 

Touring 

Cars 

MOTOR  VEHICLE  CORPORATION, 

New  BritaLin,  Conn. 

A  DouMb  KBy  Hat'montoa  to  RBtaii  for  Twontymftvo  Oontm 
Tho  n§^t  off  or  of  hs  kind  ayar  mmao 

Fr.  HOTZ  HARMONICAS 

Present  another  one  of  their  money  making  atylea.  A  line  <A  Harmonicas  bria|iful  of  excdlent  sellere 
from  10  cenU  to  $1.00,  retail.  We  advertise  and  help  you  sell  the  goods,  bcandte  giring  you  a  big 
profit  and  good  value  for  your  customers. 


No.  07.  The  Drum  Major.  This 
Harmonica  is  tuned  in  two  different 
keys  and  can  be  played  from  both  sides. 
Has  16  doable  holes,  32  reeds,  nickel 
l>l&ted  cover.  This  Is  a  regular  concert 
style  instrument,  with  all  reeds  in  per- 
fect tune,  and  is  the  only  doable  Har- 
monica on  the  market  to-day  that  can  be 
sold  for  36  cents  and  give  satisfaction. 


Ask 
your 
iobber 


No.  •? 


Apply  for  a  catalog  to 


Canadian  Office,  76   YORK   STREET,  TORONTO 


FLEXIBLE  ELYBR/  Zt  st^»" 

Sells  easily  because 
boys  and  arlrls  want 
the  fastest  and  best 
sled  on  the  hill. 

FLEXIBLE  FLY- 
ERS are  the  most 
popular  sleds  on  the 
market  to-day. 

FLEXIBLE  FLY- 
ERS    will     outlast 

three  ordinary  sleds.    They  are  handsomely  finished  and  are  swifter,  safer  and  stronser  than  any  other  tied. 
IVf a<le  In  six  •lze«»  from  30  to  lOl  Inclie*  long. 
FLEXIBLE  FLYER  RACER,  56  inches  long,  a  sled  built  especially  for  speed. 
Trices  and  illustrated  catalotpse  on  request,    • 

S«  L..  AUUElf^  &  CO.,  B<a  uM  H  Ptilladelplila,  Pernio 
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DON'X     IVIISS    A. 

GOOD  o  THING 


Cut 


CROWN 
SEAL 
CORK 

NO.  4  WOODEN 
NO.  A%  METAL 

MOUNTED 
ON  A 

CT.WIIIIAIISW 
mrc  Ntvd^  C*. 


FoU  Size. 


OPENER 
LIFTER 
EXTRACTOR 

TUBE 
TUBE 

lor  2  DOZEN 
CARD 

S4  Badger  Avenne 
NEWABK,N.J. 


Tll[ 


IIOTOII  (til 


What  you  ask  for,  you 
want — and  you  want  it 
at   once,  not  in  the  in- 
definite   **  sometime ," 
but  in  the 
d  efini  te 
**now." 
You    will 
never    b  e 
told    at 

The 
Motor  Car 
^  ^  Equipment  Co.  that  **It 
I  11  isn't  in  stock  but  there 
III  is  something  just  as  good." 
We  always^have  in  stock 
the  standard  high  -  grade  auto- 
mobile supplies  and  accessories, 
domestic  or  imported. 

Send  for   Catalogue 

55  Warron  St.     NEW  YORK 


\ 


T 


PFLUEGER'S 


FISHING 
TACKLE 


■MIS,  FUES,  TROUS.  SPINNERS, 

nUNTOMS,  REELS,  FDRNISIED 

LINES.     EVERYTUNC  IN 

nSHIKC  TACKLE 


NOTICE— Free  to  Any  Dealer  in  Sporting 
Goods,  Sent  Express  Prepaid,  170  Page  Illus- 
trated Catalo^e  No.  F.  SS.  Metal  Fisli  Sign 
in  8-Color  Lithograph. 

The  Enterprise  Mfg.  Co. 

AKRON*  OHIO 


WE 
9  MAKE 


BIG  AND  LITTLE 

WATER  MOTORS 

"Really  and  truly."  the  only 
line  which  will  be  found  satis- 
factory from  the  standpoint  of 
_  the  dealer  and  user.    Why  not 

put  a  few  in  your  show  window  and  let 
us  refer  our  inquirers  to  you? 
UPPINCOTT  W.  Bf .  a  L  CO.  , 
Newark.  N.  J.     - 
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HAM'S  "MATCHLESS*' 
No  2  COLO  Blaat  Lantern 


Kemembert    HAM^S 
are  tKe  only  genuine 

COLD  BLAST"  LANTERNS 

on  tKe  marKet 

That's  why  they  excel  all  other  makes  in  burning  quali- 
ties; a  thorough  comparative  test  in  a  strong  wind  will 
convince  you  as  to  that. 

We  are  not  giving  away  life-sized  pictures,  but  we 
are  making  lanterns  that  have  all  the  latest  improve- 
ments and  we  can  guarantee  them  to  be  perfect  in 
every  respect,  or  we  will  replace  with  perfect  goods. 
The  old  saying  **A  satisfied  customer  is  the  best,  ad- 
vertisement," holds  good  every  time  you  sell  a  HAM 
lantern,  as  they  are  bound  to  please. 

Think  it  over.  Don't  you  think  it  would  pay  you  to 
handle  Ham's  Lanterns?  They  cost  no  more  than  in- 
ferior goods,  still  they  are  worth  more. 

Let  us  send  you  one  of  our  handsome  new  catalogues. 
Address  "Dept.  L." 

C.  T.  HAM  MFG.  CO. 

ROCHESTER,    N.  Y. 


taking  Up 

Aftet  a  period  of  partial  inactivity  the 
Business  World  is  taking:  on  new  life. 
^^More  Scared  than  Htsrt'^  is  the  almost 
universal  verdict.  There  is  business  to  be 
had»  and  the  people  who  go  after  it  eners:eti- 
cally,  tactfully  and  persistently  will  get  it* 

Our  line  of 

Lava  and  Volcanic 

Chamber  Set.  Enamclco  y/sltc 

commends  itself  to  every  up-to-date  Dealer  as  a  Business  Getter  because  of  its  many 
good-selling  and  good-wearing  qualities.  We  are  constantly  adding  new  things^ 
among  which  is  our  new  Chamber  Set  as  shown  in  cut.  Write  us  for  Illustrated 
Catalogue^  Prices  and  Free  Sample  Wash  Basin. 

Mention  Hmrdware  Dealers'  Magmzine. 

THE  aEVELAND  STAMPING  &  TOOL  COMPANY 

CLEVELrAIVD,  OHIO 

ROBT.  F.  HALL,  Portland,  Ore.,  Pacific  Coast  Agent.  SPENGE  MFG.  CO.,  Agents,  St.  Paul,  Minn. 
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Goods 
Well  Displayed 
are  Half  Sold 

No.  225.  Height.  2m  inches ;  Width.  16H  inches. 

50  Per  Cent 

Profit  and  We 
Help  Yon  Earn  11 

THE  PROPOSITION 

This  latest  offer  in  Hohner 
roods  coosistt  of  a  beautiful, 
attractive  ttand    combioed 
with  a  doten  Harmonicas  in 
assorted  styles   and    lieys. 
The  stand  is  a  masterpiece 
of  both  the  artist's  hand  and 
oriffinality.  It  is  IHborraphed 
in  four  colors  and  gold,  and 
supported  by  a  substantial 
easel.    The  Harmonicas  are 
fastened   on  new  patented 
damps  which  hold  the  goods 
firmly  and  display  them  to 
advantage.  The  Harmonicas 
sold  can  at  an  times  be  re- 
placed by  new  goods.    The 
assortments  are  gotten  up 
to  retaa  at  three  different 
prices,  namely.  25  cents.  35 
cents  and  SO  cents.    All  the 
different  assortments  offer 

THE  DIFFERENT  STYLEI 

No.  225.    Consists  of  cm 
new    Hohner   display   card 
with  a  docen  Harmonicas  t( 
retail  at  2S  cents  each.  Thi 
Harmonicas  are  made  up  in 
three  different  styles  with  an 
assortment  of  keys  in  eadi 
dispUy. 

No.  235.   Consists  of  one 
new    Hohner   dispUy   card 
with  a  dozen  Harmonicas  to 
retail  at  35  cents  each.  The 
Harmonicas  are  made  up  of 
the  five  best  selling  styles  in 
the  Hohner  line  and  there  is 
an  assortment  of  keys  on 
each  card. 

No.  250.    Consists  of  one 
new    Hohner    display   card 
with  a  dozen  Harmonicas  to 
retail  at  SO  cents  each.    The 

the  dealer  a  profit  of  SO  per                                                                                                              Harmonicas  are  made  up  of 
cent.,  including  this  exceUent  dUpUy  card,  of  which  the     !     five  different  styles  which  are  selected  from  the  best  sellers, 
ilha^ation  shows  that  which  we  cannot  say  in  words  and     |     In  each  assortment  there  will  be  found  all  the  different  keys 
which  he  tan  use  indefinitely.                                                     1     required. 

'%,^SSJt,^  .0  M.  HOHNER,  47S  Broadway,  New  York  'nJLr 

Founded  in  1828 
But  alwaya  Up-to-Date 


Baederidainsoii  i  (o. 

PHIUIDELPHIA 
NEW  YORK 
BOSTON 

CNICAOO 

) 

Manufacturers  of 

Sand  Papers 

IN  EVERY  FORM 


Flint  Pipor,  Qarntt  Piptr,  Emtry  Piptr,  Emtry  CItth 


Yob  take  no  risk  on  the  Quality 

We  make  only  the  Bestl 


Learn  to  Swim 

BY  ONE  TRIAL 


Sell  readily  and  produce  good  results.  Every 
dealer  should  be  well  stocked  with  this  popular 
device  for  swimming. 

Price   to  Trade: 

No.    1,    $2    per   doz.,    retails   at    25    cents   each. 
No.    2,    %3   per  doz.,    retails   at    35    cents    each. 

Sold  by  jobbers  throughout  the  United  States, 
Great   Britain   and    Australia.  . 

These  goods  are  extensively  advertised  in 
leading  publications  such  as  Ladies'  Home 
Tournal,  Collier's,  Saturday  Evening  Post, 
Youth's   Companion,  etc. 

Department  stores,  toy  stores,  druggists, 
stationers,  seashore  houses,  sporting  goods 
dealers  and  general  merchandise  retailers  make 
big  sales  by  displaying  the  water-wings  in  their 
stores  and  windows.  Three  color  show  cards  for 
exhibition,  and  circulars  for  distribution  sent 
with  every  order.      ' 


AYVAD  MFG.  CO.,       Hobokei,  N.  J. 
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WIRE  CLOTH  CABINET 


For  storing  and  measor- 
ing  wire  cloth.  Top 
especially  ruled  for  cut- 
ting glass.  Two  revolv- 
ing rollers  hold  the  roll 
of  wire  cloth  and  keep 
from  loosening  while 
measuring 

Height  of  Cabinet,  32 
inches;  length,  70  inches; 
width,  32  inches;  made 
of  solid  oak. 

A  useful,  durable  and 
handsome  fixture.  Will 
last  a  lifetime. 

Save  time  and  increase 
your  profits  by  using  a 
device  made  for  the  pur- 
pose. Write  for  price 
list  and  circulars. 


ROLLER  CABINET  WORKS.  Sterling..  111.  U.S.A. 


BlACI'SilK 


STOVE 
POLISH 


^^^   IT  PRESERVES  THE  IRON 

and  prevents  rast  In  storage   and  In  transit 


A  stove  on  sample  floor  never  needs  but  one 
good  polishing  with  Black  Silk  Stove  Polish. 
If  it  becomes  marred  or  shop  worn,  all  that  is 

necessary  is  to  sprinkle  with  water  and  ruli  down  w^ith  hard  polishing 

brush.     No  more  polish  is  required. 

You  will  not  recognize  the  value  of  Black  Silk  Stove  Polish  the 

firot  week,  month   or  year  that  you  use  it.     It  lasts  longer,  goes 

further  and  makes  the  shine  that  stays. 

STERUHG,  ILL.,  U.  S.  A, 

The  HOME  of 
«•«..  o        BImok  SILK  Stavo  Pollmh 
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••IT»» 

ABINGD 

AB 

lAT,  M90SE, 
COPIER  u« 
CAME  TRAPS 

►ON  XRAF»  C01VIf»ANY 

iivaooiv,  ii^i^isois,  u.  s.  a. 

T^^                  ^^t^;Z?^>5^JjL^             R^acsy 

0.    K.     GOPHER    TRAF» 

Mouae  Trap.    BqrH  — 
Tryll- 

The  0.  K.  Gopher 
Trap    we    fonmh 
both  with  and  with- 
out tides.     Direc- 
tioot  for  tetthig  oa 
each  trap. 

EASY  TO  SET     cut  showing  Gopher  Approaching  Trap. 

Alitde 
trapwitii 

^  HATCHETS 


CONBINi: 


Quality,  Style  and  Finish 

AT   A   REASONABLE  PRICE 

SEVEN    STYLES 

Inqulr*  of  your  Jobbor  or  writ*  Naikoro 


VT'OUR  stoves  will  sell  much  quicker, 
•^  and  at  a  better  price,  if  polished  with 
Black  Kid  Stove  Polish. 

This  is  the  best  of  all  the  good  stove 
polishes  made. 

Six  or  twelve  five-pound  cans  to  a 
case.    Your  jobber  has  it. 


BatablbhedMM 


Gerts,  Lutnbard  &  Qo. 
Brush  Makers 


Incorporated  1891 


Aak  for  our 
Special  Hardware  Catalogue  **G" 


298  ui  210  Rjodolph  St.,  CHICAGO,  ILL. 
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Give  Yout  Customef s 


'^pm  HORSE''  is  the  title  of  a  new  iUtss- 
trated  booklet  of  32  pages^  issued  by  the 
Dixon  G>mpan7*  There  is  yery  little  matter 
of  an  advertising  nature;  the  book  is  devoted 
ahnost  entirely  to  interesting  information  con- 
cerning the  care  of  the  horse  in  and  out  of 
the  stable*  <|  With  every  order  for  Dixon's 
Graphite  Axle  Grease,  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among 
such  customers  as  are  interested  in  horses. 
<|  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — free  on  request. 


JOSEPH   DIXON   CRUCIBLE   COMPANY 

JERSEY  CITY,   N.  J. 


Snow  Flake  Axle  Grease 


TRAOB    MARK 


The  Grease  to  Buy 
The  Grease  to  Sell 
The  Grease  to  Use 


The  Snow  Flake  Axle  Grease  Company 

MAIVUFTACTUReRS 

RITCHBURQ,    MASS. 
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6-3-4  Brings  Trade 

6-5-4  requires  less  capital  than  you  are  now  investing  in  Screen 
Enamel  and  Stove  Pipe  Enamel  ~6-5-4  is  both  and  more 

6-5-4  is  the  only  preparation  suitable  for  use  on  Gas  Cooking  Ranges;  it  is  very  thin 
and  black  and  dries  in  10  minutes. 


You  make  more  profit,  make 
it  oftener  and  easier,  on  6-5-4 
than  on  anything  else. 


6-6-4  sells  itself,  shines  itself 
and  pays  for  itself ;  it  will  be 
half  gone  before  the  bill  is 
due. 

Send  for  free  booklet— " That's  the  Secret'' 


6-6-4  makes  new  customers 
for  you  and  brings  them  to  your 
store ;  our  advs.  tell  them  what 
it  is  for  and  how  to  use  it. 


6-6-4  is  a  "repeater;"  every 
can  you  sell  brings  you  an- 
other customer  and  her 
friends. 


4e    JEinF.    AVEMUE 


CROSBV    &    CO. 

DEXROIX,    MICH. 


THE  MARTIN-SENOUR  CO. 


MAKBRS    OFT 

MONARCH  HOUSE  PAINT        SENOUR'S  FLOOR  PAINT 

IMPtrCeatPnrt  (Tbt  SUndtf d  Bnnd) 

E-Z  nOOR  AND  FURNITURE  STAIN 

"WMtmrwhttt"      "Bmii  wdklnl  on" 


RED  SCHOOL  HOUSE  PAINT 

ThtReddflSt''Red''forB«n»,Rooft,6c. 

MARTIN'S  WHITE  ENAMEL 

"  Tht  whttt  that  sUys  white  » 


and  a  Full  Line  of  Paint  and  Varnish  Specialties. 


(OP  VS  A  LINE 

our  beautiful  four-colory 
trated  catalogue.  We  will 
I  it  to  you  gratis. 


CmCAGO,  ILLS.»  V. 


I  Archer  ATenae 
S.  A. 


142  and  144  Inspector  Street 
MONTREAL,  CANADA 
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You  Sell  Paste? 

IT'S  CLEAN  BUSINESS 
AND  CLEAR,  LIBERAL 
PROFIT  — when   you   sell 

JELLITAC 

Tbe  Pa»tc   in   Powder  Form 

In  Cases  of  36  Cartons 

A  two-pound  roll  makes  a  bucket  of  heavy,  wet  paste. 
Instantly  prepared  with  co//J  water.  Produces  the 
whitest  and  cheapest  paste  obtainable.  No  loss  to 
the  dealer  from  souring,  moulding,  lumping,  etc.  Clean, 
sanitary,  handy.  A  Splendid  Seller  the  Year  Round. 
Write  for  prices  and  a  full-sized  carton  free. 


''THE   MAN   WHO  MAKBS  JELl^lTAC* 

West    Broadway^    cor«    Chambers    fit*t 


New    York 


EUMINATE  DUST  by  isiwc  tie  DUSTLESS  BRUSH 

Ordinary  sweeping  simply  stirs  up  the  dust  and  fills  the  air 
with  dust  particles  which  settle  down  on  your  goods  and  fur- 
nishings. You  stir  up  the  same  dust  day  after  day.  The 
Dustless  Brush  does  not  STIR  UP»  but  it  WIPES  UP  the 
dust.  It  deadens  the  dust  in  sweeping,  absolutely  preventing 
it  from  rising.  Its  proper  use  is  the  next  thing  to  a  scrubbing 
and  the  work  is  accomplished  with  the  rapi£ty  of  ordinary 
sweeping.  It  keeps  the  floors  fresh  and  clean.  All  the  dirt  and 
dust  is  removed  each  time  you  sweep. 
Use  the  Dustless  Brush  and  Save  Money.    Sell  it  and  Make  Money. 

Liberal  discounts  to  dealers  in  quantities. 


Reduces  Dost  97  Per  Cent  * 
Used  by  over  100,090  Merckants 

You  can  have  a  Dustless  Brush 

on  30  days'  trial. 

We  prepay  express  charges. 


MILWAUKEE  DUSTLESS  BRUSH  CO.,  ^^tSS.^S^itA^^i" 


The  **KIao  of  QXmmm  Cutters'*  are  made  to  cut— the  rolls  are  manufactured  from  the  tinest  Novo  steel,  with 
sheet  steel  headi  and  nickel-plated  shank.     Our  prices  are  all  right. 

XHE    HA.RX    lifA.l\JIJFA.CXIJRIl\JG    CO.,    Unlonvtlle,    Conn. 

BARRETT'S  STA.IMDARD  GLASS  CUTTERS 


25  styles  and  they  all  cut.     On  the  market  15  years  and  used  the  world  over.     Cannot  we-  taiterest  you  ? 
Write  for  prices,   w.    L.    BARRETT,    IVIfr.,    Bristol,    Conn.,    U.    S.    A. 
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By\R  be:l.t  oressino 


/^F9^,S^JR^E:S.  ^^^TTg^^^^^g^kfigV/rg  JSLIRRrNG_ 


w 

For  years  the  Belt-man  in  all  industries  has  seen  STEPHENSON 
Dressing  advertised  in  his  favorite  paper.  After  once  using  it,  he  comes 
back  for  more. 

The  reason  :    Quality  and  Results. 

We  cater  to  the  jobbing  trade;  are  loyal  to  it;  print  our  discounts, 
which  are  liberal,  and  stand  by  them. 

Merchants  who  knotv,  appreciate  these  facts  and  profit  accordingly 

Stephenson  Mfg.  Co.,  Albany,  N.  Y. 


IM5  BENNETT  ADJUSTABLE  SCRAPER 


SOUD  STEEL    HNE  NICKEL  FINISH. 
RIGID  BLADE-NO  CHATTER-NO  KICK 


Use  any  Blade  to  the  Last  Half  Inch — Com- 
pare it  with  the  Best.    SELLS  ON  ITS  MERITS. 

Position  of  Blade  or  Handle  Changed  In- 
stantly to  Suit  the  Work.  No  Special  Blad© 
Necessary. 

MANUFACTURED  BY 

INEH  MFG.  COMPANY,  BUFFALO,  N.  Y. 


WHITING'S  BRUSHES 

for  the 

WHITE  SQUADRON 

The  largest  order  ever  placed  by  the 
UNITED   STATES   GOVERNMENT        , 

For  Paint,  Varnish,  Kalsomine  and  Whitewash  Brushes 

Awarded  by  the  U.  S.  Navy  Department  to 

John  L.  Whiting  &  Son  Co.,  Boston 


Amonnt  of  order,  $34,586.15 
Quality  best       -       Prices  lowest 

Manufactured  only  by 

JOHN  L  WHITING  &  SON  CO.,  ^^1L,  Boston,  Mass. 
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We  Bball  be  glad  to  send  you  Catalo 

describing 

The  Utile  Beauty 
Dumb-Waiter 

The  Rapid  Transit 
Dumb.Waiter 

The  Energy  Dumb- 
Walter 

The  Little  Giant  Dumb. 
Waiter 

The  Side  Post  Hand 
Elevator 

The  Back  Guide  Hand 
Elevator 

Hand   Power  Passenger 
Elevator 

Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Lifts 
Power  Attachments  for 
Hand  Elevators 

ENERGY    ELEVATOR    COMPANY 

314.31S  IVew  Str«9t^     I>HIUADBL,I>HIA,   RA. 


March,  190{?. 


ELEVATORS 

AUTOMITIC 

HATCH  DOORS 

DUMB  WAITERS 

And  all  Appliances 
«  for  Same 

Manufactured  by 

O'Neill 
Elevater  Ge. 

626  Cherry  Street, 

PHILADELPHIA,  PA. 
Send  for  Catalog 


HOTTEST    ON    EARTH 

"     LET  US 
PROVE  IT 

in  size.  Only 
inches  thick, 
iteed. 

0  TORCH 

» each,  $3.75  net 

The  Turner  Brass   Works 

61  PARK  AVE.  SYCAMORE,  ELL..  U.  S.  A. 


BigMarginsKSr-^"' 

8timpsonScale&Mfg.Co  ^^^^^S^     Send  for 
100  Park  Place,        |H|&&H     Catalogue 
Northville,  Michigan      I^SS!!!!!    and  Prices 


Prevents  Drafts,  Dust  and  Window  Rattlinq. 

IVES'  PATENT 
Wlidow  Stop  Agister. 


(  ) 


PATBNTBO. 

The  only  Stop  Adjuiter  mtde  from  one  piece  of  mettl  witk  folU 
rib«  and  heavy  bed  that  will  not  cup,  tare  or  bend  In  drhtenlni 
the  .crew.  Manufactured  onlr  by  Tfce  B.  E.  IVES  CO.,  ll«w 
BtTen.  Cooo.,  U.  S.  A.         ( Piftr-paf c  Catalogue  Mailed  Free. ) 
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Superior  to  All  Other  Blocks 

''THE    CHICAGO    MALLEABLE    mON 

The  Strongest  and  Lightest  Taekle  Block  on  the  Market. 


9^ 


CnVI  I Q  •  Sides  and  centers  are  of  malleable  iron,  well  riveted 
k9nijLlik9  •  together.  wlUi  edfct  rwntfei  la  pretcd  Ike  rape. 

HOOKS  :  Are  af  far|e4  ifetf. 

CTD  ADC  •  Be  net  Mad  tkeavcs. because  they  paaa  through  alota 
aiiuiK  a  •  in  ghell  and  extend  to  the  extreme  bottom. 
pniG  •  Be  net  tarn,  as  they  are  made  with  a  head  on  one  end 
■  uikj  •  which  fits  snuffiy  in  the  square  alot  on  one  side  shell 
and  cotter  on  the  other  end.    Pins  are  of  steel. 

SHEAVES:  Are  of  ffrey  iron. 

Blocks  are  made  so  that  sheaves  can  be  changed 
— common  to  patent   or   self   lubricating   bushed. 
Blocks  fitted  with  loose  hooks  kept  in  stock. 
Fitted  witli  Loose  Hooks  ^®  ^^^  supply  blocks  fitted  with  stiff  or  loose 

swivel  hooks,  shackles,  rings,  etc.,  on  short  notice. 

WRITE    FOR    PRICES. 

^*-^y  Union  Elevator  &  Maehine  Co., 

144-6  Ostarlo  Street,  Chlcigs. 


The  Case  With  a  Conscience  and  Dependable  Fixtnres 


appeal  particularly  at  this 
time  to  certain  classes  of 
buyers. 


let— The  man  who  was  golnu  to  re- 
equip  before  the  slump,  but  haa  de- 
cided to  wait  awhile.  We  can  show 
hidi  how  he  can  afford  to  ffo  ahead. 

2nd— The  man  who  would  like  to 
re-equip,  but  haa  decided  to  do  so 
only  in  part,  if  at  all;  We  can  aive  him 
what  he  wants  at  prices  that  he  won't 
feel. 

3rd  -The  man  who  decided  he  would,  then  that  he  wouldn't  and  now  is  ready  to.    We  can  alve  him 
prices  that  suit  and  SPOT  DELIVERIES. 

4th— Then  there's  the  man  who  wants  a  special  case  o' 
two.  We  can  ffive  him  not  only  prices  but  ideaa  that 
he'll  appreciate. 


Tell  us  and  we'll  tell  youSTRAIGHT 

GRAND  RAPIDS  FIXTURES  CO. 

93S  Jefferson  Ave  ,  Qraad  Rapids,  Mich. 
703  Wsshlngton  Ave.,  St.  Louis,  Mo. 
301  Maitf  Street,  CinclnDAtl,  O. 
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INTERCtlANQEABLE 

LOCK-CORNER  SHELF  BOXES 

rOR  THE  HARDWARE  1RA0E. 


The  a.  H.  Green  Co., 

97-lf  I  Warreo  ftt..  NEW  YOBK. 


NASHUA  TILL  CO. 

MANUFACTURERS  OF 

Alarin  Cash  Drawers 

nmrnHxim.  If    H^  V.  8.  A. 


IGIURG  STEP 
liilirsfirStires 


No  modem  store  l8  eqnliH 
ped  np-to-date  without  the 

BICYCUB 
STBI>-    UAOOBRS 

•s  part  of  itB  ontflt. 

We  make  Ladders  to  tam 
oomen;  to  fit  all  kinds  of 
uneyen  shelylng;  to  work 
where  floor  Is  slanting;  to 
flt  any  special  require- 
ments— and  more  ladders 
than  all  other  houses  com- 
bined.. 

Ask  about  the  new 
noiseless  track. 

CIRCULARS  FOR  THE  ASKING 


THE  BICYCLE 
STEP  LADDER  CO. 

66  Randolph  Str«tt 
,  III. 


?oV;:."  H.  N.  YOUMS.  Ill  W.  74tl  St.  I.Y.  Gitr 


SHELF  BOXES 


XO    ORDKR 


HENRY  H.  SHEIP  MFO.  CO. 

MrndtftAvcoilaiidolphSU  nBaddpUa,P6. 


SKND  FOR  NO.  22  CATALOaUK 

Coburn  Trolley  Track  Mfg.  Co. 

HOLYOKE,  MA88. 


J 
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E.  &  P.  elevators  combine  econo- 
my anB  simplicity  with  superior 
service,  safety  and  satisfaction. 


Easy  to  Control 

Elevator  Safety  is  assured  by 
this   Improved    Screw -Brake 

IT  IS — swift,  positive,  powerftil  in  action  — 
simple  in  construction — the  admiration  of  all 
experienced  mechanics — an  exclusive  feature  of 
every   Eaton    &    Prince   hand -power    elevator. 

Eaton  &  Prince  hand -power  elevators  are  carried 
regularly  in  stock  in  Chicago  in  both  comer -lift  and 
center-lift  patterns  in  various  sizes. 

We  are  thereby  enabled  to  ship 

promptly  upon  receipt  qf  order. 

Illustrated  plans,  details,  sizes  and  prices  in 
Folder  No.  44  will  permit  you  to  intelli- 
gently order  on   the  spot— send   for  it  to 

Eaacstf  &  Rbihce  GtiiE^^icc 

CHICAGO 


Buiii  Upon  Honor 

Up-to-Date  Hardware  Delivery  Wagon 


for  progressive  hardware  deal- 
ers. Easy  to  load  and  light  of 
draft.     Best  grade  only. 

Fr€9  Catalog  upon  RoquoMt, 

Sycamore  Wagon  Works 

IM  EDWARD  Sr^  SYCAMORE,  III. 


QUIOK  SELLINB  HARDWARE  SPEOIALTIES 

>    Best  QnaUty  Tinplale  oi  Relfancd 


Metal  Qasp"  CeiDDg  Hook 


J 


Th^e  goods,  on  account  of 
their'  construction  and  low 
price,  arc  trade  winners  in 
every  sense  of  the  word,  as 
Uiey^  will  give  perfect  satis- 
Taction  to  the  purchaser  ^and 
to  the  retailer,  and  practically  sell  themselves. 

Write  for  prices. 


THE    Jkrri^AtS    IVfFG.    CO.»       New  Haven,  Conn. 

*  New    York    Repreaentativet:    J.    C    McCARTY  &  CO.,  21  Murray  St 
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""IE  EVERREADY  GAS  SYSTEM 
EQUIRES    NO    GENERATING 


\ 


Nothing  like  it  now  on  the  market.  No  worry, 
no  work,  no  odor,  no  smoke.  NOISELESS. 
Always  ready  for  instant  use.  Turn  on  the  gas 
and  light  the  same  as  city  gas.  Can  be  installed 
for  a  very  small  amount.  Send  for  descriptive 
matter  at  once.. 


EVERREADY  GAS  COMPANY 

Department  No.  O 

Lake  aid  Cnrlis  Streets        C1IICA69,  ILL. 


HANOY    WREIMCHES 

A  set  of  5  of  our  new  General 
Service  Wrenches,  (10  openings) 
put  up  in  a  serviceable  kit  bag, 
especially  adapted  to  use  on 
Autos,  wagons,  on  the  farm,  etc. 
They  are  light,  long  and  strong. 
Our  new  pocket  catdog  describes 
them  and  many  other  tools. 


HartforUy  Conn. 


THE  YANDEGRIFT 


WOOD  HANDLE 


SCREW  WRENCH 


\j|     BI^^T^  Hardwood  Handle,  parts  f.ttcd  to  stay,  will  not  crack  or  break.     Lower  Jaw  and  Handle 
^     ^^■'  Shank  of  one  solid  piece,  with  machine  steel  studs  inserted  clear  to  base.     Will  outlast  any 

ordinary  wrench.     Write  for  sample. 
TUB  VAIVPBORIRT  MFO.  CO.,  Shelby vJlle^  Ind.        New  Yoffc  Ofiet.  iat»10  Dqant  St 
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Are  the  Wrenches  that  jou  are  offering  the  trade  the  best  in  the 
market?    If  not,  then  they  are  not  Bemis  &  Call'& 

If  you  have  made  up  your  mind  to  increase  your  trade 
among  the  mechanics,  then  you  need  as  first  assistant  Bemis  & 
Call's  Wrenchea  They  are  acknowledged  perfect  in  adaptability 
and  construction. 

Send  lor  oar  Cataloove.   It  wUl  latcrcst  jr  on 

BEMIS  &  CAU  HARDWARE  &  TOOL  CO..  Springfield,  Mass. 


pa 
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Is  the  single  Jaw  Chain  Wrench  which  will  absolutely  accomplish  more 
work  and  easily  than  any  similar  tool  made.  There's  25  years  of  expe- 
rience in  this  Chain  Wrench.  The  single  jaw,  besides  doing  the  straight 
work,  gets  into  all  of  the  hooks  and  crooks  of  pipe-fitting  as  no  other 
tool  possibly  can.    Give  the  tool  one  trial  to  prove.     Free  printed  matter. 


J.H.W11LUHS&C0., 


■fSi"ta£r*  Briwklyo,  N.  Y. 


"Victor''  Wire  Plier  and  Cutter 

Drop    Forced    ««  Button    Pattern »» 


Boh  or  rod  opening  with  MILLED  TEETH  TEMPERED  AFTERWARDS. 
Only  2  wire  cutters   makes  jaws   stronger.       Ask  your  Jobber. 

iVlanuffaotur«d    by   C   E.    BOIVNER  MRQ.  CO.,  Chrl^n^an,  UK 

Manufacturers  of  all  kinds  of   Drop   Forced  Tools.       Catalog  upon  request 
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281   %-ln. 


232  %.|n^ 


233  l-ln. 


284  IVfc-ln. 


SLOTTED  ^  I  ^  ¥   W  ^  ^^   These  Tips  are  all  made  wUh  a  SpecUl  washer. 


SCREW 


So  constructed  as  to  prevent  the  rubber  head 
from  pulling  off. 


MAKERS  OF   RUBBER  SPECIALTIES  -  Send  for  Ca<aloeue 

ELASTIC  TIP  CO.,  370  Atlantic  Ave.,  Boston,  Mass.,  U.  S.  A. 


CARRY  IN  STOCK  A  COMPLETE  LINE  OF 

REFRIGERATOR  TRIMMINGS 
BUILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
COAT  and  HAT  HOOKS,  Etc 

WRITE    FOR    CATALOOUE 
Special  Goods  Made  to  Order 

GOODS    IVfFG.    C01Vff»ANY 

B^OOKL^YN,    N.   Y. 
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The  Irland  Pipe  Wrench 

IRLAND  PIPE  WKENCH  CO.,  MIitSm  Bostoii,  Miss. 

TOIVER  ft  LYON  CO.,  9G  Cbambers  Street* 

I  New  York  RcpircscBtatlvcs. 

C.  W.  CAUSE  CO..  309  Market  St..  Sao  Frandaco  Repreaeotativca 


**One  Good  Turn 
Deserves  Another'* 

The  Elgin  is  a  Good  Turner ! 

If  you  belong  to  The  Turners  you 
will  "Appreciate  it.  A  good  turner  in 
a  hardware  store  turns  your  money 
a  good  many  times  a  year. 

THAT'S  THE  ELGIN! 

Yours  truly, 

**JOHN  TURNER." 


Any  Wholetale  Hardware  Can  Supply 

Star  Manafactarlng  Company 

CARPENTEBSVnXE.  ILL^  U.  S.  A. 


"Ther*  is  tomethint  food  in  Uie  wont  •!  «■» 
And  there  it  tomethint  had  in  tlie  beat  ef  «■; 

80,  it  doca  not  behoore  any  of  ut 
To  apeak  ill  of  the  rest  of  oa." 

TIN  ill  word 
'^  has  never 
been  -spoken 
about 


CARTAS 
UNIVERSAL 

BOX 
STRAPPINd 


by  any  one  who  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
ail  over  the  world.  By  striving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  discounts 
on  application. 

Gary  Manaffactaring  Company 

19  &  21   ROOSEVELT  STREET 

NEW  YORK  cmr 


Put  up  in  sets  of  5  in  a 
box — }i  to  }i  inch  bolts — in 
finished  and  semi-finished. 

Write  for  price  lists. 

PAGE-STORMS  DROP  FORGt!  CO.  (Inc.) 

Springflelcl,  lit  ass. 


GENERAL  PURPOSE 

WRENCHES 
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CCtEPTOWNSENDCO 

NewBrigMon.Pa 

vManufacfurcpa . 


The  Taylor  &  Boggis  Foundry  Co. 

GLrBVBLrA.ISD,    OHIO 

UCIT  OAT   nON   CASTINGS,   BUHDEKS'   HARDWARE 

Dampers,  Damper  Clips,  Oil  and  Gas 
Stoves,  Furnace  Lamps,  Moiasses:  Gates* 
Letter  Boxes,  Hardware  Specialties. 


Consult    BUYERS'    RFJ'EREXCE    TO    ADVERTISEMENTS    on    Last    Pages. 


Digitized  by 


Google 


March,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


517 


Steel  Spiders,  Griddles 
and  Kettles 

dBO  IltCBSlls  Tbat   Do   Not 
Warp,  Scorch*  Bom  or 
Spofl  Food. 


The  Genmine  Branded  "NBYMR-BRWAK." 
Imitatione  Fool  the  FooUeh, 

THE  AVERYSTAMPING  CO. 

CUEVELANn.  OHIO 


^^I  have  caused 
three  other  car- 
penters to  Sell 

their Planes 

and  buy  the 
CHAPLIN'' 


lonsekeepers 
Jse  Pelonze 
'amUy  Scales 

(Warranted) 

*hey  can  be  instantly 
d  justed  for  plate, 
asket  or  scoop. 

cAPAcmr 


No.  T>S  Tin  Scoop. 
No.  BfSBnss  Scoop. 


MANUFACTURED  BY 


Tower  &  Lyon  Co., 


95  Chambers  Street, 


NEW  YORK  CITY 


No.EMStooinitforai. 
No.9f^  Tilt  Platform. 

The  Pclouze  -ScaK 
are  invaluable  t 
proper  cooking;  indi 
pensable  in  preser 
mg.  They  keep  chec 
on  your  purchase 
Soon  pav  for  ther 
selves.  No  weights  1 
get  lost.  Absolute] 
automatic  The! 
Scales  are  beautiful! 
finished  in  black  ei 
amel  and  are  artisi 
cally  ornamented.  E: 
tra  Large  Dial  with 
Silver  center  and  gold 
border.  Very  attrac- 
tive.    Made     of     cold  rolled  steel. 

Dealers  shouldspecifvPELOUZE  Scale*  in  ordeHng 
from  their  jobber.  Send  for  Cat.**  H."  40  Stjifiia. 

PELOUZE    SCAJ^E   &    A^FG.   CO.  i 

118  134  Weat  Jackson  Boulevard.  Chlcaco 


"Will  always 
have  a  Good 
word  to  say  for 
your  tools.  I 
consider  them 
The  Best  Made" 
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MANUFACTURERS  OF 

COXXOIV 


TWINES,   MOPS,  WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 

;5i\r,T^^r-~''^  FaU  mvcr,  -  Mass. 


Incubators  and  Brooders 


A  PROFITABLE  LINE  FOR 
HARDWARE   DEALERS! 


Cut  of  No.  3 

Ideal  Brooder — 

half  size  of 

Catalogue  Cut. 


*^T7E  have  a  proposition  that  will  interest  every  hardware  dealer  to  handle 
VV  Incubators  and  Brooders.  Our  line  is  extensively  advertised  and 
easy  to  sell.  Simple  and  easy  to  operate,  and  sell  themselves  if  placed 
where  they  can  be  seen  by  your  customers.  Incubators  are  no  longer  an  ex- 
periment, but  are  Just  as  necessary  in  the  raising  of  poultry  as  a  plow  on  a 
farm.  Send  for  our  catalogue  and  our  prices  to  dealers.  You  will  surely  be 
interested. 

J.  W.  Miller  Coinpan>^ 

ManufactHrers  of  Hiffh-CUus  Standard  0^«.  1 1  fi     'r«.^^»^^«.4.     Til       1 7     C      A 

Incubators  and  Brooders.  OOX  ll0»    I!  reeport*    lll«»    V.   O*   A. 
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SILVER  LAKE 


Our  NsoM  is  Stamped  on  tlM  Cord 


SILVER  L4KE  bXbtt   CORD 

RECOGNIZED  STANDARD  SINCE  1848 

Warranted  to  give  aetiafaction  when  uaed  with  weiffhta  and  pulleys  recommended  In  our  catalogue 

Made  In  ail  siaes,  varying  by  32ds  of  an  inch  in  diameter. 

Braided  on  our  own  machinea  by  the  most  experienced  worlcmen. 

Blade  from  selected  stock,  free  from  waate  and  imperfections. 

Hard  braid  and  smooth  finish  make  ita  appearance  and  wearlns  qualities  the  best. 

Our  name  stamped  on  every  foot  of  the  cord  itMlf  makea  identification  easy. 

Silrer  Lake  Braided  Cord  is  guaranteed  in  every  particular. 

Compare  these  few  features  with  ALL  the  best  points  you  know  of  other  sash  cords 

and  see  how  we  stsnd. 
Write  lor  Catalog  B.    It  contains  valuable  information  regarding  bur  braided  cord. 

THB    SIUVBR    U,AKE    CO. 


78    Chaunoy    Str^^t, 


BOSTOIV,    M^^SS. 


Mi 


44 


Columbian" 


Manila  and  Sisal 


and 


44 


Eureka"  R  OPE 


Columbian  Rope  Co, 

Auburn,  New  York  . 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage 

Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn 

Jute  and  American 
Hemp   Twines 


Ag^encies  in  All  Principal  Cities 
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20fli  CENTURY 


Bam  Door  Hangcrs^RoHcr  Bearing 

RoDHd  Track,  Made  ia  Two  Foot  SecUoas  Qiiy 


Hangers  on  the  Shelf.    Track  Under  the  Counter.    Both  in  Ahiminum  Finish. 
A  MONEY  MAKER!     A  TIME  SAVER ! 


REAR  VIEW  Crate  10x10x24  in.,  containing  100  ft.  20th  Cent.  Track         FRONT  VIEW 

HUNT-HELM-FERRIS  &  CO.,  Manofatiiirers,  HARVARD,  ILLINOIS 


"An  Ounce  of  Sight  is  Worth  a  Ton  of  Print 


99 


THE  HOME  SHOW 

MAY  2  to  9,  INCLUSIVE,  AT 

GRAND  CENTRAL  PALACE 

NEW  YORK  CITY 

Exhibits  of  Builders'  Hardware,  Household  Goods,  Bathroom 
Hxtnres,  Kitchen  Fomishings  and  Novelties 

Space  Now  Being  Allotted 


For  additional  information  address 

The  Home  Exhibits  Co.  (Inc.),  52  Broadway,  New  York 

AND    GRAND    CENTRAL   PALACE 
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IT'S   ONE    OF   THOSE    USEFUL    LITTLE    ARTICLES 


STRAWBBRRIBS 

hulled  with  the  N I P"  I T  huller  are  neater  for  the 
table — the  fruit  never  gets  crushed.     No  stained  fin- 

8ers,  no  seeds  under  nails,  and  so  easy  and  auick  ! 
Inlv  5c.    Will  last  forever.      Ask  your  dealer  tor  the 
N I P"  I T  or  send  7c.  stamps, 

WINDSOR  STEPHENS  I  CO.,  Waltlan,  Matt. 


the 
DecUer 


THIS  ADVERTISEMENT  WILL  APPEAR  IN 

-  ''"^°~ '••»««    Tu^  LADIES'  HOME  JOURNAL, 

J  VOMAN'S  COMPANION. 

;  MODERN  PRISCILLA. 

«  GOOD  HOUSEKEEPING,  Etc. 

FOR   APRIL,    MAY  AND   JUNE 

3r     the     MlM    |    Q  |  ^P  Trad.-Mark 

■^1    ■    ^^  ■  ■       ■         Reg.U.S.Pat.Offlc« 

of  YOUR  JOBBER 

PatoBtoos   and    Hianufaaturars : 

SOR  STEPHENS  &  00.,  Walthan,  Mass. 


z 
> 


t 

PI 

n 


■< 
O 


m 


WITHOUT   AN     OUT 


Revolving  Belt  Punches 


» 


TV8B8  rOR  RKVOLVntG  PVNCHSa 

f      414       5       67       8       d 
Write  lor  Catalogae  ot  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRIDGEPORT*  CONN. 
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PuBusHED  BY  DANIEL  T.  MALLETT,  at  253  Broadway. 

ChicMo  Office:  .  Boston  Office:  London  Office: 

1000  Tribune  Building.  1183^  Old  South  Building.  148  Old  Street. 

F  ' 

Vci,  XXIX.    No.  3.      ^''l^^^       NEW   YORK  ^rcSr  Whole  No.  171. 

y  28,  1894,  at  Post   Office  a 
'Congress  of  March  Z,  1879. 


Entered  as  second  class  matter,  February  28,  1894,  at  Post   Office  at  New   York,   N.    Y.,   under  the  Act  of 


THE  COUNTRY  REGAINS  COURAGE 

A  MANUFACTURER  of  hardware  of  one  of  the  busiest  nerve-centers  of  New 
*^  England,  was  discussing  conditions  with  a  coterie  of  friends  who  were  inclined 
to  look  more  hopefully  for  the  silver  lining  of  the  cloud  than  seemed  possible  to  him. 
Finally  one  of  them  said:  "If,  in  1893,  or  thereabouts,  you  had  been  doing  the  same 
volume  of  business  as  you  now  are,  with  the  same  profits,  and  with  as  many  probable 
orders  as  you  now  have' in  sight,  you  would  have  thought  yourself  wonderfully  prosper- 
ous, would  you  have  not?"  "Of  course;"  was  the  instant  response.  "My  present  output 
would  have  seemed  a  big  one  even  three  years  ago."  This  seems  to  sum  up  the  situation 
in  a  few  words.  The  amount  of  goods  now  being  made,  sold,  and  consumed,  is,  no  doubt, 
quite  satisfactory  when  compared  with  those  of  normal  years.  It  becomes  small  and 
unsatisfying  only  when  compared  with  the  boom  years  of  1006  and  '07.  To  use  a 
homely  comparison,  it  is  difficult  to  go  back  to  plain  bread  and  butter  after  one  haS 
developed  an  abnormal  appetite  for  pie — no  matter  how  wholesome  the  bread  is. 


T^HERE  is  no  doubt  of  a  more  cheerful  feeling  among  both  manufacturers  and 
^  merchants.  Their  recent  apprehension  of  evil  seems  to  have  given  place  to 
cheerfulness  and  courage.  They  are  not  whistling  to  keep  themselves  from  being 
scared,  but  because  they  feel  more  like  whistling.  They  realize  the  feelings  of  that 
life-worn  veteran  who  said:  "I  am  an  old  man;  have  lived  many  years,  and  faced  many 
troubles — the  most  of  which  never  happened."  The  destruction  that  was  to  come  upon 
American  Business  has  not  come.  As  was  said  of  old:  The  storms  came  and  the 
winds  blew,  but  the  house  fell  not,  for  it  was  built  upon  a  rock.  This  fact  is  of  great 
significance.     The  stability  of  our  country  is  a  salvation. 


THERE  has  been  more  or  less  hesitation  and  actual  shrinkage  in  business  in  the 
years  of  presidential  election  since  our  form  of  government  began.  The  causes 
are  not  far  to  seek.  Capital  and  the  enterprise  which  enlists  its  service  and  seeks  to 
make  it  productive,  shrink  from  the  possibilities  of  the  unknown.  Not  knowing  what  may 
be  the  possibilities  of  the  incoming  administration,  the  usual  course  is  to  wait  near  the 
harbor  and  spread  as  little  sail  as  possible  until  the  direction  of  the  wind  is  ascertained. 
But  there  seems  to  be  less  hesitation  this  year  than  usual.  The  country  has  become 
so  prosperous;  our  methods  of  business  so  approved  and  strengthened;  our  intercourse 
with  the  markets  of  the  world  so  intelligent,  and  our  belief  in  the  ultimate  wisdom  of 
the  people  so  great,  that  a  change  even  in  the  White  House  is  no  cause  for  alarm. 

Digitized  by  V:iOOQIC 


524 


HARDWARE  DEALERS'  MAGAZINE 


March,  WA. 


Business  Is  a  Battle 
^i  K     man  of  business,"  said  Walter  H.  Cot- 

XX  tingham,  vice-president  and  general 
manager  of  the  Sherwin-Williams  Co.,  Cleve- 
land, "is  like  a  soldier  in  a  regiment. 

"Like  the  well -trained  soldier  who  delights 
in  the  c!amor  of  battle  the  enterprising  busi- 
ness man  is  eager  for  the  struggle  of  compe- 
tition. He  likes  the  excitement  of  contending 
for  supremacy.  He  delights  to  overcome  those 
who  oppose  him,  and  he  finds  genuine  pleasure 
in  outwitting  his  rivals.  It  is  this  spirit  of 
rivalry  that  sharpens  a  man's  intellect  and 
spurs  on  his  energy.  And  unless  a  man  is 
possessed  of  this  desire  to  overcome,  to  sur- 
pass, to  stand  first  in  the  line,  he  can  never 
hope  to  carry  the  day;  he  will  never  suc- 
ceed in  the  fight. 

"The  moment  a  contestant  enters  the  field 
of  commerce  he  is  challenged  by  a  host  of 
competitors.  All  his  movements  are  disputed 
and  opposed  by  those  already  in  possession  of 
the  field.  He  must  fight  to  live!  He  must 
conquer  to  succeed. 

"Success  would  possess  no  charm  apart  from 
the  struggle!" 

Postii^  the  Traveling  Salesmen 

A  concern  which  buys  a  large  amount  of 
Hardware  in  the  course  of  a  year,  has 
sent  the  following  announcement  to  the  em- 
ployers of  such  traveling  salesmen  as  call  from 
time  to  time: 

"Gentlemen : — We  should  be  obliged  if  you 
will  communicate  the  following  notice  to  your 
representative  who  calls  upon  us,  for  his 
future  guidance: 

"1.  Travelers  only  interviewed  before  11 
a.  m.  and  after  4  p.  m. 

"2.  All  conversation  to  be  addressed  to  the 
buyer  in  the  required  department. 

"3.  In  the  interest  of  both  parties,  we  rec- 
ommend travelers  to  confine  their  remarks 
strictly  to  business,  in  order  that  our  time  at 
any  rate  is  not  wasted. 

"4.  All  orders  must  be  in  writing  upon  our 
official  order  form,  and  initialled  by  one  of  the 
principals,  otherwise  they  may  hot  be  recog- 
nized by  us." 

Then  follows  a  list  of  the  departments,  and 
of  the  buyers  in  each. 

Which  Got  the  Business?         ^ 
«  A   n  American  salesman  who  recently  vis- 

.^1.  ited  Colon  and  Panama,"  says  James 
C.  Kellogg,  of  the  city  first  named,  "brought 
with  him  a  line  of  samples,  but  in'  order  to 
avoid  paying  a  certain  amount -of  duty  on 
them,  which  sum  would  have  been  refunded 
on  his  departure  from  the  isthmus,  and  to 
save  freight  charges,  he  left  his  sample  cases 
on  the  docks  and  proceeded  to  do  business 
with  the  merchants  of  Colon  by  means  of 
catalogues." 

He  describes,  further,  how  an  experienced 
old  English  salesman  did  it:     "Upon  arrival 


in  Colon,  he  engaged  a  large  suite  of  rooms  in 
the  best  hotel,  where  the  different  lines  of 
goods  were  displayed.  The  local  merchants 
were  then  visited  and  induced  to  call  and  in- 
spect the  wares.  To  secure  further  adver- 
tising and  popularity,  the  salesman  donated  two 
silver  medals,  to  be  competed  for  on  King 
Edward's  birthday;  a  silver  cup,  to  be  contest^ 
ed  for  by  the  local  cricket  clubs;  a  silver  lov- 
ing cup  to  the  ladies'  auxiliary  society  of  a 
local  church,  and,  most  important  of  all,  twelve 
silver  medals,  to  be  awarded  to  those  mer- 
chants making  the  best  display  of  their  goods 
in  a  street  parade.  This  salesman  represents 
several  English  firms  of  different  lines  of  busi- 
ness, and  the  expense  accruing  from  his  lavish 
do^iations  of  prizes,  etc.,  is  borne  by  them,  and 
thus  he  is  encouraged  to  resort  to  such  adver- 
tising methods.  After  this  salesman  <^eparted 
from  Colon  the  local  press  referred  to  him, 
in  several  editorials,  as  the  'king  of  commer- 
cial travelers,*  and  mentioned  the  large  num- 
ber of  orders  he  had  obtained." 

The  One-Handled  Plow 

An  American  resident  of  Peru  declares  that 
up  to  date  but  one  manufacturer  of  this 
country  has  made  for  export  to  that  South 
American  State,  a  single-handled  plow.  He 
says  that  the  wooden  stick  or  beam  plow, 
which  still  serves  the  great  majority  of  thj 
population  for  turning  over  the  soil,  in  many 
cases  has  a  single  handle  and  the  peons  or 
farm  laborers  know  the  use  of  no  other. 
When  a  modern  plow  is  offered  its  simple 
mechanism  to  them  appears  complicated  be- 
cause of  the  double  handle.  He  adds:  "I 
have  heard  it  suggested  that  a  $5  plow  would 
find  favor,  particularly  among  the  peons  of 
the  districts  in  which  the  cereals  are  raised. 
However,  dealers  with  whom  I  have  talked 
say  that  with  factory  prices  what  they  now 
are,  $7.50  is  the  lowest  figure  possible." 

A  Harp  With  One  String 

If  at  first  you  don't  succeed — 

Advertise ! 

'Tis  a  lesson  you  should  heed; 

Advertise ! 

Lest  the  flies  bespeck  your  stock; 

And  the  sheriff  gives  you  shock. 

While  your  future  goes  in  hock — 

Advertise  I 

Pay  your  c.ash  for  printer's  ink — 

Advertise ! 

Cheaper,  far,  than  cards  or  drink; 

Advertise ! 

Make  your  town  sit  up  and  think. 

Put  old  fogies  on  the  blink! 

Advertise ! 

Paint  the  fences  with  your  name, 
Blazon  to  the  world  your  fame. 
Prove  to  all  you're  full  of  game, 
Advertise ! 
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BUSINESS  MEN  ON  CONGRESS 

Talks  With  Hardwaremen  as  to  What  Legislation 
Could  be  Enacted  at  Washington  Just  Now  for  the 
Benefit  of  the  Country  at  Large— The  Tariff  and 
Currency  the  Main  Topics — ^Inunigration  and  Labor 
Are  Also  Subjects  to  the  Point. 


Representatives  of  the  Hardware  Dealers' 
Magazine  have  recently  taken  occasion 
to  ask  of  a  number  of  leading  Hardwaremen 
their  views  as  to  what  might  be  done  in  Con- 
gress just  now  to  relieve  evils  that  are  pres- 
ent or  impending,  or  to  forward  reforms  that 
seem  essential  to  the  country's  good. 

While  these  gentlemen  disclaimed  any  idea 
that  they  could  instruct  Washington  as  to 
what  ought  to  be  done,  they  were  willing  to 
speak  as  business  men  from  the  standpoint  of 
practical  men.  Their  opinions  are  terse,  and 
are  worthy  of  heed  by  those  at  present  charged 
with  the  responsibilities  of  national  govern- 
ment. 

FOUR  great   questions. 

«T  t  would  seem  to  me,"  said  William  M. 

1  Pratt,  treasurer  and  general  manager  of 
the  Goodell-Pratt  Co.,  Greenfield,  Mass.,  "that 
the  four  great  questions  of  Currency,  Tariff, 
Labor  and  Immigration  are  topics  of  vital  in- 
terest to  every  good  citizen  of  this  country, 
regardless  of  his  calling.  The  welfare  of  the 
laboring  man  is  endangered  to  just  as  great  a 
degree  because  of  an  inadequate  currency  sys- 
tem as  is  the  welfare  of  any  merchant,  manu- 
facturer or  financier ;  the  welfare  of  all  classes 
of  citizens  in  this  republic  of  ours  is  so  closely 
interwoven  that  no  one  class  can  long  prosper 
unless  this  prosperity  shall  be  general  and  in- 
clude the  great  mass  of  our  citizens. 

"Those  of  us  who  have  given  much  thought 
to  the  question  feel  that  our  present  currency 
system  is  inadequate  and  that  something  should 
be  done  to  safeguard  our  financial  and  com- 
mercial institutions  from  the  dangers  of  a 
panic.  Personally,  I  am  a  great  believer  in  a 
central  bank  of  issue. 

"Concerning  the  Tariff  question,  not  much 
can  be  added  to  what  I  have  said  many  times 
before.  If  the  manufacturers  of  this  country 
are  satisfied  with  the  trade  of  the  United 
States  and  care  naught  for  customers  abroad, 
our  present  tariff  is  well  enough;  but  if  we 
are  to  continue  as  exporters  of  manufactured 
goods,  we  must  revise  our  tariff  laws,  either 
through  lower  duties,  or  by  means  of  reciproc- 
ity agreements. 

"The  Labor  problem  is  a  serious  one,  and 
while  labor  should  always  be  treated  fairly  and 
the  laws  of  our  country  should  be  formed  if 
necessary  to  insure  fair  treatment  for  the  la- 
boring man*  they  should  also  safeguard  the 
employers'  interests  and  grant  to  him  a  fair 
deal  also. 

"Concerning  Immigration  there  is  much  to 
be  said  both  for  and  against.  I  believe  it  should 


be  restricted,  and  the  undesirable  element  en- 
tirely eliminated.  During  periods  of  excessive 
activity  we  require  an  army  of  laborers,  even 
more  than  have  been  available  with  the  door 
of  immigration  left  wide  open.  This  subject  is 
a  complex  one,  which  can  only  be  handled  by 
experts. 

"As  a  general  synopsis  of  the  situation  I 
cannot  but  feel  that  a  grave  responsibility  rests 
upon  the  lawmakers  at  Washington,  who  have 
sworn  to  faithfully  perform  their  duty  and 
obey  the  constitution ;  that  in  the  carrjring  out 
of  policies  wisely  conceived  and  ultimately  just 
wrong  impressions  as  to  their  real  meaning  do 
not  rob  those  policies  of  much  of  their  useful- 
ness and,  while  intending  to  conserve,  they 
may  in  reality  destroy. 

"The  great  majority  of  the  citizens  of  this 
country,  be  they  laborers  or  artisans,  mer- 
chants or  manufacturers,  men  of  profession  or 
men  of  finance,  ar^  honest,  intelligent,  indus- 
trious citizens,  and  because  they  may  have  an 
honest  difference  of  opinion  as  to  the  wisdom 
of  certain  policies  which  are  being  heralded 
from  the  nation's  capital,  no  public  servant 
has  the  right  to  brand  them  as  undesirable 
citizens." 

THE  QUESTION  OF  LABOR. 

Asked  as  to  his  views  on  the  above  questions, 
E.  B.  Pike,  president  of  the  Pike  Mfg. 
Co.,  Pike,  N.  H.,  said: 

"As  to  the  Currehcy,  I  believe  the  govern- 
ment should  establish  a  central  bank,  but  I 
think  the  Aid  rich  bill  better  than  nothing. 

"The  Tariff?  I  believe  that  Congress  should 
create  a  non-partisan  tariff  commission  at  once 
along  the  line  provided  for  by  Senator  Bev- 
eridge's  bill. 

"As  to  X-abor,  I  believe  that  every  laborer 
should  be  fully  protected  in  his  rights  and 
have  a  square  deal.  I  also  believe  that  the 
employer  should  be  equally  protected  in  his 
rights.  Two  wrongs  do  not  make  a  right. 
While  there  is  no  doubt  but  what  there  has 
been  much  injustice  on  the  part  of  employers 
toward  employes  in  time  past,  yet  it  seems  to 
me  that  for  the  past  few  years  employes  have 
been  more  unjust,  unreasonable  and  unfair 
than  the  employers  ever  have  been.  A  large 
proportion  of  employers  have  been  at  one  time 
employes  and  many  of  them  have  worked  from 
the  bottom  up  and,  because  it  takes  an  able, 
intelligent  man  of  good  sense,*  and  an  honest 
man,  to  succeed,  it  is  more  natural  that  the 
employers  will  treat  their  employes  reasonably 
well  and  fair  for  their  own  interests,  and  also 
because  they  know  and  can  sympathize  with 
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the  employe  in  his  struggle  to  earn  a  livelihood 
and  the  employer  is  usually  responsible.  While 
on  the  laborers'  side  almost  all  the  labor  or- 
ganizations are  largely  dominated  ^nd  managed 
by  irresponsible  parties,  the  loud  talkers,  and 
they  stir  up  strife  by  appealing  to  the  preju- 
dices and  envies  of  the  working  men  and  cause 
them  to  make  unreasonable  demands  and  to 
declare  strikes  and  do  many  reckless  things. 
The  friction  and  trouble  now  existing  between 
employer  and  employe  will,  I  think,  work  itself 
out  so  that  there  will  be  a  better  understand- 
ing. The  labor  unions  have  done  something  for 
the  benefit  of  laborers,  but  they  have  also  done 
them  some  harm  as  well  as  much  harm  to  the 
employer  and  the  tountry.  There  is  no  dpubt 
but  what  there  is  some  legislation  necessary, 
but  the  trouble  is  that  so  much  of  the  legisla- 
tion is  so  partisan  that  it  is  liable  to  do  as 
much  harm  as  good :  but  I  believe  that  the 
good  sense  of  the  American  citizens  in  time 
will  bring  about  as  reasonable  and  fair  condi- 
tions as  can  be  expected  in  this  selfish  world. 
"I  cannot  see  how  it  is  fair  for  us  to  restrict 
emigration  from  other  countries  that  we  expect 
to  have  free  intercourse  with.  I  think  our  laws 
should  be  sufficient  to  regulate  and  control  the 
people  that  come  to  our  shores  after  they  are 
here." 

TROUBLE   FROM    IMMIGRATION. 

CF.  Carrier,  president  of  the  Cronk  &  Car- 
•  rier  Mfg.  Co.,  Elmira,  N.  Y.,  frankly 
expressed  his  views  as  follows: 

"You  want  my  views  on  legislation  regarding 
Currency,  Tariff,  Labor  and  Immigration?  I 
am  not  clear  as  to  what  should  be  done  with 
the  Currency  question,  but  think  a  central  bank 
would  regulate  this  matter  better  than  any 
other  way.    As  to  Labor,  I  give  it  up. 

"Regarding  Immigration,  I  think  we  are 
wild  in  permitting  every  nation  on  earth  ex- 
cept China  to  dump  all  the  undesirable,  worth- 
less, ignorant,  good-for-nothing  paupers  into 
this  country,  and  unless  something  is  done 
soon  we  will  have  more  troubles  on  our  hands 
than  this  country  will  be  able  to  take  care  of. 
Our  belief  is  that  the  politicians  of  this  coun- 
try are  simply  afraid  of  losing  a  few  votes, 
therefore  do  not  dare  come  out  and  do  what 
they  know  should  be  done.  They  care  more 
for  votes  than  they  do  for  the  welfare  of  the 
United  States. 

"As  to  Tariff,  my  belief  is  that  a  revision 
should  be  made  and  it  should  be  made  by  our 
friends  rather  than  the  enemy.  On  many  articles 
the  tariff  is  more  than  double  what  is  neces- 
sary to  give  us  protection ;  on  other  thingis  we 
cannot  compete  with  Germany  with  a  tariff  of 
50  per  cent.,  and  many  goods  they  are  laying 
down  in  this  country  at  less  than  our  goods 
actually  cost  for  labor  and  material ;  thus  you 
see  the  business  cannot  be  done  in  this  coun- 
try. We  believe  a  commission  similar  to  the 
Interstate  Commerce  Commission  would  be 
the  proper  thing  to  have,  and  in  that  way  we 


could. employ  men  that  could  give  their  undi- 
vided time  and  attention  to  it,  so  they  would 
be  able  to  suggest  to  congress  what  tariff,  if 
any,  should  be  changed  in  order  to  protect 
home  industry  and  at  the  same  time  not  en- 
courage monopolies  or  dishonest  trust  meth- 
ods. We  believe  in  trusts  if  carried  on  in  an 
honest  manner.  We  believe  in  a  protective 
tariff,  nothing  more.  We  find  some  men  say 
that  other  countries  will  not  buy  gopds  of  us 
unless  we  buy  of  them.  We  do  not  believe 
this.  If  Germany  wants  our  wheat  and  they 
cannot  obtain  it  at  as  low  a  price  elsewhere, 
we  will  get  their  business  and  they  will  never 
stop  to  ask  some  Hardwareman  whether  the 
people  in  the  United  States  are  buying  Hard- 
ware made  in  Germany." 

GET  RID  OF  THE  TARIFF. 

Said  C.  B.  Lockwood,  president  of  the  Lock- 
wood-Taylor  Hardware  Co.,  Cleveland, 
Ohio. : 

"We  do  not  feel  like  butting  in  on  the  busi- 
ness of  Congress,  as  our  congressman  is  Hon. 
Theo.  E.  Burton,  in  whom  we  trust,  but  we 
think  that  national  banks  should  be  given  the 
right  to  issue  currency,  not  as  a  special  privi- 
lege, on"  the  consent  of  any  official,  but  upon 
compliance  with  the  law.  The  law  should  be 
specific  as  to  securities,  and  the  time  of  and 
the  amount  of  currency  to  be  issued,  left  with 
the  bank. 

"The  money  in  the  treasury  should  be  de- 
posited in  the  national  bank  at  a  rate  of  inter- 
est fixed  by  law.  The  treasurer  should  be  re- 
lieved from  the  moral  strain  that  it  is  criminal 
to  impose.  We  should  all  realize  this  if  one 
should  go  wrong. 

"The  tariff  should  be  adjusted  so  as  to  pre- 
pare the  country  for  free  trade.  It  was  never 
intended  to  be  a  permanent  system,  and  to  be 
rid  of  it  would  relieve  us  of  many  evils. 

"Labor's  greatest  mistake  has  been  in  seek- 
ing class  legislation,  as  it  opens  a  door  that 
may  be  entered  by  others,  to  their  disadvan- 
tage. Equal  laws  for  all  men,  not  as  rich  or 
poor,  not  as  laborers  or  idlers,  with  manhood 
the  basis  of  equality,  is  the  only  safe  course — 
except  when  helplessness  demands  an  excep- 
tion, which  is  charity. 

"Open  the  door  to  all  worthy  able-bodied 
men  and  women.  We  can  profitably  utilize  all 
that  will  come  who  are  sane  of  mind  and  pur- 
pose.   We  need  them  and  they  need  us." 

CAREFUL    LEGISLATION    NEEDED. 

Walter  W.  Birge,  secretary  and  treasurer 
of  Fayette  R.  Plumb,  Inc..  Philadel- 
phia, when  asked  his  views  on  the  several 
above  points,  said: 

"If  I  were  to  attempt  to  write  an  encyclo- 
pedia, I  would  probably  succeed  about  as  well 
as  I  shall  in  even  touching  upon  the  four  sub- 
jects which  you  have  mentioned. 

"I  do  not  feel  competent  to  advise  as  to 
what  specific  legislation  should  be  enacted, 
but  I  believe  I  share  with  most  men,  engaged 
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in  active  business  and  interested  in  the  wel- 
fare of  the  country  at  large,  certain  ideas 
in  general  concerning  the  policy  which  our 
representatives   should  adopt. 

"As  to  the  currency,  it  is  always  easier  to 
say  what  should  not  be  done  than  to  suggest 
what  should  be  done.  I  will,  therefore,  com- 
mence by  suggesting  that  Congress  should 
not  pass  the  much-talked-of  Aldrich  bill.  I 
do  not  think  it  wise 'for  Congress  to  pass  any 
temporary  currency  bill,  for  although  our 
present  system  is  exceedingly  poor  and  ill- 
adapted  to  our  needs,  we  have  managed  to 
exist  under  it  for  many  years,  and  when  we 
make  a  change,  we  should  be  sure  we  are 
right. 

"A  currency  bill  should  be  drafted  by  a 
commission,  representing  as  far  as  possible 
all  sections  of  the  country  and  classes  of  trade 
and  including  the  chairman  of  the  commit- 
tee on  banking  of  both  the  house  and  Senate, 
and  the  secretary  of  the  treasury. 

"This  commission  should  be  able  to  draft 
a  bill  not  temporary,  but  the  best*  that  exists 
in  any  country  and  specially  adapted  to  our 
particular  needs.  The  bill  when  finally  pre- 
sented should  be  as  nearly  perfect  as  can 
be  made,  and  passed  without  amendments. 

"We  should  have  a  currency  sound  beyond 
all  question;  elastic  so  that  it  will  readily  ad- 
just itself  to  demands  of  the  country,  not 
only  increasing  as  the  demand  requires,  but 
equally  well  contracting  as  the  demand ,  de- 
creases. The  basis  of  security  of  our  cur- 
rency should  also  be  enlarged  very  materially 
beyond  what  it  now  is,  but  never  at  the  sacri- 
fice of  absolute  security.  Congress  should  be 
absolutely  sure  it  is  right  before  it  goes  ahead. 

"As  to  the  Tariff,  Congress  should  not,  at 
this  or  any  other  time,  touch  the  Tariff;  it 
should,  however,  authorize  the  appointment, 
at  once  if  possible,  of  a  non-partisan  expert 
commission,  as  suggested  by  a  resolution 
adopted  by  the  National  Association  of  Manu- 
facturers. This  commission  should  be  per- 
manent; thereby,  not  alone  recommending  im- 
mediate changes,  but  keeping  our  Tariff  in 
harmony  with  changing  conditions.  The  com- 
mission should  be  crated  at  once,  and  above 
all  things  should  be  kept  out  of  politics.  ' 

"Labor. — The  bills  which  are  continually 
being  introduced  into  all  of  our  legislative 
bodies  bearing  on  the  labor  question  require 
a  large  amount  of  wisdom,  common  sense 
'and  back-bone  on  the  part  of  our  representa- 
tives and  the  question  is  such  a  big  one  that 
I  dislike  to  even  touch  upon  it.  I  will,  there- 
fore, simply  mention  what  I  consider  a  few 
of  the  most  important.  So  far  as  the  con- 
stitution will  permit  Congress  t9  act  in  the 
matter,  child  labor  should  be  rigidly  regu- 
lated. If  combinations  in  restraint  of  trade 
are  against  public  welfare,  boycotts  should 
not  be  permitted.     Our  present  laws  govern- 


ing injunctions  should  not  be  altered,  so  far 
as  the  present  intent  of  the  law  is  concerned. 
Congress  would  do  better  to  attempt  to  reg- 
ulate the  conditions  surrounding  the  employ- 
ment of  labor,  than  to  regulate  the  number  of 
hours  a  man  should  work  per  day.  Few  men 
are  harmed  by  working  too  long  hours  if 
they  are   surrounded  by  healthful  conditions. 

"Every  employer  tias  a  responsibility  be- 
yond the  mere  payment  of  wages,  and  a  rea- 
sonable employer's  liability  bill  should  be 
passed  to  take  the  place  of  the  one  recently 
declared  unconstitutional.  No  body  of  men 
or  corporation  should  be  allowed  to  retard 
the  progress  or  general  business  of  the 
country.  A  bill  should,  therefore,  be  passed 
providing  for  compulsory  arbitration  for  all 
controversies  between  employer  and  employe, 
where  the  welfare  of  the  general  public  is  af- 
fected. 

"Immigration. — Self-preservation  is  the 
first  law  of  nature.  As  we  keep  undesirable 
citizens  from  our  homes,  so  should  we  keep 
undesirable  foreigners  from  our  cotmtry. 
There  are  few  more  important  questions  be- 
fore this  country  than  the  restriction  of 
immigration.  Our  country  has  grown  great 
because  we  stood  for  certain  high  ideals  in 
the  home,  in  business  and  in  national  affairs. 
We  should  not  admit  to  this  'land  of  the 
free,'  more  foreigners  than  we  can  readily 
assimilate  and  bring  into  harmony  with  our 
institutions  and  teach  what  is  meant  by 
freedom. 

"If  our  factories  need  more  workmen,  it 
would  be  far  better  to  have  our  factories 
grow  slower  than  for  us  to  bring  in  'unde- 
sirable citizens*  to  cause  trouble  and  be  a 
burden  to  the  community.  Honest,  thrifty, 
able-bodied,  law-abiding  men  and  women  we 
want  and  should  invite  to  our  country.  An- 
archists," paupers,  mentally  or  physically 
diseased  persons  should  be  absolutely  ex- 
cluded. Some  steps  should  also  be  taken  to 
scatter  those  who  do  come  so  that  they  will 
not  conjest  our  large  cities;  but  settle  and 
develop  our  farms." 

Put  Away  the  Hammer 

To    the   Editor: 

Were  I  to  take  the  great  American  public 
by  the  ear,  and  whisper  one  word  of  sane  ad- 
vice, it  would  be:  Stop  knocking.  Put  away 
your  hammer.  Don't  be  hitting  so  venomously 
at  your  public  men.  Get  away  from  the  Muck^ 
rake.  This  advice  is  just  as  good  for  mer- 
chants and  everybody,  as  it  is  for  the  White 
House,  or  for  the  gentlemen  who  are  making 
laws  under  the  big  dome  at  Washington.  How 
are  we  to  get  the  confidence  of  the  public 
back  again  to  the  normal  conditions,  if  we 
show  none  of  it  ourselves?  Stop  knocking! 
Yours  truly, 

A  Retailer. 
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Hardware  Frizes  Offered 

The  Gray  &  Etudley  Hardware  Co.,  Nash- 
ville, Tenn.,  adopted  a  unique  plan  in 
connection  with  their  recent  Washington  birth- 
day celebration.  This  company  has  for  years 
used  the  "Washington"  brand  as  trade-mark, 
and  has  run  it  on  all  of  its  highest  grade  and 
leading  lines  of  Hardwares,  saddlery,  stoves, 
cutlery,  etc.  Each  year  the  company  celebrates 
Washington's  birthday  in  an  appropriate  man- 
ner, and  this  year  it  made  the  celebration  a 
much  larger  one,  and  on  a  more  extensive 
scale  than  ever  before.  In  addition  to  offering 
a  number  of  prizes  to  the  traveling  salesmen 
who  sold  the  greatest  amount  of  Washington 
goods  during  the  month  of  February,  the  com- 
pany also  offered  a  long  list  of  valuable  and 
handsome  prizes  to  its  customers  and  mer- 
chants of  the  south  generally  who  during  the 
month  of  February  should  place  the  best  as- 
sorted and  most  liberal  orders  for  Washing- 
ton goods. 

Tools  for  the  Boys 

The  Griffin  Hardware  Co.,  Eugene,  Oregon, 
has  hit  upon  a  plan  to  enlist  young 
America  in  its  behalf.  It  has  offered  as  a 
prize  .to  the  school  boy  who  builds  the  best 
bird  house  in  the  competition  that  is  now 
going  on  a  set  of  tools  consisting  of  the  fol- 
lowing pieces :  1  handsaw,  1  hammer,  1 
ratchet  brace,  1  gimlet*  bit,  1  each  ^,  %,  %, 
%  and  %-inch  bits,  1  hand  ax,  Mj-inch  wrench, 
1  No.' 84  rule,  1  set  awls  and  tools.  1  6-inch 
pliers,  1  5-inch  screwdriver,  1  level,  1  No.  110 
block  plane,  1  oil  stone,  1  carpenter's  pencil,  1 
carpenter's  apron,  1  No.  14  steel  square,  1  %- 
inch  chisel,  1  P/4-inch  butt  chisel,  1  try  and 
miter  square.  The  tools  were  placed  on  dis- 
play in  a  window  of  the  store,  and  the  latest 
reports  from  the  coast  were  to  the  effect  that 
enough  houses  'were  being  erected  to  shelter 
all  the  birds  of  Oregon. 

The  Nail  on  the  Head 

Governor  Charles  P*.  Hughes  seems  to  have 
hit  one  nail  squarely  on  the  head  when 
he  recently  said :  "We  must  have  the  idea  of 
trusteeship  sink  deep  into  the  American 
consciousness  and  realize  that  there  are  limits 
to  the  notion  that  every  American  when  he 
gets  a  chance  should  make  the  most  of  it  for 
himself.  We  have  got  to  realize  that  the 
greatest  success  that  any  man  can  attain  in 
this  country  is  the  distinction  of  being  faith- 
ful and  of  serving  those  who  put  confidence 
in  him." 

Pistols  and  Damages 

The  Boston  Traveler  has  some  original  no- 
tions about  the  hws  which  should  govern 
the  sale  of  firearms.  "The  Hardware  dealers' 
associations,"  it  says,  "are  kicking  about  a  tax 
on  pistols,  and  the  relations  of  the  people  who 
are  maimed  and  murdered  by  the  pistols  are 
kicking,  too.     Our  solution  of  the  problem  is 


this:  Let  the  association  sell  all  the  pistols 
they  want  to  all  people  having  licenses,  and 
have  the  Hardware  dealers  pay  all  life  insur- 
ance, funeral,  hospital  and  medical  expenses 
incurred  by  pistol  malpractice.  Also  make 
the  license  for  carrying  arms  about  $500;  for- 
bid their  concealment  in  the  pocket;  compel 
the  licensee  to  carry  his  gun  openly,  and  send 
anybody  to  jail  who  violates  the  law.  Fur- 
thermore, forbid  the  sale  of  ammunition  alto- 
gether.   Give  the  drug  business  a  chance." 

Annual  Meeting  Hardware  Clnb 

The  Hardware  Club  of  New  York  will  hold 
its  annual  meeting  on  Saturday,  March 
21,  1908.  The  principal  business  will  be  the 
election  of  five  governors,  to  serve  for  the 
year,  as  successors  of  the  following  gentlemen 
whose  terms  expire  on  that  date:  Joseph 
Gales,  George  Henry  Sargent,  Arthur  G. 
Sherman,  Edward  Stagg,  and  Edward  C.  Van 
Glahn.  At  a  subsequent  date  the  newly- 
formed  board  of  governors,  of  whom  there  are 
fifteen,  will  choose  successors  to  the  follow- 
ing-named officers:  Eugene  Bissell,  presi- 
dent; Thomas  F.  Keating,  vice-president;  Al- 
fred D.  Clinch,  treasurer;  Arthur  G.  Sher- 
man, secretary. 

The  club  has  now  a  full  membership  of  six 
hundred  resident  members,  and  a  waiting  list 
of  nearly  one  hundred. 

Using  Some  Amerioan  Hardware 

In  San  Salvador,  writes  an  American  tem- 
porarily residing  in  that  country,  corru- 
gated iron  comes  chieHy  from  England,  a  fair 
proportion,  however,  from  the  United  States, 
due  to  the  special  efforts  of  the  few  Ameri- 
can houses.  The  freight  rates  from  English 
ports  are  about  $3  per  ton  less  than  the  freight 
from  New  York.  About  100,000  sheets  are 
marketed  annually.  Nails  are  almost  exclu- 
sively from  Europe  at  present.  Until  recently 
some  were  imported  from  the  United  States, 
but  a  recent  advance  in  the  prices  has  caused 
a  cancellation  of  orders.  The  quality  of  Amer- 
ican paints  is  better  than  that  from  Europe, 
but  the  difference  in  price  often  decides  the 
purchaser  in  favor  of  the  European  article. 

Hardware  to  Japan 

Japan  now  occupies  the  tenth  place  on  Uncle 
Sam's  list  of  customers.  We  have  six 
larger  buyers  in  Europe  and  three  in  the  west- 
ern hemisphere.  She  holds  the  seventh  place 
on  our  list  of  creditors,  being  outranked  by 
three  countries  in  Europe  and  three  in  this 
hemisphere. 

Our  sales  of  merchandise  included  in  the 
following  list  show  a  notable  increase:  Build- 
ers' Hardware,  electrical  machinery  and  appli- 
ances, iron  pipe  and  fittings,  sewing  machines, 
typewriters,  locomotives,  carriages  and  railway 
cars  and  steel  rails.  Our  exports  of  these 
goods  have  increased  from  $1,200,000  to  $5,- 
700.000  during  the  last  five  years^_^ 
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The  Above  Phrases  Tell  the  Story— Consumers  and 
Retailers  have  been  Waiting  Until  the  Clouds  Rolled 
by,  and  the  Cheerful  Spring  Sun  Has  Again  Sent 
Them  Into  the  Market--Everybody  Has  Had  a 
Chance  to  Look  About,  and  Clear  the  Decks  for 
More  Vigorous  Action — 1908  Is  to  do  More  in  the 
Way  of  Sales  and  Profits  Than  Has  Been  Generally 
Expected — ^The  Jobbers  Sound  a  Note  of  Welcome 
Hopefulness. 

Those  who  use  hardware  and  those  who  buy  it  to  sell,  seem  from  the  reports  that 
lollow,  to  have  reached  the  conclusion  that  an  active  bull  campaign— «as  Wall  Street 
would  say — is  due  about  March  1st.  For  a  couple  of  months,  the  dealers  have  been 
cleaning  out  their  shelves  and  filling  their  tills.  They  are  ^ow'  reversing  the  operation. 
Goods  arc  being  ordered,  and  money  sent  mt9  circulation  with  which  to  pay  for  them;. 
This  means  a  stirring  of  the  wheels  of  the  factories. 

A  study  of  the  pages  that  follow,  will  show  that  the  jobbers  who  predict  tbat  \90S 
is  not  to  be  so  bad  after  all,  give  good  reasons  for  their  faith.  They  have  discovered  thai 
not  only  is  Uncle  Sam  solvent,  but  that  he  has  an  accumulated  capital  which  makes 
him  a  significant  figure  in  the  world.  This  being  the  fact,  what  reason  has  he  to  be 
afraid  of  a  few  small  tremors  in  the  so-called  money  centers?  Any  concern — national 
as  well  as  individual — that  owns  a  great  deal  more  than  it  owes,  is  not  in  great  dangei 
from  either  the  sheriff  or  the  receiver. 


Drifting  in  New  Tork 

By  Joseph  Gales. 
Schoverling,  Daly  &  Gales. 

Wc  are  engaged  somewhat  in  a  drifting 
match  at  present.  Once  in  a  while  we 
can  feel  the  swing  of  the  tide  and  know  that 
we  are  going  in  the  right  direction,  and  oc- 
casionally a  puff  fills  our  sails  for  a  little 
while,  and  makes  us  feel  that  there  will  be 
something  doing  very  shortly. 

Stocks  are  all  gradually  running  down,  and 
new  orders  come  in  in  considerable  numbers, 
but  very  moderate  proportions. 

People  generally  seem  to  be  getting  ready 
to  push  for  1908  business,  and  quite  a  number 
are  willing  to  place  future  orders,  but  the  ma- 
jority are  only  buying  from  hand-to-mouth, 
but  seem  to  find  that  they  require  some  filling 
up  every  week. 

Financially,  one  of  the  latest  suggestions  is 
an  insurance  of  all  banks  by  the  United  States 
government.  That  is,  a  tax  to  guarantee  the 
depositors  of  all  banks,  which  it  is  estimated 
would  be  so  small  as  to  be  no  burden  what- 
ever, and  yet  would  produce  a  sufficiently 
large  guaranteed  fund. 

The  idea  is  not  bad.  It  wouM  certainly 
lead  to  conservatism  and  to  very  careful  gov- 
ernment inspection.  The  only  objection  is 
the  tendency  to  centralization  and  imperialism, 
which  are  somewhat  dreaded  by,  and  particu- 
larly obnoxious  to,  the  writer. 

We  think  there  is  no  trouble  with  the  New* 
York    banks;    they    retain    their    equilibrium 
much  better   than   the  brinks   throughout   the 


country,  and  don't  blow  hot  and  cold  quite 
so  quickly  as  their  neighbors  south  and  west. 
It  is  quite  true  that  the  United  States  treas- 
ury should  not  tie  up  any  money  unneces- 
sarily, and  should  not  accumulate  any  money 
beyond  the  amount  needed  for  their  reason- 
able requirements,  and  that  we  should  have 
an  automatic  expansive  currency.  The  great 
problem  is:  How  to  make  it  just  broad 
enough,  without  making  it  too  expansive? 

As  Louisville  Views  It 

By  William  R.  Belknap, 
Belknap  Hardware  &  Mfg.  Co. 

In  this  section  conditions  are  fair.  Those  who 
have  sold  tobacco  at  the  present  high- 
prices  will  have  good  substantial  bank  ac- 
counts. Some  portions  of  the  state  are  profit- 
ing greatly  by  reason  of  these  free  sales — Lex- 
ington, Owensboro  and  Louisville,  for  example. 
Those  parts  of  the  state  where  the  lawless 
elements  in  the  shape  of  "night  riders"  go 
about  destroying  tobacco  and  tobacco  barns 
and  fields  at  their  own  sweet  will,  are  suffering 
from  this  demonstration  of  that  fact  that  they 
have  not  realized  on  their  crops.  This  move 
of  arbitrary  dictation  to  a  man  of  how  and 
when  he  shall  sell  in  Kentucky,  and  how  and 
when  he  shall  work  in  Indiana — as  witness  the 
demonstration  against  the  Italians  at  Bedford 
a  few  days  ago — betoken  the  presence  of  law- 
less elements  and  lawless  organizations  which 
threaten  the. peace  of  the  community.  Whether 
we  shall  have  to  tolerate  this  until  there  is 
some  violent  outbreak  which  will  cause  a  com- 
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plete  revulsion  of  public  feeling,  we  cannot 
say.  \Vc  rather  doubt  if  we  have  any  settle- 
ment short  of  an  extreme  one,  involving  blood- 
shed. This  spirit  is  fostered  largely  by  wide- 
spread publications  in  the  newspapers  of  an- 
archists in  Chicago  and  so-called  armies  of  the 
unemployed  in  Boston,  who  proceed  to  the 
churches  on  a  Sunday  and  demand  with  some 
propriety  that  the  collection  for  the  heathen  be 
turned  over  to  them.  This  was  done  in  one 
instance,  at  least,  as  reported. 

Prospects  for  business  are  fairly  good; 
money  is  reasonably  plenty;  collections  fair, 
except  in  certain  sections  where  individual 
stay-laws  are  privately  enacted  and  operated 
ad  libitum.  The  reduced  price  of  hogs  would 
promise  cheaper  meat  for  poor  people,  except 
that  it  is  based  not  so  much  on  the  large  sup- 
ply of  that  valuable  animal  as  the  high  price 
of  corn  which  makes  it  expensive  to  feed  him^ 
Wheat  is*still  high.  At  least,  it  looks  so,  based 
on  our  old  standards.  Possibly  we  have  a  new 
standard  coming  to  us  by  reason  of  the  im- 
mense production  of  gold  in  the  world.  If  so, 
we  can  doubtless  learn  to  adapt  ourselves  to  it 
in  due  time.  In  the  meantime,  orders  are  in- 
creasing gradually  and  prospects  on  the  whole 
are  encouraging. 

Oood  Spring  Outlook  in  Albany 

By  Charles  H.  Turner, 
Albany  Hardware  &  Iron  Co. 

In  view  of  the  discouraging  reports  regard- 
ing the  corning  spring  trade,  which  have 
been  current  and  supplemented  by  the  present 
temporary  quiet  incident  to  this  time  of  the 
year,  and  added  to  by  the  disturbance  in  the 
financial  world,  we  are  pleased  to  report  that 
in  our  section  there  is  considerable  to  encour- 
age a  very  hopeful  promise  of  a  trade  that 
will  be  very  close  to  normal  conditions. 

The  stocks  in  the  hands  of  the  dealers  have 
been  for  the  past  two  or  three  months  reduced 
to  such  an  extent  as  to  necessitate  quite  ex- 
tensive purchases  to  bring  them  up  to  the 
usual  assortment  required  for  season  goods 
and  staples. 

There  appears  to  be  little  complaint  from 
conditions  in  the  small  outlying  towns  in  this 
district,  and  the  orders  we  are  receiving  show 
a  disposition  to  buy  as  needs  arise.  Some 
dealers  appear  very  sanguine  about  their  usual 
spring  trade,  and  already  have  placed  orders 
for  goods  for  future  shipment,  and  the  as- 
surance of  the  manufacturers  of  iron,  steel, 
wire,  nails  and  other  staple  goods  of  the  con- 
tinuance of  present  prices,  insures  dealers 
against  any  loss  from  depreciation  in  values 
on  goods  they  may  order  now  for  spring  de- 
livery. 

The  payments  are  coming  in  fairly  well, 
cash  customers  still  keeping  up  their  prompt 
payments,  and  no  great  complaint  can  be  made 
in  this  respect  with  any  large  number  of 
dealers. 


There  is  considerable  doing  in  the  manu- 
facturing line  by  those  concerns  which  have 
been  closed,  or  have  been  running  under  re- 
duced force  temporarily.  We  are  daily  hear- 
ing of  mills  and  factories  starting  in  with  the 
usual  quota  of  men  and  on  full  time.  Goods 
are  evidently  needed,  and  must  be  in  the 
hands  of  the  dealers  to  deliver  as  the  season 
runs  along  towards  spring. 

As  to  the  remedy  needed  for  the  bettering 
of  conditions  in  our  financial  system,  it  is 
quite  conclusive  that  the  prominent  banking 
men  are  making  a  close  study  of  this  subject, 
and  that  Congress  will,  we  hope,  aid  and  put 
in  force  legislation  to  avoid  a  repetition  of  the 
trouble  that  this  country  has  passed  through 
in  the  past  few  months.  The  banks  un- 
doubtedly are  in  good  position  to  help  their 
regular  customers,  and  with  this  feature  of  the 
present  conditions  assured,  it  would  seem 
that  everything  is  tending  towards  getting 
back  to  solid  and  substantial  conditions.  Com- 
plaints are  not  as  frequent  as  in  the  past,  and 
the  universal  hopefulness  expressed  is  most 
encouraging. 

In  the  Middle  West 
By  George  P.  Norton, 
Geo.  Worthington  Co. 

The  trade  conditions,  we  believe,  are  grow- 
ing better  day  by  day.  Throughout  the 
agricultural  districts  in  the  States  which  we 
cover,  the  trade  conditions  are  very  good.  We 
believe  if  it  were  not  for  the  statements  made 
in  the  daily  papers  relative  to  the  money 
stringency  and  the  shutting  down  of  the  fac- 
tories, foundries,  etc.,  and  the  curtailing  of 
expenses  by  railroad  companies,  that  there 
would  be  little  or  no  disturbance  in  th*;  trade 
of  the  agricultural  districts. 

The  writer  spent  a  great  many  years  upcn 
the  road  and  went  through  several  panics, 
and  found  that  in  a  great  many  towns  and 
cities  that  he  visited,  even  in  the  scv,ere  panic 
of  '93,  that  the  trade  conditions  were  good 
and  trade  held  up  remarkably  well,  notwith- 
standing the  hue  and  cry  from  ou'side  sources. 
We  are  therefore  inclined  to  think  that  while 
we  will  -not  have  a  boom  this  year,  with  a  fair 
crop  year  for  1908,  and  with  a  reasonably 
early  opening  of  spring,  that  the  volume  of 
business  will  be  satisfactory.  We  think  that 
the  stocks  in  the  hands  of  the  retail  mer- 
chants are  low,  but  as  long  as  the  papers 
continue  to  talk  of  the  shutting  down  of  mills 
and  to  report  other  conditions  which  seem  to 
be  disastrous  in  the  manufacturing  centers, 
the  merchants  throughout  the  country  will 
hesitate  about  buying.  In  fact,  we  believe 
that  when  spring  opens,  that  there  will  be  a 
very  large  demand  for  seasonable  goods  and 
the  retail  merchants  will  want  them  quickly 
to  supply  the  demand  that  will  surely  come. 
We  have  a  great  many  level-headed  customers 
who  are  buying  the  usual  amount  of  goor's; 
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that  is  to  say,  they  are  not  speculating,  but 
are  placing  their  orders  for  future  shipment 
of  such  goods  as  they  sell  fiom  year  to  year, 
and  are  buying  what  their  trade  would  ordi- 
narily require.  We  think  such  action  on  the 
part  of  the  average  merchant  is  highly  com- 
mendable, and  these  merchants  will  surely  be 
the  ones  who  will  be  in  position  to  take  care 
of  the  regular  volume  of  business  which,  as 
stated  about,  in  our  opinion,  will  surely  come 
with  the  opening  of  spring. 

With  reference  to  collections,  it  is  a  fact 
that  our  trade  covers  so  larg«  an  area  that 
what  we  have  said  relative  to  the  agricultural 
district  in  reference  to  selling  goods  applies 
largely  to  the  collections. 

In  our  opinion  Congress  should  take  some 
decisive  action  in  reference  to  the  currency 
question.  We  do  not  feel  like  advocating  any 
special  legislation,  but  it  seems  to  us  that  this 
matter  should  be  thoroughly  discussed  at 
Washington,  and  some  wise,  judicious  measure* 
enacted  into  laws  that  will  prevent  a  recur- 
rence of  a  senseless  panic  such  as  we  have 
recently  passed  through.  It  seems  to  us  that 
those  who  are  entrusted  with  our  law-making 
are  surely  in  position  to  enact  some  wise 
measure  that  will  bring  about  the  result  as 
indicated  above. 

Pittsburg  Very  Hopeful 

By   Logan-Gregg  Hardware   Co. 

The  outlook  for  the  year  we  consider  fairly  . 
good.    During  January  and  February  we 
expected    little,    and    were    not    disappointed, 
but  we  miss  our  guess  if  trade  does  not  waken 
up  during  March. 

The  financial  panic  was  over  by  January  15, 
and  a  month  later  the  banks  were  full  of 
money  and  offering  it  at  low  rates,  to  well- 
established  business  houses. 

Railroads  and  other  large  borrowers  will 
next  be  accommodated  for  all  legitimate  im- 
provements, and  their  demands  for  material 
will  set  all  the  wheels  turning. 

As  the  President  says  in  his  recent  famous 
message:  ^'Certainly  we  shall  succeed."  This 
country  is  naturally  so  prosperous  that  a 
backset  such  as  we  have  had  cannot  stop  its 
improvements  very  long. 

Locally,  our  consumers  and  retailers  have 
bought  in  small  quantity  during  the  winter. 
Stocks  must  be  light,  and  when  the  demand 
does  come  there  may  be  a  shortage  of  goods. 
Manufacturers  seem  to  be  pursuing  the  con- 
servative course  and  not  accumulating  large 
stocks,  so  that  they  cannot  ship  large  orders 
promptly  when  they  come  en  masse. 

We  are  encouraged  by  the  ability  of  most 
of  our  customers  to  pay  promptly.  Of  course 
there  are  some  slow  ones ;  some  who  are  so 
constitutionally,  and  some  who  have  had  to 
ask  short  extension  of  time  by  reason  of  the 
depression,  but,  taken  as  a  whole,  there  has 
been  little  to  complain  of,  and  few  failures. 


The  steadiness  of  prices  during  the  depres- 
sion has  been  a  noticeable  feature.  This  is, 
of  course,  attributable  to  the  strong  interests 
in  control  of  the  steel  and  iron  business.  Ten 
years  ago  in  such  a  time  as  the  present,  prices 
would  have  gone  down  below  the  cost  of 
manufacture;  then  wages  would  have  had  to 
be  cut,  and  as  living  expenses  are  high,  every- 
thing would  have  had  to  come  down. 

Under  our  present  system  prices  are  held 
for  the  demand  which  is  sure  to  come,  and 
sales  are  not  pushed  at  a  loss. 

During  January  jobbers  had  more  time  to 
look  up  their  affairs  than  they  have  had  for 
several  years.  To  compare  their  balance  sheets 
with  other  years,  analyze  their  expense  ac- 
count, etc.  Those  who  went  into  such  an 
analysis  deep  enough,  may  have  found  some 
surprises,  when  they  show  the  percentage  of 
expense  on  goods  sold  near  at  home  and  those 
sold  500  to  1,000  miles  distant.  We  commend 
such  an  examination  to  those  who  have  not 
already  made  it. 

Notwithstanding  this  is  Presidential  elec- 
tion year,  and  we  are  recovering  from  a  re- 
cent panic,  we  expect  it  to  be  a  fairly  good 
one.  We  believe  we  shall  do  seventy-five  per 
cent,  as  much  business  as  in  1007  and  it  may 
be  ninety  per  cent.,  if  no  further  disaster 
comes. 

Some  Busmess  in  Sanfoid 

By  Geo.  H.  Fernald. 
Geo.  H.  Fernald  Hardware  Co. 
nPhe  Haidware  trade  in  this  section  of  Flor- 
•*•  ida  is  only  fair  at  the  present  time.  We 
are  not  in  the  least  discouraged,  and  the  finan-  • 
cial  panic  in  the  North  did  not  affect  us  here 
materially,  except  that  collections  have  been 
slow,  and  mone^  which  is  usually  freely  spent 
by  owners  of  winter  homes,  who  live  in  the 
North,  has  been  somewhat  curtailed.  Many 
large  manufacturers,  who  have  winter  homes 
in  Florida,  have  not  made  their  usual  visit 
this  season;  locally,  however,  business  is  good. 
The  truck  farms  have  assumed  very  large 
proportions  in  Sanford.  Over  1,000  cars  of 
vegetables  will  be  shipped  from  here  this  sea- 
son. About  50  per  cent,  of  the  trade  are  pay- 
ing cash  for  their  goods,  the  balance  expect 
time  until  about  April  1.  This  section  is  de- 
veloping very  fast. 

.    Business  in  TTtah 
By  The  Salt  Lake  Hardware  Co. 

The  immediate  future  does  not  look  at  all 
discouraging  to  us,  for  while  the  condi- 
tion of  the  metal  market  has  necessitated  the 
closing  down  of  many  of  the  mines  through- 
out this  section,  the  agricultural  and  manu- 
facturing industries  arc  in  flourishing  shape, 
and  we  look  for  a  speedy  reopening  of  many 
of  the  mining  companies  that  have  temporarily 
suspended  work. 

Merchants  generally  are  taking  an  optimistic 
view  of  the  situation,  and  while  we  anticipate 
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that  improvement  is  necessarily  going  to  be 
slow,  we  think  that  it  is  sure,  and  that  condi- 
.  tions  are  improving  every  day.  This  is  a  part 
of  the  country  that  is  rapidly  developing,  and 
.we  expect  a  steady  demand  for  goods  in  all 
lines  during  the  present  year.  The  disposi- 
tion of  the  banks  is  to  keep  matters  on  a  very 
conservative  basis,  which  means  continued 
caution  on  the  part  of  merchants  as  to  over- 
buying, etc.,  but  stocks  are  commencing  to 
run  low  and  replenishing  is  now  in  order. 

Encourag^ement  at  Fort  Wayne 

By  Mossman,  Yarnelle  &   Co. 

We  are  very  greatly  encouraged  with  the 
outlook  for  business.  Stocks  generally 
are  low,  and  if  any  business  at  all  is  to  be 
done  this  year,  orders  will  have  to  come  in 
very  soon.  They  are  already  coming,  and 
many  orders  that  have  been  held  up  or  can- 
celed, are  now  ordered  forward  and  rein- 
stated. The  financial  condition  is  very  much 
improved,  and  we  believe  the  country  is  on 
the  road  to  quick  recovery  from  the  recent 
panic. 

The  Evidences  in  Davenport 

By  CoL.  J.  R.  Nutting, 
Sickels,  Preston  &  Nutting  Co. 

The  business  conditions  of  this  section  are 
unexplained  and,  as  far  as  we  tnow,  un- 
explainable.  There  is  every  evidence  of  pros- 
perity in  every  way,  except  the  orders  for 
Hardware  which  cometh  not.  There  are  no 
failures,  no  slumps  in  the  market  and  farmers 
have  the  wherewithal  to  buy  anything  they 
need.  We  have  had  a  mild  winter  with  good 
roads,  no  panics,  no  epidemics  of  disease,  no 
storm  disturbances,  and  we  are  all  happy, 
though  idle. 

We  are  encouraged  because  there  is  nothing 
in  sight  to  discourage  us,  and  we  also  have 
many  orders  for  future  shipment  that  will,  of 
course,  help  to  keep  us  busy  later  on. 

Retailers*  stocks  are  very  much  depleted 
•  and  they  must  replenish  them  just  as  soon  as 
they  begin  selling  again. 

Consumers  are  not  taking  heart.  They  have 
had  this  all  the  time,  have  all  they  want  and 
are  still  able  to  buy.  Ninety-nine  per  cent,  of 
our  constituents  are  able  to  pay  as  they  go, 
nearly  all  pay  at  maturity  and  most  of  them 
discount  their  bills. 

We  need  some  sort  of  a  system  providing 
for  a  more  elastic  currency,  to  be  used  in  time 
of  depression,  or  when  more  money  is  needed 
temporarily  for  movjng  crops  or  other  urgent 
requirements,  and  when  there  is  a  scare  like 
the  one  we  have  recently  passed  through; 
elastic  enough  to  fully  supply  those  banks 
which  are  so  easily  frightened.  It  was  these 
banks  which  first  withdrew  currency  from 
circulation  in  the  recent  New  York  scare, 
and  by  so  doing  came  near  pulling  down  th« 
whole  financial  fabric  upon  their  heads  and 
burying  them  beneath  the  ruins. 


Our  rural  districts  are  developing  steadily 
and  our  city  is  growing  more  rapidly,  while  both 
need  and  must  have  goods.  Our  banks  are 
conservative,  but  exceedingly  liberal  with  their 
customers  and  will  surely  do  their  part  to  put 
commercial  wheels  in  motion  again. 

There  is  nothing  of  special  interest  in  the 
outlook,  except  what  may  be  gleaned  from  the 
foregoing.  The  government  arsenal  is  very 
busy  working  a  large  number  of  men  night 
and  day.  The  glucose  works  has  just  added 
three  hundred  men  to  its  working  force. 

Hope  in  Springfield^  Ohio 

By  H.  C.  Wiseman, 
Springfield  Hardware  Co. 

We  assure  you  we  are  all  pulling  to- 
gether for  the  return  of  confidence,  but 
it  does  not  return  as  rapidly  as  we  would 
wish  in  this  section. 

We  are  encouraged  only  that  we  are  living 
in  hope,  and  through  the  fact  that  our  farm- 
ing community  was  never  in  such  a  prosperous 
condition  as  they  are  now.  This  being  the 
basis  of  all  traffic,  matters  must  adjust  them- 
selves sooner  or  later,  and  we  simply  trust 
they  may  be  sooner. 

Collections  have  been  extremely  bad,  and  do 
not  seem  to  improve,  particularly  with  the 
manufacturers,  to  whom  we  sell  many  goods, 
it  seeming  to  be  the  particular  aim  of  those 
interested  in  manufactures  to  protect  their 
pay-roll  at  the  expense  of  everything  else. 
This,  of  course,  will  also  adjust  itself  as  time 
goes  on,  but  is  not  bettering  rapidly. 

We  do  believe  that  consumers  are  taking 
heart  again  as  the  buying  is  better;  stocks  are 
run  down  in  this  section  to  a  closer  line  per- 
haps than  for  many  years,  expecting  the  de- 
clines in  goods  which  are  coming. 

We  are  not  able  to  suggest  a  bettering  of 
the  financial  system,  other  than  that  everyone 
may  have  confidence  and  help  to  make  it. 

Our  banks  are  coming  again  to  the  aid  of 
the  merchants  and  manufacturers,  and  we  look 
forward  within  the  next  sixty  or  ninety  days 
with  a  great  deal  of  confidence  to  a  bettering 
all  along  the  line. 

Conditions  in  Altoona 

By  W.  H.  Goodfellow's  Sons. 

We  are  not  especially  encouraged  at  the 
prospects  at  present.  Why?  First,  we 
depend  on  the  Pennsylvania  Railroad  Co. 
largely  for  business  in  this  city.  In  January 
they  paid  out  in  cash  one  million  two  thou- 
sand dollars.  This  month  the  pay  will  not  be 
half  the  above  amount.  This  is  a  dead  blow 
to  business,  as  far  as  Altoona  and  the  sur- 
rounding country  are  concerned.  Retailers' 
stocks  are  low  and  they  are  not  buying  until 
prospects  are  brighter.  Contractors,  who 
bought  glass  and  nails  by  the  carload  last 
season,  are  not  buying  anything  this  spring. 
What  we  need  is  more  money  in  circulation. 
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We  think  if  the  Aldrich  bill  would  pass  Cpn- 
gress  and  five  hundred  millions  distributed 
over  the  country  it  would  certainly  have  a 
good  effect  and  help  business. 

In  regard  to  banks  as  to  whether  they  are 
helping  in  this  financial  panic,  we  cannot  per- 
sonally say  as  we  do  not  ask  any  favors  of  the 
banks.  We  carry  a  large  amount  of  notes 
from  customers  but  never  get  them  discounted 
as  we  do  not  have  to  do  so.  We  let  them  run 
to  maturity  and  collect  them.  As  far  as  our 
own  collections  are  concerned,  they  have  been 
fair  and  we  cannot  complain. 

We  are  looking  forward  to  better  times  in 
the  spring.  At  the  present  time  all  the  roads 
are  blocked  with  snow  and  some  are  almost 
impassable. 

Flrovidenoe  and  St.  Paul 

By  F.  G.  Walther, 

Hackett,  Walther,  Gates  Hardware  Co. 

Conditions  with  us  are  really  much  better 
than  we  expected  they  would  be*so  early 
in  the  year. 

While  January  is  not  a  good  month  for 
business,  still  we  had  an  increase  over  last 
year  and  feel  that  that  is  a  good  sign.-  The 
retailer  has  a  fair  stock,  though  not  as  large 
as  a  year  ago. 

We  feel  that  with  the  smaller  stocks  in  the 
country  and  the  fact  that  our  territory  was 
blessed  with  a  good  crop,  and  high  prices,  that 
business  should  exceed  that  of  the  spring  of 
1907,  but  so  far  purchases  have  been  made 
with  the  greatest  care. 

No  one  seems  to  have  gotten  entirely  over 
the  scare  of  the  money  panic,  and  they  will 
not  for  months  to  come.  Many  of  our  cus- 
tomers need  assistance  in  money  matters. 
Some  of  our  territory  is  new  and  being  devel- 
oped, which  means  that  the  farmer  buys  from 
the  retailer  and  the  retailer  from  us,  with  a 
promise  to  pay  after  the  harvest  is  gathered 
and  sold.  Very  few  of  our  customers  take  ad- 
vantage of  the  cash  discount,  not  many  pay 
when  due,  but  most  depend  on  the  results  of 
the  crop,  so  then  we  all  trust  in  Providence — 
and  that  has  seldom  failed. 

From  all  points  of  view  we  feel  that  there 
is  no  reason  why  we  should  not  have  faith  in 
the  future  and  are  working  to  restore  the  nec- 
essary faith  so  that  all  may  feel  as  we  do. 

We  believe  in  conservative  optimism,  being 
ready  for  whatever  may  occur,  though  we  do 
not  expect  a  financial  storm. 

Oood  Advice  from  WOmixigton 

By  The  Capelle  Hardware  Co. 

The  section  of  country  that  we  canvass  for 
business  is  in  good  financial  condition. 
The  amount  of  general  indebtedness  is  small, 
stocks  are  moderate,  payments  are  as  prompt 
as  for  the  <:orresponding  period  of  last  year. 
We  have  all  of  the  essentials  for  a  resumption 
of  prosperous  business,  excepting  confidence. 


The  merchants  and  country  bankers  are  suf- 
fering from  shock.  Under  certain  conditions, 
nothing  is  so  bold  and  reckless  as  capital; 
under  other  conditions,  and  usually  after  the 
great  danger  period  has  past,  nothing  is  so 
timid. 

We  do  not  favor  the  enactment  into  law  of 
the  financial  measures  advocated  by  Senator 
Aldrich.  We  do  favor  a  radical  change  in 
progressive  stages  in  our  present  financial  sys- 
tem. Our  business  needs  have  outgrown  our 
present  system,  and  the  country  is  on  the 
threshhold  of  financial  emancipation.  We  can- 
not expect  the  present  Congress  to  give  our 
financial  ills  constitutional  treatment,  and  we 
do  not  want  them  to  have  undue  stimulation, 
such  as  the  Aldrich  measure  would  furnish. 
Why  not  require  the  banks  to  keep  in  their 
own  vaults  the  reserve  now  provided  by  law? 
This  would  not  be  a  drastic  measure;  at  the 
same  time,  building  up  the  reserve  would  help 
to  restore  confidence,  and  sooner  or  later  an 
abundance  of  money  would  seek  employment, 
perhaps  in  safer  channels  than  formerly. 

Grand  BapidB  Not  Enconiaged 

By  Sidney  F.  Stevens, 
Foster,  Stevens  Sc  Co. 

We  arc  not  encouraged.  Retailers'  stocks 
are  getting  low  and  they  will  only  re- 
plenish from  day  to  day  as  their  wants  de- 
velop. We  do  not  know  of  any  customers 
that  are  taking  heart  again.  In  our  opinion, 
less  talk  from  men  in  high  position  will  better 
conditions,  and  Congress  can  give  aid  by  ad- 
journing for  two  years.  The  business  outlook 
will  not  improve  to  any,  extent  until  election 
is  over. 

Good  News  from  Qninqr 
By  Rudolph  Tenk, 
Tenk  Hardware  Co. 

We  find  that  the  retailers'  stocks  in  gen- 
eral are  quite  low.  We  look  for  a  very 
fair  demand  from  the  consumer  as  soon  as 
spring  opens.  This  will  make  it  necessary  for 
the  merchants  to  replenish  their  stocks.  There 
is  no  special  development  going  on  in  th^s  sec- 
tion which  requires  an  extraordinary  amount 
of  goods,  so  that  we  are  looking  for  nothing 
more  than  the  normal  requirements. 

We  feel  that  our  financial  system  should 
be  improved,  wliich  we  believe  can  be  done  by 
^ving  the  country  an  elastic  currency  based 
on  the  assets  of  the  banks.  Some  of  the  sys- 
tems proposed  provide  for  a  circulation  based 
on  bonds  of  railroads  and  other  corporations, 
and  the  most  stable  form  of  security,  viz.: 
commercial  paper,  is  entirely  ignored.  The 
recent  panic  has  demonstrated  most  con- 
vincingly that — ^as  Mr.  Charles  A.  Conant 
said — ^'The  true  basis  of  sound  banking  is 
conmiercial  paper." 

Commercial  paper  does  not  fluctuate  like 
even  the  best  securities,  and  loss  through  in* 
solvency  of  the  maker  is  not  heavy,  as  there 
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is  usually  good  endorsement    to    which     the 
holder  can  have  recourse. 

As  for  our  own  business,  it  has  been  better 
than  we  had  anticipated.  This  is,  perhaps, 
due  to  the  fact  that  we  have  not  been  com- 
pelled to  force  payments  from  such  customers 
as  were  entitled  to  a  little  extra  time  on  their 
accounts,  as  some  of  the  larger  houses  did. 
Taking  all  in  all  we  feel  that  with  favoraT>le 
weather  next  month  there  will  be  a  decided 
improvement  in  business  in  this  territory. 

Thoiuands  to  Buy  Qoods 

T^he  New  York  newspapers  were  marveling 
A  for  several  days  over  the  thousands  of 
up-country,  down-country  and  cross-country 
buyers  who  swarmed  into  the  city;  four  thou- 
sand of  them  on  the  hotel  registers  of  one 
day.  Not  bluflFers,  but  men  who  were  after 
goods,  and  had  the  cash  or  the  gilt-edged 
checks  with  which  to  pay  for  them. 

If  anyone  on  November  1  had  been  granted 
a  vision  of  these  on-coming  armies,  he  would 
have  thought  he  had  been  indulging  in  opium. 

Said  one  financial  and  business  expert  in 
commenting  on  these  facts :  "Wall  Street  may 
marvel  that  anybody  had  so  much  money  to 
spend,  but  the  mystery  is  dispelled  by  Janu- 
ary's return  of  exports  of  domestic  products. 
In  that  single  month  we  sold  $128,000,000  of 
these  products  to  foreigners,  and  the  price  we 
received  is  now  creating  a  demand  for  the 
products  of  our  shops  and  factories.  This  is 
one  of  the  characteristics  of  our  depressed 
seasons.  When  the  boom  is  on  prices  rise  so 
that  foreign  products  can  get  over  our  tariff 
barrier.  When  prices  fall  the  foreign  goods 
are  excluded,  and  we  consume  our  products, 
buying  them  with  the  proceeds  of  still  other 
exported  products.  It  is  a  wholesome  process, 
and  was  at  its  maximum  last  month.  It  would 
be  difficult  to  imagine  a  better  cure  for  gloom 
than  this  honest,  solid  trade." 

All  Bight  on  the  Coast 

Mr.  Brace  Hayden,  president  of  the  Dun- 
ham, Carrigan  &  Hayden  Q).,  San 
Francisco,  has  been  spending  a  couple  of 
weeks  in  New  York,  where  his  concern  has  a 
branch  office.  While  Mr.  Hayden  is  by  nature 
forced  to  look  on  the  bright  side,  when  there 
is  one,  he  avers  that  in  the  present  instance 
he  is  fully  justified  in  doing  so.  He  believes 
in  the  United  States,  and  most  especially  does 
he  believe  in  California.  Things  not  only 
there,  but  all  over  the  country,  are  getting 
better  and  brighter,  and  the  year  is  to  turn 
out  much  better  than  any  one  supposed  pos- 
sible a  couple  of  months  ago. 

Law  to  Protect  Betail  Price 

To  the  Editor: 

1  advocate  the  enactment  of  a  law  that  will 
protect  the  retail  selling  price  of  any  arti- 
cle of  any  manufacturer  who  endeavors  to 
maintain  a  fixed  retail  selling  price.     In  my 


opinion,  this  would  stop  the  cut-throat  method 
of  doing  business — ^price-cutting.  Violation  of 
the  law  to  be  punishable  by  fines,  etc.  It  would 
insure  a  legitimate  profit  to  every  man  selling 
articles  of  manufacturers  who  availed  them- 
selves of  the  price  protection  that  such  law 
would  give  them,  and  I  believe  that  60  per 
cent,  of  the  manufacturers  would  be  glad  to 
give  the  dealers  such  assurance,  that  the  price 
would  not  be  cut. 

Price-cutting  is  not  fair  competition.  It  is 
un-American.  Quality  should  be  the  standard, 
not  cheapness.  A  pint  of  paint  that  is  made 
to  sell  at  40  cents  should  not  be  sold  for  28 
cents  or  30  cents. 

Uusally  the  price  is  cut  on  standard  goods — 
goods  that  should  pay  a  margin  of  profit,  and 
the  condition  of  affairs  makes  it  almost  impos- 
sible for  many  small  dealers  to  meet  competi- 
tion of  mail  order,  department  stores  and  un- 
principled merchants,  who  despise  seeing  the 
other  fellow  live. 

We  are  all  familiar  with  conditions  as  they 
exist  to-day  in  almost  every  line  of  business. 

A  manufjicturer  makes  a  good  article,  places 
upon  it  a  retail  selling  price,  advertises  the 
article,  sells  it  to  dealers  at  $1.30,  with  the  un- 
derstanding that  he  will  get  and  should  not 
sell  it  for  less  than  $2.  Next  month  the  com- 
petitor, drug  store  or  department  store  adver- 
tise it  at  a  special  price  of  $1.39.  To  meet 
competition  they  must  be  sold  at  the  same 
price.  What's  the  result?  Profit  gone;  busi- 
ness done — at  a  loss. 

As  for  arguments  against  such  a  law  I  am 
not  a  constitutional  lawyer  and  cannot  answer 
its  constitutionality,  but  I  fail  to  see  in  what 
respects  it  would  be  in  restraint  of  trade. 

As  for  its  effect  upon  the  public,  the  manu- 
facturer would  have  to  make  the  selling  price 
reasonable  or  they  would  not  buy. 

The  public  suffers  in  the  end,  as  conditions 
are  to-day,  on  account  of  price  cutting,  as 
cheap  goods  are  in  many  instances  fostered 
upon  them  as  first  quality  to  meet  the  compe- 
tition of  the  other  fellow.  It  would  benefit 
business  generally  and  insure  a  fair  and  square 
deal  to  all.  As  you  will  understand,  it  does 
not  compel  any  manufacture  to  make  a  retail 
selling  price.  This  would  be  optional  just  as  it 
is  his  privilege  to  have  a  good  invention  pat- 
ented or  not — but  who  would  not  have  one 
patented?  A.  J.  Hovbkamp. 

Paying  Their  Debts 

«nphere  is  one  alleviating  circumstance  in 
X  connection  with  out  financial  flurry," 
said  a  man  who  has  much  to  do  with  credits. 
"All  those  who  drew  their  money  from  the 
banks  because  they  were  not  satisfied  of  its 
safety,  did  not  hide  it  away  in  their  old  stock- 
ings, but  a  large  portion  of  them  used  it  for 
the  payment  of  their  debts.  They  could  not 
imagine  a  safer  place  to  put  it  than  in  reducing 
their  liabilities." 
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SALARIES  AND  GOOD  SERVICB 

The  Education  of  Mr.  Dash— Why  One  Man  Went 
Stale  and  Another  Didn't— The  Remedy  Is  Discov- 
ered in  a  Round  About  Way,  But  Is  Effective. 


The  junior  partner  of  Blank  &  Dash,  Hard- 
ware dealers,  had  for  some  weeks  been 
keeping  an  observant  eye  on  Jim.  Jim  was  the 
head  clerk;  a  man  in  a  responsible  position 
who  had  entered  the  employ  of  the  concern 
twenty  odd  years  before  as  an  office  boy,  but 
who  had  earned  his  promotion  by  steady  labor, 
by  enthusiasm  in  the  conduct  of  the  business, 
and  by  a  faithfulness  that  had  never  before 
lagged. 

"There  is  something  the  matter  with  Jim," 
said  the  junior  to  himself.  "He*s  off  his  oats, 
for  some  reason  or  other.  Is  he  sick,  tired  out, 
or  disgruntled?    It  will  bear  looking  into." 

After  a  couple  of  weeks  of  this  observation, 
which  included  a  careful  diagnosis  of  his  pa- 
tient from  all  points  of  view,  Mr.  Dash  decid- 
ed to  lay  the  matter  before  "the  old  man," 
otherwise  known  as  Blank. 

Mr.  Blank  never  went  around  the  roads. 
His  course  was  to  cut  across  lots.  He  never 
stopped  to  untie  strings ;  he  cut  them.  One  of 
Mr.  Dash's  dnties  was  to  correct  his  senior's 
kasty. mistakes,  and  to  smooth  down  the  ruffles 
he  caused.  Whenever  a  word  of  criticism  of 
an  employe  was  heard,  Blank's  first  impulse 
was  to  say,  "Discharge  him."  It  was  Mr. 
Dash's  other  duty  to  see  that  the  man  was  not 
discharged  without  sufficient  cause. 

The  junior  approached  the  subject  of  Jim 
with  caution.  "I  wonder  if  he's  sick,"  he  said, 
half  to  himself. 

"Who's  sick?"  asked  the  old  man,  suddenly 
wheeling  around. 

"Stetson — Jim — the  head  clerk." 

"What  makes  you  wonder  that?" 

"By  the  way  he  acts.  You  know  he  has 
been  with  us  a  good  while;  a  good  man,  too. 
He  has  always  been  a  pusher;  kept  things 
moving,  saw  that  all  the  departments  were  in 
order,  kept  the  other  boys  up ;  but  of  late,  say, 
for  the  past  year,  he  seems  to  have  lost  inter- 
est. Things  are  slack ;  he  is  not  prompt  to  the 
minute,  as  he  used  to  be.  The  boys  run  over 
him,  and  take  advantage  of  him.  The  store 
shows  a  let-down,  somehow ;  not  very  tangible, 
but  apparent,  unless  I  am  on  the  job  in  person 
all  the  time.  I  can't  depend  on  Jim  as  I  used 
to." 

"Can't  depend  on  him!"  shouted  the  old 
man,  in  sudden  heat.  "Don't  let  that  stand  in 
the  way.    Bounce  him!" 

"You  can't  bounce  our  old  and  good  men  in 
that  way.    You've  got  to  have  cause." 

"Cause  I"  said  Blank.  "Isn't  it  cause  enough 
if  a  clerk  gets  stale  and  loses  interest;  gets 
lazy,  or  slack  in  any  way?  Do  you  expect  me 
to  keep  a  man  who  is  no  longer  of  any  use?" 

"You  must  remember  that  Jim  has  been 


with  us  over  twenty  years.  You  can't  take  a 
man  by  the  seat  of  the  breeches  and  throw  him 
into  the  street  in  that  way." 

"I  can't?"  said  the  senior  promptly.  "That's 
the  way  I  ran  my  business  before  you  were 
here,  young  man." 

M^  Dash  said  nothing,  but  he  recalled  with 
an  inward  smile  several  cases  where  the  Blank 
method  had  been  put  into  execution,  with 
unpleasant  results. 

Mr.  Dash  went  out  to  think  it  over.  He 
knew  better  than  his  partner  did  that  some- 
thing must  be  done  about  Jim.  Several  times 
when  he  had  suggested  to  the  head  clerk  that 
things  were  not  running  as  they  ought  to,  he 
had  been  met  by  a  half-hearted  response. 
Stetson  had  in  each  case  said  that  the  evil 
complained  of  would  be  remedied,  but  in  most 
cases  there  was  no  improvement.  Things  had 
slipped  back  again  into  the  old  rut. 

"The  trouble  with  the  man,"  said  the 
junior  to  himself,  "is  that  he  has  lost  his  grip." 

After  several  days  looking  on  and  think- 
ing, Mr.  Dash  came  to  a  conclusion.  "If  things 
run  as  they  have  another  week,"  he  said,  "I'll 
follow  the  old  man's  suggestion  and  make  a 
change." 

don't  bid  high  enough. 

At  the  end  of  ten  days  the  junior  partner 
had  made  up  his  mind. 

"It's  a  case  of  go,"  he  said,  "the  more  espe- 
cially as  I  have  my  eye  on  a  young  fellow  who 
will  just  fill  the  bill." 

"The  young  fellow"  was  a  hustling  clerk  in 
a  smaller  store  down  the  street.  Mr.  Dash 
had  met  him  several  times  and  was  quite  taken 
with  his  ways ;  had  done  some  outside  business 
with  him  once  or  twice  and  was  even  more 
deeply  impressed. 

That  noon  he  timed  his  going  to  lunch  so 
that  he  would  meet  the  clerk  half  way  between 
the  two  establishments.  When  they  were  close 
enough,  Mr.  Dash  said,  "Hello!  Walker,  this 
is  something  of  a  coincidence.  I  was  thinking 
of  you  less  than  ten  minutes  ago." 

"I  hope  the  thoughts  were  pleasant,  Mr. 
Dash,"  the  young  man   responded. 

"That  depends,"  said  Mr.  Dash.  "How 
would  you  like  to  make  a  change  of  location?" 

"That  depends,  too,"  responded  Walker,  with 
a  smile.  "It's  about  as  Sam  Weller  once  asked, 
'Where  is  the  feller  as  can  make  it  worth  my 
while?'" 

"How  would  you  like  to  come  with  us?"  said 
Mr.  Das-h. 

"Same  answer." 

"Make  it  worth  your  while?"  said  Dash,  with 
an  air  of  one  who  could  do  it,  if  he  felt  so  in- 
clined.   "The  long  and  the  short  of  it  is  we 
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must  make  a  dlange  in  our  head  clerk.  For 
reasons  I  don't  care  to  go  into,  Stetson  has 
about  made  up  his  mind  to  step  out  and  go 
into  something  else.  If  you  can  get  away  at 
the  end  of  the  month,  the  job's  yours  at  $1,500 
a  year.  That  means  something  better  later,  if 
you  make  good ;  and  you'll  do  that,  I've  no 
doubt.  I  don't  imagine  that  the  Excelsior  pays 
you  as  much  ?  It's  more  than  we  pay  for  the 
job  now." 

"I  am  flattered  with  your  oflfer,  Mr.  Dash," 
said  Walker.  "Flattered  that  you  should  have 
selected  me  for  this  possible  vacancy.  Flat- 
tered that  you  should  have  offered  me  more 
than  you  are  now  paying;  but  I  cannot  accept, 
as  much  as  I  would  like  to.  I  am  now  getting 
$1,600  a  year,  with  a  promise  of  more;  and, 
what's  still  better,  I  have  an  eye  on  a  possible 
chance  in  the  concern." 

"Getting  more  than  I  offered  you!"  said 
Dash,  in  astonishment.  "What !  that  little  con- 
cern, that  has  been  running  only  six  years  1  I 
don't  understand  it" 

"But  years,  Mr.  Dash,"  said  Walker,  po- 
litely, "are  not  the  measure  of  success.  I 
guess  you  know  that  we  are  doing  a  pretty 
good  business,  and  increasing  it  No,  I  must 
decline  your  offer,  with  thanks,  ad  it  seems  to 
me  that  it  is  best  for  me  to  stay  where  I  am. 
I  know  the  ropes  there;  I  know  the  ground  I 
stand  on.  It  would  take  a  pretty  big  salary  to 
tempt  me  away." 

When  Mr.  Dash  returned  from  his  lunch  he 
retired  into  his  private  office,  shut  the  door, 
sat  down  and  did  some  thinking.  Away  back 
in  'his  mind  was  this  question,  "Why  is  Walker 
so  enthusiastic  over  bis  place  and  future  and 
our  old  Jim  so  stale  about  hh?    I  wonder?" 

MR.   DASH   GETS   INFORMATION. 

Two  nights  later,  Mr.  Dash,  at  the  stated 
dinner  of  the  local  Hardware  Association,  sat 
next  young  iSmithson,  of  the  Excelsior  Hard- 
ware store..  The  latter  was,  as  his  friends 
said,  "a  cynical  little  cuss,"  not  always  wise  or 
kind  in  his  conversation.  As  he  passed  the 
salted  almonds  to  his*  up-street  competitor,  he 
said,  "Well,  Dash,  you  didn't  catcb  him,  did 
you?" 

"Catch  who?"  asked  Dash,  although  he  knew 
what  was  coming. 

"Walker,  our  young  man  of  the  name  of 
Walker.  A  good  boy,  too.  Worth  all  we  give 
him.  Will  be  worth  more,  too,  before  long. 
You  will  have  to  bid  high.  Dash,  to  get  any 
of  our  men  away." 

"I  guess  I  could  have  got  him,"  responded 
Dash,  somewhat  stiffly,  "if  I  had  offered 
enough." 

"I  guess  you  offered  all  you  cared  to,"  said 
Smithson.  "You  will  learn  one  thing,  my  boy, 
if  you  watch  us  close  enough.  We  haven't  an 
inefficient  man  or  boy  in  our  place-^and  we 
don't  intend  to.  We  pay  the  best  wages  in  the 
nurket,  and  when  we  get  a  man  who  suits  we 
pay  him  more  than  any  one  else  would;  not 


merely  to  keep  him,  but  to  keep  bim  satisfied 
and  in  the  best  form.  Pass  the  celery,  please." 
All  of  a  sudden  there  flashed  into  Dash's 
mind  the  thought :  "By  Jove,  I  believe  that  I 
have  found  out  what  is  the  matter  with  Jim  I" 

SURPRISED  THE  OLD  MAN. 

The  junior  partner  did  some  thinking  over 
night  In  the  morning  he  called  Stetson  into 
his  private  office. 

"How's  business?"  he  asked,  cheerily. 

"Starts  well  JFor  this  month,"  said  the  other. 

"I've  been  looking  over  the  salary  list,"  said 
Dash,  "and  have  come  to  the  conclusion  to 
brace  you  up  a  little.    How  much  is  it  now?" 

"Thirteen  hundred  fifty,"  said  Jim;  "it's  been 
there  for  three  years." 

"Not  enoug:h,"  said  Dash.  "From  the  first 
of  the  month  it's  fifteen  hundred.  Now  take 
off  your  coat,  and  go  in.  Go  in  as  you  used 
to,  Jim,  and  there  is  no  telling  what  may 
happen  in  the  future." 

Stetson  shook  his  employer  by  the  hand, 
and,  not  feeling  like  talking  just  then,  turned 
and  went  out  of  the  room. 

When  Mr.  Blank  returned  from  a  visit  of  a 
week  to  a  factory  in  which  he  was  interested, 
Mr.  Dash  walked  into  his  room  and  said: 
"You  remember  what  I  told  you  about  Jim? 
How  he  seemed  to  be  falling  down?  Well, 
I've  found  out  what  his  sickness  was,  and  have 
administered  a  most  effective  remedy." 

"Fired  him,  eh?    Well,  thafs  good." 

"No,  I've  increased  his  salary." 

"What !"  The  old  man  wheeled  in  his  chair, 
and  went  off  like  a  pistol  shot  "Increased  his 
salary !" 

"Yes,  to  fifteen  hundred." 

"You're  crazy!" 

"No,  Mr.  Blank,  I  am  just  getting  sane." 

Then  he  related  the  story  as  above  told.  "I 
have  come  to  the  conclusion,"  he  said,  "that 
Smitlison  was  right  Jim  was  not  getting  his 
due,  and  it  ate  into  him.  He's  a  new  man  now, 
and  if  results  don't  make  good.  111  eat  m^ 
hat" 

"Huhl"  grunted  the  old  man,  as  he  turned 
to  his  desk  and  resumed  his  work. 

System  of  One  Concern 

A  leading  Hardware  manufacturing  con- 
cern writes  as  follows  regarding  a 
theme  which  has  been  extensively  discussed  in 
recent  issues  of  the  Hardware  Dealers* 
Magazine  : 

"Our  entire  plant,  including  buildings  and 
machinery  of  all  kinds,  was  appraised  a  few 
years  ago  by  an  appraisal  company,  but  we 
have  never  kept  any  system  of  charging  off 
each  year  a  certain  percentage  for  deprecia- 
tion, as  we  simply  charge  off  all  repairs  at 
the  end  of  each  six  months'  period,  so  that 
our  machines  are  kept  absolutely  in  first  class 
condition  and,  for  the  purposes  for  which 
they  were  bought,  they  are  generally  as  good 
ten  years  after  purchase  as  they  were  orig- 
inally." 
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What  Are  Legitiinkte  Ezpensesf 
«T/  have  been  endeavoring  for  some  years," 

1  said  a  man  responsible  for  the  selling 
of  the  goods  of  a  large  Hardware  concern,  "to 
formulate  some  definite  rule  as  to  what  can 
Intimately  be  perniitted  to  go  into  a  travel- 
ing salesman's  account.  So^  far,  I  have  been 
unable  to  find  any  fixed  rule." 

"Same  here,"  remarked  one  of  his  listeners. 
"I  am  sometimes  inclined  to  cut  down  to  the 
bone,  and  to  permit  payment  only  on  these 
claims:  the  railroad  fares  and  the  hotel  bills. 
The  former  can  be  checked  off  by  the  rail- 
road cards  of  rates.  The  others  are  indorsed 
by  vouchers  in  the  shape  of  hotel  bills.  I  am 
also  inclined  to  add  one  more  item,  and  that 
is  the  expenses  involved  in  the  necessary  en- 
tertainment of  customers." 

"In  that  item,"  suggested  the  first  speaker, 
"there  is  opened  a  very  large  loophole.  A 
charge  for  entertaining  a  customer  may  mean 
only  a  charge  for  the  entertainment  of  the 
salesman,  or  of  somebody  else  who  is  not  a 
customer." 

"Well,"  said  Number  Two,  "I  try  to  keep 
that  item  as  judiciously  pruned  as  possible, 
always  keeping  in  mind  the  fact  that  our  trav- 
elers are  honest  men  and  must  be. treated  as 
such.  If  I  believe  there  are  charges  for  cigars, 
drinks  or  laundry  bills,  out  they  go." 

"I  am  inclined  to  the  theory,"  said  another 
manager,  "that  the  house  should  allow  for  any 
eharges  that  will  actually  tend  to  bring  busi- 
ness; charges  that  must  be  made,  or  the  busi- 
ness in  question  not  secured. 

"I  have  for  some  time  had  good  results  in 
following  this  system:  When  I  am  inclined 
to  the  belief  that  some  salesman's  expense  is 
becoming  too  large,  I  compare  it  with  those  of 
other  men  who  are  operating  in  a  similar 
field.  If  I  find  the  charges  are  not  justified, 
I  politely  call  the  attention  of  the  salesman 
to  it.  He  sees  I  am  on  the  job  with  both 
eyes,  and  usually  the  one  warning  is  suffi- 
cient. When  I  find  a  man  has  very  extrava- 
gant ideas  and  habits,  and  is  chronically  dis- 
posed to  satisfy  them  to  the  damage  of  our 
expense  account,  I  advise  him  to  buy  a  farm 
and  study  economy,  or  get  into  some  get-rich- 
quick  concern;  in  other  words,  he  gets  out  of 
the  Hardware  business  so  far  as  we  have  any 
responsibility." 

"I  follow  the  plan,"  said  speaker  No.  One, 
"of  requiring  all  of  our  salesmen  to  turn  in 
itemized  Veekly  expense  accounts,  and  pro- 
vide them  with  books  for  that  purpose.  In 
these  books  are  printed  forms,  covering  all 
the  regular  legitimate  expenses,  so  that  so 
far  as  they  are  concerned,  only  the  figures 
need  be  filled  in.  There  are  also  separate 
blanks  left  for  incidentals.  When  this  last 
figure  looks  a  little  too  large  the  salesman  is 
politely  asked  to  give  us  the  details. 

"I  am  also  interested,"  the  speaker  con- 
tinued, "in  the  methods  employed  in  keeping 


in  constant  toudi  with  the  salesmen  from  day 
to  day.  We  make  it  our  business  to  keep 
them  posted  so  far  as  we  can  on  all  matters 
of  especial  interest  in  the  territory  they  cover, 
and  expect  them  to  do  the  same  by  us.  Once 
a  week  they  are  expected  to  fill  out  a  printed 
blank  as  to  conditions  of  trade,  etc.,  in  the 
places  over  which  they  have  passed." 

Keeping  a  Telephone  Becoid 
« T  t   has    been   my   unpleasant    experience," 

1  said  a  veteran  Hardwareman,  "that  tele- 
phone messages  received  in  my  establishment 
have  been  often  overlooked  and  their  instruc- 
tions neglected,  because  no  record  has  been 
kept  of  them.  Also  that  if  the  message  sent 
by  the  line  was  attended  to,  there  was  no 
record  kept  for  future  reference.  Because  of 
this  lack,  complications  and  disputes  often 
arose.  I  would  guess  that  these  telephone 
messages  caused  us  about  as  much  trouble  as 
any  one  other  method  of  communication. 

"I  have  therefore  had  installed  a  system  of 
telephone  records  which  keeps  track  of  all 
messages  received  and  delivered  over  the  tele- 
phone, or  all  business  done  by  this  verbal 
method. 

"We  have  pads  of  telephone  notes  (see 
figure),  which  are  kept  on  the  desk  of  each 

TELEPHONE  NOTE  SLIP. 

Messrs   

Date Time 

Received. 

Sent. 

Clerk. 

(Reply  on  Reverse.) 
John  Smith, 

Hardware  Dealer. 
Telephone : 
South,  1021. 

employe  who  is  liable  to  receive  or  send  a 
message.  Whenever  a  message  is  received, 
the  person  by  whom  it  is  taken  puts  down 
the  name  of  the  individual  or  concern  from 
whom  it  comes;  also  the  hour  and  day,  and 
his  own  name.  He  records  briefly  the  pur- 
port of  said  message,  and  puts  his  own  reply 
on  the  reverse.  The  same  course  is  also  fol- 
lowed when  anyone  in  the  office  calls  up  an 
outsider.  These  slips  are  then  filed  away,  as 
letters  would  be.   It  saves  us  a  lot  of  trouble." 

Need  Traps  and  Cans 

The  employers'  associations  of  the  metal  and 
Hardware  trades  of  San  Francisco  have 
agreed  to  co-operate  in  pushing  the  sale  of 
rat  traps;  not  so  much  for  the  money  to  be 
made,  as  for  the  destruction  of  the  rodents 
that  spread  the  bubonic  plague  into  all  parts 
of  that  city. 

They  held  a  meeting  the  other  day  in  the 
Chamber  of  Commerce  rooms,  for  the  purpose 
of  listening  to  Dr.  Robert  Blue,  of  the  United 
States  Hospital  Marine  Service.    This  official 
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declared  that  war  must  be  waged  against  the 
pests  for  a  number  of  years  before  the  city 
could  be  declared  safe,  and  that  the  city  must 
be  made  rat  proof  as  regards  all  its  buildings 
if  the  danger  of  revivals  of  the  plague  are  to 
be  lessened  in  future  years. 

"For  the  present,"  said  Dr.  Blue,  "I  can 
only  urge  that  every  citizen  exterminate  as 
many  rats  as  possible.  One  pair  of  rats  is 
able  to  breed  8O0  progeny  in  one  year.  It  is 
necessary  that  all  matter  which  furnishes  food 
for  rats  should  be  kept  in  such  receptacles 
where  they  cannot  get  at  it,  and  by  starving 
them  they  will  take  more  readily  to  poisoned 
foods." 

The  Hardwaremen  present  agreed  to  aid 
by  all  the  means  in  their  power;  especially  in 
urging  the  public  to  buy  rat  traps  and  covered 
cans  for  the  holding  of  garbage. 

It  Handles  Some  Hardware 

a  A  Louisville  Hardware  house,"  said 
a\  Harry  S.  Perkins,  of  the  city  named, 
''surprised  the  railroads  a  few  years  ago  by 
asking  for  a  carload  rate  on  clocks.  No  other 
city  had  ever  asked  for  such  a  rate,  much  less 
had  occasion  for  shipments  so  large.  For  a 
long  time  the  railroads  would  not  take  the 
request  seriously,  as  they  believed  such  large 
shipments  would  not  be  made.  Louisville  is, 
to-day,  practically  the  only  city  that  avails 
itself  of  the  carload  rate  which  was  finally 
established. 

"It  is  also  the  only  city  in  the  country  that 
has  ever  received  its  guns  in  carload  ship- 
ments. As  many  as  40,000  have  been  hand'ed 
in  a  single  year.  Louisville  is  one  of  the  few 
cities  in  the  country  that  directly  imports  for- 
eign guns,  and  its  total  gun  imports  compare 
favorably  with  these  few  other  cities.  One 
can  form  some  idea  of  the  magnitude  of  its 
Hardware  trade  when  it  is  explained  that  one 
house  brings  a  large  portion  of  its  require- 
ments of  nails  and  wire  from  Pittsburg  to 
Louisville,  in  barges,  and  these  barges  are 
never  laden  with  less  than  the  equivalent  of 
forty-two  carloads,  the  largest  having  brought 
the  equivalent  of  eighty-two  carloads,  and  all 
consigned  to  one  wholesale  establishment.  It 
is  not  merely  one  barge  load  for  a  season,  but 
many  barges.  Upon  one  occasion  two  barges 
bearing  sixty  thousand  kegs  of  nails  arrived 
together.  In  1850  the  arrival  of  a  shipment 
of  1,000  kegs  of  nails  was  considered  of  suffi- 
cient importance  to  justify  this  same  house  in 
advertising  the  fact  far  and  wide." 

Demand  a  Tariff  Bevision 

HE.  Miles,  a  tariff  expert  who  is  chair- 
•  man  of  the  tariff  committee  of  the 
National  Association  of  Manufacturers,  ex- 
presses his  views  on  this  now  prominent  and 
pressing  question,  as  follows:  "The  manu- 
facturers of  this  country  are  tremendously  in 
earnest  in  their  demand  for  the  immediate 
appointment  of  a  non-partisan  tariff  commis- 


sion. Since  1897  the  country  has  made  infinite 
progress  in  all  directions,  and  methods  as 
well  as  measures  are  necessarliy  more  exact, 
and  the  public  interests  are  much  more  closely 
watched  and  served.  Things  have  a  moral 
significance  which  they  did  not  have  ten  years 
ago.  The  present  tariff  was  hurriedly  made; 
it  is  illogical  and  can  scarcely  be  said  to  be  a 
protective  tariff.  It  is  a  tariff  of  discrimina- 
tion and  favoritism.  It  has  no  exact  and  close 
relation  to  the  principle  of  protection,  which 
is  supposed  to  justify  it.  There  is  an  irre- 
sistible demand  that  legislation  shall  better 
conserve  the  right  of  the  individual  than 
heretofore." 

James  W.  Van  Cleave,  president  of  the 
same  association,  added  his  views  as  follows: 
'The  tariff  must  be  brought  down  to  date. 
This  must  be  done  as  soon  as  practicable  after 
the  inauguration  of  the  President  in  1909. 
The  people  demand  this.  Whether  the  needed 
changes  be  few  or  many  a  commission  of 
non-partisan,  non-sectional  and  impartial  ex- 
perts must  mark  them  out  beforehand,  and 
the  country  must  see  what  the  changes  are  to 
be.  Heretofore  tariff  revisions  have  often 
been,  as  regards  many  important  articles,  dic- 
tated by  conclaves  of  politicians  and  special 
interests.  Does  the  standpatter  oppose  a  tariff 
commission  because  he  objects  to  bringing  the 
work  of  tariff  adjustment  out  into  the  sun- 
light? Or  does  he  think  that  the  conditions 
have  not  changed  since  1897,  and  that  the 
tariff  is  in  as  close  harmony  with  the  facts 
now  as  it  was  then?" 

Special  Auctions  of  Hardware 

In  Washington,  Ohio,  the  Hardware  firm  of 
Glascock  &  Roth  rock  have  introduced  an 
innovation  in  .special  sales.  They  announced 
in  February  a  series  of  auction  sales.  These 
were  not  closing-out  sales,  or  sales  to  get  rid 
of  out-of-date,  broken-lot  or  damaged  goods, 
neither  forced  sales  in  order  to  raise  needed 
cash,  but  special  bargain  offerings  for  the  sole 
purpose  of  introducing  to  the  trade  some  of 
the  standard  goods  their  various  lines  repre- 
sent. 

They  proposed  to  sell  at  public  outcry  from 
their  regular  stock,  and  at  the  purchaser's 
own  price,  some  of  the  leaders  they  have  been 
handling  for  years  in  farm  machinery,  etc. 
They  offered  liberal  terms  to  purchasers  at 
this  first  annual  sale,  and  gave  a  guarantee. 


Some  nights  ago,  the  Hinde  Hardware  Co., 
of  Riverside,  California,  sent  up  a  large 
illuminated  paper  balloon  from  the  roof  of 
their  store  building.  Attached  to  this  was 
an  order  on  the  company  for  five  dollars  in 
gold  to  be  awarded  to  the  finder.  The  young 
man  who  claimed  the  prize,  decided  he  would 
prefer  five  dollars'  worth  of  housefurnishing 
goods,  to  the  cash ;  and  a  blushing  young  wo- 
man who  accompanied  him,  applauded. 
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CHANGES  IN  THE  CORBIN  CONCERNS 


Philip  Corbin,  one  of  the  pioneers  and  mas- 
ter-minds of  the  Hardware  industry  of 
the  United  States,  has  decided  to  lay  down 
the  burden  of  active  business,  and  in  conse- 
quence there  have  been  several  important 
changes  in  the  Hardware  world  of  that  great 
Hardware  city — New  Britain,  Conn.  A  lot 
of  the  younger  men  have  been  pushed  to  the 
front.  Lieutenants  have  become  captains,  and 
corporals  and  privates  have  become  lieuten- 
ants. 

These  changes  were  made  at  the  annual 
meetings  of  the  various  Corbin  corporations, 
held  a  few  days  ago.  Mr.  Corbin  still  retains 
the  presidency  of  the  controlling  organization, 
the  American  Hardware  Corporation,  bu:  has 


Corbin  Cabinet  Lock  Co. — Directors  and 
Officers — Philip  Corbin,  Charles  M.  Jarvis, 
Charles  Glover,  Darius  Miller,  W.  H.  Booth. 
C.  H.  Baldwin,  D.  O.  Macquarrie,  of  Chicago, 
and  George  F.  Taylor,  of  New  York. 

President — C.  H.  Baldwin. 

Vice-President— VV.  H.  Booth. 

Treasurer— C.  H.  Baldwin. 

Secretary— VV.  H.  Booth. 

Assistant   Secretary — J.    H.   Latham. 

Assistant  Treasurer — C.  A.   Blair. 

Corbin  Motor  Vehicle  Co. — Directors  and 
Officers — Philip  Corbin,  Charles  M.  Jarvis, 
Howard  S.  Hart,  Charles  'Glover,  Paul  P. 
Wilcox,  Max  S.  Hart,  Andrew  ].  Sloper. 
Robert  C.  Mitchell,  B.  B.  Bassette. 


Philip  Corbin, 
Retired  as   President  of  P.  &  F.  Corbin. 

dropped  his  other  offices.  The  men  who  have 
been  chosen  to  take  charge  for  the  ensuing 
year  are  as  follows : 

Directors  and  officers  of  P.  &  F.  Corbin— 
Philip  Corbin,  Charles  H.  Parsons,  Charles  E. 
Wetmore,  Charles  Glover,  ^Charles  M.  Jarvis, 
A.  N.  Abbe,  C.  B.  Parsons. 

President— Charles  H.  Parsons. 

First  Vict-President— Charles  E.  Wetmore. 

Second  Vice-President— Charles  B.  Parsons. 

Secretary— A.  N.  Abbe. 

Treasurer— Charles  E.  Wetmore. 

Assistant  Treasurer— F.  L.  Prior. 

Corbin  Screw  Corporation.— Directors  and 
Officers— Philip  Corbin,  Charles  M.  Jarvis, 
Charles  Glover,  Howard  S.  Hart.  Theodore  E. 
Smith,  Charles  H.  Parsons,  B.'A.  Hawley,  C. 
A.  Earl.  W.  J.  Surre. 

President — Charles  Glover. 

Vice-President— Clarence   A.    Earl. 

Treasurer — Theodore  E.  Smith. 

Secretary— William  J.  Surre. 


Ch.\rles  H.  Parsons, 
President  of  P.  &  F.  Corbin. 

President— H:  S.  Hart. 

Vice-President — Max   S.   Hart. 

Treasurer — Max  S.  Hart. 

Assistant  Treasurer — B.  B.  Bassette. 

Secretary— B.  B.  Bassette. 

Russell  &  Erwin  Mfg.  Co.— Directors  and 
Officers — Andrew  J.  Sloper,  Frank  L.  Hun- 
gerford.  Chatlcs  E  Mitchell,  Howard  S. 
Hart,  Benjamin  A.  Hawley.  Isaac  D.  Russell, 
Philip  Corbin,  Charles  M.  Jarvis.  Joel  H.  Van 
Newkirk. 

President — Howard  S.  Hart. 

Vice-President — Benjamin    A.    Hawley. 

Treasurer — Isaac  D.  Russell. 

Assistant  Treasurer — John  H.  Van  New- 
kirk. 

Secretary— Theodore  E.   Smith. 

The  majority  of  these  men  are  well-known 
to  the  Hardware  trade  of  the  country. 
Charles  H.  Parspns,  the  ncliv  president  of  P. 
&  F.  Corbin,  is  a  man  of  wide  acquaintance, 
and  his  promotion  will  give  great  satisfaction. 
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Mr.  Parsons  was  first  elected  a  director  of  this 
concern  in  1891.  He  had  been  with  the  com- 
pany since  1873,  when  he  left  Landers,  Frary 
&  Clark  to  become  a  traveling  salesman,  cov- 
ering the  field  of  New  England  and  Canada. 
The  portion  of  the  time  that  he  was  not  on 


meet  every  emergency.  He  was  always  tactful 
in  dealing  with  customers  and  he  had  great 
executive  ability.  In  addition  it  seemed  im- 
possible to  work  him  out  in  the  sense  that  no 
sooner  was  one  task  done  than  he  was  ready 
for  the  next  one.     Settling  a  big  problem  at 


W.  H.  Booth, 
Vice-President  of  the  Corbin  Cabinet  Lock  Co. 


C.  H.  Baldwin, 
President  of  Corbin  Cabinet  Lock  Co. 


Charles   E.   Wetmore, 
First  Vice-President  of   P.  &  F.   Corbin. 

the  road  he  devoted  to  the  order  department. 
In  1879  or  1880,  when  the  care  of  the  general 
trade  was  transferred  to  New  Britain,  Mr. 
Parsons  left  the  road  and  took  charge  of  the 
orders.  His  duties  increased  rapidly  and  in 
him  the  officials  found  a  man  who  seemed  to 


Charles  B.  Parsons, 
Second  Vice-President  of  P.  &  F.  Corbin. 

home  he  would  jump  aboard  a  train  and  start 
for  the  Rocky  Mountains  or  the  Pacific  coast  " 
in  the  interests  of  the  business,  and  his  trips 
in  variably,  meant  orders.  He  has  maintained 
a  personal  relationship  with  the  big  customers 
of  the  company  throughout  the  country  and  is 
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probably  one  of  the  best-known  among  the 
trade  of  the  New  Britain  manufacturers.  He 
is  in  every  sense  "The  Man  Behind,"  and  no 
man  tould  be  more,  deserving  of  the  crown 
of  business  success  that  has  come  to  him. 

First  Vice-President  Charles  E.  Wetmore 
was  first  elected  a  director  of  the  company 
in  1897.  He  had  entered  the  employ  as  a  boy 
in  1871.  When  the  estimating  department  was 
opened  in  1874,  Mr.  Wetmore  was  transferred 
.  to  it,  and  in  1880,  by  his  perseverance  and 
assiduity  to  the  business  had  had  afisen 
to  the  head  of  the  department.  In  1896  Mr. 
Wetmore  was  made  superintendent. 

Charles  B.  Parsons,  who  has  been  promoted 
from  assistant  secretary  to  second  vice-presi- 
dent, went  to  the  company  upon  being  gradu- 
ated from  the  High  School  in  1894.  Three 
years  later  he  had  become  head  of  the  order 
department  and  continued  in  this  position  for 
several  years,  the  department  in  the  mean- 
time doubling  in  size  and  importance.  He 
has  been  a  valuable  assistant  to  his  father 
in  the  sales  department. 

Carlisle  H.  Baldwin,  the  new  president  of 
the  Corbin  Cabinet  Lock  Co.,  has  been  con- 
nected in  various  capacities  with  the  company 
for  a  number  of  years.  In  1876  he  entered 
the  employ  of  the  Eagle  Lock  Co.  and  re- 
mained with  that  company  until  November, 
1899,  when  he  connected  himself  with  the 
Corbin  Cabinet  Lock  Co.  For  two  years  Mr. 
Baldwin  has  been  vice-president  of  the  com- 
pany. 

William  Howard  Booth,  the  new  vice- 
president  of  the  Corbin  Cabinet  Lock  Co., 
entered  the  employ  of  the  company  as  office 
boy,  and  since  that  time  has  successfully 
worked  his*  way,  step  by  step,  through  all  the 
various  positions  until  now  he  has  been  elected 
to  the  important  position  of  vice-president,  in 
charge  of  sales. 

The  other  men,  like  Mr.  Jarvis,  vice-presi- 
dent of  the  American  Hardware  Corporation, 
and  Mr.  Hart,  have  heretofore  held  the  posi- 
tions to  which  they  have  been  re-elected. 

Philip  Corbin  hai  not  laid  down  these  duties 
because  of  extra  physical  or  mental  distur- 
bances. His  eighty-fourth  year  finds  him  still 
a  massive  figure  of  a  man,  hale  and  hearty. 
He  daily  spends  several  hours  in  the  office  of 
the  American  Hardware  Corporation.  Of  late 
years  he  has  derived  a  great  deal  of  pleasure 
in  automobiling.  He  has  always  been  a  lover 
of  outdoor  athletics. 

During  his  successful  business  career  Mr. 
Corbin  has  pursued  a  conservative  course 
when  entrusted  with  the  responsibilities  of 
the  livelihood  of  other  people.  He  remarked 
recently  to  an  interviewer  that  he  never  pur- 
chased a  share  of  stock  in  his  life  on  margin. 
He  never  indulged  in  the  speculation  so  com- 
mon among  the  wealthy  men  of  the  day. 
When  he  felt  like  an  investment  there  must 
be  no  flavor  of  gambling  about  the  transac- 
tion.    He  purchased  the  stock  outright  and 


put  it  in  his  safe.  He  always  had  a  conserva- 
tive idea  of  the  value  of  his  own  services  to 
the  house  that  he  had  founded  and  guided, 
and  save  for  an  injustice  that  might  be  done 
to  others  would  have  kept  it  at  a  much  smaller 
figure  than  he  reluctantly  accepted. 

His  views  of  life  and  of  business  life  have 
been  formed  by  years  of  labor  and  of  special 
observation.  Speaking  recently  to  a  number 
of  his  associates  and  employes,  Mr.  Corbin 
said: 

"I  often  hear  the  young  men  of  to-day  speak 
of  the  opportunities  that  were  to  be  found 
fifty  or  sixty  years  ago  when  I  started  out 
for  myself  in  comparison  with  those  that  are 
to  be  found  at  the  present  time,  claiming  that 
no  such  opportunities  for  young  men  exist 
now  that  were  to  be  found  in  my  younger 
days.  As  a  matter  of  fact  the  opportunities 
of  fifty  or  sixty  years  ago  had  to  be  made  by 
the  young  men  themselves  if  they  had  any, 
and  to-day  ready-made  opportunities  are  to  be 
found  on  every  hand  for  young  men  of  the 
right  kind  who  may  have  them  by  merely 
taking  them  up  and  filling  the  positions  offered 
them.  The  management  of  the  immense  busi- 
ness of  the  country  must  necessarily  fall  upon 
the  young  men,  and  it  will  only  fall  upon 
those  who  are  fitted  for  it,  arid  it  lies  within 
the  young  man  himself  whether  he  will  take 
one  of  these  positions  or  for  want  of  the 
proper  ability  or  application  to  his  business 
let  it  go  to  others. 

"Opportunities  will  not  come  to  the  young 
man  who  habitually  comes  to  his  work  a  few 
minutes  late  and  watches  the  clock  during  the 
day,  anxious  for  the  time  to  leave  it,  and  who 
leaves  his  work  just  before  the  regular  time 
to  quit  it.  Opportunities  are  not  waiting  for 
such  young  men  as  that.  They  arc  waiting 
for  him  who  will  be  prompt  at  his  business, 
energetic  and  painstaking  at  his  work,  and 
whose  only  desire  is  to  do  the  best  he  can 
for  the  interests  of  his  employer. . 

"When  I  came  to  New  Britain  sixty  years 
ago  I  went  to  work  for  the  Russell  and  Irwin 
Mfg.  Co.,  at  very  small  wages.  I  found  that 
they  were  in  the  habit  of  hiring  somebody  to 
sweep  out  their  shop  once  a  week,  for  which 
they  paid  fifty  cents.  It  was  done  Saturday 
afternoons,  and  I  sought  the  contract  and 
obtained  it.  It  took  all  the  afternoon  and 
many  times  until  late  in  the  evening,  but  to  me 
that  half  dollar  was  a  munificent  sum,  and 
I  made  up  to  my  employer  the  time  which  I 
lost  by  working  evenings.  What  would  the 
young  man  of  to-day  think  of  that-  oppor- 
tunity?" 


In  the  state  of  Colombia,  South  America, 
many  orders  for  the  cheaper  lines  of 
Hardware  are  still  placed  in  Germany,  but  the 
better  class  comes  mostly  from  the  United 
States,  and  has  done  so  for  many  years.  For 
example,  the  American  machete,  an  article  al- 
most in  universal  use,  holds  the  market 
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Why  DiscountB  Will  Stay 

«<Tn   your   issue   of   January,"    said    a    well- 

1  known  Hardwareman,  with  a  philo- 
sophic turn  of  mind,  to  a  representative  of  the 
Hardware  Dealers'  Magazine,  "I  note  with 
interest  the  discussion  of  'lists  and  discounts/ 
which,  of  course,  applies  to  Hardware. 

"I  doubt  if  any  one  would  know  'where 
they  are  at'  regarding  prices  on  some  Hard- 
ware items  if  discounts  were  eliminated,  and 
goods  sold  net.  For  example,  take  bolts, 
screws  and  many  other  items,  by  changing  one 
price  in  discount,  hundreds  of  items  are 
changed  in  price,  and  if  priced  net  it  would 
mean  a  vast  amoant  of  work  and  confusion 
for  salesmen,  pricemen  and  buyers.  Further- 
more, the  retailer,  if  he  bought  files,  etc., 
net,  would  be  paying  from  5  to  20  per  cent, 
more  profit  on  some  sizes  than  on  others. 

"Some  jobbers  are  now  requesting  their 
salesmen  to  sell  such  goods  as  they  can  net, 
instead  of  allowing  the  regular  discount  to 
appear  on  the  order,  whenever  a  retailer  will 
stand  for  it. 

**In  figuring  net  prices,  the  fractions  and 
odd  cents  are  always  in  the  seller's  favor. 
Again,  the  price  of  staple  goods,  such  as  bolts, 
fluctuates,  yet  the  change  is  often  slight,  and^ 
with  a  large  base  discount  an  extra  5  per  cent, 
can  be  added  to  or  deducted  from  the  price 
without  meaning  much.  For  instance,  with 
an  80  per  cent,  base  price  another  5  per  cent, 
means  practically  1  per  cent,  on  a  20  per  cent, 
base,  and  a  change  of  1  per  cent,  on  most 
goods  would  seldom  be  made,  but  on  double- 
pointed  tacks  with  80-20-10  per  cent.,  another 
5  per  cent,  or  10  per  cent,  can  be  made,  and 
although  it  looks  big,  does  not  in  reality 
amount  to  much. 

"Some  argue  for  a  simpler  discount,  and 
this  would  mean  a  decided  loss  to  the  jobber. 
Again,  to  illustrate,  a  few  years  since  all  steel 
goods  carried  the  same  discount;  one  jobber's 
salesmen  would  quote  60-10  per  cent,  off  list; 
the*  next  salesman  would  go  5  per  cent,  bet- 
ter; then  we  would  hear  of  70  per  cent,  and 
so  on  till  jobbers  lost  money  on  steel  goods, 
and  demanded  lower  cost  from  the  manufac- 
turer, because  the  line  showed  a  loss,  and  the 
steel  goods  manufacturers  were  generous 
enough  to  make  concessions  for  jobbers' 
salesmen  to  give  away  until  they,  the  manu- 
facturers, discovered  that  they  too  were  sell- 
ing at  a  loss.  Then  the  manufacturer  woke 
up  and  put  into  effect  a  most  complicated  and 
confusing  discount  on  any  line  of  Hardware, 
and  to-day  they  and  the  jobbers  are  making 
a  very  nice  average  profit  on  steel  goods,  and 
not  one  retailer  or  jobbers*  salesman  in  a 
thousand  can  name  the  full  line  of  discounts 
on  steel  goods,  without  referring  to  invoices 
or  cost  books." 

"Then  you  are  not  inclined  to  bid  farewell 
to  the  discount  system?" 

"I  am  not,"  was  the  answer.    "The  Hard- 


ware discounts  are  here  to  stay,  and  I  for  one, 
am  glad  of  it.  I  see  that  one  party  states  'we 
do  feel  however  that  the  present  system  is 
gradually  being  rigged  to  suit  the  large  job- 
bers* and  further  'we  find  it  increasingly  hard 
to  do  business  with  the  manufacturers.' 

"On  the  same  page  one  of  the  big  jobbers 
states  they  would  prefer  net  prices;  thus  do 
jobbers  disagree  in  regard  to  the  results  of 
discounts. 

"I  believe  during  the  past  few  years  of  un- 
usual prosperity,  large  retailers  and  would-be 
jobbers  have  been  able  to  use  some  goods  in 
quantities  large  enough  to  get  many  manu- 
facturers to  quote  their  best  jobbing  prices, 
but  as  it  caused  so  much  friction  among  other 
retailers  and  legitimate  jobbers,  that  hereafter 
when  quotations  are  made,  the  manufacturer 
will  'size  up'  the  customer  and  conditions 
rather  than  the  order,  and  that  very  many 
will  find  it  more  difficult  to  buy  direct  from 
manufacturers  than  they  have  in  the  past,  and 
this  is  as  it  should  be  and  best  for  the  trade 
in  general." 

Secured  a  Permanent  Fboting 

A  Hardware  importing  concern  of  Lima, 
Peru,  declares  wi^h  much  satisfaction, 
that  after  two  years'  coaching  they  have  re- 
ceived a  consignment  of  machinery  from 
Troy,  N.  Y.,  in  perfect  condition.  In  filling 
a  trial  order  the  firm  had  asked  for  sugges- 
tions and  had  announced  its  willingness  "to 
make  everything  right."  The  packing  was  so 
bad  that  a  good  deal  had  tc5  be  made  right, 
but  this  was  done  cheerfully.  The  sugges- 
tions from  the  Peruvian  importer  were  parti- 
ally folk)wed  in  the  next  shipment,  and  he 
felt  encouraged  to  repeat  his  orders,  at  the 
same  time  carefully  explaining  further  im- 
provements that  were  necessary  in  the  pack- 
ing. Now  he  is  satisfied  that  he  can  continue 
this  business  in  security  and  the  Troy  firm  has 
a  permanent  foothold  in  the  Peruvian  ma- 
chinery market. 

Intentions  W^e  Good 

A  western  Hardware  jobbing  house  recently 
had  the  ^pleasure  of  acknowledging  the 
receipt  of  the  following  lucid  communication: 
.  "Blank  Hardware  Co.— Gentlemen  i  am 
taken  the  liberty  of  sending  you  my  note 
pabel  march  the  first  hoping  you  will  bee  abcl 
to  take  care  of  me  in  that  way)  i  am  screw 
that  it  has  ben  so  i  could  not  setel  with  you 
before  now  and  i  hope  you  will  take  my  note 
as  a  setelment)  i  will  send  you  a  draft  to 
reach  you  by  the  first  day  of  march)  the  reson 
i  hav  not  riten  you  before  now  i  hav  ben  tring 
to  Colect  money  to  pay  my  bills  but  i  find 
that  is  a  harde  job)  tha  is  very  litel  buisness 
doing  in  my  setelment  now)  and  it  makes 
money  maters  auful  tite)  but  i  am  looking  for 
business  to  pick  up  very  sewn  i  hope  you  will 
not  think  hord  of  me  in  this  mater)  for  i  hope 
to  doo  a  hole  lot  More  Buisness  With  You  In 
The  Neare  Futchcr." 
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A  PERSONAL  EXPORT  CAMPAIGN 

An  American  With  Experience  Going  Around  the 
World  With  American  Hardware— The  DifiBculties 
That  the  Exporting  Manufacturer  Experiences — 
The  Attitude  of  the  Foreign  Buyers — ^A  Large 
Chance  for  Misdirected  Energy. 


Mr.  Benjamin  Megie,  a  resident  of  New  York, 
whose  headquarters  at  present  are  at  the 
Prince  George  Hotel,  was  formerly  in  govern- 
ment employ,  and  has  been  for  a  time  con- 
nected with  export  interests.  He  has  traveled 
extensively  about  the  world,  keeping  an  eye 
constantly  on  conditions  surrounding  the  ex- 
port of  American  Hardware. 

Mr.  Megie  has  planned  an  extended  cam- 
paign in  which  this  knowledge  and  experience 
will  be  of  vital  aid. 

He  will  leave  on  or  about  the  first  of  April 
for  a  thirteen  months'  trip  abroad,  begin- 
ning at  Alexandria,  Egypt,  and  extending 
throughout  India,  Java,  Sumatra,  Siam,  the 
Philippines,  China,  Japan,  Siberia  and  other 
countries  en  route,  and  winding  up  with  a  com- 
plete circumnavigation  of  the  globe.  He  will 
take  with  him  a  limited  number  of  mechanical 
lines,  among  which  are  sanitary  plumbing 
goods,  small  tools,  typewriters,  pipe  cutting 
machinery,  small  arms,  water  supply  systems, 
gasoline  engines,  fountain  pens,  safety  razors, 
wire  fencing  and  automobiles,  which  he  will 
introduce  and  promote  in  the  interests  of  the 
various  makers. 

In  an  extended  conversation  with  a  represen- 
tative of  the  Hardware  Dealers'  Magazine, 
Mr.  Megie  touched  upon  a  number  of  points 
vitally  affecting  the  extension  of  American 
Hardware  interests  into  the  larger  markets  of 
the  world. 

"It  is  well  known,"  said  he,  "that  we  do  not 
have  the  export  business  that  our  situation 
warrants.  This  is  entirely  due  to  the  lack  of 
interest  of  the  American  manufacturers.  My 
correspondence  shows  that  less  than  one  per 
cent,  of  makers  have  ever  made  an  effort  to 
secure  export  business,  and  at  least  one-half 
of  this  number  have  not  made  any  direct  bid 
for  it  through  the  channels  they  observe  in 
trade  at  home. 

"America  being  a  large  and  growing  country, 
our  makers  have  always  found  a  home  de- 
mand, and  for  that  reason  have  not  competed 
abroad  with  the  makers  of  Europe.  On  the 
other  hand  European  countries  being  small, 
and  their  home  markets  still  smaller,  they  have 
been  compelled  to  seek  their  outlet  outside 
their  borders.  A  Frenchman,  for  instance, 
thinks  no  more  of  sending  a  salesman  to  Siam 
than  the  New  Yorker  does  of  sending  one  to 
Topeka,  while  the  average  American  maker 
with  nerve  enough  to  send  a  salesman  with 
samples  through  this  country  at  an  expense  of 
$10,000  yearly,  does  not  muster  up  sufficient 
courage  to  send  a  man  across  the  border,  at 


an  expense  much  less  than  that  amount,  where 
there  is  practically  no  competition,  a  fast-de- 
veloping country  and  unlimited  opportunities 
'for  success,  as  has  been  amply  demonstrated  to 
the  entire  satisfaction  of  the  few  who  have 
tried. 

"It  is  true,"  he  continued,  "that  some  busi- 
ness has  been  done  abroad  through  the  so- 
called  manufacturers'  agent,  with  a  large  ex- 
port end  to  his  string.  They  lead  the  maker 
to  believe  they  find  the  market.  Well,  they 
do  find  it — so  does  the  jobber  at  home — after 
the  manufacturer  has  created  it — and  he  must 
create  it  abroad  in  precisely  the  same  way  he 
does  at  home — ^by  experienced  and  intelligent 
presentation  of  his  wares. 

"Right  here  many  makers  fall  down,  by  be- 
ginning their  foreign  experience  through  the 
wrong  channels,  and  when  failure  results  jump 
to  the  conclusion  that  'it's  no  use.'  For  ex- 
ample: One  maker  of  a  line  used  largely  in 
the  East  upon  being  approached  with  a  request 
to  send  out  his  line  on  a  commission  basis,  re- 
fused. His  reason  was  that  several  years  ago 
he  had  made  a  contract  with  an  exporting 
house  to  sell  for  him  and  had  paid  them  $25 
per  month  for  one  year — the  grand  sum  of 
three  hundred  whole  dollars.  Result:  He 
finally  sold  enough  to  get  his  money  back — 
business  too  small — wasn't  interested  any 
longer.  When  it  was  pointed  out  to  him  that 
the  sum  total  of  representation  given  him  was 
the  publication  of  an  advertisement  in  a  thou- 
sand page  catalogue  along  with  999  other  arti- 
cles, several  of  the  same  character,  from  a 
needle  to  an  anchor,  and  the  laying  down  of 
this  book  in  front  of  Mr.  Ki  Ki,  of  Hong 
Kong,  he  began  to  realize  that  his  failure  was 
due  to  a  bad  salesman  (still  he  got  out  whole).* 
It  was  suggested  that  when  he  had  found  a 
bad  salesman  at  home  he  had  quit  that  method 
of  merchandising  and  the  building  full  of 
goods  was  a  collection  he  had  made.  A  new 
light  then  dawned — he  had  never  considered  it 
in  that  manner. 

"Exporting  and  selling  are  each  separate 
and  distinct  professions  and  each  should  be 
conducted  without  relation  to  the  other.  When 
they  are  combined  they  will  jar  and  discord 
will  result.  Example:  Smith,  who  is  an  ex- 
porter, is  appointed  by  a  pipe  company  as  ex- 
clusive selling  agent  and  opens  an  account  in 
Bombay.  Along  comes  Jones,  also  an  ex- 
porter. Mr.  Bombay  wants  more  pipe  com- 
pany goods;  does  he  get  them  or  does  Jones 
divert  him  to  another  line?  Now,  if  Jones 
sends  the  order  in  to  the  company,  knowing 
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Smith  to  be  the  selling  agent,  does  he  not  also 
know  that  he  loses  the  export  commission?  Is 
he  in  the  export  commission  business  for  his 
health?  It  does  not  require  a  Philadelphia 
lawyer  to  figure  out  that  this  pipe  company 
does  not  receive  the  order.  Now,  what  good 
can  such  representation  do  any  manufac- 
turer ? 

"Now  suppose  this  company  sent  out  its  own 
man  or  one  without  export  connections,  leav- 
ing each  buyer  to  choose  his  own  exporter  in 
the  same  manner  as  home  merchants  choose 
their  express  company,  then  would  the  true 
export  house,  seeing  the  general  promotion 
and  increase  of  business  (his  own  included) 
endeavor  to  divert  trade  from  one  maker  to 
another,  or  would  he  attend  strictly  to  his  own 
business  of  exporting  and  co-operate  to  the  ad- 
vantage of  the  manufacturer? 

"My  experience,"  Mr.  Megie' added,  "through 
personal  business  transactions  in  the  various 
countries  traveled  by  me  has  shown  the  abso- 
lute necessity  of  the  manufacturers  being  rep- 
resented direct;  the  placing  before  the  mer- 
chant of  the  wares  in  an  intelligent  and  prac- 
tical manner  by  persons  experienced  in  their 
general  use  and  construction,  and  kas  satis- 
fied me  that  for  the  neglect  of  thi^  alone  the 
American  maker  receives  so  small  a  portion  of 
the  foreign  trade.  The  manner  and  method  of 
present  transportation  is  good  and  improving 
as  trade  increases;  banking  facilities  in  most 
countries  are  ample,  and  there  are  export 
houses  fully  able  and  capable  of  forwarding  all 
shipments,  and  who  are  willing  to  finance  all 
clearances  to  responsible  and  well  recom- 
mended buyers. 

"With  few  exceptions,  American  makers  are 
fully  equal  to  the  competition  of  the  world, 
and  with  experience  and  some  knowledge  of 
the  manner  of  packing  goods  for  use  and  ship- 
ment as  required  in  various  countries,  their 
prospects  are  exceedingly  bright." 

Mr.  Megie  states  that  the  attitude  of  the 
foreign  buyer  toiyard  the  American  seller  is 
exceedingly  conservative  until  relations  have 
been  once  established  and  confidence  placed, 
thereafter  he  is  open,  trustful  and  loyal.  Busi- 
ness once  established  usually  sticks  and  run3 
into  large  volume. 

Hr.  Asbnry  and  Waterways 

There  is  no  more  welcome  visitor  to  the 
Hardware  Club  of  New  York  than 
Charles  W.  Asbury,  of  the  Enterprise  Mfg. 
Co.  of  Pennsylvania,  Philadelphia,  who  is  also 
president  of  the  American  Hardware  Manufac- 
turers' Association.  Mr.  Asbury  has  been  se- 
lected by  the  National  Association  of  Manu- 
facturers to  represent  that  organization  in  the 
movement  to  improve  our  inland  waterways. 
In  speaking  on  this  theme,  Mrf  Asbury  said: 
"To  my  mind,  this  great  question  of  improved 
waterways  should  not  be  handled  in  a  spirit 


of.  localism  or  sectionalism,  but  intelligently 
and  systematically  in  a  businesslike  way,  pre- 
cisely as  any  captain  of  industry  would  attack 
the  enlargement  of  his  business  by  added  de- 
partments. The  first  step  to  engage  attention 
should  be  the  preparation  of  comprehensive 
plans,  which  should  embody  all  the  available 
means  for  securing  water  transportation  over 
the  broadest  possible  area  of  the  country. 
There  should  be  an  end  to  limited  annual  ap- 
propriations for  rivers  and  harbors,  the  result 
of  which  has  been  a  little  money  spent  here, 
and  a  little  more  there  in  proportion  to  the 
influence  and  energy  exerted  in  beiialf  of  any 
specific,  but  comparatively  small  project  A 
businesslike  substitution  for  this  procedure 
would  be  the  preparation  of  comprehensive 
plans,  which  in  the  end  will  accomplish  the 
largest  possible  good  to  the  country  at  large. 
Appropriation  should  then  be  made  liberally  to 
carry  into  effect  the  general  plan." 

The  Office  Stenographer 

A  man  who  has  had  wide  experience  in 
managing  the  executive  offices  of  a  large 
manufacturing  concern,  makes  these  pertinent 
suggestions  as  to  one  now  indispensable  class 
of  employes: 

"I  avoid  hiring  pretty  stenographers,  be- 
cause they  are  apt  to  get  married  just  as  they 
are  becoming  of  value.  I  also  avoid  very 
young  girls  for  experience  has  shown  that 
they  want  to  be  off  too  often  to  attend  parties 
and  picnics. 

"My  best  results  come  from  the  girl  just 
out  of  business  college.  I  start  her  at  a  very 
small  salary  and  advance  her  slowly  as  she 
shows  ability.  I  always  have  two  or  three  of 
these  beginners  in  order  to  be  prepared  for 
increase  of  business  and  any  vacancies  that 
may  occur. 

"I  look  for  a  girl  from  a  good,  but  not 
wealthy  family,  if  possible  one  from  a  family 
that  she  has  to  help  support.  The  girl  who 
works  simply  to  clothe  herself  and  earn  a 
little  spending  money  is  not  likely  to  be  per- 
manent." 

The  Turn  Is  Very  Near 

Even  the  most  cautious  of  our  business  ex- 
perts are  beginning  to  agree  that  things 
are  not  nearly  so  bad  as  the  pessimists  have 
been  making  out.  For  instance,  said  Charles 
E.  Meek,  secretary-treasurer  of  the  National 
Association  of  Creditmen:  "When  things  turn 
they  will  turn  very  suddenly,  and  I  think  there 
are  signs  that  the  corner  has  been  reached.  Of 
course,  it  must  be  remembered  that  the  depres- 
sion has  not  extended  to  every  part  of  the 
country,  that  some  sections  have  been-  very  lit- 
tle affected.  The  country  will  speedily  respond 
to  the  early  signs  of  revival."  Mr.  Meek  is  in 
daily  touch  with  the  men  who  ought  to  know 
—the  creditmen  of  all  the  great  mercantile 
houses  from  Maine  to  Texas. 


Digitized  by 


Google 


A  YOUNG  MERCHANT  AND  HIS  NEIGHBORS 

He  Extends  the  Right  Hand  of  Fellowship— The 
Manner  in  Which  It  Was  Received— A  Patriotic  At- 
tempt in  the  Direction  of  Fraternity  and  How  It 
Eventually  Came  Out — ^Modern  Ideas  in  Contrast  to 
the  Old. 


Phineas  J.  Stedman  had  received  his  busi- 
ness education  under  the  admirable  and 
genial  auspices  of  the  Ridlee  &  Supdell  Hard- 
ware Co.,  of  Philadelphia,  Pa.,  and  in  conse- 
quence had  learned  the  most  excellent,  adage 
that  molasses  catches  more  flies  than  vinegar; 
that  politeness,  cordiality  and  good  esteem  to- 
ward one's  competitors  are  better  than  back- 
biting and  throwing  brickbats  through  the  front 
window,  and  that  the  best  way  to  get  along 
with  one's  fellow  men  is  to  treat  them  as  fellow 
men.  In  other  words,  he  had  taken  in,  from 
his  office  boy  youth,  the  milk  of  brotherly  love 
for  which  the  Quaker  City  is  famous.  It  was 
only  when  he  ran  up  against  the  cold  world 
of  the  outside  that  he  discovered  how  cold  it 
really  was.    Hence  this  narration. 

AN    INSPIRATION    ARRIVES. 

On  his  twenty-seventh  birthday,  or,  to  be 
exact,  on  Jan.  4,  1905,  this  young  and  well- 
disposed  Mr.  Stedman  had  an  inspiration.  It 
came  to  him  in  these  words:  "My  boy,  you 
have  six  thousand  dollars  tucked  away  in  the 
savings  bank.  Why  are  not  you  and  this 
money  joined  more  closely  together?  Why  not 
get  out  and  hustle  for  yourself?"  He  hastened 
home  to  break  the  astounding  idea  to  his  wife. 
All  the  answer  he  received  was,  "Fve  been 
wondering  about  that  for  the  past  two  years." 

"But  you  don't  know  what  I  mean!"  he 
gasped.    "It  is  to  go  in  business  for  myself." 

"Of  course,"  was  the  placid  answer. 

"Not  in  Philadelphia,"  he  continued,  "but 
in  some  much  smaller  town.  To  move  away 
from  here,  for  good.  What  do  you  think  of 
that?" 

"We  would  take  the  baby  and  the  household 
goods,"  she  answered.  "So  what  does  it  mat- 
ter?" He  sat  down  to  think  it  over.  Women 
are  so  unexpected,  you  know. 

Mr.  Stedman  began  to  make  inquiries  and 
look  around.  It  was  a  slow  and  vexing  proc- 
ess. So  much  depended  that  he  did  not  wish 
to  make  a  mistake  by  rashness.  He  looked 
over  at  least  forty  established  places;  was  of- 
fered so  many  "bargains"  that  he  became  sus- 
picious of  them  all.  Finally,  he  came  to  one 
set  resolution :  "If  I  begin,  it  will  be  from  the 
ground  up.  No  second-hand  junk  shop  for  me. 
I'll  start  with  a  new  store,  a  new  stock,  a  new 
name,  and,  so  far  as  goodwill  is  concerned,  I 
believe  I  would  rather  create  that  than  buy  it." 

He  finally  started.  The  town  of  Mesopota- 
mia, Pa.,  had  a  large  and  growing  population, 
was  becoming  a  railroad  center,  and  offered  a 
future.  "Of  those  three  stores,"  he  said,  "I  am 
only  afraid  of  one.    The  other  two  I  can  get 
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away  with."  This  was  the  Philadelphia  mod- 
esty taking  flight ;  with  the  growth  of  his  cour- 
age, self-confidence  had  been  born.  "The  two 
are  old  fogies,"  he  added,  "but  don't  ever  re- 
peat that.     It  would  hurt  us  from  the  start." 

MR.    STEDMAN    MAKES   SOME  CALLS. 

We  will  skip  the  purchase  of  an  almost  new 
building;  the  removal,  the  fitting  up,  the  buy- 
ing of  goods,  the  opening;  they  come  with 
every  venture  of  that  sort.  His  cash  was  judi- 
ciously invested;  his  credit  was  good  from  the 
start;  his  expectations  were  modest,  and  he 
was  willing  to  work  like  a  dray-horse.  Then 
he  began  what  his  friends  "back  Jiome"  de- 
clared was  to  be  a  successful  career. 

This  chronicle  has  little  to  do  with  the  busi- 
ness developments  of  Phineas  J.  Stedman, 
except  in  one  respect.  That  was  his  relations 
with  the  other  merchants  of  his  line,  the  live 
man  and  the  two  "old  fogies,"  of  whom  he 
was  not  afraid. 

Mr.  Stedman  had  not  contemplated  the  new 
sign  over  his  new  door  for  more  than  two 
weeks  when  he  began  to  wonder  why  the  other 
Hardwaremen  of  the  town  had  not  given  him 
a  formal  call  of  welcome.  This  was  the  cus- 
tom in  the  places  with  which  he  was  best 
acquainted,  especially  since  the  organization  of 
the  Hardware  associations.  It  might  be  war  to 
the  knife  in  a  business  way,  but  why  should 
that  prevent  pleasant  and  courteous  social 
relations? 

He  waited  another  week  and  then  said  to 
himself:  "I  will  show  them  how  it  ought  to 
be  done;  that  I  harbor  no  ill-will  because  they 
have  been  here  longer  than  I  have."  He  put 
on  his  hat  and  made  three  calls. 

His  first  was  to  J.  Robinson  &  Son,  the  old- 
est establishment  in  the  place.  J.  Robinson  had 
beea  dead  some  thirty-five  years,  and  the  Son 
was  himself  an  old  man.  When  Stedman  held 
out  his  hand  and  said,  "I  am  Mr."  Stedman,  of 
the  new  little  store  down  on  Market  street," 
the  old  man  looked  older  than  he  was ;  but  he 
looked  no  more  surprised  and  disgruntled  than 
he  felt.  He  managed  to  say,  "I  am  glad  to 
see  you,"  but  inwardly  his  comment  was,  "I 
call  this  gall.  I  wonder  what  he  is  trying  to 
work  me  for?" 

The  call  was  brief  at  the  store  of  T.  Enos 
&  Co.  Mr.  Enos  proved  himself  a  suave,  diplo- 
matic man,  who  could  be  as  smooth  as  a  poker 
chip  and  as  cold  as  an  ice  cake.  His  greeting 
was  most  polite  but  frigid.  He  was  glad  to 
see  Mr.  Stedman.  He  hoped  he  would  suc- 
ceed. Yes,  business  was  rather  good.  "You 
see,"  said  Mr.  Enos,  "that  we  carry  the  best 
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stock  in  town,  and  pride  ourselves  on  the  qual- 
ity of  our  trade.  It  is  a  trade  that  one  can 
hold  by  the  right  treatment,  you  see." 

"That's  true.  I  congratulate  you,"  said  Mr. 
Stedman,  heartily. 

"Doing  anything  yet?"  asked  Mr.  Enos, 
loftily. 

.  "A  little,"  said  Mr.  Stedman.  "I  ran  up  to 
Philadelphia  a  couple  of  days  ago,  and  took  a 
three-thousand  order  for  the  new  railroad 
shops." 

"Indeed !"  said  Mr.  Enos,  a  little  less  lofty. 
"I  looked  the  matter  over,  but  did  not  care  to 
bid."  The  fact  was  he  had  no  idea  that  such 
an  amount  oi  business  would  be  doing  for  the 
shops  for  six  months  at  least.  He  looked  at 
Mr.  Stedman.  He  seemed  to  have  grown  taller 
in  the  last  two  minutes. 

The  Smith  Hardware  Co.,  in  the  person  of 
Thomas  T.  Smith,  was  cordial,  encouraging 
and  genial.  The  junior  of  the  firm,  Mr.  Sav- 
age was  reserved.  Mr.  Savage  plainly  re- 
marked that  lie  did  not  believe  Mesopotamia 
needed  another  store,  and  that  Mr.  Stedman 
would  have  done  better  if  he  had  stuck  to 
Philadelphia.  **A  number  of  my  best  friends 
feel  in  the  same  way,"  he  responded,  diplomat- 
ically. 

HE   USES  THE    CURRYCOMB. 

The  young  merchant  went  home  and  sat 
down  to  consider  it.  "Snubbed  all  around," 
he  said.  "Sat  down  on  by  the  whole  crowd, 
except  Smith.  But  Pve  met  all  their  sort  a 
dozen  times  before.  That's  what  one  learns  by 
five  3^ars'  traveling  on  the  road — to  go  into 
the  stalls  of  just  such  biters  and  kickers  and 
curry  them  down  until  they  will  stand  without 
being  Hitched." 

In  less  than  a  week  he  had  a  chance  to  make 
good  use  of  his  currycomb. 

A  man  from  Scranton  came  over  to  Meso- 
potamia, under  contract  to  erect  a  large  block 
for  store  purposes,  with  an  opera  house  above, 
on  the  principal  thoroughfare  of  the  town. 
Smith,  Enos  and  Robinson  pricked  up  their 
ears  when  they  heard  of  it ;  they  were  so  ready 
to  welcome  this  new  man  with  a  large  buying 
capacity,  that  he  coltH  have  had  anything  in 
their  stores,  on  any  decent  terms  he  would 
offer.  All  except  Stedman.  He  know  all  about 
this  man  from  Scranton ;  how  he  moved  from 
place  to  place,  sticking  somebody  in  every  one 
of  them;  how  he  was  execution-proof,  and 
how  a  number  of  confiding  merchants  were 
still  whistling  for  their  money. 

He  sat  down  and  wrote  three  letters — one  to 
J,  Robinson  &  Son,  one  to  the  store  of  T.  Enos 
&  Co.  and  one  to  the  Smith  Hardware  Co. 
.Ml  were  identical : 

"Dear  Sirs:  I  feel  it  but  proper  and  neigh- 
borly on  my  part  to  put  you  on  your  guard 
against  John  Blank,  who  has  the  contract  for 
the  opera  house  block,  and.  in  doing  so,  I  am 
only  doing  as  T  am  sure  you  would  do  by  me. 
JJc  J^  ??,t.tcrlpr  ynft-ustworthy,  and  all  dealings 


with  him  should  be  for  the  cash."  He  then 
proceeded  to  record  the  career  of  the  man  for 
the  past  half  dozen  years. 

When  Mr.  Robinson  read  his  note,  he  looked 
at  it  with  amazed  surprise.  "I  wonder,"  he 
said  to  himself,  "what  this  cheeky  cuss  is  try- 
ing to  work  me  for."  He  did  not  answer  the 
letter,  but  set  some  inquiries  on  foot,  and  the 
result  was  that  John  Blank  got  no  credit  at 
that  store. 

Mr.  Enos  acknowledged  the  letter  with  a 
formal  two  lines.  Mr.  Smith  went  further ;  he 
called  on  Stedman  and  thanked  him  in  person. 

The  result  was  that  Blank  bought  a  few 
goods  in  Mesp.potamia  and  paid  for  them.  He 
purchased  the  rest  in  Philadelphia  and  the  ac- 
counts are  still  on  the  books.  And  Stedman 
arose  in  the  opinion  of  his  competitors. 

Three  months  later  he  added  another  service 
of  a  similar  nature.  He  knew  a  way  to  force 
immediate  payment  from  a  doubtful  party.  He 
let  the  others  in,  and  when  the  man  failed,  six 
months  later,  no  Hardware  store  figured  on 
the  list  of  losses. 

AROUND   THE   FESTAL   BOARD. 

Some  days  later  the  head  of  the  Smith 
Hardware  Co.  called  on  Mr.  Stedman. 

"You  seem  to  be  a  decent  sort  of  a  fellow, 
my  boy,"  he  said,  "and  I  don't  think  we  have 
treated  you  right.  You  did  us  all  a  good  turn 
the  other  day.  Have  the  other  fellows  acknowl- 
edged it?" 

"Just  a  line  from  Mr.  Robinson  and  a  word 
on  the  telephone  from  Mr.  Enos." 

"Well,  you  see,  I  have  brought  my  thanks  in 
person.  The  trouble  with  Robinson  is  that  he 
is  so  narrow-minded  and  suspicious,  that  he  is 
always  afraid  some  one  is  going  to  do  him  up. 
If  you  look  into  his  store  window  as  you  go 
by  he  suspects  you  are  trying  to  steal  a  grind- 
stone. Enos  is  so  stuck  on  himself  and  his 
store  that  he  Can't  see  any  one  else,  or  imagine 
that  any  one  else  is  doing  business.  But  they 
are  good  fellows  at  heart;  sound,  honest  and 
staunch  to  their  friends.  I  wish  we  could  all 
get  a  little  better  acquainted." 

"I  have  often  thought."  said  Mr.  Stedman, 
"that  I  wouW  like  to  know  you  all  better.  I 
wonder  if  we  couldn't  manage  a  mutual  blow- 
out of  some  sort?  I  would  like  to  give  you  all 
a  dinner,  but  it  would  look  like  cheek  coming 
from  me." 

"That's  so,"  said  Smith.  "They  would 
think  you  were  rushing  things  too  fast 
for  a  newcomer." 

Then,  after  a  moment's  thought,  he  enun- 
ciated a  sudden  resolve :  "But,  what's  to  hinder 
my  doing  it,  and  by  gosh !  I  will !" 

Mr.  Robinson  and  Mr.  Enos  were  surprised 
a  little  later  at  receiving  an  invitation  to  din- 
ner, as  the  guests  of  Mr.  Smith  at  the  Meso- 
potamia Hotel.  Mr.  Enos  wondered  what  it 
might  mean,  but  accepted.  Mr.  Robinson 
asked  himself:  "Is  old  Smith  up  to  any  new 
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games  at  someone  else's  cost  at  this  late  day?" 
But,  curiosity,  respect  for  a  neighbor,  and  a 
rather  dormant  love  of  good-feeding,  caused 
him  also  to  accept. 

"It's  all  right,'*  said  Smith  to  Stedman,  ovec# 
the  telephone.     "Be  on  hand  Thursday  night, 
and  you'll  find  that  we  are  not  so  bad  a  lot  of 
polar  bears  as  we  have  been  made  out  to  be." 

There  were  no  drinks  at  that  table,  except  • 
cold  water,  coffee  and  Jericho  cider.  The  last- 
named  looks  like  champagne,  bubbles  like 
champagne,  smells  like  champagne,  and,  to 
the  crude  taste  of  a  man  who  has  not  dallied 
much  with  champagne,  tastes  like  it;  with 
possibly  the  same  effects. 

Whatever  the  cause,  the  three  Hardware- 
men,  who  had  for  years  done  business  in  the 
same  town,  and  who  had  known  each  other  as 
rivals,  but  never  before  put  their  feet  under 
the  same  table;  the  three  men  who  had  been 
suspicious  of  every  move  made  by  the  others, 
thawed  out  under  the  influence  of  the  food, 
the  coffee,  the  cider,  and  the  diplomatic  and 
cordial  manner  of  the  young  man  from  Phila- 
delphia. They  discussed  business,  told  stories, 
joked  each  other's  business  methods,  and  above 
all,  made  discoveries^-discoveries  as  to  good 
qualities  and  the  possibility  of  cordial  rela- 
tions never  before  suspected.  The  foundations 
for  much  mutual  helpfulness  were  laid  there 
and  then. 

The  climax  came  when  the  once-crabbed 
old  Robinson  arose  and  proposed  a  toast : 

"Here's  to  the  young  man  from  Philadel- 
phia! I  will  frankly  say,  gentlemen,  that  I 
did  not  welcome  him.  We  did  riot  want  h'm. 
and  I  don't  know  as  we  needed  him. 
We  got  along  for  quite  a  number  of  years 
without  him. 

"But  here  he  is,  and  he  looks  like  that  sort 
of  a  fellow  who  has  made  up  his  mind  to 
stay.  Well,  as  we  must  put  up  with  him,  let's 
treat  him  white,  and  get  out  of  him  all  the 
good  we  can. 

"He  has  done  me  favors,  and  when  he  did 
them  I  wondered  what  he  was  after.  He  has 
to-night  told  us  what  he  is  after,  and  I  take 
him  at  his  word.  He  wants  to  help  us  so  . 
that  we  will  help  him.  He  wants  to  aid  us  in 
building  up  this  town;  it  needs  building  up 
badly  enough,  in  several  directions.  He  wants 
to  show  us  that  business  rivals  can  be  friends. 
Says  they  do  that  in  other  places. 

"I  for  one  am  willing  to  try  it.  How  about 
you  fellows?" 

"We're  with  you,"  came  an  answering  shout, 
at  which  the  landlord  showed  an  anxious  face 
at  the  door,  and  looked  at  the  clock. 

Increase  of  American  Patents 

The  inventive  genius  of  the  American  is 
adding  yearly  to  the  burdens  of  the  na- 
tional patent  office.  In  the  last  fiscal  year 
there  were  received  56.514  applications  for  me- 
chanical patents,  816  for  designs,  192  for  reis- 


sues, 1 9,007,869  applications  for  trade  marks, 
982  applications  for  labels  and  422  applications 
for  prints.  There  were  34,338  patents  granted, 
including  reissues  and  designs,  and  8,795  trade 
marks,  660  labels  and  325  prints  were  regis- 
tered. The  examiners  in  the  patent  office  am 
all  graduates  of  colleges,  and  90  per  cent,  of 
them  have  been  graduated  in  general  and  pat- 
ent law. 

Loses  Goods  for  ^'Tipping"  Buyer 

Victory  for  the  Anti-Tipping  law  was  re- 
corded in  the  Appellate  Division  of  the  Su- 
preme Court,  New  York,  when  a  decision  was 
given  that  a  merchant  need  not  return  or  pay 
for  goods  bought  by  one  of  his  employes. 

The  case  was  that  of  a  store  which  appealed 
from  a  judgment  obtained  against  it  in  the  city 
court,  on  the  ground  that  the  goods  for  which 
judgment  was  given  were  bought  by  its  pur- 
chasing agent  after  the  seller's  agent  had 
agreed  to  pay  five  per  cent,  to  the  agent  to  buj 
the  goods.  The  purchasing  agent  is  alleged  tc 
have  received  $75  for  his  Share  on  a  bill  of 
$1,555.81. 

Judge  Laughl'in  said  the  questions  of  fact 
were  established,  and  decision  should  res: 
upon  the  interpretation  of  the  law. 

"The  judgment  of  the  lower  court  is  wrong 
and  should  be 'reversed,"  he  said.  "That  tht 
bribe  was  conditioned  upon  plaintiff's  getting 
the  order  is  demonstrated  by  his  agreement  to 
pay  a  percentage  of  the  selling  price  of  the 
goods. 

"The  corrupt  practice  of  secretly  offering 
bribes  to  servants,  agents  and  employes  to  in- 
duce them  to  place  contracts  for  their  masters 
or  employers  has  spread  to  such  an  alarminj 
extent  that  its  viciousness  and  dishonesty  at- 
tracted the  attention  of  the  legislature  in  1905 
and  led  it  to  declare  it  to  be  a  misdemeanor  to 
give  or  receive  such  a  bribe  by  enacting  sec- 
tion 384  of  the  penal  code. 

"There  can  be  no  doubt  that  the  act  of  the 
plaintiff  in  bribing  the  purchasing  agent  of  the 
defendant  was  a  violation  of  this  section  of  the 
penal  code.  The  acts  of  plamtiff  constituted  a 
crime.  He  is  seeking  the  aid  of  the  court  to 
enforce  a  contract  which  he  procured  by  vio- 
lating our  penal  statute.  Nothing  could  be 
more  corrupting  nor  have  a  greater  tendency 
to  lead  to  dishonesty  of  servants  than  these 
practices.  I  think  nothing  will  be  more  effec- 
tive in  stopping  the  growth  of  this  criminal 
custom  than  a  decision  that  the  courts  will 
refuse  their  aid  to  a  guilty  person." 


The  King  Hardware  Co.,  Atlanta,  Ga.,  evi- 
dently believes  that  baseball  is  to  be  one  of 
the  pleasant  athletic  industries  of  the  South 
during  the  coming  season.  It  has  recently 
placed  an  order  for  twelve  hundred  dozen 
baseball  bats — a  solid  carload  in  one  lump. 
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ENCOURAGING  THE  TRAVELING  SALESMAN 


To  the  Editor: 

Iwas  much  struck  by  a  paragraph  from  a 
leading  western  jobber  in  the  Hardware 
Dealers'  Magazine  for  February.  In  review- 
ing the  business  done  by  his  concern  in  1907, 
and  as  suggesting  one  of  the  causes  for  that 
large  volume  of  business,  he  said ;  "At  the  end 
pf  the  year  we  did  not  have  a  single  voluntary 
resignation  from  our  large  force  of  salesmen." 
This  is  a  bit  of  business  information  which 
other  managers,  heads  of  departments  and 
proprietors  can  well  ponder  over.  Why  did 
none  of  the  men  quit?  They  must  have  been 
good  men,  else  their  "resignations"  would 
have  been  forthcoming,  and  not  at  all  vol- 
untary. Do  you  for  a  moment  imagine  that 
no  other  house  stood  ready  to  bid  for  them? 

I  am  a  traveling  salesman.  I  was  with  one 
house  seven  years,  and  for  eleven  have  been 
in  my  present  service.  Eleven  full  years. 
And  yet  to-day  I  do  not  know  whether  my 
house  regards  me  as  one  of  its  best  men,  or 
one  of  its  poorest;  whether  it  likes  my  style 
of  work  so  that  it  would  do  me  any  favors  to 
keep  me,  or  whether  I  am  holding  on  from 
month  to  month  by  my  eyelids.  It  makes  no 
sign;  says  nothing,  and  beyond* a  few  essen- 
tials lets  me  altogether  alone.  I  am  furnished 
with  samples  and  prices;  my  route  is  marked 
out,  and  my  salary  paid.  There  is  little 
gnimbling  about  my  expenses.  I  am  not 
often  called  to  account,  and  never  praised ;  no, 
not  once  in  all  these  eleven  years!  How  is 
that  for  a  chill? 

There  is  a  large  jobbing  Hardware  house 
that  I  know  about  that  never  for  one  moment 
lets  its  outside  salesmen  get  one  inch  away 
from  its  watchful  and  encouraging  care. 

What  does  every  city  salesman  find  on  his 
breakfast  table  on  every  working  morning  of 
the  year? 

A  letter  from  the  head  of  his  department; 
a  cheerful,  encouraging  letter  that  in  an  in- 
stant puts  him  in  touch  with  the  store  and  all 
that  it  contains ;  that  recalls  to  him  the  mutual 
interest  that  exists  between  the  house  and 
himself;  that  shows  that  he  is  being  kept  in 
mind  for  commendation  when  he  has  earned 
it;  for  caution  when  it  is  needed,  and  for 
correction  when  he  has  been  in  fault.  The 
letter  is  a  cord  that  ties  him  and  his  employers 
and  managers  together  the  more  and  more 
closely,  with  every  day  that  passes. 

The  letter  does  more  than  this.  It  gives 
him  information  of  direct  value  that  can  be 
made  of  service  in  the  work  of  the  day.  The 
house  may  be  long  on  one  kind  of  goods.  It 
is  suggested  that  he  push  them.  It  may  be 
short  in  another  line.  He  is  not  to  push  them. 
More  money  can  be  made  in  the  one  than  the 
other;   get  out   all   the  money-makers  he  can 


dispose  of.  Someone  on  his  route  is  growing 
c;pld;  go  in  and  warm  him  up.  Some  other 
man  has  a  grievance;  call  on  him  and  smooth 
him  down.  In  other  ways  is  he  encouraged, 
heartened  up  and  instructed.  Not  once  a 
month  or  a  week,  but  in  every  business  day 
of  the  year. 

The  traveling  men  are  expected  to  keep  the 
house  posted  as  to  the  minute  details  of  their 
route  movements,  and  they  also  are  in  daily 
receipt  of  a  letter  of  similar  purport. 

I  would  be  glad,  more  than  glad,  if  my 
house  would  adopt  something  of  the  same 
sort  I  have  gone  as  close  to  it  with  sugges- 
tions as  I  dared,  but  have  always  been  met 
by  the  same  response:  "We  keep  posted  as 
to  where  you  are,  and  any  information  we 
have  for  you,  will  be  forwarded  immediately." 

It  hasn't  been  information  that  I  have  been 
looking  for  in  these  eleven  years,  but  fra- 
ternity, human  impulses;  something  other 
than  an  automatic,  self-regulating  steel-geared 
machine. 

You  see,  a  traveling  man  who  is  away  from 
home  for  weeks  or  at  times  for  months,  finds 
himself  isolated  from  so  much,  that  even  a 
scrap  of  encouraging  writing  becomes  a 
cheer-creating  stimulant.  The  man  who  lives 
at  home,  and  who  enters  the  home-circle  each 
evening  after  the  day's  work  is  done,  finds 
cheerful  and  encouraging  society.  He  has 
things  to  think  of  other  than  business  cares, 
the  vexations  of  the  day,  and  the  lalM>rs  of 
the  morrow.  The  man  on  the  road  ha  only 
these  with  him. 

Those  ice-cold,  silent,  uncommunicative,  re- 
ticent houses  like  mine,  don't  perhaps  know 
how  their  policy  stands  in  the  way  of  their  in- 
creased success. 

If  you  want  a  man  to  sell  goods,  make  him 
a  sunbeam.  A  magnet  of  good  nature.  Pump 
cheerfulness  into  him.  Let  him  know  that 
you  regard  him  as  a  moving,  living  being, 
with  a  heart,  with  lungs  and  a  liver,  and  not 
an  automaton  going  about  on  wheels.  And, 
above  all,  tell  him  when  he  does  an  extra 
good  job,  if  he  ever  accomplishes  it.  My  sam- 
ple cases  are  heavy  enough,  without  carrying 
about  a  lump  of  lead  where  my  heart  ought  to 
be. 

I  think  I  shall  propose  to  the  traveling 
Hardware  salesmen  of  this  countr>%  the  for- 
mation of  a  Club  for  the  Education  of  the 
Employers.  These  gentlemen  are  always  in- 
structing us  in  moral  business  lectures  as  to 
what  we  ought  to  do.-  Now  let  us  turn  the 
table,  and  teach  them  as  to  some  things  they 
ought  to  do. 


Yours  respectfully, 

A  Traveler. 
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THE  MEN  WHO  MARKET  THE  GOODS 


Who  keep  the  wheels  of  the  factories  going? 
Who  empty  the  warehouses  and  deplete 
the  shelves  of  the  jobbers? 

The  men  who  go  out  to  sell  the  goods.  The 
Captains  of  Commerce,  *  who  hoist  their  sails 
on  all  the  railroads  of  the  country,  in  all  the 
days  of  the  year,  and  go  up  and  down  the 
land,  seeking  whom  they  can  stock  up  with  a 
new  lot  of  goods.  The  salesmen — the  men  who 
know  how  to  present  their  wares  in  such  man- 
ner that  the  party  of  the  second  part  will  snap 
them  up.  As  an  expert  observer  says:  "The 
world  lifts  its  hat  to  the  man  who  can  pro- 
duce sales." 

"The  trained  salesman,"  says  another  busi- 
ness philosopher,  "can  always  get  a  position 
when  every  other  line  is  closed,  and  can  com- 
mand a  high  salary  when  other  men  are  look- 
ing for  positions.  This  is  proven  by  the  large 
proportion  of  'salesmen  wanted'  ads.  in  the 
daily  papers,  and  by  the  many  employes  who 
are  constantly  asking  for  trained  salesmen — 
men  who  know  how,  and  can  make  good  with- 
out fail." 

THEY  LOVED  THEIR  JOBS. 

attended  a  performance    at    the    Hippo- 


"I 


New  York  Hardwareman,  "and  eventually  be- 
came more  deeply  interested  in  three  men  who 
sat  directly  behind  me  than  I  did  in  the  per- 
formance in  front.  One  of  them  was  middle- 
aged  and  the  other  two  younger.  They  were 
all  Hardwaremen,  I  soon  discovered,  bufr 
whether  buyers  or  salesmen  I  could  not  make 
out. 

"While  the  curtain  was  up  they  were  so 
deeply  interested  in  the  performance  that  they 
had  no  time  for  conversation.  This  fact  led 
me  to  believe  they  were  from  out-of-town.  So 
frequent  were  their  conversational  references 
to  'Hibbard'  and  'Simmons/  I  was  further  led 
to  believe  that  both  St.  Louis  and  Chicago 
were  represented. 

"All  this  is  preliminary.  When  the  stage  en- 
tertainment was  not  going  on,  these  three  men 
talked  of  nothing  but  the  Hardware  business; 
talked  as  though  their  souls  were  in  it;  as 
though  they  carried  it  about  with  them  always, 
and  studied  it  lovingly;  as  though  it  was  the 
first  thing  they  thought  of  in  the  morning,  and 
the  last  thing  at  night. 

"There  was  no  criticism  of  their  superiors, 
no  attacks  on  the  methods  of  their  houses  or 
other  houses;  no  complaints  about  hard  times, 
or  the  difficulties  of  doing  business.  I  could 
not  hear  all  their  conversation,  but  a  catch  now 
and  then  showed  that  they  understood  how 
business  is  done,  and  how  it  ought  to  be 
done.  I  said  to  myself:  'Here  are  three  men 
who  do  not  have  to  ask  for  promotion.  It 
comes  to  them  whenever  there  is  a  vacancy  up 
above.    They  love  their  jobs.' 


"I  was  amused  at  one  chance  remal-k  over- 
heard. *You  must  always  remember,'  said  one, 
'that  the  buyer  wants  your  favors  just  as  much 
as  you  want  him  to  have  them.'  'Yes,'  said 
the  man  of  middle  age,  'or  those  of  your  com- 
petitor.' 'Yes,'  said  the  first  speaker,  'but  don't 
forget  he  wants  the  goods,  and  he  is  no  more 
doing  you  a  favor  in  buying  them,  than  you 
are  doing  him  one  in  selling  them,' " 

WHY   HE  LOST  BUSINESS. 

«  A  great  many  years  ago,"  said  a  partner 
XX  in  a  large  business  concern,  "while  trav- 
eling on  the  road,  I  lost  my  temper  under  very 
trying  circumstances,  in  dealing  with  the  buyer 
of  a  large  concern.  Long  afterwards  I  secured 
the  services  of  a  traveler  who  was  intimately 
connected  with  that  buyer.  The  first  time  our 
new  man  called  on  him  he  was  surprised  at 
the  reception  he  received  upon  presenting  the 
firm's  card.  The  man  with  whom  I  had  quar- 
reled opened  up  on  our  new  representative  with 
the  words:  'We  have  been  good  friends,  and 
you  have  always  given  me  a  square  deal.  It 
would  be  a  real  pleasure  to  continue  my  busi- 
ness relations  with  you  personally,  but  you  can 

go  back  and  tell  your  employer  to  go  to 

before  he  gets  another  dollar's  worth  of  busi- 
ness from  my  firm.' 

"During  the  years  that  followed,  our  firm 
was  deprived  of  thousands  of  dollars'  worth  of 
business  from  him,  because  I  had  lost  my  self- 
control  just  once." 

To  a  man  up  a  tree,  it  would  look  as  though 
the  narrator  of  this  instructive  tale  had  made 
a  second  mistake  as  large  as  the  first  one. 
When  he  found  that  an  old  grudge  had 
rankled  because  he  had  once  forgotten  himself 
and  said  things  he  should  not  have  said,  why 
didn't  he  go  to  the  other  man,  own  up,  take 
it  all  back,  and  establish  new  relations?  This 
is  now  one  of  the  foundations  of  good  busi- 
ness— to  be  on  good  terms  with  the  other  fel- 
low; this  is  one  of  the  foundation  stones  of 
the  Hardware  associations. 

A    JUSTIFIED    COMPLAINT. 

The  manager  of  a  house  that  does  a  large 
mail  order  business  was  speaking  of  the 
checks  applied  to  keep  a  correct  run  of  the 
business,  and  prevent  errors.  "They  will  creep 
in,  despite  all  that,"  he  said.  "The  other  day 
we  received  a  complaint  from  a  customer  that 
seemed  to  be  justified.  *I  ordered  a  windmill,' 
he  wrote,  'and  you  have  sent  me  a  stomach 
pump.' " 

HALF   WAY    BETWEEN. 

A   couple  of    Newark    Hardwaremen    were 
talking  of  a  third — a  man  who  was  al- 
ways looking  for  a  better    job,     and     never 
seemed  to  find  it. 
"Is  he  no  good?"  one  of  them  asked. 
"I  wouldn't  go  so  far  as  to  say  that,"  was 
the  answer. 
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"Well,  is  he  any  good?" 

"I  wouldn't  go  so  far  as  to  say  that,  either," 
was  the  reluctant  response. 

"Just  a  sort  of  a  half-broiled  lobster,"  said 
the  first.  "I  have  already  seen  too  many  of 
that  class.  No,  I  haven't  any  vacancy  just 
now." 

THE  SHOES  AND  THE  SEAT. 

'<TI7henever  I  hire  a  new  salesman,"  said  an 
VY  old  Hardware  manager,  "I  take  a 
squint  at  his  shoes.  If  they  look  as  though 
they  had  carried-  him  about  with  some  hustle, 
I  am  inclined  to  like  him.  Then  I  try  to  get 
a  look  at  the  seat  of  his  trousers.  If  they  look 
too  shiny,  I  don't  like  him." 

Pioneer  Hardware  Catalogue 

r\i  making  Hardware  catalogues,  there  is 
vy  no  end.  In  the  early  days,  say  a  half  of 
a  century  ago,  not  only  number,  but  size  and 
weight,  did  not  cut  a  conspicuous  figure.  In 
this  connection  we  show  two  pages,  full  life- 
size,  from  a  catalogue  issued  in- 1853  by  a  then 
leading  Hardware  house  of  St.  Louis.  A 
pamphlet  of  thirty-two  pages,  measuring  four 
mches   by  two   and  a  half,   was  sufficient  to 

WABNE  &  KEBSIXTB 

CATALOGUE 
OP 

HOUSE  FURNISHING  GOODS, 

INCLVDIHO 

HABDWABE,  CUTIBBT, 

8ilT«r  Plated,'  Bran ,  BriUuuiiBi 

XKAMSLUCD;     TIKinSD     AND     IBON 

HOLLOW  VARE, 

JAPANVED, 

PLAKI6^ED  A27D  OUBTOM  MAPB 

TIN  WARE, 
BEFBIGEBATOBS, 

BATHS  &  COOLEBS^ 

BRUSHES,  B1SIET8,  UTS,  tC,  t^ 

ALL  KINDS  OF 

WOODEN  IND  WILLOW  W1R% 

WBOLBSALB  AND  KESAJtU 


No.  29  &  31  Main  Street; 
between  Chesnut  &  Pine  streets^ 

8AINT  LOUIB;  VO.^ 

acquaint  the  world  with  the  goods  that  were 
oflFered.  There  were  thirty-four  ilhistrations 
of  those  goods,  and  the  weight  of  the  cata- 
logue is  one-quarter  of  an  ounce.  On  the 
desk  of  the  writer  at  this  moment  is  a  Har(^- 
ware  catalogue  weighing  eighteen  and  one- 
quarter  pounds,  and  containing  four  thousand 
eight  hundred  pages,  with  illustrations  too 
numerous  to  count. 


This  little,  yellow-covered,  frayed  old  docu- 
ment was  loaned  the  Hardware  Dealers' 
Magazine  from  the  relic  collection  of  the 
Norvell-Shapleigh  Hardware  Co.,  St.  Louis. 
Mo.  As  will  be  seen  from  the  accompanying 
illustration,  full  size  of  the  title  page, 
it  was  issued  by  Warne  &  Merritt,  who  were 
dealers  in  almost  as  many  lines  as  are  oflFered 


xttottAm  nunc 


.Witt  find'  in  oar  stock  the  itfoft  eompltto 
aasortnieiit  and  variety  of  any  similar 
Establishment  in  the  United  States^  and 
oiir  prices  as  low  as  they  can  porchue  in 
the  Eastern  Cities^  (with  the  cost  of  trans- 
portation added  to  American  JItfanufaetured 
Goods  only.) 

We  bei;  leave  here  to  return  our  thanks 
for  the  liberal  patronsf^  heretofore  re* 
{  ceived  at  their  handi^    and  respectfully 
}  solicits  a  continuance  ol  the  same. 

N.  B.^TI^e  three  upper  stories  of  our 
store,  are  expressly  arraz^gedfor  the  Whole- 

salelWe.  

WABNB  Sl  VBRRXTT, 

96  U  91,  Blala  8trec^ 

8T.  LOUIS,  HO. 


)  BF*  One  of  the  greatest  inventions  of 

^  the  age,  is  that  of  Coating  Iron  Goods- in 

)  imitation   of  Papier   Machie  and  Fancy 

'  -"     ■         ■     " Uon 


i  Woods  of  the  finest  quality,  an  in$pectio 
)  of  which  is  Invited  at  our  store. 


i 


by  the  Hardware  houses  of  to-day.  It  will 
be  noted  that  electrical  and  telephone  goods, 
bicycles,  automobile  supplies  and  sewing  ma- 
chines are  not  enumerated,  for  a  reason  that 
will  be  apparent  at  a  glance.  In  addition  to 
the  title  page,  there  is  also  shown  on  the 
cover  a  stirring  address  to  the  "Merchants 
from  the  County." 

handle  American  Hardware 

Of  the  imported  Hardware  handled  in  On- 
tario, Canada,  American  goods  predomi- 
nate, followed  by  English  goods.  The  foreign 
Hardware,  other  than  American,  sold  in  any 
considerable  quantities  is:  Blacksmiths' 
Hardware  from  England,  cutlery  from  Eng- 
land and  Germany,  glass  from  Belgium  and 
England,  guns  from  Germany,  and  ammuni- 
tion from  England  and  Germany.  Granite 
ware  of  German  manufacture  is  being  intro- 
duced. From  the  United  States  are  imported 
all  kinds  of  shelf  Hardware,  brass  fittings, 
cordage,  rifles  and  ammunition,  nickel-plated 
ware,  and  builders'  Hardware.  In  general, 
American  goods  give  satisfaction. 
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RETAILER  AND  HIS  BUILDER'S  HARDWARE  ORDERS. 

Apparent  DifiBculties  for  the  One  Who  Makes  Up 
the  Order — Ignoring  Helps  Created  for  His  Especial 
Benefit — Many  Valuable  Suggestions — Pleasant  and 
Profitable  Line  if  Understood. 


By  Phil  Lee. 
itX  'd   rather   write   »  half-dozen   orders  for 

1  other  lines  than  one  small  builder's 
Hardware  order."  During  the  writer's  ten 
years  of  service  in  a  retail  store  and  in  the 
office  of  one  of  the  leading  builders*  Hardware 
makers,  he  has  repeatedly  heard  the  above  re- 
mark. The  phraseology  and  emphasis  have 
varied,  but  the  same  note  of  complaint  has 
been  always  present 

As  is  ever  the  case  "much  may  be  said  on 
both  sides."  The  manufacturer,  with  a  poorly 
written  order  before  him,  lacking  some  of 
the  most  vital  details,  secretly  sizes  up  the 
sender  as  a  rather  thick-headed  individual  who 
will  not  take  the  trouble  to  refer  to  his  cata- 
logue, the  compiling  and  issuing  of  which  cost 
perhaps  years  of  labor  and  thousands  of 
dollars. 

The  retail  merchant  who  must  of  necessity 
have  a  smattering  of  twenty  or  so  varied  Hnes 
ranging  from  clothes  pins  to  heating  plants, 
cannot,  in  reason,  be  expected  to  become  a 
highly  proficient  master  of  any  of  them.  Often 
filling  the  positions  of  proprietor,  manager, 
buyer,  salesman,  credit  man,  checker,  collector, 
stenographer  and  what  not,  his  time,  to  say 
the  least,  is  fairly  well  occupied.  Therefore, 
when  confronted  by  what,  at  first  glance,  ap- 
pears to  be  a  bewildering  and  unintelligible 
mass  of  design  and  finish,  numbers  and  letters, 
his  pedal  extremities  are  apt  to  become  chilled 
and  he  often  either  completely  ignores  these 
numbers  which  were  created  to  help  him  and 
to  shorten  his  work,  or  else  his  attempt  to  use 
them  is  but  half-hearted  and  incomplete,  and 
the  resulting  order  is  a  puzzle  to  the  man  who 
tries  to  interpret  his  wants. 

Two  hours  spent  in  quiet  communion  with 
any  builders'  Hardware  catalogue  will  serve 
to  make  the  reader  fairly  well  acquainted  with 
the  maker's  numbering  system  and  finishes  and 
a  clear  idea  of  the  contents  of  the  more  recent 
books  can  be  gained  in  half  that  time. 

SUGGESTIONS  FOR  WRITING  UP  THE  ORDERS. 

The  following  suggestions  may  prove  help- 
ful to  the  dealer  in  the  writing  of  his  orders : 

Don't  confuse  the  terms  "locks'*  and  "lock 
sets."  Use  the  latter  when  you  desire  locks, 
knobs  and  escutcheons  and  the  former  when 
you  want  locks  only.  Not  infrequently  some 
one  will  order  "ten  dozen  locks,"  giving  the 
lock  number  only,  and  expect  to  receive  locks, 
knobs  and  escutcheons  complete. 

Don't  forget  the  finish.  If  you  really  haven't 
time  to  look  up  the  manufacturer's  symbols 
specify  polished  old  copper,  lemon  brass,  plain 
bronze,  etc.,  and  you'll  be  understood. 


Remember  that  a  number  of  items  aside 
from  locks  are  handed.  Failure  to  state  the 
hand  wanted  is  perhaps  the  cause  of  more 
exasperating  delays  than  any  other  omission. 

in  ordering  escutcheons  only,  don't  neglect 
to  mention  whether  you  wish  them  blank  or 
cut,  and,  if  the  latter,  for  what  lock.  Also, 
when  necessary,  state  whether  the  escutcheons 
are  for  the  outside  or  inside  of  the  lock. 

Should  you  require  knobs  only,  order  so 
many  dozen  knobs,  giving  number,  finish  and 
size  of  spindle,  with  or  without  rose.  When 
there  are  no  accompanying  escutcheons  it 
leaves  the  receiver  rather  in  a  quandary  re- 
garding the  roses,  if  you  fail  to  make  any 
mention  of  them. 

Unless  the  key  wanted  is  of  the  cylinder 
type  you  must  give  the  lock  number  as  well  as 
the  key  change  number.  Many  orders  read- 
ing, "Mail  two  only  keys  number  ten  for  your 
mortise  lock,"  are  sent  out  each  day,  notwith- 
standing the  fact  that  if  the  writers  had  spent 
but  a  second's  thought  on  the  subject  they 
would  have  realized  instantly  that  even  the 
smallest  maker  could  fill  the  order  with  at 
least  twenty  different  keys.  If  the  lock  has 
both  a  main  and  latch  bolt  state  for  which  one 
the  keys  ordered  are  wanted. 

BY   FREIGHT  OR  EXPRESS. 

And  don't  forget  your  routing  instructions. 
The  order  clerk  may  guess  wrongly  and  send 
your  goods  by  freight  when  you  particularly 
desired  them  by  express.  It  isn't  fair  to  put 
this  responsibility  upon  him. 

At  least  one  warehouse  of  one  of  the  fore- 
most builders*  Hardware  firms  publishes  a 
"Stock  Record,''  showing  just  what  they  pur- 
pose to  carry.  A  glance  into  one  of  these 
"Stock  Records,''  especially  when  writing  an 
emergency  order,  will  often  sjive  vexatious  de- 
lays and  correspondence. 

If  the  firm  of  whom  you  are  ordering  goods 
has  a  branch  office  in  the  nearest  large  city 
send  your  order  to  the  branch  office  and  not 
to  the  factory  direct.  The  chances  are  that  it 
will  have  to  be  forwarded  to  the  branch  for 
entry,  with  the  result  that  instead  of  saving 
time  you  have  lost  from  three  to  six  days.  And 
you  mustn't  blame  the  factory,  because  to 
avoid  hopeless  confusion  their  various  ware- 
houses and  factory  accounts  must  be  kept 
separate. 

Lastly,  in  writing  about  an  order  already 
placed  don't  refer  to  "our  recent  order"  or 
"our  order  of  some  time  ago."  but  give  your 
order  date  and  also  the  number  if  you  have 
one.  This  will  not  only  aid  in  looking  up  the 
matter,  but  will  insure  for  you  more  prompt 
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service,  for  order  clerks  invariably  place  in- 
definite inquiries  and  orders  at  the  bottom  of 
their  pile  of  mail,  to  be  taken  care  of  only 
after  all  else  has  been  attended  to. 

In  the  foregoing  are  cited  the  causes  of  a 
large  per  cent,  of  the  annoying  delays  due  to 
the  manufacturer  being  compelled  to  hold  the 
order  while  he  writes  for  further  information. 

The  exercise  of  a  bit  of  care  and  forethought 
and  the  following  .of  these  few  simple  sugges- 
tions on  the  part  of  the  retailer,  together  with 
a  little  judicious  reading  between  the  lines  by 
the  makers  and  their  employes,  will  tend  to- 
ward the  causing  of  this  branch  of  the  Hard- 
ware business  to  become  more  pleasant  and 
harmonious  for  all  concerned.  And  few  will 
deny  the  fact  that  when  but  half  understood 
builders*  Hardware  is  by  far  the  cleanest  and 
most  interesting  of  the  various  lines  that  may 
be  grouped  under  the  general  title  of  "Hard- 
ware." 

"Pittsburgh  the  Powcrfid" 

The  Chamber  of  Commerce,  Pittsburgh,  Pa., 
in  a  special  issue  of  their  periodical,  give 
it  the  title  "Pittsburgh  the  Powerful."  It  con- 
tains a  large  number  of  illustrations  of  the 
city's  industrial  plants,  commercial  buildings, 
etc.  As  the  average  visitor  to  that  city  seldom 
sees  anything  but  the  industrial  and  commer- 
cial side,  the  publishers  have  incorporated  in 
this  100-page  volume  many  views  of  handsome 
residences,  parks  and  boulevards  that  adorn 
the  city,  which  compare  favorably  with  any 
other  city.  They  carry  the  idea  that  Pitts- 
burghers  give  some  time  and  attention  to  other 
things  than  mere  industrial  pursuits  and 
the  making  of  money.  The  volume  of  the 
wholesale  business  is  $1,000,000,000  per  annum. 
The  city  stands  fourth  in  manufactures,  sec- 
ond in  banking  capital  and  first  in  tonnage. 

Are  You  Preparing  for  Good  Times  ? 
T3[7ith  an  increase  in  population  of  2,000,000 
^^  a  year,  with  an  enormous  increase  in  con- 
sumptive requirements  by  virtue  of  improved 
labor-saving  machinery  and  modern  methods, 
the  activity  of  1905-1906  and  the  early  part  of 
1907,  great  as  it  seemed  at  the  time,  will  soon 
be  but  a  normal  condition.  Our  regular  vol- 
ume of  business,  considering  the  growth  of 
the  country,  must  in  the  very  near  future  fully 
equal  that  of  the  period  mentioned,  while  the 
abnormal  or  special  periods  of  activity  will 
run  as  far  ahead  of  that  as  that  was  ahead  of 
eight  or  ten  years  ago.  Railroads  must  be  re- 
constructed and  new  lines  built  at  a  cost  of 
many  thousands  of  millions  of  dollars.  No 
road  can  stop  improvements  for  any  great 
length  of  time  without  being  bankrupt  physic- 
ally, and  this  would  soon  mean  financially.  The 
railroads  must  expand  and  practically  double 
in  mileage  and  in  equipment  within  the  next 
ten  or  twelve  years;  in  fact,  a  very  large 
amount  of  it  must  be  done  within  the  next 


five  or  six  years.  City  growth  has  only  fairly 
begun.  The  great  cities  of  the  country,  with 
one  or  two  exceptions,  are  not  much  more 
than  overgrown  villages.  Municipal  improve- 
ments on  a  scale  never  seen  in  our  country 
must  go  forward.  Good  roads  must  be  built 
at  a  cost  of  hundreds  of  millions  of  dollars, 
and  every  other  line  of  work  needed  by  a 
virile,  vigorous  population  of  86,000,000  people 
at  present,  to  be  105,000,000  people  ten  years 
hence  and  130,000,000  twenty  years  hence, 
backed  by  resources  unequaled  elsewhere  on 
the  face  of  the  earth,  must  go  forward  upon 
such  a  scale  commensurate  with  our  natural 
advantages  and  the  world's  wonderful  mate- 
rial progress.  It  behooves  the  wide-awake, 
far-seeing  business  man  to  recognize  these 
conditions  and  to  prepare  for  this  coming 
activity. 

Now,  when  labor  is  cheap  and  abundant, 
when  building  material  is  lower  than  it  has 
been  for  some  years,  when  iron  is  down  in 
price,  when  machine  shops  can  accept  and  fill 
orders  within  a  reasonable  time,  is  pre-emi- 
nently the  opportunity  for  the  far-seeing  mati 
to  prepare  for  the  future  and  for  the  hustling 
man  or  concern  to  secure  business.  In  this 
time  of  dulness  and  low  prices,  when  the  timid 
folks  are  unwilling  to  spend  a  dollar  for  fear 
prosperity  will  never  return,  the  man  of 
strength  and  force  and  business  ability  should 
be  putting  his  factory  into  shape,  re-equipping 
it  with  the  best  machinery,  enlarging  hjs  plant, 
in  order  to  enable  him  to  produce  to  the  best 
advantage  and  at  the  lowest  cost.  Now  is  the 
time  for  the  retail  Hardware  merchant  to  make 
improvements  in  his  store  equipment,  look  over 
and  replenish  his  stock  and  to  do  many  other 
things  for  which  he  could  not  spare  or  find 
time  a  year  ago.  This  is  a  great  time,  a  time 
of  opportunity  for  the  business  man  who  wants 
to  be  ready  to  reap  his  full  harvest  of  pros- 
perity with  the  next  swing  of  the  pendulum 
from  present  depression  to  the  high-water 
mark  of  the  future.  Nobody  need  imagine  for 
one  moment  that  this  country  will  not  soon 
right  itself. 

A  Letter  of  Appreciation 

To   the  Editor: 

I  have  just  been  reviewing  your  February 
number  and  it  impresses  me  as  one  of  the 
finest  issues  I  have  ever  seen  of  your  Maga- 
zine. The  number  of  people  that  talk  through 
it — to  each  other — is  certainly  a  grand  idea. 
Think  of  being  almost  in  the  actual  presence 
of  so  many  bright,  intelligent  fellow-workers. 
When  dinner  is  over,  by  simply  picking  up  the 
•fascinating  magazine,  place  oneself  in  an  easy 
chair,  jand  one  of  the  most  charming  of  all 
evenings  is  .assured. 

I  certainly  wish  to  congratulate  you  all  on 
the  very  marked  improvement  of  its  general 
make-up  and  good-fellowship  it  sparkles  with. 

Cordially,  J.  D.  Warren. 
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A  Hardware  Locomotive 

To  take  the  articles  ordinarily  found  in  a 
Hardware  store  and  construct  of  them  a 
something  entirely  outside  of  the  line,  always 
attracts  attention  and  comment;  Such  publicity 
is  good  advertising,  provided  it  is  favorable. 
Mr.  Asliton,  manager  of  tthe  Matteson  Hard- 
ware Co.,  Morris,  III.,  recently  constructed  a 
locomotive  and  placed  the  same  on  exhibition. 
It  is  shown  in  this  connection.  The  boiler  is 
made  from  an  oil  heater.  The  cylinders  arc 
meat  choppers.  The  main  driving  wheels  are 
wheels  from  a  lawn  mower.  The  front  or 
truck  wheels  come  from  a  hay  carrier.  The 
piston  rods  are  spouts  and  pump  plungers.  The 
connecting  rod  is  a  stove  poker.  A  piece  of 
conductor  pipe  and  a  sprinkler  rose  serve  as 
an   excellent  representation  for  a  smokestack. 


dow  a  hurried  glance  and  then  associating  the 
store  with  any  line  of  goods  displayed!  tlere;- 
hence  window  hits  at  the  inferior  goods  sold 
by  the  catalogue  houses  are  rare.  It  is  pos- 
sible, however,  to  introduce  into  a  display  of 
good  goods  an  amusing  bit  of  contrast  that 
will  leave  a  favorable  impression  of  the  store 
and  at  the  same  time  put  the  desired  slur  upon 
cheap  competitive  goods  without  any  boom- 
erang effect. 

Secure  the  lay  figure  of  a  contented  looking 
mechanic  and  arrange  him  in  his  shop,  with  a 
good  display  of  first-class  tools  upon  the  bench 
before  him,  and  a  half-finished  job  of  fine 
workmanship  receiving  his  attention.  Two  or 
three  completed  jobs,  set  to  one  side,  add  a 
good  deal  to  the  effect.  These  must  bear  evi- 
dence  of   the   smoothest,   most   skillful   work- 


A   Locomotive  Dispi^yed  by  the  Matteson  Hardware  Co., 


Morris,  III. 


wTiile  steel  wool  is  arranged  for  the  smoke.  A 
bicycle  bell  readily  serves  for  the  bell.  An  oil 
can  is  readily  comprehended  for  the  steam 
dome.  The  cab  is  made  from  sink  brackets 
covered  with  stove  pipe  iron.  Two-foot  rules 
and  files  form  the  cow  catcher.  The  tender 
is  made  up  of  dripping  pans,  stack  pipe,  ash 
sieve,  spring  hinge  and  plate  casters.  Charcoal 
does  well  for  the  coal  supply.  The  coach  is 
made  up  of  levels,  registers  and  roofing  paper. 
The  body  is  represented  by  two-burner  oil 
stoves  and  steel  door  mats.  The  wheels  are 
plate  casters.  Barn  door  track  is  made  to  serve 
as  railroad  track,  while  crushed  stone  is  proper 
for  the  roadbed.  The  headlight  is  formed 
from  an  engine  glass  holder  and  an  incan- 
descent bulb.  Hammer  handles  do  well  to  rep- 
resent the  railroad  ties.  It  is  a  commendable 
piece  of  work,  and  will  doubtless  serve  as  sug- 
gestions  for   many   other  progressive   dealers. 

An  Effective  Cheap  Goods  Window  Hit 

Expert     window     dressers    understand     the 
danger  of  busy  people  giving   their  win- 


manship.     In  the   midst  of  the  window   hang 
^.he  placard : 


This  mechanic  is  skillful  and 
happy,  for  we  supply  him  with 
good  tools.  If  you  want  to 
see  his  neighbor,  the  catalogue 
house  patron,  step  up  to  our 
kmetoscope  and  turn  the 
crank.  It's  amusing,  educa- 
tive and  FREE. 


'ihe  "kinetoscope'*  consists  of  a  fair-sized 
box  fitted  with  a  tube  through  which  the  ob- 
server looks,  and  a  crank  for  turning  the 
wheel.  The  interior  must  be  well  lighted  and 
is  fitted  with  a  frame  not  unlike  an  old  fash- 
ioned water  wheel,  the  paddles  consisting  of 
sheets  of  cardboard  upon  which  are  drawn 
appropriate  sketches  of  the  mail  order  house 
mechanic,   struggling   successively   with   a   va- 
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riety  of  cheap  tools,  the  exhibition  finally  clos-  tion  to  understand  its  meaning  and  so  does 
ing  with  a  view  of  the  botch  job  they  finally  not  carry  away  with  him  the  hastily  formed 
enable  him  to  turn  out.  impression   that   the  cheap   line   of  goods  are 


One  Side  of  Stove  Department  of  Canfield  Hardware  Co.,  Lcs  Angeles,  Cal, 

The    man   who   does   not   give   this    display  in  any  way  connected  with  the  stock  of  that 

sufficient  attention   to  grasp  its  full  meaning  store. 

does   not   get    sight   of   the   ch6ap   display   at  Incidentally,  people  who  stop  and  wait  their 

all,  and  so  only  carries  the  impression  of  the  turn  at  the  kinetoscope  are  almost  certain  to  fill 


In  the  Stove  Department  of  Canfield  Hardware  Co.,  Los  Angeles,  Cal. 

high  grade  goods  away  with  him.  Anyone  in  the  time  studying  the  high  grade  tools  dis- 
who  stops  long  enough  to  sec  the  catalogue  played  in  the  window  or  in  a  show  case  placed 
house  hit,  has  given  the  window  enough  attcn-       conveniently  near. 
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SOUTH  DAKOTA  HARDWARE  CONVENTION 


nnhe  third  annual  convention  of  the  South 
1     Dakota  Retail  Hardware  Association  was 
held  the  4th,  5th  and  6th  ult,  at  Aberdeen. 

New  Ofllcen 

President— E.  J.  Gregory,  Alexandria. 

First  Vice-President— F.  I.  Pixley,  Mont- 
rose. 

Second  Vice-President— Geo.  V.  Ayer, 
Deadwood. 

Secretary— H.  E.  Johnson,  Redfield. 

Treasurer— B.  G.  Wattson,  Chamberlain. 

Executive  Committee- E.  D.  Hawkins, 
Vermillion;  W.  A.  Barber,  Mitchell;  O.  P. 
Anderson,  Colton;  J.  L.  Jarvis,  Brookings; 
B.  E.  Tibbets,  Clark;  C.  A.  McArthur,  Aber- 
deen; D.  D.  Gross,  Yankton. 

President  E.  D.  Hawkins,  Vermillion,  pre- 
sided over  the  well-attended  sessions, '  and 
everything  moved  with  a  commendable  pre- 
cision. While  the  customary  president's  an- 
nual address  was  omitted,  President  Hawkins 
gave  a  brief  and  interesting  address.  He  said 
that  there  has  come  about  in  the  last  few  years 
a  great  change  in  the  personnel  of  the  Hard- 
ware business.  A  Hardware  dealer  can  no 
longer  buy  goods  carelessly,  throw  them  on 
his  shelves  in  a  careless  way  and  wait  on  his 
customers  in  a  careless  way  and  succeed.  The 
man  who  desires  to  succeed  in  the  Hardware 
business  must  be  a  man  that  looks  carefully 
into  the  details  of  the  business.  He  must  be 
careful  in  buying,  careful  in  selling,  careful  in 
the  arrangement  of  his  store,  careful  in  adver- 
tising and  careful  in  everything.  Now,  the 
thing  that  has  brought  this  about  is,  probably, 
what  we  have  been  counting  on  as  one  of  our 
great  competitors,  or,  putting  it  stronger,  one 
of  the  great  enemies  to  our  business — the  cata- 
logue houses.  We  must  admit  that  they,  in  a 
large  measure,  have  compelled  the  Hardware 
dealer  to-day  to  do  business  on  business  prin- 
ciples. The  Hardware  dealer  of  to-day  is  a 
man  who  attends  conventions.  He  is  a  man 
who  reads  trade  papers ;  and  right  here  I  want 
to  take  the  liberty  to  say  that  there  is  no  other 
influence  to-day  that  is  doing  as  much  good 
to  make  a  No.  1  retail  Hardware  dealer  as  the 
*trade  papers.  For  instance,  our  own  Hard- 
ware paper  here  in  the  State,  the  Hardware 
Dealers'  Magazine  and  various  others.  All 
of  these  papers  will  do  much  toward  the  im- 
provement of  our  business  if  we  as  retailers 
will  read  them  through  and  study  them. 

GREAT   need  OF  ADVERTISING. 

It  seems  to  me  that  the  great  need  of  the 
Hardware  merchant  to-day  is  advertising,  and 
he  must  do  it  in  many  ways.  He  must  be 
courteous.  He  should  be  courteous  to  the  man 
of  whom  he  buys  his  goods,  to  his  customers, 
to  his  clerks,  and  he  must  be  ready  and  will- 
ing at  all  times  to  adjust  difficulties  that  may 
arise  to   the  mutual   satisfaction  of  all   con- 


cerned, all  of  which  is  very  essential  in  the 
improvement  of  his  business. 

One  thing  a  Hardware  dealer  should  have, 
above  all,  and  that  is  confidence,  and  if  he  has 
confidence  in  his  business  he  must  have  confi- 
dence in  the  times ;  he  must  not  be  a  pessimist, 
but  an  optimist.  He  must  believe  that  times  are 
going  to  be  better  instead  of  worse.  I  believe 
that  instead  of  talking  against  the  times,  the 
Hardware  man  of  to-day  feels  and  talks  to  his 
customers  that  things  are  on  an  upward  climb ; 
the  worst  is  past  and  that  we  will  have  a 
prosperous  year  coming. 

AN    EXCHANGE    SYSTEM    TO    RELIEVE    OVERSTOCK. 

I  would  like  to  see  an  exchange  system  if  it 
can  be  done,  and  I  believe  it  can  be.  For 
instance,  a  dealer  had  an  overstock  of  goods 
in  certain  lines.  By  simply  notifying  the  sec- 
retary, the  secretary  could  probably  find  some 
one  of  our  members  who  would  want  those 
goods.  I  would  advocate  this  for  the  reason 
that  when  a  man  is  overstocked  there  are 
chances  that  he  will  cut  the  price  in  order  to 
reduce  his  stock.  I  believe  this  exchange 
system  could  be  worked  to  advantage. 

Another  thing  I  want  to  speak  of  is  that 
the  national  secretary  should  be  located  at  a 
central  point. 

Secretary  J.  E.  Johnson,  Redfield,  in  his 
annual  report,  gave  a  resume  of  the  year's 
work.  During  the  entire  year  a  heavy  corre- 
spondence was  conducted.  During  the  past 
year  over  100  new  Hardware  stores  were 
opened  in  South  Dakota.  A  satisfactory  cash 
balance  is  on  hand. 

Prof.  E.  F.  Ladd,  Fargo,  N.  D.,  was  pre- 
sented and  made  an  address  on  Paints. 

Vice-President  A.  T.  Stebbins,  Rochester, 
Minn.,  was  present  and  received  a  warm  wel- 
come. His  talk  was  largely  on  the  needs  pf 
thorough  organization,  the  parcels  post,  and 
good  roads.  Mr.  Stebbins  had  charge  of  the 
Question  Box.  In  reply  to  the  question,  "How 
to  attract  the  ladies  to  a  Hardware  store,"  the 
replies  brought  out:  The  store  should  be  kept 
clean;  the  clerk  should  take  off  his  hat  when 
a  lady  entered  the  store  and  should  not  smoke 
in  her  presence.  The  loafing  element  should 
be  eliminated.  Bargain  tables  should  be  a 
prominent  feature. 

W.  J.  Pilkington,  Des  Moines,  la.,  gave  an 
address  on  "The  Retailing  of  Merchandise  a 
Science." 

The  1909  convention  will  be  held  in  Febru- 
ary next  at  Huron, 

Alabama  Betail  Hardware  Association 

Secretary  L.  G.  Smith,  Ensley,  Ala.,  an- 
nounces that  the  annual  convention  of  the 
Alabama  Retail  Hardware  Association  will  be 
held  May  28  and  29,  at  Montgomery.  Active 
preparations  are  already  under  way.  The  or- 
ganization is  young,  but  enthusiastic. 
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NORTH  DAKOTA  HARDWARE  CONVENTION 


One  of  the  addresses  made  at  the  North 
Dakota  Retail  Hardware  Convention 
was  delivered  by  N.  A.  Burdick,  credit  man 
for  the  Hall-Robertson  Hardware  Co.,  of 
Fargo,  entitled  "Independence  in  Business,  or 
Standing  on  Your  Own  Basis."  In  part  he 
said : 

In  the  early  stages  of  development  of  a  new 
section  of  country,  liberal  terms  and  liberal 
credit  are  )important  elements  in  its  upbuilding 
and  have  certainly  been  potent  factors  in  the 
business  growth  of  North  Dakota.  I  believe 
it  is  a  natural  result  of  the  rapid  progress 
made  that  the  custom  should  change  in  re- 
gard to  the  handling  of  credits — not  merely 
between  jobber  and  dealer,  but  between  all 
the  various  branches  of  business  where  long 
credits  have  prevailed. 

Long  terms  have  been  a  serious  load  to  a 
great  proportion  of  the  retail  trade,  and  have 
naturally  extended  to  the  jobbers  who  sup- 
plied them.  Recent  events  seem  to  show  that 
the  time  is  ripe  for  a  readjustment  of  this, 
and  that  the  business  of  the  future  will  be 
done  more  nearly  on  the  basis  of  regular  terms 
as  is  done  in  older  sections. 

Each  year  shows  an  increasing  number  of 
merchants  who  discount  and  pay  their  bills 
when  due,  and  to  them  it  will  mean  no  dis- 
turbance of  their  ordinary  customs.  To  the 
merchant,  whose  business  is  conducted  with 
a  moderate  amount  of  capital,  and  is  built 
up  largely  on  long  time  credits,  the  change 
may  seem  to  present  some  difficulty,  but  it  can 
be  done. 

The  strongest  lesson  in  present  conditions 
is  that  we  must  plan  our  business  not  so  much 
on  the  outside  assistance  we  can  get,  as  on 
the  financial  resources  that  we  personally  con- 
trol. In  adjusting  our  affairs  to  these  condi- 
tions some  will  naturally  lay  by  the  wayside, 
causing  hardship  to  the  individual,  but  the 
general  result  will  be  of  benefit  to  the  business 
interests.  Naturally,  the  change  suggested 
will  take  time,  but  the  more  rapidly  we  can 
accommodate  ourselves  to  it  the  more  quickly 
will  business  move  forward  in  its  accustomed 
way,  with  present  inconvenience  soon  a  mem- 
ory of  the  past.  'The  starting  point  for  a 
change  of  the  kind  mentioned  would  naturally 
be  with  the  consumer.  It  has  been  more  or 
less  a  common  practice  to  allow  accounts  to 
run,  using  the  money  which  should  have  been 
paid  to  the  retailer  for  the  purpose  of  acquir- 
ing more  land,  or  expansion  in  some  other 
direction.  You  have,  most  of  you,  undoubt- 
edly had  experience  in  this  direction  sufficiently 
often  to  appreciate  the  wisdom  of  working  to 
a  basis  where  your  customers  will  give  their 
accounts  first  consideration,  leaving  new  ven- 
tures to  be  cared  for  after  debts  have  been 
paid.  Discouraging  the  long  carrying  of  ac- 
counts  may    curtail    business   to   some   extent 


where  the  capital  invested  is  limited,  but  it 
appears  to  me  it  will  be  beneficial  in  the  way 
of  lessening  chance  of  over-expansion  and 
possible  failure,  and  making  such  business  as 
is  done  more  profitable  and  satisfactory  in 
every  way. 

TENDENCY    TOWARD    SPECIALIZATION. 

The  tendency  now-a-days  in  business  is  to- 
ward specialization,  and  it  has  been  pretty 
thoroughly  demonstrated  that  it  is  not  only 
advisable  but  necessary  in  order  to  get  satis- 
factory results.  Many  a  man  scatters  his 
business  in  a  variety  of  lines,  dividing  his 
ability,  energy  and  finances  among  two  or 
three  widely  different  enterprises  with  the  re- 
suit  that  all  are  liable  to  suffer  from  lack  of 
the  close  attention  necessary  to  make  a  suc- 
cessful business  und^  present  day  competitive 
methods.  To  illustrate — a  great  many  mer- 
chants also  conduct  farming  operations  or 
other  business  that  requires  time  and  atten- 
tion, and  in  a  great  many  cases  one  or  the 
other  must  suffer,  and  in  all  probability,  both. 
If  the  man  of  ordinary  means  decides  to  build 
up  a  mercantile  business,  I  believe  his  time 
and  financial  strength  should  all  be  used  in 
that  direction;  the  conditions  under  which 
business  must  be  done  require  it,  and  I  be- 
lieve too  many  irons  in  the  fire  are  a  common 
source  of  trouble  in  many  instances. 

The  average  man  may  be  a  good  merchant 
or  a  good  farmer,  or  hotel  man,  but  it  is 
hardly  likely  that  he  will  make  a  success  of  all 
of  them  at  the  same  time,  and  I  believe  he 
should  confine  his  attention  and  financial  re- 
sources to  one,  in  order  to  get  the  best  results. 

It  should  be  a  source  of  gratification  to 
every  resident  of  this  great  northwest  section 
to  witness  the  almost  entire  lack  of  business 
demoralization  during  the  financial  flurry. 
Bank  reserves  have  held  stronger  than  in  other 
sections,  and  failures  have  not  been  more  than 
ordinarily  frequent. 

Changes  in  methods  of  doing  business  take 
time,  and  naturally  mean  some  inconvenience, 
before  we  can  adjust  ourselves  to  them,  but 
I  believe  each  one  should  face  the  problem  as 
he  finds  it,  with  a  determination  that  his  busi- 
ness affairs  will  be  so  shaped  as  to  relieve  him 
of  the  burden  of  carried-over  accounts,  and 
put  him  in  position  where  he  is  standing  on 
his  own  basis  and  dependent  on  no  one  for 
more  than  the  ordinary  courtesies  which  are  a 
part  of  such  affairs. 

AN    ELEMENT   OF    DANGER. 

It  strikes  me  that  one  element  of  danger, 
which  is  often  overlooked,  and  which  often 
brings  disappointment  that  might  be  avoided, 
is  this :  Often  too  little  consideration  is  given 
to  the  possibilities  and  needs  of  a  business 
before  it  is  launched  or  the  yearly  campaign 
is  mapped  out.  In  other  words,  too  few  mer- 
chants consider  just  what  amount  of  business 
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they  may  expect  from  their  territory,  just  how 
large  a  stock  is  required  to  handle  it,  what 
yearly  profits  may  be  reasonably  expected,  and 
what  expense  such  a  business  will  stand,  and 
then  govern  themselves  accordingly.  You  can 
probably  call  to  mind  cases  where  new  stores 
with  liberal  stocks  were  opened  in  localities 
already  well  supplied,  which  with  extravagant 
expense  accounts  and  ill-advised  credits  have 
resulted  in  the  failure  which  might  have  been 
avoided  by  proper  consideration  at  the  start. 

FRIENDLY     FEELING    BETWEEN     MERCHANTS     AND 
CREDIT   MEN. 

I  would  not  feel  that  I  had  done  justice  to 
the  profession  of  which  I  am  an  obscure  mem- 
ber, if  I  did  not  take  the  opportunity  to  say  a 
few  words  in  the  hope  of  improving  the 
friendly  feeling  which  has  been  growing  of 
late  years  between  merchants  generally  and  the 
credit  men  of  the  houses  with  whom  they  deal. 
Not  so  many  years  ago,  the  mention  of  the 
name  credit  man  suggested  an  inquisitive  in- 
dividual, who  exhibited  an  apparently  unneces- 
sary interest  in  private  affairs  and  whose  en- 
tire mission  in  life  seemed  to  be  to  make 
trouble.  I  .believe  to-day  the*  viewpoint  has 
changed  and  the  mention  of  the  name  suggests 
a  hard-working  individual  who  is  maybe  more 
or  less  of  a  Missourian  in  wanting  to  be 
shown,  and  who  is  often  the  "Doctor"  in  cases  ' 
of  financial  sickness,  but  who  is  interested  in 
the  welfare  of  customers  as  well  as  the  house 
he  represents,  and  whose  advice  or  suggestion 
may  be  had  for  the  asking,  not  assuming  that 
Jiis  ability  is  greater  than  the  retailers',  but 
merely  that  from  the  nature  of  his  work  he  is 
likely  to  be  more  closely  in  touch  with  general 
conditions  than  the  average  merchant,  and 
who,  I  believe,  would  tell  you  that  the  most 
pleasant  memories  connected  with  his  busi- 
ness career  were  of  merchants  in  whose  cases 
he  had  been  the  humble  instrument  to  adjust 
their  difficulties  and  assist  them  to  attain  the 
position  where  they  stood  on  their  own  foun- 
dation. Establish  as  close  and  friendly  rela- 
tions as  may  be  with  the  credit  men  of  the 
houses  you  deal  with.  The  satisfactory  rela- 
tions between  you  and  your  jobbers  come 
largely  through  them  and  you  will  find  it  will 
at  least  do  you  no  harm  in  a  business  way 
and  may  be  of  considerable  benefit  to  you  to 
be  on  such  friendly  footing. 

To  summarize  the  few  points  I  have  men- 
tioned— the  business  of  the  future  will 
probably  be  done  along  closer  lines  than  here- 
tofore. The  extension  of  accounts  will  be 
materially  lessened  from  what  has  been  the 
practice  in  the  past.  To  the  man  who  has 
reached  the  point  where  he  discounts  his  bills 
and  whose  accounts  are  closely  collected  each 
year,  congratulations  are  due.  To  the  mer- 
chant who  has  struggled  with  the  evil  of  long 
carried  accounts  with  limited  resources,  let  us 
hope  that  by  careful  buying,  giving  credit  cus- 
tomers to  understand  that  accounts  must  \)ii 


taken  care  of  at  a  fixed  date  not  too  far 
distant,  keeping  necessary  expenses  as  low  as 
possible  and  avoiding  the  unnecessary,  he 
will  be  freed  from  many  of  the  annoyances  of 
the  past  and  find  business  a  pleasure  instead  of 
a  burden. 

President  S.  R.  Miles,  of  the  National  As- 
sociation, made  a  brief  address. 

An  Address  on  Faints 

Prof.  E.  F.  Ladd,  Fargo,  State  Dairy  and 
Food  Commissioner  of  North  Dakota,  made 
an  address,  in  the  course  of  which  he  said 
that  he  still  stood  for  the  North  Dakota  law 
as  enacted,  and  that  he  had  not  changed  his 
views  in  regard  to  it.  From  70,000,000  to  80,- 
000,000  gallons  of  paint  are  annually  produced 
in  the  United  States.  This  means  an  annual 
outlay  to  the  people  of  this  country  of  not  less 
than  $100,000,000  for  paints  as  protective  and 
decorative  coats.  The  cost  of  applying  this 
material  is  not  less  to  the  public  than  another 
$100,000,000,  and  if  poor  material  is  employed 
the  cost  of  further  deterioration  of  the  build- 
ings cannot  well  be  estimated. 

Is  not  then  the  study  of  paints  a  subject 
worthy  of  careful  consideration?  It  is  also 
of  importance  for  the  further  reason  that  we 
need  a  more  accurate  knowledge  of  the  rela- 
tive value  of  the  various  paint  pigments,  and 
the  various  combinations  of  the  same,  as  well 
as  a  more  definite  acquaintance  with  the  prop- 
erties of  the  vehicle  employed.  To  what  ex- 
tent shall  volatile  driers  be  used  and  what  is 
the  effect  of  water  in  paints  in  their  wearing 
quality?  We  also  need  a  more  careful  study 
of  the  physical  and  chemical  properties  of 
paint,  and  how  these  properties  affect  the 
wearing  quality. 

Why  do  paints  *'crack,"  "alligator,"  "buckle," 
"peel"  or  "go  craz}^,"  etc.?  Scores  of  such 
questions  present  themselves  for  our  consid- 
eration, and,  if  we  examine  paint  literature, 
confusion  and  not  satisfaction  results  there- 
from, largely  because  conclusions  have  been 
based  upon  theories  rather  than  proven  facts. 

Sabin  says:  "Most  of  the  failures  of  lead 
and  zinc  paints  are  due  to  the  use  of  these 
volatile  thinners.  (Referring  to  benzine  and 
turpentine.)  A  good  japan  drier  is  what  he 
would  recommend,  but  many  of  these  are  made 
with  rosin  in  place  of  resin,  and  rosin  is  an 
injury  to  the  durability  of  any  paint.  Again, 
boiled  linseed  oil  not  unfrequently  contains 
similar  inferior  driers  used  in  its  preparation. 
If  no 'false  or  misleading  statements  were  made 
with  regard  to  the  composition  of  the  paints 
themselves,  it  will  be  seen  that  there  are 
many  important  questions  that  need  to  be  in- 
vestigated for  the  benefit  of  the  public  at  large. 
Such  investigations  can  best  be  made  at  our 
experiment  stations  where,  already,  there  exist 
facilities  for  conducting  accurate  investigation 
upon  paints  in  both  the  laboratory,  on  build- 
ings and  upon  properly  constructed  test  fences. 
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In  1906  the  North  Dakota  experiment  sta- 
tion began,  in  connection  with  the  laboratory 
tests  on  paint,  a  series  of  practical  painting 
tests  carried  out  upon  substantially  constructed 
test  fences.  These  fences  have  been  repeat- 
edly described  and  are  familiar  to  many  of 
you  who  have  seen  them.  Each  test  section 
contains  approximately  25  square  feet  upon 
each  side  of  the  fence;  one  side  being  two 
types  of  clapboards  the  other  two  types  of 
plain  boards  placed  like  th^  clapboards  hori- 
zontally upon  the  fence  and  with  an  18-inch 
space  between  the  fence  and  the  ground. 

SOME    OF    THE    EARLY    PAINT    TESTS. 

In  the  first  paint  tests  paints  were  employed 
as  found  upon  the  market.  Among  these  there 
are  to  be  found  old  Dutch  process  white  lead, 
a  sublimed  lead,  three  types  of  lead  and  zinc 
paints,  a  sublimed  lead  and  zinc  paint,  a  lead 
and  zinc  paint  containing  lime  and  silica,  a 
Colorado  zinc  lead  white  combined  with  white 
lead  and  10  to  20  per  cent,  of  inert  fillers; 
a  white  lead  and  zinc  paint  containing  10  per 
cent,  of  lime,  and  magnesia  as  a  silicate.  There 
was  one  paint  containing  15  per  cent,  of  water 
and  16  per  cent,  of  benzine,  with  30  per  cent, 
of  filler;  a  catalogue  house  paint  containing 
24  per  cent,  of  water,  4  per  cent,  of  benzine 
and  51  per  cent,  of  filler.  We  have  white  lead 
without  any  white  lead  in  them;  catalogue 
houses*  paint  having  44  per  cent,  of  water  and 
benzine,  no  white  lead  at  all,  and  70  per  cent, 
of  make-weight  or  fillers  combined  with  zinc. 
There  was  also  a  zinc  and  barytes  paint.  It 
will  thus  be  observed  that  we  have  in  this  test 
a  wide  range  of  commercial  paints.  In  each 
case  the  paints  were  applied  by  a  competent, 
practical  painter  of  large  experience,  and  after 
the  manner  specified  by  the  manufacturers  in 
their  descriptive  literature.  There  will  be 
found  in  our  forthcoming  report  a  detailed 
statement  with  regard  to  this  experiment, 
showing  the  composition  of  the  paints,  and 
the  wearing  properties  up  to  the  fall  of  1907, 
or,  practically  one  year  after  their  application. 
We  believe  that  these  results  will  prove  of 
great  interest  and  value,  and  another  year  I 
am  sure  will  demonstrate  to  the  public  some- 
thing of  the  relative  merits  of  the  various 
paints  which  were  being  sold  in  North  Da- 
kota prior  to  the  enactment  of  the  paint  law. 
Some  of  the  paints  are  wearing  well,  others 
are  going  *'crazy,"  "alligatoring,"  while  some 
are  peeling  badly,  all  under  the  same  condi- 
tions, thus  indicating  a  difference  in  value,  not 
only  as  decorative  coats  for  buildings,  but  for 
protective  purposes  as  well. 

Inasmuch  as  the  paints  have  been  applied 
only  one  year  it  is  neither  possible  nor  fair 
to  draw  any  very  general  conclusions  regard- 
ing their  relative  merits.  One  paint  may  show 
up  well  as  first  painting,  but  prove  very  bad 
for  painting  over  a  second  time.  In  such  cases 
we  may  blame  the  paint  last  used,  while  in 
reality  the  paint  employed  the  first  time  may 


be  the  one  at  fault.  On  the  other  hand,  the 
paint  may  wear  well  the  first  year  and  then 
later  begin  to  show  its  bad  effects.  It  is  very 
evident,  however,  from  the  results  thus  far 
that  some  of  the  paints  employed  are  more 
than  worthless. 

What  is  the  cause  of  trouble  in  the  foregoing 
experiments?  Is  the  bad  condition  due  to  the 
16  parts  of  water  or  the  28  parts  of  benzine 
in  the  vehicle,  or  is  it  due  to  the  70  parts  of 
inert  (?)  lime,  clay,  barytes  and  silica  with 
the  absence  of  white  lead?  The  real  cause 
must  be  determined  after  more  careful  and 
extended  investigations  of  the  various  causes 
for  deterioration  of  paints  as  now  found  oh 
the  market.  Experiments  and  observations 
thus  far  made  among  the  consumers  of  paint 
have  shown  that  the  public  are  not  demanding 
poor  paint,  and  since  the  exposures  manufac- 
turers,have  very  materially  changed  their  for- 
mulas during  the  past  18  months.  The  North 
Dakota  law  has  undoubtedly  had  an  influence 
in  bringing  about  these  changes,  and,  as  our 
experiments  would  indicate,  all  to  the  advan- 
tage of  the  consumer. 

During  the.  winter  of  1906-1907  plans  were 
made  for  a  most  extensive  and  comprehensive 
series  of  paint  tests.  In  these  tests  white  lead 
was  to  be  tested  along  with  specially  prepared 
paints,  made  under  the  direction  of  the  Na- 
tional Paint  Manufacturers'  Association  of  the  y 
United  States.  This  association,  in  addition 
to  the  donation  of  specially  prepared  paints, 
also  financially  aided  in  enlarging  the  field  of 
experiments.  For  this- special  work  eighteen 
paints  were  prepared  by  and  under  direction 
of  the  National  Paint  Manufacturers'  Asso- 
ciation of  the  United  States,  "^nd  in  these  sev- 
eral tests  it  is  to  be  assumed  that  the  formulas 
have  been  prepared  to  represent  the  ideas  of 
the  several  manufacturers  in  the  association. 
They  certainly  represent  a  wide  range  of  dif- 
ference, but  in  the  light  of  some  claims  set 
up  by  well-known  authorities  modifications 
may  be  found  desirable  after  we  learn  the 
effects  in  the  present  combinations.  The  chief 
purposes  of  our  experiments  for  the  year  have 
been  to  test  out  the  North  Dakota  idea,  and 
to  determine  whether  all  pigments  are  of  like 
value  in  paints  and  as  the  basis  for  paints. 
The  substitution  of  a  small  proportion  of  some 
other  pigment  in  place  of  white  lead  and  zinc 
oxide  may  be  successfully  made,  but  that  any 
one  of  them  may  successfully  take  the  place 
of  good  white  lead  has  been  seriously  ques- 
tioned by  competent  authorities.  Certainly  the 
extensive  employment  of  benzine  and  water 
in  place  of  good  oil  in  the  thinner  has  not 
been  shown  to  be  defensible. 

Election  of  Officers 

The  election  of  officers  resulted  as  follows: 
President — W.  R.  Mcintosh,  Bottineau. 
First  Vice-President— G.  W.  Wolbert,  Bis- 
marck. ^  T 
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Second  Vice-President — P.  Fugelso,  Minot 

Secretary — C.  N.  Barnes,  Grand  Forks. 

Treasurer — H.  F.  Emery,  Fargo. 

Executive  Committee— I.  A.  Bjelde,  May- 
ville;  H.  W.  Moe,  Church's  Ferry,  and  the 
other  officers. 

Bismarck  was  selected  as  the  place  for  the 
1909  convention  meet. 

National  Betail  Haidware  Association 

The  annual  meeting  of  the  National  Retail 
Hardware  Association  will  be  held  at 
St.  Louis,  March  22  tp  26,  inclusive.  The 
president  is  S.  R.  Miles,  Mason  City,  la.,  and 
the  secretary,  M.  L.  Corey,  Argos,  Ind. 

Southern  Haidware  Jobbers'  Association 

The  next  annual  convention  of  the  Southern 
Hardware  Jobbers*  Association  will  be 
held  at  Hot  Springs,  Ark.,  from  the  9th  to 
the  12th  of  June.  In  accordance  with  the 
expressed  wishes  of  the  majority  of  the  mem- 
bers, there  will  be  no  banquet.  John  Donnan, 
of  the  W.  S.  Donnan  Hardware  Co.,  Rich- 
mond, Va.,  is  president,  and  the  secretary- 
treasurer  is  C.  E.  Kersey,  P.  O.  Box  654, 
Richmond,  Va. 

Minnesota  Setail  Hardware  Association 

The  annual  convention  and  Hardware  ex- 
hibition of  the  Minnesota  Retail  Hard- 
ware Association  was  held  the  25th  to  28th 
ult.  in  the  Auditorium  Building,  St.  Paul, 
Minn.  There  was  a  very  large  attendance 
and  the  various  sessions  were  filled  with  much 
that  was  interesting  and  valuable  to  the  mem- 
'bers.  Some  of  the  national  officers  were  pres- 
ent and  made  addresses.  Several  papers  were 
read.  Not  the  least  interesting  feature  was 
the  question  box.  Reports  concerning  the  in- 
surance department  showed  it  to  be  in  a  most 
prosperous  condition.  On  the  first  of  the  year 
there  was  a  net  surplus  of  $94,679.  The  gross 
premiums  written  during  last  year  amount  to 
$120,582,  with  gross  losses  of  ^,420  and  gross 
expenses  of  $14,334.  The  return  premium  for 
1908  is  50  per  cent.  The  amount  of  premiums 
to  be  returned  policyholders  during  this  year 
is  $60,291.  The  company  has  policies  in  thirty- 
five  different  states.  The  growth  since  1899, 
the  date  of  organization,  has  been  rapid  and 
is  maintaining  its  pace.  Any  member  of  a 
state  Hardware  association  is  eligfble  to  take 
out  policies  in  this  or  any  other  Hardware 
mutual  company. 

Seventy-Fiffh  Anniversary 

The  house  of  Geo.  D.  Krause  Hardware  Co., 
Lebanon,  Pa.,  was  established  in  1833, 
and  therefore  this  year  reaches  the  seventy- 
fifth  milestone  in  its  career.  In  commemora- 
tion of  the  event  the  house  has  brought  out  a 
booklet  giving  a  number  of  interesting  facts 
concerning  its  growth.  John  D.  Krause  estab- 
lished the  business  and  there  were  several 
changes  as  the  years  rolled  by,  the  present 
corporation  being  formed  in  1902.    From  the 


modest  beginning  in  a  10x12  room  with  6  feet 
of  shelving  and  a  6-foot  counter,  the  business 
has  developed  and  expanded  until  the  present 
time  shows  them  with  one  of  the  best  equipped 
Hardware  establishments  in  eastern  Pennsyl- 
vania. 

Wants  €atalognes 

To  the  Editor: 

Sir: — You  will  note  we  have  just  become 
one  of  your  subscribers,  having  received  the 
February  number  as  the  first. 

We  have  just  added  to  our  line  of  house 
furnishings,  stoves,  tinware,  granite  ware, 
furnaces;  we  do  piping,  eaves  spouting,  etc.; 
would  be  pleased  to  receive  catalogues  from 
houses  handling  these  goods.  We  like  the 
Magazine.  It  is  refreshing,  like  talking  with 
a  successful  merchant,  and  can't  help  but  in- 
spire any  merchant  A.  J.  Heeg  &  Co. 

Waterman,  111. 

Hasn't  This  Oocnrred  in  Tonr  Store? 

Two  customers  enter  your  store. 

One  is  a  regular  patron — the  other  a 
stranger. 

Which  one  gets  your  best  greeting  and  at- 
tention ? 

Ninety-nine  times  out  of  a  hundred,  the 
regular  patron. 

This  is  all  right,  but  if  you  would  reverse 
your  methods  and  give  your  own  personal 
attention  to  your  new  customer,  letting  some 
one  else  look  after  your  regular  patrons,  it 
would  bring  better  results. 

Your  regular  patron  you  can  depend  upon 
anyway,  from  past  transactions  that  have  held 
'his  trade. 

The  other  may  mean  a  case  of  adding  or  los- 
ing a  new  customer  to  your  store. 

The  stranger  entering  your  store  may  be 
only  after  li  small  thing,  but  if  he  finds  his 
business  is  appreciated  by  receiving  the  per- 
sonal attention  of  the  proprietor  the  first  time 
he  comes  in,  next  time  it  may  turn  out  a 
bigger  order. 

On  the  first  impression  a  customer  gets  of 
your  store  depends  whether  he  says  to  his 
friends,  "Oh,  they  are  obliging  and  attentive 

up  at  : ,'*  or  whether  he  says,  "I 

wouldn't  go  there,  if  I  were  you;  I  was  there 
a  few  days  ago  and  only  a  lad  waited  on  me." 

Give  new  customers  your  personal  attention 
whenever  it  is  possible.    It  pays. 


The  Barrett  Mfg.  Co.,  New  York,  Chicago, 
Philadelphia,  and  other  large  cities,  are  manu- 
facturers of  "Amatite,"  a  roofing  which  is  in 
wide  use.  Knowing  the  natural  difficulty  of 
convincing  the  average  prospective  customer 
of  the  value  of  this  article,  they  offer  to  send 
samples  in  order  to  acquaint  such  person  with 
this  mineral  surface  roofing.  This  roofing, 
when  once  laid  on  a  house  or  barn,  needs  no 
further  attention  in  any  way.     ^-^  ^ 
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TEXAS  RETAIL  HARDWARE  CONVENTION 


The  tenth  annual  convention  of  the  Retail 
Dealers'  Hardware  and  Implement  Asso- 
ciation of  Texas  was  held  the  latter  part  of 
January. 

OFFICERS   ELECTED. 

The  following  officers  were  elected  for  the 
•  ensuing  year : 

President — O.  E.  Schow,  Clifton. 

Vice-President— J.  R.  Cole,  Sherman. 

Secretary-Treasurer— J.  W.  McManus, 
Dallas. 

Directors — Joe  E.  Johnston,  Dallas;  C.  M. 
Pattillo,  Stamford;  D.  K.  Cason,  Nacog- 
doches; H.  C.  Meyer,  Rockdale;  Sam  J.  Ken- 
nerly,  Gainesville;  John  O.  Turner,  Hillsboro. 

Advisory  Committee  on  Insurance — Jess 
Baker,  Chairman,  Granbury;  A.  L.  Smith, 
Hillsboro;  J.  Desenberg,  Mexia. 

In  reviewing  the  work  of  the  past  year, 
President  W.  A.  Spangler  stated  that  the  ob- 
noxious occupation  tax  had  been  repealed,  a 
result  very  largely  attributed  to  the  work  of 
the  association.  Another  important  thing  ac- 
complished was  the  formation  of  the  recip- 
rocal insurance,  which  was  now  on  a  good 
basis.  It  was  urged  that  legislation  be  en- 
acted regarding  what  is  known  as  the  land- 
lord's lien  and  a  peddlers'  law.  The  pistol 
law  will  be  tested  in  the  courts,  as  to  its  con- 
stitutionality, and  then  the  association  will  try 
for  some  modification  of  the  law  so  that  the 
mail  order  houses  will  not  have  all  the  advan- 
tages. At  presejit,  while  perhaps  not  as  many 
pistols  are  sold  as  ever,  it  is  asserted,  just 
that  much  is  taken  from  the  general  trade  and 
given  to  outsiders  that  pay  no  taxes  to  keep 
up  the  State.  The  advantages  following  the 
formation  of  local  clubs  was  set  forth.  An 
association  emblem  would  be  a  good  adver- 
tisement of  the  organization,  and  when  adopted 
each  member  should  display  it.  Membership 
certificates  should  be  issued  which  could  be 
displayed  in  the  office  of  the  member  or  in 
his  store.  Fighting  on  the  line  against  par- 
cels post  and  catalogue  houses  should  not  be 
abated  at  any  time.  If  the  rumor  is  true, 
catalogue  houses  frequently  get  better  express 
rates  than  the  Texas  members. 

Secretary  J.  W.  McManus,  Dallas,  in  his  re- 
port, mentioned  the  splendid  growth  of  the 
association  during  the  past  year.  The  Insur- 
ance Department  had  written  nearly  $200,000 
insurance  during  the  year.  The  spirit  of  co- 
operation that  had  been  manifested  in  some 
directions  should  be  encouraged  and  spread 
throughout  the  ranks  of  the  association,  as 
great  good  would  result.  In  the  classification 
of  dealers,  much  good  could  be  accomplished. 
Instances  have  been  brought  to  light  where 
some  parties  simply  had  letterheads  printed  so 
they  could  secure  trade  prices  on  a  small 
amount  of  goods  they  desired  for  their  own 
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use,  or  which  they  sold  to  some  friends  at  or 
near  cost,  to  the  detriment  of  the  legitimate 
dealer.  The  secretary  pointed  out  that  it  was 
not  enough  to  attend  the  annual  conventions, 
become  enthused  and  go  home,  but  he  should 
studiously  consult  the  trade  papers,  take  them 
home,  and  also  to  have  the  employes  read 
them.  Many  excellent  ideas,  new  goods  to 
put  in  stock,  etc.,  would  be  the  result.  Fur- 
ther, the  dealer  needs  the  trade  paper  to  keep 
him  informed  as  to  the  work  that  is  being 
done  by  his  own  and  other  associations.  This 
maintains  his  enthusiasm  and  cheers  him  to  do 
better  efforts.  Matters  pertaining  to  dealers 
handling  implements  included  the  contem- 
plated changes  in  terms  on  implements  and 
vehicles  from  the  manufacturers,  the  canvasser 
question,  warranty  on  vehicles,  discount  on 
repairs,  windmill  and  thresher  matters,  etc. 
A  more  emphatic  stand  should  be  taken  rela- 
tive to  the  retailing  of  goods  by  jobbers  and 
manufacturers;  they  should  not  trespass  upon 
the  rights  of  the  retail  trade. 

Some  discussion  was  had  pertaining  to-  the 
landlord's  lien  as  it  is  at  present.  If  a  tenant 
is  unable  to  pay  his  debts  and  there  is  a  land- 
lord's lien,  the  landlord  comes  along  and  has 
first  chance,  and  perhaps  the  only  one,  at  the 
tenant's  assets.  The  landlord  should  be  obliged 
to  take  his  place  in  an  equal  share  with  other 
creditors,  such  as  the  Hardware  and  imple- 
ment dealers,  etc.  Several  members  cited  their 
experiences  under  the  law,  and  while  the  ma- 
jority were  in  favor  of  a  change,  others  stated 
the  present  conditions  were  satisfactory.  One 
member  said  that  he  carried  credit  matters  to 
the  extent  that  he  insisted  that  every  em- 
ploye pay  his  debts,  and  if  the  best  employe 
he  had  refused  to  do  so,  he  would  dispense 
with  his  services.  If  we  were  a  little  more 
cartful  in  our  credits  we  would  be  safer  and 
do  a  more  profitable  business. 

Presenting  Our  Goods  to  the  Trade 

S.  J.  Kennerly,  Gainesville,  prepared  a  paper 
on  "How  to  Present  Our  Goods  to  the  Trade," 
which,  in  part,  follows: 

First — I  would  arrange  to  have  our  stores 
properly  filled  with  goods.  No  wide,  empty 
spaces  greeting  the  eyes  of  would-be  pur- 
chasers. 

To  make  a  favorable  impression  on  the 
passing  public,  and  to  make  people  pause,  gaze, 
enter  and  buy,  it  is  necessary  to  have  system 
in  the  arrangement  of  our  goods.  Our  show 
windows  must  be  clean  and  the  goods  dis- 
played to  the  best  possible  advantage.  Inside 
the  stores,  each  department  must  contain  the 
articles  for  which  it  was  reserved.  If  a  cus- 
tomer enters  and  calls  for  a  coffee  pot,  pilot 
him  to  the  tinware  department;  if  a  pocket 
knife,  the  cutlery  showcase,  and  his  selection 
is  soon  made.  If  goods  are  in  their  proper 
Digitized  by  Vj  W^  V  iC 


March,  1M8. 


HARDWARE  DEALERS'  MAGAZINE 


.561 


places,  we  can  be  prompt,  and  quick  service 
means  time  saved  to  ourselves  and  also  to  our 
customer,  and  this  gives  him  a  very  high  re- 
gard for  our  business  methods.  The  best-pay 
customers  do  not  have  time  to  wait  while  wc 
hunt  under  the  counters  or  go  through  all  the 
bins  to  find  a  10-inch  plow  share.  Prompt 
service  and  quick  sales  bear  the  best  per  cent, 
of  profit. 

So  arrange  the  showcase  that  the  farmer's 
boy  will  yearn  for  a  pocket  knife  or  a  fishing 
line  and  reel,  and  his  daughter  be  filled  with 
desire  to  possess  a  pair  of  bright,  sharp  scis- 
sors contMned  therein.  In  other  words,  have 
the  goods  speak  for  themselves  and  make 
their  own  appeal  to  the  people,  while  you 
stand  ready  to  help  the  customer  make  up  his 
mind,  if  he  hesitates. 

But  first,  last  and  all  the  time,  be  honest 
and  tjnjthful  in  the  presentation  of  every 
article  for  sale.  Buy  the  best  articles  that  are 
suited  best  to  the  trade;  represent  them  to  be 
just  what  they  are,  no  more,  no  less;  sell 
them  for  a  reasonable  and  just  profit.  If  we 
know  a  wagon-bed  to  be  made  of  cottonwood, 
do  not  claim  it  to  be  poplar;  but  we  can  ex- 
plain that  the  scarcity  of  poplar  makes  the 
use  of  the  next  best,  which  is  cottonwood. 
This  plan  will  bring  to  us  the  respect  of  th€ 
business  world  and  the  confidence  of  our  fel- 
low-citizen, for  no  falsifier  ever  escaped  his 
just- punishment.  I  do  not  mean  by  the  above 
to  parade  or  advertise  the  bad  points  of  our 
goods,  but  I  do  mean  that  we  should  never 
over-rate  them.  And,  moreover,  we  should 
not  make  too  strong  a  guarantee  on  any 
article  that  we  sell.  The  goods  are  just  what 
they  are,  and  we  can  stand  by  them  only  as 
such.  If  we  attempt  to  do  otherwise,  we 
lose  our  profits  and  the  confidence  of  our  cus- 
tomers. 

Man  is  a  cautious  animal,  afraid  of  what  he 
does  not  see,  and  does  not  understand.  If  he 
buys  an  article  upon  which  we  have  put  an 
extra  guarantee,  and  said  article  proves  un- 
worthy, if  no  other  loss,  we  shall  have  lost 
his  confidence,  and  ever  afterwards  he  doubts 
our  veracity  and  suspects  our  business  integ- 
rity. 

EACH  BRANCH   SHOULD  SHOW  ITS  PROPORTIONATE 
PROFIT. 

Another  thing,  I  was  never  a  strong  be- 
liever in  the  theory  that  a  merchant  should 
cut  the  entire  profit  out  of  one  branch  of  his 
business  to  boost  up  the  other.  Let  each 
article  bear  its  proportionate  part  of  the  profit, 
according  to  the  number  of  times  it  is  turned 
oyer  during  the  year.  In  all  retail  businesses 
special  articles  are  used  as  leaders.  Care  must 
be  tafeen  not  to  spend  too  much  time  on  these 
leaders.  People  know  we  have  them,  and  let 
the  leaders  take  care  of  themselves,  while  we 
work  on  more  profitable  branches  of  our  busi- 
ness.    Profit  is  what  counts  in  business,  and 


the  persistent  efforts  to  push  leaders  to  the 
neglect  of  the  more  profitable  branches  will 
surely  find  us  at  inventory  time  with  the  bal- 
ance on  the  wrong  side  of  the  ledger. 

Further,  if  an  article  is  worth  a  dollar,  say 
so  with  the  firmness  that  will  carry  conviction 
to  the  brain  of  our  customer.  Do  not  get 
frightened  and  sacrifice  the  profit,  if  he 
threatens  to  go  elsewhere  for  cheaper  goods. 
Admit  that  cheaper  goods  can  be  found  for 
less  money.  That  is,  admit  that  inferior  goods 
for  kss  money  can  be  found,  but  not  cheaper; 
for  no  good  article  was  ever  made  that  was 
not  patterned  after  on  a  cheaper  scale.  It  is 
far  better  for  our  customers  to  say  of  us,  "I 
paid  a  tall  price  for  it,  but  it  was  worth  what 
I  paid,"  than  to  say,  *T  gave  but  little  for  it, 
and  it  was  not  worth  that  little."  The  hold- 
fast customers  are  the  ones  that  can  buy  the 
best  goods. 

We  must  never  gauge  our  customer's  pocket- 
book  by  our  own,  for  nearly  all  of  us  have  a 
streak  of  stinginess  in  our  nature,  and  our 
streak  of  stinginess  might  prompt  us  to  buy 
a  $25  stove  for  our  wife,  when  our  customer 
would  prefer  a  $50  range  for  his  bride.  So 
present  the  best  goods  first,  and  then  scale 
down.  Charge  a  reasonable  profit  and  leave 
it  to  the  judgment  of  the  customer,  and  you 
will  scarcely  ever  miss  a  sale. 

It  is  sometimes  necessary,  or  good  judg- 
ment, to  sell  an  article  below  cost,  but  it  is 
not  always  necessary  or  good  judgment  to 
impart  this  to  the  customer.  Offer  it  to  him 
at  a  certain  price,  and  he  naturally  thinks 
that  price  covers  some  profit  for  yourself.  If 
you  should  tell  him  the  price  was  below  cost 
he  would  not  believe  you,  or  would  get  sus- 
picious of  the  goods.  People  are  often  sus- 
picious where  there  is  no  just  cause  for  sus- 
picion. 

It  is  well  that  we  should  know  just  why  an 
article  is  so  constructed.  Familiarize  ourselves 
with  the  make-up,  so  that  we  can  answer  every 
question  or  anticipate  the  questions  of  a  cus- 
tomer, and  explain  it  in  our  own  language. 

When  the  ladies  enter  the  store  for  a  box 
of  tacks,  detain  them  at  the  showcase  and 
show  them  the  new  styles  in  percolators,  the 
new  designs  in  enameled  ware,  and  such  other 
things  as  are  necessary  in  the  kitchen.  All 
good  housekeepers  recognize  the  value  of  such 
articles,  and  are  glad  to  buy,  and  more  glad 
to  buy  from  the  man  who  is  thoughtful,  cour- 
teous and  interested  in  selling  his  wares. 

Trade  and  barter,  buying  and  selling,  have 
always  existed,  and  the  retailing  of  merchan- 
dise is  necessary  to  the  welfare  of  all  people 
and  all  nations.  Ours  is  an  honorable  occupa- 
tion, and  let  us  keep  "it  scrijy  always  observing 
and  practising  good  business  principles,  ever 
keeping  in  view  the  abstract  virtues  of  hon- 
esty, industry  and  justice  forever,  so  our  in- 
tegrity cannot  be  questioned. 

Make  friends  with  the  people,  not  only  for 
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the  sake  of  selling  our  goods,  but  also  for  the 
joy  of  good  fellowship.  The  goods  will  sell 
themselves  to  those  who  like  and  trust  us. 

In  the  discussion  which  followed  a  member 
remarked  that  in  making  sales  of  any  kind  it 
depends  a  good  deal  on  the  judgment  of  the 
salesman,  and  sizing  his  customer  up.  If  you 
told  one  customer  that  you  wanted  to  sell  his 
bride  a  $60  range,  you  might  scare  him  so 
bad  that  he  would  not  buy  anything,  while  at 
the  same  time  you  might  show  him  a  $16 
stove  and  make  a  sale  at  once.  You  must 
know  your  customer.  Whenever  you  take  a 
lady  customer  in  to  show  her  anything,  no 
matter  what  kind  of  girl  she  is,  or  where 
raised,  sbe  likes  pretty  things,  and  she  likes 
to  be  shown  pretty  things  that  you  may  know 
that  it  is  impossible  for  her  to  buy,  but  you 
flatter  her  vanity  if  you  show  her  pretty 
things,  if  they  are  even  out  of  her  reach.  If 
it  is  a  lady  customer,  commence  on  the  high- 
est price  first;  if  it  is  a  man  customer,  show 
him  what  he  wants,  or  you  could  commence 
on  the  lowest  price  first,  which  will  depend 
upon  circumstances  and  his  circumstances. 

President  Spangler,  in  speaking  to  the  sub- 
ject in  'hand,  remarked  that  some  one  had 
mentioned  arranging  the  show  case,  and  halt- 
ing the  people  at  the  right  place.  I  think  there 
is  a  whole  lot  in  that.  We  have  had  Hy  chance 
among  some  drummers'  samples  of  pocket 
knives,  and  among  other  things  a  dirk,  which 
was  placed  in  the  show  case  along  with  the 
pocket  knives.  I  don't  remember  what  it  cost, 
but  it  was  the  cheapest  article  that  was  in  that 
show  case  and  was  very  showy,  and  every  man 
that  came  along  stopped  and  looked  at  that 
dirk,  and  it  sold  more  pocket  knives  than  any 
other  article  that  I  ever  had,  because  it  was 
right  at  the  door  where  everybody  could  see  it, 
and  in  looking  at  it  they  would  get  to  examin- 
ing the  pocket  knives.  You  cannot  always  tell 
by  the  appearance  of  a  man  what  he  is,  or 
what  he  is  going  to  do ;  neither  can  you  tell  by 
his  looks  whether  he  has  a  thin  or  a  thick 
pocket  book.  A  man  came  in  one  day  and 
called  for  a  pocket  knife,  and  I  showed  him 
one  priced  at  $3  and  my  partner  almost  fainted 
away,  because  he  thought  the  man  did  not 
have  the  money ;  but  the  man  put  his  hand  in 
his  pocket  and  pulled  out  $3,  took  the  knife, 
and  never  said  a  word.  It  was  my  partner 
and  not  the  customer  that  came  near  fainting 
away  at  the  mention  of  $3.  If  a  man  comes 
in  the  store  and  says  he  wants  a  stove,  and  you 
show  him  one,  and  he  says  he  can  buy  that 
same  stove  from  a  Chicago  house  or  some 
other  concern  for  30  per  cent.  less  than  I  offer 
it  to  him,  I  ask  him  if  he  is  sure  it  is  the 
same  kind  and  quality  of  stove,  and  whether 
the  one  he  says  he  can  get  for  less  is  exactly 
the  same  style  as  the  one  I  offer  him.  If  he 
says  he  doesn't  know  that  it  is  exactly  the 
same  style  stove,  but  looks  like  it,  and  if  I  or 
you  know  anything  about  these  catalogue  house 


articles  and  how  those  houses  deal  with  the 
public,  the  customer  can  be  convinced  that  he 
is  mistaken. 

The  chair  announced  a  discussion  on  how  to 
get  the  prospective  customer  in  the  store.  He 
said: 

I  happened  to  be  in  a  place  not  long  ago 
and  noticed  a  man's  show  window,  which  was 
very  attractive,  and  I  noticed  how  he  had  some 
clothes  pins  exhibited  in  there — some  three 
'dozen  for  a  quarter,  some  for  10  cents  a  dozen 
straight,  and  some  at  different  prices.  It  is  a 
good  plan  to  make  the  goods  talk  ^r  them- 
selves, by  having  them  exhibited  in  an  attrac- 
tive manner,  because  if  a  man  goes  outside  and- 
invites  a  customer  in  the  store,  and  then  pulls 
down  goods  and  shows  them  to  him,  I  don't 
know  whether  he  can  induce  him  to  buy  or 
not. 

Mr.  Meyer. — No  man  passes  by  my  door  but 
what  I  give  him  a  handshake  or  a  salutation,  and 
no  one  comes  into  my  store  but  what  I  meet 
him  with  a  cordial  handshake  and  a  smile.  I 
have  different  clerks  to  wait  on  different  trade. 
There  are  some  people  I  cannot  sell,  but  some 
of  my  clerks  can,  and  I  size  them  up  as  they 
come  in  and  turn  them  over  to  the  right  man, 
and  if  the  clerk  fails  with  him,  then  I  take  him. 
I  have  been  in  the  trade  thirty  years,  but  I 
cannot  always  size  a  man  up  as  to  whether  he 
wants  a  $60  fknge  or  a  $15  stove.  I  make  my 
store  as  attractive  as  I  can.  If  I  am  tired,  I 
sR  down  in  my  front  door,  and  no  man  passes 
there  without  getting  a  kind  word  from  me.  I 
believe  in  attending  to  the  details  of  the  office, 
but  if  you  will  pay  more  attention  to  the  details 
in  front  you  will  have  better  success. 

A  Mr.  Collins  believed  that  it  was  essential 
to  the  success  of  any  business  to  fit  up  the  store 
attractively.  In  his  own  establishment  he  had 
expended  close  to  $3,000.  It  embraced  every 
department  of  the  business,  and  it  jizis  always 
proven  very  profitable.  I  have  a  place  for 
everything  in  my  store,  and  I  have  every  par- 
ticular thing  in. its  place,  and  have  it  so  cared 
for  that  time  does  not  affect  it  one  way  or  the 
other.  I  carry  Hardware  and'  furniture,  and 
if  a  lady  comes  in  my  store  for  anything,  say, 
furniture,  I  never  price  the  furniture  to  start 
on,  but  simply  carry  her  around  through  the 
stock  and  watch  her  very  carefully,  and  I  will 
see  soon  the  character  of  her  taste,  and  by  the 
time  she  gets  through  looking  I  have  about 
sized  up  what  she  wants.  I  always  find  out 
whether  she  is  purchasing  to  fit  up  her  own 
home,  or  whether  she  is  buying  things  for  a 
rented  home,  and  if  she  is  buying  for  her  own 
permanent  home,  then  generally  you  should 
show  her  the  best  articles,  but  if  it  is  a  tempo- 
rary proposition,  nine  times  out  of  ten  it  is  a 
mistake  to  show  her  the  best  stuff — ^at  first,  at 
least.  In  other  words,  it  is  better  to  fall  in 
line  with  her  necessities  and  carry  her  to  the 
goods  that  would  be  practical  and  sensible  for 
her  to  buy.     For  instance,  if  she  starts  in  by 
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looking  at  stoves,  and  if  she  stops  in  front  of 
a  range  and  seeins  interested  in  it,  that  gives 
you  the  opportunity  to  discuss  the  range;  but 
if  she  passes  by  something  that  she  is  not  able 
to  buy,  then  you  can  commence  at  the  bottom 
and  range  up.  Ordinarily,  I  would  start  at  the 
top,  if  she  were  buying  supplies  for  a  perma- 
nent home. 

Keeping  Stock 

H.  C.  Meyer  presented  a  paper,  entitled 
"Keeping  Stock,"  which  follows,  in  part: 

The  arrangement  of  a  Hardware  store  and 
the  allotment  of  space  to  the  different  goods 
will  depend  largely  upon  the  location  of  the 
store  and  the  size  of  same,  whether  large  or 
small,  and  the  variety  of  goods  carried ;  on 
the  size  of  the  salesroom  and  the  extent  of 
other  accommodations  for  storing  goods,  such 
as  warehouse,  etc.,  and  the  character  and  di- 
versity of  the  stock;  the  class  of  trade  whose 
wants  are  to  be  studied  and  supplied,  and  the 
individual  taste  and  judgment  of  the  merchant. 
Manifestly,  there  is  no  single  method  of  ar- 
rangement which  can  be  recommended  or  fol- 
lowed in  all  cases,  for  each  merchant  has  a 
different  problem  to  solve.  The  proper  arrange- 
ment and  display  of  goods  depends  on  the 
location  of  counters,  if  any,  shelving,  racks, 
etc.,  and  the  expense  which  of  necessity  must 
be  considered. 

The  position  in  the  store  which  should  be 
assigned  to  the  different  kinds  of  goods  should 
have  careful  consideration.  In  some  stores  this 
matter  is  apparently  overlooked,  and  the  man- 
ner in  which  the  goods  are  distributed  in  the 
different  locations  is  inconvenient  and  in  many 
ways  objectionable. 

It  is  obvious  that  in  every  store  there  are 
locations  which  are  more  prominent  than 
otliers  for  the  keeping  aiid  the  displaying  of 
goods,  and  the  merchant  should  be  careful  to 
use  such  conspicuous  places  to  the  best  ad- 
vantage. It  is  generally  a  good  rule  to  assign 
such  places  to  attractive  goods,  as,  for  exam- 
ple, cutlery,  silverware,  fine  china,  baseball, 
tennis  and  other  sporting  goods,  or  such  other 
articles,  the  sale  of  which  are  specially  facili- 
tated by  their  display.  In  this  class  of  articles 
belong  the  large  variety  of  house  furnishing 
goods  and  Hardware  specialties,  which,  at- 
tracting the  attention  df  the  observer  and  cus- 
tomer, often  lead  to  purchases. 

INCONSPICUOUS   PLACING  OF  STRICTLY   HARDWARE 
ITEMS. 

If  you  are  carrying  goods  which  are  not  like- 
ly to  be  thought  of  as  sure  to  be  found  in  a 
Hardware  store,  it  is  desirable  that  they  be 
given  places  where  they  will  be  seen,  as  your 
patrons  may  not  otherwise  be  aware  of  the 
fact  that  you  are  carrying  them;  while  such 
goods  as  nails,  screws,  bolts  and  kindred  arti- 
cles which  belong  distinctly  and  solely  to  a 
Hardware  stock  can  be  given  a  less  conspicu- 
ous position.     It  is  also  desirable  and  neces- 


sary to  have  seasonable  goods  near  the  front 
of  the  store  where  they  will  be  seen  by  all  who 
enter,  and  the  same  principle  applies  to  any 
line  of  goods  the  sale  of  which  is  to  be  spe- 
cially pushed.  If  you  have  no  show  window, 
and  are  displaying  goods  in  front  of  the  store, 
you  should  be  careful  to  display  such  goods  to 
good  advantagp,  and  especially  should  you  see 
to  it  that  these  goods  are  fresh  and  clean;  the 
best  and  proper  way  is  to  always  sell  the  sam- 
ple and  replace  with  a  new  one  after  customer 
leaves  the  store.  Frequently  I  see  samples, 
such  as  washing  machines,  with  hoops  off  and 
weather-beaten,  wash  kettles  rusty  from  age, 
plows  and  other  implements  rust  and  paint 
beaten  off,  steel  goods  with  rusty  blades  and 
handles  clearly  showing  age,  as  well  as  other 
articles  too  numerous  to  mention  being  dis- 
played in  a  dilapidated  condition,  all  of  which 
shows  a  bad  taste.  I  cannot  imagine  a  more 
unseemly  sight  fyom  a  display  point  of  view, 
and  it  clearly  shows  a  lack  of  taste  and  enter- 
prise and  of  good  judgment. 

Another  general  principle  which  should  be 
followed  is  to  keep  similar  goods  together  as 
far  as  possible.  For  instance,  builders*  Hard- 
ware should  be  together,  and  so  should  carpen- 
ters' tools  and  blacksmiths*  tools,  etc.  In  the 
application  of  these  principles  there  is  oppor- 
tunity for  much  careful  planning,  but  time 
thus  spent  will  certainly  bring  rbeneficial  results. 

The  shelving  on  one  side  should  be  for 
Hardware  such  as  is  usually  bought  by  men, 
and  on  the  other  for  household  goods,  such  as 
are  usually  sold  to  women.  The  shelving  on 
the  Hardware  side  should  be  assigned  to 
goods,  as  follows:  Guns  and  ammunition  and 
kindred  goods,  builders'  Hardware,  carpenters* 
tools,  blacksmiths*  tools,  paints,  varnishes  and 
brushes,  etc.  The  class  of  goods  on  the  house- 
hold goods  furnishing  side  is  made  up  of  the 
foltowing:  Lamps  and  lamp  goods,  tin  and 
granite  ware,  china,  and  the  long  list  of  house- 
hold specialties  too  numerous  to  mention. 

In  addition  to  the  general  outline  mentioned, 
it  should  be  the  aim  of  a  merchant  and  his 
employes  to  make  the  goods  on  shelves  always 
look  fresh  and  so  arranged  that  shelves  always 
look  well  filled.  Dust  should  never  be  allowed 
to  settle  on  goods  or  shelving. 

THE    SHOW   WINDOW. 

It  has  been  said,  "You  could  not  hire  the 
services  your  show  window  will  give  you  for 
the  price  of  two  clerks  if  you  use  it  right." 
In  some  instances  this  may  be  overdrawn, 
while  in  others  it  is  true ;  hence,  the  best  pos- 
sible use  should  be  made  of  it.  Many  mer- 
chants do  not  give  this  method  of  displaying 
and  showing  tL-eir  goods  the  amount  of  atten- 
tion they  should,  and  do  not  seem  to  realize 
its  full  value.  Many  think  it  unnecessary  labor 
and  expensive.  With  these  ideas  I  cannot 
agree.  Personally,  I  believe  that  window  dis- 
play is  one  of  the  most  valuable  methods  of 
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advertising,  and  frequently  the  appearance  of 
a  merchant's  show  window  is  an  index  to  his 
business  ability.  Many  seem  to  think  that  it 
is  a  difficult  matter  to  dress  up  a  window  in 
a  Hardware  store.  I  believe  it  requires  a  great 
deal  of  ingenuity  to  get  a  really  attractive  win- 
dow, but  in  this,  as  in  many  other  things, 
"practice  makes  perfect."  The  large  variety  of 
goods  handled  in  a  Hardware  store  gives  a 
wide  range  for  attractive  displays.  It  is  well 
to  leave  tfiis  to  one  person,  who  will  soon 
begin  to  take  a  pride  in  the  matter  and  turn 
oitt  windows  that  will  be  a  surprise  and  prove 
to  be  trade-getters.  A  window  display  can  be 
greatly  strengthened  and  be  made  more  effec- 
tive by  the  use  of  show  cards,  which  cards 
should  be  neat  and  call  attention  to  the  display 
in  a  brief  and  clear  manner,  and  it  is  essential 
to  have  neat  price  cards  showing  the  price  of 
each  article.  Keep  windows  clean  and  change 
your  display  often.  This  is  very  important.  If 
you  leave  a  display  too  long  people  will  lose 
interest  in  your  windows  and,  as  a  result,  you 
will  lose  the  advertising  value  of  your  display. 

HOLIDAY   GOODS    IN   A    HARDWARE   STORE. 

Many  regular  goods  need  but  little  argu- 
ment to  bring  in  line  for  holidays,  such  as  cut- 
lery, nickel  and  silver  plated  ware,  both  hol- 
low and  flat,  aluminum  and  enameled  ware, 
plain,  fancy  and  fine  china,  besides  a  great 
many  household  novelties  should  be  borne  in 
mind  and  be  judiciously  displayed  for  the  holi- 
day trade;  this  is  also  the  time  to  display 
tools  of  all  kinds;  also  boys'  wagons,  veloci- 
pedes and  tricycles;  in  addition,  toys  is  an 
attractive  line.  Many  Hardware  men  hesitate 
about  putting  in  a  line  of  toys;  some  think 
it  takes  away  from  the  dignity  of  th€  store, 
while  others  think  that  the  work  and  worry 
attendant  thereto  is  too  great.  For  those  who 
hesitate  on  account  of  the  tone  of  their  store, 
they  might  consider  the  question,  "Which  do 
I  prefer,  dignity  or  dollars?"  For  those  who 
consider  it  too  much  work,  I  suggest  that  they 
do  not  tackle  toys. 

For  the  holiday  trade  a  complete  change  of 
the  store  is  desirable.  This  can  be  accom- 
plijfhed  by  rearranging  the  displays  in  the 
showcases  and  on  the  racks  and  shelving, 
bringing  all  sorts  of  articles  suitable  for  gifts 
into  prominence  at  the  expense  of  the  regular 
line  of  goods.  A  good  idea  is  to  make  the 
interior  of  the  store  reflect  as  much  as  pos- 
sible of  holiday  cheer.  If  you  are  one  of 
push,  buy  liberally  in  the  toy  line,  display 
them  well,  marked  in  plain  figures.  You  are 
going  to  have  a  busy  store,  and  time  given  to 
answering  questions  about  prices  should  be  left 
to  the  price  cards.  Remember,  no  matter 
whether  times  are  prosperous  or  otherwise, 
people  always  manage  to  have  a  few  pennies 
laid  aside  for  the  holidays.  Care  should  be 
taken  that  toys  and  other  holiday  goods  are 
kept  before  the  eyes  of  patrons,  and  should 


be  arranged  every  morning  during  the  holiday 
rush. 

Here  again,  after  all  is  said  and  done,  your 
best  advertisement  is  going  to  be  your  win- 
dow. Trim  them  so  they  can  be  changed  often 
— if  possible,  every  forty-eight  hours,  and  by 
all  means  supply  articles  with  price  cards.  As 
befqre  said,  unless  you  want  and  will  work 
overtime,  you  better  not  handle  toys.  To  my 
mind  there  is  no  one  line  that  will  add  as 
much  to  the  popularity  of  a  store  as  a  line  of 
toy.s  judiciously  bought,  priced  and  displayed. 

BUYING. 

Akin  to  stock-keeping  is  the  buying  of 
goods,  for  without  judicious  buying  your  stock 
will  necessarily  be  broken.  Many  merchants 
depend  on  traveling  salesmen  to  call  their  at- 
tention to  goods  needed,  and  in  fact  depend 
on  the  salesman  to  say  what  he  should  keep 
and  sell.  This  is  a  condition  a  merchant 
should  never  allow  himself  to  get  into.  When 
there  are  a  number  of  clerks  employed,  the 
best  plan  I  can  suggest  is  to  supply  salesmen 
with  pocket  books  with  perforated  sheets,  and 
when  an  article  becomes  low  or  entirely  out 
it  should  be  the  duty  of  salesmen  to  at  once 
note  this  in  his  pocket  memo  book,  and  tear 
out  the  sheet  on  which  such  notation  is  made 
and  send  same  to  the  office,  either  noting 
thereon  goods  that  are  needed,  or  in  case  the 
salesman  is  in  doubt  as  to  what  is  wanted,  he 
should  take  an  inventory  of  such  articles  as 
are  on  hand  from  which  the  buyer  can  make 
his  order.  For  instance,  should  the  salesman 
note  that  the  stock  on  monkey  wrenches  was 
running  low,  he  could  take  an  inventory  of 
the  stock  of  wrenches,  send  such  list  to  the 
office,  stating  that  it  represented  what  is  on 
hand.  Again,  at  this  season,  he  should  make 
a  list  of  files  on  hand  so  that  the  buyer  can 
order  accordingly.  In  a  well  regulated  house 
these  orders  should  go  to  the  factory  or  job- 
ber in  first  mail.  Never  wait  for  to-morrow. 
This  is  too  important  and  necessary  if  you 
want  to  keep  your  stock  complete.  It  is  well, 
and  common  courtesy  requires,  that  you  treat 
traveling  salesmen  with  respect,  and  give  him 
your  orders  wheii  on  file,  everything  being 
equal,  but  you  should  never  disregard  your 
own  interests.  Your  own  interest  and  that  of 
your  patrons  should  stand  pre-eminent  above 
all.  Many  contend  .that  they  need  the  sales- 
men to  keep  them  posted.  This  is  not  alto- 
gether true.  There  are  other  methods  by 
which  you  can  keep  yourself  posted,  and  it 
should  be  your  aim  to  have  prices  before  you 
at  all  times.  My  experience  has  shown  the 
best  method  to  be  a  card  index,  which  should 
be  on  your  desk  for  ready  reference,  and 
should  be  kept  up  to  date  at  all  times. 

R^AILER-JOBBER  A   GREAT  EVIL. 

Many  merchants  do  not  seem  to  care  from 
what  house  they  buy,  just  so  the  salesman 
representing  such  concegigijg^^^^i^^jl^g^e 
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I  do.  Next  to  the  catalogue  house,  the  great- 
est evil  you  have  to  contend  with  is  the 
retaileHobber.  In  their  eagerness  for  busi- 
ness their  salesmen  work  and  try  to  sell  every 
*Tom,  Dick  and  Harry,'*  from  the  represen- 
tative retailer  to  the  corner  grocer  and  the 
cross-roads  beer  joint,  handling  a  few  gro- 
ceries. This  being  true,  as  must  be  admitted, 
why  should  you  or  I  patronize  the  retailer- 
jobber? 

Along  the  same  line  is  the  abuse  of  confi- 
dence, too  commonly  practised  by  merchants. 
A  retail  merchant  that,  perchance,  gets  an  in- 
side price  or  a  jobber's  discount,  either  direct 
or  from  a  traveling  representative,  and  con- 
fides this  to  another  salesman  or  concern,  is 
violating  a  trust.  The  traveling  salesman  has 
no  more  right  to  the  prices  that  you  pay  for 
goods,  or  where  you  buy  them,  than  you  have 
to  the  cost  of  goods  he  represents  to  sell,  and 
when  a  salesman  or  a  representative  makes 
inquiry  along  such  lines,  he  is  certainly  com- 
mitting a  breach  of  courtesy.  Prices  entrusted 
to  you  should  be  kept  inviolate.  If  this  rule 
would  be  adhered  to  we  would  all  fare  better. 

Joe  E.  Johnston,  Dallas,  made  an  interest- 
ing address  on  "Do  You  Advertise,  and  How 
Do  You  Do  It?"  D.  K.  Cason,  Nacogdoches, 
deliveted  an  address  on  "Getting  Unsalable 
Goods  Out  of  Your  House." 

S.  Norvell,  president  of  the  Norvell-Shap- 
Icigh  Hardware  Co.,  St.  Louis-,  Mo.,  was  pres- 
ent and  made  a  stirring  address  on  the  pro- 
posed parcels  post  and  the  catalogue  houses. 
The  speaker  vividly  portrayed  the  striking  dif- 
ferences in  the  square  mile  territory  of  Euro- 
pean countries  and  of  the  United  States;  the 
density  of  population  here,  25  to  the  square 
mile,  compared  to  most  of  the  European  coun- 
tries with  an  average  of  over  500  to  the  square 
mile,  and  yet  their  parcels  post  could  not  make 
a  profitable  exhibit.  Figures  were  presented 
showing  the  vast  expenses  of  the  postal  de- 
partment, and  yet  a  deficit  results,  notwith- 
standing the  fact  that  many  of  the  post  offices 
are  located  in  a  federal  building,  the  expenses 
or  rental  of  which  is  charged,  not  to  the  post- 
office  department,  but  to  the  treasury  depart- 
ment, else  the  deficit  would  be  larger.  Some 
one  has  suggested  the  zone  system,  but  the 
people  of  this  country  would  not  stand  for  it. 
The  niral  free  delivery  started  in  1897  with  54 
carriers,  at  an  expense  of  $10,000  per  annum. 
In  1908  there  are  39,000  carriers,  which  will 
cost  $34,900,000.  The  parcels  post  people  want 
to  start  an  experimental  route,  or  a  parcels 
post  carrying  goods  that  originate  at  the  local 
post  office.  It  is  only  the  entering  wedge, 
however.  Again,  if  the  reduced  rate  for  mer- 
chandise is  put  into  effect  the  catalogue  houses, 
who  now  pay  32  cents  postage,  would  then  pay 

II  cents  postage.  If  the  parcels  post  gets 
established  on  a  rural  free  delivery  route  it 
will  be  but  a  short  time  before  it  is  all  over 
the  country,  and  when  it  is  all  over  the  coun- 


try, authorities  concede  that  the  retail  dealers 
as  a  factor  in  this  country  will  be  gone — their 
trade  gone  and  the  traveling  man's  occupation 
vanished. 

Charles  Weiland  spoke  on  the  "Traveling 
Salesman  and   His   Duty  to  His  Customers." 

H.  H.  McKoy  spoke  on  "Relations  of  Deal- 
ers in  the  Same  Town  with  One  Another,"  to 
which  space  will  be  given  in  a  later  issue. 

James  R.  Adams  read  a  paper  on  "Buying 
Goods."  Many  merchants  acknowledge  that 
proper  buying  is  the  hardest  problem  in  mer- 
chandising. The  bulk  of  one's  buying  should 
be  given  to  a  very  few  houses;  there  is  no 
economy  in  dividing  up  your  business  until  it 
amounts  to  so  little  with  any  house  that  you 
have  no  standing  with  any  of  them.  Any  job- 
ber or  manufacturer  stands  ready  to  take  care 
of  his  best  customers.  It  is  a  good  plan  to 
discount  bills,  even  if  you  have  to  borrow 
money  from  the  bank  to  do  it,  as  it  gives  you 
a  standing  with  the  jobbers  or  manufacturers. 
Don't  overbuy,  or  tlie  sheriff  will  present  his 
card. 

Mr.  Collins  presented  a  paper  on  "Catalogue 
House  Competition  and  How  to  Meet  It." 

J.  R.  Cole  spoke  on  "How  to  Get  Dealers  to 
Join  the  Association  and  How  to  Induce  Them 
to  Attend  the  Annual  Meetings."  The  diffi- 
culty experienced  in  securing  new  members 
grows  out  of  the  fact  that  those  who  are  avail- 
able have  not  been  made  to  know  and  feel  the 
necessity  of  our  existence  and  the  importance 
of  the  work  already  accomplished  in  which 
they  have  shared  without  the  loss  of  a  mo- 
ment's time  or  the  expenditure  of  a  single  dol- 
lar. Much  good  has  been  woven  into  the  life 
of  the  association,  and  if  we  tell  it  to  others 
in  the  right  spirit  they  will  not  only  appreciate 
it,  but  will  be  drawn  to  us.  As  to  attendance 
at  annual  meetings,  each  member  owes  it  to 
himself  and  to  his  fellow  members  to  make 
every  effort  possible  to  attend. 

In  speaking  of  trade  papers  a  member  re- 
marked that  if  a  man  keeps  in  touch  with  any 
new  line  of  goods  or  any  new  ideas,  it  is  best 
to  take  the  papers,  because  they  are  always 
good  reading  matter,  and  the  news  we  get  in 
a  condensed  form  from  any  good,  lively  trade 
journal;  but  I  believe  we  should  all  take 
our  home  journal,  and  if  a  man  will  take  it 
and  read  it  and  keep  up  with  it,  he  will  find 
lots  of  good  reading  matter — and  it  doesn't 
take  long  to  read  it.  You  will  see  points  in 
the  papers,  which,  if  you  will  take  to  the  clerks 
in  the  store  and  exchange  ideas  with  them  on 
these  articles,  you  will  see  that  it  does  great 
good. 


A  salesman,  to  succeed,  must  not  only  have 
faith  in  himself,  but  faith  in  the  article  he  i.-^ 
selling.  He  should  approach  his  customer  in 
such  a  manner  as  to  leave  room  for  doubt 
that  he  himself  believes  what  he  says  of  the 
article  he  has  to  sell. 
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INDIANA  RETAIL  HARDWARE  CONVENTION 


The  ninth  annual  convention  of  the  Indiana 
Retail  Hardware  Association  was  held 
the  18th,  19th,  20th  and  21st  ult.,  at  Indian- 
apolis, with  an  attendance  of  nearly  800. 
President  C  B.  Frame,  North  Manchester, 
presided, 

NEW    OFFICERS. 

President — W.  B.  Creed,  New  Albany. 

First  Vice-President — Fred  Bartholomew, 
Michigan   City. 

Second  Vice-President — M.  W.  Coate,  Ko- 
komo. 

Secretary — M.  L.  Corey,  Argos. 

Treasurer — Chas.   E.   Hall,   Indianapolis. 

Executive  Committee — W.  B.  Creed,  New 
Albany;  Fred  Bartholomew,  Michigan  City; 
M.  W.  Coate,  Kokomo;  Harvey  Trueblood, 
Herman  Bohls,  Lafayette. 

PRESIDENT    frame's    ANNUAL    ADDRESS. 

The  great  progress  made  by  the  State  As- 
sociation was  referred  to  in  his  annual  address 
by  President  C.  B.  Frame,  there  having  been 
an  increase  of  over  150  during  the  past  year, 
and  the  membership  at  present  constituting 
more  than  80  per  cent,  of  the  total  number  of 
Hardware  dealers  in  Indiana,  a  splendid  rec- 
ord.   Referring  to  business,  he  said : 

We  have  all  taken  our  annual  inventory, 
and  while  the  balance  is  on  the  right  side,  I 
feel  safe  in  saying  this  balance  is  not  as  large 
as  we  felt  it  ought  to  be.  If  our  bills  receiv- 
able are  more  than  they  should  be,  why  not 
make  a  firm  resolution  to  be  better  collectors? 
How  many  of  us  lose  discounts  by  being  lax 
with  our  collection?  I  am  afraid  that  as  a 
rule  we  are  not  good  collectors. 

How  to  get  customers  in  our  store,  how  to 
sell  them  and  get  them  to  come  back  again, 
are  questions  that  concern  us  most  at  this 
time.  In  every  town  and  city  there  are  de- 
partment stores  which  continually  strive  to  at- 
tract our  customers  by  advertising  very  cheap 
articles  in  the  Hardware  line  at  exceedingly 
low  prices.  While  these  stores  have  sold  some 
goods  people  generally  have  too  much  good 
sense  to  go  to  a  store  the  second  time  to  trade 
when  they  were  sold  a  polished  cast  tool  for 
solid  steel,  and  told  that  it  was  as  good  as 
they  could  buy  anywhere.  When  a  man  is 
sick,  he  naturally  goes  to  a  physician  and  not 
to  a  grocery  store  for  a  prescription,  and  it 
should  be  our  endeavor  to  impress  it  upon  our 
people  that  the  place  to  get  what  they  want  in 
the  general  Hardware  lines  is  at  the  Hard- 
ware store.  We  are  specialists,  professional 
men,  so  to  speak,  and  we  should  be  thor- 
oughly posted  in  our  line,  familiar  with  all  the 
new  things  and  be  in  a  position  to  show  our 
goods  in  such  a  manner  that  it  will  be  an  easy 
matter  to  convince  our  customer  that  he  can 
get  what  he  needs  at  our  store  much  better 
than  at  a  lumber  yard  or  any  other  place. 
Buy  good  goods,  get  enthusiastic  on  the  qual- 


ity, talk  them  to  your  customer  the  way  the 
traveling  man  did  who  sold  them  to  you; 
learn  all  you  can  about  how  they  are  manu- 
factured, tell  your  customer  all  you  know 
about  them — She'll  listen.  This  will  give  him 
confidence  in  your  ability  and  judgment  and 
you  are  sure  to  see  him  back  in  your  store 
when  he  wants  to  buy  again. 

You  cannot  make  a  good  customer  by  sell- 
ing a  cheap  article.  Besides,  good^goods  al- 
ways pay  a  better  profit  than  poor  ones.  We 
have  printed  on  our  stationery  as  a  motto, 
"There  is  nothing  too  good  for  our  custom- 
ers." 

ORDERS  for  seasonable  GOODS. 

It  is  now  the  general  custom  to  place  our 
orders  for  seasonable  goods  'quite  a  long 
time  before  we  need  them.  With  a  few  items 
this  is  advisable,  but  to  the  extent  that  it  is 
now  practiced,  my  opinion  is  that  it  is  a  mis- 
take. The  jobber  is  the  natural  distributor 
from  the  factory  to  the  retailer  and  it  is  his 
business  to  have  the  goods  in  stock  when  the 
demand  comes.  The  quantities  we  buy  for 
the  year  are  usually  based  on  the  amount  that 
was  sold  the  year  previous.  Having  placed 
our  orders  with  the  jobber  early,  usually  for 
factory  shipment,  if  an  extraordinary  demand 
springs  up  like  that,  for  instance,  of  Clipping 
Machines  last  year,  our  jobber's  stock  is  soon 
exhausted.  Mr.  Jobber  has  figured  that  his 
trade  had  bought  about  all  they  would  use 
and  naturally  had  not  stocked  up  much  on 
ihese  goods,  with  the  result  that  we  had  a 
very  hard  time  to  get  our  orders  filled  and 
frequently  lost  sales  on  this  account.  We  are 
asked  to  take  goods  into  our  store  often  two 
to  four  months  before  they  are  needed,  and 
we  must  run  the  risk  of  fire  and  frequently  a 
loss  by  a  change  in  price.  The  natural  mis- 
sion of  the  jobber  is  to  carry  such  stocks  of 
seasonable  goods  in  season  as  to  be  able  to  fill 
orders  for  his  trade  under  ordinary  condi- 
tions, and  his  facilities  and  ability  as  a  jobber 
should  enable  him  to  do  so.  We,  on  our  part, 
cannot  sell  customers  out  of  season,  and  un- 
til some  one  can  show  us  how  to  sell  Poultry 
Netting,  Screen  Wire,  Ice  Cream  Freezers 
and  Scythes  in  December,  and  Axes,  Cross 
Cut  Saws,  Skates  and  Tank  Heaters  in  July, 
I  am  of  the  opinion  that  it  would  be  better  for 
us,  as  well  as  our  friend,  the  jobber,  to  get 
our  goods  in  season  when  we  want  them,  than 
to  try  to  anticipate  our  wants  so  far  in  ad- 
vance. 

J.  L.  Fulton,  Portland,  made  a  report  as  a 
delegate  to  the  last  national  convention,  held 
at  Boston.  He  stated  that  the  National  as- 
sociation should  be  the  clearing  house  of  the 
State  conventions;  a  board  of  directors,  so  to 
speak,  composed  of  the  strongest  and  best 
business  talent  that  can  be  gathered  from  the 
several   States.     There   should    be    a    better 
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representation  at  the  national  meetings 
adopted  by  the  State  associations,  one  that 
will  insure  stronger  and  more  effective  work 
as  time  goes  by.  He  believed  there  should 
be  less  entertainments  and  more  time  de- 
voted to  business. 

Gov.  F.  J.  Hanly  spoke  upon  "State  Busi- 
ness Problems."  He  referred  to  the  prison- 
made  twine,  and  a  vote  of  the  members 
showed  th€  majority  were  in  favor  of  han- 
dling the  product.  The  experiment  was  tried 
of  selling  to  farmers  direct  by  the  prison  man- 
agement, but  so  many  criticisms  were  made 
that  it  will  doubtless  be  marketed  thereafter 
through  the  dealers. 

Secretary  M.  L.  Corey  in  his  annual  address 
stated  that  the  balance  in  the  treasury  was  the 
largest  ever  reported  by  any  State  Hardware 
association.  The  association  is  now  repre- 
sented in  290  towns.  The  Hardware  exhibit 
he  believed  was  now  established  as  a  per- 
manent feature,  as  it  was  growing  more 
nearer  a  business  basis  each  year.    It  will  pay 


any  Hardware  dealer  well  to  visit  each  ex- 
hibit; mak«  yourself  known  and  have  a  talk 
with  the  man  in  charge.  Get  all  the  trade 
information  and  business  pointers  you  can. 
Reference  to  Mutual  Fire  Insurance  showed 
that  many  policies  were  held  by  other -State 
mutual  companies,  and  the  rebates  on  pre- 
miums were  increasing  each  year.  Parcels 
Post  was  treated  thoroughly,  and  the  members 
were  urged  to  be  always  on  the  lookout  to  nip 
any  new  development  in  that  line. 

The  Question  Box  proved  a  decidedly  inter- 
esting feature,  it  being  in  charge  of  Secretary 
Corey,  who  has  wide  experience.  Chas.  W. 
Burrows,  of  Cleveland,  spoke  on  Parcels  Post. 
Oth^r  speakers  included  Secretary  C.  E.  Peck, 
Berlin,  of  the  Wisconsin  association;  Presi- 
dent T.  J.  Mathews,  ML  Vernon,  and  Secre- 
tary L.  D.  Nish,  Elgin,  of  the  Illinois  associa- 
tion. Thos.  McMillen  spoke  on  the  "A  B  C 
of  Advertising."  There  were  a  large  number 
of  exhibits  and  they  drew  many  calls  fronr 
the  members. 


NEW  YORK  STATE  HARDWARE  CONVENTION 


The  annual  convention  of  the  New  York 
State  Retail  Hardware  Association  was 
held  the  18th  to  21st  ult,  at  Buffalo.  Presi- 
dent L.  G.  Mattison,  Newark,  presided. 

NEW   OFFICERS. 

President — John  Holley  Bradish,  Batavia. 

First  Vice-President — C.  J.  Elderfield, 
Niagara  Falls. 

Second  Vice-President — F.  M.  Young,  Glov- 
ersville. 

Secretary — ^John   B.  Foley,  Syracuse. 

Treasurer — F.  E.   Pelton,  Herkimer. 

Directors:  C.  P.  Sherwood,  White  Plains; 
Chas.  E.  Wethey,  Port  Byron;  W.  D.  Ganey, 
Auburn;  A.  F.  Miller,  Olean;  T.  W.  Stevens, 
Oneonta;  Louis  J.  Ernst,  Rochester;  Geo.  W. 
Rockwell,  Hors«heads;  W.  J.  Hoyt,  Wells- 
ville;  Chas.  J.  Fix,  Buffalo;  L.  G.  Mattison, 
Newark;  A.  E.  Towne,  Saratoga  Springs; 
John  G.  Ferres,  Johnstown ;  A.  R.  Grant,  Syra- 
cuse; Chas.  W.  Young,  Elmira;  J.  F.  Will- 
iams, Baldwinsville. 

President  L.  G.  Mattison  in  his  annual  ad- 
dress paid  special  attention  to  the  association 
side.  He  cited  instances  of  the  indifference 
existing  between  two  men  in  the  same  line  of 
business,  and  gradually  as  they  were  drawn 
together  confidences  were  established  and 
soon  they  were  firm  friends;  this  the  result  of 
the  association.  It  is  in  friendliness  that  con- 
fidences are  established,  for  cold  indifference 


produces  only  distrust.  The  old  maxim, 
"Familiarity  breeds  contempt,"  should  now  be 
revised  to  "Familiarity  breeds  increased  re- 
spect and  admiration."  Hardware  merchants 
have  a  license  to  stand  well  in  their  respective 
communities.  Jealousies  of  competitors  do 
not  improve  our  standing,  nor  assist  in  ele- 
vating others. 

W.  P.  Lewis,  Huntingdon,  Pa.,  secretary 
of  the  National  Mutual  Fire  Insurance  Co., 
and  also  the  Pennsylvania  Co.,  addressed  the 
members  on  the  Mutual  Fire  Insurance  ques- 
tion. 

President  S.  R.  Miles,  of  the  National  Re- 
tail Hardware  Association,  was  present  and 
made  an  address. 

John  G.  Ferres,  Johnstown,  had  charge  of 
the  Question  Box,  and  several  questions  were 
discussed  by   many  members. 

A  banquet  was  tendered  the  members  and 
guests  which  was  participated  in  by  more  than 
250  persons.  Among  the  speakers  were :  E.  J. 
'  Cornish,  president  of  the  Carter  White  Lead 
Co.,  Chicago,  on  "Pure  Paint  Legislation ;" 
President  S.  R.  Miles,  Hon.  Wm.  H.  Hotch- 
kiss,  Buffalo;  H.  J.  Fuller,  Philadelphia,  spoke 
on  "Specialization  in  the  Hardware  Business." 
Secretary  Foley  reports  a  membership  of  341, 
and  an  honorary  membership  of  283.  The 
Hardware  exhibit  was  participated  in  by  many 
manufacturers. 


Alcohol  Non-Freeziiig  Cooling  Solution 

Denatured  alcohol  can  be- used  as  an  effec- 
tive an  ti- freezing  cooling  fluid  for  automobile 
gasoline  engines.  The  following  table  shows 
the  freezing  points  of  solutions  of  various 
strengths : 


2  pints  of  alcohol  per  gallon  freezes  at  0°. 
2V2   pints  of  alcohol  per  gallon   freezes  at 

10°  below. 

3  pints  of  alcohol  per  gallon  freezes  at  20^* 
below. 

4  pints  of  alcohol  per  gallon  freezes  at  38° 
below. 
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Illinois  Betail  Hardware  Convention 

The  annual  convention  of  the  Illinois  Re- 
tail Hardware  Association  was  held  the 
26'th  -and  27th  at  Peoria.  There  was  a  large  at- 
tendance and  the  sessions,  as  well  as  the 
Hardware  exhibits,  were  well  patronized. 

President  T.  J.  Mathews,  Mount  Vernon, 
111.,  in  his  annual  address  stated  that  the  stead- 
ily increasing  power  of  the  State  and  affiliated 
associations  has  been  used  solely  to  correct 
trade  evils  and  abuses,  ward  oflf  unwise  legis- 
lation, and  improve  business  methods :  We  arc 
reducing  the  cost  of  fire  insurance  to  our  mem- 
bers, cultivating  a  fraternal  spirit  between  com- 
petitors at  home,  reducing  the  ?ale  of  mer- 
chandise to  consumers  by  manufacturers  and 
jobbers,  and  improving  business  relations  be- 
tween the  diflFerent  branches  of  the  trade. 
Catalogue  house  power  is  being  curbed,  and 
there  is  a  daily  reduction  of  the  number  of 
manufacturers'  brands  which  they  may  safely 
catalogue  with  the  assurance  of  obtaining  sup- 
plies. 

Referring  to  the  business  conditions,  he 
said  that  the  man  who  talks  hard  times  is  in 
eflfect  telling  his  customers  to  hoard  his  money 
instead  of  making  needed  purchases.  Con- 
servatism in  business  spells  safety  to  the  mer- 
chaiTt.  Price  may  sometimes  tempt  us  to  buy 
beyond  our  needs,  but  regrets  usually  follow 
in  its  wake.  Don't  overbuy  and  you  will  save 
much  gray  matter  and  may  be  some  gray 
hairs.  We  have  over  1,100  members  in  good 
standing,  tut  there  should  be  many  more. 

The  man  who  attends  trade  conventions  rubs 
up  against  the  brightest  minds  in  his  line  of 
business.  He  absorbs  new  methods  and  ideas. 
He  gives  as  well  as  takes,  for  he  has  learned 
that  selfishness  is  not  a  good  business  asset. 
He  returns  home  fired  with  a  new  ambition 
to  become  a  better  merchant  and  to  have  a 
brighter,  cleaner,  more  up-to-date  store  than 
any  of  his  competitors. 

New  England  Hardware  Convention 

The  annual  convention  of  the  New  England 
Hardware  Dealers'  Association  will  be 
held  at  Hotel  Vendome,  Boston,  the  11th  and 
12th  in.st.  It  will  be  a  good  meeting,  as  the 
officers  and  committees  are  working  to  that 
end.  F.  Alexander  Chandler,  Boston,  is  presi- 
dent, and  Chas.  L.  Underbill,  Somervillc,  is 
secretary. 

A  Tinman  Spider 

To  the  Editor: 

I  am  a  close  student  of  the  Hardware  possi- 
bilities in  advertising  and  read  with  a 
great  deal  of  interest  your  articles  along  this 
line.  I  find  that  a  novelty  in  a  window  every 
few  weeks  adds  a  great  amount  of  interest. 
To  this  end  1  have  made  it  a  point  to  get  up 
something  odd  occasionally  and  have  suc- 
ceeded in  bringing  the  people  to  look  for  this, 
and  above  all  to  talk  about  it,  thereby  keeping 
the  name  of  the  firm  in  their  minds. 


I  enclose  picture  of  the  last  novelty,  a  tm 
man.  He  is  composed  of  a  wash  boiler  for 
body,  short  joints  of  6  in.  stove  pipe  connected 
with  adjustable  elbows  for  legs,  tin  cups,  sol- 
dered lightly  together  for  one  arm  and  quart 
measures  with  a  3  in.  elbow  for  the  other 
arm.  The  neck  is  an  inverted  cuspidor,  while 
the  head  is  an  inverted  coflFee  pot,  the  long 
spout  forming  the  nose.  A  frying  pan  cover 
makes  a  good  hat.    A  pipe  and  a  necktie,  the 


Tinman  Spider  in  Store  of  F.  R.  Graham. 

latter  formed  of  strips  of  black  iron,  add  to 
the  costume.  A  roaster  bound  with  straps 
does  for  a  grip  and  bears  the  name,  Adam 
Tinner.  One  of  our  tinners  beat  out  a  cop- 
per gold  pan  for  the  occasin  and  this  labeled 
as  the  handiwork  of  Adam  Tinner,  adds  to  the 
scheme.  Other  tinware  is  placed  about  the 
window.  Richard   J.   Osenbaugh, 

for  F.  R.  Graham. 

A  Tale  of  a  Magazine 

To  the  Editor' 

The  boss  sits  in  his  hardware  store, 
How  cold  and  stonnv  the  day. 
Egads,  the  snow  is  falling  fast, 

He  thinks  he'd  better  stay, 

And  full  a  score  of  years  or  more, 

Ri^ht  there  he  could  be  seen. 

Doing  the  very  best  he  could, 

"Watching  the  good  long  green, 

And  once  a  month  there  came,  his  way 

Right  from  the  press  a  book. 

Each  page  of  it  he  did  peruse. 

Did  at  all  the  new  things  look. 
Each   lesson  in  it  he  did  learn, 
And,   you  bet,  did   learn  them  well, 
I^cst  he'd  forget,  he  wrote  them  down, 
Each  employe  he  would  tell. 
Regardless  of  what  others  done. 
Surely  he  did  his  best. 

Many  shekels  now  he  has  in  bank, 
And  can  take  his  well  earned  rest. 
Good  news  to  all  of  us  it  brings. 
And  though  the  snow  does  fall. 
Zero,  too,  the  weather  may  be. 
It  bothers  him  not  at  all. 
No  better  thing  to  do  than  he 
Earnestly  read  the  Magazine  you  see. 

"The  Tool  Box." 
The  first  letter  of  each  line  tells  the  name  of 
the  Magazine  he  was  reading. 


Digitized  by 


Google 


March,  1908.                      NEWSPAPER  ADVERTISING                                   5^ 

To  the  Editor:  in  this  ad.,  a  practice  which  we  usually  fc 

We  are  sending  a  newspaper  containing  our  low.     The   special  reason   for  publishing  tl 

full-page  advertisement,  which  we  used  ad.  was  to  head  off  the  catalogue  house  a 


in  two  daily  newspapers  a  year  ago.     It  will       nounccments.     In   addition   to  having  the  z 
be   noticed  we  made  free  use  of  electrotypes       appear  in  the  newspapers,  we  hi8^Ji,^0  copi 
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run  off  in  the  form  of  a  circular  and  these 
were  distributed  by  two  men  throughout  the 
country,  along  with  other  advertising  matter. 
They  worked  exclusively  in  our  interest. 
Junius  W.  Hamilton. 

An  Ohio  Hardware  Store 

In  the  illustration  herewith  appears  an  inte- 
rior view  of  the  store  of  the  Mitchell 
Hardware  Co.,  Conneaut,  Ohio.  The  orderly 
arrangement  of  everything  produces  the  de- 
sired attractive  appearance,  giving  that  restful 


the  George  Worthington  Co.,  Cleveland,  but 
has  resigned  that  position  and  will  give  his 
entire  time  hereafter  to  the  chain  of  stores. 


There  is  much  in  merit,  but  of  two  stores 
of  equal  merit  the  one  that  does  the  be^t 
advertising  will  do  the  most  business. 

Axe  and  Saw  Display 

Chas.  M.  Doughman,  of  Doughman  &  Rust, 
Hardware  dealers  at  Parsons,  Kan.,  de- 
signed and  installed  the  display  shown  here- 


Interior  of  Store  of  Mitchell  Hardware  Co.,  Conneaut,  Ohio. 


feeling  to  the   customers  when  on  a  tour  of 
inspection  or  of  purchase. 

The  Mitchell  Hardware  Co.,  with  a  paid-up 
capital  of  $125,000,  recently  expanded  and  has 
absorbed  three  Hardware  stores  in  Ashtabula. 


with.  The  bottom  of  window  was  heavily 
strewn  with  oak  leaves.  Several  handled  axes 
were  stuck  in  blocks  of  wood;  the  fence  was 
built  of  axe  handles.  Cross  cut  and  one-man 
saws  were  arranged  about  the  display.     As  a 


Axe  and  Saw  Display  by  Doughman  &  Rust,  Parsons,  Kan. 


Mr.  Mitchell  has  been  the  heaviest  stockholder 
for  some  time  back,  and  the  purpose  of  the 
consolidation  is  to  enable  the  purchase  of 
goods  to  better  advantage.  Mr.  Mitchell  for 
twenty-two    years    was   district   salesman    for 


background  several  stove  boards  were  stood 
up.  The  show  cards  read:  "'Honest  Abe' 
didn't  do  it.  Our  Axes  did  it."  "'Honest 
Abe*s'  Rail-splitting  record  can  be  beaten  by 
using  our  Axes." 
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"Prisco"  Dinner  Pails 

The  Pritchard-Strong  Co.,  Rochester,  N.  Y., 
are  offering  the  trade  the  "Prisco" 
Money-Back  Dinner  Pails,  illustrated.  They 
are  made  of  bright  full  height  IX  charcoal  tin 


ine  rounded  double  seam  and  cannot  come 
apart.  There  are  four  separate  food  contain- 
ers. Fig.  1  illustrates  these.  Fig.  2  shows  the 
hinged  handles  on  ends  of  pie  tray,  which 
form  a  convenient  feature  for  easy  removal. 


Fig.  1. — "Prisco"  Dinner  Pail,  Showing  Food    Container. 


throughout,  even  the  pie  tray,  sauce  dish  and 
drinking  cup.  Owing  to  the  fine  quality  and 
heavy  coating  of  pure  block  tin  there  is  little 
chance  of  these  goods  rusting.  The  wood  han- 
dles  have   a   mahogany   finish.      There   is   an 


Fig.  3  shows  the  extra  wide-mouthed  rein- 
forced cup  hole,  so  the  hand  can  easily  enter 
for  thoroughly  cleaning  the  extra  large  coffee 
can.  Fig.  4  shows  the  heavy  tinned  wire  bails 
with  spring  ends  which  lock  the  coffee  can  to 


Fig.  2. — Hinged  Handles  on  End  of  Pie  Tray 

extra  covered  dish  for  sauces,  pickles,  etc.,  fur- 
nished with  each  Pail..  Plain  reinforcing  ribs 
in  the  body  of  food  compartment  prevent  dent- 
ing and  are  easy  to  keep  clean.  There  is  a 
heavy  wire  edge  on  top  of  food  compartment, 
the  sides  of  which  are  one  solid  piece  of  tin. 
The  bottoms  are  fastened  to  bodies  by  a  genu- 


FiG.    3. — Showing    Size    of 
Cup  Hole. 


Wide- Mouth  ED 


the  food  compartment.  The  Pails  are  made  in 
three  sizes,  small,  medium  and  large.  The^ 
Pail  will  hold  liquids  without  leaking,  all 
seams  being  soldered  and  tested.  The  Pails  are 
packed  a  half  dozen  in  a  solid,  substantial  case 
with  shipping  weights  of  450,  550  and  620 
pounds  per  gross,  respectively. 
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The  Clinton  Wire  Cloth  Co.,  Clinton,  Mass., 
have  issued  a  booklet  pertaining  to  **Clinton" 
Welded  Wire  for  use  in  reinforced  concrete 
floors  and  roof  slabs.  This  Welded  Wire  is 
made  from  6  to   10-gauge  drawn   steel   wire, 


The   concern   has    a   complete   assortment   of 
Harmonicas  to  retail  at  all  prices. 

''Bengalia"  Alcohol  Incandescent  Bnmer 

GCohn  &  Co.,  337  Broadway,  New  York, 
»  are  offering  the  trade  the  "Bengalia" 
Alcohol  Incandescent  Light  Burner,  illus- 
trated. It  is  of  100  candle-power  and  can  be 
used  on  any  ordinary  kerosene  lamp.  There 
is   no  blacking  of   mantle;    it    is    wind-proof, 


Fig.  4. — Locking  Coffee  Can  to  Food  Com- 
partment. 
galvanized  or  plain,  and  can  be  laid  in  lengths 
up  to  300  feet,  thus  forming  a  continuous  bond 
for  the  entire  distance.  They  have  an  exhi- 
bition of  this  Welded  Wire  and  construction 
in  the  Brunswick  Building,  room  1149,  Fifth 
avenue  and  26th  street,  New  York. 


John  L.  Whiting  &  Son  Co..  090  Harrison 
avenue,  Boston,  Mass.,  were  recently  awarded 
an  order  for  Brushes  for  the  U.  S.  Navy  De- 
partment amounting  to  close  to  $35.0(M).  It  is 
evident  that  "Whiting's"  Brushes  will  paint, 
varnish  and  kalsomine  the  White  Squadron 
during  this  year  and  perhaps  the  next  in  nearly 
all  the  principal  ports  of  the  world. 

'^Bnun  Major"  Harmonicas 

Fr.  Hptz,  475  Broadway,  New  York,  is  plac- 
ing on  the  market  the  "Drum  Major" 
Harmonicas,  one  of  which  is  illustrated.  It 
is  a  double  key  instrument  designed  to  be  re- 
tailed at  a  popular  price.     It  is  tuned  in  two 


'Bengalia"  Alcohol  Incandescent  Burner. 

there  is  no  soot  or  smell  and  no  burning  wick. 
The  ordinary  gas  mantle  is  used.  The  con- 
sumption of  denatured  alcohol  is  one  quart 
in  sixteen  hours.  There  is  no  danger  in  the 
use  of  alcohol  as  an  illuminant,  and  the  light 


"Drum  ^Iajor"  Harmonica. 


different  keys  and  can  be  played  from  both 
sides.  It  has  10  double  holes,  :V2  reeds,  nickel 
plated  cover.  It  is  a  regular  concert  style 
instrument,    with    all    reeds    in    perfect    tune. 


obtained  is  said  to  be  superior  to  an  incandes- 
cent gas  burner.  Brass  founts,  store  and  table 
lamps  are  supplied  for  use  with  this  Burner 
when  desired.  ^->.  ^ 
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"Barger's"  Handy  Saw  Case 

CS.  Barger,  Albia,  la.,  is  placing  on  the 
•  market  the  "Barger's"  Handy  Saw  Case, 
illustrated.  It  economizes  space  and  saves  time 
and  also  keeps  the  Saws  in  prime  condition. 
There  is  room  in  this  case  for  four  dozen  hand 
saws.  Each  saw  has  an  individual  place  and 
is  in  plain  view  of  the  purchaser  and  easy  of 


"Puritan"  Kettle 

The  New  England  Enameling  Co.,  H.  Gins- 
burg,  sales  agent,  730  Broadway,  New 
York,  are  offering  the  trade  the  "Puritan" 
Kettle,  illustrated.  This  labor-saving  cooking 
utensil  has  a  never-slip  cover  and  strainer  at- 
tachment. It  is  specially  adapted  for  cooking 
vegetables  of  all  kinds  that  require  straining. 


"Barger's"  Handy  Saw  Case. 

access.  The  saws  can  be  seen  in  the  Case 
without  the  removal  of  a  saw.  Each  one  can 
be  taken,  out  or  replaced  without  removal  or 
handling  any  other  saw.  The  Case  is  so  con- 
structed that  it  will  accommodate  any  kind  of 
saw,  doing  away  with  the  necessity  of  carrying 
a  large  stock  of  any  one  kind.  As  the  Case 
revolves,  the  saws  are  displayed  at  all  points. 
The  Case,  which  is  well  made  and  nicely  fin- 
ished, occupies  but  small  space,  18  inches 
square  on  the  counter. 


"Puritan"  Kettle. 

It  positively  prevents  the  scalding  of  hands 
and  face.  It  can  be  emptied  with  ease  and 
safety,  as  the  cover,  when  slightly  pressed  by 
means  of  the  back  attachment  remains  firm, 
and  the  liquid  contents  arc  emptied  through 
the  spout  and  also  strained  at  the  same  time. 

"Royal  Spring"  Fly  KiUer 

The  Royal  Spring  Co.,  Clinton,  Iowa,  are 
placing^  on  the  market  the  "Royal 
Spring"  Fly  Killer,  illustrated.  The  wire 
cloth  portion  has  an  extreme  measurement  of 
8  incnes,  and  a  total  lengtn  over  all,  including 
handle,  of  17  inches.  It  is  4  2-3  inches  wide. 
Through  the  center  runs  a  strip  of  steel,  which 
runs  in  and  oirt  of  the  cloth  and  gives  a  stiff- 
ness to  it  and  also  prevents  breaking.  The 
two  outer  corners  are  electrically  welded.  Tin 
Ftrips    keep    the    lower   edges    in    good    shape. 


"Royal"    Spring   Fly    Killer. 


The  Andrews  Wire  &  Iron  Works,  Rock- 
ford,  III.,  have  taken  over  the  manufacture  and 
sale  of  the  Higgins  "Perfect"  and  "Hummer" 
Flue  Stops. 


The  cloth  is  securely  fastened  in  the  handle, 
and  the  entire  construction  prevents  any  fray- 
ing of  cloth.  With  each  ordej  for  a  dozen 
Killers  a  display  stand  is  furnished. 
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'^Hawkeye"  Befr^erator  Basket 

T^he  Burlington  Basket  Co.,  Burlington,  la., 
i.  are  manufacturers  of  the  "Hawkeye" 
Refrigerator  Basket,  illustrated.  It  is  a 
strong,  light-weight,  attractive-looking  rattan 
basket,  fitted  up  on  the  inside  exactly  like  a 
refrigerator.  Between  the  rattan  body  of  the 
basket  and  the  inside  metal  lining,  there  is  a 
layer  of  asbestos  packing  and  a  layer  of  felt. 
In  one  end  of  the  basket  there  is  a  small 
compartment  for  holding  the  ice,  which  is 
easily  removed,  so  that  the  little  refrigerator 
may  be  kept  clean  and  sweet  with  no  trouble. 
The  lids  and  bottom  are  treated  in  the  same 


"Hawkeye"  Refrigerator  Basket. 

way,  and  a  strip  of  heavy  felt  is  piped  all 
around  the  edge  of  the  lids,  so  that  when 
they  are  closed  down  and  the  straps  fastened 
across  the  basket  is  practically  air-tight.  The 
piece  of  ice  that  is  required  to  fill  the  little 
compartment  will  keep  the  basket  cooled  down 
to  58°  for  twenty-four  hours.  The  metal  lin- 
ing is  rust-proof  and  keeps  bright  all  the  time. 
The  top  and  bottom  is  made  of  hardwood,  the 
lids  are  highly  polished  with  oil,  and  the  bot- 


and  8  inches  deep;  No.  1  is  18  inches  long, 
10  inches  wide  and  8  inches  deep;  No.  2  is 
20  inches  long,  13  inches  wide  and  10  inches 
deep.  The  smallest  size  is  the  thing  for  one 
who  wants  to  carry  an  individual  lunch  or  for 
the  purpose  of  keeping  milk  or  food  cool  and 
fresh  for  the  baby,  or  to  use  in  the  sick  room 
to  keep  things  cool  and  crisp,  and  thus  save 
running  up  and  down  stairs.  No.  1  is  suitable 
for* a  party  of  two  or  three,  while  No.  2  will 
hold  sufficient  for  five  or  six  persons.  Those 
who  go  camping  or  fishing  will  appreciate  its 
worth  when  eating  cool,  crisp  vegetables, 
drinking  cool  liquids,  etc.,  at  lunch  time.  If 
desired,  the  fisherman  can  place  his  catch  in 
the  little  refrigerator  or  ice  receptacle  for  the 
return  trip  and  thus  keep  them  in  prime  con- 
dition. The  company  also  make  several 
special  styles  of  these  Baskets  known  as  the 
"De  Lux€,"  and  Nos.  1  and  2  Auto  Baskets. 


The  Wire  Goods  Co.,  Worcester,  Mass., 
have  issued  a  pocket  size  edition  of  their  cat- 
alogue No.  6.  It  is  4%x6  inches,  and  is  a  fac- 
simile reduction  of  their  large  size  catalogue. 
It  contains  240  pages  and  is  accompanied  by 
a  reduced  size  discount  sheet.  It  will  6e  found 
convenient  by  many  on  account  of  its  com- 
pactness. 

^'Monarch''  Wooden  Minnow 

re  Enterprise  Mfg.  Co.,  Akron,  O.,  are 
placing  on  the  market  a  new  line  of 
Wooden  Minnows  under  the  name  of  "Mon- 
arch," one  of  which  is  illustrated.  The  line 
is  made  in  a  variety  of  different  colors,  blend- 
ings  and  qualities.  They  are  made  for  fishing 
under  water  as  well  as  for  surface  fishing,  and 
they  also  supply  a  special  Wooden  Minnow  in 
different  finishes,  mounted  with  buck  tail 
treble  hooks.  The  entire  line  of  Wooden 
Minnows  is  fitted  with  a  detachable  hook  ar- 
rangement.   The  enamel  is  guaranteed  not  to 


"Monarch"  Wooden  Minnow. 


tom  is  given  a  thick  coat  of  good  paint  to 
make  it  more  durable  and  proof  against  damp- 
ness. The  handles  are  made  of  a  very  tough 
wood  and  are  securely  riveted  to  the  sides  so 
that  they  may  be  trusted  with  all  the  weight 
placed  in  the  Basket.  It  is  supplied  in  three 
sizes;  No.  0  is  14  inches  long,  9  inches  wide 


chip  or  peel  off  under  the  most  severe  usage. 
Th«  bodies  are  selected  from  special  stock, 
carefully  shaped  and  coated  with  an  elastic, 
indestructible,  waterproof,  porcelain  enamel, 
and  mounted  with  detachable,  nickel-plated 
hooks  and  spinners.  Prices  and  samples  will 
be  sent  upon  request. 
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^'Jersey"  Vise  Display  Stand 

The  Leavens  Mfg.  Co.,  Vineland,  N.  J.,  are 
offering  the  trade  the  "Jersey"  Vise  Dis- 
play Stand,  illustrated.     It  is  a  compact  con- 


SwivEL  Base  Amateur  Vise. 

struction,  as  it  occupies  a  counter  space  HMs 
inches  square.  The  revolving  wheel  has  a 
capacity    for    16    Vises.     The    wheel    revolves 


are  said  to  embody  all  the  features  of  a 
machinist  vise,  something  new  in  an  Amateur 
Vise. 

The  swivel  base  Amateur  Vise  has  a  steel 
face;  the  jaws  come  up  square  on  their  face; 
the  solid  screw  works  smoothly  and  easily,  as 
a  loose  malleable  iron  nut  is  employed.  The 
Vise  is  finished  in  a  brown  baking  japan,  giv- 
ing a  neat  appearance.  The  anvil  and  the 
jaws  are  highly  polished. 

"Stephenson"  Bar  Belt  Dressing 

The  Stephenson  Mfg.  Co.,  Albany,  N.  Y., 
are  manufacturers  of  the  "Stephenson" 
Bar  Belt  Dressing,  a-  fac-simile  package  of 
which  is  illustrated.  It  is  a  solid  substance, 
put  up  in  pound  sticks,  and  therefore  conveni- 
ent to  carry  in  the  tool  box.  It  does  not  con- 
tain any  rosin  or  any  other  substances  that 
will  injure  a  belt,  but,  on  the  contrary,  is  said 
to  be  an  excellent  belt  preservative.  It  is  fur- 
nished in  two  styles,  the  red  label  stick  is  for 
use  on  leather  belts   and  the  green   label   for 


"Jersey"  Vise  Display  Stand. 


readily,  so  that  any  Vise  can  be  easily  exam- 
ined. The  Stand  is  sent  out  with  an  assort- 
ment of  36  Vises.  This  assortment,  as  made 
up  by  the  factory,  has  from  1%  to  3-inch  in 


rubber  or  canvas  belts.  It  is  a  clean  article, 
and  there  is  nothing  untidy  in  handling  it. 
The  manufacturers  make  special  claims  on  the 
point  of  quality,  and  yet  it  affords  the  dealer 


Fac-simile  of  Package  of  "Stephenson"  Bar  Belt  Dressing. 


plain  iron  jaws,  and  from  l^to  3-inch  in  steel 
face  jaws,  and  from  1%-inch  to  3-inch  with 
swivel  base  and  steel  face  jaws.  They  are 
finely  finished  and  are  substantially  made,  and 


a  good  margin  of  profit.  At  the  right  of  the 
illustration  of  fac-simile  package  herewith  will 
be  seen  their  trade  mark,  a  jovial  mechanic 
applying  the  Dressing  to  a  belt. 
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20th  Century  Mail  Box 

Will.  F.  Heise  Mfg.  Co.,  m  Union  Park 
Court,  Chicago,  111.,  are  manufacturers 
of  the  20th  Century  Mail  Box  Nos.  1  and  2, 
the  latter  being  illustrated.  The  makers  are 
now  finishing  these  boxes  in  a  dead  black  as 
well  as  aluminum  finish.  The  No.  2  Box  is 
constructed  of  No.  24  galvanized  steel  and  is 
guaranteed  not  to  rust  or  break.  It  is  so 
constructed  that  the  contents  cannot  be  moved 
without  first  removing  the  padlock.  There  is 
a  heavy  glass  panel  in  the  door,  through  which 
the  letters,  etc.,  can  be  seen.  The  slot  at  the 
top  of  the  Box,  in  which  the  carrier  inserts 


Huber's  Account  Begister 

The  Huber  Account  Register  Co.,  Buffalo, 
N.  Y.,  are  offering  the  trade  the 
"Huber"  Account  Register,  No.  300,  illus- 
trated. 

The  register  itself  is  a  conveniently 
arranged  cabinet  in  which  each  and  every  cus- 
tomer of  the  merchant  has  a  compartment  in 
which  the  slips  are  filed.  Through  a  system 
of  indexing,  these  accounts  are  instantly  lo- 
cated. It  does  not  matter  whether  the  mer- 
chant has  less  than  a  hundred  accounts,  or 
more  than  a  thousand.  In  the  larger  size 
registers  a  system  of  vowel  indexes  is  used  in 


ers  of  the  No.  1  Mail  Box,  which  is  similar 
in  construction  to  the  No.  2,  save  that  it  is 
made  of  No.  20  galvanized  steel,  and  the  door 
is  fitted  with  a  spring  lock,  for  which  two  keys 
are  furnished.  The  slot  cover  is  spring  hinged, 
which  forces  it  forward  after  the  pressure  of 
inserting  the  letters  is  removed.  A  brass  clip 
is  provided  on  the  inside,  back  of  the  glass 
panel,  to  hold  the  owner's  name.  This  Box 
has  two  springs  on  the  cover  for  holding 
papers.  The  inside  dimensions  of  both  styles 
are:  Height,  10  inches;  width,  5%  inches, 
and  depth,  2%  inches.  This  Box  has  been 
approved  by  the  postal  authorities  and  is  to 
be  used  for  the  free  delivery  in  cities  only. 


It  is   not  half  so  hard  to  get  trade  as  to 
retain  it. 


connection  with  the  alphabetical  le'.tcr.  A 
cardboard  folder,  with  the  customer's  name 
in  ink,  is  placed  in  each  filing  compartment, 
and  this  completes  the  identification  of  the  ac- 
count. The  system,  as  devised  in  connection 
with  the  Account  Register,  is  a  great  saver 
of  time.  It  is  a  one-writing  system,  and 
means :  no  books  to  post,  no  bills  to  make  out, 
etc.  It  goes  farther  than  this :  it  shows  the  re- 
tailer the  correct  standing  of  his  business  at 
all  times.  It  makes  it  possible  for  him  to 
know  his  correct  business  worth  at  the  close 
of  each  day.  A  record  of  the  "Cash  Sales'' 
and  "Credit  Sales"  is  kept,  and  these  are 
totaled  weekly  and  monthly.  An  inventory 
balance  is  carried  out  at  the  end  of  each 
month.  No  knowledge  of  bookkeeping  or  ac- 
counting is  required. 
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^'Superior''  Spring  Hinge 

The  Superior  Spring  Hinge  Co.,  123  South 
Ginton  street,  Chicago,  111.,  are  placing 
on  the  market  the  "Superior"  double  acting 
ball  bearing  adjustable  tension  Spring  Hinge, 
illustrated.  The  construction  of  this  Hinge 
is  on  the  same  principle  as  their  "Superior" 


Fig.  1. — "Superior"  Spring  Hinge. 

Floor  Spring  Hinge.  Fig.  1  represents  the 
Hinge  as  it  will  appear  on  the  door,  and  is 
applied  to  same  with  less  skill  and  labor  than 
the  floor  hinge,  as  no  cutting  on  the  floor  is 
necessary.  This  Hinge  is  secured  to  the  bot- 
tom'of  the  door  by  means  of  four  machine 
screws  which  enter  through  the  cold  rolled 
steel    side-plates    into    the    Hinge,    also    four 
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Fig.  2. — Sectional  View  of  Spring  Hinge. 


wood-screws  which  fasten  the  plates  to  the 
door.  By  this  arrangement  the  same  size 
Hinge  can  be  applied  to  the  different  thick- 
nesses of  doors,  and  at  the  same  time  rein- 
force the  door  where  the  Hinge  is  applied. 

Fig.  2  shows  sectional  cut  of  the  Hinge, 
when  the  side-plate  is  removed.  It  is  com- 
pact, neat  and  strong.  There  is  a  minimum 
of  friction.    The  Hinge  can  be  used  wherever 


a  spring  hinge  is  wanted,  for  out  or  inside 
doors,  as  all  the  working  parts  are  above  the 
floor,  concealed  between  the  side-plates,  in  the 
door,  fully  protected  from  moisture  and  grit. 
The  weight  of  the  door  rests  on  a  ball-bearing 
pivot,  which  is  located  on  top  of  Hinge  were 
no  dirt  or  grit  can  enter.  When  Hinges  are 
required  with  two  finishes,  there  cannot  be 
any  mistake  on*  the  right  or  left-hand  finish, 
as  the  same  plate  will  fit  either  side.  The 
Hinge  has  a  tension  spring  made  of  high 
grade  crucible  steel.  Any  obstruction  below 
the  floor  will  not  be  an  objection,  as  the  Hinge 
is  fastened  on  top  of  the  floor  by  means  of 
four  wood-screws. 


The  6 — 5 — i  Manufacturing  Company,  De- 
troit, Mich.,  manufacturers  of  the  6—5—4  Self- 
Shining  Black  Lusta  for  gas  ranges,  stove 
pipes,  window  screens,  etc.,  have  decided  to 
resume  their  former  name  of  Crosby  &  Co., 
by  which  they  will  hereafter  be  known. 

Window  Screen  Frame 

The    Arcade    Mfg.    Co.,   Freeport,    111.,    are 
placing  on   the     market     the     Window 
Screen  Frame,  illustrated. 

The  complete  frames,  including  strips,  slides, 
moulding  and  corner  irons,  are  packed  in 
crates  of  two  dozen  each,  in  sizes  ranging 
from  30  X  36  up  to  36  X  84  inches.  This  frame 
is  easily  fitted  up  and  by  means  of  a  patent 
corner  iron  it  is  held  firmly  in  shape  and  can- 
not   warp.     The    material     for-   making     the 


^Window  Screen  Frame. 

screens  is  also  sold  in  12  ft.  strips,  which  can 
be  cut  to  the  size  desired  by  the  customer. 
These  strips  are  made  in  two  widths — IMs  and 
2  inches.  These  are  packed  in  crates  contain- 
ing 144  ft.,  half  of  the  strips  being  without 
slides  for  the  top  and  bottom  pieces  of  the 
frame.  All  frames  and  strips  are  finished  with 
one  coat  of  filler.  The  storage  room  re- 
quired for  this  style  of  frame  is  very  small 
and  this  is  a  feature  which  appeals  to  the 
trade.      * 
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''Shimer"  Fence  Oate 

The  Spring  Steel  Fence  &  Wire  Co.,  Ander- 
son, Ind.,  arc  nianufacturers  of  the 
"Shimer"  Fence  Gate,  illustrated.  It  is  made 
with  double  strength  welded  steel  pipe,  each 
gate  frame  being  formed  of  one  continuous 
piece  put  together  with  a  riveted  sleeve.  This 
frame  is  either  painted  or  galvanized  and  is 
tilled. with  "Shimer"  close-me^hed  galvanized 
stock  and  poultry  wire.     A  special  feature  is 


of  malleables,  such  as  Oilers,  Lamps,  Gamps, 
etc. 


"Shimer"  Fence  Gate. 

the  self-locking  device  which  automatically 
locks  the  gate  when  closed,  making  it  impos- 
sible for  stock  of  any  kind  to  open  it  by  push- 
ing or  lifting.  The  Gate,  which  is  strong, 
substantial  and  attractive  in  appearance,  is 
made  any  size  to  meet  all  requirements.  It  is 
furnished  with  plain  or  ornamental  top.  In 
the  ornamental  style  a  variety  of  patterns  are 
offered.  The  company  also  offer  a  new  fence 
known  as  the  27-bar  70-inch  Stock  and  Poul- 
try Fence,  for  use  in  parks  and  public  places. 

'^Hammer's"  M.  I.  Engine  Torch 

Hammer  &  Co.,  Branford,  Conn.,  are  offer- 
ing the  trade  ''Hammer's"  M.  I.  Engine 
Torch,  illustrated.     It  is  a  strongly  made  mal- 


Baeder,  Adamson  &  Co.,  Philadelphia,  Pa., 
have  issued  a  hanger  out  of  the  ordinary.  It 
is  5%  inches  wide  by  13  inches  long,  and  on 
the  face  has  printed  a  half  of  the  features 
and  the  left  shoulder  of  a  mechanic  with  apron 
on.  In  his  pocket  are  placed  a  number  of 
folders  entitled  "Sandy's  Sure  Sayings,"  being 
a  mechanic's  talk  on  a  practical  subject — about 
Baeder-Adamson  Sand  Papers.  The  card 
hanger  is  in  colors  and  attracts  attention.  It 
can  be  hung  in  most  any  place,  having  a  per- 
foration at  top  to  slip  over  a  nail.  The  con- 
cern are  also  large  manufacturers  of  emery 
paper  and  glue. 

"Howland"  Oiler 

The  Maple  City  Mfg.  Co.,  Monmouth,  111., 
are  offering  the  trade  the  "Rowland" 
Oiler,  illustrated.  The  spouts  are  made  of 
any  size,  length  and  curve  desired,  to  enable 
inaccessible  oil  holes  and  cups  to  be  reached 
without  endangering  the  user.  In  these  Oilers 
the  flow  of  oil  is  regulated  to  the  exact  re- 
quirements, since  the  flow  of  oil  is  forced  out 
of  the  can  or  reservoir  by  merely  pressing  the 
thumb  on  the  small  knob  above  the  grip  or 
handle.    The  discharge  of  oil  can  be  graduated 


"Hammer's"  M.  I.  Engine  Torch. 

leable  iron,  and  will  withstand  the  rough  usage 
to  which  such  articles  arc  subjected.  It  comes 
in  three  sizes.     It  is  an  addition  to  their  line 


"How land"  Oiler. 

from  one  drop  at  a  time  to  a  steady  stream, 
and  can  be  ejected  with  light  or  heavy  pres- 
sure according  to  the  pressure  applied  to  the 
knob.  Where  the  reservoir  cannot  be  elevated 
above  the  oil  hole,  as  frequently  occurs  in 
oiling  shafting,  the  ordinary  oiler  is  of  no 
avail,  but  with  this  construction  it  is  easy.  The 
pump  is  so  arranged  that  it  will  not  become 
injured  and  drains  the  reservoir  in  all  posi- 
tions. In  case  of  upsetting  the  Oiler  no  oil 
can  flow  out,  the  discharge  being  governed  at 
all  times  by  the  knob  near  the  handle. 
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''Snap"  Hose  Nozzle 

The  Nelson  &  Morrison  Mfg.  Co.,  Peoria, 
111.,  are  placing  on  the  market  the  "Snap" 
Hose  Nozzle,  illustrated.  Part  No.  1  is  the 
regular  No.  1  part  of  the  "Snap"  Coupling 
provided  with  threads  to  screw  on  any  %-inch 
hose  thread.  A  thin  brass  plate  "Y"  is  placed 
on  top  of  the  washer  in  No.  1,  having  a  line 
running  through  the  tips  of  its  projecting  ears 


"Snap"  Coupling  and  Nozzle. 

parallel  with  a  line  running  through  the  two 
stationary  locking  lugs  of  the  No.  1  part,  a 
thin  rubber  washer  is  placed  on  top  of  "Y" 
and  the  No.  1  part  is  screwed  on  the  hose. 
The  part  "X"  is  then  snapped  into  position. 
The  stream  is  regulated  or  entirely  shut  off 
by  swiveling  "X"  in  the  No.  1  part.  By 
instantly  unlocking  "X"  a  full-sized  hose 
stream  is  obtained.  Extra  brass  plates  "Y" 
are  furnished  and,  as  these  do  not  interfere 
with   the  use  of  any  "Snap"   Coupling  cone 


"Snap"  Hose  Nozzle. 


head  part  in  the  No.  1  part,  it  will  often  be 
found  desirable  to  fit  each  end  of  hose,  on 
which  a  nozzle  may  often  or  occasionally  be 
used,  with  "Snap"  Coupling  No.  1  parts  and 
the  little  plate  "Y,"  thus  fitting  them  for  use 
with  both  the  nozzle  and  the  cone  head  coup- 
ling parts  that  may  be  attached  to  opposite 
hose  ends,  sprinklers,  etc.  Only  the  special 
"Snap"  Coupling  washer  should  be  used  with 
the  "Snap"   Nozzle.     The  use  of  this  device 


The  makers  call  attention  to  the  following 
meritorious  points :  the  water-way  is  bored  out 
smooth.  The  passageway  for  the  stream  is 
straight,  the  only  interference  for  the  floW 
about  the  valve  screw  being  a  very  light  spider 
that  holds  the  screw;  it  is  twice  the  size  of  the 
passageway  of  many  nozzles,  bringing  up  to 
the  escape  hole  hy  a  straight  flow  a  body  of 
water  so  large,  the  resistance  to  the  flow  being 
so  slight,  that  the  stream  is  projected  with  far 
greater  force  than  when  the  flow  is  through 
the  usual  small  or  indirect  waterway.  The 
instant  adjustment  to  a  full-size  stream  is  new 
in  nozzles,  a  feature  which  will  be  appreciated 
by  many  users.  The  parts  of  the  Nozzle  "X" 
are  put  together  in  such  a  manner  that  they 
cannot  be  taken  apart;  it  will  not  get  out  of 
order  and  cannot  be  tampered  with.  While 
the  usual  packing  is  eliminated  in  the  nozzle 
part  proper,  the  washer  in  Part  1  acts  as  a 
packing  between  Part  1  and  "X,"  the  special 
construction  making  the  swiveling  of  "X"  very 
easy. 


The  Bruns  Machine  Co.,  St.  Charles,  Mo., 
are  sending  out  a  calendar,  the  upper  half  of 
which  shows  a  splendid  view  of  their  store 
interior.  The  lower  half  has  the  calendar 
sheets.  The  company  do  a  retail  Hardware 
business. 

''Kingfisher"  Braided  Silk  Fish  Line 

EJ.  Martin's  Sons,  IV2  Kingfisher 
•  street,  Rockville,  Conn.,  are  the 
manufacturers  of  the  "Kingfisher"  Braided 
Fish  Lines,  one  of  which  is  illustrated. 
These  Lines  are  manufactured  in  a  variety 
of  sizes,  colors  and  finishes.  The  makers 
report  a  very  large  demand  this  season 
on  "Martin's"  Braided  Silk  Nos.  Bl,  B2,  B3 


Putting  on  Nozzle. 

enables  one  to  obtain  instantly  from  a  com- 
plete shut-off  to  a  fine  spray,  broken  stream, 
small  straight  stream,  and  a  full  hose  stream. 


"Kingfisher"  Braided  Silk  Fish  Line. 

and  B4.  It  is  a  finished  silk  line  of  black  and 
white  mixture,  testing  from  12  to  23  pounds. 
It  is  especially  suited  to  all  kinds  of  lake  and 
stream  fishing,  and  is  also  a  good  bait-casting 
line.  The  makers  will  send  catalogue  and  an 
extensive  line  of  samples  upon  application. 
The  concern  are  doing  extensive  advertising 
among  users  of  fish  lines  to  popularize  their 
goods. 
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"Bosg"  Washer  , 

The  Boss  Washing  Machine  Co.,  Cinciiinati, 
Ohio,  are  makers  of  the  "Boss"  Washer, 
illustrated.  Its  design  is  original  with  them 
and  it  is  constructed  so  as  to  do  the  washing 
by  a  principle  patterned  from  the  old-fashioned 
washboard.  This  method,  however,  permits 
the  operator  to  cleanse  but  one  garment  at  a 
time,  while  with  this  machine  a  quantity  of 
them  can  be  washed  at  one  time  and  quicker 
than  by   the   hand   method   of   rubbing.     The 


ing  clothes  aiKi  is  a  point  which  the  manufac- 
turers of  the  "Boss"  considered  indispensable 
in  the  construction  of  their  machine.  The  ma- 
chine is  built  of  Louisiana  cypress  throughout, 
a  most  substantial  lumber,  as  it  does  not  ab- 
sorb the  water  like  other  lumbers,  and  conse- 
quently leaves  the  machine  at  all  times  in  a 
perfectly  sanitary  condition.  The  machine  is 
very  simple  in  construction  and  operates  with 
ease.  It  is  built  in  numerous  sizes  of  various 
capacities,  the  machine  for  ordinary  family  use 
being  sufficiently  large  enough  to  wash  ten 
shirts  at  a  time  or  other  garments  of  like  quan- 
tity. The  machine  can  also  be  operated  by 
hand  or  power. 

''Herricls's"  Bar  Tool  Brackets 

The  F.  A.  Herrick  Co.,  Jackson,  Mich.,  are 
manufacturers  of  "Herrick's"  Bar  Tool 
Brackets,  illustrated.  These  Brackets  are  used 
on  a  bar  or  track  similar  to  a  barn  door  track 
made  in  lengths  of  2  and  3  feet.  The  Brackets 
can  be  moved  any  distance  apart  to  suit  what- 
ever goods  are  being  put  in  them.  The  straight 
hooks  should  be  used  for  D  handle  goods,  as 
they  can  be  placed  between  the  notched  Brack- 


"Boss"  Washer. 

principle  and  general  construction  is  that  by 
turning  the  hand  wheel,  the  two  rub-boards  on 
the  inner  side  of  the  machine  will  oscillate  in 
opposite  directions,  the  clothes  being  between 
them,  the  upper  rub-board  adjusts  itself  within 
elongated  'bearings,  so  that  ofie  garment  can 
he  washed  as  quickly  as  a  quantity  of  them. 


Showing  Rubber  Board  of  Washer. 

This  Washer  is  claimed  to  be  the  only  machine 
that  has  an  extra  chamber  below  the  two  vi- 
brating rubbers,  in  which  chamber  all  dirt  and 
lint  as  it  separates  from  the  clothing  will  set- 
tle, with  the  result  that  all  garments  when 
washed  are  left  in  a  sanitary  condition.  This 
is  an  essential  feature  in  washing  and  cleans- 


"Herrick's"   Bar  Tool  Brackets. 

ets  and  fill  up  the  space  on  the  wall.  These 
Brackets  can  be  used  on  common  barndoor 
track  as  well.  Whenever  it  is  desired  to  use 
the  wall  space  for  other  goods  these  Brackets 
can  be  removed  readily  as  there  are  no  screws 
to  remove.  The  Shovel  Brackets  hold  six 
shovels,  the  Rake  Brackets,  nine  rakes;  the 
Fork  Brackets,  eight  forks;  the  Hoe  Brackets, 
nine  hoes,  and  the  straight  hooks,  ten  D  handle 
forks  and  shovels.  The  company  make  several 
styles  of  agricultural  tool  racks,  with  varying 
capacities.  These  Racks  display  the  tools  and 
keep  them  constantly  in  position  for  sale. 
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Antomobil^  Rubber  Goggles 

The  Motor  Car  Equipment  Co.,  55  Warren 
^street,  New  York,  are  offering  the  trade 
the  Automobile  Rubber  Goggles,  illustrated.   It 


especially  prepared.  The  front  and  back  plates 
are  formed  out  of  solid  steel,  well  machined 
and  nickel  plated.  The  handle  and  nib  are  of 
hardwood,  turned,  nicely  finished,  and  so  con- 
structed that  they  are  easily  separated  from 
the  heads,  which  makes  it  convenient  for  put- 
ting in  the  tool  chest  or  tool  box. 


Automobile   Rubber   Goggles. 

is  made  of  high-grade  Para  rubber,  and  will 
perfectly  adjust  itself  to  fit  any  face.  The 
glasses  can  be  renioved  and  replaced  in  an  in- 
stant. An  extra  pair  of  glasses  is  furnished 
with  each  pair  of  Goggles.  The  article  is  rain 
and  dust-proof. 

^Beimett"  Adjustable  Scraper 

The  Bennett  Mfg.  Co.,  420  Auburn  avenue, 
Buffalo,  N.  Y.,  are  placing  on  the  market 
the  "Bennett"  Adjustable  Scraper,  illustrated. 
Its  construction  permits  the  operator  to  easily 
adjust  it  to  suit  the  work  in  hand,  making 
more  easy  the  former  hard  and  laborious  job. 
The  handle  is  so  constructed  that  by  a  turn 
,  the  operator  can  give  the  head  and  blade  any 
necessary  pitch.  By  simply  turning  the  thumb- 
screw the  blade  can  be  adjusted  up  or  down 
to  suit  the  operator.  Any  3-inch  blade  can  be 
used.    It  does  not  require  a  hole  in  blade  to 


''Standard"  Spring  Pivot 

The  Standard  Mfg.  Co.,  Shelby,  Ohio,  are 
manufacturers  of  the  "Standard"  Spring 
Pivot,  illustrated.  This  Pivot  is  put  in  the 
top  of  door  and  is  used  in  connection  with 
the  company's  "Champion"  and  "Standard" 
Double  Acting  Spring  Floor  Hinges.  With 
this  Spring  Pivot  applied  to  a  door  the  same 
can  be  set  in  place  or  taken  down  in  a  short 
time.  "A"  illustrates  the  part$  comprising  the 
Pivot;  one  showing  the  pivot  pin  which  is 
placed  in  the  head  jamb  of  the  door  frame  and 
the  other  into  the  top  corner  of  the  door.  "B" 
shows  how  the  two  parts  are  coupled  together 
when  hanging  a  door.     The  spring  is  pressed 


"Bennett"  Adjustable  Scraper. 

fasten  it  on,  and  is  securely  clamped  between 
the  front  and  back  plate,  being  gripped  tightly 
at  the  place  where  the  work  is  being  done, 
eliminating  chattering.  The  hand  piece  or  nip 
that  protects  the  upper  part  of  the  blade  is 
provided  with  a  cushion  so  that  the  operator 
can  sharpen  or  prepare  both  ends  of  the  blade 
for  work,  and  while  using  one  end  the  other 
end  in  the  nib  is  protected  by  a  cushion.  It  Is 
only  necessary  to  reverse  the  blade  to  have 
another  keen-cutting  edge  to  work  with.  The 
blades  are  made  of  a  fine  grade  of  hard  steel 


"Standard"    Spring   Pivot 

down  to  admit  the  pivot  pin  through  the  slot 
at  the  edge  of  the  door  and  when  the  pin 
comes  opposite  the  hole  in  the  spring  part  it 
will  enter  and  the  spring  go  back  to  its  nor- 
mal position,  as   indicated   by  "C." 


The  Bryan  Mfg.  Co.,  Bryan,  Ohio,  in  their 
latest  catalogue.  No.  40,  show  their  line  of 
malleable  shod  "Champion"  Wheelbarrows. 
These  come  in  steel  and  wood  framei  and  in 
large  variety,  adapting  them  for  many  pur- 
poses. ^  I 
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"LinoUtc" 

HW.  Johns-Manville  Co.,  100  William 
•  street,  New  York,  are  placing  on  the 
market  the  "Linolite,"  the  illustration  showing 
a  show  case  illuminated  with  same.  The  name 
"Linolite"  is  taken  from  the  line  of  light  that 
it  gives,  a  yard  of  light  to  a  yard  of  space.  It 
is  .especially  adapted  for  illuminating  show; 
cases,  pictures,  signs,  residences,  show  win- 
dows, desks,  etc.  By  placing  end  to  end  and 
close  together  in  a  continuous,  semi-circular 
reflector  a  series  of  long,  tubular  incandescent 
lamps,  with  single  filaments  running  from  end 
to  end  in  each  lamp,  an  endless  line  of  light  of 
any  desired  length  can  be  obtained.  These 
lamps,  which  are  held  in  the  reflector  by  solid 
porcelain  sockets,  containing  spring  plungers, 
can  be  instantly  removed  and  replaced.  The 
reflector  is  made  in  one  piece  from  a  single 
sheet  of  metal,  usually  aluminum,  polished  on 
the  inside,  with  a  tubular  bead  formed  on  each 
edge  to  carry  the  wiring.  A  pivoted  support 
is  used  for  installing  the  fixture,  the  same  be- 


cused  on  the  area  to  be  illuminated.  The  mak- 
ers state  that  the  illumination  given  by  a  bulb 
light  immediately  in  front  is  seven  to  eight 
candle-power,  and  in  the  Linolite  is  over  i^ety 
candle-power. 


'^dia"  Automobile  Stone 

The  Pike  Mfg.  Co.,  Pike,  N.  H.,  with  New 
York  branch  at  151  Chambers  street, 
are  placing  on  the  market  the  "India"  Auto- 
mobile Stone,  No.  53,  illustrated.  The  stone 
is  shaped  to  give  several  different  shapes,  so 
that  the  user  can  readily  get  at  the  contact 
points  of  vibrator  coils.  These  contact  points 
being  made  of  platinum  points,  are  very  sen- 
sitive and  need  careful  attention.  Hereto- 
fore a  knife  blade  file  has  been  used  when  the 


Illuminating  a  "Linolite"  Show  Case. 


ing  screwed  in  place  and  the  reflector  after- 
ward snapped  in.  These  supports  are  pivoted 
so  that  the  reflector  may  be  turned  in  any  di- 
rection desired.  Linolite,  so  to  speak,  can  be 
cut  off  by  the  yard,  in  any  length  to  suit  any 
position,  and  is  entirely  self-contained.  It 
weighs,  complete,  less  than  one-half  pound  per 
running  foot.  The  total  depth  from  front  of 
lamp  to  back  of  reflector  is  only  1  inch  and 
tota'l  width  2M:  inches.  The  whole  fixture,  in 
its  complete  form,  will  pass  through  an  oval 
ring  2^/4x1  inch.  Linolite  may  be  fitted  inside 
the  framework  of  a  window  or  back  of  the 
fillets  in  such  a  manner  that  the  fixture  is  in- 
visible, or  practically  so,  and  the  source  of  the 
light  screened  from  the  eye  of  the  spectator. 
All  the  light  is  used  to  illuminate  the  goods 
displayed.  When  used  in  show  windows  arti- 
cles as  close  as  one  inch  of  the  glass  are  fully 
illuminated.  The  light  g'iving  space  of  a  bulb 
lamp  is  two  inches.  In  the  Linolite  it  is  ten 
inches.  This  light  saves  current  as  it  has  a 
straight  filament.     The  rays  of  light  are  fo- 


" India"  Automobile  Stone. 

contact  points  have  become  "pitted."  The  ad- 
vantage of  using  this  oil  stone  over  the  file  is 
said  to  be  the  same  as  derived  from  the  use 
of  an  oil  stone  in  the  sharpening  of  a  knife 
against  rasping  it  away  with  a  file.  The  file 
leaves  a  rough  surface,  while  the  stone  leaves 
the  points  polished  and  gives  a  smooth  con- 
tact. It  eliminates  all  sticking.  The  Stone 
is  also  used  for  grinding  or  smoothing  rough 
surfaces  and  for  sharpening  pocket  knives  or 
any  small  edge  tools.  It  is  furnished  with  or 
without  a  handsome  leather  case,  gold  let- 
tered. 
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''Holland"  Ventilating  Window  Lock 
e  Holland  Mfg.  Co.,  Florence,  Mass.,  arc 


placing    on    the    market    the    "Holland" 
Ventilating  Window  Lock,  illustrated.    It  is  a 


Fig.    1— "Holland"   Ventilating   Window 
Lock. 

simple  contrivance,  easily  placed  in  position 
and  efficient  in  operation.  The  lock  cannot  be 
operated    from   the   outside,   neither   can   the 


Fig.    2— Window    Opened    for   Ventilation, 
Locked. 

window  equipped  with  it  be  forced  open.  The 
act  of  closing  the  window  locks  it  closed. 
The  window  is  locked  at  all  times,  whether 


open  or  closed.  The  window  may  be  left 
open,  as  in  Fig.  2,  which  gives  a  ventilating 
space  of  from  one  to  six  inches  top  or  bot- 
tom, or  both.  When  the  window  is  in  the 
position,  Fig.  1,  it  is  locked.  The  act  of  clos- 
ing the  window  from  position  in  Fig.  2  to 
Fig.  1  automatically  locks  it,  as  the  4-inch 
hook  drops  by  gravity  as  soon  as  the  upper 
sash  is  closed.  The  device  is  made  of  har- 
dened steel,  neatly  finished  in  antique  copper, 
bronze,  brass,  nickel  and  dead  black.    It  con- 


FiG.  3 — Lock   Not  in  Use,  Window   Fully 
Opened. 

sists  of  two  parts,  the  hook  and  hinge,  and 
can  be  applied  by  any  one  in  a  few  minutes. 
No  cutting  of  the  sash  required,  just  insert 
four  screws.  The  bracket  is  put  on  upper 
sash  and  the  hinge  on  the  lower  sash  with 
knuckle  toward  the  person  applying  same,  and 
the  device  is  ready  for  use.  When  it  is  de- 
sired to  open  the  window  to  its  full  extent, 
lift  the  flanged  leaf  of  hinge  and  allow  the 
hook  to  drop  down  as  shown  in  Fig.  3;  to 
close,  the  upper  sash  is  raised,  the  hinge 
opened,  the  hook  pulled  over,  the  hinge  let 
back  in  place,  and  the  hook  drops  into  posi- 
tion, all  of  which  is  done  in  an  instant.  It  is 
especially  desirable  to  use  on  all  first-floor 
windows,  on  windows  opening  on  fire  escapes, 
so  that  children  will  run  ho  risk  6f  falling  out. 


The  Pritchard-Strong  Co.,  Rochester,  N.  Y., 
have  issued  a  series  of  illustrated  postal  cards 
illustrating  "Uncle  Obediah"  and  "Uncle  Bill," 
the  two  genial  cut-out  card-board  brothers 
who  are  doing  so  much  to  popularize  the 
"Frisco"  Lanterns  and  Dinner  Pails.  j 
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"E-Z"  Orass  Catcher 

The  Excelsior  Implement  Co.,  382  River 
street,  Troy,  N.  Y.,  are  manufacturers  of 
the  "E-Z"  Grass  Catcher,  illustrated.  It  has  a 
galvanized  iron  bottom.  The  sides  and  back 
are  made  of  very  strong  canvas,  attached  to 
the  bottom  by  impossible-to-rip  connections. 
The  frame  is  made  of  %-inch  galvanized  iron 
wire,  with  side  supports  of  the  same  stock. 
There  is  a  universal  attachment  made  of  malle- 
able iron,  that  fastens  on  the  yoke  of  the 
mower  and  is  so  arranged  that  it  is  possible 


16,  17  and  18-inch  mowers,  while  the  No.  9i 
fits  18,  19,  20  and  21-inch  mowers. 


*'E-Z'*  Grass  Catcher. 

to  attach  it  to  any  mower.  The  side  frame 
can  be  lengthened  or  shortened  by  means  of 
a  set  screw  and  clamp,  so  that  the  pan  will 
travel  directly  behind  the  roller  whatever  the 
wheel  base  may  be.  It  is  guaranteed  to  per- 
fectly fit  all  styles  and  makes  of  lawn  mow- 
ers. The  catcher  can  be  removed  to  put  away 
or  empty  in  an  instant.  The  length  is  24 
inches,  and  the  width  ranges  from  16,  18,  to 
21   inches.     The  height  is  14  inches  in  front 


The  American  Safety  Razor  Co.,  320  Broad- 
way, New  York,  have  issued  a  large  circular' 
with  a  picture  in  colors  showing  a  frog  and 
an  elephant,  with  the  story  of  how  the  frog 
wanted  to  be  as  big  as  the  elephant,  and  when 
he  found  he  could  not  he  gave  up  and 
''croaked"  for  the  last  time.  They  apply  this 
allegorical  figure  to  their  business,  with  the 
conclusion  that  the  "Ever-Ready"  Safety  Razor 
had  made  tremendous  strides  as  a  profit-pro- 
ducer for  the  dealer  to  handle. 

"Wynn'g"  Boiler  Scrcn  Cabinet 

The  Roller  Cabinet  Works,  Sterling,  III.,  arc 
offering  the  trade  **Wynn's"  Roller  Screen 
Wire  Cloth  Cabinet,  illustrated.  It  is  de- 
signed especially  for  storing  and  measuring 
wire  cloth,  the  top  being  especially  ruled  for 
cutting  glass.  Two  revolving  rollers  hold  the 
roll  of  wire  cloth  and  keep  it  from  loosening 
while  being  measured.  The  height  of  Cabinet 
is  32  inches,  length  70  inches,  width  32  inches. 
It  is  made  of  solid  red  oak,  ends  paneled  and 
finished  in  golden  oak.  The  lumber  is  thor- 
oughly seasoned.  The  Cabinet,  which  is  made 
in  one  size  only,  is  finished  with  three  coats  of 
rubbing,  shipped  in  gross  and  crated,  weighing 
200  pounds.  This  Cabinet  displays  eighteen 
rolls  from  sides  and  four  rolls  from  the  end 
pockets,  the  latter  being  sixty  inches  deep  for 
long  rolls.  The  Cabinet  is  provided  with  card 
frames,  showing  the  ^ize  of  wire  cloth  each 
pocket  contains.  All  pockets  are  seven  inches 
square.     The   drawer   under   the   rolls   is   for 


"Wv.nn's"     Roller     Screen 

to  16  inches  at  the  back.  The  weight,  packed, 
is  40  pounds  to  the  dozen.  The  No.  92  fits 
12,  14  and  16-inch  mowers.     The  No.  93  fits 


Wire     Cloth     Cabinet. 

tacks  and  shears,  and  pulls  out  from  either 
side.  The  Cabinet  can  be  used  from  either 
side. 


Digitized  by 


Google 


Mabch,  1908. 


NEir  GOODS  AND  INVENTIONS 


585 


''Sherwood"  Metal  Frame  Screen 

The  Sherwood  Metal  Working  Co.,  Syra- 
cuse, N.  Y.,  are  manufacturers  of  the 
"Sherwood"  Metal  Frame  Adjustable  Window 
Screen,  illustrated.  The  wire  cloth  is  firmly 
fastened  into  the  frame,  so  that  with  long 
use  it  will  not  sag  or  get  out  of  shape.  The 
frame  is  made  of  high-grade  Bessemer  sheet 
steel.  The  black  wire  cloth  is  also  high  grade. 
The  frames  are  finished  with  black  baking 
japan  apd  are  impervious  to  moisture.  Five 
sizes  are  supplied,  ranging  from  a  height  of 
18   inches,   opening   of   33   inches,    and    when 


The  manufacturers  have  therefore  decided  to 
slip  off  the  old  name  and  have  taken  on  the 
new,  which  is  Three  In  One  Oil  Co.  They 
are  still  at  the  same  address,  42  Broadway. 
The  Oil  is  still  furnished  in  two  sized  bottles. 


H. 

Sink 
have 


"Syracuse"  Sink  Bracelet 

E.    Hessler   Co.,   5>racuse,    N.   Y.,   are 

placing  on  the  market  the  "Syracuse" 

Bracket,    illustrated.      It    is   claimed    to 

numerous     advantages    over    the    cast 


"Syracuse"   Sink   Bracket. 


"Sherwood''  Metal  Frame  Window   Screen. 

closed  22  inches ;  up  to  30  inches  high.  2()  inches 
closed  and  44  inches  when  open.  This  permits 
of  fitting  almost  every  window.  Owing  to  the 
extreme  narrow  frame  it  can  be  used  as  a  per- 
manent outside  Screen,  allowing  the  bottom 
•fiash  to  be  raised  and  lowered  without  re- 
moving the  Screen.  It  is  attached  to  the  out- 
side window  casing  by  four  small  brads  driven 
through  the  slots  as  shown  in  the  illustration. 
The  slots  allow  the  Screen  to  be  readily  re- 
moved without  pulling  the  brads.  The  Screen 
can  also  be  used  under  the  sash  in  the  ordi- 
nary way  when  desired. 

Owing  to  the  extensive  and  continuous  ad- 
vertising given  the  "3  in  One"  Oil,  the  name 
has  become  far  better  known  than  that  of  the 
makers,  the  G.   W.  Cole  Co.,  of  New  York. 


bracket.  It  is  neater  in  appearance,  and  being 
detachable  is  more  easily  placed  in  position. 
The  angle  part  of  the  Bracket  is  placed  against 
the  wall  where  wanted  and  screwed  solid  at 
the  upper  end.  The  brace,  which  works  in  a 
cam,  is  then  placed  in   position  and   screwed 


Bracket   Ready  to  be  Detached. 

to  the  wall  with  the  lower  part  of  angle.  This 
brings  the  upper  part  perfectly  level  and  holds 
the  Bracket  rigid.  It  is  much  stronger  than 
the  cast  bracket  and,  as  it  is  lighter, 
there  is  a  considerable  saving  in  freight.  Be- 
ing made  of  steel,  it  cannot  be  injured  in  ship- 
ping. The  Brackets  are  made  in  two  sizes, 
Nos.  1  and  2.  The  No.  1  is  10Mjx14  inches, 
and  takes  sinks  from  14  to  18  inches;  the  No. 
2  is  12x16  inches  and  takes  sinks  from  18  to 
20  inches.  They  are  furnished  plain  and  nickel 
plated.  The  nickel  plated  Brackets  make  an 
extra  neat  appearance  as  the  smooth  steel 
takes  a  very  fine  polish.  The  nickel  Brackets 
are  well  wrapped  in  tissue  paper  and  are 
packed  one  pair  in  a  cardboard  box.  to  insure 
their  arrival  to  the  customer  in  first-class  con- 
dition. 
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"Shrp-Shavr"  Safety  Bazor  Stropper 

The  Smith  &  Hemenway  Co.,  110  Duane 
street,  New  York,  are  oflfering  the  trade 
the  "Shrp-Shavr"  'Safety  Razor  Stropper,  il- 
lustrated. It  is  a  recent  addition  .to  the  Safety 
Razor  outfit,  and  they  also  announce  a  change 


"Shrp-Shavr"  Razor  Stropper. 


in  putting  up  the  blades,  which  now  come  five 
in  a  package.  A  change  has  been  made  in  the 
"Shrp-Shavr"  Razor,  the  new  style  having  the 
bar  construction  as  shown.    With  the  stropper 


"Shrp-Shavr"  Safety  Razor. 

the  owner  can  strop  a  blade  as  frequently  as 
desired,  and  with  the  outfit  of  five  blades, 
which  are  sold  at  a  low  price,  the  shaver  gets 
his  shaves  at  a  nominal  figure.  The  makers 
call  particular  attention  to  their  system  of 
placing  about  all  the  value  of  the  device  in 


layers*  Haversacks,  Bricklayers*  Hand  Protec- 
tors, Plumbers'  and  Electricians'  Tool  Bags, 
Carpenters'  Bit  Roll,  Carpenters*  Combination 
Apron  and  Nail  Bag,  Automobile  and  Ma- 
chinists* Tool  Roll,  Auto  Tube  Case,  Tire 
Cover,  Punch  and  Chisel  Roll,  Bill  Posters' 
and  Distriubters*  Bag,  Coal  Bags,  Horses'  Feed 
Bags,  Canvas  Mail  Bag,  Cutlery  and  Silver- 
ware Roll,  and  Grass  Catchers. 

"0-Hi-O"  Cooker 

The  Ohio  Cooker  Co.,  506  Jefferson  avenue, 
Toledo,  Ohio,  are  manufacturers  of  the 
"0-Hi-O"  Cooker,  illustrated.  It  is  designed 
to  roast  and  brown  meats,  bake  pies,  cakes, 
bread  and  biscuits  in  the  lower  compartment, 
while  in  the  upper  it  cooks  by  steam. 
The  oven  part  is  lined  with  heavy 
metal.  There  are  three  oven  shelves,  ad- 
justable to  different  spaces,  and  two  shelves 
in  the  steam  compartment.  The  partition  sep- 
arating the  two  compartments  is  tight.  The 
heat  from  the  flame  goes  up  the  side  parti- 
tion, and  then  comes   out  at  the  lower  side 


"Shrp.-Shavr"  Blade  Package. 

the  blades,  as  that  is  what  the  user  shaves 
wilh.  Very  large  sales  are  reported  wherever 
introduced. 


The  Excelsior  Implement  Co.,  382  River 
street,  Troy,  N.  Y.,  have  brought  out  a  new 
catalogue,  which  shows  a  decided  improvement 
over  previous  editions.  There  are  presented 
Masons*    and    Mechanics'   Tool    Bags,    Brick- 


"0-Hi-O"  Cooker. 

and  spreads  throughout  the  oven.  An  open-  . 
ing  in  the  lower  side  provides  draft  and  an 
even  temperature  is  maintained  in  the  oven. 
The  doors  are  hung  on  brass  hinges,  and  the 
water  reservoir  is  double  seamed  and  soldered. 
The  Cooker  is  made  with  heavy  tin  an4  copper 
tanks,  and  is  equipped  with  a  whistle  that 
blows  ten  minutes  before  the  tank  needs  re- 
plenishing. The  tank  is  filled  and  emptied  at 
the  funnel  on  the  top  of  the  Cookei.  It  is 
made  in  two  sizes,  24  inches  high  and  13% 
inches  square  for  family  use,  and  27  inches 
high  and  14%  inches  square  for  hotel  use. 
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JeUitae 

Arthur  S.  Hoyt.  90  West  Broadway,  New 
York,  is  offering  the  trade  "Jellitac," 
which  is  a  paste  in  dry  form.  Formerly  the 
dealer  was  obliged  to  keep  wet  paste  ift  bar- 
rels  with   the  attendant  loss  by  evaporation. 


inlet  holes,  which  arc  depressed  one-half 
inch.  When  it  is  desired  to  empty,  simply 
grasp  the  handle  with  one  hand,  carrying 
without  effort  in  a  natural  upright  position  to 
the  sink  or  other  place,  when  it  is  emptied 
without  spilling  a  drop.   This  avoids  all  liabil- 


Packages  of  "Jellitac." 


foul  smells,  vermin,  etc.  The  two-pound 
tubes  of  "Jellitac"  each  contain  sufficient  ma- 
terial to  produce  a  bucket  of  fine  white  paste 
by  simply  stirring  into  cold  water.  This  form 
makes  a  neat  shelf  package  and  yields  a  good 
profit. 

"Gem"  Befrigerator  Drip  Pan 

The  Gem  Mfg.  Co.,  Chelsea  Station,  Boston, 
Mass.,  are  placing  on  the  market  the 
"Gem*'  Refrigerator  Drip  Pan,  illustrated.  It 
is  of  unique  construction,  being  a  galvanized 


Carrying  jhe  Refrigerator  Drip  Pan. 

ity  of  spilling  the  contents  over  the  floor,  as 
is  frequently  done  with  the  usual  open  style 
of  drip  pans.  It  is  an  article  that  is  said  to 
at  once  appeal  to  the  housewife. 

"Ideal"  Dripless  Strainer 

The  Porter  Machine  &  Stamping  V^orks. 
Gregory,  Mich.,  are  offering  the  trade 
the  "Ideal"  Dripless  Strainer,  illustrated.  It 
is  made  of  brass,  nickel  plated.  The  clip  is 
of  spring  brass  wire^  and  can  be  readily  ad- 
justed  to  any  thickness  of  metal.     It  can  be 


"Gem"  Refrigerator  Drip  Pan. 

drum  with  two  heads,  an  inlet,  an  outlet  and 
one  handle.  The  drippings  from  the  refrig- 
erator waste  pipe  falling  anywhere  upon  the 
head  flow  to  the  side,  near  the  handle,  into  the 


"Ideal"  Dripless  Strainer. 

instantly  closed  should  it  become  open  too 
far  from  use.  A  pocket  between  the  Strainer 
and  outer  walls  catches  all  drippings.  The 
Strainers  are  mounted  a  dozen  on  a  display 
card,  furnished  with  or  without  the  price; 
also  with  the  dealer's  name  on  card  and  carton 
when  requested. 
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''Irland's"  3-Piece  Set  Pipe  Wrenches 

The  Irland  Pipe  Wrench  Co.,  15  Court 
Square,  Boston,  Mass.,  for  whom  Tower 
&  Lyon  Co.,  97  Chambers  street,  are  New 
York  agents,  are  offering  the  trade  "Irland's" 
3-piece  set  Pipe  Wrenches,  illustrated.  There 
is  one  each  of  the  7,  10  and  14-inch  Wrenches, 
placed  in  a  neat  hinged  cover  box.  These 
tools  have  tubular  handles,  an*d  the  jaws  are 
drop  forged  from  high  quality  steel.  All  parts 
are   interchangeable   and    can    be   leplaced   at 


surfaces,  carefully  and  accurately  made.  The 
"Power"  Plug  has  an  unusually  large  chamber 
and  a  heavy  non-corrosive  electrode.  Its  spe- 
cial  advantages   are,    that  it   is  so  simple   in 


"Irland's"  3-Piece  Set  Pipe  Wrenches. 

small  expense  when  necessary.  This  tool  is 
operated  with  one  hand,  and  being  automatic, 
enables  the  user  to  reach  at  arm's  length  and 
make  an  adjustment  instantly.  It  also  en- 
ables one  to  reach  into  difficult  and  close 
places.  The  shipping  weight  of  the  case  shown 
lierewith'  is  7%   pounds. 


The  Philadelphia  Lawn  Mower  Co.,  3101 
Chestnut  street,  Philadelphia,  Pa.,  are  dis- 
tributing their  catalogue  for  the  present  sea- 
son. As  has  been  the  custom,  they  show 
nearly  all  Mowers  in  actual  colors,  which 
makes  a  very  attractive  presentation.  Extra 
large  size  cuts  are  used,  which  clearly  repre- 
sent the  various  parts.  New  discounts  for 
this  season  will  be  quoted  upon  application. 

"Power*'   Spark  Plug 

The  Motor  Car  Equipment  Co..  55  Warren 
street,  New  York,  are  offering  the  trade 
the  "Power'*'  Spark  Plug,  illustrated.  It  is  a 
combination  magneto  and  jump  spark  plug, 
and  is  made  of  two  parts,  the  body  and  the 
electrode.  The  body  of  the  plug,  once  screwed 
into  the  cylinder,  need  not  be  remgved,  there- 
by saving  the  cylinder  thread,  and  it  also  acts 
as  a  petcock.  In  order  to  clean  the  electrode, 
merely  unscrew  it  from  the  body  of  the  plug, 
wipe  it  with  a  rag,  replace  it,  and  it  will  ad- 
just itself  accurately.  There  are  no  gaskets 
in    this   plug,   only    unyielding   metal-to-metal 


"Power"  Spark  Plug. 

construction  as  to  be  absolutely  fool-proof,  is 
self-adjusting,  may  be  used  for  both  coil  and 
magneto  alike,  has  cylinder  thread,  and  is  im- 
possible to  carbonize. 

"Kirch's*'  Adjustable  Flue  Thimble 

The  Weber-Kirch  Mfg.  Co.,  Keokuk,  la., 
are  manufacturers  of  "Kirch's"  Adjust- 
able Flue  Thimble,  illustrated.  It  has  a  deep 
ridge  pressed  in,  running  around  the  entire 
thimble,  which  prevents  the  pipe  pushing  too 
far  into  the  flue.  It  also  prevents  the  pipe  pull- 
ing out  of  flue,  as  it  wedges  and  holds  tight. 
The   air   is   prevented    from  passing  into   flue 


"Kirch's"  Adjustable  Flue  Thimble. 
around  the  pipe.  Water,  soot  or  smoke  is 
prevented  from  entering  the  room.  The 
Thimble  is  adjustable,  making  6  or  7-inch, 
thus  saving  the  dealer  the  necessity  of  carry- 
ing two  sizes.  The  articles  nest  close  and 
come  under  a  lower  freight  rate.  They  are 
packed  a  dozen  in  a  roll,  about  three-  gross 
in  a  barrel,  weighing  alxjut  70.  pounds  per 
gross.  A  fi-inch  style  is  also  made,  in  com- 
mon and  galvanized  steel. 
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"Fox"  Floor  Scraper 

The  Fox  Mfg.  Co.,  185  Second  street,  Mil- 
waukee, Wis.,  are  offering  the  tradfe  the 
"Fox"  Floor  Scraper,  illustrated.  With  the 
rapidly  increasing  use  of  hardwood  floors  there 
has  arisen  a  demand  for  something  better  than 
the  old  hand  method  of  scraping  such  floors. 
The  device  shown  herewith  enables  a  man,  and 
it  does  not  require  a  trained  person  or  expert, 
to  scrape  on  an  average  of  1,000  to  1,200 
square  feet  of  any  kind  of  hardwood  flooring 
in  a  day  of  eight  hours.  The  work  is  done 
easier  and  more  uniform  than  hand  scraping, 
and  the  saving  over  the  hand  method,  with  but 
a  few  days'  use,  pays  for  the  machine.  It  is 
said  to  do  the  work  of  si?;  or  eight  men.  It  is 
of  but  few  parts,  yet  complete  in  all  details. 
It  is  constructed  and  balanced  so  that  the 
weight  is  in  the  proper  place  at  all  times. 
When  in  operation  85  per  cent. 'of  this  weight 
is  resting  on  the  blade,  making  the  work  of 
the  machine  automatic  and  requiring  no  skill 
on  the  part  of  the  operator.  When  not  in  oper- 
ation the  weight  is  lialanced  on  the  wheels  with 


independently  of  each  other,  and  a  third  wheel 
to  carry  the  machine  on  the  back  stroke,  so 
that  the  operator  can  turn  the  machine  in  any 
direction  with  ease  and  do  perfect  work  in  any 
position.  It  is  fully  guaranteed  by  the  manu- 
facturers. 


The  Columbus  Show  Case  Co.,  Columbus, 
Ga.,  have  a  large  size  catalogue  for  presenting 
their  line  of  Show  Cases  and  office  fixtures. 
The  extended  line  of  Show  Cases  is  largely 
comprised  of  all  glass  constructions. 


At  the  annual  convention  of  the  branch 
managers  of  the  H.  W.  Johns-Man ville  Co., 
New  York,  the  first  of  last  month,  a  general 
discussion  of  the  business  affairs  of  the  com- 
pany took  place.  The  meetings  wound  up 
with  a  banquet. 


The  Rock  Island  Tool  Co..  Rock  Island.  111., 
have  issued  a  handsome  catalogue  of  Vises, 
adapted  for  the  use  of  machinists,  b'acksmiths, 
steam  fitters,  electricians,  car  builders,  loco- 
motive works,  gun.  typewriter,  cash  register, 
sewing  machine   and   carriage   manufacturers, 


0  ^ 


**Fox"  Floor  Scraper. 


blade  clear  of  floor,  which  eliminates  all  dan- 
ger of  marring  or  scratching  the  floor  through 
carelessness  or  otherwise.  The  framework  is 
carried  on  two  rubber-tired  wheels,  working 


and  mechanics  generally.  The  automatic  self- 
locking  swivel  Vises  are  locked  automatically 
by  tightening  on  the  jaws.  The  concern  op- 
erate their  own  foundry.  ^-^  ^ 
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''Kajestic"  Coal  or  Wood  Chute 

T^he  Majestic  Furnace  &  Foundry  Co., 
.  *  Huntington,  Ind.,  are  manufacturers  of 
the  "Majestic"  Coal  or  Wood  Chute,  illus- 
trated. It  is  made  of  heavy  steel  and  cast 
iron,  and  will  withstand  the  severe  usage  given 
it  by  careless  coal  deliverers  when  putting  fuel 
in  the  cellar.  The  door  is  supplied  with  a  self- 
locking  device,  so  that  the  coal  man  may  close 
and  lock  the  door  before  leaving  the  houst. 
The   door  can   be   easily   unlocked   from   the 


assortments  are  gotten  up  to  retail  at  three  dif- 
ferent prices.  One-priced  assortment  to  a  card, 
and  in  each  assortment  will  be  found  all  the 


"Majestic"    Coal    or    Wood    Chute. 

inside  only,  but  cannot  possibly  be  opened 
from  the  outside.  The  adjustable  hopper  is 
so  arranged  that  it  will  receive  all  the  fuel 
either  from  basket  or  shovel,  and  will  avoid 
scattering  of  coal  upon  the  ground.  The  hop»- 
per  is  so  arranged  that  it  can  be  swung  into 
the  Chute,  allowing  the  door  to  close  flush 
with  the  wall,  presenting  a  compact  and  neat 
appearance.  The  hopper  can  be  removed  when 
desiring  to  put  in  coarse  wood,  or  when  a 
wagon  chute  is  used.  When  the  Chute  is 
open,  ready  to  receive  the  fuel,  the  door 
swings  upward  and  is  automatically  locked, 
thereby  protecting  the  siding  above  the  open- 
ing. It  affords  ample  protection  to  the  foun- 
dation walls  and  siding.  This  Chute  can  be 
easily  installed  in  any  building,  new  or  old, 
and  at  a  cost  of  but  a  trifle  more  than  a  win- 
dow and  frame.  Three  sizes  are  made,  No.  1 
being  22x16,  No.  2,  27x10,  and  No.  3,  33x22 
inches. 

''Hohner"  Harmonica  Display  Stand 

MHohner,  475  Broadway,  New  York,  is 
•  offering  the  trade  the  "Hohner"  Har- 
monica Display  Stand,  illustrated.  It  consists 
of  an  attractive  stand  combined  with  a  dozen 
harmonicas  in  assorted  styles  and  keys.  The 
stand  is  lithographed  in  four  colors  and  gold, 
and  supported  by  a  substantial  easel.  The 
harmonicas  are  fastened  on  new  patented 
clamps  which  hold  the  goods  firmly  and  dis- 
play them  to  advantage.  The  harmonicas  at 
all  times  can  be  replaced  by  new  goods.    The 


"Hohner"  Harmonic  Display  Stand. 

different  keys  required.  The  height  is  21% 
inches  and  width  16V4  inches.  All  the  differ- 
ent assortments  offer  the  dealer  a  profit  of  fifty 
per  cent. 

"Evcrcady"  Gas  light 

The  Eveready  Gas  Co.,  Lake  and  Curtis 
streets,  Chicago,  111.,  are  offering  the 
trade  the  "Eveready"  Gas  Light,  illustrated. 
The  Lights  are  furnished  with  500,  1,000  and 
\.rm  candle-power.     The  gas  light   svstem  is 


"KvEREADV'  Gas   Light. 

very  easy  to  install  and  operates  at  a  small 
cost,  and  when  once  in  operation  requires  no 
generating.  All  that  is  necessary  to  do  is  to 
turn  on  the  gas  and  light  with  a  match  the 
same  as  ordinary  city  gas. 
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''Patterson's"  Pineapple  Eye  Clip 

The  Harvey  Mfg.  Co.,  549A  Granite  build- 
ing, Rochester,  N.  Y.,  are  offering  the 
trade  **Patterson's'*  Pineapple  Eye  Clip,  illus- 
trated. It  is  an  all-steel  construction,  hand- 
somely  nickel   plated.     In   use    the   point    is 


"Patterson's"   Pineapple   Eye   Clip. 

thrust  under  the  pineapple  eye  and  the  trigger 
is  pulled,  which  action  forces  the  pointed 
tongue  or  clip  over  the  top  and  behind  the  eye, 
thus  making  a  neat  cut  and  without  wasting 
the  fruit.  The  operation  is  done  very  quickly 
and  an  entire  pine  is  readily  eyed  or  pitted 
with  this  device. 

<TIail"  Bast  or  Carpet  JBeater 

The  Useful  Article  Co.,  420  Auburn  avenue, 
Buffalo,  N.  Y.,  are  placing  on  the  market 


loose  head  also  takes  the  strain  instead  of 
the  muscles,  by  breaking  the  vibration  or  shock 
of  the  blow  at  the  hinge.  It  is  well  made 
throughout. 


The  Geneva  Cutlery  Co.,  Geneva,  N.  Y.,  have 
brought  out  a  special  catalogue  devoted  to 
Razors,  for  which  they  claim  to  Ijave  the  larg- 
est output  in  the  United  States.  The  volume 
has  reached  300  dozen  per  week.  They  have 
a  German  factory  in  this  country,  in  which  the 
majority  of  the  workmen  employed  learned 
their  trade  in  Solingen  and  Ohlig^.  Up-to-date 
methods  are  used  in  the  forge,  grinding  and 
polishing  rooms.  The  company  use  a  special 
high  grade  casbon  crucible  steel  imported  from 
Sheffield,  England.  A  specialty  is  made  of 
special  Razors,  special  brand  goods,  etc.  The 
catalogue  not  only  illustrates  many  Razors  but 
also  shows,  in  colors,  the  variety  of  handles 
offered,  a  bird's-eye  view  of  the  plant  and  in- 
terior views  of  the  different  parts  of  the  shop. 

"Niagara"  Lawn  Spray 

The  Novelty  Mfg.  Co.,  Waterbury,  Conn., 
are  placing  on  the  market  the  "Niagara" 
Lawn  Spray,  illustrated.  It  is  simple  in  con- 
struction and  operation  and  effective  in   use. 


the  "Flail"  Dust  or  Carpet  Beater,  illustrated. 
The  peculiar  construction  of  the  loose  head 


With  it  can  be  obtained  three  sprays  at  dif- 
ferent angles  so  fine  that  they  form  a  mist,  and 


^Niagara"  Lawn  Spray. 


greatly  increases  the  force  of  the  blow  with- 
out any  additional  effort,  and  strikes  flat  with- 
out bringing  the  hand  near  the  carpet.     The 


do  not  wash  or  drench  the.  lawn  or  flower 
beds.  It  is  made  especially  strong  by  stamped 
ridges,  the  base  being  triple  thick. 
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20th  Century  Bam  Boor  Hai^^en 

Hunt-Helm-Ferris  &  Co.,  Harvard,  111.,  are 
^offering  the  trade  the  20th  Century  Barn 
Door  Hanger  and  Track,  illustrated.  The 
frame  and  hood  of  the  Hanger  are  made  in 
one  malleable  piece,  thus  making  the  Hanger 
strong  enough  for  the  largest  doors.  The 
wheels  have  wide  grooves  and  run  on  hard- 
ened steel  roller  bearings,  which  reduces  the 
friction  to  a  minimum.  A  lip  projecting  about 
V/i  inches  below  the  wheel  makes  it  impos- 


20th  Century  Barn  Door  Hanger. 

sible  for  the  Hanger  to  jump  the  track.  This 
Hanger,  running  on  round  track,  has  a  certain 
amount  of  flexibility  such  as  hinge  or  flexible 
Hangers  would  have.  It  is  finished  in  alumi- 
num and  red  colors.    The  20th  Century  Barn 


rail,  which  comes  crated  and  which  takes  up 
but  little  room,  and  can  be  kept  in  the  crate 
under  the  counter,  if  desired.  The  rail  being 
closed  instead  of  open,  no  water  can  get  in  to 
rust  it.  This  rail  is  guaranteed  as  strong  at 
the  splice  as  at  any  other  point  and  is  stiff 
enough  to  sustain  the  heaviest  door.  The 
splice  is  the  same  diameter  as  the  rail,  and 
no  jar  whatever  is  caused  by  the  Hanger 
passing  over  it. 

''Nis^ara"  Scythe  Stone 

The  Carborundum  Co.,  Niagara  Falls,  N.  Y., 
are  offering  the  trade  the  "Niagara" 
•Scythe  Stones,  illustrated.  These  are  manu- 
factured stones  and  are  uniform  in  texture. 


"Niagara"   Scythe    Stone. 


hardness  and  porosity.  They  are  made  from 
carborundum,  which  possesses  great  cutting 
qualities.  With  a  few  strokes  they  are  said 
to  accomplish  the  work  of  an  ordinary  grind- 


Method  of  Packing  Barn  Door  Track. 

Door  Rail  is  made  in  2-foot  sections  only. 
The  concern  claim  to  be  the  originator  and 
only  manufacturer  of  round  track  madev  in 
2-foot  sections.  The  advantages  claimed  are 
the  track  is  easy  to  erect.    The  bracket  turns 


"Niagara"  Scythe  Stone  Display  Case. 

stone,    producing    a    keen,    sharp    edge.      The 
company  furnish  three  dozen  of  these  Stones 


Round  Track  for  Barn  Door  Hanger  Use. 


on  the  splice,  so  that  the  rail  cannot  be 
warped.  Any  width  of  door  can  be  fitted  with 
the  necessary  length  of  track,  it  being  unneces- 
sary for  the  carpenter  to  take  out  different 
lengths  of  rail  for  different  sized  doors.  The 
dealer  has  to  keep  in  stock  only  one  length  of 


in  a  handsome  display  case,  which  is  made 
of  polished  wood  and  of  a  convenient  size  to 
place  on  the  counter.  It  combines  a  display 
and  keeping  the  stock  in  order.  With  each 
box  is  furnished  a  supply  of  advertising 
matter. 
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"Cooley"  Carpet  Beater 

The  Cooley  Mfg.  Co.,  103  S.  Canal  street, 
Chicago,    111.,    are    the    makers   of    the 
"Cooley"  Carpet  Beater,  illustrated.    It  is  well 


"Cooley"  Carpet  Beater. 

constructed  and  will  retain  its  shape  after  long 
use.  The  fastening  in  the  handle  is  so  held 
that  it  will  not  come  off. 

"King"  BruBh 

John  L,  Whiting  &  Son  Co.,  690  Harrison 
avenue,  Boston,  Mass.,  are  offering  the 
trade  a  large  line  of  Brushes,  one  of  which, 
the    "King,"    is    illustrated.     It    has    what   is 


Brush    with    "King    Brush    Bridle"    At- 
tached. 

termed  the  "King  Brush  Handle,"  which  is 
said  to  materially  add  to  the  life  of  the  Brush. 
This  device  is  attached  to  all  the  concern's 
Brushes  needing  bridling. 

''Marlin"  Model  No.  24  Bepeating  Shotgun 

The  Marlin  Firearms  Co.,  New  Haven, 
Conn.,  are  placing  on  the  market  the 
"Marlin"  New  Model  No,  24  Repeating  Shot 
Gun,  illustrated.  It  is  a  12-gauge  repeater  and 
has  the  simplicity  and  strength  of  mechanism, 
the  safety  lock,  double  extractors  and  other 
modern  features  of  the  Model  19,  which  it 
succeeds,  together  with  other  important  im- 
provements for  greater  safety,  comfort  and 
convenience   of  the   shooter.     This   Grade   A 


dered.  The  barrels  are  of  special  rolled  steel, 
tensile  strength  over  66,000  pounds  to  the 
square  inch;  chambered  for  2%  or  2%-inch 
shells;  specially  bored  for  both  black  and 
smokeless  powders;  fully  proved  with  ex- 
cessive loads.  All  full  choked  barrels  are 
guaranteed  to  pattern  more  than  325  pellets 
of  No.  8  chilled  shot  in  a  30-inch  circle  at  40 
yards.  The  frames  and  action  parts  are  of 
high  quality  steel,  cut  down  from  the  solid 
drop  forgings  to  insure  greatest  possible 
strength.  The  frames  have  blued  finish.  The 
butt  stocks  are  of  fine,  straight-grained  Amer- 
ican black  walnut,  nicely  shaped  and  finished. 
The  firearms  are  of  a  new  shape  that  fills  the 
hand  and  are  said  to  feel  better  than  the  old 
style.  They  are  also  of  black  walnut,  scored 
for  quick  handling,  finely  finished,  reinforced 
inside  with  a  steel  core  and  on  the  ends  by 
metal  ferrules,  taking  all  strain  off  the  wood. 
The  end  pieces  both  extend  over  the  wood  and 
hold  it  in  place,- even  if  it  should  split.  The 
makers  claim  there  are  one-third  less  parts 
than  in  other  makes  of  repeating  shotguns, 
and  the  working  parts  engage  mth  one  an- 
other without  intervening  links,  etc.  In  Model 
24  an  extra  sear  on  the  lock  prevents  the 
hammer  from  falling  if  the  trigger  is  pulled 
while  the  action  is  unlocked,  and  the  horn  on 
the  locking  bolt  holds  the  firing  pin  back  so 
that  it  cannot  reach  the  primer  unless  the 
action  is  closed  and  locked  securely.  The 
improved  automatic  recoil  block  hooks  on  to 
the  locking  bolt  when  closing  the  action  and 
holds  the  gun  firmly  locked  until  after  the 
explosion  of  the  cartridge,  when  it  is  instantly 
and  automatically  released  by  the  recoil.  It 
prevents  the  possibility  of  opening  the  action 
just  as  the  cartridge  is  exploding  and  removes 
all  danger  from  hang-fires,  for  no  matter  how 
long  it  may  take  the  cartridge  to  explode  after 
the  primer  is  struck  by  the  firing  pin,  the  gun 
remains  tightly  locked  until  after  the  ex- 
plosion. One  can  hold  back  the  trigger  and 
shoot  the  gun  as  fast  as  you  can  work  the 
action,  and  still  be  fully  protected  against 
premature  explosion  and  hang-fires.  The 
Model  24  can  also  be  furnished  in  grades  B, 
C  and  D,  same  quality  of  material  and  work- 


Marlin"    New    Model    No    24    Repeating    Shotgun. 


take-down  Gun  has  30-inch  full-choked  barrel, 
but  guns  with  26,  -8,  30  or  32-inch  barrels, 
full  choke,  modified  choke  or  cylinder  bore, 
can  be  furnished  at  the  same  price  if  so  or- 


manship,  and  same  prices  in  the  respective 
grades  as  the  Model  19.  Further  details  con- 
cerning this  Model  24  are  given  in  a  new 
illustrated  folder  just  issued. 
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''Eureka"  Elevatmg  Wall  Clothes  Drier 

The  Eclipse  Mfg.  Co.,  North  Girard,  Pa., 
are  manufacturers  of  the  "Eureka"  Roll- 
er Bearing  Elevating  Wall  Clothes  Drier,  il- 
lustrated. The  general  appearance  of  the 
Rack  is  shown  when  closed,  when  raised  and 


der,  and  the  lowering  is  done  by  simply  pull- 
ing out  the  spring  at  the  side  and  the  frame 


Clothes  Drier  in  Raised  Position. 


will  drop  to  any  position  desired.     In  raising, 
put  the  hand  under  frame  and  push  up,  it  being 


"Eureka"  Elevating  Wall  Clothes  Drier. 


Drier  Lowered  Ready  for  Loading. 


when  lowered  ready  for  loading. .  The  bear- 
ings in  this  device  are  rollers,  so  it  cannot  be 
overloaded  sufficient  to  cause  friction.  The 
wood  parts  are  made  from  selected  hard 
maple.  The  arms  are  2%  feet  long,  and  the  TThe  Turner  &  Seymour  Mfg.  Co.,  Torring- 
total  ai'm  lengths  are  equivalent  to  20  feet  of       1       ton,    Conn.,    arc    manufacturers    of    the 


unnecessary  to  touch  the  spring  in  this  opera- 
tion. 

'Tlain-Bow"  lawn  Sprinkler 


"Rain-Bow"  Lawn  Sprinkler. 


line.    The  metal  parts  are  of  gray  iron  nicely 
japanned.     There  is  nothing  to  get  out  of  or- 


"Rain-Bow"  Lawn  Sprinkler,  illustrated.    The 
spreader  and  top  are  of  thick  brass,  and  the 
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rounded  corners  prevent  its  tipping.  The  sled 
is  so  made  that  cords  may  be  attached  and 
the  sled  drawn  about.  There  is  nothing  about 
the  device  to  wear  or  rust  out.  The  Sprink- 
ler works  well  under  high  or  low  pressure. 
Under  high  pressure  it  throws  a  spray  cover- 
ing an  area  of  35  to  40  feet  in  diameter.  In 
operation  it  does  not  flood  the  lawn  or  wash 
the  earth  from  the  roots  of  the  grass.  In 
height  it  is  3%  inches  and  the  spread  is  2% 
inches.  The  Sprinkler  is  also  made  stationary 
with  a  spike  to  stick  in  lawn  wherever  de- 
sired. 


G.  Cohn  &  Co.,  337  Broadway,  New  York, 
have  issued  a  new  general  catalogue  and  price 
list.  Part  1  contains  the  "Bengalia"  Alcohol 
Cooking  Stoves,  Burners  and  Heaters.  Part  2 
contains  Kerosene  Incandescent  Burners  and 
Lamps.  The  alcohol  constructions  use  de- 
natured alcohol  as  a  fuel  or  illuminant. 


The  Stephenson  Mfg.  Co.,  Albany,  N.  Y., 
issue  an  attractive  four-page  folder  descriptive 
of  their  Bar  Belt  Dressing.  It  is  printed  in 
several  colors,  and  duplicates  of  this  folder 
are  furnislied  dealers  and  jobbers  with  their 
imprints  for*  distribution  to  consumers.  For 
a  number  of  years  the  company  has  been  do- 
ing extensive  advertising  and  canvassing 
among  consumers  and,  now  that  a  consider- 
able clientele  has  been  built  up,  they  are  de- 
sirous, of  enlisting  the  co-operation  of  the  deal- 
ers. One  of  their  catch  phrases  is  "You  can 
empty  the  box  but  you  can't  spill  the  contents." 
Other  advertising  helps  include  store  hang- 
ers, etc.  Their  peculiar  trade  mark  is  shown 
in  their  advertisement. 


Chadborn  &  Coldwell  Mfg.  Co.,  Xewburgh, 
N.  Y.,  in  a  new  catalogue  illustrate  their 
numerous  styles  of  machines.  There  is  the 
"New  Model,"  high  and  low  wheel,  "Rival," 
high  and  low  wheel,  "O.  K.,"  "Excelsior" 
Roller  lawn  and  golf  Mowers,  "Royal  Blue" 
ball  bearing,  "Lenox"  ball  bearing,  "Invin- 
cible," "New  Excelsior"  Horse  Mower,  etc. 
A  supplement  shows  the  "Newburgh,"  the 
ball  bearing  "Tuxedo,"  ball  bearing  "Sunset," 
"Golden  Glow"  and  "Swift  Cutter"  Lawn 
Mowers. 


The  Champion  Safety  Lock  Co.,  Geneva, 
Ohio,  have  a  sumptuous  catalogue  in  their 
latest  edition,  No.  10.  The  high-class  paper, 
engravings  and  printing  combine  to  give  the 
reader  the  idea  that  the  products  presented 
had  tone  of  quality  that  is  not  shaken  off  as 
page  after  page  is  perused.  The  goods  shown 
include  Double  Acting  Floor  Hinges,  Push 
Plates,  Chest  Handles,  Door  Holders,  Hold 
Back  Spring  Hinges,  Door  Pulls,  Chain  Door 
Fasteners,  a  comprehensive  line  of  Sash 
Locks,  Sash  Lifts  and  Side  Sash  Fasteners, 
Drawer  Pulls,  Base  Knobs,  Door  Bolts,  Cup- 
board Turns,  and  Catches,  Wire  Coat  and 
Hat  Hooks,  Casement  Window  Adjusters,  etc. 


The  Rochester  Nonrust  Tinware  Co.,  Ro- 
chester, N.  Y.,  have  moved  into  their  new 
plant  on  University  avenue,  where,  with 
greatly  increased  facilities,  they  are  prepared 
to  give  prompt  attention  to  all  orders. 


Fr.  Hotz,  475  Broadway,  New  York,  have 
issued  an  illustrated  catalogue  and  price  list 
of  the  genuine  Fr.  Hotz  Harmonicas.  The 
Canadian  branch  is  at  76  York  street,  Tor- 
onto. 


Union  Elevator  &  Machine  Co.,  144  Ontario 
street,  Chicago,  111:,  are  issuing  their  first 
illustrated  catalogue  of  140  pages,  of  con- 
tractors and  railway  supplies.  A  copy  will 
be  sent  to  any  buyer. 


The  Shelby  Spring  Hinge  Co.,  Shelby,  Ohio, 
are  distributing  catalogue  No.  14  to  the  trade. 
Floor  Hinges,  Spring  Hinges,  single  and 
double  acting;  Push  Plates,  Steel  Drawer 
Pulls,  Steel  Hook  Sash  Lifts,  Steel  Flush  Sash 
Lifts,  Steel  and  Cast  Bar  Lifts,  Cabinet,  Box 
and  Finger  Pulls,  Steel  Flat  Bar  Lifts,  Steel 
Door  Pulls,  Cupboard  Turns  and  Catches, 
Sash  Locks,  Transom  Catch,  Barrel  and  Chain 
Bolts,  Basement  Window  Sets,  Wire  Coat  and 
Hat  Hooks,  Cast  Metal  Wardrobe  Hooks, 
Flexible  Door  Bumper,  Toilet  Paper  Holders, 
Screen  Door  Hinges,  etc.,  are  shown. 


The  Stratton  Level  Co.,  Greenfield,  Mass., 
have  ready  for  the  trade  their  new  catalogue 
of  "Stratton"  Levels.  This  catalogue  F  is 
pocket  size,  oblong  in  form  and  contains  fifty 
pages.  The  goods  shown  are  high  grade 
Spirit  Levels,  and,  in  addition  to  their  regular 
line,  which  has  been  before  the  trade  for  some 
time,  tbey  have  several  new  numbers.  These 
include  a  rosewood  Level  for  carpenters  and 
machinists'  use.  There  is  also  the  Carpenter's 
Radial  Level,  a  new  Level  for  mason's  use 
with  radial  attachment,  the  Diamond  Q  Level 
with  heavy  brass  top  plate,  etc.  The  manufac- 
turers remark  they  have  the  largest  line  of 
Levels,  and  are  equipped  to  supply  anything  in 
their  line.  An  instructive  little  pamphlet,  en- 
titled "Valuable  Hints,"  is  now  ready  for  dis- 
tribution to  the  trade  and  mechanic. 


The  Norvell-Shapleigh  Hardware  Co.,  St. 
Louis,  Mo.,  have  brought  out  in  pamphlet  form 
the  series  of  "Uncle  Sam's  Boys,"  which  was 
a  feature  of  their  double  page  advertisements 
in  the  trade  papers  last  year.  The  series  com- 
prises an  even  dozen,  commencing  with  George 
Washington  and  ending  with  William  McKin- 
ley.  The  "Diamond  Edge"  brand  of  tools  was 
exploited  in  the  advertisements  during  the 
year,  and  these  are  also  reproduced.  The  pam- 
phlet will  be  sent  upon  request,  and  it  will  be 
kept  by  many  on  account  of  the  Historical  in- 
terest of  the  series,  which  is  written  in  an 
interesting  and  original  manner.  r^r^r-Ar^ 
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ONTARIO  RETAIL  HARDWARE  CONVENTION 


The  annual  convention  of  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Associa- 
tion, of  Ontario,  Canada,  was  held  at  Toronto 
the  12th  and  13th  ult.  President  W.  G.  Scott, 
Mount  Forest,  presided.  During  the  past  year 
the  membership  had  increased  50  per  cent.,  the 
number  now  being  225. 

OFFICERS  ELECTED. 

President— J.  R.  Hanrbly,  Barrie. 

First  Vice-President — D.  Brocklebank,  Ar- 
thur. 

Second  Vice  -  President  —  A.  Ballantyne, 
Brantford. 

Treasurer — ^John  Caslor,  Toronto. 

Secretary — ^Weston  Wrigley,  Toronto. 

Executive  Committee— W.  G.  Scott,  Mount 
Forest;  J.  W.  Peart,  St.  Mary's;  D.  Cinnamon, 
Lindsay;  R.  C.  Chown,  Belleville;  W.  H. 
Richardson,  Essex;  J.  R.  McMillan,  Guelph. 

From  the  report  of  the  executive  committee 
it  is  apparent  that  during  the  past  year  much 
has  been  accomplished.  But  few  trade  griev- 
ances were  reported,  and  these  were  satisfac- 
torily disposed  of.  The  collection  department 
— a  feature  peculiar  to  the  Canadian  organiza- 
tion, and  which  is  not  found  in  any  in  the 
States — has  proven  very  successful.  The  mat- 
ter of  mutual  fire  insurance  is  advancing,  and 
before  the  date  of  the  1909  meeting  it  is  ex- 
pected to  assume  a  more  tangible  shape.  An 
active  lookout  has  been  kept  on  legislative 
matters.  The  formation  of  local  associations 
was  urged  as"  tending  to  more  thoroughly  unite 
the  members,  and  district  conventions  should 
be  held. 

Secretary  Weston  Wrigley,  Toronto,  pre- 
sented his  report.  In  same  it  was  mentioned 
that  if  the  criminal  code  was  amended  it  would 
be  lawful  for  the  retailers  and  wholesalers  to 
arrange  reasonable  lists  of  prices  for  their 
self-protection. 

The  committee  on  mutual  insurance,  in  re- 
porting the  result  of  their  investigations,  re- 
ferred to  such  companies  in  the  States  as 
there  are  none  such  in  Canada  as  yet. 
There  is  a  serious  obstacle  at  present  to 
the  formation  of  such  a  company,  as  the  law 
now  states  that  before  a  mutual  company  can 
be  incorporated  it  must  be  shown  that  there 
exists  in  the  locality  no  adequate  provision  for 
the  insurance  on  the  mutual  plan  of  property 
against  fire. 

P.  A.  Wright,  Holly,  Mich.,  vice-president 
of  the  Michigan  Retail  Hardware  Association, 
was  present  and  took  charge  of  the  question 
box. 

In  the  matter  of  membership  dues  it  was 
decided  to  continue  as  before.  $3  per  annum. 
Provision  will  be  made  at  the  next  convention 
for  a  session  to  which  the  traveling  men  will 
be  admitted. 

H.  S.  Howland,  Sons  &  Co.  tendered  the 
members  and  guests  a  dinner,  which  proved  a 
very  enjoyable  aflFair.    Pekg  Howland  favored 


the  introduction  of  a  strictly  cash  business, 
close  adherence  to  contracts,  the  importance  of 
knowing  the  exact  cost  of  doing  business,  the 
advantages  of  regular  stock-taking  and  the 
maintenance  of  a  fair  price. 

Col.  J.  B.  MacLean,  Montreal,  spoke  in  a 
happy  vein. 

Thomas  Dexter,  of  H.  S.  Howland,  Sons  & 
Co.,  president  of  the  Canadian  Wholesale 
Hardware  Association,  said  that  the  benefits  of 
an  organization  cannot  be  overestimated.  It 
helped  in  many  ways,  both  indirectly  and  di- 
rectly.   He  remarked: 

"In  our  association  one  thing  that  we  agreed 
upon  was  the  shortening  of  credits.  This  cer- 
tainly has  been  a  benefit  to  the  manufacturers, 
wholesale  and  retail  merchants  and  consumers 
alike.  Years  ago  there  was  not  the  keen  com- 
petition of  to-day,  profits  were  very  much 
larger,  although  the  volume  of  business  was 
not  nearly  so  great,  and  credit  was  given  for 
a  long  time ;  but  this  is  all  changed  as  you  very 
well  know,  and  we  are  compelled  now  to  sell 
on  very  close  margins,  and  as  near  as  possible 
to  a  cash  basis.  The  retail  merchants,  as  far 
as  they  can,  should  sell  for  cash.  If  you  base 
your  selling  prices  on  giving  credit,  your  com-  • 
petitors  who  sell  for  cash  only  will  scoop  your 
trade,  because  consumers  to-day  are  looking 
for  close  prices  and  have  the  cash  in  nine 
cases  out  of  every  ten.  I,  therefore,  think  the 
present  terms,  although  in  a  great  measure 
fotx:ed  upon  us,  are  more  satisfa^rtory  than 
they  were  years  ago,  and  before  our  associa- 
tions were  in  existence. 

''In  our  wholesale  association  we  endeavor 
to  work  in  harmony  with  the  manufacturers. 
They  should  make  fair  profits  and  at  the  same 
time  give  us  reasonable  protection  when  they 
think  it  necessary  to  sell  to  our  customers.  We 
feel  that  when  we  can  arrange  with  a  maker 
of  any  staple  line  the  prices  at  whith  we  shall 
sell,  he  establishes  confidence  with  the  whole- 
salers and  the  retailers  and  all  retail  merchants 
have  an  even  chance  for  the  consumers'  trade. 
We  have  never  found  manufacturers  willing  to 
arrange  prices  which  would  give  you  or  gfive 
us  undue  margins.  On  the  other  hand,  the 
profits  in  the  retail,  as  well  as  in  the  wholesale 
Hardware  business  in  this  country,  are  not 
what  they  ought  to  be,  and  one  of  the  main 
objects  of  your  association,  as  well  as  ours, 
should  be  to  find  ways  and  means  to  make  the 
profits  satisfactory.  Members  of  your  associa- 
tion should  not  hesitate  to  confer  with  one  an- 
other so  as  to  establish  prices  which  will  allow 
you  a  proper  return  on  capital  invested  and 
your  time  and  labor  in  keeping  your  business 
in  good  running  order." 

James  Hardy,  Toronto,  secretary  of  the  Can- 
adian Wholesale  Hardware  Association,  advo- 
cated the  establishment  of  a  fair  and  profitable 
price  on  all  lines  of  goods  carried. 
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NEBRASKA  RETAIL  HARDWARE  CONVENTION 


The  seventh  annual  convention  of  the  Ne- 
braska Retail  Hardware  Association  was 
held  the  11th  to  th«  14th  ult,  inclusive,  at 
Lincoln.  President  Frank  Hacker,  Friend, 
presided.  There  was  a  good  attendance  and 
much  interest  was  manifested  throughout  the 
sessions  and  in  the  numerous  exhibits. 

New  Offioen 

President— -Dan  Kavanaugh,  Fairbury. 

First  Vice-President— Robert  McAllister, 
Grand  Island. 

Second  Vice-President— F.  W.  Arndt,  Blair. 

Third  Vice-President— W.  C.  Klein,  Mil- 
ford. 

Secretary — ^J.  Frank  Barr,  Lincoln. 

Treasurer— H.  J.  Hall,  Lincoln. 

Executive  Committee — Alex.  Myer,  Hast- 
ings; M.  A.  Hargelroad,  Holstein. 

President  Hacker  and  Secretary  Barr  pre- 
sented their  annual  reports.  Nathan  Roberts, 
Omaha,  who  was  one  of  the  representatives  of 
the  Nebraska  Association  at  the  last  National 
Retail  Hardware  Convention  at  Boston,  made 
a  report  of  that  meeting.  In  closing,  he  said: 
"Let  us  not  be  old  fogy.  Do  not  permit  our- 
selves to  become  enshrouded  by  old  and  worn- 
out  ideas.  Keep  the  door  of  our  mind  open. 
Be  ready  to  profit  by  new  experiences.  Let 
our  minds  be  always  like  a  sheet  of  white 
paper  with  plenty  of  room  for  new  writing, 
and  not  like  a  blotter  so  black  with  ink  that  it 
will  absorb  no  more." 

Daniel  Kavanaugh,  Fairbury,  made  a  report 
of  the  visit  of  the  National  Association  dele- 
gates and  others  to  the  "Hardware  City"  of 
New  Britain. 

M.  A.  Hargelroad,  Holstein,  Neb.,  known  as 
the  "Father"  of  the  organization,  for  his  hav- 
ing first  proposed  the  organization  of  the  As- 
sociation, made  a  brief  address  on  "Association 
History." 

At  an  executive  session,  President  W.  S. 
Wright,  Omaha,  Neb.,  spoke  on  the  Parcels 
Post  movement  and  handled  it  without  gloves. 
W.  J.  Pilkington,  Des  Moines,  la.,  spoke  on 
"The  Science  of  Merchandising." 

"Getting  and  Holding  the  Fanner's  Trade" 
was  the  topic  of  a  paper  read  by  D.  B.  Diehl, 
Stratton.  "Harness  and  Saddlery  in  Connec- 
tion with  the  Hardware  Business"  was  the  title 
of  an  address  by  N.  P.  Hansen,  Upland. 
"Local  Organizations"  was  discussed  by  H.  M. 
Wineland,  Universi[ty  Place.  He  gave  the 
members  an  illustration  of  th«  benefits  to  be 
derived  by  the  Hardware  merchants  in  a  small 
locality  associating  together  for  the  better- 
ment of  their  business,  and  maintaining  a 
legitimate  profit  on  their  merchandise  sold  dur- 
ing the  different  seasons  of  the  year. 

P.  C.  DeVol,  Council  Bluffs,  la.,  read  a 
paper  on  "Taking  the  Aimual  Inventory," 
which  was  an  account  of  his  own  experience, 
and  proved  interesting. 


R.  £.  Saberson,  Sioux  City,  la.,  spoke  on 
the  subject  of  advertising,  and  described  the 
plan  followed  by  the  Berkley  System,  of  which 
he  is  the  head,  for  assisting  the  retailers  to 
successfully  combat  the  catalogue  houses. 

Question  Box 

Vice-President  A.  T.  Stebbins,  Rochester, 
Minn.,  of  the  National  Retail  Hardware  Asso- 
ciation, was  present  and  made  a  brief  address. 
He  had  charge  of  the  Question  Box,  which 
was  very  ably  handled.  To  the  question,  "Does 
it  pay  to  cut  the  established  price  on  standard 
articles  in  order  to  hold  the  business?"  the 
reply  was  that  when  you  cut  the  price  you 
have  established  that  price,  and  the  customers 
will  repeat  it  all  around  the  community. 

To  the  question,  "Does  it  pay  to  dress  show 
windows  in  a  small  town?"  it  was  stated  that 
in  small  towns  it  is  not  so  important  unless  the 
merchant  wishes  to  show  his  enterprise.  In 
the  country  town  the  competition  is  not  so 
great  as  in  the  city.  In  the  cities  the  dressing 
of  the  window  has  become  an  art  and  the 
merchant  is  frequently  compelled  to  pay  a 
high  salary  to  the  window  dresser,  and  in  the 
country  if  you  pay  a  salary  it  would  have  to 
come  out  of  the  business  by  a  greater  number 
of  sales  and  at  a  better  price.  If  the  country 
merchant  had  not  this  experience  of  the  art  of 
dressing  his  show  window  he  would  h&ve  to 
employ  a  window,  dresser,  or  have  one  of  his 
clerks  who  had  an  aptitude  in  that  direction. 

"Should  a  merchant  sell  at  the  same  price 
to  everybody,  or  make  difiFerent  prices  to  dif- 
ferent customers?"  brought  the  response  that 
if  such  a  practice  was  followed  the  dealer 
would  soon  get  himself  in  "hot  water,"  and 
the  fellow  who  paid  the  higher  price  would 
soon  go  to  his  competitor's  to  trade-. 

"Is  it  the  price  or  article  in  the  window 
display  that  draws  people  into  the  store?"  The 
reply  to  this  was  that  it  was  both.  The  speaker 
stated  that  he  had  never  been  a  strong  be- 
liever in  pricing  articles  in  the  windows  as 
some  other  people,  for  the  reason  that  he  had 
known  of  his  competitor  having  watched  his 
figures  very  closely  and  would  then  mark  his 
goods  one  better,  so  he  had  quit  pricing  in 
plain  figures.  This,  however,  is  but  another 
instance  of  where  local  conditions  might- gov- 
ern the  practice. 

"What  has  been  the  experience  in  selling  to 
parties  who  have  written  to  manufacturers  in 
response  to  magazine  advertisements?"  Sev- 
eral members  replied.  Such  experience  was 
unsatisfactory.  Where  names  had  been  re- 
ferred to  the  local  Hardware  dealer  the  in- 
quirer had  been  looked  up  and  called  upon, 
and  the  outlook  for  future  business  was  not 
projpitious. 

To  the  question,  "What  is  the  best  way  to 
advertise  so  as  to  get  the  best  results  for  the 
least  money?"  quite  an  animated  discussion  en- 
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sued.  One  member  thought  more  of  circular- 
izing than  any  other  system  tried.  When  you 
have  something  out  of  the  ordinary,  it  pays  to 
advertise  it  in  the  newspaper.  A  personal  let- 
ter mailed  to  customers  once  or  twice  a  year 
is  very  effective.  We  have  such  a  mailing  list 
and  make  corrections  and  additions  from  time 
to  time;  in  all  cases  the  letters  are  sent  out 
under  sealed  2-cent  postage.  Another  mem- 
ber stated  he  circularized  five  times  a  year  to 
about  1,500  people,  and  considered  that  it  did 
more  good  than  any  other  means  tried.  A 
personal  letter  appeals  to  the  average  recipient. 
Another  member  related  how  he  used  the  letter 
system  with  a  coupon  attached,  good  for  a 
certain  amount  if  returned  within  a  specified 
time;  it  had  been  productive  of  good  results. 
A  special  saucepan  for  10  cents  was  advertised 
one  day  and  the  store  was  crowded  all  the 
next  day  calling  for  the  10-cent  pan.  Wrap- 
ping paper  advertising  had  in  other  instances 
shown  good  returns.  Still  other  good  means 
were  fence  and  bridge  signs  scattered  through- 
out the  surrounding  country.  A  hearty  hand- 
shake is  always  appreciated,  whether  you 
meet  the  customer  on  the  street  or  igreet  him 
in  the  store. 

Someone  asked,  "Should  there  not  be  a 
credit  rating  for  customers  in  small  towns, 
similar  to  Dun's  and  Bradstreet's  ?"  The  an- 
swer was  that  it  is  a  matter  that  might  be  of 
profit  to  those  living  in  small  towns,  but  doubt- 
ful if  a  secretary  could  be  employed  as  in  a 
larger  town.  It  is  a  thing  that  should  be  fol- 
lowed by  the  merchants  in  some  way  that  can 
be  arranged  among  themselves. 

"What  is  a  fair  arrangement  to  make  a 
keen  competitor  in  the  matter  of  supplying  and 
exchanging  goods?"  Perhaps  a  25  per  cent, 
basis.  It  all  depends  upon  the  friendly  atti- 
tude between  the  dealers.  One  opinion  was 
that  it  would  be  a  question  for  the  merchants 
in  the  town  to  settle  among  themselves. 

The  question,  "What  is  the  best  way  to  sell 


'wire  cloth,  by  the  foot,  yard  or  pound?" 
elicited  an  animated  discussion,  but  without 
much  fruit.  Someone  thought  it  better  to 
figure  by  the  yard  than  by  the  squar-e  foot. 
Another  suggested  that  as  the  manufacturers 
sold  it  by  the  pound,  why  not  the  retail  deal- 
ers? To  the  question,  "What  is  the  proper 
way  to  treat  catalogue  house  customers  who 
ask  for  credit?"  the  answer  was  to  treat  every 
customer  on  absolutely  the  same  basis.  If  they 
are  worthy  of  credit,  extend  it  to  them;  but 
if  you  have  a  littk  "C.  O.  D."  check  after  their 
name  in  the  blue  book,  get  money  in  advance. 

"What  is  the  best  method  of  keeping  ac- 
counts?" Mr.  Wyckoff  stated:  "In  my  judg- 
ment much  depends  upon  the  size  of  your 
stock,  or  accounts.  We  have  adopted  a  card 
system.  Our  accounts  run  something  between 
$1,200  and  $1,300,  and  those  accounts  would 
become  very  bulky  in  a  ledger.  This  system 
enables  the  bookkeeper  to  k^ep  her  accounts 
very  easily,  and  can  refer  to  any  account  very 
quickly,  and  we  recommend  it."  Mr.  Harris 
said:  "We  started  out  with  the  old  system 
of  bookkeeping,  running  a  day-book,  journal, 
cash  book  and  ledger.  We  found  it  very  cum- 
bersome, and  took  up  a  great  deal  of  time; 
we  have  discarded  the  books  and  adopted 
something  like  the  card  system  mentioned  by 
Mr.  Wyckoff.  We  can  recommend  it  very 
highly."  It  was  the  general  opinion  that  a 
shorter  method  of  keeping  accounts  was  de- 
manded by  up-to-date  merchants,  who  had 
any  consid-erable  number  of  accounts." 

Governor  and  Mrs.  Geo.  L.  Sheldon  threw 
open  the  executive  mansion  for  a  reception  to 
the  members  one  evening,  a  courtesy  which 
was  much  appreciated.  The  Governor  also 
gave  the  members  an  address  of  welcome  at 
'the  opening  of  the  sessions.  The  Commercial 
Club  and  the  Lincoln  Hardwaremen  enter- 
tained the  members,  and  many  ladies  of  Lin- 
coln made  it  very  pleasant  for  the  visiting 
ladies. 


KENTUCKY  RETAIL  HARDWARE  CONVENTION 


The  annual  convention  of  the  Kentucky  Re- 
tail Hardware  and  Stove  Dealers*  Asso- 
ciation  was  held  the  11th,  12th  and  13th,  at 
Louisville.  President  John  W.  Read,  Hodgen- 
ville,  presided. 

New  Officers 

President — J.  E.  Grubbs,  Winchester. 

First  Vice-President— Geo.  A.  Cubbage, 
Lietchfield. 

Second  Vice-President — B,  J.  Durham,  Dan- 
ville. 

Secretary — J.  M.  Stone,  Sturgis. 

Treasurer — A.  Steitler,  Jr.,  Owensboro. 

President  J.  W.  Read  in  his  annual  address 
naturally  referred  to  the  financial  conditions 
of  the  past  year  and  said  that  it  afforded  him 
much  pleasure  to  note  that  while  it  may  have 


bent  some  of  us,  he  was  proud  that  it  broke 
none  of  us.  In  conjmon  with  other  State  presi- 
dents, he  gave  emphatic  reference  to  the  Par- 
cels Post  matter.  In  speaking  of  -  syndicate 
buying,  he  said : 

I  am  opposed  to  this  manner  of  buying, 
from  the  fact  that  it  tends  to  kill  or  destroy 
the  very  parties  we  have  been  endeavoring  to 
convince  that  we  were  the  proper  parties  to 
distribute  the  merchandise  of  the  country,  in- 
stead of  the  catalogue  houses.  They  are  our 
friends,  the  jobbers.  I  know  that  a  reduction 
in  price  or  an  extra  discount  for  quantities 
is  very  tempting  and  often  taken  advantage  of, 
but  if  this  was  carried  out  in  all  lines,  the  job- 
bers would  be  wiped  out  of  existence  and  then 
we  small  dealers  would  be  in  the  middle  of  a 
bad  fix.    Our  interests  are  mutual.    I  do  not 
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know  of  any  better  comparison  than  a  chain 
of  three  links:  manufacturer,  jobber,  retailer, 
expresses  my  idea  of  our  busifiess  relationship. 
You  break  the  middle  link  and  the  chain  be- 
comes useless.  When  this  is  done  we  have 
business  in  a  state  of  chaos,  compelling  the 
manufacturer,  at  a  great  experfse,  to  sell  direct 
to  the  retailer,  and  in  many  instances,  com- 
pelling the  small  retailer  to  suspend  business 
on  account  of  not  being  able  to  compete  with 
the  large  dealer.  While  I  know  that  in  some 
instances  the  inducement  to  buy  from  manu- 
facturer direct  is  great,  I  hope  that  every  mem- 
ber of  this  Kentucky  Association  will  stick  to 
the  jobber  and  pass  such  temptations  by  on 
the  other  side,  and  remember  our  friends,  the 
jobbers. 

Secretary  Jno.  R.  Sower,  Frankfort,  and 
Treasurer  A.  Steitler,  Jr.,  Owensboro,  present- 
ed their  reports. 

U.  S.  Shacklett,  Fulton,  spoke  on  the  sub- 
ject, "Two  Prices — One  Cash,  One  Credit." 
Mr.  Shacklett  said  he  had  tried  two  prices  with 
much  success.  One  proposition  he  makes  his 
customers,  he  said,  is  a  five  or  ten  per  cent, 
discount  on  goods  bought  for  cash,  or  a  time 
price,  for  which  he  would  require  a  thirty 
days'  or  sixty  days'  note  with  interest  from 
date. 

J.  E.  Grubbs,  Winchester,  answered  the  ques- 
tion, "Is  It  Best  to  Have  Green  Boys,  and 
Break  Them  In,  Or  Hire  Competent  Men?" 
Mr.  Grubbs  said  he  thought  the  best  plan  is  to 
have  green  boys  and  break  them  in  to  learn 
the  trade  according  to  the  notion  of  the  dealer. 
He  said  that  while  competent  men  know  the 
business,  he  questioned  whether  they  give 
sufficient  attention  to  the  customers. 

Geo.  A.  Cubbage,  Leitchfield,  talked  briefly 
on  the  subject,  "Do  5c.  and  10c.  Counters  Add 
to  the  Hardware  Business?"  Mr.  Cubbage 
and  other  speakers  questioned  the.  profitable- 
ness of  5c.  and  10c.  counters  in  the  Hardware 
stores,  unless  the  store  is  located  in  a  large 
town,  where  there  is  no  competition  from  a 
5c.  and  10c.  store. 

W.  J.  Fisher,  of  Newport,  talked  about 
"What  Is  the  Best  System  of  Collecting  Ac- 
counts?" J.  S.  Ogden,  of  Ashland,  discussed 
in  a  very  interesting  way  the  "Best  System  of 
Collecting  Claims  Against  Railroads  for  Dam- 
aged or  Lost  Merchandise." 

"What  is  Your  Experience  in  Selling  Adver- 
tised Articles  by  the  Manufacturer  and  Job- 
bers in  General  Periodicals?"  J.  Koenigstein, 
of  Eminence,  gave  a*  short  introductory  talk. 
Then  U.  S.  Shacklett,  of  Fulton,  took  up  the 
subject  and  gave  some  good  ideas  along  this 
line.  M.  L.  Corey  also  discussed  the  subject 
briefly.  W.  H.  Rubel,  of  Lebanon,  spoke  on 
the  subject,  *'Your  Experience  in-  Meeting  Un- 
fair Competition."  Mr.  Rubel  said  there  are 
two  kinds  of  unfair  competition,  the  catalogue 
houses  and  unscrupulous  dealers. 

M.  L.  Corey,  of  Argos,  Ind.,  made  an  able 


address  on  "What  the  National  Retail  Hard- 
ware Association  Is  Doing  for  the  Retailers." 
J.  S.  Ogden,  Ashland,  discussed  in  a  brief,  but 
interesting  way,  "Do  You  or  Do  You  Not 
Favor  Restricted  or  Resale  Prices  Adopted  by 
Manufacturers  to  Control  the  Price  at  Which 
Their  Goods  Are-  Sold  by  the  Retail  Mer- 
chants?" 

"Bo  Tou  Onarantee  Tools;  If  So,  How  Do 
You  Hake  the  Onaiantee  Good?" 

Jos.  C.  Kirchdorfer,  Louisville,  read  a  paper 
on  the  subject,  "Do  You  Guarantee  Tools;  If 
So,  How  Do  You  Make  the  Guarantee  Good?" 
In  part  he  said: 

The  causes  directly  and  indirectly  responsi- 
ble for  the  destruction  of  a  tool  are  many. 
Very  often  a  claim  is  made  by  the  user  of  the 
tool  in  question,  without  a  just  cause  for  com- 
plaint, at  the  same  time  the  man  is  innocent  of 
doing  wrong,  and  when  he  has  taken  a  stand, 
it  is  difficult  to  convince  him  otherwise.  The 
result — The  Hardware  man  replaces  the  tool. 
If  not,  the  customer  leaves  the  store  dissatis- 
fied, and  looks  for  another  store  whereat  to 
do  his  trading.  It  is  well  to  remember  that 
mechanics  are  subject  to  as  many  different 
temperaments  as  tools  are  liable  to  vary  in 
temper.  Unless  you  have  worked  in  steel,  it 
is  hard  to  appreciate  how  easy  it  is  for  steel  to 
become  affected  by  the  change  of  temperature, 
and  other  conditions.  I  have  heard  of  a  saw 
that  has  been  used  for  several  years  and  has 
met  with  a  great  many  abuses,  until  one  cold 
morning  it  was  dropped  from  a  scaffold,  twelve 
feet  above  the  ground,  and  broke  into  five  or 
six  pieces,  this  on  account  of  the  cold  weather. 

The  word  "Guarantee"  is  so  often  used  by  a 
salesman  whose  ability  as  a  salesman  is  lim- 
ited. He  depends  on  the  word  Guarantee  to 
make  the  sale.  This  very  salesman  would  be 
the  first  to  hide  behind  the  shelves  or  the  most 
convenient  place,  on  the  appearance  of  one  of 
his  customers  returning  with  a  defective  tool. 

The  advantage  taken  by  the  customer  of  the 
word  "Guarantee"  has  led  to  so  much  dissat- 
isfaction to  the  manufacturers,  jobbers  and 
retailers  that  it  is  being  abolished  on  many 
lines.  The  honest  manufacturers  making  good 
tools  are  at  all  times  willing  to  replace  a  tool 
that  is  actually  defective.  The  jobbers,  with- 
out question,  will  replace  their  high-grade 
brand  of  tools  when  defective.  ,A  higher 
standard  could  be  reached,  if  the  retailer  and 
jobber  would  work  together  along  these  lines, 
stand  up  for  the  square  deal,  don't  agree  with 
your  customer  if  you  know  he  is  wrong;  ex- 
plain to  him  that  his  request  is  unjust,  if  you 
think  so.  Don't  give  him  a  new  tool  just  be- 
cause you  think  you  can  force  your  manufac- 
turer or  jobber  to  replace  same. 

To  prove  to  you  how  absurd  some  customers 

are,  and  how  their  imaginations  work  on  them, 

I    recall   several  instances  where  razors  have 

been  sold  and   returned  as  "no  good."     After 
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instructing  the  customer  to  come  back  in  a 
few  days,  sa>'ing  that  you  will  take  it  up  with 
the  manufacturer  or  jobber.  In  the  meantime, 
have  the  razor  honed  and  thereafter  it  was 
pronounced  as  the  finest  ever  made. 

The  necessity  for  guaranteeing  tools  has 
been  brought  about  partly  by  manufacturers  of 
cheap  tools,  partly  by  the  retail  merchant  in 
his  endeavor  to  gain  supremacy  over  his  com- 
petitor. Between  the  two,  the  mechanic  and 
the  consumer  became  skeptical,  first  by  buying 
the  tools  made  by  the  cheap  manufacturers, 
wliich  turned  out  bad;  secondly,  by  the  great 
use  of  the  word  guarantee  by  the  merchant. 
I  believe  in  system  and  a  policy  in  the  retail 
store  as  much  as  the  jobber  and  manufacturer 
does  in  the  running  of  his  establishment. 

If  we  allow  our  customers  to  dictate  to  us 
as  to  the  policy  we  should  pursue  in  our  busi- 
ness, we  will  soon  land  where  so  many  do  who 
listen  to  everybody's  policy  as  to  how  we 
should  run  our  business. 

If  I  find  it  necessary  to  replace  a  tool  for 
the  reason  that  the  customer's  business  has 
been  profitable,  although  he  is  not  entitled  to 
it,  in  this  case  I  do  not  think  it  just  to  return 
the  tool  to  the  jobber  or  manufacturer,  but 


stand  the  loss  myself,  as  it  was  given  for 
the  reason  of  retaining  the  customer's  friend- 
ship and  getting  his  future  business,  which  will 
result  in  profit  to  my  individual  self. 

When  a  customer  asks  you,  ^*Do  you  guar- 
antee this  tool?"  If  it  is  a  low  grade,  say- 
without  hesitation,  "No,  but  here  is  a  high- 
grade  tool  that  we  guarantee  against  a  flaw  in 
material,  but  we  do  not  guarantee  it  against 
abuse."  My  advice  would  be  use  the  word 
"guarantee"  as  little  as  possible. 

H.  M.  Ousley,  St.  Louis,  Mo.,  representing 
the  Norvell-Shapleigh  Hardware  Co.,  gave  his 
experience  as  a  retail  Hardware  dealer. 

Splendid  suggestions  were  made  by  John  W. 
Read  in  regard  to  firms  ordering  goods  for 
customers  to  be  sent  to  customers  direct.  He 
s^ys  that  the  firm  selling  the  goods  should 
send  his  tag  to  the  jobber  to  be  put  on  the 
shipment.  It  was  decided  to  incorporate  the 
Kentucky  Retail  Hardware  and  Stove  Deal- 
ers' Association. 

J.  C.  Frederick,  Owensboro,  gave  a  "Heart- 
to-Heart"  talk  to  the  members  oi  this  associa- 
tion, which  was  very  much  appreciated  by 
every  one. 


CONNECTICUT   HARDWARE   ASSOCIATION 


The  annual  convention  of  the  Connecticut 
Hardware  Association  was  held  the  10th 
and  11th  ult.  at  Meriden.  President  I.  C. 
Treat,  Hartford,  presided.  In  his  address. 
President  Treat  stated  that  association  mat- 
ters had  been  kept  in  such  excellent  condition 
that  all  that  it  was  necessary  for  him  to  do 
was  to  keep  the  good  ship  headed  to  the  wind. 
Several  new  members  were  added  to  thw  roster 
during  the  twelve  months.  He  criticized  the 
practice  of  some  manufacturers  in  disposing 
of  their  seconds  to  second-hand  dealers  and 
others  who  are  beyond  the  ranks  of  the  legiti- 
mate retail  Hardware  trade.  It  was  his  view 
that  this  item  rightfully  belonged  to  the  Hard- 
ware dealer,  and  suggested  that  manufacturers 
should  be  urged  to  put  their  seconds  up  at 
auction  in  some  of  the  large  New  York  auction 
houses,  and  thus  give  everybody  an  opportun- 
ity to  obtain  a  share  of  them  under  fair  con- 
ditions. 

From  the  report  of  Secretary  James  De  F. 
Phelps,  Windsor  Locks,  it  developed  that  the 
association  has  perhaps  the  largest  percentage 
of  members  to  total  retail  Hardware  dealers 
in  the  State  of  any  of  the  State  associations. 


Among  the  speakers  were  President  F. 
Alexander  Chandler,  Boston,  of  the  New  Eng- 
land Association;  A.  H.  Abbe,  New  Britain, 
who  acted  as  representative  of  S.  R.  Miles, 
president  of  the  National  Retail  Association; 
Secretary  Chas.  L.  Underbill,  Somerville, 
Mass,  of  the  New  England  Association,  and 
F.  T.  Terry,  Ansonia. 

The  annual  banquet  was  held  the  evening  of 
the  11th. 

New  Officers 

President— Eli  C.  Birdsey,  Meriden. 

First  Vice-President— Frank  T.  Terry,  An- 
sonia. 

Second  Vice-President — F.  D.  Jordan,  Willi- ' 
mantic. 

Recording  Secretary— James  De  F.  Phelps," 
Windsor  Locks. 

Financial  Secretary — F.  A.  Farrar,  South 
Manchester. 

Treasurer— Herbert  L.  Mills,  New  Britain. 

Directors — Lewis  D.  Crosby,  New  London ; 
George  Fuller,  New  Canaan;  R.  C.  Light- 
bourn,  New  Haven;  Chas.  S.  Templeton,  Wat- 
erbury;  D.  N.  Clark,  Sheldon. 


Are  Ton  Still  Chore  Boy? 

Away  back  when  you  first  started  you  simply 
had  to  be  all  things  to  all  customers. 

Then  yours  was  a  one-man  business.  As 
your  business  grew,  have  you  grown  with  it? 

Probably  you  have  nodded  your  head  in 
agreement  many  a  time  to  the  statement  that 
the  modern  business  problem  is  how  to  avoid 
waste. 


But — is  there  any  more  costly  form  of  waste 
than  to  use  the  time  and  energy  of  yourself 
for  what  could  be  done  by  a  low  priced  clerk? 

All  through  your  store,  seek  the  answer  to 
the  question — Am  I  paying  more  than  I  should 
for  this  particular  class  of  work,  either  directly 
or  because  I  do  not  provide  lower  priced  help 
that  would  relieve  other  help  for  more  valu- 
able use  elsewhere? 

Think  it  over — are  you  still  chore  boy? 
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WISCONSIN  RETAIL  HARDWARE  CONVENTION 


The  twelfth  annual  convention  of  the  Wis- 
csonsin  Retail  Hardware  Convention  was 
heJd  the  5th,  Gth  and  7th  ult.,  at  Milwaukee. 

New  Officers 

President — James  Murphy,  Racine. 

Vice-President — Henry  F.  Krueger,  Nee- 
nah. 

Secretary- Treasurer — C.  A.  Peck,  Berlin. 

Executive  Committee  (new  members) — 
Charles  Pflugradt,  Milwaukee;  G.  B.  Wensink, 
Plymouth. 

President  J.  Kornely,  Milwaukee,  presided 
and  in  his  annual  address  said  that  the  past 
year  had  proven  to  be  prosperous  to  the  mem- 
bers, and  that  even  if  the  present  showed  a 
slackening  we  should  not  lose  ambition  or 
courage.  Try  and  get  new  business;  when 
counter  trade  is  dull  go  out  for  more  business. 
More  members  should  take  out  policies  in  the 
Mutual  Insurance  Co.  This  year  a  rebate  of 
50  per  cent,  is  paid — a  great  saving  to  the  pol- 
icyholders, and  at  the  same  time  leaving  a  safe 
reserve  fund.  He  commended  the  Hardware 
trade  publications  for  the  good  work  done  in 
their  behalf.  He  pointed  out  some  of  the 
delays  in  the  transportation  of  goods  and  some- 
thing should  be  done  to  remedy  the  evil. 

C.  A.  Peck,  Berlin,  was  the  first  and  has 
been  the  only  one  to  hold  the  office  of  secre- 
tary of  his  state  association.  His  wide  experi- 
ence and  the  commendable  conduct  of  his  office 
is  evident  by  the  present  membership  of  over 
G45  names  in  good  standing.  Of  the  original 
40  members,  25  are  still  active.  During  the 
past  year  there  has  been  secured  the  abolition 
of  signs  of  catalogue  houses  and  others  on 
freight  cars  that  go  over  the  state.  The 
finances  show  a  balance  on  hand  of  over  $3,000. 

Some  addresses  were  made  by  M.  H.  Ben- 
nett, Chicago,  representing  the  American  Man- 
ufacturers Association,  and  C.  H.  Williams, 
Streator,.  111.,  vice-president  of  the  National 
Association. 

Business  Methods 

H.  F.  Krueger,  Neenah,  gave  an  address  on 
"Business  Methods,"  in  the  course  of  which  he 
said : 

I  contend  that  the  average  merchant,  not 
only  Hardware  men,  but  in  every  line  of  busi- 
ness, have  methods  that  in  a  measure  are  slack, 
or,  in  other  words,  that  there  is  a  good  amount 
of  leakage — of  just  profit  that  gets  away. 

The  best  way  that  I  can  make  my  ideas 
known  is  to  tell  you  the  methods  that  we  have 
adopted  in  our  business.  For  the  last  five  years 
we  have  been  more  diligent  along  those  lines 
than  previous.  For  instance,  in  that  time  we 
have  .  incorporated  our  business — formed  a 
stock  company.  Perhaps  it  might  not  be  a 
convenient  matter  for  many  of  you  to  incor- 
porate, but  if  you  don't  incorporate,  at  least 
organize  your  business. 

We  have  a  board  of  directors   who  meet 


every  two  weeks.  At  those  meetings  we  have 
a  question  box  where  all  kinds  of  subjects  are 
brought  up.  For  instance,  if  you  have  a  cer* 
tain  line  of  goods  that  does  not  move  as  it 
ought  to,  we  talk  the  matter  over  and  eithef 
put  new  life  into  it  or  discard  it.  If  there  is 
anything  that  we  want  to  add  to  our  line,  v^c 
investigate  and  talk  it  over  thoroughly  at  these 
meetings.  Prices  are  talked  over.  For  in- 
stance, when  the  coffee  percolater  came  out, 
instead  of  each  one  taking  a  slip  or  anything  of 
that  kind,  and  studying  it— as  to  what  the 
coffee  percolator  would  do,  or  what  we  were 
expected  to  do  with  it — we  would  ask  one  man 
to  make  a  thorough  study  of' it  and  give  us  a 
talk.  We  have  stove  talk,  one  meeting  on  a 
heating  stove  and  another  talk  on  a  range  and 
we  call  in  our  clerks  and  everybody  from  the 
stove-blacker  up.  We  try  to  educate  every 
man  in  each  line. 

remodeling  the  store. 

Another  thing  that  comes  up  under  that  head 
is  remodeling  the  store,  changing  the  arrange- 
ment. You  can  always  do  better  if  you  talk 
these  matters  over  behind  closed  doors,  when 
you  are  not  interrupted,  when  you  can  take  the 
thing  and  start  out  and  stick  to  it  until  you 
have  threshed  it  out  completely.  The  thing 
that  I  want  to  show  you  is  the  system  of  using 
blanks  of  different  kinds.  Most  of  you,  when 
you  buy  of  an  agent,  ask  for  a  duplicate  of  the 
order.  The  result  is  that  you  will  have  order 
copies  in  your  files  from  Diamond  Joe  size, 
about  3x5,  up  to  the  larger  stove  order  blank, 
perhaps  10x15,  and  you  cannot  keep  them  in 
order  on  account  of  the  variety  of  sizes  and 
styles.  We  have  adopted  an  order  blank  on  this 
style:  E^ery  order  that  we  give  to  any  travel- 
ing man  is  put  upon  our  order  blank.  If  we 
order  anything  by  mail,  either  from  manufac- 
turer or  jobber,  we  use  the  same  form.  They 
are  made  in  two  colors.  Form  1  is  given  over 
to  the  traveling  man  or  sent  to  the  wholesale 
house.  We  have  room  on  this  blank  for  the 
route  of  shipment,  terms,  salesman  and  every- 
thing complete. 

We  all  have  special  orders.  A  man  comes 
into  your  store  to-morrow;  he  wants  a  fire  pot 
for  a  stove;  another  man  wants  a  special  kind 
of  a  hammer.  Order  this  article  on  this  same 
order  blank,  just  the  same  as.  any  other  and 
turn  it  over  and  put  on  the  copy  that  you  keep 
the  man's  name  that  the  article  is  for,  the 
number  of  artfcles,  the  price  quoted  him  and 
so  on.  When  your  invoice  comes,  your  invoice 
will  always  have  the  order  number  right  upon 
it  from  any  first  class  house.  You  can  then 
find  your  order  blank  at  the  sam€  time  and 
sec  who  that  article  is  for. 

marking  the  goods. 
The  next  thing  that  I  want  to  call  your  at- 
tention to  is  the  system  of  marking  these  goods 
after  they  are  in  the  store.    We  have  for  years 
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used  what  is  called  a  spring-back  cover  like 
that  used  by  the  express  companies  to  hold 
their  sheets  in»  We  use  a  good  grade  of 
manilla  paper,  and  put  in  flyleaves  into  this 
binder  in  this  order;  make  our  price  list  out 
with  typewriter  and  paste  then!  in  lipUn  tlies^ 
sheets.  Iti  the  frolit  wfe  nave  one  page  with 
aft  indekj  so  that  at  a  giance  yoii  can  refer  i4 
your  lists  x)f  bolts  and  screws  and  a  hundred 
and  one  other  things  where  you  don't  mark  the 
article. 

We  find  that  the  nailing  of  price  cards 
around  on  the  walls  in  different  places  in  the 
store  does  not  beautify  the  store  any,  so  we 
adopted  the  price  book.  On  any  article  like 
tagging  a  stove,  we  use  a  price  card  giving  the 
name,  number  and  description;  you  have  two 
lines  for  sales,  and  then  yowt  cost  arid  s^llirig 
price.  You  caft  use  that  on  any  kirid  of  dn 
article  that  you  heed  to  rriark.  For  smdller 
price  cards  we  have  found  a  metal-edged  tag 
has  been  the  most  convenient,  not  very  expen- 
sive and  at  the  same  time  it  will  stay  on  the 
goods.  There  is  nothing  to  a  salesman  that  is 
more  unpleasant  than  to  find  an  article  that 
you  don't  know  the  price  of  and  find  the  tag 
torn  off. 

The  next  thing  is  the  selling  of  goods.  There 
is  more  money  lost  by  the  retailers  in  all  Hues 
through  the  country  from  goods  that  are  sold 
and  delivered  and  forgotten  to  be  charged  or 
forgotten  to  be  collected  for  than  we  have  any 
idea  of.  It  doesn't  matter  who  the  man  is.  if 
he  keeps  close  track  of  himself,  he  will  find 
that  sometimes  he  comes  very  near  forgetting 
things.  When  a  man  comes  to  order  anything 
— suppose  a  contractor  comes  in  and  says, 
"send  five  kegs  of  nails  to  so  and  so?"  if  they 
are  to  be  charged  to  the  contractor  on  account 
of  John  Smith,  delivered  to  John  Jones,  or- 
dered by  his  foreman,  Johnson,  if  you  please. 
We  fill  out  this  order  and  put  it  on  a  spindle. 
The  head  clerk  takes  that  in  due  course  and 
puts  u'p  the  order,  or  the  orders  are  put  up. 
When  he  gets  through  with  it  there  is  no  mark 
on  it  to  show  that  it  has  been  charged  or  paid. 
When  he  gets  through  with  it  he  puts  on  his 
O.  K.  These  slips  go  on  to  another  spindle 
which  goes  into  the  office  at  night.  By  our 
slip  we  check  up  these  orders  at  night,  which 
makes  a  double  check  on  whether  these  goods 
have  been  charged  or  paid  for.  The  main 
thing  when  j-ou  take  an  order  is  to  take  it  so 
you  can  pa*^s  it  from  one  to  another  and  it 
cannot  get  away  from  you.  If  you  undertake 
to  carry  it  here,  one  will  get  away  from  you 
once  in  a  while. 

Fire  Insurance 

Secretary  C.  A.  Peck,  in  speaking  about  fire 
insurance,  asked  the  members  a  few  pertinent 
questions,  which  apply  practically  everywhere. 
He  .said: 

How  many  know  that  any  change  of  owner- 
ship without  immediate  notice  to  the  company 
or  its  agent  invalidates  a  policy? 


How  many  know  that  a  mortgage  put  upon 
property  insured  docs  the  same  thing? 

How  many  know  that  if  they  are  using  a 
fire  pot  in  which  gasoline  15  urted  without  a 
special  permit  therefor,  cannot  recover  in  case 
of  loss? 

How  tiianV  ktiow  that  th^  s^nie  Is  trU«  hi 
regard  to  other  insdrinee  Withdiit  edhs^rit,  to 
acetylene  lights,  to  an  excefss  of  29  Ifas;  df 
gunpowder — that  the  insured  is  required  to 
furnish  the  proofs  of  loss,  which  is  a  very  dif- 
ficult matter  in  any  case  where  annual  inven- 
tories are  not  taken  and  a  stock  account  of 
purchases  and  sales  are  kept ;  or  if  your  policy 
is  written  at  any  other  than  the  board  rate,  or 
if  any  manufacturing  is  allowed  after  10 
o  clock  at  night,  or  if  alterations  taking  more 
than  fifteen  days*  time  are  permitted  without 
a  special  permit  therefor,  dr  if  fireworks  fof  a 
few  days  before  tthe  Fourth  dre  alldwed  dtl 
the  premises,  or  if  all  due  means  are  not  Us^d 
by  the  insured  to  save  his  property  in  case  of 
a  fire? 

This  knocks  out  the  oft-exploited  idea  "that 
it  is  insured,  let  the  company  take  it,"  or  in 
case  of  a  loss  if  the  insured  shall  fail  to  at 
once  do  all  possible  to  save  from  further  loss 
or  injury  any  salvage  there  may  be,  that  store 
fixtures  or  tinshop  tools  are  not  covered  in  a 
stock  policy  unless  specifically  mentioned. 

These  matters  might  any  or  all  of  them  not 
be  counted  against  you  in  case  of  an  honest 
fire  or  loss,  but  in  case  there  was  any  suspicion, 
real  or  fancied,  your  company  could  make  an 
offer  of  any  per  cent,  of  loss  suffered  and  if 
refused  merely  say,  "Go  ahead  and  sue,"  but 
your  defense  would  be  a  very  weak,  broken 
straw  to  lean  upon  because  these  stipulations 
have  all  been  accepted  by  you  in  accepting  the 
policy.  Your  agent  ought  to  have  informed 
you  of  all  this,  but  if  he  failed  so  to  do  after 
a  loss  it  is  too  late  to  correct  the  error. 

We  have  great  reason  to  feel  very  proud  of 
our  record,  and  I  doubt  not  we  all  do,  but  I 
have 'felt  that  there  was  too  much  carelessness 
in  this  matter  for  the  good  of  the  insured,  and 
should  very  much  dislike  to  attempt  to  settle  a 
loss  where  I  had  to  fall  back  on  any  of  the 
above  special  provisions.  The  idea  that  a  policy 
is  not  holding  until  paid  for  is  all  wrong;  it 
is  good  from  the  time  issued  until  expiration 
or  cancellation.  The  latter  you  can  do  at  any 
time  by  paying  what  is  called  short  rates,  and 
the  company  can  cancel  by  giving  five  days* 
notice  to  you  in  writing,  and  returning  pro 
rata  the  unearned  premium. 

L.  Lindenberg,  Dubuque,  la.,  vice-president 
of  the  Iowa  Hardware  Mutual  Insurance  As- 
sociation, spoke  on  the  need,  quality  and  quan- 
tity of  fire  insurance. 

J.  W.  Jones,  Racine,  read  a  paper  on  "Trade 
Getting."  One  of  the  most  important  things  is 
confidence.  Well  arranged  show  windows  and 
store  are  essential.  There  should  be  one  price 
for  all.     Have  special  cash  sales;  keep  close 
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tabs  on  all  credit  accounts;  advertise,  and  at- 
tend to  your  own  business. 

J.  M.  Callahan,  who  is  connected  with  the 
Chicago  &  Northwestern  Railway  Co.,  spoke 
about  claims  made  on  a  railroad  company.  He 
said: 

We  find  many  claims  are  presented  with 
nothing  to  substantiate  the  correctness  of  the 
claim.  This  necessitates  the  return  of  the 
claim  to  the  claimant  for  further  information 
of  evidence,  which  means  a  delay  in  the  settle- 
ment of  the  claim.  If  claimants  would  fur- 
nish the  following  papers  and  information, 
claims  could  be  much  more  promptly  investi- 
gated and  adjusted: 

First — A  bill  stating  the  amount  of  claim, 
date  of  shipment,  and  if  known,  the  cause  of 
the  damage  or  loss. 

Second — If  claim  is  for  the  cost  of  repairs 
to  the  property  which  was  damaged  in  transit, 
the  bill  of  the  person  who  made  the  repairs. 

Third— If  claim  is  for  property  which  was 
shipped  to  be  sold  on  commission  or  otherwise, 
and  if  any  of  the  property  reached  destination 
and  was  sold,  a  copy  of  the  account  sales  for 
such  of  the  property  as  was  disposed  of. 

Fourth — The  original  paid  freight  bill  for 
the  charges  on  the  shipment. 

Fifth-— The  original  bill  of  lading  for  the 
shipment,  if  one  were  issued. 

Sixth — The  original  invoice,  or  a  certified 
copy  of  it,  if  the  claim  is  for  the  value  of  mer- 
chandise lost  or  damaged  in  transit. 

Seventh — Attach  any  correspondence  which 
claimants  may  have  with  the  other  parties  in- 
terested in  the  shipment,  showing  where  and 
how  the  loss  or  damage  occurred  sfnd  its  ex- 
tent. 

With  the  above  papers  and  information  at 
hand  same  should  be  transmitted  to  the  rail- 
way agent,  who  will  forward  the  papers  to  the 
general  claim  agent  for  adjustment.  If  the 
shipment  came  over  more  than  one  line,  always 
attach  tthe  shipping  ticket  or  bill  of  lading,  as 
it  will  enable  the  delivering  line  to  make  set- 
tlement promptly  and  it  will  not  be  necessary 
to  forward  the  papers  to  connecting  line  where 
the  claim  is  beyond  a  question  of  dispute,  but 
will  be  paid  promptly  and  then  passed  to  con- 
necting lines. 

He  also  spoke  about  the  marking  of  freight, 
causes  of  delay  on  shipments,  etc. 

Keep  Track  of  GhH)ds  by  Name 

We  do  not  use  any  particular  system  in 
keeping  track  of  our  purchases,  nor  do 
wc  think  the  average  retail  buyer  needs  one, 
unless  it  is  to  mark  in  price  book  the  name  of 
the  party  the  particular  item  was  bought  from, 
as  we  buy  our  entire  line  direct.  We  keep  track 
by  the  name  thus: 


L.\NTERNS. 


"Bergers"  Apex. 
"Bergcrs"  Ideal. 


"Bergers"  No.  2  Storm. 
"Bergers"  R.  R 

HANGERS — PARLOK  XXX)R, 

"Richards''  No.  113^. 
"Wilcox"  No.  313. 
"Wilcox"  No.  315. 
"Lanes"  Regular. 
"Prouty"  No.  5. 

Taylor  Hardware  Co, 

Approve  the  Sticker  Flan 

We  have  no  system  of  keeping  track  of  pur- 
chases. We  usually  mark  on  the  front 
of  each  box  the  month  and  year  in  which  we 
received  the  goods  and  put  into  stock.  Goods 
bought  in  February,  1908,  marked  2-8.  Often- 
times this  will  enthuse  us  to  "work  off"  a  box 
that  shows  on  its. face  to  have  been  on  our 
shelves  a  long  time.  We  mark  the  cost  and 
selling  price  on  the  top  of  each  box  with  soft 
carbon  pencils.  Wc  like  your  plan  of  using 
stickers  and  may  adopt  it. 

H.  C.  Waters  &  Co. 

Use  Card  Index  System 

We  use  the  card  index  system  entirely  for 
keeping  a  record  of  our  prices  and  of 
goods  purchased,  the  same  as  the  card  en- 
closed. In  this  we  keep  a  record  of  the  amount 
of  goods  bought  throughout  the  season,*  which 
we  find  a  great  help  in  ordering  our  next  sea- 
son's supply.  As  the  writer  does  all  the  buy- 
ing, I  generally  fill  out  the  card  at  the  time 
the  goods  are  ordered,  and  if  the  order  is  not 
filled  complete,  I  make  a  note  of  same  on  the 
card.  In  putting  away  the  shelf  Hardware 
the  clerks  put  the  prices  on  the  right-hand 
side  of  the  drawer,  also  the  date  and  the  name 
of  the  firm  from  whom  the  goods  are  pur- 

AxM. 


^*^^  "Hi/f-  H^i^f  7l  g-7^  ^r# 
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Purchase  Card  used  by  Pearson  Bros. 

chased.  This  all  takes  a  little  time,  but  we 
think  it  pays,  as  by  referring  to  our  cards  we 
can  tell  at  once  how  many  goods  were  bought 
during  the  season,  and  by  referring  to  our 
present  slock  can  tell  very  near  what  we  will 
be  able  to  use  the  next  season.  There  may  be 
a  better  system  of  keeping  track  of  goods 
purchased,  but  this  is  our  way,  and  we  shall 
continue  this  same  w.iy  until  we  learn  of  a 
better.  R.  L.  Turner, 

Pearson  Bros. 
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WEST  VIRGINIA  HARDWARE  CONVENTION 


.TTlic  annual  convention  of  the  West  Vir- 
1  ginia  Retail  Hardware  Association  was 
held  at  Elkins  the  18th,  19th  and  20th  ult. 
There  was  a  good  attendance  and  great  inter- 
est was  manifested. 

New  Officers 

President — T.  B.  Frye,  Keyser. 

First  Vice-President — W.  A.  Vance,  Clarks- 
burg. \ 

Second  Vice-President — Bob  Smith,  Ronce- 
verte. 

Secretary-Treasurer — Leslie  Hawker,  Shinn- 
ston. 

Executive  Committee — F.  R.  Clelland,  Fair- 
mont; A.  J.  Hess,  Mannington;  J.  M.  Walker, 
Wellsburg,  and  President  Frye  and  Secretary 
Hawker,  ex-officio,    . 

merchants'  relations  with  each  OTHER- 

President  C.  D.  Kyles,  Wellsburg,  made  an 
address  on  the  ''Merchants*  Relations  with 
Each  Other."    We  make  a  few  excerpts : 

We  take  it  for  granted  that  you  and  the 
other  dealers  of  your  town  are  all  on  good 
terms;  that  each  of  you  want  to  make  better 
merchants  of  yourselves  and  a  better  town  for 
all  of  you.  However,  if  we  are  mistaken,  if 
this  condition  does  not  exist  at  your  town,  if 
neither  of  you  are  doing  your  duty,  if  you  are 
having  trouble  with  your  competitors,  you 
without  cost  can  help  the  matter  very  greatly 
by  looking  into  the  mirror  of  justice.  Quietly 
sit  down  and  look  yourself  squarely  in  the  face 
and  ask  yourself  the  question,  "Have  you  done 
everything  possible  to  make  bad  matters  bet- 
ter?" Make  a  note  of  every  item  you  think  of 
in  the  past  six  months  that  you  have  done  that 
you  should  not  have  done;  examine  the  rec- 
ords and  see  if  you  have  neglected  an  oppor- 
tunity to  do  your  full  duty  toward  your  com- 
petitors. We  would  like  to  suggest  a  few 
things  for  you  to  do  and  not  to  do,  if  you 
would  better  existing  conditions  and  have 
easier  sailing.  Some  of  these  few  things  we 
would  like  to  emphasize :  Get  better  acquaint- 
ed with  one  another.  Be  friendly,  social,  cour- 
teous, compromising  and  business  like.  Visit 
occasionally  and  talk  to  one  another,  for  in 
this  great  good  can  be  accomplished  in  many 
ways. 

BUYING    together. 

Many  times,  even  in  small  local  shipments, 
you  can  buy  together,  even  different  brands, 
and  save  half  the  freight,  and  especially  so 
when  you  make  car  lots  from  the  same  city. 
When  you  are  temporarily  out  of  some  certain 
article,  talk  with  one  another,  but  be  careful 
and  don't  let  this  become  burdensome.  If  your 
competitor  stocks  some  certain  line  that  you  do 
not  carry  at  all,  use  your  efforts  to  help  him 


sell  it.  When  your  customer  calls  for  such 
goods  tell  him  where  he  can  find  them,  and 
hold  the  trade  m  your  town. 

Get  the  association  idea,  each  of  you  using 
your  combined  efforts  in  the  same  direction 
and  for  the  same  ends,  and  you  can  and  will 
accomplish  many  things,  whereas  as  an  indi- 
vidual it  will  be  an  utter  impossibility.  If,  for 
any  reason,  you  have  a  grievance,  don't  lose  a 
meal  or  have  a  nightmare  about  it,  but  go  like 
a  man  to  the  offender  in  a  gentlemanly,  busi- 
nesslike way  and  coolly  and  deliberately  tell 
him  so,  and  after  a  little  explanation  on  the 
part  of  both  of  you  you  will  be  better  friends, 
and  no  doubt  have  a  satisfactory  adjustment. 
Never  join  your  customer  in  speaking  ill  or 
finding  fault  with  another  dealer.  You  will 
have  your  hands  full  keeping  the  same  fellow 
from  talking  of  you  in  the  same  manner; 
change  the  conversation.  Do  not  do  or  say 
things  in  pt^ic  that  are  calculated  to  antago- 
nize. Do  not  say  things  about  other  dealers 
that  you  would  not  have  them  hear,  for  they 
will  hear  it,  and  the  story  will  have  grown  by 
the  time  it  gets  to  them. 

Do  not  write  your  advertisement  in  a  way 
calculated  to  throw  slurs  at  some  certain  deal- 
er, for  such  is  a  waste  of  money,  and  often- 
times the  other  fellow  gets  the  benefit.  Don't 
talk  evasively  or  in  a  half-promising  way  to  a 
traveling  salesman,  to  keep  him  from  seeing 
another  dealer;  if  you  cannot  handle  the  prop- 
osition let  the  other  fellow  have  it.  Don't  be 
overanxious  to  get  the  other  fellow's  custom- 
ers ;  sometimes  he  has  some  that  he  wants 
you  to  have,  and,  besides,  there  are  some  in 
your  territory  that  neither  of  you  have;  the 
catalogue  houses  and  other  houses  have  them. 
Use  your  efforts  in  their  direction.  Don't  de- 
cry the  defects  or  faults  of  other  dealers  or 
their  wares  to  a  customer;  talk  only  the 
merits,  the  points  of  advantage,  mechanical 
construction,  ease  of  operation,  of  your  own 
goods,  and  you  will  be  busy.  Don't  pry  into 
another  dealer's  affairs  through  a  traveling 
salesman,  as  he  is  a  friend  of  both  of  you. 
Don't  bother  or  talk  about  the  other  fellow's 
unwise  credit  sales  and  ultimate  losses,  but 
make  fewer  mistakes  yourself. 

Don't  try  to  buy  the  same  brands  of  goods 
your  competitor  has  in  order  to  have  the  same 
things  at  a  little  less  price;  get  something  dif- 
ferent and  better,  if  possible,  that  will  bring 
as  good  profit  and  will  give  you  business  indi- 
viduality. Don't  always  try  to  see  if  you  can 
sell  for  a  little  less  than  the  other  fellow,  but 
get  as  good  a  price,  at  least,  and  your  profits 
will  look  better  at  the  end  of  the  year. 

Don't  try  to  make  it  appear  that  you  arc  a 
little  bit  the  bigger  merchant  by  placing  larger 
orders  than  the  other  fellow,  because  the  bills 
are  harder  to  pay. 
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Secretary  Hawkeor'B  Keport 

In  Secretary  Leslie  Hawker's  report  he  said 
that  the  association  is  assisting  in  creating  a 
better  feeling  between  the  local  merchants  in 
each  locality  where  they  are  members  and 
thereby  enabling  them  to  secure  better  profits 
on  staples,  such  as  nails  and  heavy  goods, 
which  they  have  heretofore  been  selling  at  lit-  " 
tie  or  no  profit.  It  assists  in  cultivating  and 
developing  an  appreciation  of  competitors  and 
thereby  making  friends  instead  of  enemies. 
The  greatest  menace  that  confronts  the  retail- 
er in  most  localities  is  the  practice  of  many  of 
the  local  jobbers  selling  general  stores,  gro- 
cery stores  or  to  consumers  direct.  Many  of 
these  jobbers  are  refused  membership  in  the 
National  Jobbers'  Association,  yet  they  secure 
jobbers'  prices  on  a  great  many  articles  which 
the  retailers  cannot  do,  thus  givmg  him  an  ad- 
vantage, which  many  of  them  use  to  the  detri- 
ment of  legitimate  retail  merchants.  If  such 
sales  were  confined  to  goods  that  were  to  be 
resold  it  would  be  a  different  proposition,  but 
many  times  the  goods  pass  from  the  jobber 
direct  to  the  consumer  and  are  billed  to  some 
one  in  business  but  not  handled  by  him  at  all 
and  little  if  any  profit  is  added,  thus  placing 
the  wholesale  price  in  the  hands  of  the  con- 
sumer. This  happens  many  times  when  the 
jobber  has  full  knowledge  of  the  affair.  It  is  a 
serious  question  and  one  that  should  be  care- 
fully considered.  During  the  past  year  more 
members  have  taken  out  policies  in  the  Hard- 
ware mutual  insurance  companies.  Although 
the  membership  is  not  large  and  never  can  be, 
owing  to  territorial  limitations,  there  has  been 
an  increase  of  44  per  cent,  during  the  past 
year. 

Address  by  C.  S.  Dayis 

C.  S.  Davis,  Oakland,  Md.,  in  his  ad- 
dress referred  to  the  business  vicissitudes 
of  the  past  year.  Business  methods, 
plans  and  schemes  were  worked  to  such  an  ex- 
tent from  the  small  dealer  to  the  largest  manu- 
facturer that  one  would  naturally  suppose  we 
had  all  but  reached  our  limit,  when  the  year 
came  to  its  close  no  one  was  surprised  at  the 
financial  condition  and  almost  seemingly  ruin- 
ous outlook  for  the  country.  But  the  dark  clouds 
have  passed  away  and  we  meet  here  to-day  to 
encourage  and  advise  with  each  other  as  Hard- 
ware men  along  business  lines,  not  of  the 
past  but  of  the  future.  It  is  an  old  saying, 
"That  in  union  there  is  strength."  For  this 
reason,  if  no  other,  our  plan  of  meeting  to- 
gether once  a  year  to  exchange  our  ideas,  dis- 
cuss difficulties,  plan  and  outline  the  best  busi- 
ness methods  for  another  year  should  stimu- 
late each  one  of  us  to  render  such  assistance 
and  contribute  our  mite  to  the  association,  that 
the  best  business  methods  known  to  the  Hard- 
ware trade  may  be  adopted  by  its  members  and 
build  up  an  organization  throughout  the  State 
whose  influence  will  be  felt,  not  only  by  the 


members  of  the  association,  but  by  the  Hard- 
ware trade  in  general. 

Have  wc  during  the  past  year  put  forth  our 
best  effort  to  push  the  various  lines  we  are 
handling  to  their  fullest  extent? 

Have  we  tried  to  improve  our  methods  and 
plans  of  doing  business  ? 

Did  each  of  us  adopt  some  new  plans  that 
would  bring  our  store  to  greater  prominence? 

Are  you  a  subscriber  to  the  leading  Hard- 
ware journal,  studying,  and  reading  the  experi- 
ence of  others?  Have  you  advertised  in  some 
way  that  would  reach  trade  direct? 

What  did  you  do  along  this  line  to  offset 
catalogue  buying  and  keep  the  trade  at  home? 

These  are  questions  of  vital  importance.  If 
you  have  not  put  forth  the  effort  you  should 
and  the  trade  and  your  success  has  not  been 
what  it  should  have  been,  who  is  at  fault?  Let 
us  improve  year  by  year,  let  us  plan  for  the 
top  of  the  ladder  instead  of  the  bottom,  aim 
high,  ever  remembering,  those  that  aim  at 
nothing,  amount  to  nothing.  Experience  is  the 
best  teacher. 

It  has  been  but  a  few  years  since  the  small 
dealer  has  been  brought  into  general  notice 
outside  of  the  vicinity  in  which  he  lives. 
Manufacturers  and  jobbers  were  looked  upon 
as  giants  in  the  business,  and  that  it  was  use- 
less for  the  small  dealer  to  dictate  or  advise  as' 
to  how  goods  should  be  made  and  sold,  but 
experience,  educatfon  and  knowledge  of  how 
to  sell  and  operate  the  various  lines  of  goods 
by  the  dealer,  who  received  his  knowledge 
from  the  jobber  and  manufacturer,  has  edu- 
cated the  public  to  such  an  extent  that  they  are 
to-day,  as  never  before,  advising,  in  fact,  dic- 
tating as  to  the  various  requirements,  improve- 
ments, expense  and  methods  needed  in  placing 
goods  on  the  market,  so  that  now  the  manu- 
facturer cannot  place  his  goods  in  the  hands 
of  the  consumer  as  easily  as  heretofore.  This 
brought  about  an  entirely  different  method  of 
doing  business,  causing  many  of  the  small 
manufacturers  and  catalogue  houses,  and  some 
would-be  jobbers,  to  sell  direct  to  the  con- 
sumer. But  we  as  Hardware  men  have  come 
to  the  front  and  bearded  the  lion  in  his  den, 
raised  our  voices  against  the  manufacturer,  • 
jobber  and  catalogue  house,  selling  to  the  con- 
sumer to  such  an  extent  that  our  influence  is 
being  felt,  not  only  by  those  in  the  vicinity  in 
which  we  are  living,  but  by  the  trade  at  large. 
Let  us  then  take  courage,  be  hopeful  and  de- 
termined to  stand  up  and  fight  for  our  rights. 
How  can  we  do  this?  By  adopting  the  best 
business  methods  known  to  the  Hardware 
trade,  reading,  studying,  writing  and  advertis- 
ing after  the  experience  of  others,  and  push- 
ing, working  and  planning  for  yourself,  and 
last,  but  not  least,  a  determination  to  succeed. 
With  such  resolutions  mountains  will  crumble, 
catalogue  houses  will  wane,  customers  will  quit 
sending  away  for  goods,  your  store  will  be 
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the  store  that  is  sought  for  in  the  community 
and  the  Hardware  business  will  be  on  a  higher 
plane  through  our  country  than  heretofore,  not 
only  in  a  business  way,  but  in  influence. 

THE     HARDWARE     MERCHANT. 

Xo  man  is  needed  more  in  any  community 
than  the  Hardware  merchant.  His  life,  his 
work,  his  influence  and  his  necessity  are  found 
on  every  hand.  He  is  like  a  doctor  whom  you 
can  be  very  independent  with  until  you  get 
sick,  but  when  you  need  him,  need  him  badly. 
The  variety  in  Hardware  lines  is  so  great 
that  the  housewife  is  in  need  of  something  al- 
most every  day  that  is  found  only  at  the  Hard- 
ware store,  such  as  is  used  throughout  the 
house  from  kitchen  to  attic. 

H  you  have  been  discouraged  and  felt  at 
times  like  quitting  the  Hardware  business,  take 
courage,  improve  your  methods,  seek  the  best 
plans  used  by  others  and  if  not  suited  to  your 
trade,  study  the  situations  and  plans  until  you 
can  adjust  them  to  your  requirements. 

W.  P.  Bogardus,  Mt.  Vernon,  0.,  prepared 
an  interesting  and  instructive  paper  on  "Sys- 
tematic Business  Methods,"  which  will  appear 
in  a  later  issue: 

Address  of  Morris  B.  Belknap 

Morris  B.  Belknap,  president  of  the  Belknap 
Hardware  &  Mfg.  Co.,  Louisville,  Ky.,  made 
an  interesting  address  to  the  members.  He 
called  attention  to  the  increased  expenses  in- 
curred in  the  treatment  of  claims  due  to  the 
way  in  which  they  were  often  presented.  A 
reduction  of  this  expense  would  be  effected  if 
the  claimant  would  supply  the  seller  with  the 
following  information :  Date  of  invoice,  item, 
amount  involved,  nature  of  claim,  error  and 
responsibility,  proposed  disposition  and  set- 
tlement. Inasmuch  as  these  points  are  applic- 
able to  the  claims  made  in  any  branch  of  busi- 
ness, there  is  good  reason  to  urge  upon  the 
merchants  to  adopt  a  regular  form  of  claim 
sheet  with  proper  space  left  for  each  one  of 
these  questions.  This  would  suggest  to  the 
buyer  the  necessity  for  filling  them  all  in,  and 
giving  the  seller  the  necessary  information 
that  he  wants  for  the  adjustment  of  the  claim. 
"There  should  be  as  much  uniformity  observed 
in  writing  out  a  claim  as  in  writing  a  check," 
said  Mr.  Belknap.  The  speaker  then  reviewed 
the  great  difficulty  which  any  adjuster  experi- 
ences in  answering  some  dozen  or  two  assort- 
ed letters  in  regard  to  claims  and  saying  the 
right  thing  to  each  correspondent,  and  urged 
that  all  claims  should  be  made  with  a  cool, 
dispassionate  statement  of  the  facts  and  free 
from  any  display  of  temper,  which  so  often 
jeopardizes  a  valuable  business  connection. 

In  regard  to  the  losses  in  transit,  the  speak- 
er elaborated  this  subject  as  follows:  "I  now 
come  to  perhaps  the  most  complicated  of  all 
claims,  and  one  requiring  the  co-operation  of 
the  buver  and  the  seller.    I  refer  to  the  losses 


in  transit,  which  in  the  past  few  years  have 
undoubtedly  been  very  large.  Some  of  these  the 
jobbers  have  been  responsible  for.  The  added 
cost  of  packing  has  induced  us  to  economize  in 
the  matter  of  boxes  possibly  to  an  unwise  ex- 
tent, and  the  strength  of  the  package  has  not 
been  suflScient  to  deliver  the  contents,  to  the 
consignee  in  first  class  order.  But  there  is  not 
a  well-ordered  house  in  the  country  that  has 
not  this  subject  seriously  under  consideration. 
"Then  this  brings  us  to  the  subject  of  goods 
that  are  abstracted  in  transit.  So  expert  have 
become  the  thieves  in  opening  boxes  and  ex- 
tracting therefrom  whatever  they  can  lay  their 
hands  on,  that  it  is  very  difficult  for  a  mer- 
chant upon  receipt  to  convince  himself  that  the 
goods  were  not  left  out  at  point  of  shipment. 
A  good  deal  of  this  work  is  evidently  done  by 
men  who  are  expert  packers  and  know  how  to 
replace  the  straw  and  excelsior  in  the  boxes 
which  they  have  opened  so  as  not  to  excite 
suspicion.  When  the  goods  arrive  at  destina- 
tion perhaps  a  cleat  nailed  across  the  corner 
may  be  the  only  thing  to  suggest  that  the  box 
may  have  'been  tampered  with.  As  many 
houses  when  they  find  they  have  packed  goods 
in  a  weak  box  adopt  this  method  of  reinforc- 
ing it,  it  is  not  improbable  the  customer  would 
think  it  is  in  its  original  shape.  The  use  of 
coated  nails,  soldered  bands  and  other  protec- 
tive measures,  while  all  good  in  their  way,  do 
not  completely  secure  them,  and  there  needs  to 
grow  up  in  the  business  community  a  determi- 
nation to  prosecute  to  the  limit  of  the  law  any 
men  that  are  captured  in  the  nefarious  practice 
referred  to.  A  small  assessment  on  various 
associations  of  the  mercantile  world  to  prose- 
cute and  land  in  the  penitentiary  railroad 
thieves  would  be  a  good  investment.  It  is  very 
difficult  to  induce  the  buyer  to  believe  that,  in 
spite  of  the  checks  and  counterchecks,  the  ex- 
tracted goods  have  been  actually  put  in  the 
box,  and,  of  course,  the  seller  from  his  knowl- 
edge of  the  way  goods  are  very  often  unpacked 
at  destination,  realizes  that  the  chances  for 
abstraction  there  are  not  at  the  minimum. 
Often  he  has  seen  a  clerk  in  a  country  store 
start  to  unpack  a  box.  He  has  no  sooner 
ripped  off  the  top  and  removed  the  packing 
material  than  a  customer  comes  in  calling  him 
perhaps  to  go  down  into  the  cellar  or  out  into 
a  warehouse  to  get  some  trifling  article.  Dur- 
ing all  that  time  the  box  lies  subject  to  the 
depredation  of  whoever  can  lay  his  hands  on 
any  of  the  contents.  This  picture  comes  up 
before  the  adjuster  as  he  reads  the  letter 
which  hints  in  no  unmistakable  terms  to  him 
tliat  the  house  must  have  some  very  dishonest 
men  in  its  employ.  Certain  developments*  have 
proved  beyond  a  question  that  the  amount  of 
thievery  in  transit  has  been  far  in  excess  of 
what  we  conceived.  Train  crews  have  been 
known  to  stop  whole  freight  trains  in  deserted 
parts  of  the  country,  and  to  some  farm  house 
in  the  neighborhood  carried  off  the  contents  of 
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cases  that  they  have  opened  as  the  train  ap- 
proached the  robbers'  den.  We  shudder  to 
think  of  all  the  claims  that  have  been  based 
upon  such  proceedings.-  There  is  but  one  ade- 
quate remedy,  and  that  is  the  severest  sort  of 
punishment" 

The  speaker  next  called  attention  to  the  class 
of  claims  arising  from  an  effort  on  the  part  of 
buyer  and  seller  to  get  together  on  a  line  of 
goods,  so  as  to  have  them  sell  at  a  certain 
price,  and  in  doing  so  sacrificing  the  quality 
beyond  what  is  justifiable. 

Undoubtedly  much  material  furnished  to  the 
trade  proves  unsatisfactory  and  forms  the 
basis  of  a  claim,  where  the  seller  finds  out  his 
mistake.  There  should  be  really  in  this  class 
of  cases  no  claim,  for  the  matter  was  fully 
understood  between  buyer  and  seller,  and  yet 
such  transactions  are  frequently  tbe  source  of 
some  of  the  most  bitterly  fought  claims.  Mr. 
Belknap  summed  up  the  results  of  his  talk  as 
follows : 

First— That  claims  are  a  dead  expense  to 
both  buyer  and  seller. 

Second — That  the  expense  is  reduced  to  a 
minimum  when  both  parties  render  each  other 
all  possi'ble  information  that  will  tend  toward 
fair  and  quick  adjustment. 

Third— That  there  is  a  class  of  claims  re- 
quiring the  co-operation  of  both  parties  with  a 
view  of  putting  a  stop  to  their  causes. 

Fourth — Uniformity  in  writing  claims  is  of 
great  importance. 

Fifth— Claims  should  be  so  filed  both  by 
buyer  and  seller  that  each  can  see  at  a  glance 
if  the  number  arising  from  their  mutual  trans- 
action is  unduly  large.  Where  such  is  the 
case,  the  added  expense  should  be  a  controlling 
factor  in  th§  continuance  of  business  relations. 

The  Question  Box  proved  a  popular  fea- 
ture, the  majority  of  the  questions  being  an- 
swered by  Mr.  W.  P.  Bogardus,  Mt.  Vernon, 
Ohio. 

To  the  question,  On  what  basis  do  you  figure 
per  cent,  of  profit — on  cost  or  selling  price? 
The  answer  was  on  selling  price  always.  The 
next  question  was :  Where  is  the  best  place  for 
your  office  in  the  store?  The  reply  was  that 
if  you  are  acting  as  a  salesman,  or  your  own 
bookkeeper,  the  best  place  is  in  the  front  of 
the  store;  if  you  have  a  bookkeeper,  the  best 
place  is  in  the  rear,  or  on  a  slightly  elevated 
platform. 

How  can  a  retail  man  compete  with  the 
small  jobber  who  pretends  to  sell  to  the  con- 
sumer at  jobbers'  or  wholesale  price?  The 
answer  was  to  find  out,  if  possible,  where  he 
buys  his  goods  and  then  do  what  you  can  to 
put  him  where  he  belongs — in  the  retail  list. 
He   is  not   entitled  to  be  a  jobber. 

Can  combination  buyiiig  be  done  successfully 
and  save  money?  The  answer  was  that  syndi- 
cate or  combination  buying  seems  to  be  a  suc- 
cess with  the  buyer,  but  I  have  yet  to  learn 


of  any  long  continued  experience  among  the 
retailers  that  has  proven  a  very  great  success. 
Among  other  disadvantages,  it  encourages 
overbuying. 

If  a  jobber  substitutes  goods,  should  you 
return  them  or  write  him?  The  answer:  It 
is  generally  poor  policy  to  substitute,  but  never 
return  goods  substituted  until  you  writ6  the 
shipper.  Notify  him  that  his  goods  are  there 
subject  to  his  order.  If  a  jobber  substitutes 
goods,  he  should  write  a  letter  of  explanation, 
stating  why  this  was  done. 

James  F.  Ball,  Barrett,  Pa.,  spoke  on  the 
attitude  towards  a  salesman  and  "A  Sales- 
man's Attitude  Toward  a  Buyer.'* 

C.  A.  Gill,  Columbus,  O.,  gave  his  views  on 
"How  the  Hardwareman  Can  Increase  the 
Sale  of  Mixed  Paint."  He  said:  "Talk  up 
your  goods;  any  standard  brand  of  mixed 
paints  will  give  as  good  results  as  any  other 
line  of  merchandise,  if  given  the  same  push 
and  energy.  The  paint  business  will  pay  the 
dealer  25  to  50  per  cent,  on  his  investment  if 
he  gives  it  the  proper  time  and  attention. 
Make  good  use  of  your  advertising;  in  other 
words,  advertise  judiciously,  do  not  put  it  in 
the  back  shed,  cellar  or  burn  it  up.  *What  are 
your  show  windows  for?  Splendid  displays 
can  be  made  with  paint.  The  various  journals 
devoted  to  our  business  are  full  of  good  sug- 
gestions. The  salesman  who  calls  at  your 
place  can  give  you  many  suggestions  in  selling 
your  paint.  The  drummer  is  usually  a  sympa- 
thetic gentleman  and  he  is  up-to-date  on  color 
combinations  and  generally  an  excellent  judge 
of  men;  get  a  list  of  the  prospective  custom- 
ers and  take  the  traveling  man  with  you  to 
help  work  them  up;  you  will  find  the  experi- 
ment a  good  one.  There  is  not  one  dealer 
here  handling  paint  who  cannot  sell  any  color 
he  has  in  stock  if  he  applies  the  right  methods." 

Resolutions  were  passed  recommending  that 
jobbers  shall,  as  soon  as  possible,  eliminate 
from  their  customers  all  but  regular  Hardware 
dealers,  and  that  they  refrain  from  entering 
into  or  maintaining  retail  Hardware  stores. 
The  giving  of  premiums  of  standard  articles 
with  soap,  etc.,  was  discouraged  and  manufac- 
turers are  appealed  to  for  their  co-operation  to 
lessen  same,  as  it  is  considered  a  detriment  to 
the  retail  Hardware  trade.  Parcels  post  meas- 
ures met  with  suitable  condemnation. 

The  sessions  were  very  enthusiastic  and 
good  feeling  prevailed.  Charleston  was  chosen 
as  the  place  for  the  next  annual  meeting. 


R.  H.  Davis  &  Co.,  Bristow,  Va.,  use  as  an 
advertising  novelty  a  colored  paster  on  which 
is  mounted  a  yearly  calendar.  It  can  be  stuck 
in  the  top  of  one's  hat,  on  a  desk,  wall,  or 
wherever  convenient.  Brief  announcement  of 
the  lines  of  goods  carried,  with  the  name  and 
address  of  the  concern  are  spread  around  the 
face  of  paster.    It's  good  advertising. 
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IOWA  RETAIL   HARDWARE    CONVENTION 


The  tenth  annual  convention  of  the  Iowa 
Retail  Hardware  Association  was  held 
the  18th,  19th,  20th  and  21st  ult.,  at  Cedar  Rap- 
ids. President  P.  C  De  Vol,  Council  Bluffs, 
presided.  Mayor  Geo.  S.  Lightner  made  the 
address  of  welcome,  the  President  responding. 

NEW    OFFICERS. 

President— p.  C  DcVol,  Council  Bluffs. 

Vice-President~J.   F.    Doty,   West   Liberty. 

Secretary — A.  R.  Sale,  Mason  City. 

Board  of  Directors — A.  C.  Barbour,  Fort 
Madison;  J.  F.  Doty,  West  Liberty;  Thos. 
Larson,  Eldora;  J.  J.  Sobelik,  Cresco;  L.  C. 
Abbott,  Marshailtown ;  Geo.  Haw,  Jr.,  Ottum- 
wa;  C.  T.  Gadd,  De?  Moines;  F.  P.  Bolinger, 
Afton;  P.  C  DeVol,  Council  Bluffs;  H.  S. 
Vincent,  Fort  Dodge;  C.  E.  Haas,  LeMars. 

Executive  Board — P.  C.  DeVol,  Council 
Bluffs;  L.  C.  Abbot,  Marshailtown;  H.  S. 
Vincent,  Fort  Dodge. 

President  P.  C.  De  Vol's  Address 

President  P.  C.  De  Vol,  Council  Bluffs,  in 
his  annual  address,  gave  a  brief  history  of  the 
formation  of  the  organization,  and  of  its 
growth.  At  the  present  time  it  has  a  mem- 
bership of  close  to  1,000  dealers,  out  of  a  total 
in  the  State  of  1,600,  which  is  admittedly  a 
good  representation  of  the  Hardware  trade  of 
the  State.  Due  attention  was  given  the  cata- 
logue house  and  parcels  post  matters.  When- 
ever members  are  called  upon  to  undertake  any 
work  to  defeat  or  check  the  growth  of  either 
or  both,  there  should  be  a  quick  and  hearty 
response. 

The  speaker  in  reviewing  the  work  of  the 
past  year  mentioned  the  fact  that  it  was  one 
of  the  most  active  years  ever  had  in  associa- 
tion work,  and  the  retail  Hardware  merchants 
are  to-day  the  best  organized  and  more  power- 
ful than  any  other  trade  organization.  We 
have  accomplished  more  and  done  more  good 
for  the  retail  trade  of  the  country  than  any 
other  class  of  men  have  accomplished,  and 
why  is  this?  Because  we  have  conducted  our 
association  affairs  in  a  careful  and  con- 
servative manner,  doing  all  things  in  a  busi- 
ness-like way,  using  our  best  judgment  and 
making  very  few  mistakes  and  the  conse- 
quences are  that  we  have  been  growing  in 
strength  until  to-day  we  are  looked  to  and 
considered  the  leaders  in  all  matters  of  legis- 
lation that  is  for  the  interest  of  the  retail  trade 
of  the  country.  I  would  suggest  that  it  will 
be  to  our  advantage  as  retail  merchants  of 
the  country  to  go  into  politics  more  than  we 
have  in  the 'past.  If  we  will  interest  ourselves 
in  this  direction  we  can  do  more  good  for  the 
retail  trade  of  the  country  than  by  any  other 
method.  Make  yourselves  known  and  use 
your  influence  in  political  matters,  and  when 
the  time  comes  when  you  want  legislation  in 


some  matter  that  will  be  of  interest  to  the  re- 
tail trade  of  the  country,  you  will  be  in  line 
to  act  and  get  what  we  want,  and  need  to  bet- 
ter our  conditions.  The  work  will  be  much 
easier  than  it  is  where  you  show  an  indiffer- 
ence toward  politics,  and  do  not  take  the  in- 
terest 3'ou  should  in  them.  Do  not  get  the 
habit  of  interesting  yourself  so  closely  in  your 
business  that  j'ou  do  not  know  what  the  rest 
of  the  world  is  doing.  It  will  do  you  good 
to  get  out  of  your  own  business  life  occasion- 
ally and  see  what  is  going  on  outside  of  the 
store.  The  insurance  feature  has  been  of  the 
greatest  assistance  to  us  in  obtaining  new 
members  and  retaining  those  we  have. 

Seoretary-Treasnrer  A.  B.  Sale's  Seport 

A.  R.  Sale,  Mason  City,  Secretary-Treasurer, 
in  his  report  gave  many  interesting  items.  As 
showing  how  thoroughly  organized  the  work 
has  become,  he  said  that  modern  business  is 
now  so  complicated  and  many-sided  that  it 
behooves  every  wide-awake  merchant,  not  only 
to  keep  an  eye  on  his  tinner  in  the  shop,  but 
the  tinkers  in  the  committee  rooms  down  at 
Washington.  This  he  does  through  his  or- 
ganization. A  postal  card  to  his  State  Secre- 
tary, a  wire  to  the  National  Secretary,  and 
the  whole  machine  is  alive  and  in  action.  Re- 
versing the  operation,  the  association  ear  at 
Washington  catches  the  information  of  vital 
interest  to  the  members;  the  wire  reaches  the 
National  Secretary  and  in  twenty-four  hours 
the  State  secretaries  are  lining  up  the  member- 
ship for  action.  How  necessary  this  machin- 
ery is  can  readily  be  understood  by  a  study  of 
the  recent  campaign  on  the  proposed  parcels 
post  legislation. 

The  importance  of  Hardware  associations  is 
conceded,  and  yet  there  are  many  dealers  who 
are  "still  on  the  fence."  Their  membership  is 
desired  and  influence  needed  to  assist  in  pro- 
moting the  association  work.  The  individual 
dealer  is  getting  more  helpless  every  year. 
Only  through  concentration  of  efforts  in  as- 
sociations will  results  be  attained.  The  retail 
trade  conflict  will  be  settled  in  favor  of  the 
strongest  and  best  organization.  The  purchas- 
ing public  are  practically  indifferent  as  to  who 
wins  in  this  contest. 

It  resolves  itself  after  all  into  a  question  of 
dollars  and  cents.  Upon  this  basis  must  the 
contest  be  settled.  When  properly  organized, 
the  retail  interests  of  the  nation  are  sufficiently 
powerful  in  financial  and  political  means  to 
sweep  away  all  combinations  made  against 
them.  The  field  that  the  local  retail  tradesmen 
occupy  is  naturally  and  logically  theirs.  When 
they  have  been  thoroughly  aroused  and  have 
leamed  the  lesson  taught  them  by  the  forces 
opposing  them,  they  will  again  assert  their  su- 
premacy,  as   the   natural  distributers  of  the 
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goods  and  wares  to  the  great  purchasing  pub- 
lic. By  proper  organization  they  can  demon- 
strate that  their  purchasing  and  distributing 
power  is  superior  to  any  and  all  other  means. 
They  can  show  by  price,  quality,  readiness  of 
access,  liberal  terms  of  sale,  that  they  arc 
worthy  of  the  public  patronage. 

With  the  proper  concentration  of  effort,  and 
the  combined  power  of  their  influence,  they 
can  easily  dominate  in  all  reasonable  legisla- 
tion, and  dictate  to  the  manufacturing  districts, 
and  jobbing  centers.  Their  failure  to  do  so 
arises  from  a  lethargy  induced^  from  a  feeling 
that  the  problem  is  too  great  to  solve,  or  from 
a  lack  of  clear  appreciation  of  the  real  nature 
of  the  problem,  and  the  lack  of  adequate  or- 
ganization. 

The  day  is  fast  passing  away  when  the  lo- 
cal merchant  can  raise  a  quibble  about  the 
work  of  his  association.  It  is  just  as  necessary 
as  the  roof  on  his  store  building,  or  the  light 
from  his  windows.  The  question  about  his 
membership  fee  should  not  be  "Is  it  too 
much?"  but  "Is  it  enough  to  make  the  work 
of  the  association  effective?"  He  should  not 
complain  about  attending  the  annual  meeting, 
but  find  out  if  a  semi-annual  meeting  or  even 
a  quarterly  meeting  would  not  be  better.  If 
the  association  is  not  doing  its  work  as  it 
should  be  done,  he  should  get  down  there 
and  stay  by  them  until  it  is  doing  the  thing 
that  it  must  do  and  that  it  alone  can  do. 

Organization  and  close,  intelligent  co-opera- 
tion are  just  as  essential  as  capital  and  credit, 
because  we  are  opposed  by  just  those  elements. 
Many  of  our  best  enthusiastic  association 
people  are  yet  only  dreaming  of  the  scope  of 
association  influence  and  its  importance  as  a 
factor  in  determining  a  successful  solution  of 
the  many  problems  now  confronting  the  local 
retail  merchant.  The  association  to  many 
members  now  means  a  hazy  something  that 
asks  him  for  a  pittance  once  a  year,  and  whose 
officers  he  can  hardly  call  by  name.  The  day 
is  fast  approaching  when  he  will  know  its  of- 
ficers better  than  he  now  does  his  favorite  job- 
ber, when  he  will  be  in  daily  touch  with  its  of- 
fices and  look  to  its  advice  with  hiore  respect 
than  he  does  that  of  his  senior  partner.  The 
organization  will  then  not  only  be  a  benefit, 
but  will  be  the  foundation  upon  which  his 
business  structure  will  be  built. 

The  secretary  referred  to  the  flattering  con- 
dition of  the. Iowa  Hardware  Mutual  Insur- 
ance Association  and  asked  that  all  members 
take  out  policies.  The  larger  the  number  of 
policyholders  the  less  pro  rata  cost  to  each  for 
his  premiums. 

Vice-President  L.  Lindenberg,  Dubuque,  of 
the  National  Retail  Hardware  Association, 
made  an  address  on  the  advantages  of  taking 
out  fire  insurance  in  the  Hardware  Mutuals. 
The  necessity  of  insurance  is  obvious,  the  qual- 
ity, safety  and  cost  was  quickly  and  thoroughly 


demonstrated.  The  rebate  on  premiums  for 
this  year  in  the  Iowa  company  is  40  per  cent. 
National  President  S.  R.  Miles,  Mason  City, 
la.,  addressed  the  members.  His  remarks  were 
largely  confined  to  the  Parcels  Post  subject. 
In  referring  to  the  Joint  Committee  on  Cata- 
logue Houses,  the  speaker  said  that  while  their 
work  has  not  been  prominent,  yet  the  develop- 
ments of  the  next  few  months  would  show  that 
they  have  been  very  busy. 

H.  J.  Fueller,  Philadelphia,  Pa.,  in  his  ad- 
dress said,  in  speaking  of  competition,  that 
the  laws  of  competition  are  as  inexorable  as 
the  laws  of  nature.  By  careful  study  and  co- 
operation certain  harmful  features  of  competi- 
tion may  be  eliminated,  and  an  organization 
perfected  for  promoting  interest,  but  competi- 
tion can  never  be  wholly  absent.  Unduly  high 
selling  prices  destroy  profits  as  much  as  un- 
duly low  selling  prices.  It  is  an  error  to  com- 
pute profits  on  sales.  It  costs  less  than  20  per 
cent,  to  sell  some  goods  and  more  than  20  per 
cent,  to  sell  others.  Mr.  Fueller  suggested 
that  the  Hardware  men  devote  more  attention 
to  the  collection  feature  of  the  business.  He 
should  classify  and  analyze  his  goods  into  those 
that  he  turns  over  in  four,  in  six  months,  etc. 
Ranges,  heating  stoves,  paints,  wall  paper,  fire 
arms  and  ammunition,  etc.,  should  each  have 
the  percentage  of  expense  apportioned  to  it 
that  it  should  rightly  bear.  The  total  appor- 
tionment should  equal  his  entire  expenses  for 
each  year.  He  should  open  an  account  with 
each  separate  group  of  merchandise  and  know 
where  each  class  of  goods  stands  as  a  profit- 
earner. 

W.  S.  Wright,  Omaha,  Neb.,  president  of 
the  National  Hardware  Association,  was  pres- 
ent and  made  a  few  remarks. 

Charles  W.  Burrows,  Cleveland,  Ohio,  deliv- 
ered an  address  on  the  "Parcels  Post"  He 
went  into  considerable  detail  in  showing  how 
the  postal  deficit  was  created.  Examples  were 
given  of  how  the  parcels  post  worked  in  Eng- 
land, where  there  is.  a  short  haul.  Notwith- 
standing the  much  more  limited  area,  there 
had  been  a  deficit  running  into  the  millions. 
What  it  would  be  if  the*  system  were  but  once 
inaugurated  could  only  be  conjectured. 

The  Business  Man  in  Politios 

F.  F.  Jones,  Villisca,  made  an  address  on 
"The  Business  Man  in  Politics."  The  speaker 
contended  that  while  politics  is  a  bad  thing 
for  the  average  business  man,  that  the  busi- 
ness man  in  politics  is  a  very  good  thing  for 
the  politics.  Level-headed  men  are  necessary 
and  the  Hardware  trade  has  an  abundance  in 
its  ranks.  The  members  were  urged  to  take 
a  more  active  part  in  politics  to  the  end  that 
they  be  improved  and  that  a  higher  class  of 
men  be  put  in  office  to  make  and  execute  the 
laws. 
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R.  E.  Saberson,  Sioux  City,  la.,  president  of 
the  Berkley  System,  spoke  on  ''Effective  Ad- 
vertising." His  address  will  appear  in  a  later 
issue. 

^^ow  to  Conduct  a  Hardware  Store  in  a 
Country  Town" 

Geo.  A.  Bieber,  Fort  Atkinson,  read  a  paper 
on  "How  to  Conduct  a  Country  Hardware 
Store."     In  part,  it  follows: 

We  began  eighteen  years  ago  to  try  the  ex- 
periment and  are  still  at  work,  trj'ing  to  im- 
prove our  system,  for  it  does  not  suit  us  in 
all  particulars  yet. 

In  carrying  on  our  work,  we  aim  to  clean 
up  our  stock  apd  begin  our  annual  invoice  on 
January  2,  each  year.  The  winter  months  are 
busy  with  shop  work,  preparing  for  the  sum- 
mer months.  We  make  a  constant  study  of 
our  customers'  wants  for  the  future,  and  then 
when  we  have  discovered  them,  keep  right 
after  them  until  they  have  been  supplied.  We 
study  the  markets  closely,  and  all  the  va- 
rious methods  of  buying  goods,  giving  espe- 
cial attention  to  combination  buying  of  heavy 
goods  in  carload  lots,  getting  best  freights  and 
lowest  discounts  in  this  way. 

We  pay  cash  for  all  purchases,  for  we  find 
it  cheaper  ,to  borrow  money  of  the  bank  and 
take  our  cash  discounts  than  to  pay  the  long 
price  for  time.  The  man  with  the  cash  al- 
ways finds  the  bottom  market  price.  One  side 
line  that  we  find  makes  good  money  for  the 
country  Hardware  man  is  scrap-iron,  rags  and 
metals.  This  feature  of  our  business  gives 
handsome  returns  for  the  money  invested.  We 
find  in  selling  the  general  stock,  it  is  a  good 
plan  to  make  a  special  drive  on  some  partic- 
ular thing  and  keep  everlastingly  at  it  on  our 
leader.  We  boost  stoves  from  August  15  to 
December  1.  Every  month  and  season  has  its 
goods    for   these   special   efforts. 

We  find  it  pays  to  go  out  among  our  farmer 
friends  and  have  a  quiet,  friendly  chat  with 
them,  especially  when  you  find  he  needs  some- 
thing that  runs  into  money.  We  don*t  try  to 
push, a  sale  then,  but  talk  matters  over  about 
the  crops,  his  farm  and  live  stock — when  he 
will  soon  thaw  out  and  broach  the  sub- 
ject himself.  This  gives  us  our  opportunity  to 
present  our  views  on  what  he  wants.  We  tell 
him  then,  **When  you  get  ready  to  buy,  come 
in  and  see  us."  This  course  hardly  ever  fails 
to  bring  him  to  your  place  for  his  goods.  He 
reasons  that  the  other  fellows  don't  care 
enough  about  his  trade  to  call  on  him  about 
it. 

HANDLING    CREDITS. 

In  handling  our  credits,  which  arc  a  nec- 
essary part  of  a  country  Hardware  store,  we 
send  out  statements  about  January  15,  and  ask 
for  settlement  by  cash  or  note.  This  meets 
with  a  quick  response,  and  everything  is  closed 
up  for  a  new  start.  These  people  who  are 
always  talking  about  a  cash  business   do  not 


know  much  about  country  trade.  It  is  not 
necessary  to  lose  many  accounts.  We  have 
not  charged  off  $300  in  eighteen  years  of  busi- 
ness. This  you  will  see  is  a  very  small  per- 
centage when  you  consider  that  every  January 
finds  three  to  five  thousand  dollars  outstand- 
ing. We  usually  cut  that  amount  down  to 
six  or  eight  hundred  by  March  1,  and  we  close 
them  all  up  by  October  1. 

SalesmaoBhip 

N.  A.  Gladdmg,  of  E.  C.  Atkins  &  Co.,  In- 
dianapolis, Ind..  gave  an  interesting  address 
on  "Salesmanship."  In  speaking  of  the  qual- 
ities a  salesman  should  possess,  he  said: 

"He  should  have  a  love  for  his  work.  A 
man  who  shirks  or  who  is  careless  or  indif- 
ferent cannot  expect  to  amount  to  much. 
Earnestness  and  enthusiasm  are  very  essential. 
He  should  have  confidence  in,  coupled  with  a 
high  regard  for,  his  employers;  fully  ac- 
quainted and  in  sympathy  with  all  of  their 
policies.  A  man  is  doing  himself  and  his 
firm  an  injustice  if  he  remains  in  their  employ 
when  he  is  continually  criticising  their  meth- 
ods or  when  he  does  not  agree  with  their 
policy.  I  do  not  mean  by  this  that  he  should 
not  make  suggestions.  The  employer  or  sales- 
manager  should  always  welcome  and  invite 
suggestions  and  in  that  way  help  to  develop 
the  best,  etc.  He  should  make  a  special  study 
of  all  the  goods  he  is  trying  to  sell,  thereby 
having  a  theoretical,  if  not  a  practical,  knowl- 
edge of  the  purposes  for  which  they  are  made. 

"He  should  learn  thoroughly  all  of  the  im- 
portant talking  points  as  to  the  quality  of  the 
article  presented,  and  then  be  able  to  properly 
impart  such  information  in  a  convincing  man- 
ner to  the  customer. 

"Courage  is  a  very  important  qualification  in 
a  salesman.  The  courage  born  of  confidence 
in  the  merits  of  his  goods  and  of  his  house, 
and  which  can  give  him  'backbone*  to  stand 
up  for  the  proper  prices  against  the  shrewd- 
ness of  the  buyer.  He  should  also  try  to 
know  the  comparative  specifications  and  qual- 
ities of  his  goods  with  those  of  his  competi- 
tors, so  as  not  to  be  caught  up  on  any  of 
these  points. 

Business  in  a  Jobbing  House 

B.  H.  Gordon,  secretary  of  the  Norvell- 
Shapieigh  Hardware  Co.,  of  St,  Louis,  gave 
an  interesting  talk  on  how  business  was  done 
in  a  wholesale  Hardware  house.    He  said : 

"In  a  wholesale  Hardware  house  the  first 
thing  is  the  organization  of  directors  of  the 
company,  which  are  elected  by  the  stockhold- 
ers; the  directors  then  elect  their  officers: 
president,  vice-president,  secretary,  treasurer, 
etc.,  and  outside  of  the  president  and  treasurer 
their  duties  are  not  necessarily  what  the  name 
would  seem  to  indicate,  l^sually  the  president 
is  tlie  head  of  the  company,  and  manages  the 
entire  business.  Sometimes  other  business  re- 
quires his  more  active  attention,  and  that  is 
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left  to  the  vice-president.  The  treasurer  han- 
dles the  financial  end  and  the  vice-president 
and  secretary  the  sales  department.  It  is  all 
divided  into  departments,  and  each  department 
reports  to  the  head  the  business.  Briefly  the 
business  is  divided  into  three  departments — 
buying,  selling  and  accoimting.  Having  had 
some  experience  in  all  three  of  these  depart- 
ments, I  begin  with  the  buying  first,  because 
you  have  got  to  buy  the  goods  before  you  can 
sell  them.  There  are  three  simple  principles 
in  the  buying  department.  These  three  prin- 
ciples might  apply  to  a  retailer's  store:  First, 
to  have  the  goods  when  you  want  them;  have 
the  rubber  hose  in  the  summer  time  and  stoves 
in  the  fall.  Second,  not  to  have  the  goods 
when  you  do  not  want  them,  and  do  not  have 
any  screen  doors  in  the  winter  time  and  ice 
cream  freezers  when  the  snow  is  on  the 
ground.  The  third  thing  is  the  price.  The 
jobber  never  thinks  of  the  price.  The  manu- 
facturer fixes  the  price,  and  all  he  has  to  do 
is  to  keep  his  expenses  down,  and  have  a  little 
left  for  the  good  of  the  cause.  The  selling 
department  is  usually  given  more  attention  in 
any  institution,  because  it  requires  a  larger 
force.  It  requires  the  handling  of  men  at 
great  distances,  as  usually-  to  be  done  by  a 
correspondence,  because  unfortunately  in  the 
large  volume  of  business  done  to-day,  it  is 
impossible  to  come  in  personal  contact  with  a 
large  number  of  customers,  and  it  all  must 
be  done  through  a  third  party,  a  salesman. 
Therefore  especial  attention  also  should  be 
given  to  the  selection  and  handling  of  the 
salesmen. 

The  name  of  accounting  and  financial  de- 
partment explains  itself;  it  is  equally  as  im- 
portant and  necessary,  but  a  department  the 
retailer  seldom  comes  in  contact  with.  It  may 
he  interesting  to  know  how  a  Hardware  order 
is  handled.  First  sold  by  the  salesman  it  is 
copied  into  departments,  each  department  has 
a  sheet,  one  kind  of  goods  on  one  sheet,  an- 
other on  another,  and  so  on  all  through  the 
departments.  The  mail  arrives  at  six  o'clock 
in  the  morning.  When  you  take  into  consid- 
eration these  young  men  commg  on  the  street 
car  from  three  to  six  miles  in  the  morning,  you 
can  make  up  your  mind  that  they  have  to  get 
up  pretty  early.  The  mail  is  opened,  orders 
registered,  given  a  number,  then  credit  ap- 
proved. Two  credit  men  begin  passing  on  an 
average  of  800  to  1,000  a  day,  and  when  you 
take  into  consideration  this  number  between 
seven  o'clock  in  the  mornii.g  and  1.30  in  the 
afternoon,  you  will  know  they  have  to  be 
pretty  familiar  with  the  names,  and  the  credit 
losses  are  so  small  as  to  be  almost  unworthy 
of  consideration,  and  in  some  large  institu- 
tions I  have  known  the  credit  losses  on  the 
total  business  to  be  less  than  one-tenth  of  one 
per  cent,  of  the  sales  of  that  institution.  It 
certainly  reflects  great  credit  on  the  men  who 
handle  the  credit.     Then  these  various  sheets 


are  divided  up  into  various  departments.  The 
clerk  who  holds  the  main  sheet  on  rtie  as- 
sembly floor  is  held  responsible.  The  other 
sheets  are  sent  to  the  other  departments,  and 
the  goods  gotten  out  to  the  shipping  room. 
The  sheets  are  collected,  goods  sent  to  the 
elevator,  the  shipping  clerk  makes  out  a  rail- 
road bill  of  lading,  and  the  goods  are  taken 
to  the  wagon,  loaded  and  delivered  to  the 
depot.  In  this  way  1,000  to  1,500  orders  can 
be  handled  in  the  Hardware  house,  whereas, 
in  the  old  system,  one  man  taking  6ne  order 
and  going  through  the  house,  they  could  not 
handle  one-half  that  many.  Then  they  are 
taken  to  the  pricing  house  and  extensions 
made;  then  to  the  billing  department,  which 
consists  of  from  seventy-five  to  one  hundred 
girls,  and  invoices  are  copied  on  the  type- 
writer. The  carbon  copy  of  the  invoice  goes 
to  the  bookkeeping  department  and  the  amount 
is  entered  on  the  journal  and  then  it  is  posted 
into  the  ledger,  then  to  the  auditing  depart- 
ment, and  the  profit  on  each  individual  item 
figured  and  each  bill  footed. 

BUYING  GOODS  OUTSIDE  THE   HOUSE. 

"One  thing  I  want  to  speak  about,  and  that 
is  the  question  of  'bought  out'  goods.  That  is 
the  question  of  greatest  annoyance  to  you,  and 
*till  greater  to  the  jobber  that  you  buy  goods 
from.  We  never  get  credit  of  buying  out  any 
goods.  We  keep  six  wagons,  costing  us  $25 
a  month  to  keep  the  wagon,  $40  a  month  to 
drive  it,  $60  for  a  man  to  ride  on  it.  Large 
houses  keep  from  six  to  ten  of  these  wagons 
at  $125  a  month,  to  buy  out  the  goods  they 
happen  to  be  short  of  or  goods  that  are  not 
in  their  line  of  business  that  you  ask  them 
to  supply,  and  we  are  glad  to  accommodate 
you,  but  when  we  write  back  to  you  that  the 
goods  are  not  to  be  had  in  the  city,  for  good- 
ness' sake  give  us  credit  for  being  honest  and 
telling  the  truth  once.  The  same  reason  that 
makes  us  out  of  goods  more  than  likely  makes 
our  competitors  out  of  goods.  Why  are  job- 
bers out  of  goods?  Because  the  factories  are 
unable  to  supply  promptly  on  account  of 
strikes,  or  something  of  that  sort,  or  an  un- 
usual demand,  so  when  one  house  is  out  of 
goods  another  is  liable  to  be.  So  give  us 
credit.  We  do  not  pretend  to  know  about  the 
value  of  other  goods.  We  go  out  and  buy 
them  to  the  best  of  our  ability,  but  our  buyers 
cannot  know  the  value  of  all  goods,  and  some- 
times we  pay  too  much  money  for  them,  and 
there  is  a  claim  of  dissatisfaction.  If  you 
want  outside  goods  that  are  not  handled  by 
the  house  you  are  buying  from,  place  the  order 
with  the  house  that  handles  those  goods,  and 
have  them  delivered  to  our  house  or  the 
house  you  are  buying  from  to  be  packed  with 
ours.  W.  H.  Stepanek  read  a  paper  on  "Busi- 
ness Methods  in  a  Hardware  Store,"  which 
will  appear  in  a  later  issue. 
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HARDWARE  STORE  EQUIPMENT 

Convenient  Nail  Cases — Home  Made  Screw  and  Bolt 
Drawers— Double-Decked  Tables— Wire  Screen 
Cloth  Rack — Handy  Tool  Case,  Etc. 


The  More  Fixtures,  the  Easier  to  Sell  Goods. 

If  I  were  going  to  spend  $500  for  Hardware 
store  fixtures  I  would  buy  at  least  four 
10-foot  "Silent  Salesman'*  showcases  with 
plate  glass  tops  and  good  clear  glass  front  and 
ends  with  sliding  roller  (front)  bearing  doors. 
I  would  then  buy  a  handy  bolt  case  and  also 
a  screw  case,  and  I  would  buy  small  drawers 
for  padlocks  and  small  articles  of  builders* 
Hardware,  etc.  I  would  buy  some  kind  of  a 
trolley  ladder  and  the  latest  improved  counter 
scales.  I  would  make  $500  go  as  far  as  pos- 
sible  to   make   things   handy   and   convenient. 


case.  In  the  section  with  the  glass  doors  we 
display  hammers  of  all  kinds  and  also  hand 
saws.  The  drawers  are  intended  for  all  sorts 
of  carpenters'  tools,  all  lettered,  giving  the 
name  of  what  they  contain.  The  base  is  3  feet 
X  12  inches  x  24  inches.  The  upper  part  is 
5  feet  X  12  inches  x  12  inches,  making  the 
total  height  8  feet,  and  length  12  feet.  The 
cabinet  is  painted  a  bright  red  and  trimmed 
with  old  copper  Hardware.  This  is  a  very 
handsome  piece  of  store  furniture  that  was 
made  entirely  of  lumber  taken  from  empty 
packing  boxes.    It  was  made  during  the  quiet 


A  Handy  Tool  Case  by  John  F.  Duncan. 


I  would  have  a  line  of  continuous  shelving  on 
brackets  for  tinware,  enameled  ware  etc.  After 
I  hacl  started  my  store  and  the  $500  was  ex- 
hausted, I  would  gradually  add  anything  in 
the  fixture  line  that  would  display  goods  to 
the  best  advantage.  During  the  dull  season, 
together  with  my  clerks,  I  would  contrive  and 
Iniild  handy  fixtures  for  my  store. 

For  instance,  I  enclose  a  drawing  made  by 
one  of  my  clerks.    This  is  designed  for  a  tool 

6l 


winter  days  and  at  odd  times  after  the  regular 
store  work  was  done.  We  build  all  of  our 
own  shelving.  We  build  the  drawers  for  dis- 
playing small  articles  out  of  galvanized  iron 
with  wood  front.  We  do  not  have  a  nail 
counter  like  most  stores.  Our  nail  counter  is 
the  base  of  our  shelving  in  the  rear  part  of 
our  store,  it  having  two  tiers  with  bins.  The 
upper  tier  is  made  of  galvanized  iron,  some  of 
them  holding  25  pounds  and  50  pounds  each, 
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and  others  holdinj?  100  pounds  each.  The 
lower  bins  will  each  hold  one  to  two  kegs  of 
nails.  We  have  an  opening  on  the  shelves 
on  the  top  of  the  base  for  wrapping  up  pack- 
ages and  for  the  weighing  scales  and  paper 
racks  to  set  on.  We  do  not  have  any  counters 
anywhere  in  the  store.  We  use  the  tops  of 
our  showcases  for  showing  our  goods.  Of 
course,  $500  would  not  go  far  toward  buying 
fixtures  for  a  modern  Hardware  store.  Our 
store  fixtures  will  probably  amount  to  $3,000. 
But  we  have  been  gradually  accumulating  for 
the  last  fifteen  years,  adding  something  new 
each  year.  Every  winter  we  paint  all  the 
woodwork  in  the  store  one  coat.  The  more 
convenient  fij^ures  we  have  the  easier  we  find 
it  to  sell  goods.  They  also  add  to  the  attrac- 
tiveness of  a  store.  We  are  always  in  favor 
of  any  new  article  in  the  fixture  line  that  wiP 
lessen  work  and  display  the  goods. 

One  thing  we  forgot  to  mention  to  come  out 
of  the  $500:  About  the  first  thing  I  would 
buy  would^  be  a  first-class  sign  lettered  in 
gold  leaf  for  the  front  of  the  store,  and  ,when- 
ever  the  sign  became  dingy  I  would  have  it 
renewed.  A  nice  new  sign  to  me  is  always 
an  index  to  the  character  of  the  man  who 
owns  the  store.  John  F.  Duncan. 

A  Convenient  Nail  Case 
To  the  Editor: 

The  writer  read  an  article  in  the  Magazine 
for  February  under  the  heading  of 
"Hardware  Store  Equipment,"  in  which  was 
described  and  illustrated  a  nail  case.    I  would 


inches  and  is  6  feet  high.  There  are  54  boxes. 
11x12  inches  inside  measurement,  14  irtches 
high  at  the  back  and  18  inches  at  the  front. 
The  boxes  front  up  on  both  sides  of  the  Case, 
and  backs  of  boxes  on  one  side  butt  against 
the  backs  of  the  boxes  on  the  other  side. 

Each  box  is  labeled  and  is  hinged  to  the 
shelf,  and  holds  100  lbs.  of  nails.  When  pulled 
out  they  are  fastened  to  the  shelf  above  by 
means  of  a  strap,  the  strap  fastening  to  the 
rear  side  of  the  box.  By  means  of  holes  in 
the  strap  the  box  can  be  held  in  any  relative 
position,  so  that  when  the  boxes  are  partly 
emptied  they  can  be  let  down  further,  thus 
enabling  one  to  pull  the  nails  out  more  easily. 

The  good  features  of  this  Case  are:  Small 
floor  space  required ;  when  not  in  use  they  are 
back  out  of  the  way;  all  closed  in  so  that  no 
dirt  is  collected;  impossible  for  nails  to  be- 
come mixed ;  nails  are  handy  to  get  at.  As 
each  box  holds  a  full  keg  of  nails,  it  eliminates 
broken  kegs  ia  the  stockroom. 

A  Connecticut  Clerk. 

Time  and  Labor  Saving  Constructions 

Unfortunately  we  are  located  in  an  old 
building  and  we  should  be  glad  to  know 
how  we  can  get  into  a  new  one  without  mov- 
ing out.  We  use  store  service  carriers,  which 
we  find  a  great  convenience.  We  have  also 
improved  our  way  of  handling  sash  weights, 
of  which  we  sell  a  great  many.  They  were 
formerly  kept  in  the  cellar;  now  we  have  a 
case  built  in  the  alley,  with  a  bin  for  each 
size,  which  saves  a  vast  amount  of  work.    We 
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A  Nail  Case  Possessing  Several  Desirable  Features. 


like  to  offer  a  description  of  a  Nail  Case  which 
we  have  used  for  distributing  nails  to  the  re- 
tail trade,  a  sketch  of  which  is  enclosed  here- 
with. The  framework  of  our  Case  is  built  of 
2-inch  plank  and  consists  of  three  shelves, 
with  uprights  every  4  feet.  The  Case  covers  a 
floor  space  of  11    feet  6  inches  by  2  feet  3 


also  have  a  dodge  for  sampling  rope,  which 
we   have   seldom   seen   else^vhere.     We  ketp  ■ 
our  rope  in  the  cellar  and  have  holes  toJ-ed'^  ' 
the  floor,  next  to  the  counter,  with  the  e'lidsf'- 
of  ropes   sticking  up  through. 

T.  B.  Rayl  Co., 
Dudley  W.  Smith,  Secy. 
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A  Display  Sack  for  the  Window 

The  form  is  shown  in  the  accompanying 
sketch.  Simply  take  some  wooden  strips,  six 
of  them  as  long  as  the  window  is  wide  and 
the  cross-pieces  as  long  as  you  desire  the  dis- 
play to  be  high,  and,  laying  them  on  the  floor, 
tie  them  into  the  shape  shown.  Have  each 
square  large  enough  to  hang  an  article  in  with 


attached  name  and  price  card.  Cut  a  larger 
square  in  the  center  for  a  large  show  card. 
Wrap  the  rods  in  some  pretty  colored  cloth 
or  paper  to  harmonize  with  the  color  of  the 
goods  displayed  end  the  side  and  backgrounds 

A  Goodly  Expenditure 

I  occupy  a  building  28  x  85.  I  use  GO  feet 
of  each  side  for  shelving.  I  have  a  base 
for  the  shelving  36  inches  wide  and  36  inches 
high.  The  lower  part  of  base  is  divided  into 
different  width  spaces,  according  to  the  class 
of  goods  they  are  intended  to  contain.  Each 
division  of  the  base  is  enclosed  with  a  panel 
door.  On  one  side  I  have  50  feet  of  "Warren" 
shelving,  and  on  top  of  these  sections  I  extend 
plain  shelves  on  to  the  ceiling.  The  shelving 
on  each  side  extends  to  the  ceiling  also,  and 
the  spaces  between  shelves  differ  according  to 
the  character  of  the  goods  to  be  displayed.  I 
use  Myers  ceiling  ladders  on  each  side.  I 
have  five  8-foot  floor  cases  on  one  side,  and 
use  only  the  base  to  display  goods  on  the 
other.  This  leaves  considerable  floor  space, 
which  really  adds  to  the  appearance  of  the 
store,  and  I  also  use  this  space  at  different 
times  for  tables  on  which  to  display  certain 
lines  of  goods  that  I  am  making  a  special 
effort  on.  By  utilizing  all  your  shelf  space 
you  can  display  almost  every  article  that  the 
average  retailer  carries;  you  can  keep  better 
informed  as  to  the  condition  of  your  stock, 
and  your  goods  are  so  arranged  that  a  cus- 
tomer frequently  makes  a  purchase  of  some 
article  that  they  happen  to  see  when  they  had 
no  intention  of  buying  at  all.  This  arrange- 
ment can  be  made  for  $500,  and  I  believe  the 
results  from  making  such  a  display  of  your 
poods  are  greater  than  from  the  highest  priced 
clerk  one  can  employ. 

Being  able  to  keep  your  stock  in  nice,  neat 


shape,  and  knowing  at  all  times  just  what  you 
are  short  of,  is  worth  more  to  your  business 
than  all  your  time  spent  on  a  badly  arranged 
stock.  Every  dollar  that  is  judiciously  in- 
vested in  an  article  for  displaying  any  line  of 
goods  to  better  advantage  is  a  good  invest- 
ment. Mallory  Davis. 

A  Home-Made  Screen  Wire  Sack 

I  am  not  qualified  to  make  any  suggestions 
for  a  large  city  store,  but  for  some  ordi- 
nary Hardware  store  I  would  suggest  to  spend 
$500,  if  possible,  in  knocking  out  the  rear  end 
wall  and  insert  a  heavy  I-beam  in  line  with 
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A  Home-Made  Screen  Wire  Rack. 

the  ceiling,  and  build  an  extension  to  gain 
more  floor  space.  I  would,  in  addition,  place 
cheap,  long,  double-deck  tables  along  one  side 
of  the  store;  a  screen  wire  rack  I  have  made 
of  gas  pipe  from  floor  to  ceiling  with  gas  pipe 
-f-  and  tees;  removable  gas  pipe  bars  held  in 
place  with  gas  pipe  plugs.  Rope  I  carry  the 
same  way,  except  having  a  wood  frame  with 
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iron  brackets  and  wood  turn  pins.  I  find  it  is 
price  first,  last  and  always;  customers  want 
perfect  goods  and  care  little  where  and  how  \ 
keep  them.  Keep  your  goods,  unless  you  know 
where  the  money  is  coming  from.  Don't  trust 
anybody  but  God;  make  all  the  rest  pay  cash. 
Give  us  a  square  deal — no  sympathy. 

Mr.  Cash. 

TTse  an  Oval-Front  Cutlery  Case 

Years  ago  when  the  writer  built  this  store 
he    installed    all    conveniences    as    were 
then  known  to  the  Hardware  trade  to  make 


the  Warrens  are  much  finer  than  ours,  but 
new  beginners  in  new  and  untried  territory 
cannot  always  afford  the  amount  it  would  cost 
to  install  them.  All  our  shelving,  etc.,  is 
painted  a  gloss  white;  shelf  boxes  a  cheerful 
green,  varnished. 

H.  W.  Jarrett  &  Son. 

Disposition  of  Screws  and  Bolts 

We  believe  that  screws  and  bolts  can  be 
handled  much  better  in  small  drawers 
in  the  shelving  than  in  racks  or  revolving 
cases.    Our  flat-head  screws,  for  instance,  take 


Double-Decked  Tables  to  Economize  Space  and  Display  Goods. 


a  convenient  and  attractive  store.  Since 
then  improvements  have  been  added  from 
time  to  time  as  the  business  and  increase 
in  stock  required,  so  that  at  present  we  could 
only  improve  in  the  quality,  viz.:  using  plate 
instead  of  sheet  glass,  and  some  glass  or 
showcase  counters.  The  best  investment,  how- 
ever, has  been  a  cutlery  showcase,  of  which 
we  have  the  only  one  in  the  eastern  part  of 


up  1  foot  high  X  3V2  feet  wide  of  shelf  room. 
The  boxes  are  3  Mi  inches  high,  6  inches  wide, 
and  11  inches  long,  or  can  be  made  as  long  as. 
the  shelf  is  wide,  and  where  the  screws  are 
under  5  inches  in  length,  the  boxes  can  be 
divided  into  two  parts,  which  would  divide 
practically  all  of  the  boxes.  This  brings  the 
same  size  screw  always  in  the  same  place,  and 
with  a  revolving  case  on  the  counter  the  screws 


Screw  Drawers  in  Shelving  by  H.  M.  Johnson  &  Co. 


the  State,'  it  being  an  oval-front  wood  case, 
fitted  with  trays  or  step  shelves,  to  hold  sev- 
eral hundred  pocket  knives,  razors,  etc.  Hav- 
ing it  in  front  of  the  store,  everyone  coming 
in  or  going  out  must  see  it,  and  on  that  ac- 
count we  sell  twice  the  number  of  pocket 
knives  than  we  did  before  we  had  it. 

We  use  interchangeable  metallic  shelf  boxes 
with  wooden  fronts,  to  which  we  attach  sam- 
ples.   Of  course  the  fixtures  as  gotten  up  by 


are  always  in  a  different  place,  and  it  ob- 
structs the  view.  We  pursue  the  same  system 
with  the  bolts  and  consider  it  ahead  of  any 
other  way  of  keeping  them. 

H.  M.  Johnson  &  Co. 


Enthusiasm  is  contagious,  but  no  one  will 
ever  catch  it  from  a  man  who  does  not  have 
it.  It  is  well  for  you  if  you  have  an  enthu- 
siastic employer. 
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Would  Display  AH  Gk>ods  and  Keep  Stock 
in  Shape 

If  I  had  $600  to  spend  on  stoge  fixtures  1 
would  have  enough  showcases  to  display 
all  my  goods,  as  I  find  that  goods  displayed 
are  half  sold,  and  above  all  I  would  have  a 
man  to  look  after  the  stock,  as  nothing  looks 
so  nice  as  to  see  a  store  in  tip-top  shape  and 
everything  in  its  place. 

Nye-Schneider-Fowler  Co. 

Add  New  Fixtnres  from  Time  to  Time 

Our  firm  has  been  in  this  business  about 
twenty-five  years,  and  it  has  been  our 
policy  to  add  new  fixtures  from  time  to  time 
as  we  thought  the  changed  conditions  de- 
manded. 


ages  on  shelves  that  are  made  extra  strong  to 
carry  the  load.  Nails  are  in  the  bunks  under 
the  counters.  On  one  side  of  our  store  we 
have  a  gallery  five  feet  wide,  which  we  find 
very  handy  for  tubs,  boilers,  pails,  etc.,  which 
you  will  plainly  see  its  purpose  from  the 
photo  herewith. 

As  to  the  amount  of  money  for  fixtures, 
this,  in  our  judgment,  would  be  a  matter  for 
the  man  behind  the  gun.  Fowler  &  Co. 

Use  Hardware  Cabinets  and  Bases 

As  to  how  best  $500  could  be  expended  for 
store  equipment,  it  would  depend  a  great 
deal  in  the  location  of  your  store,  whether  in 
city,  town  or  village,  as  to  the  fixtures.  How- 
ever, situated  as  we  are,  in  a  country  village  or 


Store  Interior  of  Fowler  &  Co.,  Greenville,     Mich. 


At  present  we  use  floor  cases  with  bevel 
plate  tops.  For  cutlery,  fishing  tackle,  revol- 
vers, tools  and  such  other  goods  as  ,can  be 
shown  in  these  cases  to  a  good  advantage. 

On  one  side  of  our  store  we  keep  such 
goods  as  come  under  the  classification  of 
house  furnishing  goods,  and  on  the  other  side 
we  use  for  builders  Hardware,  and  box  goods 
which  are  kept  in  their  original  packages  on 
shelves  that  run  to  the  ceiling  and  are  served 
by  two  "Myers"  trolley  ladders. 

Our  stock  of  bolts,  nuts  and  washers  are 
kept  in  drawers.     The  surplus  stock,  in  pack- 


town,  we  believe  $500  could  be  expended  to 
best  advantage  in  investing  in  something  like 
"Warren's"  Hardware  cabinets  and  bases  in 
unit  sections,  thereby  utilizing  your  space  in 
store  to  best  advantage  by  buying  such  of  this 
kind  of  fixtures  as  you  can  use— that  is,  tke 
size,  etc.  These  cabinets  and  bases  have  glass  - 
fronts,  by  which  means  you  can  exhibit  your 
entire  line. used  therein.  -\,:'- 

.   QcHfRTNEY  Bros. 

Show  Cases  and  Shelving  V^ery  Desirable 

To  invest  $500  in  store  fixtures  would  de- 
pend largely  upon  size  of  store  and  class 
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of  goods  carried.  Experience  ha§  taught  me 
that  goods  well  displayed  often  sell  them- 
selves. Therefore,  invest  the  amount  irt  fix- 
tures arranged  not  only  for  convenience  of 
clerks  but  also  attractive  to  the  customer.  I 
would  install  two  or  three  floor  cases  for 
sporting  goods  and  cutlery.  Just  back  of 
these  cases  would  be  a  section  of  shelving, 
with  sliding  glass  front  doors  for  guns,  or 
if  a  limited  amount  of  guns  were  carried, 
carpenters'  tools  could  be  shown  to  great  ad- 
vantage. Then  next  in  line  would  be  two 
ordinary  counters  with  common  showcases, 
8  or  10  feet  long,  for  displaying  small  and 
various  articles;  would  also  keep  small  stock 
of  same  therein  to  sell  from.  Just  back  of 
these  counters  would  arrange  section  of  shelv- 
ing for  builders'  Hardware,  stock  to  be  kept 


convenient  t^  all  sizes.  Shelving  back  of  this 
would  bc^  ordinary  for  keeping  original  pack- 
ages of  various  articles. 

On  opposite  side  of  store  would  use  cheaper 
shelving,  arranged  for  culinary  articles,  lamps, 
lanterns,  etc.  I  would  by  all  means  have  a 
balcony  with  bins  above  for  over  stock,  tin- 
ware and  other  bulky  j;oods.  If  I  had  no 
warehouse,  would  have  partition  in  rear  of 
store,  and  sample  such  things  as  hoes,  rakes, 
forks  and  shovels  on  front  of  said  partition. 
I  think  this  plan  could  be  easily  done  with 
amount  in  question,  if  equipment  be  used  in 
an  ordinary  size  retail  store. 

John   B.  Garden. 
The  Disphying  of  HoTseslioes 

JH.    Ashdown    Hardware    Co.,    Winnipeg, 
•       Manitoba,    in    a    window    display    have 


Horseshoe  Window  Display  by  Ashdown  Hardware  Co.,  Winnipeg,  Manitoba. 


in  regular  order  in  shelving,  with  sliding  box 
doors,  back  lined  with  red  or  green  plush, 
with  glass  front,  allowing  about  2-foot  space 
between  glass  and  back  of  door  for  sampling 
escutcheons,  hooks,  lifts,  etc. 

The  next  one  or  two  counters  would  be 
used  for  wrapping  and  weighing,  with  a  bolt 
and  screw  case  at  further  end.  Underneath 
counters  have  galvanized  boxes  about  12  x  12 
,x  18,  with  heavy  wood  bottoms,  hinged  in 
front  to  base  about  6  inches  from  floor  for 
keeping  nails;  platform  scale  on  counter  above 


succeeded  in  making  an  attractive  presentation 
out  of  what  is  ordinarily  considered  an  article 
that  does  not  lend  itself  to  a  showy  or  attrac- 
tive arrangement.  In  addition  to  the  "Never- 
slip"  Shoes  and  Calks  shown  in  the  back- 
ground and  in  cartons  on  the  floor,  there  were 
arranged  tools  used  in  the  ordinary  blacksmith 
shop,  such  as  anvils,  hammers,  pincers,  rasps, 
bolt  cfippers,  parers,  blowers,  files,  sledges,  etc. 
The  result  was  a  window  that  drew  a  large 
number  of  onlookers,  w'hich  brought  increased 
business  in  the  goods  showji. 
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ONE  GREAT    NATIONAL    BANKING    SYSTEM    CON- 
TROLLED BY  THE  GOVERNMENT 

Panics  Prevented,  or  the  Insurance  of  the  People's 
Money,  by  the  People,  for  the  People. 


By  Fred.  I.  Johnson,  President  Tver 

We  insure  almost  everything  that  we  pos- 
sess, and  we  insure  against  nearly 
every  kind  of  calamity,  but  strange  to  say — 
we  do  not  insure  our  money. 

The  writer's  idea  is  that  the  United  States 
government  should  establish  such  measures 
and  such  dras-tic  laws  as  would  enforce  sav- 
ings banks  and  trust  companies  to  give  up 
their  present  State  charters,  and  come  directly 


Johnson's  '  Arms  &  Cycle  Works. 

This  tax  would  be  very  small,  never 
amounting  to  more  than  15-100  of  1  per  cent, 
annually.  This  estimate  is  ample,  as  statistics 
show  that  the  actual  average  yearly  losses 
from  failures  of  National  banks  are  less  than 
1-10  of  1  per  cent,  of  the  annual  average  de- 
posits. (The  actual  rate  is  83  thousandths  of 
1  per  cent.,  or  at  the  rate  of  83  cents  per 
$1,000.)     The  writer  quotes  from  IfKX]  figures, 


under  the  control  of  the  National  government, 
also  such  laws  as  would  then  empower  the 
government  to  insure  the  deposits  of  all  banks. 
It  makes  no  difference  how  far  reaching  the 
failure  of  a  National  bank  may  be,  the  confi- 
dence of  the  public  in  its  circulating  notes — 
everywhere  current,  and  part  of  our  supply 
of  money — is  not  hurt  by  the  failure,  for  the 
government  is  back  of  its  circulation  and  guar- 
antees the  same;  why,  then,  should  not  the 
government  guarantee  the  deposits  of  National 
banks,  and — to  go  a  step  further — the  deposits 
of  all  banks?  Why  should  not  the  govern- 
ment protect  and  reimburse  depositors  of  in- 
solvent banks  from  a  special  fund  created  for 
that  purpose?  This  fund  to  be  raised  by 
means  of  a  yearly  tax  or  assessment  on  the 
average  daily  balance  of  depositors  in  all 
banks,  or  a  tax  on  the  banks  themselves. 
Note :  this  tax  to  be  based  on  the  depositors' 
average  daily  balance,  and  -not  on  the  total 
deposits  for  the  year. 


a.s  these  arc  the  latest  records  in  his  pos- 
session. 

It  is  fair  to  suppose  that  the  losses  from 
savings  bank  failures  are  a  little  less  than  the 
above,  and  of  trust  companies  a  little  greater; 
but  it  is  well  within  the  mark  to  figure  that 
15- KX)  of  1  per  cent,  would  be  ample  to  cover 
all  losses,  and  that  the  annual  tax  of  this 
amount,  once  a  year  on  the  average  bank  de- 
posits, would  provide  for  all  contingencies; 
but  it  is  sure  that  the  failures  in  every  year 
would  not  reach  these  figures;  there  would 
be  years  when  a  smaller  tax  would  be  suffi- 
cient. 

This  estimate  also  allows  nothing  for  the 
accumulation  of  interest,  which  would  con- 
siderably lower  the  rate  of  taxation  from  year 
to  year. 

The  amount  of  money  on  deposit  in  1906 
was,  in  round  numbers,  12  billions  of  dollars; 
and  an  assessment  of  15-100  of  1  per  cent, 
on  that  sum,   would  have  placed  at  the  dis- 
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posal  of  the  government,  in  that  year.  18 
millions  of  dollars,  with  which  to. pay  off,  im- 
mediately, the  depositors  of  any  insohrent 
banks,  the  government  then  liquidating  the 
bank's  affairs. 

The  advantages  of  such  a  plan  are  many, 
the  most  important  being  the  prevention  of 
panics.  Bank  panics  are  not  caused  by  peo- 
ple needing  their  money,  but  because  they 
won't  be  convinced  of  its  safety.  With  the 
United  States  government  back  of  the  banks, 
it  is  sure  that  no  panic  would  ensue  so  long 
as  the  government  endured;  the  banks  would 
stand  or  fall  with  the  government.  In  times 
of  financial  stress,  when  banks  are  in  danger 
of  a  run,  as  they  arc  under  present  condi- 
tions, a  government  guaranty  of  the  safety  of 
the  deposits  would  make  such  run  an  impossi- 
bility. 

This  plan  would  work  no  hardship  to  any- 
one. The  government  would  require  bank  offi- 
cials and  directors  to  be  more  careful  in  their 
scrutiny  of  collateral  for  money  loaned,  and 
would  insist  upon  a  better  performance  of 
their  duties.  A  better  and  more  able  class  of 
nien  would  be  elected — men  who  would  be 
alive  to  their  obligations  and  who  would  faith- 
fully keep  the  trust  reposed  in  them. 

The  government  bank  officials  would  be 
forced,  under  such  a  plan,  to  make  laws  and 
regulations  that  would  be  rigid  enough  to 
absolutely  control  the  situation. 

There  would  be  no  shirking  of  responsibility 
on  the  part  of  bank  officials :  the  fact  that  the 
government  had  assumed  some  part  of  the 
responsibility  would  not  make  them  careless, 
but  rather  the  reverse:  everyone  knows  "it 
doesn't  pay  to  fool  with  Uncle  Sam." 

No  burden  is  imposed  on  either  the  bank 
or  the  depositor.  If  the  depositor  pays  the 
tax,  then  surely,  absolute  security  at  a  cost  of 
15  cents  or  less,  once  a  year,  for  every  $100 
of  his  average  annual  deposit,  is  not  unreason- 
able— ^but  the  banks,  themselves,  can  best 
afford  to  do  this.  The  majority  of  banks  pay 
good  dividends  and  should  be  willing  to  insure 
the  deposits  of  their  clients,  without  cost  to 
them. 

In  addition  to  their  dividends,  the  banks 
have  accumulated  a  surplus  of  $1,592,122,892 
on  a  total  combined  capital  of  $1,640,649,187. 
Banks  are  simply  institutions  to  safeguard 
wealth  and  facilitate  business:  therefore  there 
is  no  reason  for  any  bank  to  make  the  excuse 
that  it  cannot  afford  to  pay  the  tax  in  question 
because  the  records  of  dividends  and  surplus 
show  they  are  well  able  to  do  this. 

This  plan  would  not  affect  the  ratii  of  in- 
terest paid  to  the  depositors,  nor  the  rate 
charged  to  borrowers;  the  tax  should  come 
out  of  the  bank's  earnings;  and  with  the  gov- 
ernment behind  the  banks,  the  need  of  so  large 
a  proportion  of  a  bank's  funds,  in  surplus, 
would  be  a  thing  of  the  past. 

A  bank  that  can't  afford  to  pay  15-100  of  1 


jper  dsot  aima^Uy^  on  its  average  net  deposits, 
for  the  insurance  of  depositors,  is  incapable 
of  doing  business,  is  a  menace  to  the  oom- 
munity,  and  should  be  liquidated. 

This  plan  would  be  advantageous  to  the  de** 
positors,  the  banks,  the  government  and  the 
public  at  large :  its  only  opponents  are  a  clique 
of  bankers  who  see  in  such  an  arrangement, 
the  end  of  one-ipan  banks,  the  end  of  banks 
run  for  the  personal  ends  of  one  man  or  set 
of  men,  the  end  of  dummy  directors,  of  mem- 
orandum notes,  etc.  The  sound,  conservative 
banker,  who  realizes  that  the  peoples'  funds 
are  entrusted  to  his  care  for  safe  keeping  and 
to  facilitate  business,  would  welcome  such  a 
plan. 

Panics  would  be  a  thing  of  the  past,  as  there 
would  never  be  a  run  on  a  bank  which  was 
backed  by  the  government:  a  panic  could  not 
exist  while  the  government  endured. 

Nothing  can  shake  the  confidence  of  the 
people  of  these  United  States  in  the  govern- 
ment, and  nothing  could  shake  the  confidence 
of  the  people  in  a  "government-backed"  bank. 

With  no  panks  to  disturb  trade,  business 
would  be  stable,  prices  firm,  labor  well  paid, 
work  plentiful ;  and  the  strength  of  the  nation 
would  be  such  that  the  world's  powers  would 
recognize  its  commanding  position. 

The  people  are  demanding  some  such  plan, 
and  do  not  let  us  forget  that  "the  people  are 
the  government  and  the  government  is  the 
people." 

Who  would  not  pay  15  cents  per  $100,  per 
year,  on  his  average  deposit,  to  know  that  the 
government  guaranteed  his  deposit? 

New  Plant  of  TTtica  Drop  Forge  &  Tool  Co. 

The  Utica  Drop  Forge  &  Tool  Co.,  Utica, 
N.  Y.,  formally  opened  their  fine  new 
plant  on  the  1st  ult.  A  fine  programme  was 
provided,  a  special  platform  being  arranged 
within  the  works.  Music,  speeches  and  a  ban- 
quet were  the  order  of  things  and  everything 
went  off  smoothly.  The  local  papers  were 
filled  with  an  account  of  the  growth  of  the 
business,  the  larg^  number  of  Nippers  and 
Pliers  manufactured,  adapted  for  many 
branches  of  trad^,  and  the  world-wide  distri- 
bution. The  byiilding  has  an  average  length 
of  275  X  135  feet,  saw-tooth  construction. 
In  the  main  room,  which  is  192  x  136  feet, 
there  is  a  concrete  floor  on  which  the  machin- 
ery rests.  The  offices  are  finished  in  paneled 
quartered  oak  and  have  a  modern  equipment. 
The  plant  is  driven  by  electricity,  generated 
eight^n  miles  distant.  The  company  has  an 
industrial  railway  operated  by  an  electric  en- 
gine with  flat  cars,  etc.  There  is  a  mile  of  21- 
inch  track  over  which  the  entire  tonnage  of 
the  plant  is  carried  from  one  part  to  another. 
A  telephone  system  connects  all  departments. 
The  Smith  &  Hemenway  Co.,  108  Duane  street. 
New  York,  are  the  selling  agents. 
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Special  Label  or  Sticker  in  Colors  Desirable  as  a 
Trade-Mark— Accounts  of  Different  Methods  of 
Marking  Goods — Mark  E^ch  Article. 


Use  a  Distinctive  Label  on  Sticker 

The  article  published  in  the  February  num- 
of  the  Hardware  Dealers'  Magazine 
in  reference  to  marking  goods  is  about  as  sen- 
sible as  anything  I  have  ever  seen  written  or 
described.  Now,  then,  if  Mr.  Steidl  will  invent 
some  kind  of  a  sticker  that  will  stick  I  believe 
he  will  have  solved  a  very  important  problem. 
A  great  many  manufacturers  of  granite  ware 
especially  label  their  goods,  but  I  think  I  am 
safe  in  saying  that  at  least  one  half  of  the 
labels  are  off  before  the  goods  are  sold.      I 


to  "Look  for  the  red  shield"  or  whatever  is 
d-rdded  on,  Davto  F.  Love. 

Uses  a  Colored  Sticker 

We  have  read  the  article  on  "Marking 
Goods"  in  a  recent  issue  of  the  Hard- 
ware Dealers'  Magazine,  and  think  the  idea 
a  good  one.  We  use  gummed  stickers  such 
as   we   send  herewith,  but  do  not  use  space 


r 


1 


A  Suggested  Label  of  Sticker. 

never  had  much  patience  with  a  dealer  that 
had  to  run  all  over  the  store  to  find  a  place 
light  enough  to  see  what  the  price  was  on  an 
article  that  the  customer  wished  to  buy,  mean- 
while turning  it  upside  down  four  or  five  times 
looking  for  the  price,  which  usually  on  a  piece 
of  tinware  is  rather  difficult  at  any  time  to  see. 
These  stickers,  to  my  mind,  should  vary  in 
size  and  color,  as  there  are  plenty  of  goods 
that  would  be  covered  up  with  a  sticker  of  any 
size. 


A  Colored  Sticker  from  John  Mackey  &  Son. 

to  show  from  whom  the  article  was  purchased. 
The  label  is  shown  full  size,  but  the  several 
blended  colors  are  not  reproduced.  It  is  a 
distinctive  label,  however. 

John  Mackey  &  Son. 

System  Used  in  a  Big  Store 

I   have  read  the  article  about  marking  goods 
and   agree   with    the   writer.     The   only 
thing  I   do   not   consider  necessary  is   "Date 


For  myself,   I   would   prefer  a   sticker      "  ^ine.     I  am  a  salesman  in  a  big 


with  a  bright  color — red,  blue,  or  some  color 
that  could  be  seen  plainly;  also  different 
shapes,  as  a  shield,  heart,  diamond,  etc. — in 
fact,  a  trade  mark  in  shape  at  least,  with  the 
firm's  advertisement  on  it.  Now  I  may  be  get- 
ting this  thing  a  little  too  thick,  but  my  idea 
is  something  on  the  order  of  the  illustration 
herewith.  Of  course,  the  advertisement  of  the 
firm  can  be  left  off,  but  in  case  it  is,  then  they 
stiould  try  and  get  a  design  or  color  different 
at  least  from  their  competitor,  so  no  matter 
where  the  mark  was  seen  they  would  know  it. 
The  local  newspaper  should  also  call  attention 


department   store  and   the   system   we  use  is 
pretty  near  the  same,  i.  e. : 


Contentment  is  a  good  thing, 
is  too  much  of  a  good  thing. 
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Too  Mnoh  Trouble  to  TTse  Sticker 

We  think  the  article  on  "Marking  Goods"  in 
the  February  issue  is  very  good,  and  if 
all  Hardware  dealers,  would  mark  their  goods 
in  this  way  would  save  a  great  deal  of  worry 
and  trouble.  We  do  not  keep  track  of  whom 
wc  buy  our  goods  in  any  way  except  from 
memory  and  by  the  goods  themselves.  We  try 
to  confine  our  purchases  to  as  few  houses  as 
possible.  A  great  many  of  our  lines  are  spe- 
cial, that  we  can  only  buy  fronf  the  jobber  or 
the  manufacturer  who  handles  or  makes  them, 
and  in  that  way  by  the  goods  themselves  we 
know  from  whom  we  buy.  In  marking  our 
goods  we  mark  our  cost  and  retail  price  on  the 
package  but  do  not  use  a  sticker,  as  we  always 
thought  it  was  too  much  trouble;  have  np  spe- 
cial system  in  regards  to  marking  ouf*  goods. 

Rome  &  Co. 

Karks  Each  Individual  Article 

I  have  never  had  much  success  in  the  use  of 
gummed  price  labels  in  marking  goods. 
Many  boxes  arc  so  glazed  that  labels  soon 
loosen  and  the  price  is  then  lost.  I  make  a 
rule  to  mark  each  individual  article  where  it 
is  possible.  For  bright,  polished  articles  I  use 
an  oil  crayon.  This  is  also  used  on  glass- 
ware, enameled  ware  and  all  leather  goods.  For 
cutlery  of  all  kinds  w.?  use  the  cutlery  ink 
supplied  by  most- jobbers.  Where  not  prac- 
tical to  mark  each  article  we  have  a  clip  in 
each  shelf  box  into  which  is  slipped  a  card- 
board which  bears  the  cost  and  selling  price 
of  the  article.  Goods  which  cannot  easily  be 
marked  or  from  which  tags  are  easily  lost  I 
have  priced  in  a  loose  leaf  price,  book.  I  have 
never  found  it  necessary  to  keep  a  record  of 
'  where  shelf  goods  were  bought. 

System  is  absolutely  necessary  to  success  in 
business,  but  the  tendency  in  these  days  is  for 
the  merchant  -who  does  most  of  his  own  office 
work  to  burden  himself  with  unimportant  de- 
tails. His  time  is  more  profitably  employed  if 
used  in  meeting  his  customers  at  the  front  of 
the  store  and  in  the  buying  and  selling  of  his 
goods.  D.  D.  Gross. 

Have  a  Oood  System 

We  have  hardwood  boxes  for  all  goods.  In 
pricing  the  goods  we  use  a  gum  label  on 
the  right  side  of  box  with  the  cost  and  selling 
price  on  same.  The  heavy  goods  are  tagged  or 
put  on  card  price  list.  We  also  use  the  card 
system  and  catalogue.  The  cards  are  marked, 
prices  quoted  by  different  houses  and  terms. 
Catalogues  we  mark  up  from  bill,  showing  the 
discount  or  net  figures  and  date  of  bill  and 
from  whom  received.  The  quantity  and  fu- 
ture orders  we  keep  a  memorandum  of  in  a 
cabinet  file..  The  mail  and  small  orders  we 
copy,  also  date  in  margin  of  want  book,  date 
order  is  given. 

Paistb-Harper  Hardware  Co., 
D,  P.  Paistc. 


Will  Adopt  the  Idea 

I  have  read  the  article  by  Mr.  Steidl  in  the 
February  issue  and  am  very  much  pleased 
with  it,  and  shall  adopt  it  in  the  future.  I 
have  been  marking  my  goods  any  place — front, 
side,  bottom  or  top,  and  have  often  been  con- 
fused to  find  when  they  were  marked,  also 
when  the  goods  were  purchased.  We  mark 
our  goods  as  follows: 

Cost  per  dozen,,  R  E  F. 

Sell  per  dozen,  $1.75. 

Sell  each,  17  cents.  E.  D.  Everts. 

Believe  It  a  Oood  Plan 

The  writer  has  carefully  read  the  article  in 
the  February  issue.  Our  system  of 
marking  goods  is  exactly  the  same  as  that  de- 
scribed, with  the  exception  of  inserting  the 
firm  from  whom  the  goods  were  purchased. 
Every  article  that  comes  into  our  establishment 
has  the  month  and  year  marked  upon  it,  to- 
gether with  the  cost  and  selling  price.  We 
have  never  given  the  subject  of  inserting  the 
name  from  whom  the  goods  were  purchased 
any  consideration.  We  believe  it  to  be  a  good 
plan.  We  usually  locate  our  mark  on  top  of 
all  shelf  goods  and  the  tinware  and  granite 
ware  is  usually  marked  above  the  label  or 
else  on  the  label. 

ZucK  Hardware  Co., 
L.  J.  Zuck. 

Would  Like  to  Xnow  of  Oood  System 

I  was  impressed  with  the  article  in  the  Febru- 
ary issue  and  believe  that  the  use  of  the 
label,  as  suggested  by 'the  writer,  to  be  very 
sensible  and  practicable.  Now  as  to  the  other 
point  brought  out  by  the  writer,  viz.,  keeping 
track  of  purchases,!  cannot  say  that  I  have 
any  regular  system  for  this  purpose.  I  use, 
however,  a  loose  leaf  price  book  that  partly 
does  this  work.  In  this  book  I  enter  all  pur- 
chases of  such  goods  as  are  not  boxed  or  put 
up  in  packages,  from  whom  purchased  and 
price,  but  not  always  date  of  purchase.  I  have 
felt  the  need  of  some  good  system  for  this 
purpose  and  would  be. glad  to  hear  from  some 
one  who  has  such,        '     R.  W.  Edmunds. 


The  Hill  Dryer  Co.,  Worcester,  Mass.,  re- 
port that  their  business  for  the  past  fiscal  year 
on  Clothes  Dryers  and  Ash  Sifters,  shows  an 
increase  of  25  per  cent,  over  the  preceding 
twelve  months. 


Patterson,  Gottfried  &  Hunter,  Ltd.,  now 
located  at  146  Centre  street,  New  York,  will, 
about  June  1,  move  to  the  six-story  and  base- 
ment building  located  at  211,  213,  215  Centre 
street,  and  Nos.  147,  149  and  151  Lafayette 
street.  The  new  building  extends  through  the 
entire  block  and  is  within  a  few  hundred  feet 
of  the  present  store.  On  account  of  its  loca- 
tion and  size  it  will  afford  the  concern  much 
greater  facilities. 
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also  the  calk.  The  tii>s  in  the  calk  were  made 
of  red  celluloid  and  covered  with  red  tissue 
paper.  Inside  of  the  ca^s  were  electric  lights, 
whidi  gave  the  tip  a  fiery  red  appearance  and 
were  a  great  success  in  attracting  att^tion  to 
the  red  tip  feature  of  the  Shoes.    The  arrange- 


Arrangement  Illustrating  Red  Tip  Feature. 

ment  of  the  electric  light  globe  and  the  red 
celluloid  tip  are  shown  in  illustration. 

The  figure  representing  the  blacksmith  had 
on  a  red  shirt,  on  which  the  word  "Neverslip" 
was  worked  in  white  braid,  and  tlie  cap  also 
had  the  same  word  on  it.  The  forge  feature 
aided  greatly  to  give  the  display  life  and 
proved  a  decided  attraction.  The  forge  had 
an   imitation  fire,  made  by  gluing  coal  on   a 


Design  op  Forge  Giving  Lifelike  Effect. 

screen  wire  cone.  To  the  coal  were  glued  red 
and  yellow  streamers  and  underneath  the  coal 
was  concealed  a  red  electric  globe  to  produce 
the  red  glow.  The  streamers  were  kept  in 
motion  by  an  electric  fan  inside  Ihe  forge.  A 
rough  sketch  showing  this  arrangement  is 
^iven  herewith.  The  display  made  a  great  hit 
and  drew  a  constant  crowd. 

Over  a  Half  Century  Old 
F.  A.  Hull  &  Son,  Danbury,  Conn.,  have  is- 
sued a  historical  sketch,  dating  from  the  foun- 
dation of  the  business,  in  1853,  to  the  present 
time.  Following  the  several  changes  one 
comes  down  to  the  present  time  and  finds  the 
firm  in  a  new  and  modern  fireproof  building, 
in  which  the  floors,  walls,  beams,  pillars,  roof 
and  stairways,  and  even  show  window  floors, 
are  of  concrete,  and  the  office  and  other  pirti- 


tions  are  of  asbestos  blocks.  The  main  build- 
ing is  71x150  feet,  with  an  ell  46x64  feet.  One 
of  the  three  stores,  and  the  entire  second  floor 
in  the  main  building  and  all  the  four-story  ell 
structure  is  occupied  by  the  concern. 

A  Bevolving  Window  Display 

The  San  Bernardino  Co.,  San  Bernardino, 
Cal.,  recently  had  a  window  display  of 
various  articles  at  different  times,  one  line  at 
a  time,  using  the  revolving  display  stand.  The 
goods  shown  in  the  illustration  are  the  "Hold 
Fast"  Screw  Drivers,  arranged  in  various  posi- 
tions in  which  it  can  be  used.  The  method 
proved  a  tool  seller.  The  same  stand  was  used 
to  push  dollar  safety  razors,  and  good  results 


Revolving  Window  Display  from  California 

are  reported,  not  only  during  the  display  but 
for  a  long  time  after  it  was  taken  from  the 
window.  This  arrangement,  states  Charies 
Marsden,  who  is  the  window  dresser,  can  be 
used  for  displaying  a  large  number  of  goods 
that  are  regularly  carried  in  a  Hardware  store. 
The  displays  are  easily  arranged  and  readily 
removed.  The  cost  of  operation  is  scarcely 
worth  mentioning. 
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Bulletin  of  New  Dealers 

(REQUESTS   FOR   CATALOGUES   AliD  INFORMATION.) 

Special  reports  have  been  received  at  the  office  of  the  Hakowaxb  Dealers'  Magaziitb  from  the  following 
new  dealers  (or  change  in  style  of  firms)  since  last  bulletin,  stating  the  goods  which  they  handle  or  expect  t6 
handle.  These  reports  are  sent  to  us  direct  from  the  dealers  themselves,  and  are  therefore  reliable.  They 
want  the  latest  catalogues,  special  circulars  or  price-lists  relating  to  the  classes  of  goods  they  handle.  The 
numbers  indicate  classes  of  goods  handled. 


1  Builders'  Hardware 
t  Machinists'  TooU 
t  Carpenters'  Tools 

4  Cutlery  &  Plated  Ware 

5  Tinware 

6  Woodenware 

7  Rope  and  Twine 
t  Pumpt 

•  Agricultural  (Soods 
10  Bicycles 
XI  House  Furnishings 
It  Guns  and  Ammunition 


18  Building  Papers 
14  General  Hardware 
16  Electrical  Supplies 

16  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Ranges 

19  Furnaces 

80  Saddlery  Hardware 

81  Vehicles 

88  Lead  and  Iron  Pipe 
88  Tin  PUte  and  Metals 


84  Clabinet  Hardware 
86  Horse  Shoes 

86  Plasterers'  Took 

87  Paints  and  Gila 

88  GiaM  and  Putty 

80  Blacksmiths'  Supplies 

80  Fishing  Tackle 

81  Sporting  CkK>ds 
88  Butchers'  Tools 
88  Hose 

84  Weather  Strip 
86  Belting 


Arkansas 

Hope:   Union  Hardware  Co. 
Retail  (opened  new  store),  1  to  9,  12,  13, 
14,  18,  20,  21,  23  to  26,  29  to  33,  35  to  88, 

40,  41,  43,  44,  46. 

Mansfield:   Mansfield  Hardware  G). 
Retail  (succeeded  J.  H.  Caldwell),  1,  8  to  7, 
9,  10,  12,  13,  14,  18,  20,  21,  25  to  82,  85  to 

41,  43.  44,  46. 

California 

Berkeley:   F.  L.  Butterfield. 
Retail  (formerly  Driggs-Butterfield  Cb.),  5, 
6,  10,  18,  19,  22,  23,  33,  36,  37,  38,  40,  42, 
43,  46. 
Tustin :   Romer  &  Artz. 
Retail  (succeeded  A.  Getty  &  Co.),  4  to  7,  9, 
12,  14,  20,  23,  27,  30,  31,  33,  37,  41. 

Colorado 

Del  Norte:   W.  W.  Wilson. 
Retail  (succeeded  Ewing  Hardware  Co,),  1, 
3,  4,  5,  7,  8,  9,  12,  13,  14,  18,  22,  23,  25, 
26,  28,  29,  32,  33,  34,  36,  37,  38,  41,  43,  44, 
46. 

Gkorgia 
Clarksville:   Asbury  Hardware  Co. 
^Retail  (opened  new  store). 

Idaho 

Ashton:   Ashton  Hardware  &  Implement  Co., 
Ltd. 
Retail  (opened  new  store),  1  to  14,  16,  18  to 
41,  43  to  47. 
Caldwell:   Boyes-Beck  Hardware  Co. 
Retail    (formerly  Boyes  Hardware  Cb.),   1 
to  47. 

Illinois 
Blandinsville :    Marston  &  Larson. 
Retail   (succeeded  Edwards  Bros.),  1  to  8, 
12,  13,  14,  18,  19,  22,  24,  26  to  34,  36  to 
41,  43,  44,  46. 
Carmi:    E,  A.  Land. 
Retail  (formerly  Land  Bros.),  1  to  7,  10,  12, 
14,  15,  18,  24,  26,  27,  28,  30  to  83,  36  to 
41,  46. 


86  Lawn  Mowers 
S7  Lamps 

88  Oil  Stores 

89  Stationers'  Hardware 

40  Refrigerstors 

41  Shoe  l^sils.  Soles,  etc 

42  Wood  Mantels,  ete. 
48  Plumbers'  Smlies 

44  Steam  PitterT  Supplies 

45  Yaeht  &  Boat  Hardware 

46  Washing  " 

47  Incubators 


Latham:  A.  G.  Shyer. 
Retail  (succeeded  E.  E.  Bost),  1  to  10,  12, 
14,  18,  21  to  24,  26  to  39,  43,  44,  46. 
New  Berlin:   Noah  C.  Twist. 
Retail  (succeeded  Wilcox  &  Horn),  1  to  8; 
10  to  14,  18,  19.  22,  23,  26  to  31. 
Urbana:   V.  W.  Shuck. 
Retail  (succeeded  Hubbard  &  Sons),  1  to  8, 
10  to  14,  18,  22,  24,  26,  30  to  38,  40,.  41,  46. 
Yates  City:   E.  J.  H.  North. 
Retail  (succeeded  Chamberlain  &  Co.),  1  to 
8,  12,  14,  18,  19,  20,  22,  23,  24,  26,  29,  30, 
32,  33,  36,  38  to  41,  43,  44,  46. 

Union  City :   Kerr  Hardware  Co. 
Retail  (formerly  Wm.  Kerr  &  Sons),  1,  3  to 
10,  12,  13,  14,  18,  22,  23,  26,  27,  28,  32  to 
36,  38,  40,  41,  46,  47. 

Iowa 

Manson:    Hicks  &  King. 
Retail    (formerly  Hicks  &  Reynolds),   1  to 
14,  16,  18,  19,  21  to  26,  28  to  44,  46,  47. 
Ogden :    Howe-Gray.  Hardware  Co. 
Retail  (formerly  Howe  Bros.),  1,  3  to  8,  12, 
14.  15,  IH,  18  to  24,  26.  27,  28,  31,  33,  35,  36, 
38,  40,  43,  44,  46,  47. 
Pocahontas:    A.  A.  Ressegine. 
Retail  (succeeded  Robert  Blakly),  1,  3  to  7, 
12,  14,  18,  23,  28,  33,  35,  36,  38,  46,  47. 
Sibley:    George  P.  Reeves. 
Retail  (succeeded  P.  R.  Faragher),  1  to  8, 
12,  14,  18,  19,  22,  23,  24,  26,  28,  32,  33,  34, 
36,  38,  39,  40,  43,  44,  46. 
Sioux  City :   Hunt  &  Schuetz  Co. 
Retail   (formerly  Hunt  &  Schuetz),  1,  3  to 
8,  10,  12,  14.  18,  19,  22  to  34,  36,  38,  40,  46. 
West  Gate :   W.  C.  Tegfttmeier. 
Retail  (succeeded   F.  W.  Bartel   &   Son),  1 
to  8,  11,  12,  14,  18,  19.  20,  22,  23,  24,  B6,  27, 
28,  30  to  38,  40  to  44,  46,  47. 

Kansas 

Eureka:   L.  A.  Shope. 

Retail  (succeeded  J.  M.  Moran). 
Kansas  City:   Weinhold  Brot.  Hardware  Co. 
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Retail  (formerly  Weinhold-Huey  Hardware 
Co.),  1  to  8,  10  to  14,  18,  20,  22,  23,  24, 
26,  27,  28,  80,  81,  88  to  40,  42,  46,  47. 
Leonardville :    Richards  &  Co. 

Retail   (succeeded  Bard  well  Hdwe.  &  Impt. 
Co.),  1,  3,  6,  7,  8,  9,  12,  14,  18,  19,  21,  22, 
23,  25,  26,  29  to  38,  40,  41,  43,  44,  46,  47. 
Oswego:   J.  C.  Richcreek. 

Retail  (added  Hardware),  1,  3,  4,  5,  7,  9,  12, 
14,  20,  21,  27,  36,  46. 
Sabetha:    Frank  V.  Turner. 
Retail  (formerly  Moorhead  &  Turner),  1  to 
7.  10,  11,  12,  14,  15,  18,  24,  26,  28  to  82,  34, 
36  to  41,  46,  47. 

Louisiana 

Columbia:   Columbia  Hdwe,  &  Furn.  Co. 
Retail   (opened  new. store),  1  to  10,  12,  14, 

18,  20,  21,  22,  25,  27  to  30,  35  to  38,  40,  41. 

Michigan 

Ithaca:   A.  E.  Pinney  &  Son. 
Retail  (formerly  Pinney  &  Horr),  1,  2,  4,  6, 

19,  40,  42,  43,  44,  46. 
West  Branch:   McGowan  Bros. 

Retail  (formerly  Ed.  H.  McGowan),  1  to  8, 
10,  12  to  15,'  18,  19,  22  to  34,  36,  37,  38,  40, 
41,  43,  46. 

Missotiri 
Butler:    Gench  Bros. 
Retail  (succeeded  Deacon  Hardware  Co.). 

Nebraska 
Brule:   Brule  Lumber  &  Hardware  Co. 
Retail  (succeeded  W,  W.  Young),  3,  5  to  8, 

13,  14,  18,  22,  25  to  29,  31,  41,  46. 
Ord :    Ord  Mercantile  Co. 

Retail  (succeeded  Leggett-Wisda  Hardware 

Co.),  1  to  8,  12,  14,  16,  18,  19,  21,  22,  28. 

25  to  38,  40,  41,  43,  44,  46. 
Wymore:  Charles  Duckworth. 
Retail  (succeeded  George  Schad),  1  to  6,  8, 

12,  14,  18,  19,  22,  23,  26,  29,  30,  31,  33,  34, 

36,  88,  40,  48,  46. 

New  Mexico 
Silver  City :    D.  B.  Robertson, 
Retail  (opened  new  store),  1  to  5,  7,  10,  12, 

14,  18,  33,  37,  46. 

New  York 

Attica:   Bramer,  Morgan  &  Reding. 
Retail  (succeeded  E.  D.  ToUes),  1  to  15,  17, 
18,  19,  22,  23,  25  to  28,  30,  31,  33  to  38,  40, 
41,  43,  44,  46,  47. 

N<»rth  Carolina 

Greensboro:   Crescent  Hardware  Co. 
Retail  (succeeded  Wakefield  Hardware  Cb.), 
1  to  14,  18,  25  to  34,  36,  38,  40,  41,  46. 
Henderson:   Allen-Moss  Hardware  Q). 
Retail  (opened  new  store),  1  to  10,  12,  13, 
14,  17,  18,  20,  22  to  29,  32  to  36,  38  to  41, 
43,  44,  46. 

OUo 
Salina:   Pavey  Hardware  Co. 
Retail  (formerly  Campbell  &  Pavey),  1  to  9, 


12,  13,  14,  18  to  22,  24  to  29,  32,  38,  34,  36, 
38,  40,  41,  46. 

Shelby :    Sutter  &  Roush. 
Retail  (succeeded  Shelby  Hardware  Co.),  1 
to  14,  16  to  20,  22,  23,  25  to  36,  38,  40,  41. 
46,  47. 
Thornville:  Farmers  Hardware  &  Supply  Co., 
Inc. 
Retail  (succeeded  Shelby  Bros.),  1  to  10,  12, 
18,  14,  18,  19,  21,  22,  24  to  83,  36  to  39,  41, 
43,  44,  46,  47. 

Oklahoma 

Mangum:    Smith  &  Brown.. 
Retail    (succeeded  Sentell  Mercantile  Co.), 
1  to  9,  12,  13,  14,  IS  to  26,  29  to  38,  40,  41, 
43,  46. 

Oregon 

Creswell:   F.  W.  Ogram. 
Retail   (succeeded  F.  J.  Meinzer  Hardware 
Co.),  1  to  10,  12  to  15,  17,  18,  20  to  24,  27 
to  36,  38,  41,  43,  44,  46,  47. 
Roseburg:   J.  F.  Barker  &  Co. 
Retail   (opened  new  store),  7,  8,  9,  11,  16, 
20,  21,  22,  27,  28,  33,  35,  36,  40,  44,  46,  47. 

Pennsylvania 

Charleroi:   D.  R.  Duvall. 
Retail    (formerly  Duvall  &  Gault),  1,  3  to 
10,  12,  14,  18,  22,  26,  27,  28,  32,  33,  34,  36. 

37,  40,  41,  46. 

Pittsburg:   Walter  F.  McQuiston. 
Retail  (succeeded  Thomas  Ferguson  &  Co.), 
1  to  7,  10,  13,  14,  18,  27,  28,  30,  31,  33,  84, 
36,  38,  40,  41,  46. 
Scranton :    Robinson,  Baylor  &  Murphy. 
Wholesale  (opened  new  store),  1,  2,  3,  7,  9, 

13,  14,  17,  20,  21,  22,  25,  27,  28,  29,  82,  33, 
35,  41. 

Tarentum:   W.  B.Thom. 
Retail    (succeeded    Geo.    W.    Goldinger   ft 
Co.),  1  to  10,  12  to  16,  18  to  22,  24  to  41, 
48,  44,  46,  47. 
Turtle  Creek :    Frank  A.  Orr. 
Retail  (succeeded  O.  K.  McCutcheon),  1  to 
8,  10  to  15,  18,  22,  26  to  31,  33  to  41,  46,  47. 

Sonfh  Dakota 

Aberdeen:   Hamilton  Bros. 
Retail  (succeeded  Anderson  &  Richmond),  1 
to  8,  10  to  14,  18,  20,  22,  24,  26  to  38,  41, 
42,  43;  46. 
Scotland :   J.  A.  Jelly  &  Co. 
Retail  (succeeded  Reich  Bros.),  1  to  7,  9,  12, 

14,  18,  20,  21,  27,  28,  30,  31,  32,  35,  36, 

38,  46. 

Tennessee 
Madisonville :   D.  R  Lowry. 
Retail  (formerly  Lowry  &  Hunt),  1  to  10, 
12,  14,  18,  20,  21,  24,  25,  27,  28,  29,  81,  96 
to  41. 
Sweetwater:   J.  H.  McCaslin. 
Wholesale  and  retail   (succeeded  Dickey  ft 
Browder  Bros.),  1  to  10,  12,  13,  14,  18, 
20  to  41,  46. 
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Texas 

Fort    Worth:      Milliren-Buchanan   Hardware 
Co. 
Retail   (new  store),  1  to  10,  12,  14,  18,  20, 
21,  22,  24,  27,  29,  30,  31,  33,  36,  37,  40, 
41,  46. 
Weatherford:   Weatherford  Hardware  Co. 
Retail   (succeeded  W.  E.  Tate),  1,  3,  4,  6, 
7,  8,  9,  14,  18,  21,  30,  31,  40,  46,  47. 

Vermont 
Burlington:   Vermont  Hardware  Co. 
Wholesale    and    retail    (succeeded    Holton 
Hardware  Co.),  1  to  9,  11  to  14,  20,  24,  26, 
27,  28,  30  to  34,  36,  38  to  41,  46. 

Wisconsin 

Cottage  Grove:   Oscar  Thompson. 
Retail  (succeeded  E.  C.  Alsmeyer),  1  to  7, 
9  to  14,  18,  23,  24,  27,  28,  30,  31,  33,  34,  36, 
38,  39,  41,  46. 
Gillett:    F.  J.  Hofberger. 
Retail  (opened  new  store),  1  to  9,  11  to  14, 
18,  19,  20,  22,  23,  24.  26,  27,  28,  30,  31,  32, 
36  to  41,  43,  45,  46,  47. 
Green  Bay:    Charles  T.  Kimball,  Jr. 
Wholesale  and  retail  (succeeded  C.  T.  Kim- 
ball), 1  to  8,  10,  13.  14,  17,  18,  19,  23  to  29, 
32  to  36,  38,  40,  42,  46. 
Madison:   H.  G.  Kroncke  Hardware  Co. 
Wholesale    and    retail     (formerly    Kroncke 
Bros.),  1  to  7,  10,  14,  18,  10,  23.  24,  26,  34, 
36,  38,  39,  40,  45,  46. 


The  Forsyth  Mfg.  Co.,  Buffalo,  N.  Y..  have 
issued  a  new  catalogue  of  metal  specialties. 
These  comprise  Bath  Room  Accessories, 
Moulding  Hooks,  Straight  Edges,  Squares, 
Mincing  Knife,  House  Cleaver,  Match  Safes, 
Wrench,  Garment  Hangers,  and  the  "Forsyth" 
Coaster  Brake  for  use  on  bicycles. 


Butler  Bros.,  New  York,  Chicago,  St.  Louis 
and  other  cities,  have  ready  their  spring  cat- 
alogue of  350  pages.  In  the  back  of  each 
catalogue  there  are  usually  a  number  of  pages 
which  contain  talks  and  hints  on  how  the 
dealer  can  push  his  business,  keep  his  stock 
in  the  best  condition,  etc.  There  are  also 
related  the  experiences  of  several  merchants 
on  plans  they  have  tried  to  increase  sales. 
Some  "leaders"  are  catalogued  at  special 
prices  in  the  house  furnishing  goods  line.  The 
prices  in  the  catalogue  are  guaranteed  until 
the  April  book  is  issued. 


Who  Kakes  fhe  OoodsT 

An  increasing  number  of  inquiries  coming 
from  our  readers  naturally  brings  a  pro- 
portion of  goods  asked  for  which  we  have  not 
listed  in  our  files.  Each  month  some  readers 
help  us  out  by  sending  us  a  circular  or  cata- 
logue, or  the  makers  name  of  the  article  asked 
for.  Such  courtesies  are  appreciated  and 
reciprocated  whenever  opportunities  offer.  In 
many  instances  the  retail  Hardwareman  has 
an  inquiry  for  an  article,  and  not  knowing 
where  it  can  be  obtained,  writes  to  the  Hard- 
ware Dealers'  Magazine.  In  a  large  per- 
centage of  cases  the  information  is  sent  by 
next  mail.  This  service  is  free  to  our  sub- 
scribers; they  should  enclose  stamped  ad- 
dressed envelope  for  reply  with  the  inquiry. 

Can  you  help  us  out  on  the  following? 

No.    275 — Rubber    tired   passenger    elevator 
door  hangers. 

No.  276— "Coolidge"  Socket  Wrench. 

No.  277— "Reno"  Hand  Screws. 

No.  278— "Niagara"  Granite  Ware. 

No.  279 — "Surprise"  Egg  Beater. 

No.  280 — Machines  for  manufacture  of  de- 
natured alcohol. 

No.  281 — Alcohol  fuel  engines. 

No.  282— "Peerless"  Door  Spring. 

No.  283— Metal  Book  Corners. 

No.  284 — "Dana"  Combination  Clamp. 

No.    285— Address    of    Sawkins    Mfg. 
makers  of  wire  goods. 

No.  286— "Universal"  Clamp  Heads. 

No.      287— "Martin's"      Adjustable      Screw 
Qamps. 

No.    288— "International"    Box    Hinge    Ma- 
chine. 

No.  289 — Makers  of  shoe  blacking  tin  boxeSw 

No.  290— "Royal"  Metal  Polish. 

No.  291— "All-U-Want"  Sewing  Awl. 


Co., 


The  Savage  Arms  Co.,  Utica,  N.  Y.,  who 
last  year  practically  doubled  their  capacity  ii> 
order  to  take  care  of  increasing  business,  have 
increased  their  capital  stock  from  $200,000  to> 

$1,000,(M)0. 

The  "« V  Alligator  Wreiieb 


TtalB  nuikee  a  rery  irood  wrench.  Made  of  good  steel.  aaA 
70V  win  find  yon  can  use  It  in  many  plaees.   Made  Vf 

R.     •!•     MoGABB*      9h«ltoffi»     Conn. 


^VELVET  TREAD  "^  Simplest  and  Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become 
popular  with  all  skaters. 

WM  CAKUV  A   WUI^t  UNM  OF  MINK  MQUIPUMNTB=== 
CHICAOO    ROLUBR   SKAXB   CO.t   68  So.  e^tMl  mt.*  GHIOAOO 
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MYSTIC 
Soup  Spoons 


STAR     (*)     BRAND 

silver  plated  knives,  forks  and  spoons  for  over  half  a  century 
have  been  known  to  the  trade  as  of  the  highest  grade 
produced.    Every  piece  bearing  the  stamp 

*  ROGERS  &  BRO.  A=I 

has  over  fifty  years  of  experience  back  of  it. 

Send  for  catalogue. 

We  are  always  ready  to  aid  the  dealer  in  his  advertis- 
ing, and  supply  cuts  and  printed  matter  without  cost.  Send 
for  booklet,  "Advertising  Hints  and  Suggestions,  etc." 

ROGERS  &  BROTHER,  waterbury.  conn. 

InternatloiMl  Silver  Co.,  Successor 
New  York  Warerooms:  9-11-13  Maiden  Lane 


CREST 

Tea  Spoons 
Butter  Kidf e 
and  Sugar  Shell 


In  Answfrikg  Advertisements  it  is  Desirable  that  You  Mention  HARDWARE  DEAi,.ERS'  MAGAZINE. 
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MARCH 


On  this  ptffe  we  illustrate  our  Mascot 
for  March,  "Diamond  Edge  Hammera." 
they  are  perfect  tools. 


1908 


All  our  Salesmen  are  carryinc  samples  off 

Diamond  Edge  Haminers 

This  Month. 

If  our  salesman  does  not  call— write  us. 


DIAMOND  EDGE  HAMMERS  ^ 


Th 


w; 


NET 


Othe 

prop< 


NUKVELL-SHArLElbH    HAKDWAKC   tUMTANY 
IMS  srr.  LOUIS 
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FOX  FLOOR  SCRAPERS 

are  MONEY  MAKERS 

Dealers  make  good   money 

handling  our  line.    You  want 

your  share  of  the  business. 


Thegreat- 
est  LABOE 
and  MONEY 
SAVING  car. 
penters*  tool 
on  the  market. 
Built  on  right 
lines,  simple  in 
construction, 
easy  to  operate  and 
does  perfect  work. 
Will  save  its  cost  in 
a  couple  days  work 
and  last  a  lifetime. 
Every  carpenter 
needs  the  FOX  H§.  I 
FLOOE  SCRAPCI. 


Write  us  far  prices 
advertising. 


Our   tools   are   being  sold   in 
every  part  of  the  country  and 
are  giving  the  finest  of  satis- 
faction.   Carpenters  and 
woodworkers  realize 
their  value  and  all  wide- 
awake  dealers   should 
carry  them  in  stock. 


HE  FOX  CABINET  SCRAPER 

n  lANDKST  WOSB  FINISH1I€  TOOL  OR  THE 
IBT.  The  body  slides  on  the  floor,  insar- 
inff  a  cut  of  uniform  depth.  Blade  fastened 
with  a  handy  damp^can  be  adjusted  or  re- 
versed in  a  second's  time-  works  equally 
well  in  a  horizontal  or  perpendicular  position 
Never  leaves  waves.  Unequaled  for  floor, 
cabinet  and  bench  work. 


FOX  MANUFACTURING  CO.,  18S  second  St.  MflwaDkcc.  Wis. 


^ '  This  cut  "shows"  GILLETTE 


Begtyet*^  Stropper 

The  "Bcslyer     .  p) 


blade  inserted— ready  for  use. 


It  enables  you  to  strop  BOTH  EDGES  of  your 
EXPOSED  (see  cut  above). 


The  "BESTYET"  STROPPER  ia  indeed  the  iest  yet.    ^ 

blade  WITHOUT  taking  it  out  of  the  frame  (the  old  way)  BOTH  EDGE^  BEING  1 

The  "BESTYET"  is  constructed  on  SCIENTIFIC  PRINCIPLES.  The  EVEN  BALANCE,  and  the 
THICKNESS,  assures  a  PERFECT  bevel  and  an  EVEN  stroke,  the  result  of  which  enables  you  to  strop 
your  blade  to  PERFECTION. 

Those  using' the  GILLETTE  razor,  also  ALL  other  razors  with  DOUBLE  EDGE  blades,  can,  by  usintr 
the  ** BESTYET"  use  the  blades  MANY  Umes,  thus  reducing  the  cost  of  shavins  to  a  MINIMUM,  to  say 
nothing  of  the  COMFORT  derived  by  giving  your  blade  a  few  strokes  on  ANY  KIND  of  a  strop  with  the 
"BESTYET"  — "^— — 


STROPPER. 

Retails  for  5I>  cents  each.    For  prices  write  to 
JOHN  G.  BESTGEN  &  CO.,  Patentees  and  Manufacturers, 


FOR  SALE  BY  ALL  FIRST  CLASS  JOBBERS. 
161  Summer  St.,  Boston,  Mass.,  U.  S.  A. 


Are  You  a  Reaper? 

We  have  planned  a  comprehensiye  advertisiiig  campaign  to  open 
early  in  tne  Spring  and  continue  throughout  the  Summer  in  the 
leading  general  and  recreation  magazines.  Thousands  of  dealers 
are  reaping  the  benefit  of  this  campaign — Why  not  you? 

The  Hawkeye 
Refrigerator  Basket 

has  a  ready  sale  and  the  demand  Is  constantly  increasing.  Pic- 
"licers,  sportsmen,  fishermen,  motorists,  etc..  who  use  them  are 
always  sure  of  cool,  fresh,  appetizing  fooa  and  drink.  It's  a 
perfect  refrigerator  in  a  strong  wicker  basket  that  can  be  locked. 
You  can't  a£ford  to  be  without  this  popular  business  getter. 
If  your  jobber  can't  supply  you  write  us  tor  illustrated  catalog, 
prices  and  discounts. 

Barllnaton  Basket  Co.,  20«BfainSff^BiirUBotMi,ia. 
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Tndtlfark 


RELIANCE "  TOOLS 


MADE  ESPECIAUY  FOR  HNE  TRADE  DESIRING  THE  BEST 


♦♦QUAUTY    PRODUCERS** 

IT'S  EASILY  EXPLAINED  why  people  buy  RELIANCE  tools  from  choice 
and  show  them  with  pride  to  their  friends.  It's  all  owing  to  the  exceptional 
quality  of  the  article — and  the  dealer  in  position  to  furnish  the  goods  not  only 
makes  a  nice  profit  on  the  transaction,  but  excites  favorable  comment  concerning 
his  stock  and  immediately  becomes  popular  with  the  tools.  Other  sales  are  sure 
to  follow,  and  so  the  business  goes  on  increasing — strictly  on  a  quality  basis, 
which  is  the  most  profitable  methpd  among  merchants. 

What  could  be  simpler  than  busring  the  best  CHISELS,  GOUGES  and 
DRAWING  KNIVES  made?    They're  sure  to  sell. 

BEST  TOOL  BUYERS  REALIZE  A  GREAT  ADVANTAGE  IN  HAVING 
A  LINE  SO  VERY  DISTINCTIVE. 

THE   RELIANCE   EDGE  TOOL   CO. 

Youn0stowii»   Olilo 


a 


THE  ARROW    CAN    AND    PAIL 


ff 


TraAB  Mark  rtgUtend  U,  8.  PaU  Ojflee 
F-OR    AOMKO     AND     OARB 

HAD!  IN  BIZ  SIZES 

Body  l8  one  piece,  harloff  flatee  Inside  of  which  are  steel  rods  ran  throagk 
holes  In  solid  top  and  solid  oottom,  making  it  impossible  to  pall  the  bottom 
and  top  apart.    For  foil  Partlcolars  and  Prices  write  to 
THI  ARROW  CAN  OO.  3S  Warrsn  StrMt*  N«w  York 

Sole  Agents  for  Canada,  Thos.  Davidson  Mro.  Go.,  Montreal*  Canada. 


•«SYRA.CIJSE:,"  ttie  Nail  Sets  of  Quality^ 

It  pays  te  Sell  them 
becaa^e  they  are  the 
best.  Not**  how 
cheap'*  bat  **how 
good.**  Points  S,  8 
and  4-88,  assorted  or 

"a*  tin^oSlMSS^  J"****®  ^y  SVaACUSE  TWIST  Dam.  CO..  m  Grape  St.  Synene,  It  Y. 


Headquarters  for  Quick  Selling  Specialties 

WRITE  US  FOB  PRICES  AND  DISCOUNTS  ON 

.FIVE  A!!»  TEN  CENT  GOODS 

IVICKBL  PL4TBD  HAMMERS.   ETC. 

Oar  line  is  not  eqnaled  in  quality,  style,  finish  and  price.      Let  u$  prove  thi$  (usertUm. 
■    Our  Catalogue  will  interest  you. 
KRANKL.IN    SPECIAX^TY  CO.,        811.  Ctierry-  St.,   ReadlnOt   Pa- 
NEW  YORK  OFFICE:    S.  J.  Elsenmanii,  102  Chambers  St. 


A  line  of  all  grades  suit- 
able   for  the    Hardware 
and  Bulldlaa  Trades. 
= =^.-zr: — Write  for  Sample  Book  and  Prices.  == 

C.  B.  HEWITT  &  BROS.,  48  Beekman  Street,  NEW  YORK  CITY 


BUILDING   PAPERS 


Hesdqusrtera   for   HARDWARE    WRAPPING    PAPERS 
snd    WOODWORKING   GLUES. 


Esstem   Agents  for   CONGO  NEVER-LEAK  ROOHNG 
Send  for  Samples  snd  Price  List. 
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Refrigerator  Drip  Pan. 

CANT  SPILL  A  DROP! 
Are  you  ifvlse  to  fills  7 

CAR  W  Umh  knh  CAUUEB  tmiODT  A  BIOP 
CETTIIIQ  OR  THE  FLOOl 

A  boon  to  housekeepers.  Will  sell 
at  sight. 

Holds  five  gallons  and  is  scientifi- 
cally constructed  of  heavy  galvanized 
steel. 

Get  your  order  in  early  to  ensure  seasonable 
delivery. 

GEM   MFG.   CO. 

CK*Uea  8ta«lor\  Boston,  Mass* 


Door  Springs  J» 


DO  NOT  BUY  UNTIL  YOU 
KNOW  ABOUT  THE 

''Wagner 
Jointed  Spring ' 


WRITB  FOR  OUS  COMPLBTJS 
CATAlfOG 


WAGNER  MFG.  CO.,  Cedar  FallSt  Iowa 


I  ^  La         I    W  W  lU  W  HUDSON,  N.  Y. 

CLCYflTORS-CONVETORS  Arlington,  mass. 

SEND  FOR   CATALOG  CHICAGO.  ILL- 
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WILLIAM    JOHNSON 

Hedenberg  Works.       Newark,  New  Jersey 


High  Grade  Special  Extra  Broad  Trowels 

Made  on  Suggestions  of  Masons  and  Bricktqyers 

Have  large  sale  wherever  Introduced 

All  styles  of  Brick,  Pointing  and  Plastering  Trowels.    High  Grade 
Garden  Trowels  of  seversQ  kinds. 

I  also  make  Spokeshaves,  Screw  Drivers,  Registering  Calipers,  Outside,  Inside  and  Double  Calipers; 
Pattern  Makers*  Pinch  Dogs,  Tack  Claws,  Extension  Leg  Dividers,  Wing  Dividers,  Conductors' 
Punches,  Revolving  Punches,  Spring  Punches,  Belt  or  Saddlers'  Punches :  Masons'  Brick  Jointers, 
Gas    PUers,   Cold  Chisels,   Cape  Chisels,   Plumbers'  Tools  and    many    other    Mechanics'    Tools. 

Send  for  Cataloirye  and  Prices. 


Gi^A.scocK*s     ra.ce:rs  I 

*'THE  BfONEY-liAKEKS 

**   rOR  YOU                                   1 

Stroogcft.  Speediest  Most  Elef sntly  Finithed  Hsnd  Cm  on  the  market. 
i  in  foor  tixet  for  both  boys  and  sirb.    Advertiaed  in  all  the  leadinc  magannea  for 
lefit.    Write  for  our  iiiuatrated  catalogue.    We  have  real  talking  pointa.           ttS 

"We  will  exhibit  our  line  at  the  following  Hardware  Shows  to  be 
held  in  connection  with  the  annual  meetings  of  the  Retail  Hardware 
Dealera'  Aaaodation: 

Milwaukee,  Wia.,          Feb.  6th  to  7th. 

Cedar  Rapids,  la..         Feb.  18th  to  Slat. 

Indianapolis.  Ind.,        Feb.  18th  to  80th. 

Buffalo,  nTy..              Feb.  18th  to  81at 

Columbus,  C,                Feb.  86th  to  87th. 

Peoria,  111.,                   Feb.  2eth  to  88th. 
"Don't  forget  to  call  upon  va." 

GLASCOCK  BROS. 

MFG.  CO.,  jssr*"  1 

The  New  En|lind  Enameling  Co.,  Im. 

iriFactories.  MIDDLETOWR  and  PORTLAND,  CORP. 

Before  purchasing  elsewhere  get  our  pricf^  on  Enameled 
Ware  and  Galvanized  Ware. 

We  are  the  only  manufacturers  not  bound  by  any 
trade  agreements,  nor  are  we  members  of  the  Metal 
Ware  Association.    A  trial  order  will  convince  you. 

Full  line  of  samples  of  our  manufacture 
can  be  seen  at  No.  786  Broadway,  New 
York.       H.   QIMSBURG,    Sales   Agent. 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Paow. 
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"ANDROCK"   CARPET   BEATER 

**So  Easy  on  the  Wilst" 

Th«  Liveliest  Be«ter  Made 
Lively  in  Use,  and  «  Lively  Seller 


MRS.  VROOMAN'S  SINK  STRAINER 

Hangs  in  the  Comer 

Keeps  the  Sink  Clean 

Hands  Never  Touch  the  Garbage 

Send  far  New  Cataiogue 

Andrews  Wire  and  Iron  Works 

ROGKFORD,    ILL. 


^i-SAVER 

Many  a  Hardware 
M  erchant  has  olaas- 
ed  our  modern  sya- 
tem  as  a  life-saver 
In  their  buslneaa. 
It  surely  has  made 
their  labor  lees  and 
their  profits  great- 
er.   It  means : 

He  Beeks  te  Pstt, 

lleBIBtteMakeOat 

IfeCeUecllaeMiialcs, 

1 1  means  more  than 
the  above.  Itmeana 
a  thoroughly  satis- 
factory way  of  do- 
ing business. 

TlM  Hober  AcotuI 
■eg  Itlcr  SyilcBi 

'  has  received  the  en- 
thusiastic endorse- 
ment of  thousands 
of  your  fellow  mer- 
chants.  It  will 
prove  equally  prof- 

,  Itable  to  you. 

•'Ing  system  will  take 
[y.  and  It  matters  not 
)r  6,000. 
w  catalo^jut. 

»TER  COMPANY 

York 


M 


Better  Than  Need  Be*'  Goods 


ICE  PlCKS-16  it/les.  Needle  pointed,  highly  tempered 
pick  points  are  GROUND,  not  forged,  whereby  crystailiutto" 
of  point!  is  prevented.  This  means  much  to  the  purchaser* 
more  to  the  conscientious  buyer.  ICE  CHISELS— 8  styles, 
made  of  tempered  steel.  LEMON  SQUEEZERS- of  the 
HIGHEST  GRADE,  made  of  solid  aluminum,  also  of  porce- 
lain and  of  wood.  LIME  SOUEEZERS-2  styles,  solid 
aluminum.  ICE  SHREDDERS-tempered  steel  blades.  ICE 
PLANES -with  douUe  edged,  hardened  and  tempered 
knives,  discharging  automatically.    Also  old  style  ice  planes. 

W'i^  ''^'^^ Catalog  for  the  Aaking^im 

XHE  gilch5Isx1C55mr5Ry 

NEWARK,  N.  J. 
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EUREKA 


ROLLEI  BEARING 
ELEVATDIG  WALL 
CLOTHES  DRIER 


Guaranteed  to  be 
as  represented. 

« 

Folding  Tables 
Bath  Tub  SetLts 
CosLt  HsLiigers 

Dust  PsLns 

Send  for  Catalog. 

MMwifkotured  by 

ECLIPSE 

MANUFACTURING  CO. 

North  Girard.  Pa. 
V.  s.  A. 


7«  Pep  Cent.  Profit 

in  the  sale  of 

ReliaUe  lacuMrs  aod  Brooders 


Best  by  M  Yean  Test  Yen  Kan  Ne  Ckaaccs 

Made  ts  Halcli 

We  send  yo«  an  lacnbator  and  a  Brooder  on  60 
days'  tine.  Place  them  in  your  store 
and  see  how  easy  it  is  to  sell  them. 

THIS  PROFIT  IS  YOURS 

Write  for  Full  Details  and  Our  1908  Catalogue 
Address 

Reliable  Ineobator  aid  Brooder  Co. 

Box  700  QUINCY,  ILL. 


(Lowered  Ready  for  Loading.) 


is  in  a  class  by  itself. 
There  is  no  varnish 
so  satisfactory  to  the 
man  that  uses  it  and 
the  man  that  owns  the 
floor. 

Drop  us  a  line  and  we  will  send 
you  samples  of  wood  finished 
with  Liquid  Granite. 


BERIIT  BIOTIERJ,  LJnitti 

VARNISH  MANUFACTURERS 


asTASLiaNKD  lasa 
DETROIT 


Ntw  York 
2e2  Pearl  St. 

Bosttn 

520  Atlantic  Ave. 

Phlltdtlphit  Canadian  Office 

26-28  N.  4th  St.         and  Factory 

Baltlmort  Wtlktrvlllt,  Ont. 

29  8.  Hanover  St. 


Chicago 

48^40  Lake  St. 
CInclnnttI 

4S(HKaln  St. 
St.  Ualt 

112  So.  4tk  St. 

San  Franclteo 
668  Howard  St. 
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Tolerably   Good  Benches 


Are  Not  Quite  Go€>d 

For  Your  Trade 

Why  bother  with  them  ? 
The  really  good  kind  cost  no  more  and 
are  considerably  more  profitable  to  handle. 
Send  for  catalog. 

GRAND    RAPIDS    HAND    SCREW   eOMPANY 

I  b  the  WarM    %%    914  >fR»rtOB  At^.,    GtAND  RAPIDS*  HICB. 


-EtUbUsbedlSM- 


ROOFING  SLATE ''^»^'* 

sun  BUCKNIIRDS 


38  PARK  ROW,  NEW  YORK 

QUARRIES:  PcnnaylTMiia  and  Vermont 

Prices  quoted  delivered  anywhere.   Booklet 
and  complete  Price  List  on  Applieation. 

Wire  Inqoiriea  Gavon   Quick  Attontion 


HARTWELL   BROS.,  Inc.  cmicago  meigmts,  ill,,  m. s, a. 


Manufacture  a  full  line  of  HICKORY  and  | 
OAK  HANDLES.    Also  Genuine  Hand- 
Made  Split  Second-Growth  Handles. 


ATTRACTIVE  LABELS.  enabUnir Jobbers 
to  handle  exclusive  brands.  PROMPT 
SHIPMENTS. 
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OLDEST 


ESTABLISHED   1838 


LARGEST 


The  Frank  Miller  Co. 

Maaufacturers  of  the  Preparations  for  Use  on  Harness  Known  as 

The  Standard  of  the  World' 


Highest  Awards,  Centennial,  1876 
Highest  Awards,  World's  Fair,  1893 


Harness  Dressing 


HABNESS  OIL. 

Preseryes  and  softens  the 
leather,  consequently  adds 
life.  Compounded  with  pure 
neatsfoot  oiL 


The  very  best  article  of  its 
kind.  Unequaled  for  use  by 
both  manufacturer  and 
owner  of  harness. 


I.  X.  L.  HABNESS  OIL. 

Second  in  quality  only  to 
our  Frank  Miller  Harness 
Oil.    Superior  to  all  others. 


nuuvmusrs 


Carriage  Top  Ihressii^;. 

Gives  an  elastic,  durable 
water-proof  gloss  and  is  posi- 
tively safe  to  use  on  finest 
stock. 


EDGE.  COLLAR  AND 
HARNESS  INKS 


AXLE  OIL. 

Superior  to  Castor  Oil; 
lasts  longer  and  will  not 
gum. 


HABNESS  SOAP. 

Unrivaled  for  cleaning  and 
softening  the  leather,  abso- 
lutely pure. 


Our  preparations  are  uni- 
form in  quality  and  the 
quality  the  best. 


The  Frank  Miller  Co. 

OFFICE  AND  FACTORY  EUROPEAN  OFFICE 

MtudSSl  West  ZethStt  NEW  YORK,  U.S.  A.    Tower  Cbambers,  Mooraale,lONMl«,C.C. 

9enA  fc^  Price  Itigt  mmd  CmimJlogtue- 
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C.  G.  Hossey  &  Company 

PITTSBURGH.  PA. 

Manufaetur»ra  of 

COPPER 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Tacks 
Copper  Gaskets. 


Use  the  Best 

The  "Sure  Grip** 

SteelTackle  Block 

is  taking  the  place 
of  all  other  hoist- 
ing blocks        : 


PULTON  IRON  WORKS 
It  Bum  CT„  MRHT.  no. 


Kirch's  Adfustable 

FLUE 
THIMBLE 

6  to  7-iiich  netted.  RIDGE 
Sripe  pipe  tiffht.  Cheap 
as  common  thimblea. 

Ask  your  Jobber. 

WEBER -KIRCH  MFG.  CO. 

KEOKUK,  lA. 


Cooking  a  meal  for  eight  people  over  one 
burner  on  any  kina  oi  a  stove. 

Ohio  Combination   Steam 
Cooker  and  Baker 

The  Ohio  Cooker  Is  belns  advertlBed  In 
magazines  having  a  circulation  of  over  ten 
million  women,  who  are  Interested  in  a 
kitchen  device  that  will  save  kitchen 
drudgery,  reduce  their  fuel  bills  50  per  cent., 
and  save  as  much  more  in  time,  labor  and 

Srovisions.  It  cooks  all  articles  of  food 
ellclously,  and  makes  tough  meat  tender. 

Our  magazine  advertising  is  bringing 
thousands  of  inquiries  from  all  over  the 
country.  All  inquiries  where  we  have  local 
dealers  are  referred  back  to  the  dealer. 
Handsome  display  cards  are  furnished,  to- 
gether with  a  fine  electrical  display  stand, 
also  a  supply  of  literature. 

A  handsome  48-page  catalogue  and  dia- 
couniB  mailed  on  requeat. 

Do  not  fall  to  write  immediately,  and. 
secure  the  agency  for  this  great  money- 
maker.    Address 

The  OfflO  COOKER  COMPANY 

516  Jefferson  Ave.,  Toledo,  0. 


American  Standard  One  Hand  Rotary  Disc 

PLANTER  ''''^'^^^'^'^^"^M^" 

Masily  Operated  by  a  Boy  or  Girl 

'  .?*"!*^  with  Sheffield's  famous  adjustable  "seed  disc,"  which  rotates 
similar  to  the  disc  in  a  horse  planter. 

Es]>ecially  adapted  for  planting  field  corn  and  beans,  although  used 
for  various  other  seeds  and  grains. 

Sold  in  4e  States  and  Territories  of  the  Union;  also  12  foreign 
countries.  • 

SHEFFIELD  POTATO  PLANTER 

.  T?»«  ^«^  features  of  all  others  combined  in  thb  planter.  The  handle 
IS  ad4ustable  to  the  height  of  the  operator.  The  jaws  and  pointe  are 
superior  to  any  other. 

Send  for  Descriptive  Circulars  and  Prices 

SHEFHELD  MFG.  CO..  Bsrr  Oak,  MidiigaB.  U.  S.  A. 

The  largest  Makers  of  this  Class   of  Goods  in  the  United  State- 
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COOLEY    WEANERS    wean  every  time 


While  eating. 


AnimalB  cannot  suck  or  hurt  other 
animals  while  wearing  a  COOLEY 
WEANER,  but  can  eat  and  drink  with- 
out trouble  Guaranteed  not  to  make 
the  animal's  nose  sore.  Order  from  your 
jobber.    Manufactured  by 

COOUjI  Hfli*  CO.  CHICAGO,  illI 

Also  manufaoturprs  of  Coat,  Pants,  Salt  and  Hat 

Hangers,  Carpet  Beaters  and  other  wire  novelties. 

OUR  PRICES  ARE  RIGHT 

We  Do  Not  Sell  to  Mail  Order  Houses 


While 


trying 


to  suck. 


WIeD  yoB 
sail  Levels 
-sell  tie 

llgltKlDl 


I 


COOK'S  PATBNT  LBTBL. 


▲  Tool  7on  can  sell  quieklji  proHtoblr  and  aatlateotorUy  to  Oarpenten,  Ifaaoiui,  Bricklayers,  and  all  who 

OM  liOTOla  or  PloBiba,  la  tt&« 


:DAVIS  &   COOK    LEVEL. 


Th«  different  Lerel— with  the  bnlb  eeen  in  mil  poaltlona.  Under  or  orei^-or  10  feet  away.  Yon  know  the 
troaUe  with  the  old  slyle  bolb-ln-the-top  Lerel  neel— ■  nmleaa  7o«  etand  orer  them.  For  sale  by  all  leading 
jobbers.    Oatalofae  on  application.    Made  only  by 


DAVIS  A  COOK, 


Watertown,  N.  Y.,  U.  8.  A. 


Keystone    Boilep    Handles 


No.  1.    Resular  size  for  oval  boilers. 

No.  3.    Regular  size  for  square  boilers. 

No.  3.  Extra  Heavy  lor  oval  boilers- 
can  be  sliaped  to  fit  square  end  boil- 
ers. 

No.  3.    Illustrated  herewith. 

Send  for  Samples. 


BERGER  BROS.  COMPANY 

PHILADELPHIA.   PA. 


Fahrig  Anti-Fridion  Metaf 

THE  BEST  BABBIT  METAL  ON  THE  MAHKET 

It  will  pay  dealers  to  handle  this  high 
class  product.  Nothing  else  like  it. 
Write  for  literature  and  prices. 


FADIG  METAL  CO^   S16 


Street,  NewYerfc 
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Profit  in  Selliog  Simoods  Hand  Saws 


A  dealer  usually  sells  an 
article  that  will  bring  him 
profit 

Some  articles  like  Simonds 
Saws  are  profitable  sellers  on 
account  of  their  intrinsic  value. 

The  high  quality  of  the  saw 
enables  it  to  sell  for  a  high 
price.  The  good  satisfaction 
that  it  gives  its  buyer  makes 
him  friendly  to  the  Hardware 
Dealer  who  sold  him  the 
saw. 


All  trade  hinges  on  satis- 
faction. Give  your  carpenter 
customers  high  saw  value  by 
selling  them  Simonds  Hand 
Saws  and  you  win  their  con- 
fidence and  '  trade  on  other 
lines. 

Those  dealers  who  have 
sold  our  saws  realize  the  truth 
of  the  above  statements.  If 
you  are  not  already  selling 
them  write  our  nearest  office 
about  special  Spring  business. 


SIMONDS   MANUFACTURING    COMPANY 


FITCHBURG,  MASS. 
CHICAGO 


NEW  YORK 
SAN  FRANCISCO 


DoYouHandleBrassFirePlace  Fixtures? 


Yesi 


Q  Then  you  liave  never  had  a  better  opportunity 
to  purchase  Andirons,  Firesets  and  Fenders  than 
now.  Qlf  you  have  our  catalogue,  make  up  a 
list  of  your  requirements  for  Spring  or  Fall,  and 
we  will  enter  your  order  now  and  give  you  the 
advantage  of  the  present  metal  market.  Q  We 
will  deliver  when  you  say  so. 


THE    ROSTAND    MFG.    CO. 

Andirons,  Fenders,  Firesets,  Candlesticlcs,  Door  Knodcers  and  Hardware  Specialties 


M  I  L  FO  R  D  • 
CONN. 
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Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND   FOR    CATALOG 

THE /j/FfffN Pule Ho^  sawmaw,  m/gh,,  u.  s. a. 


Ne-w  Yoric 


LfOndon,  Bnsland 


WHictoor*  Canada 


STEPHEMt'  PATENT  i 

L«veL  Square,  Incline 
Right  Angle  Triar 

CUT8  1-4  Size 


PrU0  mfSumpim  fry  MmgUm 
tmrmdl    Mall,    0M.OO  Mmt 


GHAPIN-f|TEPHENS 
UNION    O    FACTORY 
PIMB   MBADOW.   OOMlf^   V.    0.   A. 


\o. 


MaiMifadiirtrt  of  Ruiti,  Uvtit,  PUmi. 
Giagci,  Hand  Scrtwf,  Ek. 


A  NEW  TOOL 


for  Carpenters ! 


Price  $5>50 


VIltMM 


Indianapolis,  July  16,  1907. 
Mr.  Calhoon  has  demonstrated  the  workings 
of  the  tool  before  the  various  local  unions  and 
District  Council  of  this  city,  and  we  believe  it 
is  the  best  mechanical  device  of  its  kind  ever 
put  on  the  market. 

Chas.  E.  Bacon,  President. 
Z.  F.  Cassioan,  Secretary. 
Clevblamd,  p.,  Oct.  7,  1007. 
Mr.    Calhoon — After   examining  your   Rafter 
and  Polygon  Bevel  would  say  that  1  consider  it 
one  of  the  most  complete  framing  tools  I  have 
seen.  O.  C.  Kaoblmachbr, 

Mechanical    Laboratory,    Case    School    Applied 
Science. 

CUVELAND,   Oct  16,  1907. 
Mr.   Calhoon  has  demonstrated  the  workings 
of    the    tool    before    the    Carpenters'    District 
Council,   and   the   Carpenters'   District   Council 
of  Cuyahoga  Countv  has  endorsed  the  same. 
Phil.    Hyle,    President. 
J.    B.   Mblcher,   Secretary. 


The  Rotfter  o^nd  Polygon  Bevel 

is  a  handsome,  practical,  durable  tool,  partic- 
ularly adapted  to  cutting  rafters,  etc.,  and  it 
should  be  in  the  hands  of  every  carpenter  and 
joiner  in  the  country.  The  calculations  in 
cuts,  pitches,  lengths,  etc.,  given  on  this  tool 
are  more  nearly  correct  than  can  be  found  on 
any  square  on  the  market,  the  calculations 
having  been  carried  out  to  th  ehundredth 
part  of  an  inch. 

It  is  the  embodiment  of  the  draft-board, 
square,  try-square,  bevel-square,  plumb,  level 
and  bevel-protractor  in  one  small  compact 
and  convenient  tool. 

Merchants  can  be  supplied  by  any  of  the 
following  Wholesale  Jobbers  of  Cleveland,  O. : 

The  W.  Bingham  Hardware  Co. 
The  Geo.  Worthington  Hardware  Co. 
The  Mcintosh  Hardware  Co. 

Any  reader  of  this  Magazine  can  secure  one  of  these 
tools  by  remitting  $8.60  direct  to 


DAVIS-HUNT-COLISTER  HARDWARE  CO. 


A.  O. 


CLEVELAND,  OHIO. 

alhoon,  Patentee,  Victor,  Mo. 
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A.   New  Standard  Eclipse  I-.evel 


No    ai  SOLID  CHERRY  ''^"  ^**'  <^*—^    0«"  Plomb  GlaM 

INO.  3n  sok.10  CHEKKY  g,j^  Gl«Me.  mar  be  reverted  at  any  time:  aU  easUy  adjiiatable 

No.  Sa  THREE-PLY  CHERRY       AU  GlaMC*  in  plain  view  from  eitlier  tide 
MO.  33  SOLID  MAHOOVNY  Claaae.  marked  w**  two  indeUbie  Une. 

Brass  trimmings  on  'both  sides 

THE    BAKER-IVfcIVflLLEN    COIVfPANY,   Pr.pri«««..i 

AKROPd  SPIRIT  LEVEL.  WORKS,  AKRON,  OHIO 


SCREEN    SPRINGS    AND    LIFTS 


INo^v  l«  th©  time  to  Stock  Ufy  before  Ply  Time 

SBND  FOR  SAMPLS  CARD  AUD  PRICES 

THE  WALLACE   BARNES    CO.,  Spring  Makers.  Bristol,  Conn. 


I  Combination    Try 
I  and  Mitre  Square 

rROSS  of  this  new  patented  Tool  Specialty 
n  of  the  old  style  featureless  Try  Square.  Not 
JT  in  one  case  you  multiply  your  single  profit 
The  goods  on  your  shelves  and  a  little  Display 
fellow,  take  notice!  Your  best  profits  are  in 
'ou  to  make  the  year  1908  a  profitable  one. 
lan  you  have  any  idea. 
;  if  not,  we  will. 

lY    AND    HARDWARE    CO. 

vk^A^.x^A^VII^I^E:,    CONN. 
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TUCKS'    TOOLS 


(BBST  IN  THB  WORLD) 


TUCK  MpfQ.  CO.,  Broolcton,  Mass. 


GENUINE  BARNES 

PIPE  CUTTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot   Power    Sawins    Machinea 
Braaa  Tubular  Steerins  Wheela  for  Yachta 

IfANUPACTUKED  BY 

The  Barnes  Tool  Company 

NEW  HAVEN,  CONN.,  V.  S.  A. 


**Arrow  Brand"  Barbed  Wire 


For  the  conyenieaoe  of  our  dealera  and  their  customen  we  put  up  our  celebrated  "Arrow 
Brand"  Barbed  Wire  in  80  rod  Reels.  Thb  effects  quite  a  saving,  as  it  avoids  the  waste  and 
inconvenience  of  random  length  reelr 

It  is  made  on  the  well-icnown  Glidden  Type,  of  high-grade  galvanized  steel  wire,  and  is  a  high- 
grade  article  in  every  respect 

It  is  much  more  profitable  to  the  dealer  than  ordinary  barbed  wire.  You  are  missing  a  valuable 
opportunity  if  you  do  not  carry  in  stock  a  quantity  of  this  popular  specialty.  Let  us  quote  you 
on  it. 


KEYSTONE  STEEL  &  WUtE  COMPANY. 


PEOMA,  nUNOIS 


ACME  SAW  TOOTH 

Corrugated  Joint  Fasteners,  Either 
Parallel  or  Divergent  Cormgation. 

DRIVES  EASn.Y— CUTS  CLEAN 

Put  up  In  cartons  of  1,000  each  far 
shelf  hardware  trade. 

SOLS  1IANUFA0TURKB8 

ACME    STEEL    GOODS    CO. 
CHICAGO  28  Elm  MU  NEW  YOKE 


PiaeatkeHarkcl 


The   ««A.KIN    HUSKER** 

1.— It  has  a  spring  mounted  point— a  new  and  superior  feature 
2.— It  holds  the  hand  firmly  together  making  It  impobsibls  to  jab 
HANDLK  OR  STRAIN  WRIST  and  does  not  penetrate  the  ear  when  re- 
moving the  busks.  8.— It  removes  more  husks  than  other  pins  or 
hooks  do.  4.— It  slips  over  mitten  or  glove  and  it  is  Impossible  to 
blister  the  bands  or  fingers.  5  —It  has  been  thoroughly  tested  by 
practlcak  buskers  and  pronounced  in  every  way  satisfactory. 

For  Sale  by  all  Jobbers. 
SMITH  «k   DAVIS,  Sole  HaMlactoreri,  AlVf ES,   lA. 
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Ike  Original  liii|irove4 
CYCLONE 


For  nearly  Forty  Years  our  Sowers  have 
been  Favorites  with  Fanners  in  This  and 
Other  Countries.  They  are  Easy  to  Sell 
because  the  Demand  is  Already  Made  and 
Pay  Good  Profits. 
Ask  the  Jobber   about   it  or  write   us. 

CYCLONE   SEEDER   CO., 

tat  18<8  Urbana,  Ind..  U.  S.  A. 

Oillct:  Ht^MeaVklsrisSt..  Lsiaoii.B.C. 


The  20fli  Century 
I  Mall  Box 


Finitked  in  Aluminum 
or  dead  black. 

Inside  dimensions 
Mx5Hx2M  inches. 

Order  by  NAME  from 

YOUR    JOBBER. 

W.F.HDSEHFCTCO. 

MOaisaParii  CMVt 
CHICAfiO.     -     ILL. 


8PB08KT>  tnd 

mil  mm 

For  AatomobilM 
aid  Maohlaory 

Write    us    for  price 

Baldwin  Chain  and  IMfg.  Co. 
1 83  ChandlerSt.,  Worcester,  Maee. 

Agents : 
N.  V.  GREENWOOD.  166  Lake  St.,  Chicago,  111. 
H.  D.  SIMMONS,  1717  Broidway,New  Yoik.N.  Y. 
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PATENTED    ARTICLES   OF 

MAUUEABLE  IRON 

TVimiiT  Pattern  Heavy  Screw  Clamps 
1)1  E/  W    -  Strongest  in  the  Market  - 


Hammer'a  Malleable  Iron  Ollera.  3  alzea 

Hammer**  Malleable  Iron  Hand  Lamps 

Hammer's  Malleable  Iron  Hanslns  Lamps 
Hammer's  Adjustable  Clamps 

For  sale  by  all  the  piinrtpnl  Hardware  Dealers. 

Send  fur  Price  List. 

MALLEABLE   IROIV  CASTIIVGS  of  superior  qoaUty 

and  Hardware  Specialties  In  Malleable  Iron  made  to  order 

mv:ski:Aj:£>is  <&  oo. 

BRANFORD.    CONN. 


You^ro  noi 
iho  only 
Doaior  vfho 

doesn't  sell  "8  in  One,"  but  you 
will  be  pretty  soon,  if  you  don't 
hurry.  Are  you  sure  you  know 
just  how  good  "8  in  One"  is?  If 
not,  simply  write  us  for  FREE 
sample    bottle — then    try    it.      Then 

you  11  know  what  "8  in  One"  really  

xs — the  greatest  oil  on  earth.  Then 
you'll  sell  it,  as  other  smart  dealers  do — and  net 
50  and  100  per  cent  profit  without  bursting  a 
blood  vessel  making  sales. 

'^3  in  Ono'' 

sells^  itself.  The  name  is  a  household  word — the 
oil  is  a  household  need.  "8  in  One"  has  been 
lubricating,  cleaning,  polishing  and  preventing  rust 
from  Maine  to  Calitomia  tor  12  years.  ^'8  in 
One"  has  stood  the  test  of  time — the  test  of  hun- 
dreds of  thousands  of  users.  Then  why  labor  to 
sell  unknown,  untried  oils  in  its  stesd?  Cui 
bono?    Think  it  over,  Mr.  Dealer. 

Your  jobber  is  waiting  for  your  trial  order   for 
"8  in  One."    Will  he  get  it?    When? 
€••4  far  Lsckt,  Qacks,  Itaifci,  rwBltwc*  PlrcanM. 
riiktei  Tackle. 

Three    In    One    CHI    Co^ 

Pormcrly  G.  W.  COLE  CO. 

42  Broadivay,  Neiv  York  City 

10  wmk  tl-eait  tfies.  8oM  by  AU  JeMen. 


GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire  Fastener 

Sold  by  all  Jobbers 

Manufactured  only  by 

J.  L  Clark  Mannfactaring  Co. 

Rockford,  Illinois 
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**(ialyaoized  Hex  Nettioss 
and  Wire  Qoth" 

WIRB   GLrOTH,  mil  kinda 

Fly  Screma  Cloth,  Paiotod.  GidYsniMd 
or  Bronze. 

Coid,  Ore  or  Send. 
RIDDUBS, 

Hardware,  Foundry  and  CoaL 

QoaUtT  rlffht,  PrlOM  right. 
Write  for  them. 

The  LoMow-Saylor  Wire  Co. 

1                 ST.  LOUIS,  MO.,  U.  S.  A. 

WIRE  CLOTH 

Largest  Assortment.     All 

Meshes.  All  Kinds.  Steel,  , 

Galvanized  and  other  ma-     wirkwdrii. 
terials.    Write  us-4l8t  iir  li.  S-E  titali|i8. 

BUFFALO  WIRE  WORKS  COMPANY 

BUFrpA^UOt   N.  Y. 


The  OW  Reliable— Always  Satisfactory 

Poultry  Netting 
Farm  and  Lawn  Fencing 
Window   Screen  Wire   Cloth 
Goal  .Screens 
All  kinds  of  Wire  Cloth— From  all  kinds  of  wire 

THE    NEW    JERSEY    WIRE    CLOTH    COMPANY 

TRKIMTON,     N.    O. 


ROBERTSON  << HORSESHOE  MAGNET"  HAMMERS 


(Trade  Mark) 


TPADE 

0 

MARK 


Every  hammer  stamped  with  name  and  trade  mark 
Por  BILL  POSTERflL  TRAVELING  ADVERTISERS.  UNDERTAKERS.  UPHOLSTERERS.  PAPER- 
HANGERS.    Etc     AUo  Tack  Hammer  size  for  household    and  general  use.    Forged  from  fine  steel,  war- 
ranted strong,  permanent  magnets. 

Illustrated  price  Ust  moiled  en  request. 


>RTHDR  R.  ROBERTSON,  Sole  Rairaf  actom  (Owi^r  of  um 


iUffB«t  Tnuk  M«k>),  144  OUver  Street,  Boston,  Hass, 
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WRIGHT  WIRE  COMPANY 

WORCESTER,  MASS. 
Wire  Cloth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wire  Clothes  Unes 


Y^l-^u  Proof 

Proof  Against  Disease  Germs 
Rust  Proof  ::  Weather  Proof 
Durable    and    Practical 

AsIc   Your   «lobl>*rs 

THE  METALLIC  SCREEN  COMPANY 

COLLINS.  WISCONSIN 


At 


The  Reason  Why 

you  should  handle  The  Shelby  ** Chief'* 
Dottble-Actins  Floor  Hinsea  and  the  Shelby 
Ball-Betrins  Sprins  Butts,  is  because  they  will 
sell  more  readily  than  any  other  hinses  on  the 
market.  They  are  neat,  attractive,  strons, 
durable  and  well  known. 
Write  for  prices  and  our  new  catalogue  No.  14. 

TIE  SIELBY  SPSING  IINGE  CO.,  Shelby,  0. 


TBI  MOBLOW  Will  FLT  KILLII 

PATXNTXD 

Indispensable  for  the  household. 


SANITAIT  WISE 
sun  BIVSH 


J.  r. 


Prevents  contaerion.  Kills  but  does 
not  crush  the  fly  or  mosquito. 
Popular  with    all    housekeepers. 

BIGELOW,  MeLfiufeLCturer 


Non-absorbent. 
No  disease  serm  can 
adhere  to  the  brush 

irSW  YORK  AOKKTS: 


WaSON  BROS..  107  Chambers  SiL.  N.  Y.      P^P^^  ^<*^^ 


Sprinn  Steel  SM  and  Poaltry  Fence 


Mads  of  High  Carbon  Spring  Wire.     Suitable  for  all 

purposes.    Farm  Gstss  and  Fence  Stretchere. 
SPRING  STEEL  FENCE  k  WIRE  CO.,  ANDERSON.  IND. 


NcwTsrk 


FLOOR  SPRIH6  HIH6ES  JIHD  DOOR  HOLDERS 

Order  from  four  Jobber.    If  he  hasa't  thsm,  write  us,  bat  take  as  labititRte 

SUPERIOR  SPRING  IINCE  CO.       s»  i.  Third  sc 

ISS  Sovlli  CltatOB  8U  CMca«o»  IIL  Us  Alleles,  Cat 
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Watrous    Automatic 
Door  Gatch 

TSvo-thlrcte  A^Gtual  Sire 

OPEN  PATCHT  APPLIIB  roR  OLOSKD 


For  screen  doors,  storm  doors,  office  gates,  etc.  Holds  the  door  tight  shut 
and  prevents  sagging  open  at  the  top  or  standing  ajar. 

Neatest,  cheapest  and  best  acting  door  catch  on  the  market.  No  templet 
needed.  Anyone  can  put  it  on  in  two  minutes.  The  lightest  trip  and  the 
strongest  hold.  Mounted  Model  frame  free  with  each  first  order  of  three 
dozen  or  more.  If  your  jobber  does  not  carry  it  write  us  and  we  will  give 
you  name  of  someone  covering  your  territory  who  docs. 

Japanned  Steel  Door  Buttons 

Half  the  weight  of  the  cast,  much  stronger, 
and  will  not  break.  No  higher  in  price  and 
twice  as  good.  Made  in  all  sizes  from  iVl^ 
to  2V^  inches.  Insist  on  having  them.  Car- 
ried by  all  leading  jobbers.  Write  us  for 
Patent  applied  for  samples  and  name  of  nearest  jobber. 

Patent  applied  for. 

THE  E.  L.  WATROUS  MFG.  CO.,  Des  Moines,  Iowa 


The     up-to-date    Hardware 
Dealers    sell     the     Original 


MATCHLESS  1 

Floor  Hinge.  Jamb  Hinges 
and  Hardware  Specialfiee 

If  you  cmADOt  procure  of  your 
Jobbers,  write  ue 

LAWSON  MFG.  CO..  40  Dearborn  St..  Chicago.  111.   ^"^  f-- --- -^'^ 

NEW  YORK  OrriCE,  101  Reade  SU  BOSTON  OmCC.  224  Franlilin  Sf.     CatalmgHm  Mm- 9f 
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CJ 


U         A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


R 
A 

B 
I 
L 
I 
T 
Y 


TRIPLE-END  SPMNttBUn 


CHIMtO  FLOOR  NIMM 


CHICASO  SPRWO  BUn 


C^lt«(|$djSprti3[d%ttll  Cotttpat};^ 


CHICAGO 


CATALOGUE  ON 
REQUEST 


NEW  YORK 


n  GRIFFIN'S 

/folding 

'  BRACKET 

Best  and  only  Bracket 
lor  Foldins  or  Swinsrins 
elves. 

8  down  asralnst   the   waU 
ot  in  use.    Locks  automat 
_ji  lifted  up. 

Griffin^s 
ed  Steel 
^racKets 

ENTED.) 

t,  best  tinished  and 
Is  on  the  market 


Strap,  T  and  Butt  Hinges 

THE  GRIFFIN  MFG.  CO. 

ERIE.  PENNSYLVANIA 


STANLEY'S  STEEL  « 
CORRUGATED  STRAP 
and  T  HINGES 


C£AOERS  IN  THEIR  LINE 


f?or  Sale  tyy  All  Jot>l3er« 

Send  for  *'Antohiography  of  a  Yankee 
Hinge  J'    Mailed  Free 


THE   STANLEY    WORKS 


f9  Chambers  Su 
N«w  York 


n:bwbritain, 

CONN. 
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SPRINGHINGES 


ARE    QUALITY    lOeDS 


DuraLble 

Effictont 
R«llabl« 


Springs 

n«ver 

go  lamo 


Sptimi  Binges  iMi  thm  str«ii«o«s  life  In  Bnlliers*  flariwnrei  ne  etker  article 
Intte  entire  line  endures  snch  wenr  nni  tenri  tkerefere  ien't  err  In  jmdgaMnt, 
S|»rlng  Hinges,  they  stand  np  te  tkeir  weriL 


N.Y. 


\40NIT0R  SA.SH  LOCKS 

NEVER  BREAK 

TRADE-MARK 


Your  customer  wants  them,  and 
You  sell  them,  because  they  are 
the  best 


"•A  asa  tilea  psys  dear  for  a  nuD  Infality" 

!k  Co*    -    Geneva^  Ohio 


We  manufacture  and  carry  in  stock  at  all  times  a  complete  line 
of  STRAP  and  "T"  HINGES,  HINGE  HAS!PS,  HASPS,  HOOKS 
and  STAPLES,  STAPLES  Etc,    Our  prices  will  interest  you, 

NATIONAL  MANUFACTURING  CO^  Sterling.  IlL 
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Th«  OrMtott  HMt  at  UwmI  C«$I 

Is  obtained  by  using  Clayton  &  Lambert 
Fire  Pots  and  Torches.  All  our  burners 
are  exceptionally  power- 
ful generators,  consum- 
ing but  half  the  gasolene 
others  require.  Easy  ad- 
justment, quick  action, 
satisfactory  work  and  a 
wide  range  of  utility 
make  a  C.  &  L.  Fire  Pot 
or  Torch  a  money-saving 
and  money- making  prop- 
osition to  you.  Every 
practical  feature  that 
over  twenty  years*  suc- 
cessful experience  as 
manufacturers  can  pro- 
duce, finds  its  highest 
development  in  our  line.  Material,  construc- 
tion and  lasting  qualities  leave  nothing  to  be 
desired.     Read  our  booklet     It's  free. 


ii«.iniB  roT 

Jobbers  sapply  at 
factory  price, -or  we 
win  ship  direct  If 
cash  accompanies  the 
order. 


Giayton  I  Umbert  Mfg.  Go., 


Dttrtlt.  Mich. 
U.  S.  A. 


Wood    Maatcls 

FOR.  EVERYBODY 

B«t  w.  mU  ihum  t. 

DEALERS   ONLY 

1 8  years  experience  in  making 
the  most  complete  and  up-to-date 
mantels. 

Bhe  mONTON  WOOD 
MANTEL   CO. 

IIOMTON,  OBIO 


I. 

flir 


THIS  IS  THE  1 
TO  €ET  IN  LINE  I 
TWO  OF  THE 
VERY  BEST  < 


sPRne  ^ 

».^  SPECULTIES 


THE    GEM    NO.    4,    with    self-closinff    door.    RURAL    MA 

and    the    JEWEL    ALL-STEEL    25   CENT    BARN    DOOR    LATCH. 

A  catalog  of  our  fine  line  of  Specialties  free  for  the  asking. 

THE    PECK-HAMRE    MAWUFACTURINC     CO,, 


IIUCKT  ^^  your  Jobber  furnlsh- 
lllalal  ing  these,  or  order  direct 

Berlin.    Wis. 


Howland  Pump  Oiler 


Used  the  world  over.  Standard  eversrwhere.  Pumps 
the  oil  to  the  bearings  at  the  first  stroke  and  in  just  the 
quantity  desired. 

For  sale  by  all  jobbers  in  the  U.  S.  and  Canada 

MAPLE    CITY    MFG.   CO. 

MONMOUTH.  ILLINOIS 


The  Cleveland  Wire  Spring  €•.•  Cleveland,  0. 


AU  of  the  Dost  with  Half  the  Work 


Tht  Arrow  ttilt  why 
Patent  applied  for 


y^ 


LOOSE  HAD 

TAKES 
TIESTIAIN 
THE    FLJ\.IL    DUST    BCATCR 

Manufactured  by 

USEFUL  AITICLE  CO.,  420  Anlnni  Ave.,  Bnlfalt,  N.  Y. 
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«i 


keil 


If 


Of  the 
grind- 
stone 
or  any 
other 
apparatus 
for  sharp- 
ening 
table  or  kitchen  cutlery  or  edge 
tools  of  every  kind  are  our 
HAND  AND  FOOT  POWER 

tfiiteB  I  Till  Starpeiers 

Four    sizes.      Needed   in    every   home— every   day 

in  the  year. 

Every  grinder  guaranteed. 

Be    sure;    Get    our    catalogue    with    Discounts    to 

the  trade — to-day.     ^^^^^^ 

ROYAL  .MANUFACTURING    CO. 
MS  &  Wafaart  St,  Unettler,  Pa^  D.  S.  A. 

RnrTtriL  lit  fidlM  SU  Icrkcrt  Potmt  A  €•.»  Mm. 
I*. lU-lU  Rkkliai  SU  L  C.  Cvtii  A  Sm.  Mm. 


BISSELUS 


**CYCO" 

Bearing  Sweepers 

SEASON  1*M 

Over  Sixty  Mifereit 
Slytes. 


Little  Daisy. 


The  UirffetC  and  moat 
omplete  line  of  carpet 
a  weepers  ever  offered  to 


the  trade,  aizea  ranging  from  the  baby  coy  to 
the  mammoth  hall  machine.  We  illuatrate 
herewith  a  few  of  our  leading  branda. 

Write  for  our  Easter  Offer,  the  moat  liberal 
we  have  ever  made  at  thia  aeaaon  of  the  year. 

BISSEU  CARPET  SWEEPER  CO. 

GRAND  RAPIDS*  laCH. 

(Largcat  aM  ealy 
czdaaive  Carpet 
Sweeper  Makers 
la  the  wariO 


■RANCHIS: 
New  Terk. 
NiHwaPalli.OBt. 
t^mii&m,  Bagiaai. 
Parte,  Fraa<  e. 


1  riumpn. 


Hardware  and  Implement  Dealers 


BE  READY 

to    meet  the  demand  which  we  are 
creating  for  THE 

ois  Dairy  Separator 

ve  just  awarded  a  contract  to  the  largest  adver^ 
ageruy  in  the  world  for  an  advertising  campaign. 
Bit  once. 

fltggregate  many  thousand  dollars.    Bound  to 
ilts  to  live  dealers. 

me  Among  Dairy  Separators 

Among  its  Advantages  are 
Complete  Separation  Eaae  of  Cleaning 

^aae  of  Operation  Great  Durability 

nproved  &ifety  Clutch  Low  Down  Supply  Can 

Involute  Turbine  Diac 

lACKED     BY     OUR     GUARANTEE 

(Because  it  is  made  much  lieavier  tlian  any  other  machine 
of  its  kind,  has  simplest  and  most  highly  perfected  apeed 
lechanism  ana  built  to  last  from  18  to  20  years. 

Catalogue  and  Prices. 


American  Hardware  Mfg.  €0.91203  fdmob  sl.  Ottawa,  HI. 
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<(    Estimate  the  number  in  your  city. 

<(  This  will  show  you  the.  extent  of  the 
window  screen  frame  business. 

<(  Sell  a  frame  that  will  not  sag  nor  warp 
—  that  costs  less  than  any  other,  and 
the  business  is  yours. 

<(  In  other  words  sell  the  Arcade  Screen 
Frames. 

H    A  postal  card  will  bring  full  information. 

Afcade  Mfg«  G)*^  Fteepottf  III« 


It  F>axs  to  Sell 

(Columbian 

Spring  Jamb  Hinges 

Spring  Floor  Hinges 

.Coat  and  Hat  HooKs 
Wrot  Steel  Registers 

DlacKsmitHs*  Vises 

MacKinists*  Vises 

Joist  Hangers 

QUALITY  AND  PRICE  RIGHT 

The  Columbian  Hardware  Company 

Ask  for  1908  Catalog  CLEVELAND,   O.,    U.   S.   A. 
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ItItTt 


T  T  T  T  T 

FANCY  NAILS 

Silver  Oxidized 

Fire  Gilt 

Antique  or  Nickel 

Natural  or  Gilt 

Send  for  Catalogue  if  you  want 
Bualnes*  Getters 

The  Timer  &  Sesfmoor  Mfg.  Co. 

Torrlnaton,  Conn. 


NOTE  ITS  SIMPLICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaws 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  for  Ctttaiogue 


NKW   YORK  "^^^  OHIOAQO 

1 36  LIBKRTY  ST.  1 1  •    LAKE 

DKNVKR,      206  MePHKE  BUILDING 


Here  You  Are^Mr.  Dealer 

Just  what  you  want 
A  Complete  Line  of 

HIGH^Alffi  AMATEUR  VISES 

Put  one  on  your  counter  and  every  man  who  handles  to< 
around  hta  house  will  buy  one. 

Small  In  size  but  a  giant  in  strength. 

Send  for  our  Proposition  on  **«Iersey  Vis 

LEAVENS  MFG.  CO.,  Vlneland,  1 


POI 

T1W0UI  . 

IIVETS 

NOTICE ! 

MFUICATED 

iivns 

1 

-THE   PONY- 

Ever 

again 
ship 

IVIA.] 

AND    ABE 

y  Pony  Riveter  is  Guarai 
St  Imperfections  in  Worki 
or  Material.    Tfiey  are  ma 

l.l.e:a.bl.e:  ii 

FOR    SALE   BY    JOBBERS    EVl 

nteed 
man- 
de  of 

ERYWHERE 

F.  H.  SMITH  MFG.  CO.,  Chicago,  1).  S.  A. 
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THE   BEST  AND  LATEST  IN  VISES 

The  Parker  Reinforced  Slide 

Solid  Steel  Bar  rusning  entire  length  of  slide,  making  it  the  strongest 


lonary 

I  each 

o  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  PARKER  you  get  the  Best. 

THE  ennRLBS  PARKBR  eOMPANY 

N.  Y.  SoLlesroom,  32  WoLrren  St.  Factories,  Meriden,  Conn. 


The  Hnnter  Reform  Comb 


AND  78  OTI 

STANDARD 

HIGH 

GRADE 

CURRY 

COMBS 


STEEL 

FINISH 

BEST  i  PACKED  Our  Book   of   Styles  for   the   Name  of  Your  Jobber. 

Get  the  Genuine 


SELLING 
PROFTTS 

Advance  Manufactiiring  Co.,  Box  4,  Racine,  Wis. 


ADyANCE    "RERnECX»» 

PROFITS  TAKE   NO  OTHER. 
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American  Ring  Co./SS!r 

MANUFACTURERS    OF 

Cast  and  Wrought  Brass  Furniture  Trimmings 
in  great  variety.  Bath  Room  Accessories, 
attractive  in  design  and  strong  in  construction. 
Upholstery  Trimmings    ::    Upholstery  Nails 


BRANCH    OFFICES 


New  York :  1  Hudson  St. 
Boston :  17t  Summer  St. 


Chicago:  5M  Heyworth  Bldff. 
San  Francisco:   368  Market  St 


YOUR  ATTENTION, 

Just    One    Minute,    Mr.    Dealer 

JUST  GLANCE  AT  OUR 

Holland  Venfilating  Window  Lock 

Perfect   Ventilation    with   Absolute  Security 

It  locka  the  window  open    :    It  locka  the  window  closed 

IT   LOCKS  ITSELF 

Madp  enlirply  of  hardened  Htrel  In  Ave  finishes  to 
match    bulhh'rs    hardware.        Sample     free    to    any 
dealer  who  asks  for  same  on  his  business  stationery,  or  we 
will    send    Mi    K'*o««.   as    trial   order,   express   prepaid,    on   re- 
ceipt of  price,   $8.00. 
Ask  jtaur  Jobber  for  It.  Don't  forget;  but  yet  busy. 

HoUand  Mfg.  Co.,  18  Park  St.,  Florence,  Mass. 
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"REVERO '  ^  Reel  Goods 


A  GARDEN  HOSE  PRACTICALLY  INDESTRUCTIBLE 

Lrl^Ht  fitrons:  Very   flexible 

PRBB     OFF     AIVY     TBIVDBIVCY     TO      KIIVK     OR     SBRARATB 

'"REVERO"  Hose  is  seamless  throughout. 

The  construction  consists  of  a  special  double  braidins:  of  tightly  twisted  cotton  yam. 
The  cover  is  composed  of  tough  flexible  rubber  to  withstand  wear  and  abuse. 
The  complete  hose  is  vulcanized  in  our  patented  rigid  mould  under  a  high  internal 
pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  inseparable  body. 

The  Dealer  will  appreciate  the  fact  that  **  REVERO  "  is  made  in  continuous  lengths 
up  to  500  feet,  thus  avoiding  remnants. 

Made  in  %  inch,  %  inch  and  %  inch  sizes. 
Dealers  in  Garden  Hose  will  find  it  to  their  advantage  to  write  us  for  samples  and  prices. 

REVERE    RUBBER    COMRAINY 

BOfiTOIV,    MASS. 


-  Branches  - 


NEW  YORK  PHILADELPHIA  PITTSBURG  CHICAGO 

NEW  ORLEANS  MINNEAPOLIS  SAN  FRANCISCO  PORTLAND,  ORE. 

h's  a  Foroo  Pump 

That  is  why  it  never  fails  to  work.  The  spout 
cannot  clog  as  It  is  always  full  of  oil.  Tou 
press  the  plunger — That's  all! 

Needed  by  every  user  of  farm  implements, 
traction  engines,  gasoline  engines,  automobiles, 
and  all  kinds  of  machinery.  That  is  what  makes 
it  a  good  thing  to  sell. 

Made  in  4  sizes. 

Sold    by   Hardware   Jobbers.     Manufactured  by 

A.  E,  BLOOMER,  KeNhsbunf^  III, 


STEEL  vs.  LEATHER 

Lawn  boots  of  the  past  have  been  made  from 
leather,  from  aluminum,  and  from  other  materials, 
all  of  which  have  been  found  wanting.  The  Philips 
Lawn  Boot  of  steel  is  lighter  than  aluminum,  saves 
the  green,  does  not  wear  out  and  can  be  adjusted  to 
any  horse's  hoof,  shod  or  unshod,  is  not  aflfected 
by  the  dew  or  rain,  always  ready  to  use.  It  is  an 
ideal  shoe  to  meet  all  conditions. 

Satisfaction   guaranteed.    Write  for  prices. 

THE  GREGG  MFG.  CO. 

2229  ASHLAND  RD^  S.  E.  CLEVELAND.  OHIO 
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The  1908  Model  of 
IDEAL  LAWN  MOWEl 

Will   grind    either   right   or    left-h  and  mow( 
moving  ratchets  or  wheels,   with  handle  on 
6-inch   genuine   carborundum   grinding   whee 
as   easy   running  as   any  other.     Has  brass 
automatic  stop   feed,   and   no   slipping  belts, 
shafts  used,  and  tested  perfectly  true.    We 
are  the  originators  of  Lawn  Mower  Grind- 
ers, and  five  years'  experience  has  shown 
us  how  to  make  them  perfect.    Others  imi- 
tate as  near  as  they  dare. 

Send  for  circular  describing  our  new 
method  of  grinding  lawn  mowers.  Satis- 
faction guaranteed. 


THE    ROOT    BROS.    CO. 

PLYMOUTH,    O. 


Syracuse 

Steel      }  Bracket 

Sink 


Llolit  ta  welglif 
Neat  iM  appelranee 


«t  IM  appeal 
raaser  than 


Cast  Iroa 


This  bracket  m  detachable  and  much 
more  easily  placed  than  the  ordinary 
cast  bracket. 

Descriptive  circulars  and  prices  on 
application.    Man  a  factored  by 

H.  L  HESSLER  CO.,  Syracuse,  N.  Y. 


w< 

Law 


Sc 

Si 


salting  Agmts,  J.  C.  MoCARTY  &  CO. 
12  N\inray  Slnal.  Haw  Yark.  H .  Y. 


Apollo  Lawn  a 

Tn  NEWEST  nmc  out  and 

IT  DOES  TIB  WORE 

WrNm  tor  omtmlog  mnd  ppiomm 

1 

A  QUICK  SELLER 
A  GOOD  PROFIT  MAKER 

Attractive         Serviceable 

Practical 

Satisfaction  Guaranteed 

THE  8REENE  MFG.  CO. 

SPRINGFIELD.    OHIO 

@ 


«( 


'Snap'*  Hose  Coupling  impreved 

Will  delight  your  trade  and  pay  you  a  good  profit. 
With  our  advertising  matter  and  a  little  posh  you  can  sell 
a  gross.    A  sample  free  to  any  dealer. 

An  Independent  Seller 


THE  NELSON  &  MORRISON  MFG.  CO.,   PEORIA,  ILL. 
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TUXEDO 


Our  Catalogue 

for   1908  now 

ready. 

Write    us  for 

prices. 


\% 


Li^^''' 


Chadborn  &  Coldwell  Mfg.  Company 

NEWBURGH,      NEW     YORK 


Be  sure  and  ask  your  Jobber  first. 
If  he  can't  sufxply  you,  write  us. 


NEW   MODEL 

Peoria  Lawn 
Mower  Grinder 

Note  the  heavy  cast 
support  milled  on  both 
edges.  Absolutely  true 
and  parallel.    Carries 
the  head  as  true  as  the 
ways  of  a  lathe. 
No  cold  rolled  shaft- 
ing to  spring  or  be  out 
of  alignment. 
Will   grind   any   reel 
r  right  or  left  hand,  reel 
lower,  handle  on  or  off, 
happen  to  come  in,  and 
perfectly. 

PEORU  LAWN  MOWER  GRINDER  CO. 

521  Sooth  Washington  St.,  PEORIA,  ILL. 
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Coldwell  Lawn  Mowers 


Hand- 


-HORSE- 


-Motor 


USED    EXCLUSIVELY    ON    NEW    YORK    CITY-  PARKS 


SEND    FOR    CATALOGUE 


Coldwell  Lawn   Mower  Company 

NEWBURGH,    N.    Y. 


CHICAGO 


PHILADELPHIA 


SAVANNAH 


Genuine 

Philadelphia 

Lawn 

Mowers 

Largest 

17  Styles 

Makers 

of 

of  High 

Hand, 

Grade 

5  of 

Mowers 

Horse 

in  the 

Mowers 

World 

Send  for 
Cataloc 

STYLE  "A"  ALL  STEEL  MOWER 

MANUFACTURED 
ONLY  BY    :: 

THE  PHILADELPHIA 

LAWN  MOWER  CO. 

31M-3109  Chestnut  Street,  Philadelphia,  Pa.,  U.  S 

A. 

LONDON  WAREHOUSE              NEW  YORK  SALESROOM              H.  E. 
14-16  Scrutton  St,  Finsbury,  E.  C.                    18  Warren  Street 

STURTEVANT 
Metropolitan  Agent 
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Sliarpener 

BIG  SELLER       GOOD  PROFIT 
No  fUe  SHARPENS  TRUER  or  RETAILS  FOR  25c. 

gives  the  PROPER  SHEAR  with      Sample  sent  on  request  and  lOc.  postage 
one  operation.  EUREKA  SHARPENER  CO^  Detroit.  Mteli. 


EL^SV  LJVWN-lVf OWER  SHA^RPENER 

A  ready  seller.    Nice  margin  of  profit.    The  EASY  sharpener  is  the 

only  sharpener  that  can  be  attached  Instantly  and  without  first  ad- 

JastiDK  screws  which  makes  the  use  of  other  sharpeneri  almost  lm> 

possible  by  any  one  other  than  an  experienced  person  or  mechanic. 

Shtrprns  Any  »lz«  Lawn-Mower  20  times  for  35  cents. 

Detroit,  Mlch.«  Sept.  20th,  1907. 

National  Machine  &  Stamping  Co.    Gentlemen:— I  have  used 

your  sharpener  as  well  as  the which  Is  the  only  competitor 

that  you  have  and  am  frank  to  say  that  the  EASY  has  given 
me  the  most  satisfaction.     KespectfuUy  yours,  Chas.  Idirault. 
Send  for  catalog  and  prices.  Note:  We  also  manufacture  Dishwash- 
ers and  other  labor  saving  machines  for  the  house. 

Natlooal  Machine  deStampInc  Co..  Detroit.  Mich.,  U.  8.  A. 


T    E?  A  r^c^c^ 


nted 
roR 

LAR 


L  HASSERIES  c-ii«L!-i_w«-towp^ 


CLEVELAND.  OmO 


IG  "  GRASS  CATCHER 

New  Styles  No.  ».  !•«•  11  aa«  12« 

IfFROVED  mON  HANDLE 
LIFT  IT   OFF  TO   ElIFTY 


Have  either  Duck  or  Galvanized  Steel 
Bottoms.  Round  Back,  Heavy  Duck  Sides. 
Has  our  New  Improved  Eye  Brackets  for 
attaching  to  mower,  also  Improved  Hook, 
which  is  permanently  attached  to  catcher 
and  hooks  over  handle  of  mower.  Catcher 
is  attached  and  detached  instantly  with  one 
hand. 


Sold  Throvoli  Hardwwo  JoMicrs 


THE  SPECIALTY  MFCe  CO. 

I   Made  in  Two  Sizes.  Which  Fit  Perfectly  any  Size  or  Make  ST.  ANTHONY  PAUL  MINNESOTA,  0.  S.  A. 

Moweri 


i  A  Good  Picture— A  Still  Better  Cart 

Wood  or  steel  wheels  of  improved  pattern.  Three  leaf  strong 
spring.  Box  well  ironed.  Leg  folds  up  to  handle.  Will  carry  400 
lbs.  No.  88SA,  small;  No.  882  B,  medium;  No.  889  C,  large.  Can 
be  furnished  with  drop  end  gate. 

SYRACUSE   CHILLED   PLOW  COMPANY 

Syfaouse,  IV.   Y.^   U.   S.  A. 
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BIG  PROFirS  FOR  YOU 


In  the  U.  S.  and  foreign  coantrles 

25c.  RetaU 


They  go  qoick 
at  the  price 

The  simplest  and  most  practical  of  any  eye  clip 
on  the  market. 
Takes  out  the  eyes  quick  as  a  wink. 
Bares  fruit  and  saves  bother. 


Made  entirely 
of  steel 
haidsomely 
nlekeled. 

Every  dozen  mounted 
on  an  attractive 
Double  Display  Card. 


Ubcral  Dlflcoiuite  to  tkc  Trade 

Harvey  ManDfadnring  Co* 


S49A 


lOCIESTnr,  N.  Y. 


"BENGALI  A" 

Alcohol  incandescent  Li^ht  Burner 


too  CANDIX  POWER. 


ThsMOftWifl 
talUlhtl 

Caa  bs  uad 
•ay  srilnary  I 


Uaaffsctsd 


Svttabls  fw 


Oaa  bs  epsi 
by  aayciM. 

lle«aLil 
Pri 

$4.0C 

Complei 

liberal 
Discount 

to 
Dealers 


Falleatgaami- 
M  ghraii  for  3 
•ars.  that  Bum- 
r  will  act  parfaet 

No  blaeklatf  of 
untie.  Um  ordl- 
•ry  iMBfle.  to- 
irior  to  any  !»• 
•ndoscont  |at 
unisr.   CoMuap- 

00  oBO  quart  of 
natorsd    alooliol 

1  U  bovrt.  Cogt 
i  of  •  CMt  for 
oar.  Mo  soot  No 


0  dan|or.  No 
BrBln|wlck.Vfry 
lapis,  •  child  can 
Ihltt.  Abfolutoly 
lorloif.  Wo  alio 
ipplybraasfomitt. 
toro  aid  table 
unpf  lor  this  bum- 
r.  Alio  Solo  Atet 
»r  the  moslNI 

ncardbscbnt 

drnh. 


Non- 
Exploilve 


G.  Cohn  (6l  Company/N'^j^7o» 


Spring-In  Handle  Pot  Cover 

THE  KIND  YOU  DON'T  HAVE  TO  HAMMER 

The  tinned  spring  steel  handles 
spring  into  recesses  in  cover.  SAVES 
TIME  and  you  know  that  MEANS 
MONEY.  Put  out  in  our  Cabinets  with 
numbered  shelves.    Two  sizes. 


KFTCHEN  KUMFORT  PLATE  SCRAPER 

for  removing  grease  and  refuse  from  plates  and  dishes  before 
washing.  The  rubber  scraper  will  not  scratch  the  finest  china. 
An  article  that  sells  itself  from  attractive  display  card. 

Ifyom  don't  know  about  th9»m  goods  mrltm  um  now. 


LASHER 


MFG.    CO., 

EXCLUSIVE    MAKERS 


Davenport,  Iowa 
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Herrlck  Refrigerator  Co. 

FACTORY:    WATERl^OO,    IOWA 

High  Grade  Refrigerators 

For  Family.  Pine  Residence,  Groceiy, 
Hotel  and  Reetaurant  Use 

FUiest  Dry-Air  System  of  RefrigeratiM 

Very  Economical  in  Operation  and 
Built  to  Last  a  Lifetime 


SANITARY  AND  ARSOLDT^LY  DRY  INSIDE 

DEALERS:  Secure  protection  by  handling 
HIGH  GRADE  GOODS,  built  on  honor  and  at 
no  greater  cost  than  common  lines. 

THE  HERRICK  DRY  AIR  SYSTEM  is  sold 
by  the  leading  dealers  of  the  United  States  becaoaa 
they  know  they  are  right  by  actual  test  and  will 
do  Just  what  we  represent. 

Give  your  customers  the  highest  ffrade  value 
for  their  money  and  your  trade  will  contfaiue  to 
Write  to-day  to 


Herrlck  Refrigerator  Co.  ^**^J: 


Get  Ready  for  the  Pfneapple  Season 


and 
fiave 


OAT.  ORANTCD  APR  .18.1  SOS 


Write  at  once  tor  prices.  Heeausa  they  give 
you  a  handsome  profit.  They  are  the  sim- 
ple&t  on  the  market,  they  save  time,  labor 
and  fruit  and  they  are  carded  on  a  hand- 
some display  card,  easel  attachment  which 
sells  them  for  you,  as  It  has  done  for  others. 
Nothing  to  get  out  of  order. 

YAWMAN  &  KNAPP  MFG.  CO. 
Rockester.  N.  Y. 


CINCINNATI.  OHIO 


PHENIX 

HANGERS  AND 
FASTENERS 

Solve  the  Problem 

■ew  ta  lanf  and  fmtkm 


Easily  hong  or  removed 
from  inside.  Glean 
Windows,  Ideal  Venti- 
lation, yo  files,  soUd 
comfort.  Retail  At  lOe., 
15c..  20c.  and  80c.  per  set 
with  screws.  For  cata- 
logue and  trade  dis- 
counts address 

Pheilx 
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Alaska 

f  Refrigerators 


lost  reliable  line  of 

ors  being  sold    to- 

lirty  years  practical 

proven    this.      Do 

t  a  first*  class,  low 

priced  line  and  a 

first  class  medium, 

and    high    priced 

line?      Write    us 

for  catalogue  and 

prices  and  we  will 

be  pleased  to  mail 

them  at  once. 

rigerator  Co. 

>r  Manufacturera 

wacBL 

L.  E.  MOON 
__-  City  MnnrngeT 


P 

i 

^.                  WHAT'S  THE  USE 

g|      selling  cheap  refrigerators  at  small  profit  when  your 
customers  prefer  to  pay  you  twice  as  much  for  the 

LEONARD  CLEANABLE 

^    "Made  in  Grand  Rapids."    That  s  why  they  want  it. 
Round   comers;    polished   oak;    nickel   trim;    nine 
walls;  porcelain  lined.     People  read  about  them  in 
the  magazines.     We  sell  only  through  the  trade  and 
help  our  dealers  with  advertising  matter. 

fl||                                  Write  for  Catalogue  and  the  Agency. 

^       6.  R.  REFRIGERATOR  CO., I'ra'A^VaV.dVmiSS: 

;:m^ 

m 

ICE 


Ttie    Real    Tiling 


ONCINNAII  CHAIN  TONGS 

Made  of  FILE  STEEL.    Most  durable  on  the  market. 

PRlCE^S    RIGHT.  PROFIT   GOOD. 

We    make    all    kinds    of    Ice    Tools 


E.  G.  SCHUTTE  &  CO 


230    Stark    Street 
•f    CIN  NATI.    OHIO 
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••SNOW    FLAKE •• 


(TRADE  MARK) 


lee  Cream  Freezer 

**A  square  Proposition" 
"High  Quality"       "Low  Price" 

It  does  the  work,  and  does  it  well, 
with  one-half  the  ice  used  in  the 
tub  variety. 

Easy  to  Operate        Easy  to  Qean        Easy  to  Store 
SIIVIPLE:      DURA.BL.E:      SAISIITARY 

I=^pofltat>le  for  tlie  Dealer 

IWf  ade    In    four  .  slzeai— 1  Qt.— 2  Qt.— 3  Qt.-4  Qt.  i 


The  Snow  Flake  Mfg.  Co. 

225  Fifth  Avenue,  New  York 
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Mott's  Hower  Vases 

IN  IRON  OR  BRONZE 

lawn  and  Parii  Foontains 
Drinking  Foontains 
Railinifs  and  Entrance  Gates 


V 
A 
S 
E 
S 


V 
A 
S 
E 
S 


Gas  and  Electric  Ujht  Posts 
Stable  and  Cattle  Hoose  Fittings 
Statnary,  Settees  and  Chairs 
Tree  Guards 

TbeJ.l.MottIronWorks 


Sth  Avenue  and  ITth  Street 


NEW  YORK 


r..  White 

Mop  Wringer 

tho  much  imitat- 
ed, is  never 
equaled. 

It  wrings  the 

mop  SO  dry 
with  such  per- 
fect easel 


ASK  FOR  CATALOG 


WHITE  MOP 
WRINGER  CO. 

FULTONVILLE, 
NEW  YORK 


Freezes  two  flavors  of  Ice  Cream  or  an  Ice 
or  Sherbet  and  Ice   Cream   at  one  and  the 
same  time,  in  one  freeze 
thing    entirely    new — nei 
before. 

''THE    OLD 

FAVORITES" 

THIY   IXOIL  IN 
»cl  lasy  Runnlns 

Quick  Fr*«ilnB 

■oonomy 
1  Us«  Oonv«ni«no« 

jtation         Praotloal  Results 


^'AMERICAN  TWIN" 


Sold  by  leading 
jobbers 

Catalog  sent  free 


•LIGHTNING' 


"GEM* 


•BLIZZARD' 


THE  BEST  ICE  CREAM  FREEZERS  in  practical  use,  because  convenient,  compact 
in  size,  use  smallest  amount  of  ice  and  salt,  run  easily,  freeze  quickly,  produce  smoothly 
frozen  creams  or  desserts  with  little  bother  and  less  work. 

North  Bros.  Mfg.  Co.,  Philadelphia 
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he  White  Washer 

The  Greettest  of  etll 

Momentum  WasKers 

A  Few  Points: 

DOUBLE  BALL  BEARING  FLY  WHEEL  UNDER  THE 
TUB:  HIGHEST  SPEED:  EASIEST  RUNNING: 
QUICKER  REVERSE:  FOOT  POWER  ATTACHMENT: 
TUB  OPENS  WHEN  MACHINE  IS  IN  FULL  MOTION: 
FIVE  YEARS'  GUARANTEE:  SOLD  TO  ONLY 
ONE    DEALER  IN  EACH  TOWN. 

Get  Acquainted  with  the  WHITE  WAY 

WHITE  LILY  MFG.   COMPANY 

1531  Rockinifhain  Road  Davenport,  Iowa 


The  Cofiield 

Power 

Washing 

Machine 

4f  Strictly  a  self-working  washer,  operated  by  the  City  water  pressure  and  some- 
thing the  people  want.     If  The  Motor  is  made  of  brass  throughout  and  will  not 
rust.    It  is  simple  and  strong— never  gets  out  of  order  and  will  last  a  lifetime. 
If  The  tub  is  built  from  a  selected  grade  of  Louisiana  cypress,  the  best  material 
obtainable  for  the  purpose;  filled  and  varnished  in  a  natural  finish.    The  entire 
construction  is  such  as  to  make  this  the  most  durable  and  sanitary  Washer  on  the 
market     <|  DON'T  MISTAKE  THE  NAME.    The  "COFFIELD"  is  the  BEST 
Motor  Washer  on  the  market  -  and  the  one  you  want  to  handle.    A  good  machine 
—a  good  profit  to  you,  Mr.  Dealer -and  money's  worth  for  your  customer.     That 
is  our  combination. 

WRITB  us  TO-DiY  FOR  DKSCRIPTIVB  CATALOG  AND  PRICES. 
YOU  WILL  Bn  INTBRBSTBD, 

P.    X.    COFFIELD    &     SON,  Dayton,  Ohio 

90.  It. 


Pat 


BIGGEST  SELLER  Diaonond  Sink  Cleaner 


m 


WIRE  GOODS 


'he  only  Smokeless  Broiler,  and  ideal  Toaster  for  gas 
r  oil  stoves,  also  French  Fryer.  One  doz.  in  box.  In- 
tructions  with  each  broiler.     Immediate     shipments. 


No.  27 

Steel  and  Rubber  i 
scraplnnr  edffs,  gets  ^ 
into    the   oomers. 
Drains  the  refuse.     Heavily  Ja- 
panned and  Balled,  best  and  most 
practical  Cleaner  on  market. 

U/fe    Bridgeport    Wire   Goods   Co. 
BRIDGEPORT.  CONN. 
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rr s  so  EASY 

Hie  Established.  Superiority 
ol  the 

SN(WV|iWHITE 

Rotary  washer  above  all  others, 
makes  it  a  ready  and  profitable 
seller.  No  kicks  or  complaints 
come  from  a  user  of  a  ^SNOWE- 
WHITE^^  washer,  and  the  selling 
of  it  is  an  easy  mattere 

Made  from  the  best  material,  easy  nmning  and  handsomely  finished. 
Write  your  jobber  or  us  for  further  {Murticulars. 

E  F.  niAMHER  MFG.  CO..    DAVENPORT,  IOWA. 


Eagle  Mop  Wringers 

have  bMti  TESTED  olImI  PROVEN 

• 

5  Years  on  tHe  MarKet 

More  Sold  than  all 
Others    Combined 

R.EASON 

Best  Built       Most  Practical 

EAGLE  COOPERAGE  WORKS 

Sol*  Manufacturers 

CIRCLEVILLE.   OHIO 
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HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware   Works,  Mfrs. 

ST.  JOSEPH,  MISSOURI 


IVIONE Y  Is  scarce ! 

COAL  Is  niflu ! 

Now  Is  the  Logical  Time  to  sell  Ash  Sifters. 
The  "Acme"  has  more  good  Selling  Points  than 
any   other  Ash  Sifter  before  the  Trade,  viz.: 

Entirely  Aotomatlc. 

No  Shaklna  or  Revolving  Sieves. 

Saves  Cinders  ivlthoot  Trouble  or  Work. 

Saves  Cinders  wlthoot  Soiling  the  Hands. 

Pays  Good  Profit  to  Dealers. 

ACME  BiLL-BEARIN6  SALES  CO.,  56  Warm  Street,  Nbw  York 


JUST 

WHAT 

YOITRE 

LOOKING 

FORI 

Send 

Postal  for 
Brief, 
Bright 
Booklet 


XHE  ]via«je:stic 


COAL  OR  WOOD 


Are  rapidly  coming  Into  geoeral  use,  and  being 
specified  by  leading  architects.  Are  advertised 
In  the  leading  periodlcala  Ask  your  Jobber,  or 
write  OS  for  prices. 

MAJESTIC  FURNACE  AND  FOUNDIY  CO. 
23  West  Street  Huntingrton.  Ind. 


Goods  WcQ  Dispbyed  Are  Half  SoU  When  On 

Best  Portable  Revolving  Whip 
RaclcandlHsplayStar" 

Ornamental  as  well  as  useful.    Dis- 

Blays  from  ^  to  IV^  Gross  Whips. 
Tas  a  Revolving  Shaft  for  Displaying 
Oils,  Grease,  Soap,  Dressing,  Pow- 
ders, Liniments,  Gall  Cure,  Combs, 
Brushes,  etc.,  etc.  The  only  Per- 
fect Whin  Rack  ever  made.  Shelf 
is  worth  half  the  price  of  the  rack. 
Whips  hanging  by  the  point  keep 
straight,  cannot  tall  out  and  are 
kept  in  order.  GeU  them  down 
and  to  the  front,  where  they  arc 
seen  and  sold.  The  Best  Whip 
Rack  is  made  entirely  of  steel  and 
iron,  bolted  and  clamped  together: 
is  built  like  a  bicycle.  Enailieled 
Blue,  Painted  with  Gilt  Trimmings. 
Adjustable  from  8  feet  to  0  feet 
10  inches  high.  Weight,  80  lbs. 
Boxed.  100  lbs. 

Increase  Sales  of  Whips  IM  per  cent 

.  .    ..  J^^l^  Wyoming.  Sept.  6.  1907. 
John  H.  Best.  Gslvs.  III. 

Desr  Sir:  -We  sre  using  one  of  your 
Portsble  Revolving  Whip  Rsck  snd  Display 
Stsnds  snd  we  will  ssy  thst  we  could  not  get 
slong  wi  hout  it.  It  Is  the  most  convenient 
displsy  rsck  we  hsve  ever  seen,  snd  we 
have  sold  more  whips  from  it  than  all  the 
other  dealers  in  town  and  consider  It  one 
of  our  best  investments. 

Yours  truly,  . 

BOUNDAGE  &  McGUlER.     - 

Write  for  Catalogue  and  Prices. 

JOIN  I.  BEST*  SIS  Nsrth  St.  Galva,  ID.,  D.  S.  k. 
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14  Will  Pay  Yov 

-   •  to  get  our  prices    on^ 

IXA  AND  CSlTlc 
STRAINEKS 

Sample  on  request. 

Porter  Mftcli.  6  ttemp't  Wkt* 

Gregory.  Nieh. 


UMBRELLA 
CLOTHES  BAR 

DR VI N a  Handy  In  Uiuodry,  Kitchen  and 
DRYiNa  Nurwry... Handy  Everywhere. 
Bach  arm  one  piece,  Idin  dried 
hardwood, works  Independently 
MARTCR088  CO.  IVlfrs. 
40  Doarbom  Street,  CHICAGO 


cjid  you  will  handle  DOBSON 

MOLDERS'    TOOLS 

Established  1886 

'WM.  DOBSON 

No.  7M  CanMtotn,  N.  Y. 


10  SLIPPINB-NO  TEARmeX 

with  the  "Columixa"  Can  Opener     ^_ 


PARKER  WIRE  ci: 


Goods 


w< 


U.  S.A. 


Manaf&cturera 


JSr^Mi  Wire  Hardware 


Write  Vm  lor  PrlcM 

New  Yorli  Ofioe,  107  Chamhen  Stroet 


lAFFITTE 

THE  PHiLLiPS-LAFFITTE  CO. 

PtiM  Billdlii,  Phlladtlphia,  Pa. 


WELDINfi 
PLATES 


lefwif*! 


MiAihciain^ 


UqfU,  strong,  Potoerfvl,  DwneMs.  No.  1  cats  S4  or  lami 
No.  1  cats  9-16  or  lees;  No.  t  outs  1-9  or  leas;  No.  4  cnta  M  oi 
leea.  Cats  close  to  work  Highett  IteMmontato  from  Job- 
Imra  amA  Oonawnan     Send  for  circalar.  


1 


J 


EVB  BENDERS 

We  make  hand-power 
benders  for  forming 
eree  from  stock  IM  hi. 
thick  and  under.  Any 
sixe  eye,  7  In.  oateldo 
diameter  and  under. 

WAULACB  SUPPLY  Ca 

8  West  Waahington  St. 
CHICAGO,  ILL. 


««  YANKEE^  CAN  AND  BOTTLE  OPBNER 


Ccrks 


AT   lOo 


•  Costa  you  no  more  than  the  ordinary 
write  us  for  name  of  nearest 
Jobber. 

Taylor   lWffa»  Co» 

HARTFORD,  CONN. 


AMERICAN  TOOL  CHEST  CO. 

Factory  and  Salesroom: 

Mt  West  lewlMi  St*  NEW  YOU,  as. A. 

TOOL  CHESTS ;  all  aizea,  complete  with  tools,  for 
Boys,  Youths,  Gentlemen,  Farmers,  Railroads 
and  Carpenters'  use;  also  Tool  Cabinets,  Machin- 
ists%  Electricians' and  Pipe  Fitters'  Empty  TOOL 
CHESTS.    Asents  for  Steel  Tool  Cheats. 

SEND   ior   LATEST   CATALOGUE 

ABKfRNATMV 

RAPID  miNa  VISES 

For  Pattemmakers,  Cabiaet- 
nukert.  Carpenters  and 

MANUAL  TRAINIM  SCHOOL  EQUIPMENTS 

Partiadars  and  Trade  Discounts  Upon  Applicatioo 
ABERNATHY  VISE   dk  TOOL    COMPANY 
331  Engletvood  Ave,,  Chicago,  HL 

ORNAMEN1  ALf  ENCES 


Iron  or  Wirot 
built  to 
your  ordar. 


The  finest  at  lowest 
pricea.  Satiafiio* 
"on  cuarantaed 


EntarprlM 
fo—dryJH 


Go.,lSS8.taat% 


No.  4:M0N ARCH  TACK  PULLER 


Made  of  STEEL,  nicely  nickel  plated.  NOT  of  the  CHEAP 
CAST  IRON  type.  The  only  thing  cheap  about  it,  is  the 
PRICE.    Manonctared  by 

The  Ellis  Manufacturinc  Co.,  Milldale,  Conn. 
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BOLTS,  NUTS 

RIVETS 
PUMP    CHAIN 

ManufBctured  by 

GARLAND 

NUT    AND 
RIVET    CO. 

PITTSBURGH,    PA. 


larfest  and 
:  manuf  ac- 
ffB  of  Rubber 
eeUani 
ten  in  tiie 
id. 

ite  for 

teh       0 

tmlogue. 

The 

.P.CburkU. 


The  Hold  'Em  SrSfr"?^^: 

The  only  trap  made  from  which  escape  in  im- 
possible. Costs  no  more  than  the  common  laced  trap; 
sells  at  big  profit.  No  complaints  about  rats  getting 
out  of  the  Hold  'Em.    Ask  your  jobber  for  them. 

H«,uf.ctured  WoFcester  Wire  Novelty  Co.,  Ganton^O. 


Hapdwape  Stopes  Fop  Sale^  etc* 


A.DVBRTISIIVa      RA.TBS      yS      GBIVTS      A.      UlIVB 


TURNBUCKUrES 


MERRILL  BROS.,    Maspeth,  N.  Y. 
MeWUNNIE  WHEEL  BAIIOW   WOIKS 

POCGH&EBPtsIB.  N.  Y..  U.  «.  A. 

Manufacturer  of  all  kinds  of 
Wooden,  Steel  Tray  and  Steel 
Tubular 

Wheel  BmrrawB 

for  railroad,  coal,  stone, 
mortar  and  garden  use. 

HUBERT  E.  PECK,  625  F  St..  N. 

W.,  Washington,  D.  C,  Consolting 

"  I    Patent    Causes.    U.    S. 

for  leaflet  on  ''Rejected 


PJTEITJ  ^ 

and  Foreign  Patents.    Send 
Patents  Applications." 


CLENDENNIN 


BROS.,    Baltimore,    Md.,    Soldering 
Nails  and  Tacks,  Copper  Rirets  and 


Coppers,  Copper ,  -^,- 

Burs,  Brass  Shoe  Nails,  Iron  Cobbler  s  Nails,  Sheet 
and  Ingot  Copper,  Shoe  Tacks. 

SEND  for  Optical  trade  catalogue,  including  com- 
passes, magnifying  glasses,  etc.  L.  Manasse,  88  Madi- 
son  street,  Chicago. 

WANTED — A  first  class,  experienced  Builders'  Hard- 
ware store  salesman  to  take  charge  of  that  depart- 
ment in  a  large  hardware  house  in  the  middle  west. 
Address  William  Bishop,  care  P.  &  F.  Corbin,  11 
Murray  St.,  New  York. 

A  YOUNG  CUBAN,  of  American  education  in  the 
wholesale  and  retail  hardware  business,  desires  to 
find  an  American  as  partner  who  thoroughly  under- 
stands this  business  and  will  take  an  active  interest 
with  him.  $20,000  cash  capital  required.  Old  stand- 
ing business  and  well  established.  Write  "Hard- 
ware,"  P.  O.  Box  1078,  Havana,  Cuba. 

WANTED— $50,000  additional  capiUl;  wholesale  hard- 
ware house  in  Texas;  fine  territory,  splendid  opening. 
Address  "A  Chance,"  care  Hardware  Dealers'  Maga- 
zine, 253  Broadway,  New  York. 

WANTED — Exclusive  sales  agency  for  New  York  ter- 
ritory for  some  standard  machine,  tool,  or  hardware 
specialty.  Address  "Exclusive,"  care  Hardware 
Dealers*  Magazine,  258  Broadway,  New  York. 


FOR  SALE— Stock  of  Hardware  and  Mill  Supplies, 
doing  both  jobbing  and  retail  business.  Stock  abso- 
lutely clean  and  up-to-date.  The  pioneer  store  of  the 
county;  in  one  location  for  25  years  or  more,  in  a 
city  of  between  7,000  and  8.000.  Good  society, 
schools  and  churches,  and  healthful  climate.  Loca- 
tion i^  Michigan  and  on  one  of  the  lakes.  Business 
is  O.  K..  and  by  humping  oneself  can  be  increased 
much  as  desired.  It's  surely  an  opportunity  for  any 
one  or  two  hustline  hardware  men  that  doesn't  often 
come.  If  interested  address  "A.  C.  R.,"  care  Hard- 
ware Dealers'  Magazine,  258  Broadway,  N.  Y.  City. 

TWO  HARDWARE  STORES  FOR  SALE— About 
$40,000  stock;  one  in  Oklahoma  town  of  6,000 
population,  sales  about  $100,000  annually.  One 
in  Texas  town,  5,000  pojiulation;  annual  sales 
about  $100,000;  good  location^  healthy  and  good 
/-__j  ^  ..  Address    Box 


water.       Good     reason 
814,    Bowie,   Texas. 


for 


lling. 


OLD  ESTABLISHED  New  York  house  wants  sales- 
man to  canvass  eastern  trade.  Address,  stating  age, 
experience  and  salary  expected,  "H.  S.  J.,'  care 
Hardware  Dealers'  Magazine,  258  Broadway,  New 
York.        

FOR  SALE — Nice,  clean  stock  of  Hardware  in  good 
railroad  town  in  Iowa  of  1,500.  Special  bargain.  A. 
F.  Stickney,  Toulon,  III. 

SALESMAN  WANTED— Hardware  specialty  house 
desires  a  young  man  with  some  road  experience.  Ad- 
dress, stating  age,  salary  expected  and  qualificationa. 
Address  "Wire/*  care  Hardware  Dealers'  Magazine, 
258  Broadway,  New  York. 

WANTED — Traveling  salesmen  wanted  in  every  State 
to  sell  our  new  game  for  which  there  is  such  a  craze 
everywhrc.  Handled  by  Sporting  Goods  and  Hard- 
ware Dealers.  Liberal  commissions  and  exclusive 
territory  given.    A.  H.  Warner  &  Co.,  Bristol,  Conn. 

SALESMAN  WANTED,  visiting  wholesale  and  reUil 
hardware   dealers,    botn    north   and   south,    to    carry 

?ood  paying  side  line  of  sole  leather  strips  and  tape. 
Jberal  proposition.    Address  "G.  M.,"  000  Tribune 
Building,  New  York. 


ARTICLES  FOR  BUILDING  TRADE— To  manufac- 
turers of  patents  and  others:  W.  &  R.  Leggott,  Ltd., 
90  and  01  High  Holborn,  London,  EngUmd,  will  be 
pleased  to  manufacture  on  royalty  or  otherwise — at 
their  up-to-date  works,  Bradford,  Yorkshire— Gen- 
eral Hardware  Goods  for  Building  Trade.  Please 
communicate. 
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Beyere   Robber  Co 656 

Rhodes  Utg.   Co 4»1 

Rlcbardaou   B.B.  Skate  Co.4HXt 

Robertson,  Arthur  R 645 

Rock  Island  Tool  Co 658 

Roller    Cabinet    Workii 502 

Rollmao    Jilts;.    Co 662 

Root  Bros.  Co.,  The.. 401,  657 

RosUnd    Mfg.    Co 639 

Royal   Mfg.    Co 651 

Russell  &  Erwin   Mfg.   Co.46.3 

8 

SchoUhorn   Co.,    Wm 684 

Schutte  &  Co..   B.  G 663 

Sheffield   Mfg.   Go 637 

Shelp  &ffg.  Go.,  H.  H....610 
S^helby   Spring   Hinge   Co.. 646 

Shelby  Steel  Tube  Co (638 

SherH'ood  Metal  Wrkg.  Co.644 
Samson    Cordage    Works... 478 

surer   Lake   Co 519 

Simonds   Mfg.    Co 639 

Smith  &  Davis   642 

Smith  ft  Egge  Mfg.  Co... 521 
Smith  &  Hemenway  Co... 462 

Smith  Mfg.   Co.,   F.   H 653 

Snow  Flake  Axle  Grease  Co. 504 

Snow  Flake  Mfg.  Co 664 

Solderene    Co 664 

Sommer's  Soh,  John    684 

Specialty  Mfg.  Co 660 

Spring  Steel  Fence  &  Wire 

Co 646 

Standard  Stamping  Co 614 

Stanley  Rule  &  Level  Co. 469 

Stanley  Works  648 

Star  Expansion   Bolt   Go.  .457 

Star  Mfg.    Co 615 

Starrett  Co.,   L.  S.,  The.. 643 

Stephenson    Mfg.    Co 607 

Stevens  Arms  &  Tl.  Co.,  J.682 
Stimpson  Scale  &  Mfg.  C0.6O8 

Stowell   Mfg.   Co 669 

Superior  Spring  Hinge  Co.646 
Sycamore  Wagon  Works.  .511 
Syracuse  Chilled  Plow  Co. 660 
Syracuse  Twist  Drill  Co.. 630 

T 
Taylor  &  BoggU  Fdy.  Co.. 516 

Taylor  Mfg.   Co 609 

Thrce-ln-One  Oil  Co 644 

Tower  &   Lyon   Co 517 

Townsend   Co.,C.   C.  &  E.P.516 

Tuck    Mfg.    Co 642 

Turner    &    Seymour    Mfg. 

Co.,    The    663 

Turuer  Brass  Works 608 

u 

Union  Cutlery  ft  Hdw.  Co. 641 
Union  Elev.  ft  Mach.  Co... 609 

Union  Hardware  Co 493 

Uwful  Article  Co 660 

Utica    Drop   Forge   ft  Tool 
t'o 462 

V 

Vandegrift  Mfg.  Co.,  The..612 

W 

Wagner  Mfg.  Co 631 

Wall  Mfg.   Supply  Co.,  P. 468 

Wallace  Supply  Co 009 

Walworth  Mfg.  Co 683 

Ward  Safety  Raaor  Co 488 

Watrous  Mfg.  Co.,  B.  L.  .647 
Waverly  W'denware  Wk8..668 

Weber-Kirch  Mfg.  Co 637 

White  Lily   Mfg.   Co 666 

White  Mop  Wringer  Co... 666 
White     Mountain     Freeser 

Co.,  The 472 

Whiting  ft  Son  Co.,  Jno.  L.607 
Wlebusch   ft  Hilger,   Ltd.  .473 

Williams  ft  Co.,  J.  H 613 

Williamson    Wire    Novelty 

Co..   C.   T 499 

Windsor  Stephens  ft  Co... 621 
Winslow  Skate  Mfg.  Co... 493 

Wiss  &   Sons  Co.,   J 490 

Worcester      Lawn      Mower 

Co.    667 

Worcester     Wire     Novelty 

Co 670 

Wright  Wire  Co 646 

Y 

Yale  ft  Towne  Mfg.   Co... 461 
Yawman    &     Knapp    Mfg. 
Co 662 


A 

Abemathy  Vise  ft  Tool  Co.  660 

Abingdon  Trap  Co 503 

Acme  Ball  Bearing  Sales 

Co 668 

Acme  Steel  Goods  Go 642 

Advance  Mfg.  Ca 654 

AJax   MfgTCo 683 

Alabastlne    Co 480- 

Alaska    Refrigerator    Co.. 663 

Allen  ft  Co.,  S.  L 498 

American  Hdw.  Mfg.  Co., 

476,  651 

American  Ring  Co 666 

Am.   Safety  Razor  Co 489 

Am.    Shearer   Mfg.   Co 492 

American  Tool  Chest  Co.  .069 
Am.  Tube  ft  Stmpg.  Co.  .458 
Andrews  Wire  ft  Iron  Wks.633 

.\rcade  Mfg.  Co 662 

Armstrong  Mfg.  Co..  The. 642 

Arrow  Can  Co 630 

AsaocUted  Silver  Go 490 

Atlas  Mfg.  Co..  The 611 

Atlas  Shear  Co.,  The 488 

Avery  Stamping  Co 617 

Ayvad  Mfg.  Co 601 

B 

Baeder,  Adamson  &  Go.  ..601 

Baker-McMillen  Co 641 

Baldwin  Chain  ft  Mfg.  Go.  643 
Barnes  Co.,  Wallace,  The. 641 

Barnies  Tool  Co M2 

Barney  ft  Berry,  Inc 495 

Bairatt,  W.  L.    606 

Barrett  Mfg.  Go 669 

Bemis  ft  Call  Hardware  ft 

Tool  Co 613 

Bennett  Mfg.  Co 607 

Berger,  L.  D 646 

Berger  Bros.   Go 63f 

Berry   Bros.,    Ltd 634 

Best,  John  H 668 

Bestgen,  John  G 629 

Bicycle  Step  Ladder  Co... 610 

Bigelow,  J.  F 646 

Billings  ft  Spencer  Co 612 

Bird  ft  Son,  F.  W 477 

Bissell  Carpet  Swpr.  Co. .  .661 
BUck  Silk  Stove  Pol.  Wks.502 

Bloomer,   R.  E 666 

Bommer  Bros 649 

Bonner  Mfg.  Co.,  C.  E....613 
Boss  Washing  Machine  Co.483 
Brammer  Mfg.   Co..  H.  F.667 

Brass  Goods  Mfg.  Co 614 

Bridgeport  Chain  Co 465 

Bridgeport  Hdw.  Mfg.  Co.. 486 
Bridgeport  Wire  Goods  Co., 

The    666 

Bristol  Co.,  The  684 

Buck,   V.   P 490 

Buckley  Rubber  Co.,  J.  W.683 

Buffalo  Mfg.   Co 635 

Buffalo  Wire  Works  Co.. 646 
Burgess- Norton   Mfg.    Go.  .603 

Burlington  Basket  Co 629 

Batter  Bros.   464 

C 

Carborandam  Co.,  The  . . .  .470 

Gary  Mfg.  Co 616 

Chadbom  ft  GoldweU  Mfg. 

Co 668 

Champion  Safety  Lock  Co.  .649 
Cbapln-Stephens  Co.,  The.. 640 
Chicago  Flexible  Shaft  Co., 

ifli  188 
Chicago  BoUer  Skate  Co.. 626 
Chicago  Spring  Butt  Co.. 648 
Clark  Mfg.  Co.,  J.  L..;..644 

Clark  Co.,  The  Geo.  P 670 

Clayton    ft  (Lambert   Mfg. 

Go.    660 

Clendennln  Bros.   ..' 070 

Cleveland    Stmpg.    ft    Tool 

Go 600 

Cleveland  Stone  Co 458 

Cleveland  Wire  Spring  C0.6SO 

Clinton  Wire  Cloth  Co 474 

Coates  Clipper  Mfg.  Co. .  .476 
Cobnm  Trolley  Track  Mfg. 

Co.     610 

Coes  Wrench  Co-v- 460 

Coffield  ft  Son,  P.  T 666 

Cohn  ft  Co.,  6 661 

GoldweU  Lawn  Mower  Oo.669 

Cole  Co.,  G.  W 644 

Golnmblan   Hdw.   Go.   Co., 

The    662 

Columbian  Rope  Go 619 


Consolidated  Gas  ft  E.  Go. 512 

Cook  C<J..  H.  C 684 

Cooley    Mfg.    Co 638 

Corbin  Motor  Vehicle  Corp.408 

Covert  Mfg.   Co 684 

Cronk  ft  Carrier  Mfg.   Go..466 

Crosby  ft  Co 505 

Cyclone   Seeder  Go 643 

D 

Daisy  Mfg.  Go 494 

Dana   Mfg.   Co 664 

Davis   ft   Cook 638 

Dixon  Crucible  Co.,  Jos... 604 

Dobson,   Wm 669 

Draper  ft  Maynard  Co 49S 

Droescher,    S.    R 683 

Drouve  Co..  The  G 458 

E 
Eagle  Cooperage  Works... 667 
Eaton  ft  Prince  Co.,  The.  .611 

Eclipse   Mfg.    Co 034 

Eddy   Mfg.   Co 486 

Elastic  Tip  Co.    514 

Bills  Mfg.   Co.,   The 669 

Energy  Elevator  Co 608 

Enterprise  Fdry.    ft  Fence 

Co 669 

Enterprise  Mfg.  Co |499 

Brie  Specialty  Co ,.493 

Estes  Mills   618 

Eureka    Sharpener   Co 660 

Everready   Gas  Co 612 

Excelsior   Supply   Co .  .631 

Excelsior  Implement  Co... 660 

F 

Fahrig  MeUl  Co 638 

Foy  Mfg.   Co 628 

Franklin  Specialty  Co 630 

Fulton  Iron  Works 637 

G 

GarhiDd   Nut  ft  Rivet  Co.  .670 

Gem    Mfg.    Co 631 

Gerts-Lumbard  ft  Co 603 

Gifford-Wood   Co 631 

Gilchrist  Co.,    The 633 

Gillette    Clipping   Machine 

Co.    492 

Glascock  Bros.  Mfg.  Co... 632 
Grand  Rapids  Fixture  Co. 509 
Grand  Rapids  Hand  Screw 

Co 6;«5 

G.   R.    Refrigerator  Co 663 

Great  Western  Mfg.  Co... 407 

Green  Co.,   A.  H.,  The 510 

Greene  Mfg.  Co.^  The 667 

Gregg  Mfg.  Co.,  The 656 

Grifllu  Mfg.    Co.,    The 048 

Ham  Mfg.  Co.,   C.  T T.600 

Ilarailtou   Rifle  Co.,   The.  .494 

Hammer  ft  Co 644 

Hammond,    B 458 

Harrington    ft    Richardson 

Arms  Co 496 

Hart   Mfg.    Co.,   The 606 

Hartwell  Bros 636 

Harvey   .Mfg.   Co 661 

Hasaeries,   Carl    660 

Hawkes-Jackson   Co 497 

Heioisch's  Sons  Co.,  R 490 

Helse  Mfg.   Co..   W.   F 643 

Helwig   Mfg.   Co 669 

Herrick  Co.,   F.   A 458 

Herrick    Refrigerator   Go.  .662 

Hessler  Co.,   H.   B 667 

Hewitt  ft  Bros.,  C.  B 630 

Hill  Dryer  Co , 467 

Hill-Standard    Mfg.    Co... 497 

Hohner,  M 501 

Holland  Mfg.  Co 656 

Home  Exhibits  Co 520 

Hotchklss,    B.    S .  ^ 491 

HotJs,  Fr 498 

Hoyt,   Arthur  S 506 

Unber  Acct,  Register  Co.. 633 
Hunt,  Helm,  Ferris  ft  Co. 620 
Hussey  ft  Co.,   C.  G 637 

I 

International  Silver  Co.... 627 
Irland  Pipe  Wrench  Co... 615 
Ironton  Wood  Mantel  Co.. 660 

Ives  Co.,  The  H.  B 608 

Iwan  Bros 468 

J 

Johnson   Co.,    E.  J 685 


Johnson's    Arms    ft    Cycle 

Works,   Iver   522 

Johnson,    Wm«    632 

K 

Kampfe  Bros 487,   684 

Keystone     Steel     ft     Wire 
Co 642 

L 

Landers,   Frary   ft   Clark.. 471 

liasher  Mfg.   Co 661 

Lawson    Mfg.    Go 647 

Leavens  Mfg.  Co 66ff 

Llpplncott,     W.    M.     ft    I. 

Co 490 

Lndlow-Saylor  Wire  Co 645 

Lufkin  Rule  Co..  The.... 640 
Lynn  FUter  Bifg.   Co 662 

M 

Majestic  Furn.  ft  Fdry.  C0.668 

Manasse,   L 670 

Maple  City   Mfg.   Co 660 

Martcross  Co 669 

Martin-Senour   Co 605 

Martin's  Sons,  E.  J 684 

McCabe,   F.  J.   626 

McCabe  Hanger  Mfg.  Co.. 684 
McWhinnle       Wheelbarrow 

Works     670 

Meisselbach  ft  Bro.,  A.  F.6e9 

Merriam  Mfg.  Co 497 

Merrill   Bros 670 

MeUUic  Screen  Co.,  The.. 646 

Miller  Co.,  Franlr 636 

Miller  Co.,   J.    W 618 

MUler  Lock  Go.   . . .' 468 

Millers  Falls  Co 684 

Milwaukee  Dustless  Brush 

Co 606 

Morrill,    Charles    468 

MoBSberg  Co.,  Frank 515 

Motor  Car  Equipm't  Co... 499 
Mott  Iron  Works,  J.  L....666 
Myers  ft  Bro.,  F.  E 610 

N 

Nashua  Till  Co 510 

National  Mach.   ft  Stamp- 
ing Co 660 

National  Mfg.   Co 649 

National  Safety  Snap  Co.  .655 
Nelson-Morrison  Mfg.  Co.. 667 
N.  England  Enameling  Co.632 
New  Jersey  Wire  Cloth  Co.646 

Nicholls   Mfg.    Co 641 

Nicholson    File    Co 684 

Nickel   Plate   Stove   Polish 

Co.    503 

Northfleld  Knife  Co 488 

North  Bros.  Mfg.  Co 665 

North  Wayne  Tool  Co 491 

Norvell  -  Shapleigh     Hard- 
ware  Co 628 

Novelty  Mfg.  Co 482 

O 

Ohio  Cooker  Co.,  The 637 

O'Neill  Elevator  Co 608 

Oneida  Community,  Ltd.  .479 
Osgood  Scale  Go 669 

P 
Page-Storms  Drop  Frg.  Co.615 

Palmer  Co.,  The  I.   B 496 

Parker  Wire  Goods  Co 669 

Parker   Co.,   Ghas 664 

Peck,  Hubert  B 670 

Peck-Hamre   Mfg.    Co 660 

Pelouse  Scale  ft  Mfg.  Go.  .617 
Peoria  Lawn  Mower  Grinder 

Co 658 

Perfection   Mfg.   Co 491 

Phenix   Mfg.    Co 662 

Philadelphia    Lawn   Mower 

Co 659 

Phlllips-Laffltte  Co.,     The. 669 

Pike  Mfg.  Co 457 

Porter,   H.  K 683 

Porter  Machine    ft    Stamp- 
ing   Works    669 

Pritchard-Strong  Co.,  The. 481 
Pullman    Mfg.    Co 468 

R 

Read  Mfg.  Co.,  O.  B 683 

Reading    Hdw.    Co 683 

Reliable  Incub.  ft  Brooder 

Co 634 

Reliance  Edge  Tool  Co.... 680 
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CAREFULLY  CONSULT  the  ftdYertising  pages  for  announcements  of  seasonable  goods  and  qwdal 
offers.    It  pays  every  Buyer  to  keep  posted. 

If  yon  don't  find  what  you  want  write  us.  We  have  a  complete  catalogue  file  which  we  place  at  your 
service. 


Abrasii-vre   Materiala 

Carborandom  Go.,  Niagara  Falls, N.Y. 
Pike  Mfg.   Co.,   Pike.   N.  H. 
Account  Regriater 
Huber  Account  &  Register  Co.,  Buf- 
falo. N.   y. 
Adjuatera,  Blind 
Colombian  Hdw.   Co.,  Cleveland,  O. 
Ivea  A  Co.,  H.  B.,  Mew  Haven,  Ct. 
Millers    Falls   Co.,    28   Warren    St., 

New    York. 
Boasell    A    Brwin    Mfg.    Co.,    New 
Britain.    Ct. 
Adjnatera,   Casicment 
Beading  Hardware  Co.,  Reading,  Pa. 
Russell    &    Brwin    Mfg.    Co.,    New 

Britain,    Ct. 
Yale  A  Towne  Mfg.  Co.,  0  Murray 
St..   New   York. 
Adjvatersy   Hammo«]c»    Rope 
and  Strap 
Covert  Mfg.  Co.,  Troy,  N.  Y. 
Aarrtenltni'al  Bdse  Tooui 
North   Wayne  Tool" l3o.,   HallowcU, 
Me. 
Aanrioiiltnral    Impl  omenta 
Allen   A   Co.,    S.    L.,    Box    1100   H, 
Philadelphia,   Pa. 

»en  A  Bro.,  F.  B.,  Ashland,  O. 
rertiaingr  NoTelttea 
Taylor  Mfg.   Co.,    Hartford,   Ct. 
Aleolioly  Denatured 

Berry  Bros^   Ltd.,  Detroit,   Mich. 
Alconol  Cms  Stovea 
Manning,   Bowman  A  Co.,   Merlden, 
Ct. 
Andlrona 

(See  Fireplace  Goods.) 
Ankle  Bendera 

(See  Benders.) 
AnVUs 
Columbian  Hdwe.  (3o.,  Cleveland,  0. 
Apple  Onttera 

BoUman  Mfg.  Co.,  Mount  Joy,  Pa. 
Apple  Parera 

Beading  Hardware  Co.,  Reading, Pa. 
Aprona 
Bxcelsior  Implement  Co^  Troy,N.Y. 
Artifleial  Minnow  Bait 
Bnterpriae  Mfg.  Co.,  Akron,  O. 
K.   A  K.   Mfg.   Co.,   Toledo,   0. 
Aali  Cana 
Anav  Oaa  Oa.,  tS  Warren  St.,  N<>> 

York. 
Berger.    L.    D.,    60    North    Sd    St., 

Philadelphia,   Pa. 
Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton, Mass. 
Aalt  Sifter* 
Acme    Ball    Bearing   Sales   Co.,    56 

Warren  St.,  New  York. 
Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton. Mass. 
Hill  Dryer  (^.,  815  Park  Ave.,  Wor- 
cester, Mass. 
Anarer  Bit* 
Ruaaell    ft    Brwin    Mfg.    Co.,    New 
BriUln,   Ct. 
Anarer  Bita,  Bxpanaive 
Tower    A    Lyon    Co.,    06    Chambers 
St.,  New   York. 
Anar«n»  ESartli  and  Poat  Hole 
Iwan  Brothers,  Streator,   III. 
Union    Blevator   A   Mach.    Co.,    144 
Ontario  St.,   Chicago,    111. 
Antomatie  Trncka 
Peck-Hamre  Mfg.  Co.,  The,  Berlin, 
Wis. 
Automobile  Jaoka 
(See  Jacks.) 


Automobile  Lampa 

(Bee  Lamps.) 
Automobile  Suppliea 

Bxe^ior  Supply  Co.,   Chicago,   IIL 
Motor  Gar  Bkiuipment  Co.,  65  War- 
ren St..  New  York. 
New   York   Sporting   Gooda  0>.,    17 
Warren  St.,  New  York. 
Automobile       TubingT       suid 
Rima 
American    Tube    A    Stamping    Co., 

Bridgeport,  Ct. 
AutomobUea 
Corbin    Motor    Vehicle    (3orp.,    New 

Britain.    Ct. 
Stevena  Arms  A  Tool  (^.,  J.,  (Thieo- 
pee  Falla,  Mass. 
Awla,  Bradi  Belt  and  Seratob 
Tuck  Mfg.  Co.,   Brockton,  Mass. 
Ax  Handlea 

(See  Handles.) 
Axea  and  Hatobeta 
Arcade   Mfg.   Co.,   Freeport,   111. 
Buraeaa- Norton    Mfg.    <Jo.,    Gteneva, 

Wiebuaeh  A  Hllger,  Ltd..  9-16  Mur- 
ray St.,  New  York. 
Axle  Grease 

Snow  Flake  Axle  Grease  Co.,  The, 
Fitchburg,   Mass. 
Axle  Gresuie— Orapbite 
Dixon    Crucible    Co.,    Jos.,    Jersey 
City,  N.  J. 
Axle  Oil 

(See  on.) 
Babbit  Metal 
Fahrlg  Metal  Co.,   816  Hudson  St, 

New  York. 
PhiUips-LalBtte     Co.,     Penn     Bldg., 

Philadelphia,  Pa. 
Babr  'Walkers  and  Jumpers 
Glaacock  Bros.  Mfg.  Co.,9iu>cie,Ind. 
Basra 

Osee  Articles.) 
Bank  and  Omee  Raillnar 
Buffalo  Wire  Wks.  OcBuffalo,  N.Y. 
Ludlow-Saylor  Wire  Co.,  St.  Lonia, 

Mo. 
Wright  Wire  0>.,  Worceater,  Mass. 
Barbed  'Wire 

(See  Wire.) 
Barrel  Swlnars 
Glascock  Bros.  Mfg.  Co.,Muncie,Ind. 
Base  Ball  Sboe  Plates 
Wlnslow    Skate    Mfg.    (3o.,    Sam'l, 
Worcester,  Mass. 
Base  Ball  Supplies 
Draper-Maynard  Co.,  Plymouth,N.H. 
Baskets,  Wire 
Andrews  Wire  A  Iron  Wks.,  Bock- 
ford,  lU. 
Batb  Room  FittingTs 
American  Ring  Co.,  WaterbxuTf  Ct. 
Buffalo  MfgrCo.,  Buffalo,  N.  Y. 
Manning,   Bowman  A  Co.,   Merlden, 

Ct. 
Novelty  Mfg.  Co..  Dept.  K.,  Water- 
bury,  Ct. 
Parker  Co.,  Chas.,  The,  Meriden,  Ct. 
Pritchard-Strong  Co.,  29  Circle  St., 

Rochester,   N.   Y. 
Taplin  Mfg.  Co.,  New  Britain,  Ct. 
Beaters 

(See  Carpet  Whips.) 
Bells  and  Gongrs 
Mossberg  Co.,  Frank,  Attleboro,Mass. 
Reading  Hardware  Co..  Reading,  Pa. 
Russell    A    Brwin    Mfg.    Co.,    New 
Britain,    Ct. 


Wall    Mfg.    Supply    Co.,    P.,    AMe- 

fheny.  Fa. 
t  Dressinar 
Dixon    Crucible    (}o..    Joa.,    Jarsay 

City,  N.  J. 
Stephenson  Mfg.  Co.,  Albany,  N.  Y. 
Belt  Hooks 


(See  Hooka.) 
Belt  Laeinir, 

_BrlstpLO>.,  Waterbury,  Ct. 


Laeinjr,  Steel 


Belt  Punebes 

iSee  Punches.) 
ts.    Rubber,    Cotton    suid 
Tbresber 

Buckley    Rubber    Co..    J.    W.,    m 

Warren  St.,   New  York. 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston.    Mass. 
Beneb  8'erews 

(See  Screws.) 
Benebes*    Cabinet-Makers. 
Grand     Rapids    Hand     Setew     €«., 
914  Jefferson  Ave.,  Grand  Bapids^ 


Benders,^  Anarle  and  BTg 


Wallace 


Co., 


_    Supply       .  , 
City  Block,  Chicago,  _I1L 
els,  -"--^ — 


levels.  Rafter  and  Polrvon 

Davis-Hunt-Colister    Hardware    Co., 


Cleveland,  O. 
Bioyole  Bells 


(See  Bella.) 
Biojrole  Lan 

(See  liampa.) 

Bur 


ips 


ipplies    and    8an« 


Bierc-_ 
dries 

Bzcelaior  Supply  Co.,   Ghleafls, 
Myera  A  Bro.,  F.  B.,  AshlaiZ  O. 


la 
17 


New    York  Sporting  (iooda  Cft., 

Warren  St.,  New  York. 
Smith  A  Bgge  Mfg.  Co.,  Brldg^ort, 

Ct 
Bieyeles 
Great  Western  Mfg.  Co.,  La  Perta, 

Ind. 
Johnson's    Arms    A    Cyela    Waiki^ 

Ivor,  Fitchburg,  Mass. 
Binder  Tv^ne 

(See  Twine.) 
Bird      Caare      Sprlnss      and 

Cbains 
Turner  A  Seymour  Mfg.   0a.,  Tor- 

rington,  Ct. 
Bit  Brsuses 
Millers  Falla   Co..   28  Waraaa  St, 

New  York. 
Reading    Hardware    Co.,     Baailagi 

Pa. 
RosseU    A    Brwin    Mfg.    Oa.,    New 

Britain,   Ct. 
StanleyRnle    A    Level    99^    New 

BriUln,  Ct. 
Bita 

(See  Auger  Bits.) 
Blaokboardst  Slate 
Johnson  Co.,   B.   J.,  88  Bark  Baw, 

New  York. 
Blanks*  Fork  and  KnMe 
Union  Cutlery  A  Hdw.   GS.,  Vnlon- 
vlUe,  Ct. 
Blooks,  Cbain 
Yale  A  Towne  Mfg.  Co.,  •  Mamy 
St.  New  York. 
Bloeks,  Taekle 
Fulton    Iron    Wka., 

Detroit,  Mich. 
Union  Blevator  A  Machine  (X>.,  144- 

146  OnUrlo  St.,  Chicago.  lU. 
Union  Hardware  Co.,  Ton^gtsu,Ot. 
Boat  Hardware 

(See  Marina  Haidwaia.) 


IS 


St. 
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Boat«t  GaB-vas 

Glascock  Bros.  Mfg.  Co.,Muncle,Iiid. 
Boilera*  Heatinir 
Hott  Iron  Wks.,  J.  L.,  6tb  Ave.  and 

17th  St..  New  York. 
Boiler*,  wash 

(See  Wash   Boilers.) 
Belt  and  Nat  Machinery 
Waterbury-Farrel  Pdty.    &  Machine 
Co.,  Waterbnry,  Ct. 
Bolt  Clippers 
Helwlg  Mfg.  Co.,  St.  Paul.  Minn. 
Porter,    H.    K.,    Everett,    Mass. 
Schollhom  Co.,  Wm.,  New  Hayen^Ct. 
Bolt*  and  Nnts 
Garland    Nut    &    Rivet    Co..    Pitts- 
burg, Pa. 
BorInK  Maohlnea 
AJaz  Mfg.   Co.,  PitUburg.  Pa. 
Box  HInires 

(See   Hinges.) 
Box  Hooks 

Johnson,    Wm.,    Newark,    N.    J. 
Box  Loelcs 

(See  Locks.) 
Bottle  Openers 
Stephens  A  Co..  Windsor,  Waltham, 

Mass. 
Tairtin  Mfg.  Co.,  New  BriUln.  Ct. 
Taylor  Mfg.  Co.,    Hartford.  Ct. 
Bottle  Stoppers 
Taplin   Mfg.   Co.,    New   BriUln.   Ct. 
Box  Openers 
Bonner  Mfg.   Co.,    C.   B.,   Chrlsman, 

III. 
Box  Straps,  Corners*  Hasps* 

ete. 
Acme  Steel  Goods  Co.,  Chicago,  111. 
Carr  Mfg.  Co.,  19-21  Roosevelt  St.. 

New  York. 
Boxes*    Hardware,    Shelf 
Green   Co.,    A.    H.,    97   Warren  St.. 

New  York. 
Sheip  Mfg.    Co.,    Henry   H.,    Colum- 
bia Ave.    k  Randolph   St.,    Fhlla. 
Boxes,  Mall 
Heise   Mfg.    Co..    W.    F..    66    Union 

Park  Court,   111. 
Hessler  Co.,   H.    E..   600   North  Sa- 

Una  St.,  Syracuse,  N.  Y. 
Merriam  Mfg.  Co..  Durham,  Ct. 
Peck-Hamre  Mfg.  Co.,   Berlin,   Wis. 
Reading  Hdw.   Co.,   Reading,   Pa. 
Taylor  &  Boggis  rdry.   0>.,   Cleve- 
land, O. 
Boxes,   Miter 
HiUsrs    Falls    Co.,    28   Wkrren   St., 

New  York. 
Smith  A  Hemenway  Co.,  108  Duane 

St.,  New  York. 
Tower    ft    Lyon    Co.,    96    Chambers 

St.,  New  York. 
Boxes,  Rnral  Mall 
Hessler  Co..   H.  B.,  600  No.   Sallna 

St.,  Syracuse.   N.   Y. 
Peck-Hamre  Mfg.   Co.,   Berlin.   Wis. 
Boxes,   Tin,   Stationers' 
Merriam   Mfg.   Co.,  Durham.   Ct. 
Brackets,  jPoldlng: 
GrlfRa  Mfg.   CJo.,   Erie,   Pa. 
Stanley  Works.  New  Britain,  Ct. 
Brackets,  Ironlns  Board 
BosUnd  Mfg.   Co.,   Milford,   Ct. 
Brackets*  Ijamp 
Arcade   Mfg.    Co..    Freeport,   111. 
Reading  Hardware  Co..  Beading,  Pa. 
Wagner  Mfg.  Co.,   Cedar  Falls,   la. 
Brackets,   Roof 
Wagner  Mfg.   Co^    Cedar  Falls,   la. 
Brackets*  Shelf 
Atlas  Mfg.    Co.,   New  Haven,   Ct. 
Grtflln  Mfg.   Co.,   Brie.  Pa. 
Reading  Hardware  Co.,  Reading,  Pa. 
Russell     A     Brwin    Mfg.   Co.,    New 

Britain,   Ct. 
Stanley  Works.  New  Britain,  Ct. 
Taplin   Mfg.   (^.,    New   Britain,    Ct. 
Brackets.  Show  Case 
Nashua  Till  Co.,   Nashua.  N.   H. 
Brackets,  Stair  Rail 

Reading  Hardware  Co.,  Reading,  Pa. 
Brackets,  Steel  Sink 

Hessler  Co..  H.  E.,  Syracsse,  N.  Y. 
Brass  and   Copper 

Hossey  A  Co.,  C.  (f.,  Pittsburg,  Pa. 
Brstslns  Plates 
Phlllips-Latttte    Co.,     Penn     Bldg., 
Philadelphia,  Pa. 


BraslnpT  Powder 

~      lips-LaC 
Phifadplphia.  Pa. 


Phillips-Laffitte     Co..     Penn     Bldg., 


Bread  Mixers 

Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton,  Mass. 


Ladders,   Frary  A  Clark,  New  Brit- 
ain. Ct. 
Manning,   Bowman  A  Co.,   Meriden, 

Ct, 
Pritchard-Strong  (^..    29  Circle  St., 
Rochester,   N.   Y. 
Bricklayers'    Hand    Protect- 
ors 
Excelsior  Implement  Co.,  Troy.N.Y. 
Bricklayers'    Line   Holders 
Excelsior  Implement  Co.,  Troy,N.Y. 
Broilers  (Smokeless)  Wire 
Bridgeport  Wire  Goods  Co.,  Bridge- 
port. Ct. 
Brooders,  Poultry 
Reliable    Incubstor    A    Brooder    Co., 
Quincy,    111. 
Broom  Holders 
Bennett  Mfg.  Co.,  The.  420  .\ubum 

Ave.,    Buffalo.    N.    Y. 
Eclipse  Mfg.  Co..  No.  Girard,  Pa. 
Brushes,   Floor 
Milwaukee  Dustless  Brush  Co.,  Mil- 
waukee, Wis. 
Brashes,   Paint.  Btc. 
Gerts-Lumbard  A  Co.,   208-210  Ran- 
dolph St.,  Chicago,  ill. 
Whiting  A  Sons  Co.,   John  L.,   090 
Harrison   Ave.,    Boston,    Mass. 
Bnlldlnig  Papers 

(See  Paper.) 
Bnrnlshers 

Tuck   Mfg.  Co..  Brockton.  Mass. 
BnshlnfiTS,  Adjustable  Pipe 
Armstrong  Mfg.   Co..    291   Knowlton 

St.,   Bridgeport,  Ct. 
Bntcner  Rnl-ves 
Forschner    A    Sons.    Chas.,    206    E. 

19th  St.,  New  York. 
Bntcher    Sairs 

(See  Saws.)  • 

Butts,   Door 

Griffin  Mfg.  Ck>.,  The.   Erie,  Pa. 
Russell     A    Erwin     Mfg.    Co.,    New 

Britain,   Ct. 
Stanley  Works,   New  Britain,   Ct. 
Yale  A  Towne  Mfg.   Co.,  9-16  Mur- 
ray St..   New  York. 
Cake  Mixers 
Landers,  Frary  A  Clark,   New  Brit- 
ain, Ct. 
Pritchard-Strong   Co.,   29  Circle  St., 
Rochester.  N.  Y. 
Cake  Turners 
Arcade  Mfg.  Co.,  Freeport,  111. 
Calipers  and  Dividers 
Starrett  Co.,  L.  S.,  Athol.  Mass. 
Calkins 

Estes  MilU,   Fall  River.   Mass. 
Can  Openers 
Arcade  Mfg.    Co..   Freeport,  111. 
Ellis  Mfg.  Co.,  The,  Milldale,  Ct. 
Meisselbacb  &  Bro.,  A.  F.,  Newark, 

N.  J. 
Pritchard-Strong   Co.,   29  Circle  St., 

Rochester.   N.  Y. 
Smith  A  Hemenway  Co.,  -106  Duane 

St.,  New  York, 
Taylor  Mfg.   Co.,  Hartford,  Ct. 
Cans 

(See   Articles.) 
Carbide  of  Silicon 
Carborundum    Co.,     Niagara     Falls, 
N.  Y. 
Carborundum 
Carborundum     (^.,     Niagara     Falls, 
N.  Y. 
Carborundum  Paper  A  Cloth 
Carborundum     Co.,     Niagara     Falls, 
N.  Y. 
Carborundum  T¥heels 
Carborundum     Co.,     Niagara     Falls, 
N.  Y. 
Carpenter  Aprons 

(See   Aprons.) 
Carpet  Pins  and  Sockets 
Turner   A   Seymour    Mfg.    Co.,    Tor- 

rington,  Ct. 
Carpet    Stretchers 
Hunt,  Helm,  Ferris  A  Co.,  Harvard, 

m. 

Carpet  S'weepers 

Bissell    Carpet   Sweeper   Co.,    Grand 
Rapids,   Mich. 
Carpet  whips  and  Beaters 

Andrews  Wire  A  Iron  Works,  Rock- 
ford,    111. 

Bennett  Mfg.  Co.,  The.  420  Auburn 
Ave.,   Buffalo.   N.    Y. 

Cooley  Mfg.  Co.,  103  So.  Canal  St., 
Chicago,    III. 

Ely  Mfg.  Co..  Th^.  J.,  Girard,  Pa. 

Useful  Article  Co.,  420  Auburn 
Ave.,    Buffalo,   N.   Y. 


Carriers,  Hay- 
Myers  A  Bro.,  F.  E.,  Ashland,  0. 
Carrlaire  Heaters 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago,    111. 
Standard  Stamping  Co.,   Marysville, 

Ohio. 
Carts*   Hand  and  Barrel 
_Myers  A  Bro.,  F.  B.,  Ashland,  O. 
Carvers'  Knives,  T¥ood 
Smith  A  Hemenway  Co.,  108  Duane 
St.,  New  York. 
Cash  Drawers,  Alarm 

Nashua   Till    Co.,    Nashua,    N.   H. 
Casters,  Ball  Bearlnar 
Acme    BaU    Bearing    Sales   Co.,    56 
Warren  St.,    New  York. 
Casters*  Furniture 
Clark    Co.,    Geo.    P.,    The,    Windsor 

Ix>cks,    Ct. 
Reading  Hardware  Co^  Reading,  Pa. 
Casters,  Rubber  Wheel 
Elastic  Tip  Co.,  870  Atlantic  Ave., 
Boston,    Mass. 
Castlngrs,  Malleable  and 

Steel 
Hammer  A  Co.,   Branford.  Ct. 
Catchers,   Grass 
Excelsior  Implement  Co.,  Troy.N.Y. 
Hasseries,  Carl,  Cleveland,  O. 
Specialty    Mfg.    Co.,     St.     Anthony 

Park,  Minn. 
Catches,  Bam  Door 

Reading  Hardware  Co.,  Beading,  Pa. 
Catches,  Refrlsrerator 
Brass  QooAm  Mfg.  Co.,  Brooklyn, N.Y. 
Reading  Hardware  Co..  Reading,  Pa. 
Catches,  Screen  Door 
Automatic   Door   Catch   Co.,    218  B. 

57th  St.,  Chicago,  111. 
Reading  Hardware  Co.,  Reading.  Pa. 
Watrous  Mfg.   Co.,  B.  L.,  The,  Des 
Moines,    lows. 
Challnfir  Dishes 
Buffalo  Mfg.   Co.,    Buffalo,    N.    Y. 
Manning,  Bowman  A  Co., Meriden, (3t. 
Chain 
Bridgeport    Chain    Co.,     Bridgeport, 

Oneida     Community,    Ltd.,     Oneida, 

Smith  A  Bgge  Mfg.  Co.,  Bridgeport. 

Ct. 
Turner  A  Seymour  Mfg.    Co.,    Tor- 

rington,  Ct. 
Chain,  Cycle  A  Automobile 
Baldwin   Chain  Mfg.    Co.,  The,  Wor- 
cester,  Mass. 
Chain  Blocks 

(See  Blocks.) 
Chain,  Pump 
Gigland  Nut  A  Rivet  Co..  Pittsburg. 

Cha\k  Lines 

Silver   Lake   Co.,    78  Chauncey  St.. 
Boston.   Mass. 
Check  Rein  Loop 

Read  Mfg.  Co.,  O.   B.,  Troy,  N.   Y. 
Cherry  Stones 
Rollman  Mfg.    Co.,   Mount  Joy.   Pa. 
Chimney  Tops,  Revolirlnfir 
Iwan  Bros.,  Streator,  111. 
Chisels 

Johnson,    Wm.,    Newark,    N.    J. 
Reliance    Edge    Tool    Co.,    Youngs- 
town,   O. 
Russell     A     Erwin     Mfg.    Co.,    New 

Britain,   Ct. . 
Tuck  Mfg.  Co.,   Brockton,  Mass. 
Christmas  Tree  Holders 
North  Bros.  Mfg.  Co.,  Philadelphia, 
Pa. 
Chutes,  Coal  and  T¥ood 
Majestic  Furnace  A  B^oundry  Co.,  23 

West   St.,    Huntington.    Ind, 
Cistern  Tops 
Wagner  Mfg.   Co.,  Cedar  Falls,   la. 
Clamps 

Grand     Rapids     Hand     Screw     Co., 
914  Jefferson  Ave.,  Grand  Rapids, 
Mich. 
Hammer  A  Co.,  Branford,  Ct. 
Williams   A    Co.,    J.    H.,    Brooklyn, 
N.   Y. 
Clippers,  FInver  Nail 
Cook   Co.,   H.   C,   The,   Ansonis,  Ct 
Clipping  Machines,  Hair 
Amerlcsn  Shearer  Mfg.  Co.,  Nashoa, 
N.   H.  »  — . 

Brown    A   Sharpe   Mfg.    Co.,    Provi* 

dence,  R.  I. 
Chicago  Flexible  Shaft  Co.,  180  On- 
Urio  St.,   Chicago,   111. 
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Ooatea  Clipper  Mfg.  Co.,  Worcester, 

Mast. 
HotcbklM.    Bdward    S.,    Bridgeport, 

Wlebuich  &  Hllger,  Ltd.,  0-15  Mar- 
ray  St..  New  York. 

Glippinar  Madtlnes,  Horae 

American  Shearer  Mfg.  Co.,  Naahua, 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,   Chicago. 
QiUette  Clipping  Mach.  Co.,  114  W. 

32d  St..  New  York. 
Wieboflch  &  Hllger.  Ltd.,  016  Mar- 
ray  St.,  New  York. 
Clothes  Bar* 
Ely  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Martcroaa  Co.,  40  Dearborn  St.,  Chi- 
cago, 111. 
ClotneM  Dryera 
Eclipse  Mfg.  Co.,   No.   Girard,  Pa. 
Hill  Dryer  Co.,  315  Park  Ave.,  Wor- 
c«>Pter,    Mnhs. 
Clothe*   Lilne   Fasteners 
Beniiott   Mfc.   Co.,   Th«»,  420  Auburn 
Are..    Buffalo,   N.   Y. 
Clothes  Lines 
Columbian  lloiie  Co.,  Aabum,  N.  Y. 
Betes  Mllla.  Fall  River.  Mass. 
Samson  Cordage  Wks..  Boston,  Mass. 
surer  Lake   Co..    78   Chaoncey   St., 
Boston,   Mass. 
Clothes  Lines,  UTire 

Wright  Wire  Co.,  Worcester,  Mass. 
Clothes  lirrinarers 
American  Wringer  Co.,  The,  N.Y.O. 
Glascock  Bros.  Mfg.  Co.,Mancle,In<i. 
Coal    Bairs 

Bxcelslor  Inmlement  Co..,  Troy.  N.Y. 
Coal,  Carrlaire  Heaters* 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago.   111. 
Standard  Stamping  Co.,   MarysTille. 
•   Ohio. 

Coal  Chutes 
(See  Chutes.) 
Coal  Elevators 
Olfford-Wood  Co.,  Hudson.  N.  Y. 
Coal  Hods 

Buffalo  Mfg.  Co.,  Buffalo,   N.   Y. 
Coal  Vases,  Brass 

Buffalo  Mfg.  Co.,  Buffalo.   N.   Y. 
Coaster  Sleds 

(See  Sleds.) 
Coaster  "Waarons 

(See  Wagons.) 
Coat  and  Hat  Hooks 

(See   Hooks.) 
Coat  Hangrers 
(See  Hangers.) 
Coffee  and  Spice  Mills 
Arcade  Mfg.  Co..  Freeporti  111. 
Landers.   Frary  ft  Clark,   New  Brit- 
ain, Ct. 
Parker  Co.,  Chas.,  Merlden,  Ct. 
Coffee  Percolators 
American  Silver  Co.,  Bristol,  Ct. 
Buffalo  Mfg.  Co.,  Buffalo,   N.   Y. 
Landers.  Frary  ft  Clark,   New  Brit- 
ain. Ct. 
Manning.  Bowman  ft  (^.,  Meriden.Ct. 
Coffee      Percolators,      Anto- 
matic  Blectrtc 
Aroorioan  Silver  Co.,  Bristol,   Ct. 
Coffee   Pots 

Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton,   Mass. 
Commode  Chamber  Pail 

Weber-Kirch   Mfg.   Co.,   Keokuk,   la. 
Conductor  Pipe 
Berger    Bros.     Co.,    281    Arch    St.. 
PhUadolphla,     Pa. 
Conductor      Pipe      Hangrers, 

UTire 
Iwan  Bros..  Streator,   111. 
Cookinflr   Utensils 
Avery  Stamnlng  Co..  Cleveland.  O. 
Cleveland    Stamping     ft    Tool     Co.. 

Cleveland,  O. 
Landers,   Frary  ft  Clark,   New  Brit- 
ain.  Ct. 
Copper 

(See  Brass  and  Copper.) 
Copper  Gaskets 

Hossey  ft  Co..  C.  G..  Plttsbarg.  Pa. 
Cordaflre 
Colombian  Rope  Co.,  Anbam,  N.  Y. 
Samson  Cordage  Wks.,  Boston.  Mass. 
Silver  Lake   Co..    78   Chaancey   St.. 

Boston,   Mass. 
Cork   Scre^rs  and  Pollers 
Arcade  Mfg.  Co.,   Freeport,   111. 
Brie  Specialty  Co.,   Erie,   Pa. 


Gilchrist    Co..    The,    236    Bank    St.. 

Newark,    N.    J. 
Parker  Co^  The  Chas..  Merlden,  Ct. 
Smith  ft  Hemenway  Co..  108  Duar* 

St.,  New  York. 
Williamson    Wire    Novelty    Co.,    C. 
T.,  66  Badger  Ave.,  Newark,  N.  J. 
Corporation  Cocks 
Walworth  Mfg.  Co..  128  Federal  St.. 
Boston,   Mass. 
Cornndnm  'Wheels 
Pike  Mfg.  Co.,   Pike,  N.  H. 
Cotton  l^lTaste 

Bstcs  Mills,  Fall  River,  Mass. 
Cranes 
Yale  ft  Towne  Mfg.   Co.,   0  Murray 
St.,   New   York. 
Crneibles 
Dixon    Crucible    Co.,     Jos.,     Jersey 

City.  N.  J. 
Crncible  Steel 
American    Tube    ft    Stamping    Co.. 
Bridgeport,   Ct. 
Cultivators 
Allen    ft    Co..    S.    L.,    Box    1100    H, 

Philadelphia.    Po. 
Syracuse  Chilled  Plow  Co.,  Syracuse, 

N.   Y. 
Cap  Hooks 
Tamer  ft   Seymour   Mfg.    Co.,    Tof- 

rington,   Ct. 
Curry  Combs 

Advance  Mfg.  Co..  Racine  Junction. 
Wis. 
Curtain  and  Screvr  Rlnprs 
Turner  ft   Seymour   Mfg.    Co..    Tor- 


rington.  Ct. 
Cnspldr 


Cuspidors 

Buffalo   Mfg.   Co.,    Buffalo,    N.   Y. 
Cutlery 

(See  also  Knives,   Razors,  Shears, 
etc.) 
Landers,   Frary  ft  Clark,   New  Brit- 
ain,   Ct. 
Northflcld  Knife  Co.,  Northfleld.  Ct. 
NorveU-Shaplelgh     Hdw.     Co.,     St. 

Louis,    Mo. 
Parker  Co^  Chas.,  The,  Merlden,  Ct. 
Smith  ft  Hemenway  Co..  108  Daane 

St.,  New  York. 
Cutters 

(See  Articles.) 
Dairy  Machines 

(See  Articles.) 
Dampers 

Arcade  Mfg.   Co.,   Freeport,  111. 
Taylor  ft  Boggis  Fdry.    Co.,    Cleve- 

land.   O. 
Dash  Rein  Fasteners 

Read  Mfg.  Co.,  O.  B.,  Troy,  N.   Y. 
Decalcomania  Sigrns 

(See  Signs.) 
Denatured  Alcohol 

(See  Alcohol.) 
Diaphraflrms 
Revere  Rubber  Co.,   77  Bedford  St., 
Boston,   Mass. 
Dish  Mops 
Estes  Mills,   Fall  River,  Mass. 
Door  Bells 
(See  Bells.) 
Door  Bolts 

Griffin  Mfg.  Ck).,  The.  Eric,  Pa. 
Door   Buttons,   Steel 
Watrous     Mfg.     Co.,    B.     L.,     Des 
Moines,    la. 
Door  Catches 
AmericaJi  Hardware  Mfg.   Co.,   1203 

FultoiTSt.,    Ottawa,    111. 
Watrous     Mfg.     Co.,     B.     L.,     Des 
Moines,   la. 
Door  Checks  and  Sprinars 
Pullman  Mfg.  Co.,   Rochester,  N.  Y. 
Reading    Hardware     Co.,     Reading, 

Pa. 
Russell    ft    Erwin    Mfg.    (3o..    New 

Britain,  Ct. 
Yale  ft  Towne  Mfg.   Co.,  9  Murray 
St..    New  York. 
Door  Hangrers 
(See   Hangers.) 
Door  Holders 
Superior  Spring  Hinge  0>.,   128  So. 

Clinton   St.,   (^Icago,   111. 
Reading  Hardware  Co..  Reading.  Pa. 
Door  Knobs 

(See  Locks  and  Knobs.) 
Door  Pulls 
Columbian  Hdwe.  Co..  Cleveland,  O. 


Door  Strips,  Automatic  Iron 
Wagner  Mfg.   Co.,  Cedar  Falls,    la. 
Druwinfir  Knives 

Reliance     Edge    Tool    Co..    Youngs- 
town,    O. 
Russell    ft    Erwin    Mfg.    Co..    New 
Britain,    Ct. 
Draivingr  Knives,  Foldiuar 
Reliance    Edge    Tool    Co..    Yoangs> 

town,  O. 
RusscU    ft    Erwin    Mfg.    Co..    New 
Britain,    Ct. 
Drawer  Pulls 
Griffin  Mfg.  Co..  The,  Brie.  Pa. 
Reading  Hardware  Co.,  Beading,  Pa. 
Dressings 

(See   Articles.) 
Drills,  Hand,   Breast»  etc. 
MiUers    Falls   Co..    28   Warren   St.. 

New   York. 
Smith  ft  Hemenway  Co..  106  Duans 

St..  New  York. 
Syracuse  Twist  Drill  Co.,  984  Grapo 
St.,  Syracuse.   N.   Y. 
Drills,  Star  and  Pipe 
Star  Expansion   Bolt  Co.,  147  Cedar 

St..   New   York. 
Drop   Forsringrs 
Barnes  Co.,  Wallace,  The,  Bristol.  Ct. 
Billings   ft    Spencer    Co.,    Hartford, 

Ct. 
Page-Storms       Drop       Forge       Co., 

Springfield,  Mass^ 
Williams   ft    Co.,    >.    H..    Brooklyn, 
N.  Y. 
Drop   Forarins^f  Automobile 
Page-Storms       Drop       Forge       Co., 

Springfield,  Mass. 
Williams   ft   Co..    J.    H.,    Brooklyn, 
N.    Y. 
Dryers 

(See  Articles.) 
Dumb  "Waiters 
(See  Blerators.) 
Dust  Pans 

Eclipse   Mfg.    Co.,    No.   <}irard.  Pa. 
Gave  Trougrh  Hangrers 

(See  Hangers.) 
BfiTS  Beaters 
Taplln  Mfg.  Co..  The,  New  Britain. 

Tamer   ft  Seymonr  Mfg.    (3o.,   Tor- 
rlngton,  Ct. 
Electrical  Supplies 
Smith  ft  Hemenway  Co..  108  Ooaoa 
St.,   New  York. 
ESlectric  Coolcinir  and  Heat- 
iuflT  Apparatus 
(See  Articles.) 
Blectroliers 
Mott   Iron   Works,   J.    L..    &th   Avs. 
and  17th  St.,   New  York. 
Elevator      Bu  closures      and 

Cabs 

Buffalo  Wire  Wks.  Co.,  BulTalo,  N.Y. 

Ludlow-Saylor  Wire  Co.,St.Loala,Mo. 

Wright  Wire  Co.,  Worcester,  Mass. 

Elevators   and   Damb  T¥ait- 

ers 
Baton  ft  Prince  Co..  Chicago,   III. 
Energy    Elevator   Co..    214-218   New 

St.,    Philadelphia.   Pa. 
O'Neill  Kloyator  Co.,  626  Cheriy  St., 

Philadelphia.  Pa. 
Union  Elerator  ft  Machine  Co..  144- 
146  Ontario  St.,  Chicago.  111. 
Elevators,  Ice 
GIfford-Wood  Ck>.,   Hudson,   N.   Y. 
Emery  Paper  and  Cloth 
Baeder,  Adamson  ft  Co.,  Phila..  Pa. 
Emery  IVheels 

Pike  Mfg.  Co..  Pike.  N.  H. 
Enameled  "Ware 
Cleveland  Stamping  ft  Tool  Co..  The. 

Cleveland.   O. 
New   England    Enameling   Co.,   Mld- 
dletown,    Ct..    and   736   Broadway. 
New    York. 
Enamels 

(See  Paints.) 
Escutcheon  Pins 

(See  Pins.) 
Expansion  Bolts 
McCabe  Hanger  Mfg.  Co.,  The.   825 

West  26th  St.,  New  York. 
Star  Expansion  Bolt  Co.,  1st  and  ad 
Sts.,    Bayonne,    N.   J. 
Extension  Rods 
Turner   ft  Seymour  Mfg.   Co..   Tor- 
rington.  Ct. 
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Fine  Stops 

Clark  Mfg.  Go..  J.  L..  Rockfotd,  111. 
Flue  TliimMe 

Wetipr-Kirch  Mfg.   Co.,   Keokuk,   la. 
Fly  Klllem,  UTire 

Blgelow,  J.   F.,  Worceater,  Haaa. 
Football  Sappliea 

Draper  ft   Maynard   Co.,    Plymonth, 

N.  n. 

Food  Ckoppera 

DftDa  Mfg.  Co.,  Cincinnati,  O. 
Laudera,   Frary  ft^Clark,   New  Brit- 

a  In,    Ct. 
Rollman  Mfg.  Co.,  Mount  J07,  Ta. 
Rnasell    ft     Erwln    Mfg.    Co,     New 
BriUln,  Ct. 
Food  Cooker*,  Ponltry 
B(>liable    Incubator   ft   Brooder   Co., 
Qulncy.   111. 
Foot   I'reaaea 
(See  Presaes.) 
Force  Pumps  or  Cnpa 

(bee  Rubber.) 
Forks 

(See  Agricultural  Implementa.) 
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Bye  Benders 

(See   Bendera.) 
Factory  Tracks 

(See  Trucka.) 
FarBtimar  Implements 

(See  Agricultural  Implementa.) 
Farm  Gates 
(See  Gates.) 
Fasteners,  Corrnarated 
Acme  Steel  Goods  Co.,  Chicago,  111. 
Fasteners,  Sanli 
Ivea  Ck».,  H.  B.,  New  Ilarcn,  Ct. 
Watroua     Mfg.     Co.,     E.     L.,     Dca 

Moines,  la. 
Fancets,  Brass 
Landers,   Prary  ft  Clark,   New   Brit- 
ain, Conn. 
Smith  ft  Hemenway  Co.,  108  Dunne 

St.,  New  York. 
Walworth  Mfg.  Co.,  128  Federal  St, 

Boston,    Maas. 
Fancets,  Iron 
North  Bros.  Mfg.  Co..  Philadelphia, 

Pa. 
Walworth  Mfg.  Ck>.,  128  Federal  St., 
Boston,  Mass. 

Fancets,  Molasses  and  Var- 
nish 

Parker  Co.,  Chas.,  The,  Meriden,  Ct. 
Fancets,  "Wooden 
Sommer'a  Sons,  John,  86S-365  Central 

Ave.,   Newark,   N.^  J. 
Fence  Stretchers 

(See  Wire  Stretchers.) 
Fence  Tool  (Combination) 
Bonner  Mfg.    Co.,    C.   E.,   Gbrisman, 
111. 
FencinfT,  Iron 
Bnterpriae    Foundry    ft    Fence    Co., 
Indianapolla,  Ind. 
Fencinjg,  "Wire 
Clinton    Wire    Cloth    Co..     Clinton, 

Mass. 
Bnterpriae  Foundry  ft  Fence  Co.,  In- 
dianapolis,   Ind. 
Eureka   Fence   Mfg.   Co.,   Richmond, 

Ind. 
Keystone  Steel  ft  Wire  Co..  Peoria, 

New*  Jersey  Wire   Cloth  Co.,   Tren- 
ton, N.  J. 
Spring  Steel  Fence  ft  Wire  Co.,  An- 

derson^^Ind. 
Wright  Wire  Co.,   Worcester,   Masa. 
Files  and  Rasps  ' 
Nicholson  File  Co.,  Froridence,  E.  I. 
Bussell    ft    Brwin    Mfg.    Co.,    New 
Britain,  Ct. 
Filters,  ygvtiter 
Buffalo  Mfg.   Co.,   Buffalo,   N.  Y. 
l^rnn  Filter  Mfg.  Co.,  Cincinnati,  0. 
Finicer  Nail  Clippers 

(See  Clippers.) 
Fireplace  Goods 
Rostand  Mfg.  Co.,   Milford,  Ct. 
Fire  Doors 
Cobum  Trolley  Track  Mfg.  Co.,  Ilol- 

yoke.    Mass. 
Fire  Pots 

Clayton    ft   Lambert   Mfg.    Co.,    De- 
troit,  Mich. 
Turner  Brass  Works,   The,  61   Park 

Ave.,  Sycamore.   111. 
Fish   Hooks 
Enterprise    Mfg.   Co.,    Akron,    0. 
Fire  Hose 
Revere  Rubber  Co.,  77   Bedford  St., 

Boston,   Mass. 
Pishinar  Reels 
Enterprise   Mfg.   C0.9    Akrou,   O. 
Fishinjg  Tackle 
Enterprise   Mfg.   Co.,    Akron,    O. 
Martin's  Sons,  E.  J.,  l'^  iCingfisher 
St..   Rockvlile,  Ct. 
Fishlnar  Tackle  Boxes 
Merrlam  Mfg.   Co.,   Durham.   Ct. 
Fi-ve  and  Ten-Cent  Goods 
Butler   Bros.,    New    York,    Chicago, 

St.   Louis   and    Mlnneapfiiis. 
Franklin   Specialty   Co.,   811   Cherry 

St..  Rea^ng.   Pa. 
Fixtnres,  Electric  fJsht 
Novelty  Mfg.  Co.,  Waterbury,  Ct. 
FUes,  Spinners,  etc. 

.  (See   Artificial   Bait.) 
Flower-Bed  Gnards 
Wright  Wire  Co.,  Worcester,   Mass. 


Gonirs 

(See  Bella.) 
Glue 
Baeder,    Adamson    ft   Co.,    Philadel- 
phia,  Pa. 
Hewitt  ft  Bros..  C.  B.,  48  B«*ekman 

St.,    New   York. 
Gopher  Traps 
Abingdon  Trap  (3o.,  The,   Aliingdon, 

Gonarcs 

Reliance    Edge    Tool    Co.,    Yoonga- 
town.  O. 
Graphite 
Diton     CmciMe     Co..     Joa.,     Jersey . 

City.   N.   J. 
Grass  Catchers 

(See  Catchera.) 
Grass  Hooks 
North    Wayne  Tool    Co.,    HalloweU. 
Me. 
Grass  Shears 
(See  Sheara.) 
Grease 

(See  Articles.) 


Fonntaius.  Iron  «»•-«*»  rjnn. 

Mott    Iron    Wka.,    The    J.    L..    6th  faJf^TSSKTfin..  Annii.A.««  ^ 

Av«    mid  17th  St..  New  York.  ^^^  Lubricating  AppliaOoea.) 


Ave.  and  17th  St..  New  York, 
Fmit  Jar  Rinars 

(See  Rubber.) 
Fruit  l*resBes 

(See  Presaes.) 
Fnrnaces  and  Heaters 


Griddles 

Advance  Mfg.  Co.,  Racine  Junction, 

,  Wla. 
GVinders 

(See  Lawn  Mower  Grinders.) 


Mott    Iron    Wks..    J.    L.,    6th   Ave.    Grindinpr  "MTheels 


and  17th  St.,   {few  York. 
Fnrnaces 

iSee  Soldering   Furnacea  and  Oaa 
'umaces. ) 
Fnrnitnre  Trimminffs 
American  Ring  Co.,  Waterbury.  Ct. 
Game  Traps 
Abingdon  Trap  O).,  The,   Abingdon, 

111. 
Oneida     Community,     Ltd.,     Oneida, 
N.   Y. 
Garbaire  Cans 
Arrow  Can  Co.,  36  Warren  St.,  New 

York. 
Gem     Mfg.     Co.,     Chelsea     Station, 
Boston,    MaHH. 
Garden  Hose 
Buckley     Rubber     Co.,     J.     W.,     09 

Warren  St.,  New  York. 
Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Revere  Rubber  Co..  Boston,   Maaa. 
Garden   Tools 
Arcade  Mfg.   Co.,   Freeport,   111. 
Crouk  ft  Carrier  Mfg.   Ck>..    Blmira, 
N.    Y. 
Garment   Uangrers 

(See  Hangers.) 
Gas  Fnrnaces 
Chicago  Flexible  Shaft  O).,  180  On- 
Uriu  St.,  Chicago,   111.' 
Gas  Heaters 
Turner    ft   Seymour  Mfg.    (3o.,    Tor- 

ringtoii,   Vt. 
Gas  l<niiipM.  Inverted 

(See   I^MUips.) 
Gas  Pliers 

(See   iniers.) 
Gaskets 
Revere   Rubber  Co.,  77  Bedford  St., 
Boston,    Mass. 
Gates,  Steel  Frame 
Keystone  Steel  ft  Wire  Co.,  Peoria, 
111. 
Gates,  T¥ire  Farm 
Spring  Steel  Fence  ft  Wire  (3o..  An- 
derson,  Ind. 
Gangres 
Chapln-Steyena    Co.,    Pine    Meadow, 

Ct. 
Wllllama   ft   Co.,    J.    H.,    Brooklyn, 
N.  Y. 
Ganffc,  Shinslc 
Wagner  Mfg.  Co..   Cedar  Falla,    la. 
Germicide 


(See  Cow  Raae.) 
Glnss  -^ 


Cutters 

Barrett,    W.   L.,    Bristol,   Ct. 

Hart  Mfg.   Co.,  The,  UnionvUle,  (?t. 

Smith  ft  Hemenway  Co.,  108  Duane 

St..   New  York. 
Glass  Cnttinar  Boards 

Lufkln  Rule  Co.,  Saginaw.  Mich. 
Glass  Shelves 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Gloves,  Baseball,  etc. 

Draper-May nard  Co.,  Plymouth.  N.Il. 


Carborundum  Co.,  Niagara  FsUa.N.Y. 
Pike  Mfg.  Co.^  Pike,  N.  H. 
Royal  Mfg.  Co.,  208  B.  Walnut  St., 
Lancaater,  Pa. 
Grindstone  Fixtnres 
Reading  Hardware  0>.,  Beading,  Pa. 
Grindstones 

Cleveland  Stone  Co.,  (Cleveland,  O. 
Grindstones,  Bicyde 
Cleveland   Stone   Co.,    Cleveland.   O. 
Gnn  Cleaners 

Union   Hdw.    Co..  Torrlngton,   Gt. 
Gnns 
Harrington    ft    Richards    Arms    Co., 

822  Park  Ave.,  Worceater,  Masa. 
Hopkins    ft    Allen    Arms    Co.,    The, 

Dept.   B.,   Norwich,   Ct.      - 
Johnson's    Arms     ft     Cycle     Works, 

Iver,   Fltchburg,   Masa. 
Parker  Co,  Chas.,  The.  Meriden,  Ct. 
Savage  Arms   Co.,    568   Turner   St., 

Utlca,  N,   Y, 
Stevens  Arms  ft  Tool  Co.,  J..  Chieo- 
pee  Falls,  Masa. 
Hack  Saws 
(See  Saws.) 
Hair  Clippers 

(See  Clipping   Machinea.) 
Harae  Fasteners 
Bridgeport    Chain     Co.,    Bridgepnri. 
Ct. 
Hammer  Handles 

(See  Handlea.) 
Hammers,  Drop 
BUUnga    ft    Spencer    Co.,    Hartford, 

Ct. 
Merrill   Bros.,   Maspetb,    N.    Y. 
Hanimersy  Hand 
Arcade   Mfg.   (}o.,   Freeport.   III. 
Billings  ft  Spencer  (3o.,  Hartford,  Ct. 
Franklin  Specialty  Co.,  Reading,  Pa. 
Johnson,   Wm.,    Newark,   N.  J. 
Robertson,    Arthur    R.,    144    Oliver 
St..   Boston,  Mass. 
Hammers,  Bfaarnet 
Billings  ft  Spencer  Co.,  Hartford,  Ct. 
Robertaon,  Arthur  R.,  144  Oliver  St., 
Boaton,  Masa. 
Hammers,  Nickel  Plated 
Franklin   Specialty   Co.,    811    Cherry 

St.,    Reading,   Pa. 
Pritchard-Strong  Co.,  The,  20  Circle 
St.,  Rochester,  N.  Y. 
Hammocks 
Palmer  Co.,  I.  E.,  The,  Mlddletown, 
Ct. 
Hand  Cars,  Bof*' 
Glascock  Bros.   Mfg.  Co.,Mnnc1e,Ind. 
HiU-SUndard    Mfg.    Co.,    458   Chase 

St.,  Anderson,  Ind. 
Handcnlls, 

(See  Police  Supplies.) 
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Handles.  Tool 

Smith  &  Hemenway  Co.',  108  Duane 

St.,  New  York. 
Tuck  Mfg.  Co.,  Brockton,  Mam. 
HAiftdlesj  "Wooden 
Hartwell    Bros.,     Chicago    Heights, 

lU. 
Hand  Sorefva 
(See  Screws.) 
Hanjgera.  Barn  Door 
Cobnrn    Trolley     Track     Mfg.     Co., 

Holyoke,  Mass. 
Oriffln  Mfg.  Co.,  The,  Brie,  Pa. 
Hunt,  Helm.  Ferris  &  Co.,  Harrard, 
.     111. 
McCa^   Hanger  Mfg.    Co.,  82S   W. 

25th  St.,   New  York. 
Myers  A  Bro.,  F.  B.,  Ashland,  0. 
National  Mfg.  Co..  Sterling,  III. 
Beading  Hardware  Co.,  Beading,  Pa. 
Hanprers,    Coat,   Folding 

Pullman  Mfg.  Co.,   Rochester.  N.  Y. 
Hangrera,  BaT-e  Tronsh 
Berger    Bros.    Co.,    231    Arch    St., 

Philadelphia,   Pa. 
Holbrook  Mfg.   Co..   The,   Attleboro, 
Mass.  ^ 

Hanirem,  Fire  Door 
Cobum    Trolley    Track    Mfg.     Co., 

Holyoke,  Mass. 
Grlffln  Mfg.  Co..  The.  Brie,  Pa. 
McCabe   Hanger   Mfg.   Co..   825   W. 

25th.  St..  New  York. 
Myers  A  Bro.,-F.  B.,  Ashland,  0. 
Hanarera.  Garment 
Bennett  Mfg.  Co.,  The.  420  Auburn 

Ave,    Buffalo,   N.   Y. 
Cooley  Mfg.  Co..  103  So.  Canal  St., 


Chicago.  1(1. 
Taplln  Mfg.  Co..  New  Britain.  Ct. 
Hanarera.   Honae   Door 
Arcade  Mfg.  Co.,  Freeport.  111. 
Ohicngo  Spring  Butt  Co.,  Chicago. 
Cobum    Trolley     Track     Mfg.    Co., 

Holyoke.  Mass. 
McCabe   Hanger   Mfg.   Co.,   826   W. 

26th  St.,   New   York. 
National  Mff.  Co..  Sterling,   111. 
Hanarera,  Saah 
Watrons     Mfg.     Co..     E.     L.,     Des 

Moines,  la. 
Hanarera,    Sereen    and  "Win- 

do^v 

Phenix   Mfg.   Co..    Milwaukee,    Wis. 

Hanarera,  Tronaer,  Skirt,  eto. 

Eclipse   Mfg.   Co.,    No.   Glrard,    Pa. 

Tanlin  Mfg.  Co..  The,  New  Britain. 

Hardfirare  Jobbera 

Butler    Bros.,    New    York,    Chicago, 

St.  Louis  and  Minneapolis. 
Norrell-Sbapleigh     Hdw.     Co.,     St. 

Louis,   Mo. 
Hardware        Mannfactnrera' 

Aarenta 
Smith    &    Hemenway    Co..    108-110 

Duane  St.,   New  York. 
Wlobusch  &  Hilger,  Ltd.,  9-16  Mur- 
ray St.,  New  York. 
Harmonicaa 

Hohner,    M..    475   Broadway,   N.Y.C. 
Hots,  Fr.,  475  Broadway.  New  York. 
Harneaa 

Bddy  Mfg.  Co.,   Worcester.  Mass. 
Harneaa  Dreaainar 
Frank    Miller    Co..    The.    804    West 
26tb  St..  New   ^ork. 
Harneaa  Snapa 
Corert  Mfg.  Co.,  Troy,  N.  Y. 
National  Safety  Snap  Co.,  Wilming- 
ton,  Ohio. 
Beading  Hardware  Co.,  Reading.  Pa. 
Harneaa  Strapa 
CoTert  Mfg.   Co.,   Troy,   N.   Y. 
Haapa  and  Staplea 
Oriffln  Mfg.   Co.,  The,   Erie,   Pa. 
Reading  Hardware  Co.,  Reading,  Pa. 
Hateheta 

(See  Axes  and   Hatchots.) 
Hay   KniT-ea 

Ely  Mfg.  Co.,  Theo.  J..  Oirard.  Pa.. 
I  wan  BroB^  Streator.   111. 
Hajrinar  Toola 
Hunt,  Helm,  Ferris  ft  Co..  Harrard. 

111. 
Myers  &  Bro.,  F.  E.,  Ashland.  O. 
Heatera 

(See  Articles.) 
riedare  Trimmera 
Kampfe    Bros..    8   Beade   St..    New 

York. 
North   Wayne   Tool   Co..    Hallowell, 
Me. 


Heel  Platea 

Grlffln  Mfg.  Co.,   Brie.   Pa. 
Boot  Bros.  Co.,  Plymouth,  0. 
Hina^ea,  Blind  and  Gate 

Parker  (3o.,  Chas.,  The,  Meriden,  Ct. 
Hinarea,  Box 

Acme  Steel  Goods  Ck).,  Chicago,  IlL 
Hinarea,  Floor 

Bommer  Bros..  Brooklyn,  N.  Y. 

Columbian  Hdw.  Co.,  Clereland,  0. 

Lawson  Mfg.  Co.,   40  Dearborn  St.. 
Chicago,   111. 

Shelby  Spring  Hinge  Co..  Shelby,  O. 

Superior  Spring  Hinge  Co.,    123  So. 

CUnton   St.,   Chicago,    111. 
Hinarea,  Jamb 

Lawson   Mfg.   Co.,  40  Dearborn  St., 
Chicago,   111. 
Hinarea,  Sprina: 

Bommer  Bros..  Brooklyn,  N.  Y. 

Chicago   Spring    Butt   Co.,    Chicago, 

Columbian  Hdw.   Co..   Cleveland.    0. 
Hunt,  Helm,  Ferris  A  Co..  Harvard, 

111. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Hinarea,  Strap  and  T 
Orifflii  Mfg.  Co.,  Erie.  Pa. 
National  Mfg.   Co.,  Sterling.   III. 
Stanley  Works,  New  Britain,  Ct. 
Hinarea.  IVindofir  and  Screen 

Arcade  Mfg.  Co..   Freeport,   111. 
Hip  Rein  Supportera 

Bead  Mfg.  Co.,   O.  B^  Troy,  N.  Y. 
Hitchina:  Rinffa,  Bxpanaion 
McCabe   Hanger   Mfg.    Ck>.,   825   W. 
26th    St..    New   York. 
Hoda,  Mortar  and  Brick 

(Steel.) 
Cleveland    Wire   Spring   Co.,    Cleve- 
land,   O. 
Hoea 

(See  Agricultural  Implements.) 
Hoiata,  Chain 
Yale  &  Towne  Mfg.   Co.,  0  Murray 
St..  New  York. 
Holata,  Blectric 
Yale  A  Towne  Mfg.  Co.,  0  Murray 
St.,   New  York. 
Hollow  UTare 
Avery  Stamping  Co.,  Cleveland.  O. 
Cleveland     Stamping    A    Tool    Go., 

Cle^Iand,  O. 
Hooka,  Belt 

Bristol  Co.,  Waterbury.  Ct. 
Hooka.  Coat  and  Hat 
Atlas  Mfff.  Co..  New  Haven,  Ct. 
National  Mfg.  Co.,  Sterling,  111. 
Williamson  Wire  Novelty  Co.,  C.  T., 
56  Badger  Ave..  Newark,  N.  J. 
Hooka,  Condnetor 
Berger   Bros.     Co.,    231     Arch     St., 

PhUadelphla,   Pa. 
Iwan  Bros.,  Streator.   111. 
Hooka,    Monldinar 
Williamson  Wire  Nov.   Co.,  56  Bad- 
ger Ave..  Newark,  N.  J. 
Hooka,  Safety  Ladder 
Taplln  Mfg.  Co.,  New  Britain.  Ct. 
Horae  Mow^era 
Chadbom  A  Coldwell  Mfg.  Co.,  New- 
burgh.   N.  Y. 
Coldwell    Lawn    Mower    Co.,     New- 
burgh.    N.    Y. 
Horaeahoe  Nail  a 

(See  Nails.) 
Horae  Pokea 

Ely  Mfg.  Co..  Theo.  J..  Oirard,  Pa. 
Horae  Tail  Banda  and  Tlea 
Read  Mfg.  Co..  O.  B.,  Troy,  N.  Y. 
Hoae 

(See  Garden  and   Fire  Hose.) 
Hoae   Conplinara 
NelHou  A  Morrison  Mfg.  Co.,  Peoria, 
111. 
Hoae  Noaalea 

Myers  A  Bro.,  F.  E.,  Ashland, '0. 
Hoae  Racka 
Specialty     Mfg.     Co..     St.     Anthony 

Park,   Minn. 
Honae  Nnmbera 
Turner  A   Seymour   Mfg.    Co.,   The, 

Torrlngton.  Ct. 
Hnakera 

Smith  A  Davis.  Ames,  la. 
Hydranta 

Myers  A  Bro.,  F.  E..  Ashland.  O. 
Hydraulic  Preaaea 
Waterbury-Farrcl   Foundry  A  Macb. 
Co.,  Waterbury,   Ct. 


lee  Cbiaela 

Ollchrlst    Co..    The,    236    Bank    St.. 
Newark,   N.  J. 
Ice  Cream  Diahea 
Bennett  Mfg.   Co.,   The,  420  Auburn 
Ave.,   Buffalo.    N.    Y. 
loe  Cream  Freesera 
Dana  Mfg.  Co..  Cincinnati,  t>. 
North  Bros.  Mfg.  Co.,  Phlla.  Pa. 
Snow    Flake    Mfg.     Co.,     The.    225 

Fifth  Ave.,  New  York. 
White   Mountain    Freeser   Co.,   The, 
Nashua.  N.  H. 
Ice  Picka 

Arcade  Mfg.  Co.,  Freeport.  111. 
Erie  Specialty  Co.,  Erie,  Pa. 
Franklin  Specialty  Co.,  Beading.  Pa. 
Glfford-Wood   Co..    Hudson.    N.    Y.; 

Arlington,   Mass. 
Ollchrlst   Co.,    The.    230    Bank    St.. 

Newark,  N.  J. 
Pritchard-Strong  Co.,   20  Circle  St., 

Rochester.   NT  Y. 
Ice  Toola 
Arcade  Mfg.  Co..  Freeport.  111. 
Olfford-Wood   Co.,    Hudson,    N.    Y.: 

Arlington,   Mass. 
Schutte  A  Co..  E.  O.,  230  Stark  St.. 
Cincinnati,    O. 
Incnbatora   and  Broodera 
MlUer  Co.,    J.    W.,    Box   118.   Free- 
port,   111. 
Reliable   Incubator   A   Brooder  Co., 
Qulncy,  111.^ 
Inaect  Poivder 
Hammond.     B..     Fishkill-on-Hudson, 

N.   Y. 
Inanlatinar  Paper 

(See  Paper.) 
Iron  Stan  da 

Franklin  Specialty  Co.,   811   Cherry 
St.,  Beading.  Pa. 
Jacka 
Covert  Mfg.  Co.,  Troy,  N.  Y. 
Myers  A  Bro..  F.  E.,  Ashland.  O. 
Jacka,  Ball  Bearinar 
Acme    Ball    Bearing    Sales   Co..    56 
Warren  St..  N.  Y. 
Jockey  Stick 

Bly  Mfg.  Co..  Theo.  J..  Girard,  Pa. 
Joiat  Hanarera 
Columbian  Hdw.   Co..  Cleveland.  0. 
Keroaene   Mantle 
Cohn,  G.,  336  Broadway,  New  York. 
Kettle  Scrapera 

(See  Scrapers.) 
Key  Rinara 
Smith  A  Egge  Mfg.  Co.,  Bridgeport, 

Ct. 
Smith  A  Hemenway  Co..  108  Duane 

St.,  New  York. 
Williamson   Wire    Novelty    Co.,    56 
'    Badger  Ave.,   Newark.   N.  J. 
Kick  Platea 
Oriffln  Mfg.  Co.,  Erie.  Pa. 
Reading  Hdw.  Co..   Reading.  Pa. 
Russell    A    Brwln    Mfg.    Co..    Ni  w 

Britain,  Ct. 
Turner   Brass   Wks..   The.    61   Park 

Ave.,  Sycamore.   111. 
Yale  A  Towne  Mfg.  Co..  0  Murray 
St.,  New  York. 
Kitchen  "Ware,  T¥ire 
Bridgeport  Wire  Ooods  Co.,  Bridge- 
port,  Conn. 
Knife  Blanka 
(See  Blanks.) 
Knivea 

(See    Butcher,     Mincing,    Pocket, 
etc.) 
Knoba,  Repair 
Pritchard-Strong  Co.,  29  Circle  St.. 

Rochester.   N.  Y. 
Krant  Cnttera 
Atkins  A  Co..   B.   C,   Indianapolis, 
Ind. 
Laddera,    Lona:    and    ESxten- 
alon 
Berger.    L.    D..    50    North    2d    St.,« 
Philadelphia.   Pa. 
Laddera,  RoUinar  Shelf 
Bicycle   Step   Ladder   Co.,   65   Ran- 
dolph St.,  Chicago.  IlL 
Cobum    Trolley    Track    Mfg.    Co., 

Holyoke.  Mass. 
Myers  A  Bro..  F.  E..  Ashland,  0. 
Laddera,  Step 
Smith  A  Son.  F..  Clinton.  la. 
Lampa 
Hammer  A  Co.,  Branford.  Ct. 


Mention   Hardware  Dealers'  Magazine  when  corresponding. 

Digitized  by  V:iOOQIC 


March,  190a       BUYERS'  REFERENCE  TO  ADVERTISEMENTS 


677 


LAinpa.  Awtomobile 
Ham  Mfg.  Co.,  0.  T.,  Bodieater.N.Y. 
LAmpii.   Driirlnar 

Ham  Mtg.  Co.,  C.  T.,  Bochetter.I^Y. 
Ijamps.  Gaa,  Inverted 
Bamidell   Inverted   Lamp  Co.,  Tha, 
1123  Broadway,   N.   Y. 
fjaaterna 
Ham    Hfg.    Co.,    C.    T.,    Bochaater, 

N.    Y. 
Pritchard-Strong  Co.,  29  Circle  St., 
Rochester,  N.  Y. 
liatch.  Bam  Door 
Wagner  Mfg.   Co.,  Cedar  Falla.    la. 
Latcliea 
Peck-Hamre  Mfg.   Co.,  The,  Berlin, 

Lathlns.  T¥lre 

Buffalo  Wire  Wka.  Co.,Baffalo.  N.Y. 
Clinton     Wire    Cloth    Co.,   Clinton, 

MaM. 
Lodlow^Sajlor   Wire    Co.,    The,    St. 
Loala,  Mo. 
Lavrm  Famltnre 
Buffalo  Wire  Wka.  Co.,Baffalo,  N.Y. 
La^vm  Gaarda 

Wright  Wire  Co.,  Worceater,  Maaa. 
LaiRm  Mofirer  Grinder 
OoMwell    Lawn    Mower    Co.,    Naw- 

bncgh,  N.  Y. 
Peoria    Lawn    Mower    Grinder    Co., 

418  So.  Wash  St..  Peoria,  111. 
Root  Broa.   Co.,  The,  Plymouth,  0. 
Laiirn  Mo'vrer  Sharpener 
Eureka  Sharpener  Co.,  Detroit,  Micb. 
National  Machine   A  Stamping  Co., 
Detroit,  Mich. 
Lawn  noinrera 
Chadbom  ft  Coldwell  Mfg.  Co.,  New- 

burgh.  N.  Y. 
Coldwell    Lawn    Mower    Co.,    New- 
burgh,   N.   Y. 
Philadelphia  Lawn  Mower  Co.,  Phil- 
adelphia,  Pa. 
Reading  Hdw.  Co.,  Reading,  Pa. 
Worcester   Lawn   Mower   Co.,    Wor- 

d>ater.  Mana. 
liaim  Slioesy  Horae 

<SttH»l.) 

Gn^fs  Mfg.   Co.,   The,   2229  Ashland 

Kcmd.   Cleveland,   O. 
Iinwn  Sprinkler* 
Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Specialty     Mfg.     Co.,     St.     Anthony 

Park,  Minn. 
Standard  Stamping  Co.,  Marysvllle, 

Ohio. 
Turner  ft  Seymour   Mfg.    Co.,    The, 

Torrlngton,  Ct. 
Laiirn  S-winflra 
Biyers  ft  Bro.,  F.  E.,  Ashland,  O. 
I^a^irn  TrimmerB 

(See  Grass  Trimmers.) 
Leatlier  Good*,  Sportingr 
Draper  ft   Maynard    Co.,    Plymouth, 

N.  H. 
liemon  Saneeaera 
Arcade  Mfg.  Co.,  Freeport.  111. 
Erie   Specialty    Co.,    Brie,    Pa. 
Gilchrist    Co.,    The,    236    Bank    St., 

Newark.   N.  J. 
Landers.   Frary  ft  Clark,  New  Brit- 
ain.  Ct. 
Parker  ft  Co.,  Chas.,  Merlden,  Ct. 
Sommer's  Son.  John.  Newark.  N.  J. 
Le'rela 

Baker-McMiUen  Co.,  The,  Akron,  O. 
Chapln-Stepheus  Co..   Pine   Meadow, 

Davla  ft  Cook,  Water  town,  N.  Y. 
SUnley  Rule  ft  Level  Co.,  New  Brit- 
ain,  Ct. 
Tower  ft  Lyon  Co.,  90  Chambers  St., 

New    York. 
lAm^ting  Syatema 
Consolidated    Gaa    ft    Electric    Co., 

Chicago,  111. 
Everreaay  Gas  Co.,  Lake  and  Curtis 

SU.,    Chicago,    111. 
Linea 

(See  Articles.) 
lioeka  and  Knoba,  Door 
Reading  Hdw.  Co.,  Reading.  Pa. 
RttsselT  ft    Erwln    Mfg.    Co.,    New 

Britain,   Ct. 
Taylor  ft   Boggis  Fdry.   (^-i   Cleva- 

land.  O. 
Yale  ft  Towne  Mfg.  Co.,  9  Murray 

St..  New  York. 
Locka.  Box 
Acme  Steel  Goods  Co.,  Chicsgo,  111. 


Looka.  Unit 

Russell    ft    Erwln    Mfg.    Co.,    New 

Britain,  Ct. 
Lookera,  "Wire 
Clinton  Wire  Cloth  Co., Clinton, Maaa. 
Ludlow-rSaylor  Wire  (3o.,  St.  Loula, 

Mo. 
Wright  Wire  Co.',  Worcester,  Maaa. 
Lnbrieanta 

(See  also  Oil.) 
Dixon    Crucible     Co.,     Jos.,     Jersey 
City.   N.  J. 
Ijnnoli   Kita,  Anto  Tonrinar 
Motor  Car  B<iulpment  Co.,  55  War- 
ren St.,  New  York. 
Biacliinery 
Waterbury-Farrel  Foundry  ft  Mach. 

Co.,  Waterburr,  Ct. 
Biacliiniata'  Toola 
Billings  ft  Spencer  Co.,  Hartford,Ct. 
SUrrett  Co.,  L.  S.,  Athol,  Maaa. 
Williams   ft   Co.,   J.    H.,    Brooklyn, 
N.  Y. 
Mail  Baira,  Canvaa 
Excelsior  Implement  Go.,  Troy,  N.Y. 
Mail  Boxea 

(See  Boxea.) 
Manienre  Gooda 
Cook  (^.,  H.  C,  The.   Anaonia,  Ct. 
Smith  ft  Hemenway  Co.,  108  Duane 
St.,  New  York. 
Manorera 

(See  SUble  Fixtures.) 
Mantela 

I  ronton  Wood  Mantel  Co.,  I  ronton,  O. 
Mannfaotnrera*  Ajgenta 

(See  Hardware.) 
Matek  Safea 

Buffalo  Mfa.  Co.,  Buffalo,  N.  Y. 
Smith  ft  Hemenway  Co.,  106  Doaae 

St.,  New  York. 
JUata,  Flexible  Steel 
Acme  Steel  Goods  (^.,  Chicago,  HL 
Mata,  Rnbber 
(See   Rubber.) 
Mata,  mnre 

Clinton    Wire    Cloth    Co.,    Clinton,. 
Mass. 
Meat  Choppera 

(See  Food  Choppers.) 
Metal  Cellinira 

(See  Ceilings.) 
Metal  Noveltiea 
Cook  Co.,  H.  C,  The.  Ansonla,   Ct. 
Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Metal  Poliak 
(See  Polish.) 
Metala,  Bmboaaed 

Novelty  Mfg.  (3o.,  Waterbury,  Ct. 
Metala,  Perforated 
Clinton     Wire    Cloth    Co..    Clinton, 

Mass. 
Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Mierometera 

SUrrett  Co.,  L.  S.,  Athol,  Mass. 
Milk  and  Cream  Teatera 
American  Hardware  Mfg.  Co.,  1208 
Fulton  St..  Ottawa.  lU. 
Milk  Bottle  Rack 
Bennett  Mfg.  Co..   The,  420  Auburn 
Ave.,  Buffalo,  N.   Y. 
Miuoinff  Knivea 
Arcade  Mfg.  Co.,  Freeport.  111. 
Smith  ft  Hemenway  Co.,  108  Duane 
St.,  New  York. 
Mirrora,  Adjnatable 
Novelty  Mfg.  Co..  Waterbury,  Ct. 
Miter  Boxea 
(See  Boxes.) 
Moldera'  Toola 
Dobson.  Wm.,  Canastota,  N.  Y. 
Mop  ^IVrinarera 
Dana  Mfg.  Co..  Cincinnati,  O. 
Eagle  Owperage  Wka.,  Oirclevllle,0. 
Ely  Mfg.  Co.,  Theo.  J..  Glrard.  Pa. 
Gilchrist   Co.,    The,    236   Bank    St., 

Nowark.    N.   J. 
White  Mop  Wringer  Co.,  FultonvlUe, 
N.  Y. 
Mopa 
Arcade  Mfi;.  Co..  Freeport.  lU. 
Rafrle  Cooperage  WkB.«  CirclevUle,  O. 
Kstes  Mill,  Fall  River,  Mass. 
Motor  Cars 

(See   Automobiles.) 
Motora,  Water 
Lippincott,  W.  M.  ft  I.  Dept.,  New- 
ark, N.  J. 
MonldinflT  Hooka 
Forsyth   Mfg.   Co.,   308  Terrace  St., 
Buffalo,   N.    Y. 


WiUUmson   Wii«   Nov.   Co.,  C.   T., 
66  Badger  Ave.,  Newark,  N.  J. 
Monae  Trapa 
Abingdon  Trap  Co.,  The,  Abingdon, 

Animal  Trap  Co.,  Lltits,  Pa. 
Hotchklss.  B.  S.,  Bridgeport,  Ct. 
Movrera 


(See  Horse;  see  Lawn.) 
Vail 


Nail  Ciipa 

(See  Cuppers.) 
Nail   Pnllera 
Bridgeport     Hardware     Mfg.      Co., 

Bridgeport,   Ot. 
Morrill,  Chas.,  276  Broadway,  N.  Y. 
Smith  ft  Hemenway,  108-110  Doana 

St.,  New  York. 
Tower   ft    Lyon    Co.,    96    Chambers 

St.,  New  York. 
Nail  Seta 

Johnson,  Wm.,   Newark,   N.  J. 
Syracuae  Twist  Drill  Co.,  984  Grape 

St.,   Syracuse,   N.    Y. 
Tuck  Mfg.   Co.,   Brockton,   Maas. 
Naila,  Copper 
Huaaey  ft  Co.,  C.  G.,  Pittaburg,  Pa. 
Naila,  Horaeanoe 
Wlebuach  ft  Hllger,  Ltd.,  9-16  Mur- 
ray St..   New  York. 
Naila,  netnre 
Turner  ft  Seymour  Mfg.   Co.,    The, 
Torrlngton,    Ct. 
Naila,  Rnbber  Head 
Blaatic  Tip  Co.,  870  AtUntle  Ava., 
Boaton.  Maas. 
Naila,  Upholatery 
Turner  ft  Seymour  Mfg.   Co.,   The, 
Torrington,  Ct. 
Naila,  wire 
Keyatone  Steel  ft  Wire  Co.,  Peoria, 

Townaend  Co.,  C.  C.  ft  E.  P.,  New 
Brighton,  Pa. 
Neck  Rein  Holdera 

Read  Mfg.   Co..  O.   B,  Troy,  N.   Y. 
Needlea,  Maebine 

Excelsior  Supply    Co.,    Chicago,.  111. 
Nippera 

(See  Pliers  and  Nippers.) 
Nnt  Crackera 

Arcade  Mfg.  Co.,  Freeport,   111. 
Nnta 

(See   BolU  and  Nuta.) 
Oil,  Axle 
Miller  Co.,  FHmk,  349  W.  26tfa  St., 
New  York. 
Oil  Cana,  Spont  and  Fancet 
Wall    Mfg.    Supply    Co.,    P.,    Alle- 

fheny.   Pa. 
Cana,  Poeket 
Meiaselbach    ft    Bro..    A.    F.,    82-38 

Prospect  St.,  Newark,   N.  J. 
Oil  Cnpa 

(See  Lubricating  Appliances.) 
OUera 
American,   Tube    ft    Stamping    Co. 

Bridgeport,    Ct. 
Hammer  ft  Co.,   Branford.  Ct. 
Wall    Mfg.    Supply    Co.,    Pa.,    Alle- 
gheny,  Pa. 
Ollera,  Force  Pump 
Bloomer,    R.   E..  Kelthabncg,  111. 
Maple  City  Mfg.  Ck>.,  Monmouth, I II. 
Oil,  Lubricatinjg 
Three-ln-One  Oil  Co.,   42  Broadway, 
New    York. 
Oil  Stonea 
Carborundum  Co.,  Niagara  Falls,N.Y 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Oil  Stovea 

(See  Stoves.) 
OpTical  Gooda 
Manasse.    L.,   88  Madiaon   St.,    Chi- 
cago, 111. 
Oyater  Knivea 
Johnson,  Wm.,   Newark,   N.  J. 
PackinfiT 

(See  Rubber.) 
Padlooka 

Miller  Lock  Co.,  PhlUdelphla,  Pa. 
Russell    ft    Erwln    Mfg.    (3o.,    New 

Britain.  Ct. 
Yale  ft  Towne  Mfg.  Co.,  9  Murray 
St..  New  York. 
Palla,  Dairy 
Pritchard-Strong  Co.,  29  Circle  St., 
Rochester,  N.  Y. 
Paila,  Dinner 
Pritchard-Strong  Co.,   29  Circle  St., 
Rochester,    V.    Y. 
Paint.  Aaphalt 
Stowell  Mfg.  Co.,  Jersey  City,  N.  J. 
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Paint  Brii«lie«  . 

(See  Brashes.) 
Paint  Remover 

(See  VarnlBb  Bemoyer.) 
Paint,  Silica  Graphite 
Dlzon     Crucible    Co..     Jos.,    Jertey 

City,  N.  J. 
Paint,  IHrall  Coating 
Alabastlne  Co.,  Grand  Rapids,  Mlcb. 
Painta,  Bnameia,  etc. 
Hammond,     B..     FistakiU-on-Hndson, 

N.   Y. 
Martin-Senour  Co.,  The.  2614  Qnarrjr 

St.,  Chicago. 
Paper*,  Bnildinff  and  Roof- 

Inff 
Barrett   Mfg.    Co.,    New    York. 
Bird  A  Son,   F.   W..   Bast   Walpole, 

Mass. 
Hewitt  ft  Bros.,  C.  B.,  48  Beekman 
St..   Nj»w  York. 
Paper,  Hardware  'Wrapplnflr 
Hewitt  A  Bros.,  C.  B..  48  Bi^ckman 
St.,  New  York. 
Parina  Knives 
Smith  &  Hemenway  Co..    106  Dunne 
St.,  New  York. 
Paste,  Pofirder 
Hoyt,   Arthur  S.,   W.  Broadway  and 
Chambers  St.,   Now  York. 
Patent* 
Peck,  Hubert  B..  62S  F  St..  Wash- 
ington. D.  C. 
Pavement,   Filler 

Barrett   Mfg.    Co..    New   York. 
Pencil    Points,    Kninravers' 
Carborundum  Co.,  Niagara  FaU8.N.T. 
Perforated  Metal 

(See  Metals.) 
Picture  Cord  "Wire 
Turner  ft   Seymour   Mfg.    Co.,    The, 

Torrlngton,    Ct. 
Wright  Wire  Co.,  Worcester,  Mass. 
Picture  Hooks 
Turner   ft   Seymour   Mfg.    Co.,    The. 

Torrlngton.  Ct. 
Picture  Knobs 
Turner  ft  Seymour   Mfg.    Co.,   The, 

Torrlngton.   Ct. 
Pineapple  Bjre  Clip 
Harrey  Mfg.  Co..  540  Granite  BIdg.. 
Rochester,    N.    Y. 
Pineapple   ISyer 
Yawman  ft  Knapp   Mfg.   Co.,    Roch- 
ester,   N.    Y. 
Pins,  Bscuteheon 
Turner   ft   Seymour   Mfg.    Co..   The. 

Torrlngton.  Ct. 
Pipe  Cutters 
Barnes  Tool  Co..  New  naven,  Ct. 
Walworth  Mfg.  Co..  128  Federal  St., 

Boston,   Mass. 
Pipe  Hanfrers,  Steel 

(See  Hanfrers.) 
Pipe  Hooks  and  Straps 
Berger  Bros.    Co.,   231-237  Arch  St., 
Philadelphia,   Pa. 
Pipe  Stocks  and  Dies 
Walworth  Mfg.  Co..  128  Federal  St.. 
Boston,    Mass. 
Pipe     Taps,     Reamers      and 
Drills 
Walworth  Bffg.  Co..  128  Federal  St.. 
Boston.    Mass. 
Pipe  V^ses 
Walworth  Mfg.  Co..  128  Federal  St., 

Boston.   Mass. 
Williams   ft    Co..    J.    H.,    Brooklyn, 

N.   Y. 
Pistols 

(See  also  Rorolvers.) 
Johnson's     Arms     ft     Cycle    Works, 

Irer,  Fltchbnrg.  Mass. 
Stevens  Arms  ft  Tool  Co.,  J..  Chlco- 

pee  Falls.  Mass. 
Pitch 
Barrett    Mfg.    Co.,    New   York. 
Planes 
Chapln-Stepbens   Co.,    Pine  Meadow, 

Ct. 
Stanley    Rule    ft    Lerel    Co..     New 

BrIUin,   Ct. 
Tower  ft  Lyon  Co.,  95  Chambers  St.. 

New  York. 
Plate   Cleaners 
Lasher  Mfg.  Co..  Davenport,  la. 
Planters,  Corn,  etc. 
Sheffield  Mfg.  Co..  Burr  Oak.  Blich. 
Planters,  Potato 
Sheffield  Mfg.   Co..  Burr  Oak.  Mich. 
Plated   mrnre,  Nickel 
(K nitres  and   Forks.) 


Union  Cutleiy  ft  Hardware  Co.,  Un- 

ionrlile,   Cl. 
Plated  Ware,  Silver 

(Knifes  and   Forks.) 
Union  Cutlery  ft   Hdw.   Co.,   Union- 

rllle,  Ct. 
Plated  T¥are,  Silver 
American  Silver  Co.,  Bristol,  Ct. 
Associated  Silver  Co.,   152-158  Lake 

St.,  Chicago,  111. 
International    Silver    Co.,    Moriden, 

Ct. 
Oneida    Cnmmnnity,    Ltd.,     Oneida, 

N.  Y. 
Pliers   and   Ifippers 
Billings    ft    Spencer    Co.,    Hartford, 

Ct. 
Bonner  Mfg.   Co.,  C.   B.,   Chrlsman, 

111. 
Cronk  ft  Carrier  Mfg.   Co.,    Blmlra, 

N.   Y.  . 

Johnson.    Wm..    Newark,    N.    J. 
Morrll,    Chas.,    270    Broadway.    New 

York. 
Smith  ft  Hemenway  Co..   108  Duane 

St..   New  York. 
Schollhom  Co.,    Wm.,    New    Haven, 

Ct. 
Utlca  Drop  Forge  ft  Tool  Co.,  Utlca, 

N.  Y. 
Plows  \ 

Syracuse    Chilled    Plow    Ck».,    Syra- 
cuse,  N,   Y. 
Plumb  Bobs 
Reading  Hardware  Co.,  Reading,  Pa. 
Starrett  (^.,   L.   S.,   AthoU  Mass. 
Tower  ft  Lyon  Co.,  90  Chambers  St., 

New  York. 
Plumbers'  Brass  Goods 
Landers,  Frary  ft  Clark.  New  Brit- 
ain,  (3t. 
Plumbina  Fixtures 
Mott  Iron  Wks.,  J.  L.,  5th  Ave.  and 


17th  St^  New  York. 
Pocket  Knives 
Northfleld   Knife   Co.,   Northfleld.Ct 
Wlebusch  ft  Hllger,  Ltd.,  9  Murray 
St.,   New  York. 
Police  Supplies 
Tower  ft  Lyon  (>>.,  95  Chambers  St., 

New  York. 
Pollsb,  Stove 

Black    Silk     Stove     Polish     Works, 
'     Sterling,    111. 
Dixon    Crucible     Co.,     Jos..     Jersey 

City.  N.  J. 
Nickel  Plate  Stove  Polish  Co.,  Chi- 
cago,  111. 
Porcelain  Knobs 
Turner  ft  Seymour  Mfg.   Co.,   The, 

Torrlngton,    Ct. 
Post  Hole  Dijgffers 

(See  Augers.) 
Pot  Covers.  Kitchen 
Lasher  Mfg.  Co.,   Davenport,   la. 
Pot  Stands 
Franklin   Specialty  Co.,   311   Cherry 
St.,    Reading,   Pa. 
Poultry  Nettinig 
Clinton    Wire    Cloth    Co.,    Clinton, 

Mass. 
Lndlow-Saylor  Wire  (3o.,  St.  Louis, 

Mo. 
New  Jersey  Wire  Cloth  (3o.,   Tren- 
ton,   N.   J. 
Wright  Wire  Co.,  Worcester,  Mass. 
Presses,  Bleat  and  Fruit 
Erie  Specialty  Co..   Brie,  Pa. 
Pruninar  Shears 

(See  Shears.) 
Pry  Bar  and  Nail  Puller 
Bonner  Mfg.   (3o.,   C.   B.,  Chrlsman, 

III. 
Pumps 

Myers  ft  Bro.,  F.  B.,  Ashland,  0. 
Punches,  Belt 
Bemis    ft    Call    Hdw.    ft   Tool    Co., 

Springfield,    Mass. 
Schollhom  Co.,  Wm..  New  Haven.Ct. 
Smith    ft    Egge    Mfg.    Co.,    Bridge- 
port.  Ct. 
Punches,  Conductors* 
Bridgeport    Hardware    Ck>.,    Bridge- 
port.  Ct. 
Johnson.    Wnu,  Newark,   N.  J. 
Schollhom    Co.,    Wm.,    new   Haven. 
Punches,  Hand 
Morrill.  Chas.,  275  Broadway.  N.  Y. 
Push   Carts 

Syracuse    Chilled    Plow    Co.,    Syra- 
cuse, N.  Y. 


Push  Plates 

Griffin  Mfg.  Co..  The.  Brie,  Pa. 
Putty  Knives 

Smith  ft  Hemenway  Co..  106  DuaiM 

St..  New  York. 
Radiators 
Mott   Iron   Works,  J.   L.,   0th   Ave. 

and  17th  St..  New  York. 
Rake,  Self-Cleaniujg 
Cronk  ft  Carrier  Mfg.  Co.,  The,  ■!- 
Rakes 

Cronk  ft  Carrier  Mfg.  Co..   Blmlra, 
mlra.  N.    Y. 
N.   Y. 
Rangres 

(See  Stoves.) 
Ratchet  Drills 
Billings  ft  Spenoer  Co.,  Bartford.Gt. 
Ratchet     P^     Stocks     SM 
Dies 
Walworth  Mfg.  Co.,  128  Federal  St. 
Boston.  Mass. 
Rat  Traps 
Abingdon  Trap  Co.,   The,  AUsgdsn, 

111. 
Hotchkiss,   B.   8..   Bridgeport,  (H. 
Oneida    Commuslty,    Ltd.,    Ooelda, 

N.    Y. 
Smith  ft  Bgge  Mfg.  Go.,  Bridgeport, 

Ct. 
Worcester   Wire   Novelty    Co.,    Can- 
ton,   q. 
Rasor  Blade  Holder 

(See  Rasor  Stroppers,  Safety.) 
Rasor  Guards 
WeloB.    L.    T.,    297    Taaffe    PUce, 

Brooklyn,  N.   Y. 
Rasor  Hones 
Carborandum     Co.,     The,      Niagara 

Falls,  N.  Y. 
Droescber.    S.    R.,    79    Warren    St., 

New  York. 
Pike  Mfg.   Co.,  Pike,   N.  ^, 
Rasor  stropper.  Safety 
Bostgen  ft  0>..  J.  G.,   161  Summer 

St.,   Boston,  Mass. 
Perfection    Mfg.   Co.,    7    Water  St.. 
Boston.   Mass. 
Rasor  Strops 
Kanipfe  Bros.,  8  Beade  St.,  N.  Y. 
Eddy  Mfg.   Co..   Worcester,  Masa. 
Rasors 
Droescher,    8.    R.,    79   Wsrrea    St., 

New  York. 
Smith  ft  Hemenway  Co.,  106  Daaae 

St.,   New   York. 
Rasors,  Corn 

Kampfe  Bros.,  8  Beade  St.,  N.   Y. 
Rasors,  Safety 
American     Safety     Rasor    Co.,    t90 

Broadway,    N.    Y. 
Kampfe  Bros.,  8  Reade  St.,  N.  T. 
Ward    Safety    Rasor    Co.,    751    Star 

BIdg.,  Chicago. 
Reamers 

Tuck  Mfg.  Co..  Brockton,  Mass. 
Recordinjg  Instruments 
Bristol  Co..  Waterbnry,  Ct. 
Reels 

(See  Fishing   Reels.) 
Refrlffrerntor    Basket 
Burlington    Basket    Co..    Burlington, 
la. 
Refrigerator  Drip  Pan 
Gem     Mfg.     Co.,     Chelsea     Station, 
Boston,    Mass. 
Refrigerator  Trimmings 
Arcade   Mfg.   Co..    Freeport,   111. 
Brass    Goods    Mfg.    Co.,    Brooklyn. 
N.  Y. 
Refrigerators 
Alaska  Refrigerator  Co.,  The,  Mus- 
kegon, Mich. 
G.   R.  Refrigerator  Co.,  Grand  Bap- 
Ids.  Mich, 
nerrlck  Refrigerator  Co.,  Waterloo, 

Rcflisters,  'Wall  and  Floor 

Berger.   L.    D.,   69   No.   Seeood  St., 

Philadelphia,    Pa. 
ReloadinflT  Tools 
Union  Hdw.  Co.,  Torrlngton,  Ct. 
RcT-ol-vers 
Harrington  ft  Richardson  Arms  Co., 
822  Park   Ave.,  Worcester,   Mass. 
Hopkins   ft   Allen   Arms   Co.,    Dept. 

B,  Norwich,  Ct. 
Johnson's  Arms  ft  Cycle  Wks..  Iver. 

168  Rlyer  St.,  Fitchburg,  Mass. 
Riddles 

(See  Screens.) 
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RUiea 

BamUtoD  Blfle  Co.,  Plymouti^  Ulcb. 
Hopkins  St  Allen  Anns  Go.,  Dept.  B, 

Kerwicb,  Ct. 
Bavafe  Aran  Co.,   668  Tniner  St, 

Utica,  N.   T. 
StoTens  Armit  ft  Tool  Co..  J.,  Chlco- 

nae  Falls,   Mata. 
RlKs,    Air 
Dal«r   Ifff.     Co.,    380    Union    8t., 

nth,  Mich. 


Ifateitaiy-Farrol  Fdrj.  St  Macblne 
KT.  w      - 


Plymonl-, 

Rlirwt  MaehinM 
Wi^^tary-Farrol  WL  , 
Waterbnry,  Ot. 
Rivetivar  Maelilitea 
Root  Broo.  Co.,  Tlie,   Plymooth,  O. 

RlTCtlitM  MaeliteeSf  Han 41 

Smith  mg.  Co.,  F.   H.,   48  and  00 

St  John's  Coart,  Chicago,  III. 
RlTeta 

Garland    Nut    A    Rivet   Co.,    Pitts- 
burg,   Pa. 
Townaend  Co.,  0.  C.  St  B.  P..  New 

Brighton,   Pa. 
Roller  Skates 

(Bee  Skates.) 
Reef  (TeatiaaTf  Asphalt 
Stowell  Mfg.  Co.,  Jersey  City,  N.  J. 
Reeflnir  Felts 
Barr««tt   Mfg.    Co.,   New   York. 
BtoweU  Mfg.  Co.,  Jersey  City,  N.  J. 
Reoflnig  Paper 

(Bee  Paper.) 
RooflBffy  Slate 
Johnson  Co..   B.  J..   38  Park  Bow, 

New  York. 
Hooflnn,   Prepare* 
Barrett  Mfg.  Co.,  New  York. 
^XF'^h^P'J^    North    ad    St., 

nUadelphla,   Pa. 
StoweU  Mfg.  Co..  Jersey  City,  N.  J. 
Rope 

(See  Cordage.) 
Rnbber  Frnit  Jar  Rlan 
Backley  Rnbber  Co..  J.  W.,  60  War- 
ren St.,  New  York. 
Rabber  Foree  Caps 
Buckley  Robber  Co.,  J.  W.,  09  War- 

pen  St^  New  York. 
BUatlc  Tip  Co.,  870  Atlantic  Ave., 
Boston,  Mass. 
Rnbber  Goods,  Mechanleal 
Revere  Robber  Co.,   77  Bedford  St.. 
Boston,    Mase. 
Rnbber  Hats 
Buckley  Rubber  Co.,  J.  W..  80  War- 
ren St.,  New  York. 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston,    Man. 
Rubber  Mattlav 
Buckley  Rubber  CO..  J.  W.,  80  War- 
ren St.,  New  York. 
Elastic  Tip  Co.,   870  Atlantic  Ave., 
Boston.   Mass. 
Rnbber  Paolcinjg 
Buckley  Rnbber  Co..  J.  W.,  OB  War- 
ren St.,   New  York. 
Rever«»  Bubhor  Co.,  77  Bedford,  St., 

Boeton.    Maes. 
Rnbber      Tips,      Cane      and 

Cmteb 
Blastlc  Tip  Co..  870  Atlantic  Ave., 
Boston,  Mass. 
Rnbber  Tips,  Slotted  Seretr 
BUstic  Tip  Co.,  870  AtUntlc  Ave., 
Boston.   Mass. 
Rnbber   Tnblngr 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston.  Mass. 
Rnles 
(Shapln-Stephens  Co.,   Pine   Meadow, 

Ct. 
Chesterman    St    Co.,     Ltd.,    James, 

Sbeflleld,  Eng . 
Lnfktn  Role  Co.,   Saginaw.   Mich. 
Stanley    Rnle    St    Level    Co.,    New 

BriUin.   Ct. 
Wiebnach  ft  Hilger,  Ltd.,  9-16  Mnr- 

ray  St.,  New  York. 
Sad  Irons,  Asbestos 
Dover  Mfg.   Co.,  Canal  Dover,  O. 
Safety  Rasors 

(See  Rasors.) 
Sand  Paper 

<See  Bmery  Paper.) 

(See  Carlmruitdnm  Paper  ft  (Sloth.) 


Sash  Balances 

Pullman  Mfg.  Co.,   Rochester,  N.  Y. 
Sash  Chains 
Bridgeport    Chain    Co.,    BrldgsporC, 

Ct. 
Oneida  Community  Co.,  Oneida, N.Y. 
Smith  ft  Rgge  Mfg.  Co.,  Bridgeport, 

Oi. 
Sash   Cord     • 
Estes  Mills,  FaU  River.  Mass. 
Samson  Cordage  Wks.,Boston,  Mass* 
Silver  Lake  Co.,   78  Cbanncsy  St., 

Boston.   Mass. 
Sash  Fastenem 


(Linton    Wire    Cloth    Co..   Clinton, 


(See  Fasteners.) 
Saiui  Hanvers 

nee  Hsngers.) 
SaslTLifts 

Columbian  Hdw.  (3o.,  Clevelsnd,  O. 
Uriffln  Mfg.  Co.,  The,  Brie,  Pa. 
Sash  Looks 
Champion    Safety    Lock    Co.,    Qtta- 

evA,  O. 
Ivea  Co.,  H.  B.,  New  Haven,  Ct. 
National  Mfg.   Co..  SterUng.   111. 
R<*adlng  Hdw.   0>.,   Reading.   Pa. 
RnaselT  ft    Brwin    Mfg.    Co.,    New 

Britain,   Ct. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Taylor  Mfg.   Co.,   Hartford.  Ct, 
Yale  ft  Towne  Mfg.  Co.,  9  Mnmj 

St.,  New  York. 
Sash  Operatlnar  Dewlees 
Drouve  Co..   Q.,  Bridgeport,  (^ 
Sash  PnlleFS 
Reading  Hdw.  (^..  Reading,  Pa. 
Rnsself  ft    Brwln    Mfg.^Co.,    New 

Britain.  Ct. 
Savr  Clamp 
Smith  ft  Hemenway  0>.,  106  Dnane 

St.,  New  York. 
Tower    ft    Lyon    (}o.,    96    Chambers 

St..    New  York. 
Saw  Handles,  Cross-Cnt 
Bly  Mfg.  Co..  Theo.  J.,  Girard,  Pa. 
Saw  Jointer 
mke  Mfg.  Co.,  Pike.  N.  H. 
Sa'tv  Sets  and  Tools 
Atkins  ft  Co.,    B.   C,   Indianapolis, 

Ind. 
Morrill,  Chaa.,  276  Broadway,N.Y.C. 
Smith  ft  Hemenway  Ck>.,  108  Dnaue 

St..   N«fw   Ybrk. 
Sawlngr       Machines       (Hand 

and   Foot  Power) 
Bamea  Tool  Co..  New  Haven,  Ct. 
Sawrs,  Hack 
Atkins  ft  Co.,   B.    C.    Indianapolis, 

Ind. 
Millers    Falls   Co.,    28   Warren   St., 

New  York. 
Union  Hardware  Co.,  Torrington,  Ct. 
Sa-ws,  Hand,  etc. 
Atkins  ft  Co.,   B.   C,  Indianapolia, 

Ind. 
Norvell-Sbapleigb      Hardware      Co., 

St.  Loola.  Mo. 
Simonds  Mfg.  Co..  Fitchbnrg,  Msss. 
Saws,  Ice 

Gilford- Wood  Co.,   Hudson,   N.   Y. 
Saws,    Keyhole 
Bridgeport      Hdw.    Mfg.    Co.,    The, 

Bridgeport.    Ct. 
Scales 
Landers,  Frary  ft  Clark.  New  Brit- 
ain, Ct. 
Oagood  Scale  Co.,  Bingbamton,  N.Y. 
PelouBe   Scale   ft   Mfg.    Co.,    118   W. 

Jackson    Boul.,    Chicago,    III. 
Reading  Hdw.  Co.,   Reading,  Pa. 
Stimpaon    Scale    ft    Mfg.    Co.,    100 

Park  Place,  NorthvUle.  Mich. 
Scissors 

(See  Shears.) 
Scissors  Grinder 
Buck,  V.  P.,  82  Lincoln  St.,  Boston, 

Mass. 
Scrapers,  Floor  and  Tabtnet 
Bennett  Mfg.   Co..   Thr,  42(>  Auburn 

Ave.,    Buffalo,    N.    Y. 
Fox   Mfg.   Co.,   185  S«»cond  St.,   Mil- 
waukee,  Wis. 
Serapers,  Foot 
National  Mfg.   Co.,  Sterling,   111. 
Reading  Hdw.  Co.,  Reading,  Pa. 
Screen  and  ^IVIndow  Hangrers 

(See    Hangers.) 
Screens,  Coal,  Sand,  etc. 
Buffalo  Wire  Wks.  Co.,  Buffalo, N.Y. 


Lodlow-Saylor  Wire  Co.,  St.   Lonls, 

Mo. 
New  Jersey  Wire   Cloth  Co.,   Tree 

ton.  N.  J. 
Wright  Wire  Co.,  Worcester.  Mass. 
Sereens,  Metallic,  Adjnstlnv 
Metallic  Screen  Co.«  Collins,  Wis. 
Sereens,  "Window 
Sherwood  Metal  Working  Co.,  Syra- 
cuse,   N.    Y. 
Screw  Drl-vers 
Arcade   Mfg.    Co.,    Preeport,    111. 
BlUinga  ft  Spencer  (^o..   The.  Hart 

ford.  Ct. 
Bridgeport      HaiHwars     Mfg.     C*., 

Bridgeport,   Ct. 
Johnaon.    Wm..  Nevrark.   N.  J. 
North  Broa.  Mfg.  Co..   Phila.,  Pa. 
Russell    ft    Brwln    Mfg.    Co..    Kew 

Britain,  Ct. 
Stanley    Rnle    ft    Level    Co.,     New 

Britain,  Ct. 
Tower  ft  Lyon  (3o..  96  (Chambers  St., 

New  York. 
Tnck  Mfg.  Co..  Brockton,  Mass. 
Screw  Maclilne  Prodnets   to 

1  In.  Diameter 
Bsrnes  Co..  Wallace,  The. 
Serewr  Pnllers 
Turner  ft   Seymour  Mfg.  Co.,   The, 

Torrington,   Ct. 
Screws,  Coaeh  and  Ijaar 
McCabe   Hanger   Mfg.    Co.,    825  W. 

25th  St.,   New  York. 
Screws.  Hand  and  Bench 
Chapin-Stephens  0>..   Pine  Meadow, 

Grand     Rapids     Hand     Screw     Ck>., 

914  Jefferson  Ave.,  Grand  RapldSL 

Mich. 

Reading  Hardware  Co.,  Reading,  Fa. 

Screwrs,.  Machine   and    Cap 

MK^alie    Hanger   Mfg.    Co.,    825  W. 

25th  St.,   New  York. 
Screws,  "Wood 
Parker  Co.,  Cbas.,  The,  Meriden,  Ct. 
Scribes,  Tlntber 
Borois    ft    Call    Hdw.    ft    Tool    Co., 
Sprlngtleld.    Maas. 
Scythes 
Norih    Wayne   Tool   Co.,    Hallowell. 
Ml.. 

Scythe  '.Stones     and    IVliet- 

Carhorniuluni  Co.,  Niagara  FalIa,N.T. 
Cleveland    Stone   Co.,   Cleveland,    O. 
Pike   Mfg.   Co..   Pike,   N.   H. 
Seed   Sowers 

Cycltiii«>  Soi^der  O).,   Urbana,   Ind. 
Separators,  Dairy  Cream 
American  Hardware  Mfg.  Co.,   1208 

Pulton  St.,  Ottawa,  ifi. 
Settees  and  Chairs,  Iron 
Mott  •  Iron    Wka..    The    J.    L.,    6tk 

Ave.  and  17th  St.,  New  York. 
Sha  rpeners 

(See   Artlclea.) 
Shears  and  Scissors 
Atlaa  Shear  Co.,   Bridgeport,  Ct. 
Bridgeport      Hardware      Mfg.      Co., 

Brlilgeport,   Ct. 
Hclnlacb's    Sons    Co.,    R.,    Newark, 

N.  J. 
Wlfhnach  ft  Hllger,  Ltd.,  9  Murray 

St..    New    York. 
Wlaa  ft  Sons  Co..  J.,  Newark,  N.  J. 
Shears,  Grass 
Smith  ft  Hemenway  (^.,   106  Dnane 

St.,  New  York. 
Shears,  Prnnlns 
Cronk   ft  Carrier  Mfg.   Co.,   Blmlra, 

N.    Y. 
Rhodes   Mfg.   Co..    22   N.    Pine   St. 

Grand  Raplda,  Mich. 
Wiebnach  ft  Hllger,  Ltd.,  9  Murray 

St.,  New  York. 
Shears,  Sheep 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago,  111. 
Smith  ft  Hemenway  Ck>.,  108  Dnane 

St.,   New  York. 
Wiebnach  ft  Hllger,  Ltd..  9  Murray 

St..    New   York. 
Sheet   Metal   Special  ties 
Bridgeport  Wire  Goods  0>.,   Bridge- 

port,   Ct. 
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Shelf  Boxes 

(See  Boxes.) 
Shelf  Ladders 
(Bee  Ladders.) 
Shellao    Bleaehera 
Berrj  Bros..  Ltd..   Detroit,  Mich. 
Shelvinff,  Hard^vare 
Warren   Mfg.    Co.,    J.    D.,    Chicago, 

nu 
Shlttfirle  Gaofire 

(See  Gaages.) 
Shoe  Holder  and   Polisher 

American  Hardware  Mfg.   (3o.,  1208 

Fulton  St.,  OtUwa,  lU. 
Shoe  Lasts  and  Stands 
Boot  Bros.   Co.,  The,   Plymouth,  O. 
Shot  Gnns 

(Bee  Gnns.) 
Shovels,  Spades  and  Scoops 
ATery   Stamping  (>o.,  Cleveland,   O. 
Show  Cases 
Grand    Rapids   Fixtures   Co.;   Grand 

Rapids.  Mich. 
Siarns,  Deealeontania 
Merercord     Co^    Tte,     Chamber    of 

(commerce,  Cnicago,  111. 
Bilver«Tare 

(See  Plated  Ware.) 
Sink  Brashes,  IVire 
Blgelow,  J.   F..   Worcester,  Mass. 
Sink  Cleaners 
Bridgeport  Wire  Goods  Co.,  Bridge- 
port, Ct. 
Sink  Strainers  ^ 

(See   Strainers.) 
Sinks 
Mott    Iron    Wks.,    J.    L..    6th    Aye. 

and  17th  St.,  New  York. 
Skate  Sharpeners 
Smith  ft  Hemenway  (To.,  108  Duane 

St.,   New  York. 
Skates,  lee 

Barney  A  Berry,  Springfield.  Mass. 
Mew    York   Sporting   Goods  Co..    17 

Warren    St.,    New    York. 
Union  Hdw.  Co.,  Torrington,   Ct. 
Wlnslow   Skate    Mfg.    Co..    Samuel, 

Worcester.    Mass. 
Skates*  Roller 
Barney   ft  Berry,   Springfield,   Mass. 
Chicago    Roller    Skate    Co..    66    S. 

Canal  St.,  Chicago,   111. 
Cycle   Skate  ft  Sporting  Goods  Co., 

37  Park  St.,  New  York. 
New    York   Sporting    Goods  Ck>..    17 

Warren   St.,    New    York. 
Richardson  Ball  Bearing  Skate  Co., 

601   Wells  St..   Chicago,   111. 
Union  Hardware  Co.,  TorKngton.  Ct. 
Wlnslow    Skate    Mfg.    Co.,    Samuel, 
Worceater,  Mass. 
Skirt  Hanflrers 
(See  Hangers.) 
SkyllirhtM 

Droure   Co.,   O..   Bridgeport,   Ct. 
Sleds 
Allen   ft    Co.,    S.    L..    Box    llOO    H. 

Philadelphia,    Pa. 
Hunt,  Helm,  Ferris  ft  Co.,  Harrard, 
111. 
Sleds,  Steel 
Wagner  Mfg.   Ck>.,   (>edar   Falls,   la. 
Sleds,  CfMister 
HiU-SUndard   Mfg.    Co.,    468   Chase 
St;.   Anderson.  Ind. 
Sleeve  Boards 
Eclipse  Mfg.  Co..  No.  Glrard,  Pa. 
Sno^v  Shovels 
Avery   Stamping  Co.,    Cleveland,   0. 
Solderene 
Solderene  Co.,  68  State  St.,  Boston, 


Solderene  Flax  Sticks 

Solderene  Co.,  63  State  St.,  Boston, 

Mass. 
Solderene   Paste 
Solderene  Co.,  63  State  St.,  Boston. 
Mass. 
Solderene  Stioks,  Alnminnni 
Solderene  Co.,  63  State  St.,  Boston, 
Mass. 
SolderinfiT  Coppers 
Clendennln  Bros.,  Baltimore,  Md. 
Turner  Brass  Works,  61  Park  Ave., 
Sycamore,     111. 


Solderinff     Fnrnaee,     Kero- 
sene 

Barnes  Tool  Co.,  New  Haven,  Ct. 
Solderingr  Fnrnaces 
(Hayton   ft   Lambert   Mfg.   (3o.,    De- 
troit,  Mich. 
Turner  Brass  Works.  61  Park  Ave., 

Sycamore.    111. 
Solderinff  Sets 

Arcade  Mfg.   Co..  Freeport.   111. 
Spark  Gnards,  "Wire 
BuflTalo  Wire  Wks.  Cq„  Buffalo,  N.Y. 
Spoke  Shaves 
Johnson,   Wm..   Newark,  N.  J. 
Stanley    Rule    ft    Level    (^.,    New 
Britain,   Ct. 
Spoons  and  Forks 

(See  PUtod  Ware.) 
Spoons,  Tinned 
Atlas  Mfg.  Co.,  New  Haven,  Ct. 
Sportlnff  Goods 
Cycle  Skate   ft  Sporting  Goods  Co., 

87  Park  St.,  New  York. 
Draper-Maynard       (3o.,       Plymouth, 

N.  H. 
New    York   Sporting   Goods   0>.,    17 
Warren  St.,   New  York. 
Spraylnflr  Machines 
Myers  ft  Bro.,  F.  B..  Ashland,  O. 
Standard  Stamping  Co.,Mary8ViUe,  O. 
Sprlngr  Hinffes 

(See  Hinges.) 
Sprinffs 
Barnes   Co..   Wallace,   The,    Bristol, 

Ct.       . 
Tuck  Mfkr.  Co..  Brockton,  Mass. 
SprocketSy  Cycle  and  Anto- 

mobile 
Baldwin  Chain  Mfg.  (k>..  The,  Wor- 
cester,  Mass. 
Sdnares,  Steel 
Nlcholls  Mfg.  Ck>.,  Ottumws,  la. 
Russell    ft    Erwin    Mfg.    Co.,     New 
Britain,   Ct. 
Sanares,  Try,  Mitre,  etc. 
Stanley    Rule    ft     Level     Co.,     New 

Britain,   Ct. 
SUrrett  Co.,  L.  S;^  Athol.  Mass. 
Union  Cutlery  ft  Hardware  Co.,  Un- 

ionvlllo.  Ct. 
Stable  Fixtures 
Mott   Iron   Works,   J.    L.,    6th   Ave. 
and   17th  St..   New  York. 
Stamplnir*  Sheet  Metal 
Avery  Stamping   Co.,   (Cleveland,   O. 
Cleveland    Stamping    ft    Tool     Co., 

Cleveland,  O. 
Mossberg  (3o.,  Frank,  Attlehoro,Mass. 
Tuck  Mfg.  (3o.,  Brockton.  Mass. 
Staple  Pnller,  Fence 
Bonner  Mfg.   (To.,   C.    B.,  (]hrisman, 

111 
Utica  Drop  Forge  ft  Tool  Co.,  Utica, 
N.   Y. 
Staples,  T¥lre 

Keystone  Steel  ft  Wire  Co.,  Peoria, 
111. 
Townsend  Co.,  C.  C.  ft  E.  P.,  New 

Brighton,  Pa. 
Wright  Wire  Co..   Worcester,  Mass. 
Steak  Ponnders 
Arcade  Mfg.  Co.,  Freeport,  III. 
Wagner  Mfg.   Co..   (^dar  Falls,    la. 
Steam  Cooker  and  Baker 
Gem      Mfg.     Co..     Chelsea     Station, 

Boston,   Mass. 
Ohio  Cooker  Co.,  The,   Toledo,  O. 
Steel 

American    Tube    ft    Stamping    Co., 
Bridgeport,   Ct. 
Steel  Stampinnrs,  Cold  Rolled 
Advance  Mfg.  Co.,  Racine  Junction, 

Wis. 
American    Tube    ft    Stamping    Co., 

Bridgeport,   Ct. 
Barnes   Co.,    Wallace,   The,    Bristol, 

Ct. 
Griffin  Mfg.  Co..  The.  Erie,  Pa. 
Mossberg  Co..  Frank  AttIeboro.Mass. 
Steel  ware,  Cookinff 
Avery   Stamping  Co.,    Cleveland.    0. 
Cleveland     Stamping     ft    Tool    Co., 
Cleveland,  O. 
Step   I^adders 
(See  Ladders.) 
Stocks  and  Dies 
Armstrong     Mfg.     Co..     Bridgeport. 
Ct. 


Stove  linsta.  Self  Shlalnff 

Crosby   ft   Co.,   Detroit,    Mich. 
Stove  Polish 
(See  Polish.) 
Stove  Tracks 
(See  Trucks.) 
Stoves  and  Ranffes 
Mott    Iron    Wks..    J.    L.,    6th   Ave. 

and  17th  St.,   New  York. 
Stoves,  Oil  and  Gasoline 
Taylor   ft   Boggls   Fdy.    Co.,    Cleve- 
land. O. 
Strainers,  Tea  and  Coffee 
Porter  Machine  ft  Stamping  Works, 
Gregory,  Mich. 
Strainers,  Sink 
Andrews  Wire  ft  Iron  Wks.,   Bock** 

ford.   111. 
Pritchard-Strong  0>.,  29  Oirde  SU 
Rochester,  N.   Y. 
Stra^-berrjr  Holler 
Stephens  ft  Co.,  Windsor,  Waltham, 

Mass. 
Stretchers,  Fence 

(See  Wire  Stretchers.) 
Strops 

(See  Raxor  Straps.) 
Sweepers,    Lavrn    and   "Walk 
Greene  Mfg.  Co.,  Sprlngfleld.  O. 

SvpTmniinig  Devices 

Ayvad   Mfg.   Co.,    Hoboken,   N.  J. 
Swings,  Porch  and  Lavm 
National    Ventilator  Co.,    140  South 
Jefferson    St.,    Chicago,    111. 
Table  T¥are 

(See  Plated  Ware.) 
Tackle  Blocks 

(See  Blocks.) 
Tacks,  Brass  Head 

American  Ring  Co.,  Waterbury,  Ct. 
Tacks,  Copper 

Hussey  ft  Co.,  C.  G.,  Pittsburg,  Pa. 
Tamale  Kettles 

(See   Kettles.) 
Tanks 

(See  Articles.) 
Tapes,  Measnrlnff 
Chesterman  ft     Co.,     Ltd.,     James, 

Sheffield,   Bng. 
Lufkin    Rule    Co.,    Saginaw,   Mich. 
Starrett  Co.,   L.   S.,   Athol.  Mass. 
Wlebusch  ft  Hllger,  Ltd..  8-16  Mur- 
ray St.,  New  York. 
Tapping  Machines  for  Street 

Walworth  Mfg.  Co.,  128  Federal  St., 
Boston,    Mass. 
Taps  and  Dies 
Armstrong  Mfg.*  0>.,  Bridgeport,  Ct. 
Tempering  Povrder 
Philllps-Laffltte     Co.,     Penn    Bldg., 
Philadelphia,   Pa. 
Thumb  Tacks 
Ilawkes-Jackson   Co.,  82  Duane  St, 
New  York. 
Ties,  Horse  and  Co^v 
Bridgeport    Chain    Co..'    Bridgeport, 

Ct.  .11 

Oneida    Cojnmunity,     Lta.,     Oneida, 
N.  Y. 
Tillnir  Spades 

iwan  Bros.,  Streator,  111. 
Tin   Boxes,  Cash,  Bond,  ^te* 

(See  Boxes.) 
Toasters,  Bread 
Standard    Stamp'g    Co.,  MaryTiUe,0. 
TonflrMf  Machinist 
Barnes  Tool  Go.,  New  Haven,  Ct. 
Tool  Baffs 

(See  Articles.)      ,   _   ^>     ^ 
Tool  Chests  and  Cabinets 
American    Tool    Chest   0>.,    200   W. 
Houston  St..  New  York. 
Tool  Racks 

Herrick  Co..  F.   A.,  Jackson,  Mich. 
Tool  Steel 

PhlUips-Laffltte     Co.,     Penn    Bldg.. 
Philadelphia,    Pa. 
Tools 

(See  Articles.) 
Torches.  Bngrine 
Hammer  ft  Co.,  Branford,  Ct. 
Wall    Mfg.    Supply    Co.,    P.,    AUe- 
gbony.   Pa. 
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Torchea,  Plnmbera' 

Claytou    k,   Lambert    Mfg.    Co.,    De- 
troit, Mlcb. 
Tomer  Brass  Works,  61  Park  Are., 

Sycamore,  111. 
Torcltea,  Outdoor,  Gaflollne 
Turner  Brass  Works,  01  Park  Are., 
Sycamore,   111. 
To^vel  Bars 
TapUn  Mfg.   Co,  The.   New  Britain, 

Trapn 

(See  Articles.) 
Trajr»,  Cmmb 

Buffalo   Mfjf.   Co..    Buffalo,    N.    Y. 
Tree  Guards 
Buffalo  Wire  Wks.  Co.,  Buffalo, N.T. 
Wrlffbt  Wire  Co.,  Worcester,  Mass. 
Trellis  ^Worlc 
Wright  Wire  Co..   Worcester,  Mass. 
Trolley  Tracks,  Overhead 
Cobam     Trolley     Track     Mfg.     Co., 

Holyoke,  Mass. 
Mrirs  k.  Bro.,  F.   B..  Asbland,  0. 
Troaser  Hanirer 

See  Hangers.) 
Trow^els,  Masons* 
Atldss  ft  Co.,  Inc.,  B.  C,  Indianan- 
•Us,  Ind.  '^ 

Johnson,    Wm.,    Newark,    N.    J. 
Trowels,  Garden 
ATsry  Stamping   Co.,   Clereland,    0. 
Johnson.    Wm.,    Newark,    N.    J. 
Pritebard-Strong  Co.,  29  Circle    St., 
Bochester,   N.  Y. 
Trneks,  Faetorr 
Grand     Rapids     Hand     Screw     Co., 
914  Jefferson  Are.,  Grand  Rapids, 
Mich. 

Trneks.  Hand 

Clark   Co.,    Geo.    P.,    The,    Windsor 
Leeks,  Ct. 
Trucks,  Nail  Key 

Peck-Hamre  Mfg.  Co.,  The.   Berlin, 
Wis. 

Trucks,  Stove 

Arcade  Mfg.  Co.,  Preeport,  111. 
TnbtAflT.  Steel 

American    Tube    ft    Stamping    Co., 

Bridgeport,  Ct. 
Shelby    Steel    Tnbe   Co.,    Plttoburg, 

Pa. 

Turnbnckles 

Merrill    Bros.,    Maspetb,    N.    Y. 
Manning,  Bowman  ft  Co.,   Merldon, 
Ct. 

Twines 

_  (See  also  Cordage.) 
Colombian  Rope  Co.,  Anbnm,   N.   Y. 
Rates  Mills,   Fall  River,   Mass. 
T%Tfst  Drills 
(See  Drills.) 
Valves  and  Fittings 
Walworth  Mfg.  Co.,  128  Federal  St., 

Boston,    Mass. 
Valves  and  Plunders 
Berber  Bros.  Co.,  231  Arch  St.,  Phil- 
adelphla.  Pa. 

^JS^^J'.V    ^-    ^    North    2d    St., 

Philadelphia,   Pa, 
Mjrers  ft  Bro.,  F.  E.,  Ashland.  0. 
Valves,  Pump 
Revere  Rubber  Co.,   77  Bedford  St., 

Boston,    Mass. 
Varnishes 
Adam9  ft  Biting  Co..   Chicago,   111. 
Berry  Bros..   Ltd.,   Detroit,  Mich. 
MartJn-Senonr  Co.,  The,  2514  Qnarry 

St.,.  Chicago,    111. 
Vases,  Iron 
Mott   Iron   Works,    J.    L.,    Bth   Ave. 

snd  17tb  St.,   New  York. 
Ventilators 

Dnmve  Co.,  G.,  Bridgeport,  Ct. 
Iwaa   Bros.,   Streator,    111. 

Ventilators,   Revolvlnar 
Bei«er  Bros.  Co.,  Philadelphia.   Pa. 
Vises 

iCbernathy  Vise  ft  Tool  Co.,  S31  Bn- 

cfewood  Ave.,  Chicago,  III. 
Genmbian  Bdw.  Co.,  Cleveland.   0. 
Ltev«m  Mfg.   Co.,   Vlneland.   N.   J. 
Parker  Co.,  Chas..  Meriden,  Ct. 
Rock  Island  Tool  Co.,    Rock  Island, 

ni. 


TMi«r  ft  Lyon  Co.,  96  Chambers  St., 

wew   York. 
WflHasM   ft   Co.,    J.    H.,    Brooklyn, 

Wafle  Irons 

Bl7  Mfg.  Co..  Tbeo.  J.,  Glrard,  Pa. 
~«aAng  Hardware  Co.,  Reading,  Pa. 
airon  Jacks 
(See  Jacks.) 
WaflTons.  Coaster 
Hill-Standard    Mfg.    Co.,   4&8  Chase 

St.,  Ahderson,  Ind. 
Hunt,  Helm,  Ferris  ft  Co.,  Harvard, 
111. 
WaflTons,  Delivery 
Sycamore    Wagon    Works,    109    Ed- 
ward St.,   Sycamore,   III. 
Wask   Boilers 
Berger,  L.   D.,  69  North  St..  PhiU- 

delphia.  Pa. 
Pritchard-Strong  (^.,  29  Circle  St., 

Rochester,  N.  Y. 
Wash  Tubs 
Pritchard-Strong  Co.,  29  Circle  St., 
Rochester.  N.  Y. 
l¥askers 

GrilBn  Mfg.  Co.,  The,  Brie,  Pa. 
IVaskers,  Friction 
Barnes  Co.,    Wallace,  The,   Bristol, 
Ct. 
Waskiufr  Bfacklnes 
Boss  Washing  Madiine  Co.,   Cincin- 
nati, O. 
Brammcr  Mfg.  Co.,  H.  F..  1409  W. 

Second  St.,  Davenport,  la. 
Glascock    Bros.    Mfg.    Co.,    Mnnde, 

Ind. 
Waverley  Woodenware  Wks.,  St.  Jo- 
seph, Mo. 
White  Lily  Washer  Ckr.,  Davenport, 
la. 

l¥ashlnir    Machines  »  Water 
Motor 

American    Washer   Co..    118   Sydney 

St..  St.  Louis,  Mo. 
Coffield  ft  Son,  P.  T.,  Dayton,  0. 
Waste 

Bates  Mills,  Fall  River,  Mass. 
Water  Coolers 
Buffalo  Mfg.  Co.,  Buffalo,   N.  Y. 
Manning,  Bowman  ft  Co.,  Merlden,Ct. 
Water  Motors 

(See  Motors.) 
W^eaners 

Cooley  Mfg.  Co.,   108  So.  Canal  St., 
Chicago,    111. 
Weldinir  Plates 
Pbllllps-Lal&tte     Co.,     Penn     Bldg., 
Philadelphia,  Pa. 

WeldluiT  Powder 

Phillips-Lfffltte    Co.,     Penn     Bldg., 

Philadelphia,   Pa. 
Well  W^keels 

Reading  Hardware  Co.,  Reading,  Pa. 
Union  Elevator  ft  Machine  Co.,  144 
Ontario  St.,  Chicago,  111. 
Wheelbarrow^s 
McWhinnle      Wheelbarrow     Works, 

Poughkeepsle,   N.  Y. 
Syracuse    (Thilled    Plow    Co.,    Syra- 
cuse,  N.   Y. 
W^hip  Display  Rack 
Best,  John  H.,  Galva,   111. 
W^holesalers,   Gen*l    Mdse. 
Butler  Bros..  Chicago,  111. 
W^lckluflT 

Estes  Mills,  Fall  River,  Mass. 
Window  Cleaners 
Smith   Mfg.   Co..    F.    H.,   48  and   50 

St.  John's  Court,   Chicago,   111. 
W^indow  Cord 
See  Sash  Cord.) 
Wlndow^  Fasteners 
(See  Sash  Fasteners.) 
"Window  Locks,  Ventilatluflr 
Holland  Mfg.   Co.,   Florence,  Mass. 
Window  Slffus 

(See   Decalcomanla   Signs.) 
Window^  Screens 

WSee  Screens.) 
ire.   Barbed 
Keystone  Steel  ft  Wire  (]o.,   Peoria, 

111. 
Wire  Baskets 
(See    Baskets.) 


Ck>.,    Bnffalo, 


Wire  Chains 

(See  Chains.) 
W^ire  Clotk 
Buffalo    Wire    Works 

J*.  Y. 
Clinton    Wire    Glotb    Co.,    Clintos, 

Mesa. 
Lndlow-Saylor  Wire  (^o.,  St.  Lonls, 

Mo. 
New  Jersey  Wire  Cloth   Co.,   Tres- 

ton,  N.  J. 
Wright  Wire  Co.»  Worcester,  Mass. 
W^ire  Clotk  Cabinet 

Roller  Cabinet   Wks.,   Steriing,    111. 
Wire  Clotkes  Line 

(See  Clothes  Line.) 
Wire  Cutters 
Billings    ft    Spencer   Co.,    Hartford, 

Ct. 
Bonner  Mfg.  Co.,   C.   E.,  ChrlHiaB, 

IlL 

l¥ire-Draw^inir  Machlnerjr 

Wright  Win  Co.,  Worcester,  ifiias. 
l¥lre  Fences 

(See   Fencing,  Iron   and    Wire.) 
l¥ire  Ctoods 

Andrew   Wire  ft   Iron   Wks.,   Beck- 
ford,  ni. 

Bridgeport  Wire  Goods  Co.,  BrMfe- 
port,  Ct. 

Buffalo    WH«    Works   Qo.,   BaflUlo, 
N.  Y.  ,  -^ 

Parker  Wire  Goods  (^o.,  Worcester, 

Mass. 
W^ire  Lathing 

(See  Lathing.) 
Wire  Nails 

(See  Nails.) 
l¥ire  Mats 

(See  Mats.) 
W^lre  Pliers 
Bonner  Mfg.   Ck>. 

ni. 

Wire  Reels 

Eureka  Fence  Co. 


C.   B.,  ChriM 


Wire 


_Mossberc  Co.,  Frank,  Attleboro.M^JS. 
Rope,  Iron  and  Sted 

Wright  Wire  Co.,  Worcester, 


"Wire   Specialties 

(See  Articles.) 

i  r  e     Straiflrktenlnff 


"W . 

cblnes 

Shuster  Co., 
ven,  Ct, 


F.   B.,   The,   New  Ha- 


Wire  Stretcbers 
Arcade  Mfg.  Co.,  Freeport,  111. 
Hunt,  Helm,  Ferris  ft  0>.,  Harvard, 

111. 
Keystone  Steel  ft  Wire  Co.,  Peeria, 

111. 
Spring    Steel    Fence    ft    Wire    Co.. 

Anderson,  Ind. 
Wood  Screw^s 

(See  Screws.) 
Wrencb,  Reversible  Cbain 
Bonner  Mfg.   (^.,   C.   E.,  Chrismas. 

111. 
Williams   ft   Co.,   J.    H..    Brooklrii, 

N.  Y. 
Wrencbes 
Barnes  Tool  (3o.,  New  Haven,  OL 
Bemls    ft    Call    Hardware    ft    Tool 

(To.,   Springfield,  Mass. 
Billings  ft  Spencer  Co.,  Hartford,  Ot. 
Bonner  Mfg.   Co.,  C.  B.,    Chrlsman, 

IlL 
Ck>e8  Wrench  Co.,  Worcester.  Mass. 
Irland    Pipe   Wrench   Co.,    16   Court 

Sq.,  Boston,  Mass. 
McCabe,  F.  J.,  Shelton,  Ct. 
Mossberg  0>.,  Frank,  AttleborojHaas. 
Page-Storms  Drop  Forge  Cow,  SprlBg- 

field,  Mass. 
Russell    ft    Erwin    Mfg.    (^o..    New 

Britsin,   Ct. 
Star  Mfg.   Co.,  CarpentersviUo,   III. 
Tower  ft  Lyon  Co.,  96  Chambers  St., 

New  York. 
Yandegrift    Mfg.    Co.,     Sbelbyrille, 

Ind. 
Walworth  Mfg.  Co.,  128-186  Federal 

Bldg.,   Boston,  Mass. 
Wrenckes,  Fittings 
Williams   ft   Co.,   J.    B.,    Brooklyn, 

N.  Y. 
WriuiTCrs 

(See  Artf'.Ies.) 
Yarn.  Lath  and  Fodder 
(Columbian  Rope  Co.,  Auburn,  N.  Y. 
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Stevens  Odorless  Gun  Oo 


our    latest    firearm 
acx:essory 

''BEST    BY     TEST—SUPE' 
KIOR  TO  JtLL  THE  RE  T'' 

This  oil  is  a  lubricant,  rust  preventive,  pol- 
ishing and  cleaning  compound.  It  is  guar- 
anteed to  be  absolutely  pure  and  to  contain 
no  acid.  Especially  adapted  for  Firearms, 
Bicycles,  Sewing  Machines  and  all  Mechan- 
isms requiring  a  High  Grade  Oil. 

List  Price,  in   1  ounce  bottle,  10c. 
In  4  ounce  bottle,  25c. 


Stevens  Firearm  Accessories 

are  VRJiCTlCAL,  POPULAR,  IM  WIDE  DEMAND 


Every  progressive  merchant  handles  STEVENS  ODORLESS 
GUN  OIL,  ANTI-RUST  GUN-GREASE,  RIFLE  CLEANING 
RODS,  SHOTGUN  CLEANERS,  Etc.,  Etc. 

Ask  yonr  jobber.    Persist  in  insisting  Send  for  169-psffe  complete 

on  the  STEVENS  catslosne 

J.  SIRENS  AIUMS  &  TOOL  CO. 

P.  O.  BOX  22<S 

CHICOPEE    FALLSt  MASS^   U.  SL  A. 
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BOLT  CLIPPERS 


« 


EASY" 


"NEW  EASY" 

"ALLEN-RANDALL" 


H.  K.  PORTER 

oiy  and  Office 

,E»>rttt,IHM.,M.S.*.  I 


THIS  IS  THE  TRADE  NARK  OF  THE  GENUINE 

"STILLSOr  WRENCH 


1 


IT  IS  A  GUARANTEE  of  Quality  and  your  P^teetien 
Against  Inferior  Imitations 


H^ 


WALWORTH    MT'G    CO. 

SOLE    MAKERS 

BOSTON.  I2A-I36  Federal  Street. 

NEW  YORK  Office.  Park  Row  Bailding. 

WRITE  FOR  RED  BOOKLET  OF  TOOLS 


Reading  Lawn  Mowers 


Complete  line  of 
up-to-date  Mowers 
with  and  without 
Bail-Bearings. 
Finest  materials 
and  workmanship. 
Send  for  Catalogue 
and  Prices. 


READING   HARDWARE   COMPANY 

A  READING,  PA. 


NEW  YORK:    H  and  98  Reade  Street 
PHILADELPHIA  :    M7  Market  Street 
CHICAGO:    IftS  Lake  Street 


A  First-Oass  Rubber  Hose,  7^  cent 

•yt-iiirh    ."{ply    wnuii,!    with    !i.nvv    sU-,']    wirr.   c..in!.l(  tc-    \vn\\    h 
will    rcplnrc    any    i.T-Mi.tr    tUlvrtiw.     A\  J   x\TTl    l.c    i-KC^.  .1    !■>    l-.-i 


us  with  ai 

h.'for.^    V.,,, 


l.-,i.yfh.   an<l 


tar  Hack-Saw  Blades  N  Are  uniform  Are  economical    ^frx^/.^^t°i'.^i  *°''*^- 

lui  iiawn  uaw  uiaycg    td^_^^       ,1  ,        -       .      ,  -jvl^  s^"  that  they  are  as  Mre  sn 

^^■^^^■^^^■■■^J^-HPWMP      Are  JUSI  rigni  as  their  name  signifies— aU  Si 


Nicholson  File  Company  ?roMiin^Vi 


Omces : 

.,  L.  s.  A. 


RIUBS    AINP    RASPS 

W/UwT   **^A   divide   your  orders   on   Dividers  and  try    the 
W  ny   IjOt   new  **LODI  DIVmERS'*  as  others  are  doing  ? 

SPECIAL  FEATURES  :  Sheet  steel,  bright  finish,  light  weight.  Brass 
adiusting  nuts,  made  on  a  different  principle  than  others.  Best  low 
priced  Divider  ever  produced. 

THE  WM.  SCHOLLHORN  CO.,     New  HaTen,  Conn. 

MANUFACTUBBBS  OP 

Bernard's  Patent   Pliers,   Nippers,  Punches  and  Toels 


DO  YOU  CARRY  A  STOCK  ? 

Enough  Bristol  Steel  Belt  Lacing  was  used 
in  1907  to  make  over  15,000,000  one-inch  joints. 

It  is  sold  tlirouffh   Dealers  principally. 

Write  for  our  proposition  AA.    IT  PAYS. 

THE  BRISTOL  CO.,  Watirbary.  Conn.  8i;%/^<F'' 


READY  TO  APfiy       FINISHED  JOniT 


Mr,  Merchant: 


We  are  advertising  KINGFISHER  lines  direct  to  customers  in  25 
popular  magazines.  This  means  talking  direct  to  25  million  people. 
We  receive  thousands  of  requests  for  prices.  If  you  handle  KING- 
FISHER lines  and  want  this  business,  teU  us  and  we  w^ill  refer  cus- 
tomers in  your  town  to  you. 

E.  J.  MARTIN'S  SONS,  IH  Kingfisher  St..  Rockville,  Conn. 


GEM 

Mall  Clipper 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper — a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  is  well  advertised  and  is  meeting  with 
large  sales  everywhere.  Sells  for  2oc. 
The  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wide  margin  of  profit. 

A  handsome  metallic  display  standard 
free  to  dealers.     Write  for  prices. 

THE  H.  C.  COOK  CO.,  Ansonia,  Coim. 

Temporary  Office :       505  Scott  Street.  San  Francisco 


A.  GIMLET   POINT,  ROL^LED 

TMREJkJD  L.AG  SCREW 

The  rotmded 
bottoms  on  the 
thread  make  it 

.    ^    .  -      _,  .    ,  easy    to    screw 

into  the  wood.    This  lag  screw  will  hold  twice  as  much 

as  any  cut  thread  in  the  market. 

Ttie   IVIcCabe  Hanaer  IVffa.  Co. 

S25-327  West  2Stli  Street,  mw  YORK 

JOHN  SOMMER*S  PERFECTION 
RED  CEDAR  FAUCETS 

First  Quality  Warranted  Finely  Finished 

Made  oiit  of  the   Best  Selected  Florida  Red  Cedar. 

Only  the  Genuine  are  stamped  in  the  wood,  with  our 

trade-mark— MALTESE  CROSS. 
Write  for  prices  on  all  kinds  of  Wood  Faucets. 

JOHN  SOMMER'S    SON 

355.365  CENTRAL  AVENUE  NEWARK.  N.  J. 


Covert  Mfg.  Co. 

TROY,  N.  Y. 


"Polo"  Loop.  "Polo'*  Round  Eye. 

Made  in  all  sizes. 
Also  other  styles  and  sizes  of 

Harness  Snaps,  Rope, 
Chain  and  Web  Goods. 

A 


Write  for 
catalogue. 


Sold  by  aU 
leading  Jobbers. 


WHY   SHOULD   YOU    SUFI 
Be  Ymit  Owi  CUropodisI 


THB    STAR    SAPBTY    CORIN    RAZOR  Price  gl.OO.    Fall  descriptive  olrcalu  nuOled  on  | 

IPHE   BROS.,  8  RBAOB  ST.,    NEW  YORK  CITY,  Mfi*s.  Stai*  Safety  Shaving  R« 


IVfade    In   SO   different    stiapes   and    sizes    and    Coarse,   IVfedlum    and 
Fine    Grits.     Send    for    Priee   L^Ist,   Dept.   B. 


tniMMFRMNCM^M^ii 


Everlasting  Brazed  Steel 

P.  WALL  HFG.  SUPPLY  COMPANY 

Allegheny.  Pa. 


i  /  W  /  g 


«0 

O 

o 


Pullman  Sash  Balanceii) 

Have    y€>\i   tried    ttiein?     * 

Easier  to  install  than  weights,  and 

No  unsightly  cords  or  chain  to  show 

L«t  us  send  you  our  complete  cataloarue  of  Hardware  Specialties 

JKmU,    also  about  our    Screen    Door    CliecRs 

PULLIVIAISI     IVIFG-     CO- 

PUi.i.MA.N    COURT    -    ROCHESTER.  N.  V. 

Oldest  and  Largest  Manufacturers   of  Spring  Sash  Balances  in    the   World 


WEMAK  E  SETS  FOR  ALL  KINDS  OF  SAV^S 


IDiQHRILL'SKO.3  li  A  3AWSET9  No.  3. 


No.  4. 
No.  5. 


For  Cross  Cut  and  Circular  Saws.   iSngle 

Tooth. 
For  Double  Tooth  Saws. 
For  Timber  and  Board  Saws. 


CHAS.  MORRILL,  275  Broadway,  New  York 


«l 


a 


THE  ^'ROAMER^'  BAIT 

The  Bait  that  catches  the  big  ones 

Latest  bait  on  the   market. 
It  Is  alurays  ^vorktng. 

The  legs  are  white  and  are  in 
constant  motion,  thereby 
attracting  the  fish. 
Works  and  looks  lifelike  in 
the  water.  For  casting  or  trolling.  It  floats. 
Write  for  sample  order. 

Joseph  E.  Pepper^  Rome»  N.  Y. 


Money  Made  by  Three 

YOURSELF,  OURSELVES 
and  the  CUSTOMER 

Every  hardware  house  catering 
for  builders'  hardware  should  have 
circulars  of  the  LOVELL  WINDOW 
OPERATOR.  Easy  to  install,  sim- 
ple of  operation.  Just  the  thing 
for  power-houses,  mills  and  build- 
ings of  all  kinds  where  long  lines 
of  sash  or  windows  are  to  be  oper- 
ated.    Send  us   your   inquiries  and 


orders. 


The  G.  Drouve  Company,  Bridgeport,  Conn. 


Western  Office:  40  Dearborn  St.,  Chicago,  111.^ 


Manufacturers  of  the 
"And-Pluvius'*  Skylight,  Drying  Stoves.  Ventilaton 


mUeif 
Company " 


^  All  Uses: 
AUSi^es 


M  «¥7-A^  ^^t^r 


AtttiL,  iM. 
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TO  THE    INCH^ 

J4AA 


The  Best  Oilers  Made 

Copperlzed  and  Nickel  Plated 

Manufactured  from  best  quality  of  Cold  Rolled  **Swedoh'' 
Steel,  prepared  at  our  Rolling  Mills. 

All  goods  subjected  to  a  most  rigid  system  of  inspection  be- 
fore being  packed  for  shipment. 


Hot  and  Cold  Rolled,  Hoop,  Strip,  Sheet,  and  Bar 


for  Pressed,  Stamped  and  Drawn  Work,  Etc. 


All  ourgoods  guaranteed  to  be  as  represented.  Write 
us  about  your  requirements  ;  we  shall  be  glad  to  fig- 
ure with  you  on  the  manufacture  of  sheet  steel  hard- 
ware specialties  under  contract  or  on  a  royalty  basis. 

The  American  Tube  and  Stamping  Co- 


New  York  Mflce: 

III  BROADWAY. 


Main  Mflee  nd  Works: 

BRIDGIPORT,  CONN. 
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WE  SAVE  YOU 


% 


% 


A  \70U  may  be  able  to  save 

^^J^^^  X  **  much  as  5  per  cent,  on 
^^Ki^^  ^*  fir*^  cost  of  a  wrench 
ml^^^  if  you  buy  a  ''just-as-good" 
^  ^  (?)  substitute  for  the  "Goes." 
H  But  you're  sure  to  lose  at  least  30  per 
cent,  in  strength,  serviceability,  durability 
and  actual  wrench  worth. 
If  That  is,  while  you  may  pay  5  per  cent. 
more  for  the  genuine  *'Co€s**  you  are 
certain  to  get  30  per  cent  less  trouble  and 
30  per  cent,  more  service  out  of  the 
original  than  you  can  ever  get  out  of  any 
imitation,  no  matter  what  the  price. 
If  Remember  that  wrench  making  is  a  fine 
art  with  us ;  we've  been  at  it  nearly  seventy 
years.  And  every  year  of  the  seventy  has 
brought  some  improvement — some  closer 
approach  to  wrench  perfection. 
If  Don't  let  your  dealer  wheedle  you  into 
buying  a  "Near-Coes"  or  a  "Goes  Pattern/' 
or  anything  else  in  the  wrench  line,  except 
the  Genuine  Coes  Wrench.  Look  for  the 
Star  Trade  Mark  on  the  package. 
If  Made  in  five  styles  and  forty-nine  sizes, 
which  range  from  4  inches  to  48  inches — 
one  or  more  of  them  will  meet  your  wrench 
needs.  By  the  way — ^write  for  our  Wrendi 
Book. 

COES    WRENCH    COMPANY 

:Worcester,  ^^»»i" 

AWiTS|jQ„  LOUIUI  •  ca,m  Ohirtm  stmt, imr T^A 
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THE  LOUNGING  CLERK 
He  is  just  as  useful  as  umHstridtUed  pnnttd  matter. 

OUT  of  the  35,000  Hardware 
Dealers  in  this  country  many 
hundreds  are  now  customers 
of  the   Advertising    Service 
which  we  furnish  gratis  to  those  who 
carry 

Yale  Locks, 
Yale  Night  Latches, 
Yale  Padlocks  and 
Y  &  T  Blount  Door  Checks 
in  stock  and  wish  to  push  their  sale. 
You  very  probably  have   received 
one  of  our  books  of  Advertising  Sug- 
gestions. 

What  did  you  do  with   this  book 
that  was  so  thoroughly  worked  over  ? 
Did  you  read  it  and  heed  it  ? 
Did  you  realize  that  it  was  an  earn- 
est attempt  to  give  you  the  best  pos- 
sible assistance  ? 

Or  did  you  toss  it  aside  as  carelessly 
as  you  would  last  week's  newspaper  ? 
If  you  read  it,  did  you  follow  to  the 
last  letter,  and  persistently,  the  sug- 
gestions it  made  ? 

Did  you  avail  yourself  of  all  the 
opportunities  it  offered  ? 


Remember,  you 
would  surely  not    ^ 
let  your  clerks    ^ 
loaf  as  shown  in  the  above  picture. 

Did  you  order  the  printed  and  other 
matter,  and  then  let  it  lie  slumbering 
behind  your  counter  ? 

(Note  the  box  of  good  business- 
bringing  printed  matter  under  his  right 
foot  earning  nothing.) 

You  would  not  have  let  it  slumber 
if  you  had  known  its  real  and  vital 
power  to  make  business  for  you. 

If  you  sent  it  out  and  saw  results, 
did  you  get  enthusiastic;  send  for 
more ;  issue  circulars  of  your  own ; 
take  space  in  your  local  newspaper, 
and  push  a  good  thing  along  ? 

Did  you  write  to  us  and  ask  our 
advice  ? 

Did  you  systematize  the  work.? 

Did  you  take  charge  of  it  yourself, 
or  put  someone  else  in  charge  and 
hold  him  responsible?  (The  latter 
method  is  very  excellent  for  a  b"sy 
man  ^the  work  is  given  to  the  right 
person.) 


Next  month  we  are  going  to  tell  you  a  little  story  about  **  Mail  Order  Com- 
petition "  and  suggest  how  to  meet  it.    Sorry  we  haven't  space  for  it  this  time. 

We  have  just  received  from  the  printer  a  pretty  interesting  and  useful  book  entitled 
"Getting  Yours  and  a  Littie  More."  We  are  afraid  to  send  it  out  to  all  our  Customers  just 
yet,  as  we  haven't  the  force  to  deal  promptly  and  satisfactorily  with  the  letters  of  inquiry 
which  would  result.     If  you  would  like  an  advance  copy,  however,  we  will  be  glad  to  send  it. 

Dealers*  Adverttslng  Service 

The  Yale  &  Towne  Mfg.  Company 

9  Murray  Street,  New  York 

Talk  No.  3 
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1,000,000    SOLD 

In  1908  will  be  our  record 

Shrp-Shavr  Safely  Razors,  25  ds. 


"Ifm  all  la  the  Blada" 


Valac  la  Blade 
Valac  la  Flramc 


Total 


M  Per  Ccat. 
-     1  Per  Ccat. 

IMPwCcat. 


Did  you  ever  see  a  man  shave  widi 
a  frame  of  a  razor?  Why  invest 
$4.95  in  a  Frame  and  5  cents  in  Blades  ? 

Razor  complete  with  Blade,  in  carton, 
$2.00  per  dozen,  delivered  through 
your  jobber  or  direct 

GUARANTEE 

Satisfaction  or  money  back,  no  ques- 
tions asked. 


Shrp'Shavr  Razor  Company       Smith  &  Hemenway  Cominiy 

108-110    DUANE    STREET,    NEW    YORK 

See  page  586  for  interesting  article  on  this  little  Safety  Razor 


THE  UnCA  BLACK  BULL  STAPLE  PULLER 


Tbc    sfMMioest*  the  haadlest 


durable  staple  paller  made 

Only  the  Genuine 
bear  thifl  Mark 


d  (n  Q> 


TfUOCMAMC 


3  in  a  class  by 
themselves.  K  you  want  the  Best, 
insist  on  getting  the  UTICA  Brand. 

EVERY   TOOL    GUARANTEED. 


Write  IM-  rUBl  PAUOSTBY-A  bMk  m  Piicn  mI  Mppcn  •■ 

SSKilSSLS^IgSS  Utica  Drop  Forge  &  Tool  Co^Utlca,N>  Ya,U.S.  A> 

gpiffuw    PVY^|t3'   RPFERPNCE  TO   ApVERTI3EM?5NT3   QW    Ui?   P4<»H, 
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Russwin  Night  Latches  and 
Display  Boards 

These  handsome  Display  Boards,  which  are  of  1%-inch  Solid  Oak,  in  Antique 
Finish,  will  be  furnished  at  the  regular  price  of  the  Night  Latches,  plus  a  reasonable 
charge  for  the  board  and  mounting. 

The  six  different  Night  Latches  mounted  on  the  board  are  displayed  in  working 
condition  and  demonstrate  the  action  and  appearance  of  the  stock  on  your  shelves. 

If  desired,  a  latch  may  be  removed  from  the  board  and  sold  (boxes  and  directions 
accompany  the  board)  and  another  latch  taken  from  stock,  applied  in  its  place.  We 
will  furnish,  on  request,  and  without  charge,  Booklets  and  Envelope  Enclosures  with 
your  name  and  address;  also  Display  Cards,  Blotters  and  Electrotypes. 

RUSSELL  &  ERWIN  MANUFACTURING  CO. 

New  Britain,  Conn.  Nos.  94-96-98  Lafayette  St.,  New  York 

PHILADELPHIA         WASHINGTON        SAN  FRANCISCO       CHICAGO  LONDON.  ENG. 


In  AirtwiKUio  APV«itTXA»f«fT«  it  n  Pmieabls  tbat  You  Mbntiok  HAKPWARE;  DEALERS'  MAGAZINE. 

Digitized  by  Vj  W^  V IC 


)2  HARDWARE  DEALERS'  MAGAZINE  Apwi,  1908. 


Your  April  Trade 


Why  ncrt  "force"  it  all  you  c»n  by  using  leaders 
that  will  pull  biggest  in  April? 

Then  around  every  such  leader  have  grouped  many 
profit  payers  that  will  sell  particularly  well  in  April. 

Both  the  relatively  few  leaders  and  the  relatively 
many  profit  payers  for  thus  "forcing"  your  April  trade 
are  to  be  found — as  nowhere  else — in  our  April  cat- 
alogue. 

A  special  sale  of  glassware,  crockery  and  china  is 
the  feature  of  the  book— over  and  above  the  rC|dar 
monthly  lot  of  timely  leaders  in  every  department. 

And  all  through  the  book  are  such  goods  at  such 
prices  as  will  enable  YOU  to  do  a  big  business  THIS 
April. 

Besides — on  the  Green  Pages  you  will  find  resultful 
plans  for  using  the  goods  to  the  best  advantage  in 
YOUR  Hardware  store. 

The  full  extent  to  which  what  we  say  here  is  a  lad 
lor  yWI  will  be  apparent  if  you  but  leaf  our  April 
catalogue  through. 

Consider  conditions  as  they  are  for  you  right  now. 
Then  say  can  you  atfOTfl  not  to  send  for  our  April 
catalogue — right  now  ? 

Its  number  is  K660.    Shall  we  send  it — ^to  YOU  ? 


BUTLER  Brothers 

Wkoim»almn  of  Gmnmral  MmrekandUm 

NEW  YORK       CHICAGO       ST.  LOUIS       MINNEAPOUS 
Sample  Hmbcs:    BALTIifORE,    DALLAS 
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EVERY  DOG  HAS  HIS 

*i>'' TRIUMPH  "<<> 

KENNEL  CHAIN 


^' 


•.  iHf  •>  *H>  4.  SK.  htnn. 


DOG  LEAD 


4  «is  a 


Made  in  ^-^   Flnlsli.  No  Rusty  or  Shopworn  Goods 
DISPLAY  RACK  ffREE 

THE  STRONGEST  AND  UGHTEST 


Madm  only  by 

THE  BRIDGEPORT  CHAIN  CO.,  Bridgeport  Conn. 

Spedal  Reproeitalifes.  WIEBUSCH  &  HILCEt,  UL,  New  Ttrk 
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"CRONK"  QUALITY-"CRONK"  PRICES 


TEe  Cronk  &  Carrier  Mfg.  Co. 

ELMIRA,    N.  Y. 
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We  Help  Vou  Sell 
IWAN    AUOERS 

By    Our    Hxtensive    Advertising: 

Thousands  every  month  read 
our  forceful,  convincing  announce- 
ments. We  are  receiving  many  inquiries 
daily  asking  us  particulars  about  this  labor- 
saving  necessity-  We  refer  them  to  our 
dealers  at  the  nearest  point,  who  readily 
make  the  sale— and  reap  the  profit.  There 
will  be  a  brisk  demand  for  the  'Iwan  Auger" 
everywhere  this  Spring.  Get  the  benefit  of 
our  big  advertising.  Have  "Iwan  Augers" 
in  stock.  Order  through  your  jobber  or 
direct  from  us. 


IWANS'  PATENT  TILE 
DRAIN  CLEANER 


Best  Tool  Made  for  Finish- 
ing Tile  Ditclies. 

Stationary  style,  very  neat 

and  strong. 

Sizes  4  to  8  inches.     6-foot 

handles. 


We  also  manufacture  Tiling,  Spades,  Sickle  E^  Hay  Knives, 
Revolving  Ghinmey  Tops,  Wire  Conductor  Pipe  Hangers. 

IWAN   BROTHERS,  Streator,  Illinois 

Manufacturers  of  Hardware  Specialties 
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ST^a^ixix-E^ir 

W  crew  Drivers 

1    ry  Squares 

/^ngle  Dividers 

IMickel  Plated 

1                         Braces 

Xmm  evels 

CL  xtension  Rules 
T  ard  Sticks 

YOUR  PICK 

■  hoofing  Brackets 

W  niversai  Spoke 
1                        Shaves 

L«evel  Sights 

EL  xtension  Bit 

Holder 

Awls 

Non-Adjustable 
l^owel   Sharpeners 

Laevel  Glassei 

ELdge  Planes 

Victor  Levels 

Ci  xtension  Zig  Zag 
1                          Rules 

LmOw  Angle  Block 
Planes 

A                            B                        C                      D 

q  Have  you  seen  the  "HURWCK>D**  one-piece 
needle-point  Ice  Pick  ?    If  not  ask  your  dealer  to 
show  them  to  you. 

4  Made  in  four  styles  as  shown  above. 

^yornering  Tools 

fl  No  chopping  of  the  ice  necessary— just  PUSH 
the  Pick  THROUGH  THE  CAKE 

Odd  Jobs 

fl  If  your   dealer   does   not   have   them  write  us 
direct 

Write  for 

The  Stanley  Rule  and  Level  Co. 

Catalogue 

NEW  BRITAIN.  CONN..  U.  S.  A. 

IM  Answe&ipg  Aovi&tisembnts  it  is  Desirable  tbat  You  Mention  HARDWARE  DEALERS' MAGAZINE, 
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WIEBUSCH  &  mGER,  Ltd. 

9  to  IS  IWfurray  Street »  Ne^iv  York 

Pacific  C<Sbt  Offices :  438  Mwket  Street,  San  FnmciKO,  and  McKay  Building,  Portiaiid,  Ore. 

SOLE  AGENTS  FOR  THE 

Genuine  English  Wilkinson  Sheep  Shears 

en        To  distinguish  them  from  imitation  they  bear  the  TRADE 
MARKS  "SOUND"  and  the  name  "WILKINSON" 
stamped  on  every  shear. 


No.  37B7  B 

Every  GENUINE  Willcinson  Sheep  Shear  is  also  stamped  "ENGLAND^'  or 
"MADE  IN  ENGLAND."  ACCEPT  NO  OTHER  AS  WILKINSON'S;  THEY 
ARE  SPURIOUS.  > 

Complete  Line,  suited  to  aU  sections  of  the  United  States 


The    Pamous    Q  1  D  Q  B  B 

Better  Shears  could  not  be  produced  at  any  price.  IMITATIONS  have  neither 
the  quality,  temper,  finish  nor  design  of  the  GENUINE  Wilkinson,  which  will  cut 
WOOL  better,  faster,  and  longer  than  any  other  make. 

REFUSE  TO  TAKE  A  SUBSTITUTE 

You  should  have  the  Genuine  Wilkinson  Sheep  Shears  on  your  shelves.  If  you  have 
not,  you  are  missing  a  chance  for  business.  Jobbers  are  supplied.  Send  order  to 
yours.  Write  us  for  source  of  supply  if  you  find  any  difficulty  in  getting  the 
Genuine  English  Wilkinson  make. 

Illustrated  Price  List  mailed  to  dealers  sending  business  card  and  jobber's  name. 
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THE 

"  Universal '^ 

Coffee 
Percolator 

i 

1 


SMtl«iial  Yi«w  SkowlBg  tli«  «UiilT«rsar*  Prlnclpto 

It  excels  all  other  ways  of  making  coffee  because  the  percolating 
process  is  practically  completed  before  the  water  boils. 

Coffee  made  in  it  is  easily  known  by  its  delicious  aroma,  its  fine 
flavor,  the  absence  of  the  bitter  taste  caused  by  boiling. 

The  "Universal"  is  made  in  three  styles:  ''Empire"  and 
''Colonial/'  made  of  pure  aluminum,  and  a  pattern  in  high  grade 
Enamel  Ware,  all  in  four  sizes:  4  cups,  6  cups,  9  cups  and  14  cups. 
All  parts  are  interchangeable  and  can  readily  be  supplied. 


M anufacturad  and  Guaranteed  by 

Landerst  Frary  (SL  Clarkt  New  Britaiiit  Conn.t  V.  S.  A. 
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OVER  50,000  TONS 

of  CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  half  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
fence,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
been  the  standard  in  their  line. 

Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
types  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constandy  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  plant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement  suggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  arc 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be  shipped  on  sight. 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproofing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CLINTON,  MASS. 

Branch  offices  at 

NEW  YORK  BOSTON  CHICAGO  SAN  FRANCISCO 
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AMERICAN  SCREEN  OOCR  CATCH 

FOR  fsSlffA"  DOORS 


THE  No.  2 
IMPROVED 

TH]5    RAMOUS    WH^^U    CATCH 
THE  CATCH   THAT  LATCHES         -         -  THE  LATCH  THAT  CATCHES 


On  Rlffht  Hand  Door 


Inside  View. 


On  Left  Hand  Door 


WILL  ADVIRTI8ED-8II.I.8    ON    ITS    MERITS. 


The 
AMERICAN  SHINER 


Includinir  3  steel  laats— men's,  women's 
and  children's;  box  Eagle  brand  shoe 
polish  and  polishins  cloth. 

All  packed   in  strong   pasteboard   box, 
3  lbs. 


COLLEGE  BABCOCK 1ESTER 

For  Testtng  MOk  and  Cream 


Simple,  accurate,  durable.  Runs  like  a 
watcrh.  Working  parts  enclosed.  Runs 
without  noise,  vibration  or   friction. 

Outfit  includes  a  full  set  of  glassware, 
including   test   bottles,  pipette,  etc. 

Each  tester  complete,  packed  securely  in 
separate  wood  case.  Weight,  complete, 
l^lbs. 


American  Hardware  Wq.  COa,  Ottawa,  DL,  U.  S.  L 


i908    FXJLTON    STREET 
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OAT5S ILIPP5BS 


There  must  be  some  virtue 
in  a  clipper  that  increases  in ' 
sales  to  such  an  extent  that 
even  doubling  and  tripling 
the  production  fails  to  over- 
stock it. 

Well  there  is— In  the  first 
place  it  is  a  beauty. 
.   The  principle  for  distribut- 
ing the  tension  is  correct.  . 

The  concave  grinding  is  a 
feature. 

The  idea  of  testing  each 
plate  to  a  constant  tone 
pitch  is  good. 

Added  to  this  the  Coates 
clipper  methods  make  it 
sell. 

TRf   IT   AND   BE   CONVINCED 


Coates  Clipper  Manufacturing  Co. 

WORCESTER.    MASS..    V.    S.    A. 

Solm  Smiling  JkgmnU 

JOHN  H.  GRAHAM  (8L  CO..  113  Chambers  St..  New  York 


OATBS  B.  B.  159 
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FREEstandFREE 

We  want  one  of  these  display  racks  in  the  best  Hardware 
store  inr  each  town,  showing  our  line  of 

CARBORUNDUM  TOOL  SHARPENERS 

The  biggest  trade  boosters  on  the  market. 

Wrlf  f%r  Spmelai  Introductory  Offor, 

LUTHER  BROS.  CO.      114   CtLrver  Ave.      Milwaukee.  Wis. 
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THE   FAJifOLJSS 


<4 


f9 


ie  Create 
le  Demand 

■---     ■     -•  ■      ^« — 
■V  ■■fcninig  ncK 

Shicn  fai  the  ItDtw- 


Munsey's 

Home    Needle    Work 

Magazine 
Cosmopolitan 
Sundav  School  Times 
Christian  Herald 
Garden  Magazine 
House  and  Garden 
House  Beautiful 
Craftsman 


M«KMMrty«vflire,ll«lllidlilKllni«llMn.  SttHlheeMl 
Mttatardfart  Cu  be  as  carily  racnM  by  a  ckOi  « iraan  as  liy  a  ■•■.  Sei4  ftr 
ni  prices.     TO  AVOID  DELAY  PLACE  YOUR  ORDUIS  AT  ONCE. 


ISMwlacffUl 


HII-L.   DRYER 

m  PARK  AVE.*  WORCESTER*  1IA8S. 


llta 


T^Lsan 


MlawNl  b  a  pvlial  Bsl  if 

ALBANY  N.  Y. 
Albany  Hardware  &  Iron  Co. 


•I  Ok 


BOSTON,  MASS. 
Bigelow  ft  Dowse  Co. 
Dana  Hardware  Co. 
Frye.  Phiops  ft  Co. 
Prescott  &  Co. 
Baldwin  &  Robbins  Co. 
Shepard,  Oark  &  Co. 
Joseph  Breck  &  Sons  Corp. 
D.  T.  Green  ft  Co. 
Whittier  Woodenware  Co. 


BUFFALO.  N.  Y. 

Republic  Metal- Ware  Co. 
CHICAGO.  ILL. 

Republic  Metal-Ware  Co. 

Hibbard,    Spencer,    Bartlett   d 
Co. 
DETROIT,  MICH. 

Buhl  Sons  Co. 
DULUTH,  MINN. 

Kelley-How-Thomson  Co. 
MINNEAPOLIS,   MINN. 

Tanney,  Semple,  Hill  &  Co. 
NEW  HAVEN,  fcONN. 

The  Bronson  ft  Townsend  Co. 


NEW  YORK,  N.  Y. 

Neal  &  Brinker  Co. 

Republic  Metal-Ware  Co. 
OMAHA,  NEB. 

Wright  ft  Wilhelmy  Co. 
PHILADELPHIA,  PENN. 

Biddle  Hardware  Co. 

Seluer-Klahr  Hardware  Co. 
PROVIDENCE,  R.  I. 

Barker,  Chadsey  &  Co. 
ROCHESTER,  N.  Y. 

Mathews  &  Boucher. 
SIOUX  CITY,  lA. 

Knapp  ft  Spencer  Co. 
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SA  DOUBLE  PROHT  fi 


No.   40. 
Sleeve  Iron. 


^^BEintD^ 


No.  10. 
Tourist  Iron. 


IRON  FOH  eVERY  PURPOS£ 


WR(0N^S 


The  profit  of  a  good, 
clean  margin. 

The  profit  of  extra  sales. 

Your  margin  is  assured 
by  restricted  selling  prices. 

The  extra  sales  depend 
upon  your  own  enterprise. 

Keep  Asbestos  .  Sad 
Irons  up  in  front;  make 
them  prominent;  talk 
them. 


'■^ 


^o. 


^o 


^0. 


**•' 


s 

No.   80. 
Pressing  Iron. 


No.  196.— Asbestos  Household  Set. 


M 


No.  60. 
Flounce  Iron. 


The  Household  Set  is  a. complete  ironing  equip- 
ment. It  provides  a  tool  of  the  pattern  best  de- 
sifirned  for  each  laundry  need.  An  advance  step 
beyond  the  usual  three-piece  set— a  bifiriper  unit— a 
biffifer  sale— a  higger  profit. 


Asbestos  Sad  Irons  are  carried  by  your  jobber.    Advertising  supplies  and  selling 
suggestions  may  be  had  from  the  makers. 


rmiFi 


DOVER  MANUFACTURING  CO. 

CANAL    DOVER,    OHIO 
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Sell  One  of 

These 
Machines 

•'<;■■ 

>  To  Every  Customer  You  Have 

^  Who  Owns  Sheep 


The  Stewart  No.  8  Shearing  Machine 


Retails  at  only  $9.75,  which  includes  4  combs 
and  4  cutters.       Pacific  Coast  Price,   $11.50 

This  machine  gets  at  least  20  cents  worth  more 
wool  from  every  sheep.  This  extra  wool  pays  for  the 
machine  the  first  season.  The  work  is  done  easier  and 
quicker  than  by  the  hand  shear,  and  the  frequent  injury 
to  the  sheep  such  as  occurs  with  the  hand  shear  is  entirely 
done  away  with. 

Owners  of  sheep  everywhere  are  rapidly  adopting 
this  machine. 


Order  from  your  jobber.     Our  new  igo8 
dealers*  catalogue  is  yours  for  the  asking 


Chica^  Flexible  Shaft  Co. 

180  Ontario  Street,  CHICAGO,  IlL 
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Coldwell  Lawn  Mowers 

Hand -HORSE ^Motor 

USED    EXCLUSIVELY    ON    NEW    YORK    CITY    PARKS 


SEND    FOR    CATALOGUE 


Coldwell  Lawn  Mower  Company 

NEWBURGH,    N.    Y. 


CHICAGO 


PHILADELPHIA 


SAVANNAH 


Chadbom  &  ColdweU  Mfg.  Company 

NEWBURGH*      NEW     YORK 
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Star  Safety  Razor 


PAR    KXOKLLKNCK 


Bast  by  Test  far  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

Tha  Star  Saffafy  Razara 

■aka  cusfamara  far  f ha 

•EILERS 

Thay  giva  abaaluta 

aallafaaflan 

The  retail  prices  are  strictly 
_  maintained  for  the  benefit  of 

the  retail  dealers. 

Star  Safety  Razors   net  a 
larger  profit  than  any  other 
safety  razor  on  the  market 
I  In  sets  to  retail  from 

S  1.00  to  S30.00 

You  can  suit  the  consumer's 
purse. 

We    extensively    advertise 

our  razors,  etc.,  in  all 

thej>opular  magazines. 


) 


Kriie  um  tor  our  Agency 
'opomition,      Dimeountm 


and  Cataloguem 


Kampfe  Bros. 

8-iO-i2RMdtSl.jltwYork 


See  Our  SAFETY  COSN  RAZOR*  Advertised  en  flie  Raek  Cever 
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^r^AVrl  THI 


TILLS    I 


BRANDS 


No.  163. 


QUALITY 
Titus 

Embody  All  the  CMcntUl  Pcaturcs  Required  in  a  Good  Raniiliig 

Shear,  witl^  an  Exceptionally  Fine  Catting  Edge. 

Smnd  for  Catalog  Mo,  /7 

THE  ATLrAS  SHBAR  COMPANY 

CAST  SHEARS  SCISSORS  TINNER  SNIPS 

BRIDGEPORT.  CONN^  U.  S.  A. 


CQtard 


R.A^OIT-' 


THE  SIMPLEST  RAZOR  EVER  MADE 

TKo  ONLY  SAFBTY  RAZOR  wItK  the  NATURAL  SLIDING  STROKC.  outs  tKo  board 
and  doos  not  aorape  It  off  liko  a  hoo. 

ONLY  TWO  PARTSp-HANDLE  AMD  BLADE         EASILY  CLEANED        INSTANTLY  ADJUSTABLE 

LARGCST  PROFIT 

•Told  only  through  doaiorm, 
J§ll  Inqulrloa  from,  our  big 
advortlMlng  eatmpalgm 
turnod  ovor  to  doaiorm  Im 
looailty  front  which  lm» 
qulrlom  arm  roeolvod, 

Tho  soiling  of  a  WJ^RD 
ltJ§ZOR  ntoanm  a  matlmfl^d 
euatontor,  and  mo  atand 
back  of  you  In  tho  guaram* 

Cut  one-half  size.  **•' 

More  WARD  RAZORS  sold  in  same  length  of  time  on  the  market,  and  a 
smaller  percentage  returned  under  the  thirty-day  absolute  guarantee  than  any 
other  safety  razor  made. 

THE  WARD  SAFETY  RAZOR  CO.,  751  Star  Bldg.,  356  Dearborn  St.,  CHICAGO 


Good  Cutlery— Good  Profit 

UN-X-LD  CUTLERY  COSTS  a  little  more  than  the  other  kind— but  givcf 
a  great  deal  more  satisfaction.  It's  the  kind  that  makes  friends  fast— after 
that— fast  friends.  People  who  buy  it  come  back— not  to  kick— but  to  buy 
more  goods.  That's  the  kind  of  a  Business  Builder  it  is.  If  you  care  to 
increase  your  business  drop  us  a  line  and  we'll  send  a  representative  to  talk 
it  over.    NOW— RIGHT  NOW  IS  THE  TIME  I  I 


Northfield  Knife  (gmpany 

NORTHHELD,  CONN. 
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All  good  shears  _  _  ^_^  _  ^  «  —  ^^-^  ^^^  _  «  Shears  hold  It— 
start  life  with  ^^J  KP  ■  I^A  ■  ^^fc  ^^^  ^^d  ^ol^  1^  loncesC. 
anedge-  ^^  Bb  I  l^l  I  Q^  ^^  ^^     WeiSSf  °'*"* 

TaiUrs'  Sh«arSpTrlmm«rSp  Sciss«rs,Tinn«rs'  Snips,  Etc. 

Th«y  WLf  th«  *'BIST  IN  THI  WORLD*' 

R.  HEINISCH'S  SONS  CO.,  Newark,  N.  J.,  U.  S.  A. 

Mew  York  Office  and  Salesroom,  166  Chambers  Street. 


PERFECTION    SCISSORS    GRINDER 

Why  be  with  a  pair  of  dull  scissoi^  when  any  man,  woman  or  child 
can  grind  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  life  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

Maaaflactafi  ly    y.    p.   BVCK,    S2  LJacela  St>,  lOSTOII,  MASS. 


THE  KEEN   EDGE   RAZOR  STROP 

A   RAZOR   STROP   RIGHTLY   NAMED 


STYLE  9M 

A  Leader  Combination  Durable  Swing  Strop ;  made  of  Keen  Edge  Russian  Shell  Leather  and 
Cordovan  combined.    Finished  with  Plated  Swivel  and  Handle.     Most  elegant  Strop  made. 

FACTS  ABOUT  THE  MEEN  EDGE  SAZOK  STROP 

'TIs  the  only  Strop  ready  for  use  when  new. 

'Tls  the  only  Strop  that  never  needs  redressing. 

'TIs  the  only  Strop  that  will  not  gum  or  grow  glossy. 

'Tls  the  only  Strop  that  always  keeps  the  same  soa,  pliable  surface  to  strop  over. 

It  always  produces  a  smooth,  keen,  sharp  edge  on  a  razor. 

'Tls  Th*  Strop  to  Increase  the  Razor  Strop  business  of  the  dealer.  Write  for  our  price  list  and 
catalogue.  Be  sure  our  trade-mark,  Keen  Bdge,  Is  on  your  strops,  as  an  article  of  such  merit  as 
ours  is  subject  to  Imitation  and  Infringement. 

EDDY    MAIVUFACTURIIVG    COMPANY 

Mak9ra  of  K^^n  Bdgm  Ramor  Stropa  WORCESTER,    IWf  ASS.,    U.   S.  A. 
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BROWN  &  SHARPE  MFG.  CO. 

providence:,  r.  i.,  u.  s.  a. 
IF    THE    CALL    IS    FOR    AIM 


Easy  Opera 

Clean  Cuttii 

Long 
Wearing 

Clipper 


You  Can 
onestly  Put 
rward  a 
0,  For  It 
Ines  All 
itures 


We  furnish  Advertising  Llteratare  for  your  distribution 


Priest^s  Single 

No.  9 

A  Perfect  Power 

Clipper  and  Groomer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


CLIPPERS 


\ne — The  Largest  Power 
les  to  the  lightest  and 
li  barbers^  band  clip- 


rials  only  used. 

All  parts  interchangeable : 
reduces  cost  of  main- 
tenance. 

Why  not  gel  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  quoted  on  request. 


American  Shearer  Manufacturing  Co.,  Makers 
Wiebusch  &  Hilger,  Ltd-,  seiiing  Agents.  New  York 
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Prices  to  the  Trade  on  Application 

Perfection  laoofactarins  Co. 


7  WsLter  St.. 


Boston,  Mass. 


THE  SHAVEZY 


'  InsUntly  clwiifir«d  from  right  to  left 

Is  the  best  and  a  Cheap  Guard. 
Gft  mypruei,  which  are  right, 

L.  T.  WEISS*  Sole  Na.miffaLOtarer 
297  TMfr«  PiMw.  BROOKLYN.  N.  Y. 


The  Original  Nan-grind-off^toothed  Bread  Knife 


Patented  7-17-'t8  and  ll-tt-'9f. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  using 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN: — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

Manlaetiired  by  NOITI  WATNE  TOOL  C0.»  HaUoweH,  Me.,  U.  S.  A. 


WHY   DOIN»T   VOU    SELUr 

-^■^^     KNIVES,    FORKS,    SPOONS? 

CXDSTS  YOU    LESS   tKan   tKe   STANDi^RD   platecC   Knife.      Is   absolutely^  k>etter 
than  ts  possible  to  xnaKe  a  platecC  Knife  cuncC  looKs  better  after  use. 


ourex 

K»Lirt» 


PAYS  YOU  A  BETTER  PROFIT  than  700  hare  erer  made  on  flat  ware.   Write  at  once  for  prices. 
ASSOCIATED  SILYBR  COHPANT,  152.158  LAKE  ST.,  CHICAGO,    V.  S.  A. 

In  AKfWSHIifO  APYeiiTi95¥?NT9  jt  ;8  P^8ijia|l»  t^a?  Ypu  M?tNTipN  HAHDWAiCE  PEALEJIS*  MA^AiSINE. 
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The  Carborundum  Co.,  Niagara  FaUs,  N.  Y. 


EYER 


PAT.  aRANTCO  APR.  IS.  190« 


Removes 
everyone  of 
those  eyes, 
without 
wasting 
the  fruit. 
Peel  the 
Pineapple 
first. 

Is  a 

money-maker 
for  you,  Mr. 
Retailer, 
ask  your 
Wholesaler. 


Simple, 
nothing  to 
get  out  of 
order.     One 
dozen  on  a 
display  card, 
with  easel 
attachment. 

Mfd.  by 

^YAWMAN 

^ft  KNAPP 

MFC.  CO. 

■•cnsTii. 

II.Y. 


nOTCtlKlftft- 
CUPPERft 

StaadArd  QiMlHy 
And  WorkmAiMhip 

GoATAIltoAd. 

Right  PriMSr 


Simpto  in  Dwiga 
ElAgAat  in  FiniAh 


Send  for  DescriptiTe  CAtAlogue  And  Prices. 

EDWARD  ft.  tlOTCNHIftft 

RtJlroAd  Ata..  BRIDGEPORT.  CONN. 


B 

J 


Tho  ExMltlor  Toloscopi  "^^^^  ThoaroaiSI.OOWondor 


m 


No  TeleHcope 
with  a  Solnr 
Eye-Piece  hnH 
ever  before  been 
Holdforlessthaii 
98  to  910. 


NEEDED  ON  FARIII,HEA  OR  llANCII. 
BY  NAIL  1N81;KKII  91*^0.  POSITIVELY 
such  A  good  telescope  was  never  sold  for  this 
price  before.  Ihese  Tcle^copt-s  are  made  by  one 
of  I  he  largest  mauuroctiirets  uf  Europe,  measure 
clo^td  12  Inches  and  open  over  Sk  feet  In  5 
seci It  ns.      They    are_ .BRASS  JJOU  NDj^_ BRASS 


8ee  the 
8pota  on 
the  Snn 
with  this 
Telescope 


• ■    ■     secut  ns,      iney    are    iskaski    iiuunu,    bkass — 

SAFETY  CAPon  ench  end  toexclude  dust,  etc.,  with  POWEKFT  li  IjENHKH,  scltruiincally  ground  and 


adjusted.  GUARANTEED  BY  THE  MAKER.  Heretofore  Telescopes  of  this  Rlze  have  been  soldfrom  $5.00  to 
$8.u0.  Every  sojourner  In  the  country  or  at  Keaslde  resorts  should  certainly  secure  one  of  these  Instniments; 
and  no  farmer  should  be  without  one.  O IIJ  EC-T8  1^1 1 LEH  AWAY  are  brought  to  view  with  astonish- 
ing clearness.  Sent  by  express  for$l  safely  packed;  if  by  mall  InsurcHl.fl.ZO.  Our  new  catalogue  of  Guns, 
etc.,  sent  with  each  order.  TmIh  is  a  grand  offer,  and  you  fhoulcl  not  miss  It.  WE  €«TJARANTEB 
AR^^OiiUTE  HATISFATTION  or  money  refumlrd.  TIQEST  OF  WHAT  CUSTOMERS  SAYt  Write tiiem. need 
not  take  our  word.  "WItneCTcd  sun  ocllnw  at  Austrian  Tyrol  with  it."  L.  8.  Henry.  The  Saxon,  N.  Y.— "Kaccelsior 
superior  to  a  $15.00  one."    Frvd.  Walsh,  Howe  lM]and,  OntuHo.—"  Could  count  cattle  »  miles  away."     P.  0.  Patton. 

Price  to  Dealers.  $7.50  per  doi.,  F.  O.  B.  N.  Y.    Other  Dealers  find  they  sell  well.    So  will  you. 

KIRTLAND   BROS,  dt  CO.,    Dept.  H.,     00  Chambers  8t  ,    NEW  YORK 
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1908    BICYCLES 


Catalogue  is  Readj 

We  want  to  send  our  Catalogue  No.  40  and 
show  you  how  you  can  add  to  your  profits. 
We  carry  a  complete  stock  of  Bicycles  KeUil- 
inff  at  $20.00  to  $50.00.  and  are  the  largest 
jobbers  of  Bicycle  Supplies  in  the  East.  Will 
you  write  us.' 

Awtomoblle  Accessories 

Here  is  a  line  that  fits  in  well  with  the  hard- 
ware trade  and  it's  profitable,  too.  We  will 
sell  you  the  right  goods  at  right  prices  and  help 
you  build  up  your  business.  Catalogue  No.  39 
gives  full  particulars. 

Sporting  Goods  and  Gans 

Our  new  book.  No.  41,  if  the  most  complete 
publication  of  its  Und  ever  issued.  It  con- 
tains nearly  300  piMt  describing  baseball, 
tennis,  golf,  firearms,  fishing  tackle,  canoes  and 
camp  goods.  It  will  be  mailed  free  to  any 
Hardware  or  Sporting  Goods  Dealer  who  sends 
his  business  card. 

NEW  YORK   SPORTING   GOODS   CO. 
17  Wanwn  StrMt,  Nsw  Terl 


COBBLERS'    OUTFITS 


We  are  the  Originatora 

and 
Largest    Manufacturera 

Get  Our  Prices 

TIE  ROOT  BROTIERS  CO.,  PlynMBlh,  0. 


Buying  the 


lino  moans  that  you  aro  to  havo  tho 
co«oporation  of  our  Advortising 
and  Display  Dopartmonts  to  holp 
yon  soil  all  your  cntlory. 


THE  ontiro  Wiss  lino  is  liborally 
adTortisod  in  tho  Host  Publica- 
tions roaching  Consnmors.  All  in- 
qnirios  and  ordors  aro  always 
roforrod  to  Wiss  doalors. 

Writo  at  onco  for  information 
abont  Wiss  quality  and  Wiss 
Co-oporation. 


In  Answkeing  Advertisements  it  is  Desirable  that  Vou  Mention  HARDWARE  DEALERS'  MAGAZINE. 


Digitized  by 


Google 


n&  tiARl>t^AkE  b&ALMS'  MACA^IM  Ami,  IMl 


IT  KEEPS 

OFF 

FLIES 

A  harmless  liquid  prepar- 
ation which  can  be  sprayed 
on  horses  and  cattle  and  will 
relieve  them  from  flies.  It  is 
a  fact  that  dairymen  have  no- 
ticed a  80  per  cent,  increase 
in  the  flow  of  milk  from  a 
herd  of  cows  after  commenc- 
ing to  use  Cow-Ease.  Cow- 
Ease  has  been  on  the  market 
eight  years  and  gives  satis- 
faction. 

Cow«Ea«#  pay  tli> 
doalor  »0%  profit, 

3,  Minneapolis  and  St  Louis. 


IOL.K    IVIAIMUFACTURKRI 

MANUPACTURKRS 

PAINTS  AND  VARNI8HE8 

C4IFBIIiTll.|IOITOII  CO.         UBBAU.  SPENCEB.  BinUTT  «  €•.        J4llinY.  8EHPU.  UUL «  CO. 

77-79  Sudbury  St..  Boston.  Mass.         Stale  Street  Bridge.  Chicaco.  111.        20-36  S.  Second  St.,  Minneapolis.  Minn. 


CUPENTEI-IOITOI  CO.,  BOSTON,  MISS., 


PALMER'S 

TH  E 

PIONEER  of  HAMMOCKS 


Send  for 
19MCataloff 
showins 
112  Colored 
Illustrations 


bUI     N'T  \i.XO. 


TUB   I.  B.  RALrMBR   CO. 

N.Y.  Office:  55  Worth  St.  MIDDLBTOWN,   eONN. 
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IMOAA/     18     THE     TIIVIE 

to  place  orders  for  Ice  Picks,  Cork  Screws,  Cork  Pullers,  Ice  Cream 
Dishers,  Spoons,  Lemon  Squeezers,  Lime  Squeezers  for  1908  business. 


No.  1 1 1 
SPRING  PICK 


» 


mt 


3= 


We  are  (he  largest  manufacturers  of  this  line  of  goods,  all  of  which  are  designed  for 
up-to-date  requirements.  Finely  illustrated  catalogue  with  prices  and  discounts  will  be 
mailed  to  all  dealers  on  request. 

BRIB    8PBCIAUTV    CO.,  Bfle,    Pa.,    U.   8.   A. 


THE    BEST    ICE   AND    ROLLER   8KATE8 


THE    SAMUEL    WINSLOWfiSKATE    MFG.    CO., 

.,^,.,  „£^i;^^^°°**^'  FACTORY  AND  MAIN  OFFICE: 

LONDONr^=LonK*'^nirE.  I'.'"'"         WORCESTER.   MASS.,  U.   S.  A. 


liAMW 
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GETT    XHE    BESX 


A.etria  Dynamite 


Tlie    Aetna 


IWfade    b>^ 

Powder    Co., 


Clileago 


We  do  not  tell  mail  order  houses 


You 


Mako 

Dtuhio 
Prtfit 


8cllln0  Rapid 
FIrtttO  Gi 


List  Priee  lit .M 

Write  for  trade  price 
THE    UNION    FIRE 


Two  rapid  firing  shot  guns  will  sell  as  easy  as  one 
of  any  other  pattern.    That  means  double  profit  for 
the  dealer.    This  six  shot  repeating  gun  will  shoot  as  fast 
as  you  can  count.    Has  every  Improvement  known. 

ARMS    COMPA.NY,     SUIO    Auburndale,    Toledo,    Oiilo 


<« VELVET  TREAD''  Simplest  and  Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become, 
popular  with  all  skaters. 

WB   CARRY  A   FUI,l,  l,INB   OF"  RINK  BQUIPMMNTa=== 
CHICA^QO    ROLrLrBR   SKXTB   CO.,   OS  So.  Gmnml  Bt..  GHIOAOO 
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etallsc  •■  B«|rs'  RlQc*. 

r  rifles  under  our  own  exclusive 

nfidently  claim  to  make  the  best 
for  the  money. 

'.  27  is  an  efficient  sporting  rifle,  with  hammer  ac-. 

arts  and  exceedingly  simple,  using  22  calibre  short 

ges.    The  barrel  is  bronze,  rifled  and  -steel  jacketed, 
blue  black  gun  finish.     Breaks  down  for  loading  and  ejecting  shells.    Flat 
forearm   of  gum  wood.    A  beautiful  model,  symmetrical  and  well  balanced. 

16    inches   long,   length   of   rifle  over  all,  30  inches.    Price,  $1.50. 


I  fl^  HAMILTON  UJ  RIFLES  Srrs  \ 

I 

1 

I 
i 

^THE    HAMILTON  RIFLE   CO.        \ 

m       Box  20»  Sim*  PLYMOUTH,  MICH.,  U.  S.  A.      J^ 


NO.   027,  our  latest  model, 
like  No.  27,  except  the  stock 
in,  which  are  of  genuine  wal- 
I  and  beautifully  finished.    Price,  $1.75. 
lodels  are   Nos.    15,  price,   $1.50;  19,  price, 
price,  $3.00  each,  a  winner  in  its  class, 
continuous  advertising  in  the  boys'  papers   will  bring  the  basiness  to  you,  as 
very  boy  will  want  one  and  you  should  have  a  stock  on  hand. 
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THE 


Alr- 

Cooled 

and 

Water- 

Cooled 


Runabouts 

and 

Touring 

Cars 


NOTOK  VEHICLE  CORPORATION,  New  Bri<«.«n,  Coniv 


DO  IT  NOW 


KOW  IS  THE  TIME,  Mr.  Hard- 
ware Dealer,  for  you  to  get  some  of  that 
"AUTOMOBILE  TRADE."  Don't  wait 
until  your  competitors  get  it  all. 

Hardware  Dealers  all  over  the  coun- 
try are  now  increasing  their  business  by 
handling  this  splendid  and  profitable 
line  of  Automobile  Supplies. 

We  give  liberal  discounts  to  Dealers. 

WRITE  TO-D4Y  for  our  1908  cata- 
logue and  wholesale  discount  sheet. 


The  Motor  Car  [quipment  Co. 

Manufacturers  and  Wholesalers 
of  AUTO  SUPPLIES 

M  Warren  Street       NEW  YORK 

ADDRESS  DEPARTMENT  H 


FLEXIBLE  ELYEIL  2^s^^ 

SelU  easily  because 
boys  and  girls  want 
the  fastest  and  best 
sled  on  the  hill. 

FLEXIBLE  FLY- 
ERS  are  the  most 
popular  sleds  on  the 
marlCet  to-day. 

FLEXIBLE  FLY- 
ERS    will     outlast 

three  ordinary  sleds.    They  are  handsomely  finished  and  are  swifter,  safer  and  stronger  than  any  other  sled. 

IWfade  In  mljc  sizes,  from  36  to  lOl  Indies  long. 

FLEXIBLE  FLYER  RACER.  56  inches  long,  a  sled  buUt  especially  for  speed. 

/  rices  and  illustrated  catalogue  on  request, 

S-  L.-  ALLEN  &  CO.,  B«x uMH  Plilladelplila,  Penn. 
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RieHHRDSON 

Cushion    Frame,  Anti-Jar,   Ball    Bearing 

Roller  Skates 

^^The  Good  Klnd»**  used  exclusively  in  all  of  the  largest  and  most 
successful  rinks  in  America.     Write  for  the  most  complete  Roller 
Skate    Catalogue    ever  published.      Tells    how  to    open   and 
operate  Roller  Rinks. 
Rlcliardsoii  Ball  Bearing  Skate  Co.^  SM  Wells  Street^   Chleago 


Union  Hardware  Company 

TORRINGTON.  CONN..  U.  S.  A. 
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CKicaigo's  Bi^^est 
DepaLfimeivi  Stores 

and  thousands  or  Hardware  and  general 
stores— stores  whose  managers  are  the 
shrewdest  and  closest  buyers  in  this 
country    and  the  hardest  to  satlsCy^ 

HoLivdle  These  Oils 

Excelsior  Lqlwa  Mower  Oil 
Excelsior  Reel  Oil 
Excelsior  Gun  Oil 
Excelsior  Phonograph  Oil 
Excelsior  Sewing  Machine  Oil 
Excelsior  Automobile  Oil 
Excelsior  Bi^  4  Oil 

— becAuse  they  are  special  oils  specially  pre- 
pared for  their  individual  purposes,  and  there- 
fore give  greatest  satisfaction. 

Wrlt9  uM  at  oncm  for  Spmeiat  Hardwarm 

Dmalmra  Prlc^M.    They  arm  mighty 

intereMtlng  (o  a  dosm  buyer, 

EXCELSIOR  SUPPLY  CO.,  DEPT.  H 

(Established  1876) 

233-235-237  Randolph  St.,     CHICAGO 


Learn  to  Swim 

BY  ONE  TRIAL 


Sell  readily  and  produce  good  results.  Every 
dealer  should  be  well  stocked  with  this  popular 
device  for  swimming. 

Price  to  Trade: 

No.   1,   $2    per   doz.,   retails   at   25   cents  each. 
No.   2,   $3   per  doz.,   retails  at  35  cents  each. 

Sold  by  jobbers  throughout  the  United  Sutes, 
Great  Britain  and   Australia. 

These  goods  are  extensively  advertised  in 
leading  publications  such  as  Ladies'  Home 
Tournal,  Collier's,  Saturday  Evening  Post, 
Youth's  Companion,  etc. 

Hardware  dealers,  department  stores,  toy 
stores,  druggists,  stationers,  seashore  houses, 
sporting  go^s  dealers  and  general  merchandise 
retailers  make  big  sales  by  displaying  the  water- 
wings  in  their  stores  and  windows.  Three  color 
show  cards  for  exhibition,  and  circulars  for  dis- 
tribution sent  with  every  order. 


ATVAD  MFC.  CO.,       Itbokei,  N.  J. 


m 


Direct  Connected  Water  Fans 


FANS  FOI  CEILING,  DESK,  WALL 

We  guarantee  Satisfac* 
tion    and    Low   Prices 

THE  D.  L.  BATES  &  BROTHER  CO..  Dayton,  0. 


Are  You  a  Reaper? 

We  have  planned  a  comprehensiTe  advertising  campaign  to  open 
early  in  the  Spring  and  continue  throughout  the  Summer  in  the 
leading  general  and  recreation  magazines.  Thousands  of  dealers 
arc  reaping  the  benefit  of  this  campaign — Y^hy  not  yon? 

The  Hawkeye 
Refrigerator  Basket 

has  a  ready  sale  and  the  demand  is  constantly  increasing.  Pic- 
'licers,  sportsmen,  fishermen,  motorists,  etc.,  who  use  them  arc 
always  sure  of  cool,  fresh,  appetizing  food  and  drink.  It's  a 
perfect  refrigerator  in  a  strong  wicker  basket  that  can  be  locked. 
You  can't  afford  to  be  without  this  popular  business  getter. 
If  your  jobber  can't  supply  you  write  us  tor  illustrated  catalog, 
prices  and  discounts. 

Bnrllngton  Basket  Co.,  20«Mainsi^BiiriiBgt«B,ia. 
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Celluloid  Colors. 

Brass,  Steel.  axicC 

Nuxxil^ers 

Solidhed  Display 

sells  t&cKs 

SMppll«cf  loy  iobbera 
HavrKes-JacKson,  MaKers,  Nevr  YorK 


PFLUEGER'S 


FISHING 
TACKLE 


•JUST 

WILLIAMSON'S 

No.    8082 


C.  T.  WILLIAMSON  WIRE  NOVELTY  CO. 

M    BADGER    AVENUE.   NEWARK.   N.  J. 


lOOKS,  FUES»  TROUS,  SPINNERS, 

PHANTOMS,  REELS,  FURNISHED 

LINES.     EVERYTHINC  IN 

nSHINC  TACKLE 


NOTICE— Free  to  Any  Dealer  in  Sporting 
Goods,  Sent  Express  Prepaid,  170  Page  Illua- 
trated  Catalogue  No.  F.  25.  Metal  Fuh  Sign 
in  8-CoIor  Lithograph. 

Tbe  Enterprise  Mfg.  Co. 

AKRON.  OHIO 


GLASCOCK'S  RACERS 


Strongest,  SpeediMt. 
Blegantiy  Finished 
Cars  on  the  market, 
t  in  four  sizes  for  both 
ind  girls.  Wood  and 
frames.  Double  and 
single  handles. 

Advertised  in  all 
the   leading  maga- 
zines   for    your 
1^  benefit. 

Ck  W  r  i  t  e  for  our 
ll  illustrated  cata- 
fl  logue.  Wfc  have 
7   real  talking  points. 


CLASCOCK  BIOS.  MFG.  CO.,  Mnicie,Ii«. 


Burns  denatured  al- 
cohol, perfect  combus- 
tion, quick,  safe,  sure, 
intense  heat,  no  soot,  no 
odor,  a  portable  pas 
stove. 

Over  a  million  in  daily 
use.    Catalog. 


NOKMA  No.  2. 
DEPARTMENT  A 

195   High  Street,   Boston,   Mass. 
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trythins 

no 

:«• 
the 

'dware 
Mie 

IRIAM 

MFG. 

CO. 

Dwhan 


Ad 

Aotomatic 

Clerk 

that  watches  your 
interests  while 

you  are  out.  :    : 

Detects  Omissioiis  and  Errors. 

ShowsDay'sWorkataGtance 

SAVES  MONEY 

SAVES  LABOR 

Standard  Cash  Register  Co. 

30  CKestrxut  Street.     .     WabasK.  Ir\dian* 

HAM'S  "MATCHLKSS** 
No    2  COLD  BLAST  LANTKim 


Remember,    HAM'S 
are  tHe  only  genuine 

"COLD  BLAST"  LANTERNS 

on  tHe  marKet 

That's  why  they  excel  all  other  makes  in  burning  quali- 
ties; a  thorough  comparative  test  in  a  strong  wind  will 
convince  you  as  to  that. 

We  are  not  giving  away  life-sized  pictures,  but  we 
are  making  lanterns  that  have  all  the  latest  improve- 
ments and  we  can  guarantee  them  to  be  perfect  in 
every  respect,  or  we  will  replace  with  perfect  goods. 
The  old  saying  "A  satisfied  customer  is  the  best  ad- 
vertisement," holds  good  every  time  you  sell  a  HAM 
lantern,  as  they  are  bound  to  please. 

Think  it  over.  Don*t  you  think  it  would  pay  you  to 
handle  Ham*s  Lanterns?  They  cost  no  more  than  in- 
ferior goods,  still  they  are  worth  more. 

Let  %ts  send  you  one  of  our  handsome  new  catalogues. 
Address  "Dept.  L" 

C.  T.  HAM  MFG.  CO. 

ROCHESTER.    N.  Y. 


■ANDLETnS  BIANDT 


IF  NOT,  WIY  NOTt 


pjfljKSrtWECTio^ 


BK«.  1;.  «.  PAT.  orr. 

Thli  Ubal  !■  on  all  T>pl<n*s  Pat.  Improved  IK)VRR  EGG  BEATERS,  and 

■tudifor  QUALrrr  and  DURABILirV. 

THETAFLIN  MFe.CO..New  Britala.CoBA^U.S.A. 

1S5  Chambers  Street,  New  York. 


WE 
9  MAKE 


BIG  ANDUTTLE 

WATER  MOTORS 

"Really  and  truly."  the  only 

line  which  will  be  found  aati*- 

factory  from  the  standpoint  of 

the  dealer  and  user.    Why  not 

put  a  few  in  your  show  window  and  let 

us  refer  our  inquirers  to  you? 

UPPINCOTT  W.  M.  a  L  CO. 

Newark*  N.  J. 
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Two  New  Spittoons 

Every  Hardware  Man  occasionally  has  a  calf  for  a 
Spittoon.  Many  Dealers  in  Hotel  and  Steamship  Fur- 
nishings are  large  buyers  of  thenu  We  offer  two  pat- 
terns, as  illustrated^   which  are  proving  to  be   good 

I  sellers,  wherever  shown*     THE  CLUB  SPITTOON* 

is  made  with  a  detachable  cover,  while  THE  CUSPIDOR 
is  seamless.     We  finish  them  in  different  colors,  but 
CLUB  SPITTOON  especially  recommend  our  Volcanic 

Q-Pattern  which  h  a  rich  Chocolate  color,  slightly  mottled. 
Send  for  our  Ulustrated  Supplement  to  Catalogue  and 

Prices  and  give  us  a  Trial  Order  which  is  almost  sure  to  be 

followed  by  another  and  still  another* 


Mention  Hardware  Dealera'  Magazine.  

-  CUSPIDOR 

THE  aEVELAND  STAMPING  &  TOOL  COMPANY 

CUEVELrAND,  OMIO 

ROBT.  F.  HALL,  Portland,  Ore.,  Pacific  Coast  Aarent.  SPENCE  MFG.  CO.,  Aarents,  St.  Paul,  Minn. 
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EUMINATE  DUST  by  dsinc  we  DUSTLESS  BRUSH 

Ordinary  sweeping  simply  stirs  up  the  dust  and  fills  the  air 
with  dust  particles  which  settle  down  on  your  goods  and  fur- 
nishings. You  stir  up  the  same  dust  day  after  day.  The 
Dustless  Brush  does  not  STIR  UP»  but  it  WIPES  UP  the 
dust.  It  deadens  the  dust  in  sweeping,  absolutely  preventing 
^_  it  from  rising.     Its  proper  use  is  the  next  thing  to  a  scrubbing 

Maces  Dost  97  Per  Cent         ^""^  ^^^^''jl'J'  accomplished  with  the  rapidity  of   or^nary 

■I-  J  V  « AA  AAA  mm     i.  ^       sweepmg.    It  keeps  the  floors  fresh  and  clean.    All  the  dirt  and 

Used  by  oiitr  1004109  Mercbants     ^^g^  {,  removed  each  time  you  sweep. 

You  can  ^havc^a^Dustkss  Brush        jj^  ^  ^^Okss  Brnsh  and  Sm  Money.    SeU  it  and  Make  Money. 

We  prepay  express  charges.  Liberal  discounts  to  dealers  in  quantities. 

MILWAUKEE  DUSTLESS  BRUSH  CO^  ^'^tSU'S^HiV&.^i" 


WITHOUT    THE    WATER 

rrs  CLEAN  BUSINESS  AND  CLEAR 
LIBERAL    PROFIT— when  you  sell 

JEL-L-ITAC 

THE     PASTE     IN     POWDER    FORM 

For  Paperhangers,  Manufacturert*  and  all  who  use  Paste  in  their  business 

A    two-pound    roll    makes    a    bucket    of  heavy,  wet  paste.    Instantly  prepared  with 
In  Caaea  of  36  Gartona      '^^'*'    water.      Produces   the    whitest    and  cheapest    paste    obtainable.    ^  No    loss    to 
the  dealer  from  souring,  moulding,   lumping,     etc.       Clean,    sanitary,    handy.      A 
Splendid  Seller  the  Year  Round.    'Write  for  prices  and  a  full-sized  carton  free. 

ARTHUR     S.     HOYX,     ^1^=1,^1;?^^^^ 

WEST     BROADWAY,     CORNER      CHAMBERS     STREET,     NEW     YORK 

I!i5  BENNETT  ADJUSTABLE  SCRAPER 

SOUD  STEEL.    RNE  NICKEL  FINISH. 
RIGID  BUDE-NO  CHATTER-NO  KICK 


Use  any  Blade  to  the  Last  Half  Inch — Com- 
pare it  with  the  Best.    SELLS  ON  ITS  MERITS. 

Position  of  Blade  or  Handle  Changed  In- 
stantly to  Suit  the  Work.  No  Special  Blade 
Necessary. 

MANUFACTURED  BT 

[NETT  MFG.  COMPANY,  BUFFALO,  N.  Y. 


ROBERTSON  <<  HORSESHOE  MAGNET '^  HAMMERS 

(Trade  Mark) 

TPADE 


0 

MARK 


Every' hammer  stamped  with  name  and  trade  mark 
For  BILL  POSTERflL  TRAVELING  ADVERTISERS.  UNDERTAKERS*  UPHOLSTERERS.  PAPER- 
HANGERS.    Etc.     Auo  Tack  Hammer  size  for  household    and  general  use.    Forged  from  fine  steel»  war- 
ranted strong,  permanent  magnets. 

IllustraUd  price  list  mailed  en  requtti, 

ARTHUR  R.  ROBERTSON,  Sole  Haniif adorer  (Ownw  of  tb*  H«rM.hM  idafMt  Tnd*  Mwks),  144  Oltrer  Street,  Bostoo,  Rass. 
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6-3-4  Brings  Xrade 

6'5A  requires  less  capital  than  you  are  now  investing  in  Screen 
Enamel  and  Stove  Pipe  Enamel -6-5-4  is  both  and  more 

6-5-4  is  the  only  preparation  suitable  for  use  on  Gas  Cooking  Ranges;  it  is  very  t}iin 
and  black  and  dries  in  10  minutes. 


You  make  more  profit,  make 
it  oftener  and  easier,  on  6-5-4 
than  on  anything  else. 

6-S-4  sells  itself,  shines  itself 
and  pays  for  itself;  it  will  be 
half  gone  before  the  bill  is 
due. 


6-S-4  makes  new  customers 

for  you  and  brings  them  to  your 
store ;  our  advs.  tell  them  what 
it  is-for  and  how  to  use  it. 

6-5-4  is  a  "repeater;"  fcyery 
can  yon  sell  brings  yon  an- 
other customer  and  her 
friends. 


Send  for  free  booklet— " That's  the  Secret" 

CROSBY    &    CO. 

•DETROIT,    IVIICH. 


4e     •JEFT'.     AVENUE 


THE  MARTIN-SENOUR  CO. 


IVIAKBRS    OR 

MONARCH  HOUSE  PAINT        SENOUR'S  FLOOR  PAINT 

IN  Per  C<nt  fm  (The  Standtrd  Briii«) 

E-Z  FLOOR  AND  FURNITURE  STAIN 

"Woatmu  white  "      "levswalkliilen'' 


RED  SCHOOL  HOUSE  PAINT 

The  Reddest ''Red''lerBanis,Roofs,6c 

MARTIN'S  WHITE  ENAMEL 

"  The  white  that  sUys  white  " 


and  a  Full  Line  of  Paint  and  Varnish  Specialties. 


DROP  VS  A  LINE 

for  our  beautiful  four-color^ 
Illustrated  catalogue.  We  will 
mail  it  to  you  gratis. 


2514  to  2520  Qaanry  Street  and  Archer  Avemie 
CHICAGO,  ILLSm  V.  S.  JL 


142  and  144  Inspecter  Street 
MONTREAL,  CANADA 
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Give  Yout  Customefs 
"The  Hofse'^ 


[ 


•►T1HE  HORSE''  is  the  title  of  a  new  illus- 
trated booklet  of  32  pages^  issued  by  the 
Dixon  GMnpany.  There  is  very  little  matter 
of  an  advertisins:  nature;  the  book  is  deroted 
almost  entirely  to  interesting  informaticm  con- 
cerning the  care  of  the  horse  in  and  out  of 
the  stable*  <|  With  every  order  for  Dixon's 
Graphite  Axle  Grease^  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among 
such  customers  as  are  interested  in  horses. 
<f  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — free  on  request. 


JOSEPH   DIXON   CRUCIBLE   COMPANY 

•   JERSEY  CITY,   N.  J. 


VT'OUR  stoves  will  sell  much  quicker, 
^  and  at  a  better  price,  if  polished  with 
Black  Kid  Stove  Polish. 

This  is  the  best  of  all  the  good  stove 
polishes  made. 

Six  or  twelve  five-pound  cans  to  a 
case.    Your  jobber  has  it. 


SNOW  FLAKE  AXLE  GREASE 

MANUFACTURED  BY 

The  Snow  Flake  Axle  Grease  Co.,  Fitchbur^,  Mass. 


Ectabliahed  1851  Incorporated  1891 

Gerts,  Lumbard  &  Qo. 
Brush  Makers 

sp.cuifa;^wJr(^;:Lo«u.»G»  sfs  04  211  BuMphst..  Chicago^  nx. 
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When  a  mechanic  buys  a  B  &  C  Wrench  he 
gets  what  he  is  looking  for — satisfaction. 
The  72  years  we  have  been  making  wrenches 
places  the  Bemis  &  Call  Wrenches  beyond 
their  competitors,  as  they  are  acknowledged 
perfect  in  adaptability  and  construction. 


Send  for  our  Catalogue 


by  any  one  w&o  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
all  over  the  world.  By  striving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  discounts 
on  application. 

Gary  Manofactoring  Gompany 

19  &  21   ROOSEV£LT  STREET 

NEW  YORK  cmr 


.•   ot 


^^  "  v^^itli  Liquid  Granite. 


wiirsend 
wood   finished 


BEIIT  BIOTIEIS,  Liijtti 

VARNISH  MANUFACTURERS 

Chlcaao 

48^  Lake  St. 
Clneinii«tl 


Ntw  York 
382  Pearl  St. 

Boston 

520AUantlcAye. 

PhiMolpkla 
26-38  N.  4th  St. 

Baltimort 
29  8.  Haoover  St. 


KSTASUSNKO    lOSa 


DETROIT 

Canadian  Office 
and  Factory 

Walkorvillo,  Ont. 


420  Main  St. 
St.  Lovit 
112  So.  4th  St. 

San  Francitco 
686  Howard  St. 


Put  up  in  sets  of  5  in  a 
box" — ^  to  ^  inch  bolts — in 
finished  and  semi-finished. 

Write  for  price  lists. 

PAGE-STORMS  DROP  FORGE  CO.  (Inc.) 

Springfield 9  IVIass. 


GENERAL  PURPOSE 

WRENCHES 


I  Always  at  Hand 

'  4  Sizes  of  Screw  Drivers  in 
one.  Simplicity  itself. 
Drivers  cannot  be  removed  or 
lost.  This  magazine  Screw 
Driver  is  one  of  the  best  selliog^ 
articles  in  the  trade. 
Get  our  prices  and  discounts. 

MiiaSt^sL^^  The  BiUiass  ft  Spencer  Co.,  Hartford,  Com. 


THE  VAIIDE6RIFT 

WOOD    HANDLE 

SCREW   WRENCH 


Hardwood   Handle,  parts  fitted   to   stay,  will  not  crack  or  break.     Lower  Jaw  and 
Handle    Shank    of    one    solid    piece,    with  machine  steel   studs  inserted  clear   to  base. 
Will   outlast  any  ordinary  wrench.   .  Write   for  sample. 
THE  VANDCGRIFT   MFG.   CO.,  Stielbvv'Hle,  Ind.  New  York  Omce,  108-10  Duane  St. 
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Proper   Dtsplay^ 

PRODUCES 

Proper  Sales 

FRANK  MOSSBERG  CO.,  Attleboro,  Mass. 

Chiogo :  116  Lake  St.        Sm  FranciMo :  132  Valencia  S 


ive  Yout  Cif  stomets 
"The  Hofse^' 


HE  HORSE""  is  the  thlc  of  a  new  illus- 
trated booklet  of  32  pages^  issued  by  the 
con  GMnpany.  There  is  very  little  matter 
in  adyertising  nature;  the  book  is  devoted 
lost  entirely  to  interesting  information  con- 
ling  the  care  of  the  horse  in  and  out  of 
sUble.    tf  With  ^-^^  --J^ 


I 


or 


<|  Whb  *- 

MAIXEABLE 


fS 


•N 


■ammer's  Mall.  Itm  laii  Lamps* 


SCREW  KEROSENE  SIZE. 


Hammer's  gtH^Sr 


New  Patlern  Heavy  Screw  danps 

Strongest  in  the  Market 
For  Sale  by  all  the  prtndpal  Hatdware  Dealeis. 


SBND   FOR   PKICB   LIST. 


MALLEABLE  IRON  CASTINGS  of  superior  quAUtj, 
and  Hardware  Specialties  in  Mall.  Iron,  made  to  order. 

HAMMER  A  CO.*  Branf ord,  Conii. 


p.    LOWENTRAUT    MFG.    CO. 


BSTABUISHBD    1869 


The  Celebrated  Forged  Mechanics'  Tools,  Gas 
Pliers,  Ladles,  Plumbers'  Scrapers,  U.  S.  Revolv- 
ing Punidies,  Dividers,  Compressed  Box  and  Hay 
Hooks,  Washer  Cutters,  etc.  We  also  manu- 
facture high  class  Conductors'  Punches.  All 
goods  of  our  manufacture  are  fully  warranted. 

CsLiSLlo^ne  of  full  line  upon  mpplicmtion 

36-54  Brenner  St.,    Newark,  N.  J. 
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When  a  mechanic  buys  a  B  &  C  Wrench  he 
gets  what  he  is  looking  for — satisfaction. 
The  72  years  we  have  been  making  wrenches 
places  the  Bemis  &  Call  Wrenches  beyond 
their  competitors,  as  they  are  acknowledged 
perfect  in  adaptability  and  construction. 

Send  for  our  Catalogue 

BEMIS  &  CALL  HARDWARE  &  TOOL  CO. 

Springfield,  Mass. 


*\yUul 


-h 


zzr 


"Agrippa"  One  Jaw 

One  jaw  properly  designed  will  find  place  on  surfaces  of  Fittings  which  because  of  shape  no  other  tool 
would  reach.    **A6RIPPA*'  will  do  all  the  work ;  the  kmd  the  double  jaw  always  has  done  and  the  kind 
^^^^  it  ne^er  could  do.     The  complete  chain  hug  and  direct-angle-pull  makes   it  a  tool 

^^^^^  quicker  in  action  and  requuing  less  strength  to  operate  than  usual. 

IIWWw^TViririrBifiBi  ^^^^ 

HJhII^^B^BHHHI^^^HII^^HH^^^^^^^^^^^^^^^^^^^^^^^^^  dealers 

^S^^^J.  H.  WIUUHS  &  CO..  "rS8'jr,g™  Brf*Uyi  ai4  Chicago 


Shipping  qerks 

Drop  Forged 

BOX  OPENER 

9  inches  lonar 

Will  drive  or  draw  a  shingle, 
nail   or  sjMe,      With   a   chisel 

f>oint    it's    good   for  chopping 
ce. 

Catalogue  upon  request 


CARFENTERS 

all  want  our 

PRY  BAR   and   NAIL   PUUER 

Length,  23  inches 


BECAUSE  it's  drop  forged  from  superior  tool 
steel.  BECAUSE  it  can  be  sharpened  and 
used  a«  a  chisel.  BECAUSE  you  can  pull 
nails  straight  out  and  pry  off  boards  as  high 
as  you  can  reach. 

^5^;«^^  C.  E.  BONNER  IVflEG.  CO. 

Mavutoctnrers  of  all  Ktaidfl  of  Dr<»p  Forged  Tools        CHRISlWf  AN.  ILL. 
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WIRE  CLOTH  CABINET 

For  Storing  and  measur- 
ing wire  cloth.  Top 
especially  ruled  for  cut- 
ting glass.  Two  revolv- 
ing rollers  hold  the  roll 
of  wire  cloth  and  keep 
from  loosening  while 
measuring. 

Height  of  Cabinet  32 
inches;  length,  70  inches; 
width,  32  inches;  made 
of  solid  oak. 

A  usef  ul»  durable  and 
handsome  fixture.  Will 
last  a  lifetime. 

Save  time  and  increase 
your  profits  by  using  a 
device  made  for  the  pur- 
pose. Write  for  price 
list  and  circulars. 

ROLLER  CABINET  WORKS,  Sterling..  Ill,  U.S.A. 


BLACK5i|K 


STOVE 
POLISH 


^^m   IT  PRESERVES  THE  IRON 


and'  prevents  rost  in  storage   and   la   transit 


A  stove  on  sample  floor  never  needs  but  one 
good  polishing  with  Black  Silk  Stove  Polish. 
If  it  becomes  marred  or  shop  worn,  all  that  is 

necessary  is  to  sprinkle  with  water  and  rub  down  with  hard  jDolishing 

brush.     No  more  polish  is  required. 

You  will  not  recognize  the  value  of  Black  Silk  Stove  Polish  the 

iir^t  week,  month   or  year  that  you   use  it.     It  lasts  longer,  goes 

further  and  makes  the  shine  that  stays. 

STERLtNG,  KLL.,  U,  S.  A. 

ThB  HOME  of 
mmiiom  o        Black  8KLK  Siove  Poiish 
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steel  Spiders,  Griddles 
and  Ketfles 

CooMng   UtensUs  TlMit    Do    Not 

Warp»  Scoreli*  Bum  or 

SpoU  Food. 


The  Genuine  Branded  "VEVER-BRMAK/* 
Imitatione  Fool  the  FooUeh. 

THE  AVERY  STAMPING  CO. 

bdiilve  Haaalaclvert.     CLEVELANO,  OHIO 


"I  have  caused 
three  other  car- 
penters  to  Sell 

their Planes 

and  buy  the 
CHAPLIN'' 


'radent 

[oosekeepcrs 
Ise  Jelooie 
anOy  Scales 

(Warranted) 

hey  can  be  instantly 
d  justed  for  plate, 
asket  or  scoop. 

cAPAcmr 


No.  EM  StMl  Platform 
No.M^TIlenatlonB. 

The  Pclouze  Seal 
are  invaluable  t 
proper  cooking;  ind 
pensable  in  preset 
ing.  They  keep  che 
on  your  purchase 
Soon  pav  for  thei 
selves.  No  weights 
get  lost.  Absolute 
automatic.  The 
Scales  arc  beautiful 
finished  in  black  < 
amel  and  are  arti: 
cally  ornamented.  £ 
tra  Large  Dial  with 
Silver  center  and  gold 
border.  Very  attrac- 
tive.    Made    of    cold  rolled  steel. 

Dfulen  ahouldgpfeifvPBLOUZB  Scale* in  ordtHng 
from  thHr  jobber.  Send  for  Cat.  'Jf."  40  SiyU». 

PCLOUZC    SCALE   &    IWfFG.   CO. 

4t3-413  Ohio  Street,  CHICAGO 


N«.  T9S  Tin  Scm». 
N«.B9SBraaScM». 


95  Chambers  Street, 


"Will  always 

have   a    Good 

word  to  say  for 

your  tools.    I 

consider   them 

The  Best  Made'' 

OUFACTUREDBY 

&  Lyon  Co., 

NEW  YORK  CITY 

J 
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We  shall  he  glad  to  send  you  Catalog 

describing 

The  Uttle  Beauty 

Dumb-Waiter 
The  Rapid  Transit 

Diimb.Waitcr 
The  Energy  Dumb. 

Waiter 
The  Uttle  Giant  Dumb- 

Waiter 
The  Side  Post  Hand 

Elevator 
The  Back  Guide  Hand 

Elevator 
Hand    Power  Passenger 

Elevator 
Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Lifts 
Power  Attachments  for 

Hand  Elevators 


ilNERGY    ELEVATOR    COMPANY 

ai4<3l8   New  Street.     PHIL^DBUPHIA,,   f>A. 


ELEVATORS 

AUTOMATIC 
HATCH  DOORS 
DUMB  WAITERS 

And  all  Appliances 
for  Same 

Manufactured  by 

O'Heill 
Elevater  Ce. 

626  Cherry  Street, 

PHILADELPHIA,  PA. 
Send  for  Catalog 


Big  Margins '""'""'■**"' 


Stim  pscn  Scale  &  Mfg.  Co 

100  Park  Place, 

Northvllle,  Michigan 


PitlessWagonScales 


Send  for 
Catalogue 
and  Prices 


HOTTEST    ON    EARTH 

'      LET  US 
PROVE  IT 


in  size. 
Inches 
iteed. ' 


Only 
thick. 


0  TORCH 

B  each,  $3.75  net 

The  Turner  Brass   Works 

61  PARK  AVE.  SYCAMORE,  ILL.,  U.  S.  A. 


Prevents  Drafts,  Dust  and  Window  Rattling. 
^  IVES'  PATENT 

WIb4ow  Stop  Adjuter. 


(  ift 


rATKNTBO. 

The  only  Stop  Adiorter  made  from  one  pleceof  metal  with  tolU 
ribi  and  bearj  oed  that  will  act  cap,  torn  or  bend  In  tightening 
Bianofactared  onir  hj  The  H.  B.  IVES  CO.^New 


the  screw, 
Haveo,  Cooo. 


,  U.  S.  A.         (  Fl^'page  Catalogue  Mailed  Free. ) 
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ASY  JO  PAY  FOR-  . 

Eaton  &  Prince  hand- power  elevators 
are  so  economical,  so  simple,  so  safe, 
so  satisfactory  and  so  serviceable  that 
it  is  always  a  pleasure  to  send  a 
check  therefor. 

iaton  &  Prince  hand-power  eleva- 
are  carried  regularly  in  stock  in 
ago  in  both  comer-lift  and  center- 
)attems  in  various  sizes. 

Orders  are  thus  filled  iviinediately  upon  receipt. 

Illustrated  plans,  details,  sizes  and  prices  in  Folder  No.  44 
will  permit  you  to  intelligently  order  therefrom — ^just  write 

Eaton  &  Prince  (pmrany 

■■■■■■■■■■■■■■■■■  CHICAGO  ■■■■■■■■■■■■■■■■ 


Built  Upon  Honor 

Up-to-Date  Hardware  Delivery  Wagon 


for  progressive  hardware  deal- 
ers. Easy  to  load  and  light  of 
d,raft.     Best  grade  only. 

Pr99  Catalog  upon  RegueMt. 

Sycamore  Wagon  Works 

10*  EDWARD  ST..  SYCAHME,  ILL 


QUICK  SELLINS  lARDWARE  SPECIALTIES 

Rest  Quality  Tbplate  and  Rctiimed 


Coat  and  Hat  Heolc 


J 


These  goods,  on  account  of 
their  construction  and  low 
price,  are  trade  winners  in 
every  sense  of  the  word,  as 
they  will  give  perfect  satis- 
faction to  the  purchaser  and 
to  the  retailer,,  an^  practically  sell  themselves. 

Write  for  prices. 


the:    ATLjAS    IVIFG.    CO.,        New  Haven,  Conn. 

New    York    ReprcscnUtivei:    J.    C    McCARTY  &  CO..  81  Murray  St  I 
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Superior  to  All  Other  Blocks 

^^THE    CHICAGO   MALLEABLE    IRON" 

-  The  Stronoest  and  Lfohtest  Tackle  Block  on  tke  Market. 

cm?  1 1 C  •  Sides  and  centers  are  of  malleable  iron,  well  riveted 
^UIjIiImJ  •  together,  with  c4flcs  fMniei  to  protect  Um  rape. 

HOOKS  :  Are  af  fariei  stetl. 

CTB  AmL  •  ^  Mt  btaK  skeavcs,  because  they  pass  through  slots 
*^*^'"*  ^  •  in  shell  and  extend  to  the  extreme  bottom. 
PliyC  •  ia  aat  tara.  as  they  are  made  ^  ith  a  head  on  one  end 
a  aiiu  •  which  fits  snuffly  in  the  square  slot  on  one  side  shell 
and  cotter  on  the  other  end.    Pins  are  of  steel. 

SHEAVES  :  Are  of  srey  iron. 


Blocks  are  made  so  that  sheaves  can  be  chans^ed 
— common  to  patent   or   self   lubricatingr   bushed. 
Blocks  fitted  with  loose  hooks  kept  in  stock. 
Finc«  Willi  Ummc  nooicii  ^®  ^^^  supply  blocks  fitted  with  stiff  or  loose 

s^vivel  hooks,  shackles,  rinips,  etc.,  on  short  notice. 

WRITE    FOR    PRICES. 

^-^r  Union  Elevator  &  Maeliine  Co., 

144-1  Oitarlo  SIrect,  Ciiictgs. 


Economy  is  Fashionable 

in  many  mercantile  establishments  right  now. 
Thia  being  the  aituation,  our 

Case  With  a  Conscience  . 

and  Dependable  fixtures 

are  "  HIGH  STYLE.*'  We  are  offering  valuea  that  you  at  once  acknowledge.  We  are  showing 
new  devices  that  you  recognize  immediately  as  having  exceptional  merit.  We  are  quoting 
prices  that  make  the  hitherto  impoaaible  atrictly  advisable.  We  are  guaranteeing  spot  deliveries, 
not  because  we  are  selling  fewer  gooda,  but  becauae  we  have  a  far  more  productive  plant. 

Let  ua  hear  from  the  man  who  wanta  to  re-equip,  or  needs  a  special  case,  but  thinks  he 
can't  afford  it. 

GRAND  RAPIDS  FIXTURES  CO. 

938  Jellerson  Ave.,  Grand  Rapids,  Mieh. 

NEW  YORK  BOSTON  ST.  LOUIS 

744  Broadway  77  Summer  St.        703  Washington  Ave. 

aNQNNATl  DENVER 

•303  Main  St.  1655  Blake  St. 

J.  H.  Ac  R.  R.  POTTER.  Asents  for  CalifornU.  MiMouri. 
Arizona  and  New  Mexico,  Box  250.  Oakland,  Cal. 

D.  O.  TEALU  Agent  for  Washington  and  Oregon.  517 
Washington  Ave..  Seattle.  Wash. 
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INTERCnANQEABLE 

LOCK-CORNER  SHELF  BOXES 

rOR  THE  HARDWARE  1RA0E. 


The  a.  H.  Green  Co., 

97-l«l  Warreo  ftt..  NEW  YORK. 


steal 
ikel  Platfi 
li»w  Cake 
Iraekete 


NASHUA  TILL  CO. 

MANUFACrrURBRS  OF 

Alarni  C&sh  Dra'wers 

Naah\j«.  N  H^  V.  8.  A. 


ICLUNG  STEP 


r 


SHELF  BOXES 


TO    OPtOKPt 


HERRY  H.  SHEIP  HIF6.  CO. 

CtfaoBbU  Aic  and  Randolph  St,  rhDadelpUa,  Pa. 


Ko  modem  store  It  equip- 
ped up-to-dAte  wlthoat  the 

8TBP     UADDBRS 

M  part  of  Its  outfit. 

We  make  Ladders  to  torn 
comers;  to  fit  all  kinds  of 
uneven  shelving;  to  work 
where  floor  is  slanting;  to 
fit  any  special  reqolre- 
menta— and  more  Ladders 
than  all  other  houses  com- 
bined. 

Ask  about  the  new 
noiseless  track. 

CIRCULARS  FOR  THE  ASKING 


THE  BICYCLE 
STEP  LADDER  CO. 

SB  Randolph  Strtet 
Cliloa«o,  III. 

^::^  R.  R.  YOOReS.  IM  W.  74tl  St.,  R.Y.  City 


SEND  FOR  No.  22  CATALOGUE 

Cobum  Trolley  Track  Mfg.  Co. 

HOLYOKE,  MASS.     . 
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C.C  — ' " 


CCtEPTWNSENDCO 

NewBrigMon.Pa 

t-Manu^acfurtpa. 


The  Taylor  &  Boggis  Foundry  Co. 

OLrEVBLrAND,    OHIO 

MANUFACTURERS    OF 

UCn  CRAY   IRON   CASTINCS,   BUILDERS'   HARDWARE 

Dampers,  Damper  Clips,  Oil  and  Gas 
Stoves,  Furnace  Lamps,  Molasses  Gates, 
Letter  Boxes,  Hardware  Specialties. 


f^ 
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WORli     BENCHES 


No.    1 

Are  yen  gettii^  your  share  of  the  Trade  on  Benches  for  Home,  Shops  and 
Mannal  Training  Schools  ? 

Demand  is  increasing  all  the  time — Good  profit  bringers — and  help  sell  tools. 
Isn't  it  worth  while  to  keep  posted?    Better  send  to-day  for  Catalog. 

BENCHES.  HAND  SCREWS.  TRUCKS.  CLAMPS 


Grand.    Rapids     Hand    ScreiTV^     Co. 

914  Jefferson  Avenue.  Grand  Rapids.  Mich. 

LARGEST     BENCH      MANUFACTURERS     IN     THE      WORLD 


ROCKING  CHAIR  TIPS 

FOR    THE    SHARP    ENDS    OF   ROCKING    CHAIRS 

They  gi^e  absolute  protection  to  furniture  and 
base  boards,  preventing  them  from  being  marred  or 
injured  by  the  ends  of  the  roclers. 

We  make  warty  little  speciallies  of  rubber. 

SEND   FOR   CATALOG 

EUASTIC    TIR    COMRAINY 

370    Atlantic    Av*.,      BOSTON,   MASS.,  U.  S.  A. 


Carry  in  stocK  a  complete   line    of 

REFRIGERATOR  TRIMMINGS 
BUILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
COAT  and  HAT  HOOKS,  Etc. 

WRITE    FOR    CATALOGUE 
Special   Goods   Made  to   Order 

BRASS  GOODS  MFG.  COMPANY 

•  BROOKL.YIM,    IM.    Y. 
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MANUFACTURERS  OF 


COTXOIV 

TWINES,   MOPS,   WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 


NEW  YORK  OFFICE:  97  Wamo  Stt^t 
T«l«ph«iM:  3511  Cortland! 


Fall  Rlver^  -  Mass. 


I 


Incubators  and  Brooders 


A  PROFITABLE  UNE  FOR 
HARDWARE   DEALERS! 


Cut  of  No.  3 

Ideal  Brooder — 

half  size  of 

Catalof^ue   Cut. 


WE  have  a  proposition  that  will  interest  every  hardware  dealer  to  handle 
Incubators  and  Brooders.  Our  line  is  extensively  advertised  and 
easy  to  sell.  Simple  and  easy  to  operate,  and  sell  themselves  if  placed 
where  they  can  be  seen  by  your  customers.  Incubators  are  no  longer  an  ex- 
periment, but  are  just  as  neceisary  in  the  raising  of  poultry  as' a  plow  on  a 
farm.  Send  for  our  catalogue  and  our  prices  to  dealers.  You  will  surely  be 
interested. 

J.  W.  Miller  Company^ 

Manufacturers  of  Hiflrh-Claaa  Standard  O^^r  11  fi     ir«M»A«w%«.4-     III       IT     Q      A 

Incubators  and  Brooders.  tJOX  llO,    J!  reepOIt*    11K»    \J •   O.    A 
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SILVER  LAKE 


Our  Name  is  Stamped  on  the  Cord 

SILVER  LAKE  »A»I1   CORD 

RECOGNIZED  STANDARD  SINCE  1%M 

Warranted  to  ffive  satisfaction  when  used  with  weights  and  puUeys  recommended  in  our  catalofrue 

Made  in  all  sizes,  varying  by  32ds  of  an  inch  In  diameter. 

Braided  on  our  own  machines  by  the  most  experienced  workmen. 

Made  from  selected  stoclc,  free  from  waste  and  imperfections. 

Hard  braid  and  smooth  finish  maice  its  appearance  and  wearins  qualities  the  best. 

Our  name  stamped  on  every  foot  of  the  cord  itself  makes  identification  easy. 

Silver  Lak&  Braided  Cord  is  suaranteed  in  every  particular. 

Compare  these  few  features  with  ALL  the  best  points  you  know  of  other  sash  cords 

and  see  how  we  stand. 
Write  for  Catalos  B.    It  contains  valuable  information  resardins  our  braided  cord. 

THB    SILrVBR    U,AKE    CO. 

7S    Chauney    Street,  BOSTOIV,    MASS. 


Manila  and  Sisal 


"Columbian" 

Eureka"  R  O  P  E 


and 


ON  EVERY  COIL 


Columbian  Rope  Co, 

Auburn,  New  York 
New  York  City  Office :  62  South  St. 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage " 
Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn. 

Jute  and  American 
Hemp   Twines 


Ag-encies  in  All  Principal  Cities 
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Dealers  Can  Make  No  MUtake  In  Ordering  the 

LITTLE  GIANT  FLOOR  SCRAPER 

for  their  trade,  as  we  guarantee 
the  machine  to  give  satisfaction. 
If  your  Contractor  customer  has 
floors  to  finish,  order  a  Little 
Giant  for  him  on  trial.  We  pay 
expenses  both  ways  if  not  satis- 
factory. 

Yoo  Should  Carry  the 
''Uttle  Gianr  In  Stock 


Write  na  at  once  for  special  terms. 


HURLEY  MACHINE  COMPANY 


13S  S«.  JcffCTMB  St. 
CHICAGO 


lOltl 
NEW  YORK 


TS  Per  Cent.  Profit 

in  the  sale  of 

ReliaUe  IncuMrs  and  Brooders 


Best  by  96  Yean  Test  Yao  Ron  Na  Cluuices 

Ma4e  ta  Hatdi 

We  send  yoa  an  Incnbator  and  a  Brooder  on  60 
days'  time.  Place  them  in  your  store 
and  see  how  easy  it  is  to  sell  them. 

THIS  PROFIT  IS  YOLJRS 

Write  for  Full  Details  and  Our  1908  Catalogue 
Addreaa 

Reliable  Ineobator  and  Brooder  Co. 

Box  700  QUINCY.  ILL. 


THE 


TATTOO 

(Trad*  lAarii  RegiMwnd  Id  U.  S.  Pat.  Offlc*.  Aug.  99,  1906) 


4Vi  inch  Cise 

ALARMS    INTERMITTENTLY    ON    A 
4-INCH    BELL-METAL    GONG    ON     BACK 

Write   for   Prices 


Depi.  S 


THE  IJEW  MAVEN  P 

liEw  IIaven  L 


LOCK  CO. 
ONN. 
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C.  6.  Hossey  &  Company 

PITTSBURGH.  PA. 

Manufaeturtr*  of 

COPPER 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Tacks 
Copper  Gaskets. 


Combination  Steam  Cooiier, 
Mi  Sterilizer  and  Fruit  Canner 


Scientific, 
Sanitary, 
Simple  and 
Satisfactory. 
Endorsed  b  y 
the  leading 
Dtetetions  and 
Cooking  Ex- 
perts. Appeals 
especially  at 
this  time  to  the 
large  medium 
class,  as  price 
is  adjusted 
with  a  view  to 
larger  sales. 


THE    GElVf     IVfFG.     CO. 

Clielsea  Station  Ooston*  IWflass* 


Cooking  a  meal  for  eight  people  over  one 
bamer  on  any  kind  of  a  stove. 

Ohio  Combination   Steam 
Cooker  and  Baker 

The  Ohio  Cooker  is  being  advertised  in 
magazines  having  a  circulation  of  over  ten 
million  women,  who  are  interested  In  a 
kitchen  device  that  will  save  kitchen 
drudgfery,  reduce  their  fuel  bills  50  per  cent., 
and  saVe  as  much  more  in  time,  labor  and 
provisions.  It  cooks  all  articles  of  food 
deliciously.  and  makes  tough  meat  tender. 

Our  magazine  advertising  is  bringing 
thousands  of  inquiries  from  all  over  the 
country.  All  inquiries  where  we  have  local 
dealers  are  referred  back  to  the  dealer. 
Handsome  display  cards  are  furnished,  to- 
gether with  a  fine  electrical  display  stand, 
also  a  supply  of  literature. 

A  handsome  4S-page  catalogue  and  dis- 
counts mailed  on  request. 

Do  not  fall  to  write  immediately,  and 
secure  the  agency  for  this  great  money- 
maker.    Address 

The  OfflO  COOKER  COMPANY 

516  Jefferson  Ave.,  Toledo,  0. 


American  Standard  One  Hand  Rotary  Disc 

l?I    71 HJX p P  " 'The eid  Reliable" 

Easily  Operated  by  a  Boy  or  Girl 

Fitted  with  Sheffield's  famous  adjustable  "seed  disc,"  which  routes 
similar  to  the  disc  in  •  horse  planter. 

Especially  adapted  for  planting  field  corn  and  beans,  although  used 
for  various  other  seeds  and  sr*^*- 

Sold  in  4d  States  and  Territories  of  the  Union;  also  12  foreign 
countries. 

SHEFTIELD  POTATO  PLANTER 

The  best  features  of  all  others  combined  in  this  planter.  The  handle 
is  ad|ustable  to  the  height  of  the  operator.  The  jaws  and  points  are 
superior  to  any  other. 

Send  for  Descriptire  Circulars  and  Prices. 

SHEFFIELD  HFC.  CO.,  Borr Oai(,  Hidilgan.  U.S.A. 

The  Larffest  Makers  of  this  Class  of  Goods  in  the  United  States 
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OLDEST  ESTABLISHED  1838  LARGEST 

The  Frank  Miller  Co. 

Manufacturers  of  the  Preparations  for  Use  on  Harness  Knoi^vn  as 

m    "THE  STANDARD  OF  THE  WORLD" 

^^^^^^  Highest  Awards,    Centennial,   1876 

'lH  tttU£  Highest  Awards,  World's  Fair,  1893 

lAKNESI 
OIL 

*4  Harness  Dressing  _ 

HARNESS  OIL.  The  very  best  article  of  its  kind.     L  X.  L  HARNESS   OIL 

Preserves  and  softens  the  Unequaled  for  use  by  both  manu-        Second  in  quality  only  to 

leather,    conseauently    adds  focturer  and  owner  of  harness.            our   Frank    Miller  Harness 

life.    Compounded  with  pure  /%;,     q,.^^^^  t^  .11  ^♦i,^«* 

neatsfoot  oil.  '-'"•    Superior  to  all  others. 


Carriage  Top  D«««ing.  3„p,  AXLE  On..^ 

water'pUV^aS'd  is^J^^!  ^^  »o"«er  and  wUl  no.  gum. 


tively  safe  to  use  on  nnest 
stock. 


EDGE,  COLLAR  AND 
HARNESS  INKS 


HARNESS  SOAP. 

Unrivaled  for  cleaning  and  ,  ^[  Preparanons  are  un  - 

softening  the  leather,  abso-  form  in  quality  and  the  qual- 

lutely  pure.                                           i  ity  the  best 

The  Frank  Miller  Co. 

OFFICE  AND   FACTORY:  EUROPEAN   OFnCE: 

349  and  351  West  26tli  St.,  NEW  YORK,  U.  S.  A.  Tower  Chambers,  Moorgate,  LONDON,  E.C. 

Send  for  Price  List  and  Catalogue, 
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IT'S    ONE    OF    THOSE    USEFUL    LITTLE    ARTICLES 

1- 

STRAWBERRIES 

hulled  with  the  N 1 P-IT  huUer  are  neater  (or  the 

^g^^^^ 

CD 

CB 

table — the  fruit  never  gets  crushed.      No  stained  fin- 

^^^^^^ 

z 

III 

gers,  no  seeds  under  nails,  and  so  easy  and  auick  ! 
Only  5c.     Will  last  forever.      Ask  your  dealer  for  the 
N  1 P- 1 T  or  send  7c.  stamps. 

^^ 

> 

> 

Priee   Protects 

r 

o 

tHe 

r 

a 

■■■ 

WINDSOR  STEPMEMS  t  CO.,  Wiltkin,  Mm. 

Dealer 

n 

THIS  ADVERTISEMENT  WILL  APPEAR  IN 

III 

Pat.  Dec.  18, 1906     ^j^^  LADIES'  HOME  JOURNAL, 

m 

WOMAN'S  COMPANION. 

s 

MODERN  PRISCILLA. 

e 

GOOD  HOUSEKEEPING,  Etc. 

< 

FOR   APRIL,   MAY  AND   JUNE 

o 

Order  the  |k|  |  Q     |  "Wi      Tr.d.-M.rk 

■^H    ■    ^^  "1        1          Reg.  U.S.  Pat  Office 

c 
o 

of  YOUR  JOBBER 

m 

Pat«Bt««s  and   HanvfaetMrars : 

•^ 

WINDSOR  STEPHENS  &  OO.p  Walthanip  Nass. 

"WITHOUT    AN     OUT" 

Revolving  Belt  Pnnehes 


TVBBS  rOR   RBVOLVING  PVMCHKS 


I 


<        3        45        6        789 

Write  for  Catalogoe  of  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRIDGEPORT,  CONN. 
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Biffa  lo* 
New  York 


Buffalo  Mfg.Co. 

maimfactNrm  or 

igb  Qraae  Standard  Itletalware 


Water  Filters,  Chafing 
Dishes,  Water  Coolers,  Cof- 
fee Extractors,  Table  Ket- 
tles and  Stands,  Cuspidors, 
Wine  Coolers,  Nursery 
Chests,  Baking  Dishes, 
Candlesticks,  Crumb  Trays 
and  Scrapers,  Tea  and  Bar 
Urns,  Coal  Vases  and  Hods, 
Bath  Room  Fixtures,  Match 
Safes,  etc. 


Correspondence  and  your  BUSINEISS 
is  very  respectfully  solicited 


Branch 
Offices: 


1 18  Warren  St..  New  York. 

1430  Arapahoe  St.,  Denver,  Col. 
I  40  Dearborn  St.,  Chicago. 

852  Washington  St.,  Boston.  Mass. 

51  Yonge  St.,  Toronto,  Canada. 
I  And  London,  England. 


. 


A   Mew 
Catalog 

232  Pages.     Over  300  Illustrations.    Lots  of 
New  Tools 

THIS  is  the  newsiest,  handsomest,  most  convenient 
and    most   complete   tool   catalogue   ever   issued. 
Arranged  and  printed  for  the  special  convenience 
of  busy  hardware  dealers. 

Mmk  foi»  Omimtog  Nom  tSX 

The  L  S.  STARRETT  CO.,  Athol  Mass.,  U.  S.  \. 
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FLOOR  TOOLS  OF  MERIT 
FOX  FLOOR  SCRAPERS 

Dealers  make  good  money 
handling  our  line.  Get  your 
share  of  the  business  by  canvas- 
sing your  building  trade. 


Thegreat- 
est  LABOK 
and  MONEY 
SWING  car- 
penters' tool 
on  the  ndarket. 
Built  on  right 
lines,  simple  in 
construction, 
easy  to  operate  and 
does  perfect  work. 
Will  save  its  cost  in 
a  couple  days  work 
and  last  a  lifetime. 
Every  carpenter 
needs  the  FOX  Ho.  1 
HOOK  SCKAP£K. 


Write  ^  f€>r  prices 
advertising. 


Why  not  put  a  line  of  FOX  FLOOR 
SCRAPING  TOOLS  in  your  show  win- 
dow and  lei  us  refer  inquiries  to  you— we 


prefer  to  sell  throusrh  the  dealer— and 
have  planned  an  assressive  cam- 
paign of  advertJsinKforthecominsr 


season.  Thousands  of  deal- 
ers are  taking  advantage  of 
this  advertising— w h y  not 
you  ? 


« 


TIE  FOX  CABINET  SCRAPER 

THB  HANDIEST  WMD IHIISUNC  TOOL  ON  THE 
MAHKBT.  The  hody  slides  on  the  floor,  insur- 
ing a  cut  of  uniform  depth.  Blade  fastened 
with  a  handy  clamp— can  be  adjusted  or  re- 
versed in  a  second's  time-works  equally 
well  in  a  horizontal  or  perpendicular  position 
Never  leaves  waves.  Unequaled  for  floor , 
cabinet  and  bench  work. 


FOX  MANUFACTURING  CO.,  ISS  second  si..  MmwaBkee,  Wis. 


ESTABLISHED  A.  D.  18M 


>VIUUAM    JOHNSON 

Hedenberg  Works.       Newark,  New  Jersey 

No.  186  P. 

Philadelphia  Pattern 

Handle 

th  regular  Handle. 


WM  JOHNSON 


LEATHER 


HANDLES 


HIGH  GRADE  FORGED  STEEL 
GARDEN  TROWELS 

Made  as  Brick  Trowels  are. 


High  Grade  Special  Extra  Broad  Brick  Trowels 

Made  on  Suggestions  of  Masons  and  Bricklayers 

Have  large  sale  wherever  Introduced 

All  styles  of  Brick,  Pointing  and  Plastering  Trowels,    High  Grade 
Garden  Trowels  of  several  kinds. 

1  also  make  Spokeahaves,  Screw  Drivers,  Registering  Calipers,  Outside,  Inside  and  Double  Calipers: 
Pattern  Makers'  Pinch  Dogs,  Tack  Claws,  Extension  Leg  Dividers,  Wing  Dividers.  Conductors' 
Punches,  Revolving  Punches,  Spring  Punches,  Belt  or  Saddiers'  Punches;  Masons'  Brick  Jointers, 
Gas    Filers,   Cold  Chisels,   Cape  Chisels,    Plumbers'   Tools  and    many    other    Mechanics'    Tools. 

Send  for  Catalosrue  and  Prices. 
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THE  ONE  PURPOSE  OF  BUSINESS 

'T*  her«  is  an  interesting  observation  recorded  in  a  recital  of  experiences  elsewhere 
-*■  in  this  issue.  It  calls  attention  to  a  fact  so  patent  that  it  should  never  be 
overlooked,  as  it  sometimes  is.  The  fact  that  the  one  object  of  business  is  to  leave 
something  in  the  till  or  on  the  books  after  the  cost-price  and  the  expenses  have  been 
deducted  from  the  selling  price.  This,  of  course,  is  as  true  of  the  factory  as  of  the 
store.  There  is  a  crude  proposition  at  times  brusquely  advanced  by  exploiters  of  the 
I^ss  advanced  forms  of  commerce  that  *'We  are  not  in  business  for  our  health."  Men 
embark  in  various  forj^ps  of  occupation  for  fancies,  fads  or  philanthropies,  but  when 
they  go  into  the  manufacturing  or  mercantile  business,  it  is  for  one  purpose  only — 
to  make  money.     All  these  endeavors  should  have  that  one  purpose  in  view. 


Vr  o  concern  is  so  large  or  prosperous  that  it  does  not  need  the  constant  watchfulness 
■^^  of  some  responsible  party  to  prevent  unnecessary  expenses  from  creeping  in,  and 
to  add  such  as  will  aid  in  producing  a  larger  proportion  of  profit.  The  expen.se  account 
is  a  fungus  growth  if  left  to  itself,  and  one  difficult  to  reduce  after  being  once  es- 
tablished. No  merchant  can  afford  to  forego  such  expenditures  as  will  increase  trade 
nor  can  he  afford  to  add  those  that  do  not  increase  trade.  Plate-glass  windows  are  an 
advertisement  in  the  front  of  a  store,  but  the  common  panes  are  good  enough  for  the 
rear.  This  principle  will  bear  application  in  a  great  many  directions.  No  one  would 
for  a  moment  encourage  cheapness,  shabbiness  or  a  niggardly  policy.  But  expenditure 
without  due  thought  is  to  be  avoided  to  the  extreme  of  caution. 


T^  he  factories  seem  to  be  applying  this  principle  in  a  thorough  and  systematic 
*  manner.  In  recent  issues  of  the  Hardware  Dealers*  Magazine  there  have  appeared 
elaborate  expositions  of  these  systems  in  a  number  of  the  larger  factories.  Not  only 
was  the  total  cost  of  the  finished  article  shown,  but  also  its  cost  at  any  given  point 
of  manufacture.  Where  this  course  is  followed,  there  is  not  much  danger  of  doing 
business  at  a  loss.  No  factory,  however  small  it  may  be,  can  afford  the  risk  of 
leaving  the  most  important  of  its  sources  of  knowledge,  clogged  by  indifference  or 
lack  of  system.  Not  to  know  the  exact  cost,  leaves  the  selling  price  to  become  a' 
matter  of  guesswork.  It  is  a  question  how  many  jobbing  and  retail  houses  can  stop 
a  given  article  at  any  moment  of  passage  through  their  establishments,  and  place 
a  finger  on  the  cost  incurred  at  that  moment. 
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Mr.  Moore  ftuite  Optimistic 

*<Tr*rom  my  experience  and  observation,"  re- 
*  marked  Charles  A.  Moore,  president  of 
Manning,  Maxwell  &  Moore,  the  machinery 
manufacturers,  "and  from  reports  received 
from  the  managers  of  our  branches  and  our 
salesmen,  I  am  firmly  impressed  that  the  pres- 
ent depression  is  of  only  a  temporary  charac- 
ter. When  one  sees  how  comparatively  few 
failures  or  business  difficulties  haye  developed 
in  the  industrial  line  with  this  sudden  conges- 
tion of  business,  it  furnishes  the  most  positive 
argument  that  we  were  not  overdoing  our 
business  to  such  a  degree  as  a  great  many  at 
first  thought.  With  the  enormous  resources  of 
this  country,  its  almost  phenomenal  growth 
and  population,  its  great  needs  for  everything 
required  in  the  developing  and  building  up  of 
a  comparatively  new  and  growing  country, 
with  magnificent  crops  commanding  good 
prices,  and  the  people  in  a  fine  and  healthy 
condition,  it  does  not  seem  possible  that  we 
can  remain  at  a  standstill  for  any  long  period." 

An  Eye  on  the  Women 

In  the  springtime  it  is  judicious  for  the  sales- 
man in  a  retail  Hardware  store  to  keep  a 
close-eye  on  the  women ;  not  for  personal  rea- 
sons, but  because  of  the  trade  to  which  they 
may  be  persuaded — especially  in  suburban  or 
country  stores. 

The  women,  at  this  season  of  the  year,  en- 
gage in  a  great  deal  of  outdoor  flower  grow- 
ing, and  in  many  cases  in  actual  gardening. 
They  need  trowels,  shears,  watering  pots,  wire 
baskets,  arches  and  gardening  gloves— even 
hoes,  spades  and  garden  hose  at  times.  It 
would  seem  to  be  the  part  of  wisdom  to  dis- 
play such  goods  just  now  where  women  cus- 
tomers can  see  them  and  as  occasion  offers  to 
politely  and  artistically  steer  them  up  against 
them. 

Hardwaremen  Elected 

The  Hardware  trade  of  New  York  City 
was  especially  recognized  in  the  recent 
election  of  officers  of  the  Merchants'  Associ- 
ation of  New  York.  Henry  R.  Towne,  presi- 
dent of  the  Yale  &  Towne  Mfg.  Co.,  was 
elected  president  for  the  coming  year,  and 
Gustav  Vintschger,  president  of  Markt  &:  Co., 
was  selected  for  treasurer.  Mr.  Towne  has 
been  an  active  worker  of  this  important  body, 
and  has  served  on  a  number  of  its  most  re- 
sponsible committees.  At  this  annual  meet- 
ing the  association  urged  upon  Congress  the 
creation  of  a  permanent  tariff  commission, 
citing  the  following  as  the  advantages  to  be 
gained:  "First— The  intelligent,  thorough,  and 
unprejudiced  study  of  facts.  'Second— The  de- 
velopment and  enlargement  of  our  foreign 
trade.  Third — The  accomplishment  of  this  by 
reciprocal  trade  agreements,  based  on  maxi- 
mum and  minimum  schedules.  Fourth — The 
adjustment  of  the  tariff  schedules  so  that  they 
shall   affect  all  interests   favorably  and  equit- 


ably, without  excessive  or  needless  protection 
to  any." 

Hardware  Education  in  Philadelpliia 

To  the  Editor: 

In  your  issue  of  March,  a  writer  who  sug- 
gests more  «than  he  says,  bears  tribute  to 
the  beneficial  effects  following  a  Hardware 
education  in  Philadelphia.  He  shows  that  if 
you  desire  to  take  the  raw  material  of  boy- 
hood and  work  it  over  into  the  substantial, 
polished  and  successful  man  of  business,  the 
best  place  in  which  the  transformation  can  be 
effected  is  in  one  of  the  splendid  man-factories 
of  the  city  of  Brotherly  Love.  Selah!  I 
agree ! 

For  the  higher  elements  of  business  success ; 
for  nobility  of  character,  broadness  of  view 
and  acceptance  of  the  rights  of  others,  I  chal- 
lenge any  city  in  the  United  States  to  show 
results  as  compared  with  those  achieved  in 
Philadelphia.  The  heads  of  her  great  Hard- 
ware stores  and  factories  are  men  who  exhibit 
the  highest  forms  of  manhood.  Run  them 
over  in  your  mind.  Where  could  you  find  a 
better  lot?  How  many  cities  could  produce 
their  equals?  I  do  not  need  to  name  them. 
You  know  who  they  are. 

The  young  man  in  the  article  above  referred 
to  achieved  his  business  education  in  Phila- 
delphia. That  he  should  achieve  success  else- 
where was  a  foregone  conclusion.  For  Phila- 
delphia not  only  teaches  honesty  as  the  basic 
element  of  success,  but  inculcates  modesty, 
enterprise,  push,  broadness  of  view,  and  a 
belief  that  others  have  rights  equal  to  one*5 
own.    Yours  truly,  A  Traveler. 

Lancaster,  Pa. 

The  Folly  of  a  Scare 

To  the  Editor: 

I  have  passed  through  a  number  of  presiden- 
tial elections  in  my  sixty-three  years  of 
life,  and  have  been  a  manufacturer  for  a  third 
of  a  century,  nearly,  of  a  line  of  Hardware 
that  feels  a  slump  as  suddenly  as  any  of  them, 
yet  out  of  my  observation  and  experience  I  am 
led  to  decry  that  form  of*  cowardice  that  would 
cause  one  to  lose  confidence,  because  it  hap- 
pened to  be  "presidential  year." 

What  if  1908  happens  to  be  one  of  those 
years?  Why  should  that  delay  or  curtail  busi- 
ness? Cannot  the  country  be  trusted  to  take 
care  of  itself?  Are  not  things  to  be  all  right 
in  the  end,  if  we  only  keep  our  heads  on  our 
shoulders  and  go  about  our  business?  I  for 
one  am  not  alarmed,  because  I  have  seen  the 
folly  of  presidential  scares.  The  country  is  not 
going  to  the  dogs,  no  matter  who  may  be 
elected.     Truly  yours, 

A  Hardware  Dealer. 


A  Hardware  dealer  of  long  experience  ven- 
tures this  sage  remark:  "It  is  better  to  fight 
a  cut  line  by  cutting  the  same  line  than  to  slash 
away  on  .some  other  line." 
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THE  CHEERFUL  PROMISE  OF  THE  SPRING 

REPORTS  FROM  JOBBERS 

Not  Many  Notes  of  Discouragement,  but  Rather  a 
Tuneful  Chorus  of  Expectancy  and  Hope— People 
Must  Have  Goods,  and  Seem  to  be  Sensible  of  the 
Fact — ^There  Is  Indicated  No  Special  Lack  of  Money, 
and  Stocks  Are  Being  Replenished  in  All  Directions. 

With  the  coming  of  spring  there  appears  to  be  a  reasonable  return  to  cheerfulness. 
The  hardware  jobbers  who  discuss  present  and  future  conditions  in  the  com- 
munications that  follow,  appear  expectant  of  a  good  spring  trade,  and  of  a  reasonably 
good  year.  Some  points  of  information  and  suggestion  are  given  that  it  may  be  wise 
to  heed;  especially  such  as  lead  toward  courage,  confidence  and  faith.  On  the  whole, 
things  are  far  better  than  they  might  be. 


Trade  Oood  in  Cleveland 

By  C.  B.  LocKWOOD, 
Lockwood-Taylor  Hardware  Co. 

All  things  considered,  trade  is  very  good, 
but  anticipated  improvement  is  delayed. 
Some  people  believe  the  rumor  that  a  few  of 
the  men  who  control  the  railroads  are  plan- 
ning, by  reducing  wages,  to  secure  a  monu- 
mental strike  as  a  political  scheme.  That 
would  be  desperation  gone  mad.  It  would  de- 
mand a  big  discount  on  human  nature  to  be- 
lieve it,  but  people  are  on  the  lookout  for 
tricks.  The  interest  of  stockholders  has  not 
always  been  protected  when  the  personal  in- 
terest of  managers  intervened,  but  to  put  these 
interests  in  jeopardy  for  spite  would  be  a  new 
manifestation  of  frenzied  finance. 

"Let  me  in  or  I  will  smash  things"  may 
have  been  common  in  high  finance,  but  "let  me 
alone  or  I  will  smash  things"  is  equivalent  to 
"hold  up  your  hands  or  Til  shoot."  Some 
people  seem  in  doubt  which  the  country  will 
choose — ^to  ipake  it  easy  to  evade  the  law, 
or  by  heroic  measures  make  it  hard.  Until 
this  is  settled,  waiting  will  be  in  order,  but 
waiting  may   not  be   wasting  time. 

Compromise  seems  impossible.  The  nation 
will  soon  be  called  upon  to  decide  which. 
Shame  and  disgrace  or  honor  and  prosperity 
will  be  the  result  of  its  decision.  The  country 
is  so  financially  sound  that  business  will  con- 
tinue at  a  fair  rate,  and  when  it  becomes  set- 
tled that  the  voters  favor  a  fair  deal  and  equal 
opportunity,  the  world  will  have  renewed  faith 
in  popular  government.  Everybody  claims  to 
believe  in  reform,  but  some  of  them  want  it 
done  without  interfering  with  their  business. 

Omaha,  Kebr. 

By  E.  P.  Berryman, 

Lec-Glass-Andreesen    Hardware    Co. 

Financial  depression  does  not  seem  able  to 
check  the  growth  in  our  western  locali- 
ties, and  particularly  is  this  true  in  regard  to 
Omaha  and  immediate  vicinity.  Records  show 
an  increase  of  8%  per  cent,  for  January  and 
February  over  1907  in  building  permits  issued. 
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In  addition  to  this,  we  have  an  excavation 
being  made  for  an  eight-story  132  by  264  feet 
warehouse,  and  another  66  by  132  feet  Cli- 
matic conditions  were  never  better  in  this  ter- 
ritory for  the  outcome  of  winter  wheat  and 
spring  work;  with  these  predictions  we  must 
be  encouraged.  Dealers  stocks  seem  to  have 
been  run  down  the  past  four  months  judging 
by  numerous  orders  reaching  our  desk,  and 
we  are  so  busy  ourselves  trying  to  supply  our 
stock  to  meet  the  demands,  that  we  are  not 
worrying  about  the  financial  system.  Our 
banks  show  the  only  white  spot  on  the  map 
as  relates  to  financial  conditions,  and  are  free 
to  extend  credit  at  a  better  rate  of  discount 
than  can  be  secured  at  eastern  financial  cen- 
ters. We  always  save  time  enough  to  acquaint 
ourselves  with  all  the  new  features  of  the 
trade  that  your  valued  magazine  offers  from 
time  to  time. 

Philadelphia,  Fa. 

By   J.    S.    BONBRIGHT, 

Supplee  Hardware  Co. 

Our  feeling  exprqissed  in  former  statements  ' 
on  the  subject  of  business  conditions  is  in 
no  wise  changed.  We  believe  th6  situation  has 
considerably  improved,  and  the  strength  of  the 
market  is  shown  by  the  fact  that  so  little  de- 
cline has  occurred  in  general  values.  We  are 
encouraged  by  the  fact  that  having  held  out 
this  far,  we  shall  doubtless  go  through  the 
brief  interval  between  now  and  the  end  of 
spring,  with  the  consequent  activity  resulting 
from  our  farmers  getting  to  work,  without 
any  further  slump  in  prices,  and  thus  escape 
the  most  disastrous  after-effects  which  have 
followed  other  panics,  due  to  the  attempt  to 
crowd  goods  on  the  market  by  making  lower 
figures. 

It  is  interesting  to  hear  the  comment  by 
both  merchant  and  manufacturer  that  trade 
cannot  be  stimulated  by  cutting  prices,  and  we 
believe  there  never  has  been  a  time  of  depres- 
sion when  there  was  so  little  recourse  made 
to  unwise  price  cutting  as  there  has  been  in 
the  past  three  months.  No  doubt  the  wise 
words  of  Mr.  Baackes  at  the  National  Hard- 
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ware  convention  in  Atlantic  City,  warning  us 
all  against  this  very  thing,  has  been  the  cause 
of  averting  this  evil  to  a  large  extent,  and 
the  subsequent  action  of  the  large  producers 
of  steel,  in  their  various  meetings,  has  greatly 
helped  to  prevent  a  panic  in  the  real  values 
of  commerce,  such  as  occurred  in  the  fictitious 
merchandise  of  the  stock  exchange. 

W^  sec  no  reason  to  be  otherwise  than 
hopeful  of  a  year  that  will  be  fully  up  to  the 
average  of  the  past  four  or  five. 

Orand  Sapids,  Mich. 

By  J.  J.  RuTKA, 
Clark-Rutka-Weaver    Co. 

We  feel  considerably  encouraged  because 
we  believe  that  business  is  improving 
slowly  but  steadily.  Everybody  is  feeling 
much  better  than  they  did  some  time  ago. 
Dealers'  stocks  are  not  especially  run  down 
but  they  are  not  heavy,  and  while  we  do  not 
believe  they  will  place  their  usual  large  spring 
orders,  they  will  have  to  replenish- from  time 
to  time.  Consumers  are  beginning  to  buy  a 
little  more  freely  and  collections  are  fairly 
good. 

In  reference  to  the  bettering  of  financial 
system,  we  are  hardly  in  position  at  present  to 
give  our  opinion.  Our  banks  have  been  ex- 
ceedingly fair  and  they  have  been  disposed 
to  aid  wherever  aid  seemed  necessary.  It  will 
take  some  time  yet  to  right  everything,  but 
there  is  no  question  but  what  an  improvement 
is  steadily  going  on. 

Encouraged  in  St.  Louis 

By    S.    NORVELL, 

Norvell-Shapleigh  Hardware  Co. 

YOU  ask:  "Are  you  encouraged,  and  why?" 
We  were  never  discouraged.  What 
came  to  this  country  was  due,  it  was  expected, 
and  it  was  not  quite  as  bad  as  we  thought  it 
would  be. 

Our  February  business  was  just  about  the 
same  as  last  year,  but  a  good  many  spring 
shipments  went  out  in  February  this  year, 
which  were  not  shipped  until  March,  last 
year.  Therefore  we  are  afraid  we  have  robbed 
March.  If  retailers  have  done  any  business 
at  all,  their  stocks  must  be  running  down  very 
low.  If  there  is  any  spring  business  they  must 
replenish. 

We  are  looking  for  a  very  fair  late  trade. 
Business  this  year  we  expect  will  be  consider- 
ably later  than  last  year.  Merchants  have 
bought  very  conservatively  of  spring  goods. 
Some  have  not  bought  at  all.  The  demand 
will  fall  upon  the  jobbers  at  a  time  when  the 
goods  are  actually  needed  by  consumers.  Those 
jobbers  who  are  prepared  to  take  care  of  the 
business  will  fare  well,  but  we  seriously  ques- 
tion— if  a  large  late  demand  does  come  from 
the  trade— whether  the  jobbers  will  have 
stocks  on  hand  to  take  care  of  it.  Jobbers  also 
have  been  careful  and  conservative. 

The  danger  of  spring  business  is  the  weather. 


Jobbers  must  take  chances  on  unseasonable 
weather.  If  it  is  wet  we  sell  lawn  mowers. 
If  it  is  dry  we  sell  rubber  hose.  A  good  hose 
year  is  never  a  good  lawn  mower  year.  If  it 
is  wet  the  roads  are  bad,  and  this  affects  the 
bicycle  business.  If  it  is  dry,  tire  bolts  fall 
out  and  this  helps  the  bolt  business.  When 
there  is  a  very  dry  season,  nobody  has  enough 
rubber  hose,  and  when  there  is  a  wet  season 
no  one  has  enough  lawn  mowers.  Other  lines 
are  affected  in  the  same  manner. 

Business  in  the  large  cities  where  there  arc 
manufacturers,  machine  shops,  and  also  in 
sections  where  there  is  mining,  has  not  been 
and  is  not  good.  Many  wage  earners  have 
been  laid  off  in  such  places. 

Business  in  towns  depending  upon  the  farm- 
ers' trade  has  been  fairly  good.  At  a  recent 
meeting  of  the  Missouri  Hardware  Associa- 
tion in  St.  i-ouis,  most  of  the  dealers  present 
told  the  writer  their  business  was  equal  to  last 
year,  and  in  many  cases  they  saia  it  was  bet- 
ter. 

The  condition  of  business  to-day  is  very 
"spotted" — good  in  some  sections  and  bad  in 
others.  In  Texas,  for  instance,  business  has 
not  recovered.  On  the  other  hand,  in  Arkan- 
sas, it  has  been  quite  satisfactory.  For  some 
reason  there  is  quite  a  little  complaint  from 
Indiana  while,  on  account  of  good  crops,  busi- 
ness in  Illinois  for  the  first  two  months  of 
this  year  has  been  better  than  last. 

Collections  are  what  we  would  call  "fair" — 
normal  from  some  sections  and  behind  in 
others. 

Atchison,  Kan. 

By  A.  J.  Harwi, 
A.  J.  Harwi  Hardware  Co. 

The  situation  at  this  time  is  not  so  rosy  as 
it  was  six  months  ago.  Ever  since  the 
financial  flurry,  the  dealers  all  over  the  ter- 
ritory tributary  to  this  market  have  been  buy- 
ing very  conservatively,  from  hand  to  mouth 
so  to  speak.  Their  stocks  are  running  low, 
and  the  policy  seems  to  be  to  keep  them  low. 
There  is  a  growing  feeling  that  prices  on  al- 
most all  lines  of  goods  will  decline  during  the 
coming  year,  and  it  has  never  been  quite  as 
difficult  to  take  large  orders  as  it  is  right 
now.  In  consequence  the  business  now  com- 
pares a  little  unfavorably  with  that  of  last 
year. 

But  there  is  no  doubt  that  when  spring 
weather  comes,  business  must  improve,  for 
the  country  certainly  has  every  element  of 
prosperity.  It  is  only  a  lack  of  confidence  in 
prices  that  is  causing  this  conservative  trading 
at  this  time.  The  prospect  for  a  good  wheat 
crop  is  excellent  and  should  it  materialize  as 
it  now  promises,  there  is  every  reason  to  be- 
lieve that  the  last  end  of  this  year  will  show 
a  vast  improvement  over  the  trade  at  the  same 
time  last  year. 

The  people  in  the  ^est  would  mw^b  like  to 
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see  Congress  pass  a  law  providing  for  the 
guaranteeing  of  deposits  in  the  national  banks. 
This  would  force  the  State  Legislatures  to 
enact  similar  legislation,  and  would  do  more 
to  infuse  confidence  into  the  depositors  than 
anything  that  could  happen.  This  matter  of 
guaranteeing  deposits  should  not  be  made  a 
political  question,  but  should  be  supported  by 
our  lawmakers,  irrespective  of  party.  It  looks 
at  this  time  as  though  Congress  would  do 
nothing  to  aid  in  restoring  confidence. 

The  deposits  in  the  banks  in  this  section 
are  growing  rapidly.  The  reserves  are  larger 
than  ever  before,  and  it  will  be  but  a  short 
time  until  the  banks  will  lend  more  liberally 
than  they  are  doing  now.  Notwithstanding  - 
the  fact  that  the  banks  are  very  conservative, 
collections  have  been  remarkably  good,  and 
taking  it  all  in  all,  we  cannot  see  that  the  out- 
look is  altogether  dark. 

Tonngstown,  Ohio. 

By  P.  J.  Thompson, 

Stambaugh-Thompson  Co. 

We  feel  encouraged  as  to  the  outlook  for 
the  spring  of  1908.  Our  business  for 
February  equaled  that  of  February,  1906,  and 
collections  are  fair.  Youngstown  is  the  center 
of  the  iron  industry,  and  as  the  mills  are  all 
working  at  the  present  time,  we  hear  little 
complaint  except  from  merchants  who  loaded 
up  too  heavily  last  fall.  We  find  that  there 
is  a  tendency  for  the  country  stores  to  run 
their  stocks  down  as  low  as  possible,  conse- 
quently there  are  lots  of  "pick  ups"  and  "fill 
in"  orders,  though  "futures"  are   scarce. 

There  are  a  number  of  improvements  pro- 
jected for  our  district,  and  it  looks  now  as 
though .  the  building  trades  will  be  steadily 
♦  employed  throughout  the  summer.  There 
will  be  considerably  less  road  building,  paving 
and  concrete  work  done  so  that  laborers. will 
be  plenty.  In  fact,  it  looks  as  though  the 
hordes  of  foreigners  who  left  here  last  No- 
vember were  wiser  than  they  knew.  Things 
are  not  half  bad  and  when  the  good  spring 
weather  sets  in,  with  lots  of  sunshine  and 
good  air,  we  think  that  all  will  take  heart 
again,  and  that  the  late  unpleasantness  will 
soon  be  forgotten. 

Portland,  Ore. 

By  W.  O.  Haines, 
Failing,  Haines  &  McCalman. 

Two  and  a  half  months  of  the  year  have 
passed  and  business  conditions  have  im- 
proved beyond  the  expectations  of  most  peo- 
ple. We  find  that  the  Hardware  business  is 
developing  very  rapidly,  and  there  seems  to 
be  no  reason  why  we  may  not  expect  a  good 
year. 

Retailers*  stocks  throughout  the  country  are 
now  run  down  and  they  are  beginning  to  re- 
plenish j^  jobbers*  .stocks  in  this  territory  are 
likewise  depleted  and  considerable  ordering 
will  be  done  within  the  next  sixty  days.    Con- 


sumers are  feeling  much  more  cheerful  over 
the  condition  of  affairs,  as  can  easily  be  seen 
from  the  large  volume  of  building  permits 
which  have  been  issued  in  this  city  and  the 
general  condition  of  business  throughout  the 
State. 

Our  exports  for  January  and  February  were 
about  three  million  dollars  for  each  month  for 
grain  alone,  Portland  shipping  more  than  all 
Puget  Sound  points  put  together.  This  wheat 
movement  gives  money  to  the  farmers  and  has 
created  a  very  optimistic  feeling  as  to  the 
future. 

While  many  of  our  customers  failed  to  dis- 
count during  the  depression,  we  now  find  that 
many  of  them  are  again  in  position  to  dis- 
count their  bills,  and  while  the  proportion  is 
not  as  large  as  it  was  previous  to  October, 
yet  we  fully  believe  that  by  the  middle  of  the 
year  collections  will  be  about  as  good  as  they 
were  last  year. 

The  only  news  which  we  hear  from  the 
financial  situation  is  what  comes  to  us  from 
the  east,  where  New  York  still  seems  to  be 
the  center  of  disturbance.  What  will  be  done 
to  prevent  the  return  of  another  financial 
crisis  depends  upon  Congress,  but  just  what 
action  it  is  wise  to  take  is  a  matter  hard  to 
say.  There  is  no  doubt  but  that  some  action 
should  be  taken  looking  toward  elasticity  in 
the  currency,  and  there  seems  to  be  a  general 
feeling  that  a  government  bank  would,  in 
many  ways,  best  secure  results. 

In  closing,  we  wish  to  assure  your  readers 
that  Oregon  was  never  in  better  condition, 
both  for  business  and  as  a  place  to  settle. 
People  are  coming  to  us  from  the  other  states 
of  the  Union,  at  a  rapid  rate,  and  our  busi- 
ness must  continue  to  grow  with  the  influx 
of  population. 

Lynohbiirg,  Va. 

By  O.  B.  Barker, 

Barker- Jennings  Hardware  Co. 

There  is  very  little  change  in  general  condi- 
tions in  our  territory.  January  showed 
nn  increased  volume  over  December,  and  Feb- 
ruary an  increase  over  January.  As  soon  as 
the  weather  settles,  we  expect  an .  increased 
demand,  especially  for  farmers'  supplies. 
Farmers  are  in  good  condition,  their  products 
are  bringing  good  prices,  and  they  are  able 
to  buy  and  pay  for  their  requirements.  The 
demand  for  railroad  and  mine  supplies  is  still 
quite  limited.  The  lumber  interest  is  very 
quiet,  but  is  slightly  improved.  When  the 
spring  opens  up,  and  the  roads  get  in  good 
condition,  we  feel  that  we  shall  see  a  general 
improvement  along  all  Hnes.  Retailers'  stocks 
are  light,  they  having  been  quite  conservative, 
buying  only  in  small  lots  and  for  immediate 
needs. 

The  impression  prevails  that  many  classes 
of  goods  are  too  high,  and  that  lower  prices 
will  rule  in  the  near  future.  If  the  railroads 
could  secure  necessary  funds,  and  resume  ira- 
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provements,  there  would  be  a  marked  increase 
in  the  volume  of  business  in  most  lines.*  Labor 
is  plentiful  and  wages  are  lower.  Collections 
are  as  good  as  should  be  expected  under  ex- 
isting conditions.  Banks  are  easy  and  com- 
fortable, and  are  disposed  to  accommodate 
their  customers.  The  indications  are  that 
money  will  become  quite  plentiful  and  cheap 
by  the  middle  of  the  year.  We  do  not  think 
conditions  warrant  the  expectation  of  a  re- 
turn to  former  prosperity ;  certainly  not  during 
the  present  year.  We,  however,  look  for  a 
fair  business  throughout  the  year,  and  feel 
that  business  will  be  conducted  on  a  sounder 
basis  than  during  the  past  few  years.  The 
process  of  "weeding  out"  seems  to  be  over, 
and  business  is  settling  down  to  a  solid,  sub- 
stantial and  healthy  basis.  We  believe  that 
the  panic  will  finally  result  in  good  to  the 
business  world.  Many  corporations  and  in- 
dividuals have  suffered  great  loss  during  the 
past  six  months,  but  taking  the  country  as  a 
whole,  the  final  outcome  will  prove  beneficial. 
We  feel  that  our  legislators  should  take  some 
action  to  forestall  a  repetition  of  the  recent 
.  financial  disturbance.  We  will  not  venture 
to  outline  how  this  should  be  accomplished. 
We  think,  however,  that  our  country  has  am- 
ple and  sufficient  financial  brains  to  inaugurate 
a  currency  plan  which  will  prove  to  be  the 
measure  needed. 

Boston,  Mass. 

By   L.   C.    Carter, 
Dana  Hardware  Co. 

Conditions  are  certainly  better  than  those 
prevailing  in  January,  and  the  outlook  is 
for  a  fair  spring  business.  The  stocks  in  the 
hands  of  retailers  are  very  low  and  need  re- 
plenishing badly.  We  are  receiving  well  as- 
sorted orders  from  day  to  day,  but  in  small 
quantities,  which  are  repeated  from  week  to 
week. 

We  can  find  no  fault  with  the  average  pay- 
ments ;  some  are  behind  more  than  usual,  but 
the  number  is  not  increasing.  We  do  not 
look  for  much  development  of  new  ventures  in 
this  section  at  present,  but  building  operations 
in  residential  sections  would  pay  as  an  in- 
vestment. We  see  but  little  encouragement 
to  be  expected  from  Congress.  If  they  were 
pulling  together  along  the  lines  of  our  bank- 
ers, manufacturers  and  merchants,  results 
would  soon  be  obtained. 

Encouraged  in  Manchester 

By  W.   H.  Underwood, 
Manchester  Hardware  Co. 

We  are  encouraged  at  the  outlook.  Retail- 
ers' stocks  we  think  are  as  complete  for 
this  time  of  year  as  usual,  but  not  over- 
stocked as  before,  as  the  tendency  is  not*  to 
buy  so  far  ahead.  They  arc  buying  as  they 
need.  Hence  trade  is  steady,  but  not  quite 
the  usual  volume.    Locally,  conditions  are  bet 


ter  than  are  some  others,  judging  by  reports. 
Our  industries  are  textile  and  shoes;  the 
former  is  particularly  strong  in  finances  and 
management  and  although  restricting  output 
have  not  reduced  wages.  Savings  bank  de- 
posits have  grown  largely  in  this  state  and 
the  consumers  are  readily  paying  cash  for 
their  needs. 

Salt  Lake  City,  TTtali 

By   Thomas   G.    Webber, 

Zion's  Co-Operative   Mercantile   Institution. 

We  are  encouraged  because  the  worst  is 
over  and  liquidation  is  going  on  to  be 
succeeded  by  a  gradual  restoration  of  normal 
conditions.  Retailers  are  cutting  down  stocks 
already  on  hand,  rather  than  buy  others  they 
cannot  pay  for.  They  will  replenish  when 
they  can  dispose  of  grain  and  produce  on 
hand  from  last  season  from  the  market  from 
which  they  were  cut  off.  Consumers  did  not 
lose  heart  and  see  no  occasion  to. 

Our  section  is  developing  and  never  had 
better  prospects.  And  lands  are  being  re- 
claimed and  are  yielding  most  bounteously. 
Mines  are  being  discovered  of  great  wealth. 
Railways  are  being  extended.  Many  buiM 
ings  are  projected  and  in  course  of  construc- 
tion. Farmers  are  prosperous,  and  generally 
speaking  there  is  work  fof  all  who  will.  Busi- 
ness is  satisfactory.  Few  failures  compara- 
tively, and  those  with  a  capital  of  less  than 
$10,000,  as  a  rule.  The  West  is  buying  right 
along,  but  conservatively.  What  remedy  is 
needed  for  the  bettering  of  our  financial  sys- 
tem? A  safe  and  more  elastic  circulating 
medium.  Congress  should  enact  legislation  to 
enable  banks  to  issue  more  currency  and  re- 
tain in  their  own  vaults  or  within  their  own 
control,  a  larger  percentage  of  available  re- 
serves. 

American  Hachine  Tools 

Captain  Godfrey  L.  Garden,  an  expert  on 
the  subject  of  machine  tools,  who  is  now 
investigating  the  opportunities  for  their  in- 
creased sale  abroad,  writes  from  Germany  as 
follows:  "The  outlook  for  American  ma- 
chine tools  in  this  territory  depends,  as  it 
always  has,  on  the  merits  of  the  machine. 
The  American  manufacturer  who  has  not 
heretofore  attempted  to  negotiate  the  Euro- 
pean market  will  find  that  the  German  shops 
are  turning  out  many  tools  which  for  ordi- 
nary shop  work  serve  the  purpose  as  well  as 
the  average  American  tool,  and  unless  the 
German  can  buy  the  American  machine  tool 
much  cheaper  he  may  be  expected  to  patronize 
his  own  market.  But  it  is  a  fact  that  the 
majority  of  our  .A.merican  manufacturers  can 
undersell  in  German  territory  the  German 
tool  manufacturers,  and  this  despite  the  lower 
wages  paid  here.  This  condition  is  due  to 
the  American  policy  of  specializing  and  to  a 
higher  standard  of  shop  efficiency  which  so 
many  of  our  plants  have  attained." 
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The  Sleep-Walker's  Cure 

"Doctor,  I  came  to  ask  you  if  there  is  no 
remedy  for  somnambulism?" 

"Do  you  really  walk  in  your  sleep?*' 

"Yes,  I  have  been  a  somnambulist  for  the 
last  two  years." 

"Oh !  that  can  be  cured.  Just  take  this  pre- 
scription to  a  Hardware  store." 

"A  hardware  store !  You  mean  a  druggist's, 
don't  you,  doctor?" 

"No;  I  mean  just  what  I  say.  This  descrip- 
tion is  for  a  parcel  of  carpet-tacks.  Take  two 
teaspoon fuls  before  bedtime,  and  scatter  them 
on  the  floor.    Two  dollars,  please." 


A  Builders'  Hardware  Display 

Hannnacher,  Schlemmer  &  Co.,  Fourth  ave- 
nue and  Thirteenth  street.  New  York, 
have  four  windows  "similar  to  the  one  illus- 
trated. These  windows  are  handsomely  fin- 
ished with  hardwood  inlaid  floors  and  ma- 
hogany backs.  They  compare  favorably  in  ele- 
gance with  the  best  windows  of  the  New  York 
department  stores.  Recently  a  Builders'  Hard- 
ware display  was  made,  as  shown  herewith.  A 
plum  color  velour  cloth  covered  the  floor.  The 
raised  platforms  are  rough  boxes  of  proper 
shape  placed  under  the  cloth.  The  contrast 
between  the  items  of  *bronze  Hardware  and  the 


Builders'  Hardware  Display  by  Hammacher,  Schlemmer  &  Co.,  New  York. 


During  a  recent  investigation  on  the  part  of 
the  Canadian  authorities,  it  developed  that 
parts  of  their  standard  rifle  used  for  the  Cana- 
dian army  were  coming  from  the  United 
States.  Every  part  of  the  gun,  it  is  stated, 
was  supposed  to  be  made  in  Canada  or  im- 
ported from  England.  The  steel  for  the  bar- 
rels comes  from  Pittsburg,  some  forgings  from 
Hartford,  and  over  fifteen  parts  are  made  in 
Attleboro  by  the  Frank  Mossberg  Co. 


Evans  Nelson,  president  of  the  Lawson  Mfg. 
Co.,  Chicago,  111.,  died  the  4th  ult.,  after  a 
brief  illness.  He  came  to  this  country  thirty- 
two  years  ago  and  has  been  connected  with  the 
company  ever  since  its  organization,  being 
elected  president  four  years  ago. 


dartc  cloth  is  very  pleasing.  The  use  of  the 
cloth  facilitates  the  dressing  of  the  window. 
In  the  center  is  seen  a  new  electrically  oper- 
ated mechanical  display  showing  an  enlarged 
cylinder  of  a  "Yale"  pin-tumbler  lock.  Tlie 
key  travels  out  and  in,  showing  the  action  of 
the  tumblers,  the  rotation  of  the  plug,  etc.  A 
more  detailed  description  of  this  moving  key 
display  With  larger  illustration  will  be  given 
in  a  later  issue.  Scattered  about  the  window 
were  samples  of  Lock  sets.  Locks,  Door 
Checks,  etc.  The  display  is  the  work  of  Mr. 
Schember. 


That  advertisement  is  sure  to  be  impressive 
which  bases  the  claims  of  wnat  the  article 
will  do  upon  what  it  is  already  doing. 
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American  Hardware  in  the  Fliilippines 

Milton  E.  Springer,  of  the  American  Hard- 
ware &  Plumbing  Co.,  Manila,  Philip- 
pine Islands,  furnishes  the  Hardware  Deal- 
ers' Magazine  with  the  following  notes  of  in- 
terest in  relation  to  the  exports  of  American 
Hardware  and  allied   lines: 

"The  manufacturers  of  iron  and  steel  oc- 
cupy next  to  the  most  important  position  in 
the  list  of  imports  into  the  Philippine  Islands. 
Prior  to  American  occupation  very  little  of 
this  business — in  fact,  none  of  it — went  to  the 
United  States;  but  there  has  been  a  gradual 
increase  of  the  proportion  furnished  by  Ameri- 
can manufacturers  and  in  some  items  they 
have  gained  control  of  this  market.  In  the 
heavier  articles,  such  as  pig  and  bar  iron,  iron 
sheets,  etc.,  the  United  Kingdom^  continues 
to  furnish  the  greater  share. 

"In  steel  rails,  steel  sheets  and  plates,  wire, 
and  wire  cables  the  United  States  occupy  first 
position.  They  are  also  supplying  the  greater 
proportion  of  builders'  Hardware,  and  have 
gained  second  place  on  the  list  in  cutlery; 
Germany,  however,  continues  to  supply  nearly 
half  of  the  total  cutlery  imported  into  the 
islands.  All  of  the  cash  registers  used  here 
come  from  the  United  States  and  most  of  the 
electrical  machinery. 

"Practically  all  of  the  typewriting  machines 
used  are  of  American  manufacture,  while 
in  miscellaneous  maciiines  and  apparatus  tifot 
otherwise  classified,  the  United  States  comes 
first  with  $115,659,  Great  Britain  second  with 
$37,559,  and  France  third  with  $37,002.  The 
United  States  shows  a  strong  lead  in  nails, 
especially  those  made  from,  wire ;  also  in  pipes 
and  fittings  and  scales.  A  considerable  por- 
tion of  the  trade  in  manufactures  of  copper 
has  gone  to  the  United  States  since  American 
occupation  of  the  Philippines,  but  a  majority 
of  the  manufactures  of  brass,  and  copper  in 
bars  and  sheets,  is  still  furnished  by  Germany 
and   Great   Britain. 

"Under  the  head  of  paints  most  of  the 
goods  that  are  imported  into  the  Philippine 
Islands  come  from  Great  Britain.  The  United 
States  are  third  on  the  list,  the  imports  from 
Germany  exceeding  those  from  the  United 
States  by  about  $2,000.  There  has,  however, 
been  a  steady  increase  in  the  proportion  fur- 
nished by  the  United  States  since  American 
occupation.  In  varnish  the  United  States  con- 
tributes over  four-fifths  of  the  total  imports 
and  almost  as  large  a  proportion  of  the  tur- 
pentine." 

Grounds  for  ttistinderstanding 

The  Hardware  merchant  or  his,  clerk,  who 
smokes  in  the  store  during  business 
hours,  is  justified  on  the  ground  that  the 
fumes  of  his  tobacco  may  kill  the  germs  in 
the  nail  kegs  and  on  the  andirons.  Still,  it 
would  be  jtist  as  well  were  he  to  explain  this 
to    his    customers,    some    of    whom    may   be 


averse  to  the  smoke  that  reaches  them  from 
across  the  counter.  It  may  remove  their  ob- 
jections, on  learning  that  this  is  a  purely  sani- 
tary proceeding. 

The  practice  of  going  without  a  cgat  in 
business  hours,  especially  in  the  summer  sea- 
son, may  he  safely  indulged  in  if  confined  to 
the  warerooms  or  the  lofts.  The  merchant 
or  clerk  who  feels  moved  to  relieve  that 
oppressive  feeling  by  going  in  his  shirt  sleeves, 
might  put  up  a  placard:  "Am  acting  as  porter 
for  ten  minutes  of  exercise.  Customers  who 
need  me  will  please  ring  the  bell."  For  there 
are  customers  who  really  think  that  a  coat  and 
a  collar  are  needed  adjuncts  to  a  dignified 
business  transaction. 

It  is  nd  mark  of  laziness,  perhaps,  for  a 
merchant  or  clerk  to  sit  motionless  on  a  nail 
keg  or  chair  until  his  caller  comes  in  and 
walks  half  the  length  of  the  store  to  dis- 
cover him.  Still,  there  are  objections,  on  the 
ground  that  there  may  be  misunderstanding. 
The  customer  may  incline  to  the  belief  that 
the  storekeeper  is  not  discourteous,  but 
merely  patiently  waiting  for  the  appearance  of 
the  sheriff  or  receiver. 

Practical  Hardware  Education 

To  the  Editor: 

To  my  mind  the  Hardware  Dealers'  Maga- 
zine, in  its  relation  to  the  trade,  can 
be  summed  up  '  in  these  words :  Practical ! 
Practical!  Practical!  I  have  been  minded  for 
some  time  to  say  this  much  to  you,  but  after 
going  over  the  issue  for  March,  it  strikes  me 
again  so  solidly  between  the  eyes,  that  I  have 
sat  down  and  written  this;  written  it  so  that 
you  will  know  somewhat,  from  one  at  least, 
of  the  good  work  you  are  doing  for  the  trade. 
Every  page'  has  something  that  a  Hardware- 
man  should  know,  and  becomes  -a  better  mer- 
chant because  he  knows  it. 
Yours  truly, 

A  Retail  Dealer. 
American  Hardware  Displayed 
■a  A  n  Australian  'Hardware  store,"  writes  an 
XI.  American  in  that  country,  "without 
American  goods  would  lose  much  of  interest 
to  the  average  buyer."  Among  the  lines  of 
our  Hardware  which  control  there,  or  at  least 
more  than  hold  their  own,  are  saws,  axes,  edge 
tools  of  all  kinds,  files  and  garden  implements. 
Great  Britain  leads  in  imports  in  this  line  of 
trade,  the  United  States  second  and  Germany 
poor  third.  The  writer  adds  that  there  seems 
to  be  no  special  prejudice  in  favor  of  England 
because  she  is  the  mother  country,  and  unless 
she  makes  good,  either  in  quality  or  price,  she 
has  no  advantage  over  the  Yankees. 


The  Hardware  travelers  of  Great  Britain  are 
agitating  an  idea  that  seems  to  have  their 
unanimous  support.  It  is  for  an  amendment 
to  the  law,  making  themselves  preferred  cred- 
itors whenever  their  employes  shall  go  into 
bankruptcy. 
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MANUFACTURERS  ON  THEIR  TRADE 

Reports  from  Leading  Makers  in  a  Number  of  Hard- 
ware Lines  as  to  Present  Conditions  and  Future 
Prospects— The  Outlook  More  Favorable  Than 
Might  Have  Been  Expected— Wheels  Are  Turn- 
ing, and  Goods  Being  Called  Fon 


The  following  reports  from  leading  manufac- 
turers regarding  their  special  lines,  have 
been  made  to  the  Hardware  Dealers'  Maga- 
zine. Summed  up,  their  feeling  is  one  of 
cheerful  hopefulness:    , 

THE  lawn    mower  TRADE. 

Said  a  manufacturer  of  Lawn  Mowers:  "We 
expect  to  turn  out  as  much  material  as 
we  did  last  year,  looking  forward  to  a  pros-, 
perous  business  in  the  spring.  We  do  not  think 
at  the  present  time  there  will  be  any  change 
in  prices  during  the  coming  season,  although 
next  fall  there  is  a  bare  possibility  of  things 
dropping  back  to  the  old  schedule. 

"We  have  attended  several  of  the  recent 
Hardware  conventions,  and  at  each  one  took 
a  great  many  orders  for  our  line  of  goods,  and 
the  attitude  of  the  buyers  at  these  conventions 
was  such  that  we  felt  more  confident  than  ever 
that  a  good  season  is  ahead  of  us.  As  for  the 
consumer,  that  rests  with  the  kind  of  a  season 
w€  have. 

"Regarding  the  resumption  of  work  in  the 
factory,  would  state  that  we  have  no  resump- 
tion for  the  reason  that  we  have  not  shut  down 
or  even  laid  off  our  men,  and  the  only  re- 
sults of  the  recent  flurry  were  that  the  retail- 
ers were  a  little  more  conservative  in  their 
buying,  whereas  the  jobbers  look  at  it  very 
much  in  the  same  light  as  we  do,  that  if  they 
place  an  order  for  a  short  stock  and  a  good 
season  presents  itself,  there  would  be  with 
them  considerable  trouble  in  filling  orders.  Of 
course,  goods  in  our  line  being  a  seasonable 
article,  are  no  good  practically  a  month  late, 
for  which  reason  we  are  stocking  up  to  the 
fullest  capacity  of  our  plant,  and  should  any 
one  desire  anything  in  our  line  this  spring, 
there  is  no  doubt  but  that  they  will  have  their 
orders  promptly  supplied. 

"The  mere  fact  tiiat  the  principal  decline 
this  year  that  we  notice  being  on  the  cheap 
grade  of  goods,  more  than  ever  prompts  us  to 
think  that  the  coming  season  will  be  all  that 
we  could  ask  for." 

nNE    TOOL    TRADE. 

Jn  regard  to  this  line  of  goods,  a  maker  said : 
"On  competitive  goods  we  find  that  there 
is  very  little  disposition  evinced  by  the  manu- 
facturers to  change  the  prices,  for  the  reason 
that  there  has  been  practically  no  change  in 
the  cost  of  material  and  labor.  As  regards 
raw  material,  there  has  been  no  change  except 
in  the  price  of  copper  rods  and  iron  castings. 
"The  bulk  of  raw  material  used  by  us  is  bar 
steel,  the  price  of  which  has  not  changed,  and 
in  our  opinion  it  would  be  most  unfortunate 
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should  the  manufacturers  of  this  material  de- 
cide to  reduce  prices. 

"Buyers  as  a  whole  seem  to  think  that  the 
time  has  come  to  demand  lower  prices,  but  so 
far  as  our  observation  has  gone,  manufacturers 
in  our  line  are  disposed  to  hold  prices  until 
there  is  some  tangible  reason  for  making 
changes. 

"Our  opinion  of  the  general  condition  is 
that  we  have  gotten  over  the  worst  part  of  the 
present  depression,  and  that  we  may  hope  for 
improvement  from  now  on,  although  we  do 
not  anticipate  that  we  will  enjoy  prosperous 
times  in  less  than  twelve  months.  So  far  as 
we  have  been  able  to  ascertain,  all  of  the 
manufacturers  in  our  line  are  in  practically  the 
same  condition  as  ourselves,  that  is,  we  are 
running  about  two-thirds  of  the  time  and  two- 
thirds  of  our  employes." 

THE   GUN   TRADE. 

From  a  manufacturer:  "At  the  present  time 
we  are  running  our  factory  with  full 
force  on  regular  hours  in  an  endeavor  to  re- 
plenish our  stock,  which  was  completely  ex- 
hausted last  year.  Just  at  the  moment  we  ob- 
serve a  falling  off  in  business,  and  a  disx>osi- 
tion  on  the  part  of  the  jobbers  to  order  only 
for  immediate  needs,  but  feel  confident  that 
when  the  gun  season  opens,  there  will  be  a 
marked  improvement  in  the  trade  conditions." 

THE  SAW  TRADE. 

A  manufacturer  of  this  line  expressed  him- 
self as  follows: 

"In  the  first  place  our  product  has  been  cur- 
tailed about  33  1-3  per  cent.  This  curtailment 
in  production  is  owing  entirely  to  the  curtail- 
ment in  business  and  we  do  not  believe  that 
it  is  wise  at  this  time  to  anticipate  the  de* 
mand  for  goods  in  our  line.  We  consider  it 
a  time  for  reducing  our  inventory  item.  As 
to  possible  changes  in  prices,  as  we  see  it 
there  will  be  no  changes  in  prices  in  our  line 
during  the  present  year,  except  possibly  a  few 
unimportant  revisions  from  time  to  time  as 
necessity  occurs,  but  in  the  main  the  prices 
which  have  obtained  during  the  last  two  or 
three  years  will  continue.  We  feel  that  inas- 
much as  the  prices  in  our  line  were  not  raised 
when  the  general  advance  took  place,  we  are 
not  justified  in  reducing  prices.  Raw  mater- 
ials have  not  yet  suffered  any  material  reduc- 
tion in  price  and  our  labor  is  being  paid 
practically  the  same  wages  and  there^  is  no 
intention  now  that  there  will  be  much  of  any 
<!hange  in  the  price  of  either  raw  material  or 
labor  during  the  present  year. 

"The  attitude  of  buyers  is  rather  a  waiting 
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game.  The  large  jobber,  who  has  been  ac- 
customed during  the  last  few  years  to  antici- 
pate his  wants  all  the  way  from  thirty  days 
to  six  months  owing  to  the  crowded  condition 
of  the  manufacturing  business,  is  now  cur- 
tailing his  purchases  to  a  large  extent  and 
expects  the  manufacturer  to  have  a  sufficient 
stock  of  goods  to  supply  the  jobbers'  require- 
ments immediately  on  receipt  of  orders,  which 
naturally  reduces  the  necessity  of  the  jobber 
carrying  a  large  and  varied  assortment.  Con- 
sumers are  working  up  their  old  stock  to  the 
last  possible  notch  and  are  only  ordering  for 
bare  necessities. 

"The  resumption  of  work  in  the  factories  is 
slow,  but  on  top  of  all  this  there  is  an  under- 
current of  better  feeling  both  among  the  con- 
sumers and  jobbers  and  the  improvement  in 
the  outlook  is  steady  though  slow.  This  con- 
dition of  aflfairs  is  proof  to  our  minds  that 
the  improvement  is  healthy  and  will  be  main- 
tained throughout  the  year,  so  that  by  the 
time  the  disquieting  influences  of  the  presi- 
dential election  are  out  of  the  way,  a  normal 
condition  of  business  ought  to  obtain,  and  I 
believe  that  it  will." 

ICE   TOOL   TRADE. 

Said  a  manufacturer :  "The  fact  of  it  is 
that  we  made  up  sufficient  stock  last 
year  in  anticipation  of  selling  as  much  in  the 
fall  of  1907  as  we  did  in  the  fall  of  1906,  but 
got  left  due  to  the  October  slump,  and  there- 
fore are  carrying  over  the  season  50  per  cent, 
of  the  amount  of  machinery  that  we  antici- 
pated selling  during  the  year  just  closed,  which 
necessarily  curtails  our  output  for  the  stock 
required  in  the  fall  of  1908. 

"We  are  not  in  the  class  that  are  putting 
up  such  an  awfully  big  kick  against  our  Presi- 
dent, yet  we  do  sincerely  trust  he  will  send 
no  more  messages  and  make  no  more  an- 
nouncements in  his  characteristic  style.  All 
that  which  he  has  done  will  no  doubt  be  pro- 
ductive of  much  good  in  the  future,  but  it  is 
time  to  draw  a  line  on  any  further  strenuous 
utterances  for  the  time  being.  We,  however, 
feel  quite  sanguine  that  trade  will  gradually 
^d  steadily  resume  with  the  coming  of  au- 
tumn, and  will  within  a  couple  of  years  from 
this  date  be  in  first-class  shape,  and  far 
stronger  in  every  way  than  the  country  has 
ever  enjoyed," 

SPORTING   GOODS   TRADE. 

Said  a  man  who  makes  many  goods  of  this 
line:  "At  the  meeting  of  the  Sporting 
Goods  Credit  Association,  held  in  New  York, 
all  of  the  members  spoke  of  having  an  in- 
creased business  on  what  we  term  our  'fall 
and  winter  line,'  which  comprises  of  footballs, 
boxing  gloves,  striking  bags,  etc.  The  spring 
line  of  1907  was  the  largest  in  the  history  of 
sporting  goods.  The  small  decrease  of  raw 
material  will  not  be  enough  to  affect  the  price, 
as  the  decrease  of  leather  used  in  sporting 
goods  has  not  averaged  more  than   one-hair 


cent  per  foot,  which  is  not  enough  to  change 
the  price. 

"The  outlook  for  the  spring  of  1908  is  rather 
uncertain  on  account  of  so  many  people  being 
out  of  employment  and  working  on  short  time. 
However,  taking  the  general  outlook,  we  feel 
that  all  manufacturers  of  sporting  goods  will 
have  their  usual  amount  of  business,  but  pos- 
sibly not  such  an  increase  as  they  had  in  1907., 
We  feel  that  the  purchases  for  the  fall  line 
will  be  on  a  very  conservative  plan,  and  this 
may  decrease  orders  to  a  certain  extent,  but 
what  we  call  'mail  orders*  we  think  will  be 
more  than  usual  on  this  account." 

THE    SHARPENING    STONES. 

Said  a  leading  manufacturer:  "Concerning 
the  present  business  conditions,  from  a 
manufacturer's  standpoint  it  seems  necessary 
to  have  good  stocks  on  hand  as  the  jobbing 
trade  especially  carrying,  as  they  do,  small 
stocks,  are  calling  for  rush  shipments  and 
calling  frequently,  and  anticipating,  as  we  do, 
a  quick  revival  of  business,  we  feel  the  neces- 
sity of  being  prepared  for  their  hurry  orders 
and  rush  shipments  that  are  bound  to  follow. 

"A  subject  for  serious  thought  with  the  man- 
ufacturer, however,  is .  the  one  pertaining  to 
the  difference  between  the  fobbing  trade  and 
the  retail  trade  during  this  dull  season  that 
we  are  just  leaving  behind  us.  The  jobbers 
do  not.  seem  to  have  confidence  enough  in 
conditions  to  go  ahead  and  place  even  fair 
stock  orders.  It  would  hardly  be  right  to- 
expect  them  to  place  large  orders,  but  I  am 
speaking  of  even  small  requisitions.  Opposed 
to  this  the  retail  dealer  seems  to  have  a  great 
deal  of  confidence,  and  as  a  rule  has  no  hesi- 
tancy in  planning  for  his  usual  stocks. 

"Some  of  our  factories  are  running  consid- 
erably under  schedule  on  certain  lines;  other 
plants  are  working  to  their  usual  capacity. 
On  certain  lines  we  are  planning  to  accumulate 
good  stocks  so  that  with  the  revival  of  busi- 
ness we  will  be  in  shape  to  make  prompt 
shipments  throughout  the  ensuing  twelve 
months.  While  our  sales  fell  off  materially  for 
the  months  of  November,  December  and  Jan- 
uary, there  was  a  marked  improvement  in  Feb- 
ruary and  March,  and  indications  are  for  a 
quick  recovery,  indicating  sound  conditions 
despite  the  panicky  times." 

THE  WHEELBARROW  TRADE. 

Said  a  manufacturer:  "Business  in  our 
line  has  been  quiet  ever  since  the  first 
part  of  the  panic  in  October  last,  on  account 
of  the  railroads  shutting  down  on  their  im- 
provements, also  tne  building  trade  being  shut 
off  on  account  of  the  tight  money  market,  and 
the  demand  of  new  buildings  falling  off.  We 
are  in  hopes  that  in  the  present  month,  when 
the  weather  gets  settled,  that  there  will  be  an 
improvement.  We  have  been  anticipating  it 
by  keeping  our  men  employed  full  time  all 
winter,  and  stocking  goods  that  we  could  not 
sell  through  the  winter,  so  that  we  might* be 
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ready  for  the  spring  rush.  We  have  a  large 
stock  made  up  ready  to  fill  quick  orders  when 
they  come.  We  do  not  see  how  there  can  be 
any  lowering  prices  in  our  line,  as  material, 
labor,  etc.,  have  not  reduced  any  in  price,  and 
lumber  is  getting  scarcer  and  higher  in  price 
each  year.  The  price  we  have  been  getting, 
taking  in  consideration  the  high  price  of  labor 
and  material,  has  not  been  enough  to  leave  a 
fair  margin  of  profit,  so  it  does  not  look  as 
if  there  was  any  chance  for  lowering  prices  in 
our  line,  nor  do  we  think  there  will  be  any 
advance,  at  least  for  the  present. 

"Buyers  seem  to  be  holding  off  some,  think- 
ing probably  there  might  be  a  lowering  of 
prices,  but  we  are  in  hopes  that  when  spring 
opens  and  the  people  demand  the  goods,  that 
they  will  commence  buying  again." 

HARDWARE   BUILDING    SPECIALTIES. 

A  western  manufacturer  of  specialties  in 
connection  with  buildings,  said:  "We 
believe  the  production  of  goods  in  our  line  for 
1908  will  equal  that  of  1907,  and  we  would  not 
be  surprised  if  it  should  exceed  last  year's  to- 
tal. We  believe  that  present  prices  will  be 
maintained,  both  in  raw  material  and  finished 
product. 

"The  attitude  of  the  buyer  and  consumer  is 
this:  The  consumer,  in  some  localities,  espe- 
cially the  west,  has  had  the  money  with  which 
to  buy,  but  has  only  been  buying  to  satisfy  his 
absolute  needs.  The  buyers  throughout  the 
country  have  been  placing  orders  for  their 
immediate  needs  only,  until  their  stocks  at  the 
present  time  are  practically  depleted. 

"There  is  going  to  be  considerable  building 
done  this  year,  on  account  of  the  cheaper 
prices  of  building  material  and  lower  wages  of 
skilled  labor.  The  consumer  is  going  to  buy, 
because  there  are  many  things  which  he  wants, 
and  is  going  to  have.  Factories  are  resuming 
operations  slowly  and  we  believe  that  by  the 
first  of  July,  things  will  be  in  normal  condi- 
tion. 

"My  opinion  as  to  the  result  of  the  recent 
financial  fiurry  is  that  it  is  going  to  benefit  this 
country  in  this  way.  It  has  already  resulted 
in  squeezing  the  water  and  wind  out  of  in- 
flated stock  values  and  has  placed  the  business 
of  the  country  on  a  more  conservative  basis. 
In  other  words,  business  has  shifted  from  it's 
high  to  its  low  gear,  and  while  1908  may  not 
be  such  a  year  for  high  speed,  we  believe  it 
will  be  a  safer  and  more  satisfactory  year  than 
its  predecessor." 

•     THE   GRINDSTONE  TRADE. 

A  manufacturer  of  this  line  said :  "So  far 
this  year  we  have  found  buyers  slow 
about  placing  orders,  and  conservative  in  their 
purchases  when  they  do  buy.  The  tendency 
seems  to  be  to  wait.  Nobody  seems  to  know 
just  exactly  what  for,  but  with  the  hope  that 
the  outlook  will  improve  evidently.  The  fact 
that  most  of  the  orders  we  receive  from  the 


jobbing  Hardware  trade  are  hurry  orders, 
dertionstrates  the  further  fact  that  no  one  is 
carrying  a  large  stock  of  our  goods,  so  we 
feel  confident  that  as  the  season  progresses 
business  will  pick  up  to  some  extent,  but  we 
do  not  believe  that  jobbers  will  buy  as  freely 
as  heretofore." 

SHOVELS,   SPADES,  ETC. 

A  manufacturer  of  these  goods,  and  of 
others,  said:  "We  look  forward  to  a 
steady  increase  of  business  the  coming  year, 
yet  we  do  not  believe  that  the  business  will 
be  much  more  than  65  to  75  per  cent,  of  last 
year.  Manufacturing  at  that  rate  and  trying 
to  keep  our  plant  in  operation,  makes  the  cost 
of  manufacturing  goods  considerably  more. 
There  has  been  no  reduction  in  the  price  of 
raw  materials,  except  in  a  very  few  isolated 
cases.  There  has  yet  been  no  reduction  in  the 
price  of  labor.  Manufacturers  are  doing  all 
they  can  to  keep  as  many  men  employed  and 
paying  them  their  regular  wages,  and  we  have 
only  heard  of  a  few  cases  where  labor  has 
been  reduced,  and  that  is  where  the  labor  has 
been  based  upon  the  selling  price  or  on  a  slid- 
ing scale. 

"What  this  country  needs,  is  a  bigdose  of 
confidence,  and  if  people  would  keep  .  their 
mouths  shut,  or  in  other  words,  if  they  would 
try  to  inspire  confidence,  instead  of  distrust 
and  discontent,  it  would  go  a  long  ways  to 
help  improve  business.  Everybody  should  put 
a  shoulder  to  the  wheel  and  push  rather  than 
to  see  how  many  blocks  they  can  put  in  the 
way  of  the  business  vehicle." 

WIRE  FENCES. 

Said  a.  manufacturer :  "We  do  not  find  the 
demand  for  our  product  to  have  materially 
diminished,  as  the  result  of  the  recent  finan- 
cial flurry,  which  we  take  to  be  due  largely 
to  the  fact  that  the  users  of  our  product  are 
the  farmers,  and  they  are  probably  more  pros- 
perous than  ever.  We  are  operating  our 
plant  full  force,  both  night  and  day,  and  are, 
notwithstanding,  still  considerable  behind  our 
orders." 

Would  Not  Sett  Sope 

The  sheriff  of  Knoxvillc,  Tenn.,  has  been 
having  a  hard  time  of  it  in  the  search  for  a 
rope  with  which  to  hang  a  victim  of  the  law's 
stern  decree.  He  went  to  the  Hardware  firm 
of  S.  B.  Luttrell  &  Co.,  and  asked  for  such 
rope.  He.  was  told  by  the  head  of  the  firm 
that  it  had  never  handled  a  single  article  that 
was  used  in  a  hanging.  In  other  words,  the 
firm  would  not  sell  a  nail  that  went  into  a 
scaffold.  The  sheriff  then  went  to  a  number 
of  places  in  the  city,  and  was  surprised  that 
he  could  not  secure  what  he  was  after. 


Is  the  bicycle  industry  dead?  One  concern 
in  England — and  not  a  very  large  one,  either — 
is  turning  out  75,000  wheels  in  a  year. 
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The  Haking  of  a  Hardwareman 

AHardwareman  of  experience  arises  to  re- 
mark that  the  business  is  "one  of  the 
most  complicated  and  ever-changing  to  be 
found  anywhere."  it  takes  no  end  of  hard 
study,  he  adds,  to  grasp  even  the  bare  out- 
lines; at  the  same  time,  it  is  one  of  the  most 
interesting  of  trades — there  is  so  much  to  be 
learned  about  the  goods  themselves;  so  much 
to  be  learned  about  the  right  way  of  offering 
them  to  customers,  who  differ  in  sex  and  age, 
in  temperament,  needs,  and  in  everything  else. 
The  man  who  considers  himself  a  Hardware- 
man  when  he  can  tell  a  road  roller  from  a 
sap  bucket,  is  not  liable  to  prove  a  very  large 
business  success.  "The  business  must  be 
learned  from  A  to  Z;  the  manufacture  and 
use  of  every  article  fully  understood.  The 
salesman  must  be  ready,  on  demand,  to  give 
his  customer  accurate,  if  not  exhaustive,  in- 
formation about  any  line  in  his  department." 

The  requirements  of  the  business  do  not 
run  altogether  in  one  channel.  The  Hardware- 
man,  the  expert  above  quoted  continues,  must 
be  an  expert  stock  keeper,  able  to  arrange  sys- 
tematically and  keep  his  goods  in  the  best  pos- 
sible condition;  also  able  to  show  them  to  the 
best  possible  advantage. 

"He  must  be  a  good  buyer,  with  a  knowl- 
edge of  markets  and  values,  so  that  he  may 
always  have  a  moving  stock  at  the  lowest 
prices.  He  must  have  tact,  courtesy,  persua- 
sion, patience,  adaptability,  and  much  beside.'* 

Puslied  the  Incubators 

In  the  past  three  years  the  production  of 
eggs  and  poultry  in  Great  Britain  has 
more  than  doubkd,  and  the  present  output 
equals  $50,000,000  annually.  The  cause  can 
be  summed  up  in  one  word:  Incubators.  The 
machine  is  doing  for  that  country  what  the 
unaided  hen  could  never  have  done.  The 
Hardwaremen  of  the  kingdom  have  pushed 
the  sale  of  these  goods,  and  the  supply  above 
noted  has  been  the  result. 

Hardware  Tobfamg  Conaolidatioii 

'T'he  Allen  Hardware  Co.,  Charlotte,  N.  C, 
■^  and  the  De  Haven-Dawson  Supply  Co., 
Chester,  S.  C,  have  consolidated  their  busi- 
ness interests  under  the  title  of  the  De  Haven- 
Dawson  Co.,  Inc.,  with  headquarters  at  Nor- 
folk, Va.,  where  the  company's  largest  stock 
will  be  carried.  The  Chester  branch  will 
be  continued  under  practically  the  same  man- 
agement and  policy  as  heretofore,  although  at 
Charlotte  the  business  will  be  practically 
liquidated  except  for  a  warehouse  stock  of 
some  heavy  lines  which  the  De  Haven-Daw- 
son Co.  will  continue  to  carry  for  the  con- 
venience of  their  trade  in  that  locality.  The 
officers  and  directors  of  the  De  Haven-Daw- 
son Co.  are:  Hugh  De  Haven,  president;  D. 
E.  Allen,  first  vice-president;  L.  B.  Dawson, 
second  vice-president;  and  George  R.  Dawson, 
secretary   and    treasurer,    and   the   directors: 


Hugh  De  Haven  and  E.  A.  W.  Murray,  oi 
New  York  City;  D.  E.  Allen,  Charlotte,  N. 
C,  and  L.  B.  and  George  R.  Dawson,  of 
Chester,  S.  C.  The  business  of  the  company 
will  be  under  the  direct  management  of  D.  E. 
Allen  and  George  R.  Dawson,  at  the  Nor- 
folk headquarters,  and  the  Chester  branch  is 
to  be  managed  by  L.  B.  Dawson. 

Only  a  Matter  of  Air 

^'T^  he  president  of  a  great  house  traveling 
A  many  men,"  said  a  business  expert, 
'^appropriated  a  large  sum  to  be  invested  in  tiie 
education  of  his  corps  of  salesmen,  and 
equipment  of  a  class  in  scientific  salesmanship. 
"A  few  weeks  after  the  study  had  been 
installed  he  went  to  one  of  his  salesmen  and 
inquired  how  he  was  getting  along  with  the 
work.  The  reply  was:  *The  author  of  that 
course  don't  know  anything  about  our  line. 
He  can't  learn  me  nothing  T 

"And,  sure  enough,  he  could  not.  When 
selling  goods  that  salesman  just  opened  his 
mouth  and  let  come  out  of  it  what  would,  and 
it  was  generally  filled  with  air." 

''Show  Tour  Goods" 

A  business  philosopher  would  reverse  an  old 
adage.  Don't  say,  "If  you  don't  see 
what  you  want,  ask  for  it,"  he  advises,  but 
"Show  a  man  what  he  wants  and  he  will  ask 
for  it."  Lead  the  customer  up  to  such  tilings 
as  you  think  he  may  need;  to  see  a  thing 
coveted  or  needed  is  one  of  the  surest  ways  of 
causing  its  purchase.  The  street  boy  who 
threw  a  brick  through  the  jeweler's  window 
and  stole  a  watch  advanced  his  plea  of  justifi- 
cation in  these  words:  "It  made  me  sick  to 
look  at  it  there  every  time  I  went  by.  You 
ought  to  have  kept  it  out  of  sight." 

The  best  advice  that  can  be  given  to  a  mer- 
chant is,  "Show  your  goods!" 

Four  little  "Noes'* 

An  American  traveler  who  was  traversing 
a  public  highway  in  far-off  Cooma,  New 
South  Wales,  Australia,  paused  in  front  of  the 
Hardware  store  of  P.  D.  Murphy  &  Co.  to 
transcribe  a  placard  in  the  window,  whidi  ran 
as  follows: 

"If  I  rest  I  rust. 
If  I  trust  I  bust; 

Therefore— 
No  rest,  no  rust. 
No  trust,  no  bust." 
Four  "Noes"  that  indicate,  as  plain  as  the 
nose  on  a  man's  face,  the  road  that  leads  to 
safety. 

The  examinations  for  Hardware  Store  as- 
sistants in  England,  of  which  so  much 
was  predicted  some  years  ago,  do  not  seem  to 
have  borne  the  expected  fruits.  One  of  the 
sponsors  for  the  movement  arises  to  remark: 
"We  have  been  working  on  the  scheme  for 
five  years,  and  will  have  to  work  jinother  five 
before  we  see  results  from  the  efforts," 
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KICKER  &  KNOCKER,  HARDWAREMEN 


The  Hardware  firm  of  Kicker  &  Knocker 
is  making  a  reputation  for  itself  that  is 
not  equaled  by  .that  of  any  other  concern  in 
the  business. 

Traveling  salesmen  do  not  exactly  wear 
chain  armor  or  trousers  plated  in  the  seat 
with  sheet  iron  when  calling  on  the  buyer  of 
the  house,  although  several  of  them  are  con- 
templating defenses  of  this  nature.  As  one 
of  them  said,  "I  can  stand  it  to  be  knocked 
down*  by  one  of  the  members  of  the  firm, 
but  when  the  other  comes  along  and  kicks 
me  into  the  street,  it  gets  on  to  my  nerves." 

Mr.  Knocker  has  developed  an  abnormal 
right  fist  because  of  his  close  attention  to  his 
department  of  the  business;  while  Mr. 
Kicker's  right  foot  is  a  beauty.  The  boot  he 
wears  on  it  is  three  sizes  larger  than  that 
of  the  left. 

Kicker  and  Knocker  were  boys  together  in 
school,  and  afterward  clerked  side  by  side  in 
the  same  store.  Their  natural  tendency  to 
jump  on  everybody  else  was  nurtured  by 
steady  application,  and  at  the  present  time 
no  two  other  men  in  the  world  can  outknock 
or  outkick  them  within  a  given  time.  They 
have  reduced  it  to  a  science. 

Mr.  Knocker  attends  to  the  personal  man- 
agement of  the  store.  Mr.  Kicker  remains  in 
the  office  and  looks  after  the  bills,  collections, 
correspondence,  and  buying.  He  has  had  an 
asbestos  plate  put  between  the  typewriting 
machine  and  the  table  on  which  it  rests,  be- 
cause of  the  "hot  stuff"  in  his  letters.  The 
local  insurance  agent  compelled  him  to  do  it, 
on  a  threat  to  cancel  his  policy.  Mr.  Kicker 
swung  his  right  foot  a  dozen  times  when  this 
announcement  was  made  to  him,  but  the  agent 
had  played  end,  or  back,  or  middle,  or  what- 
ever it  is,  on  a  college  football  team,  and 
managed  by  agility  to  escape  alive.  But  Mr. 
Kicker  compelled  him  to  furnish  free  the 
asbestos  pad. 

In  the  main  office  are  two  placards,  which 
are  framed  and  hang  over  the  desks  of  the 
partners : 

Knock  and  It  Shall  Be  Opened  to  You. 
Kick,  and  the  World  Kicks  with  You. 

Mr.  Kicker's  letters  are  models.  He  al- 
most— almost,  but  not  quite — feels  like  rais- 
ing the  salary  of  a  cl^rk  who  can  point  out 
an  error  or  an  omission  made  by  the  jobber 
or  manufacturer  who  has  furnished  the  goods. 
It  gives  him  a  chance  to  show  how  hot  a 
letter  can  be  thrown  off  under  favoring  con- 
ditions. The  manner  in  which  the  man  at  the 
other  end  of  the  transaction  is  called  down 
suggests  a  new  use  of  the  English  language. 

"I  don't  parley  voo  with  them  much,"  says 
Mr.  ICicker,  with  a  grim  smile.  "I  just  swing 
the  meat  axe,  and  you  can  hear  the  ribs 
crack  r 
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If  the  other  man  proves  to  be  something 
of  a  kicker  himself,  Mr.  Kicker  revels  in  the 
situation.  It  graves  him  a  chance  to  show  what 
a  real  genius  can  do  in  the  comeback.  Usually 
the  correspondence  ends  in  a  disruption  of 
business  relations  between  the  two  concerns. 
But  what  is  a  business  deal  compared  to  the 
glory  and  the  lust  of  battle? 

But  it  is  in  the  stirring  up  of  delaying 
debtors  that  Mr.  Kicker  shines  the  most  re- 
splendently.  In  his  own  language,  "I  just 
take  off  their  hides  and  hang  them  on  the 
fence!" 

Sometimes  he  manages  to  collect  an  old 
account  and  still  retain  the  business  and 
friendship  of  the  debtor,  but  it  is  usually  by 
accident 

Mr.  Knocker,  in  his  capacity  as  manager, 
kept  an  eye  upon  both  the  selling  staff  and 
the  customers.  He  had  enough  of  business 
sense  to  know  that  he  must  present  the  smil- 
ing side  of  his  face  to  the  latter;  that  hard 
knocks  for  those  who  come  to  buy  goods 
would  not  be  conducive  to  their  early  return. 
He  is  therefore  suave  and  gentle  to  them,  but 
he  takes  it  out  of  his  clerks;  the  one  of  them 
who  goes  home  at  night  without  feeling  sore 
in  some  part  of  his  soul,  feels  as  though  luck 
had  smiled  on  him  for  the  day.  Usually  the 
escape  is  due  to  the  fact  that  he  saw  Mr. 
Knocker  before  Mr.  Knocker  saw  him.  Then 
he  suddenly  had  an  errand  to  a  loft  or  the 
cellar. 

Mr.  Knocker  often  remarks,  in  the  quiet  of 
his  own  home,  as  he  sits  in  slippers  by  the 
library  fire,  that  he  has  put  in  a  strenuous 
day;  that  he  has  "gone  through  the  store  like 
a  cyclone,  shaking  the  boys  up."  His  wife 
looks  on  him  with  wondering  admiration,  a 
state  of  mental  felicity  that  would  be  lessened 
had  she  heard  what  the  clerks  were  saying  to 
their  wives  about  Mr.  Knocker  just  then. 

Mr.  Knocker's  theory  is  that  the  way  to 
get  better  work  done  is  to  find  fault  with  all 
that  has  been  done.  He  applies  it  to  all,  from 
the  head  clerk  to  the  porter  and  the  office  boy. 
The  only  one  exempt  is  his  partner,  Mr. 
Kicker,  of  whom  even  Mr.  Kiiocker  is  a 
little  afraid. 

There  is  no  doubt  about  things  being  kept 
on  the  move  in  that  store — "just  a-boiling," 
as  the  office  boy  describes  it. 

When  Mr.  Knocker  arrives  in  the  morning 
he  makes  a  tour  of  the  establishment  looking 
for  flaws  of  management  or  arrangement. 
There  can  be  no  criticism  of  this  plan,  of 
course,  as  it  is  the  business  of  the  head  of  a 
concern  to  know  what  is  going  on.  But  in 
this  case,  the  gentleman  in  responsible  charge 
overlooks  all  the  things  to  conmiend,  but  has 
an  eagle-eye  for  those  to  condemn.  A  new 
clerk  who  had  spent  an  evening  in  arranging 
the    cutlery    case,   took  opportunity   to   say, 
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"Please  look  over  this  case,  Mr.  Knocker. 
Don't  you  think  it  will  do?" 

The  senio'r  partner  gave  it  a  long  scrutmy. 
Then  he  said,  "There's  a  knife  upside  down 
in  that  third  row,"  and  walked  on. 

Perhaps  the  clerk  felt  snubbed,  and  perhaps 
he  didn't 

This  is  not  an  inventory  of  assets  and  lia- 
bilities, and  not  a  balance  sheet.  It  is  not 
necessary,  therefore,  to  name  the  amount  of 
business  the  firm  does,  or  the  profits  it  makes 
on  that  business.  Knocker  owns  one-half  of 
the  concern  and  Kicker  the  other  half.  They 
are  agreed  as  to  the  policy  they  should  pur- 
sue; are  not  responsible  to  anyone  else  for 
the  results  of  that  policy,  and  so  who  has  a 
right  to  complain? 

An  interesting  bit  of  statistics  may  be  men- 
tioned. In  the  past  five  years  they  have  had 
six  clerks,  two  stenographers,  and  one  book- 
keeper leave  them  to  take  other  positions,  to 
say  nothing  of  a  half  dozen  office  boys,  who, 
being  an  irresponsible  and  independent  class, 
do  not  have  to  be  knocked  or  kicked  by  any- 
body. 

Also  one  employe  who  died  from  heart 
disease  just  after  the  partners  had  called  him 
in  and  complimented  him  for  an  unusually 
good  bit  of  work  he  had  done. 

Naturally,  the  influence  of  the  partners  is 
not  lost  on  the  young  men  employed  in  the 
establishment,  as  naturally  they  have  divided 
themselves  unconsciously  into  two  divisions — 
the  kickers  and  the  knockers.  With  the  first, 
the  natural  impulse,  aided  by  education,  that 
comes  uppermost  is  to  object  to  everything 
that  is  proposed;  is  to  lay  obstacles  in  the  way 
of  any  new  idea  that  is  suggested.  With  the 
other  class,  the  tendency  is  to  find  fault  with 
all  that  is,  has  been,  or  might  be;  to  "jump 
onto"  everything  that  has  not  originated  with 
themselves.  As  a  result,  changes  and  im- 
provements come  slowly  in  this  somewhat  re- 
markable establishment. 

The  Buyers'  Special  Hours 

To  the  Editor:. 

In  the  March  issue  of  the  Hardware  Drain- 
ers' Magazine  you  refer  to  a  house  that 
"interviews  travelers  only  before  11  a.  m.  and 
after  4  p.  m.'*  This,  of  course,  is  all  right  if 
.the  house  thinks  it  is  profitable  to  do  so,  and 
in  a  large  city  might  be  fairly  satisfactory  all 
around. 

In  the  smaller  towns  it  would  not  work  as 
well.  The  writer  usually  makes  two  or  three 
towns  a  day.  A  short  time  ago  in  a  large 
retail  house  in  a  town  of  5,000  inhabitants  that 
he  had  never  made  before,  as  he  entered  the 
front  door  he  saw  a  notice  that  traveling  men 
would  only  be  recognized  after  6  p.  m.  He 
immediately  asked  if  that  notice  meant  what  it 
said,  saying  that  if  it  did  he  would  have  to  cut 
out  the  town  till  the  train  schedule  was  ad- 
justed differently  from  that  then  ip  force,  as 


it  was  the  only  house  in  the  town  that  he  cared 
about  selling. 

He  was  told  the  rule  was  not  cast  iron. 

A  dozen  years  ago,  a  buyer  told  me  that  his 
time  during  the  day  was  devoted  entirely  to 
his  customers;  traveling  men  could  only  re- 
ceive attention  in  the  evening.  He  was  told 
if  he  could  fix  up  some  scheme  of  a  route  that 
would  land  me  there  in  the  evening  without 
serious  loss  of  time,  I  would  be  glad  to  accom- 
modate him,  but  I  did  not  know  how  it  could 
be  done;  and  it  was  not  done,  though  I  have 
sold  him  some  in  a  small  way  since. 

Traveling  men  want  to  do  the  best  they  can 

afford  to  in  obliging  buyers,  but  buyers  do  not 

want  to  entirely  forget  that  a  traveling  man's 

time  is   worth   money   as   well  as  their  own. 

Yours  truly,  Jay  Hawker.  ' 

Ottawa,  Kan. 

Hardwareman  in  Danger 

A  valiant  and  strenuous  young  woman  of 
Little  Falls,  N.  Y.,  has  threatened  to 
bring  down  the  wrath  of  the  President  of  the 
United  States  on  the  Hardware  trade  of  that 
city.  She  recently  appeared  at  police  head- 
quarters and  said  that  she  had  had  a  dispute 
with  a  local  Hardware  merchant  over  a  stove. 
She  said  to  the  chief :  "I  want  you  to  go  and 
collect  my  money  for  me  forthwith."  She  had 
been  to  headquarters  about  a  month  ago  on  the 
same  errand,  at  which  time  the  chief  told  her 
that  probably  her  only  hope  of  adjusting  the 
matter  was  through  a  civil  action,  and  referred 
her  to  the  justice  of  peace.  She  was  quite  ex- 
ercised over  her  troubles,  and  the  chief  said 
she  might  consult  an  attorney.  "I  won't  do  it," 
she  told  the  chief,  "for  the  city  taxpayers  pay 
you  for  this  business,  and  if  you  don't  do  it 
and  collect  my  money  for  me  I  will  telephone 
to  the  President  at  Washington,  D.  C,  and  he 
will  make  you  do  it,  for  I  know  the  President 
well,  having  worked  for  him,  waited  on  him  at 
table  and  I  know  his  wife  well.  I  can  tele- 
phone or  telegraph  to  him  as  good  as  any 
woman  in  the  United  States,  and  that  is  what 
I  shall  do  right  away."  With  that  she  flounced 
out,  and  the  dealer  in  question  sits  up  at  night 
waiting  for  a  message  from  Washington. 

All  American  Typewriters 

In  the  ancient  city  of  Bagdad,  Persia,  there 
are  to-day  only  twenty  typewriting  ma- 
chines for  the  use  of  200,000  people.  These 
are  all  of  American  make.  They  average  about 
$100  in  price,  while  the  customs  duty  was 
about  11  per  cent.  The  lettering  on  the  ma- 
chines is  English,  although  a  demand  is  being 
made  for  some  on  which  the  keys  shall  repre- 
serrt  Arabic  characters. 


Spasmodic  attempts  to  get  business  rarely 
succeed  permanently.  It  is  the  deliberate  mov- 
ing, cautiously,  gradually  and  intelligently,  that 
makes  the  final  success. 
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THE  SALESMEN  AND  THE  HOUSE 

HANDUNG  THE  TRAVELERS 

A  Short  Array  of  Questions  and  the  Answers — ^The 
Methods  of  Jobbing  Houses  in  Handling,  Aiding  and 
Encouraging  Men  on  the  Road^-Practical  Methods 
That  Have  Been  Evolved  from  Years  of  Ezptrience 
— Praise  and  Criticism — ^The  Mutual  Helpfulness  of 
the  House  and  Its  Men. 

Is  it  true  that  hardware  houses  ever  supply  their  men  with  samples  and  instructions 

and    then    send    them    out    on    the    road    only    to    forget    them? 

What  means  are  taken  to  reach  the  men? 

How  often  are  they  communicated  with,  and  what  is  said  to  them? 

What  aid  is  given  them  in  the  selling  of  goods,  especially  in  advance? 

Are  they  ever  praised,  and  how  often  criticized? 

In  other  words,  what  bond  of  continual  union  holds  together  your  house  and  its 

men  on  the  road? 

The  above  are  the  questions.    A  number  of  answers  are  found  below. 


A  Very  Thorough  Method 

By  P.  L.  Logan, 
Logan-Gregg  Hardware  Co. 

Regarding  our  method  of  handling  traveling 
salesmen,  I  would  say  that  we  keep  in 
ck>se  touch  with  our  men  at  all  times.  Bulle- 
tins from  the  house  containing  information  as 
to  new  goods,  changes  in  price,  etc.,  are  sent 
to  the  men  several  times^  a  week,  or  daily  if 
necessary,  and  in  order  that  we  may  be  sure 
this  information  is  received  and  taken  note 
of,  they  are  required  to  report  the  receipt  of 
each  bulletin  sent.  All  selling  prices  are  made 
by  the  house,  and  salesmen  are  required  to 
adhere  to  the  prices  fixed. 

In  order  to  lessen  -the  clerical  work  of  the 
salesman  and  to  allow  him  to  give  his  entire 
time  to  selling  goods,  price  sheets  for  inser- 
tion in  his  catalogue  are  made  out  in  the 
house,  new  sheets  being  mailed  him  as  often 
as  price  changes  occur,  so  that  all  he  has  to 
do  is  to  insert  the  new  sheet  in  his  catalogue 
at  the  proper  place,  returning  the  old  one  to 
the  house  as  an  evidence  that  he  has  received 
and  substituted  the  new  sheet. 

We  endeavor  to  assist  our  men  in  every 
possible  way  by  informing  them  of  any  in- 
quiries from  their  territory,  new  developments 
which* we  learn  of  which  are  likely  to  in- 
crease the  demand  in  each  section  and  in  a 
general  way  by  our  advertising  publication, 
"Hardware  Hints,"  which  is  mailed  out 
monthly,  and  which  is  of  considerable  benefit 
in  calling  the  attention  of  our  customers  to 
new  goods,  and  in  keeping  the  name  of  the 
firm  always  prominent  before  them. 

A  record  of  each  salesman's  work  is  kept 
and  at  the  end  of  each  month  he  is  advised 
as  to  the  amount  of  his  sales  during  the 
month,  the  amount  of  profit  he  has  made  and 
such  other  information  regarding  his  work  as 
might  be  of  interest  or  help  to  him.  These 
monthly  reports  are  compared  with  those  of 
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the  preceding  year  and  this  furnishes  an  op- 
portunity for  the  house  to  commend  the  sales- 
man if  his  work  shows  an  increase  over  his 
own  previous  record  or  that  of  his  predeces- 
sor in  the  same  territory.  Similarly,  if  his 
monthly  report  shows  an  unsatisfactory  rec- 
ord, his  attention  is  called  to  this  fact  and 
such  suggestions  are  made  as  would  tend  to 
help  him  in  increasing  his  business. 

Semi-AniLual  Talks;  Daily  Advices 

By  J.  E.  Greene, 
The  Bingham  Co. 

Our  traveling  men  are  thoroughly  posted 
before  starting  out.  On  January  1,  we 
call  them  all  in  and  take  up  each  page  in  our 
general  catalogue,  thoroughly  posting  them 
as  regards  the  quality,  prices,  etc.,  of  goods 
represented  therein.  Then  they  arc  kept 
posted  daily  as  regards  fluctuation  in  prices. 
On  July  1  they  are  all  called  in  again,  and 
prices,  business  and  all  conditions  are  talked 
over  with  them,  and  we  get  an  expression  of 
the  condition  of  business,  the  quality  and 
style  of  goods  that  are  demanded  in  the  dif- 
ferent sections  of  the  country  that  they  cover, 
as  also  any  cutting  of  prices. 

Education  in  Pushing 

By  T.  G.  Walther, 
Hackett,  Walther,  Gates  Hardware  Co. 

One  of  the  well-known  objections  to  the 
Hardware  business  is  the  fact  that 
neither  the  jobber  nor  retailer  pays  enough  at- 
tention to  the  specialties  in  the  Hardware  line. 
Both  jobber  and  retailer  sell  staple  goods  to 
the  extent  of  his  demand,  but  he  does  not  sell 
the  small  goods  which  require  showing  up  to 
the  ej^tent  that  he  might. 

Our  plan  is  to  give  our  salesmen  samples  of 
specialties  and  tell  them  all  about  the  goods, 
but  we  regret  to  acknowledge  that  the  results 
are  not  right — partially  due  to  the  fact  that 
the  salesman  does  not  present  the  goods  often 
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enough  and  strenuously  enough,  and  then,  too, 
due  to  the  fact  that  the  retail  trade  has  not  be- 
come accustomed  to  selling  specialties,  and, 
consequently,  does  not  feel  inclined  to  buy 
specialties,  and  yet,  the  profit  which  could  be 
made  by  a  proper  display  and  attention  to  spe- 
cialties would  be  something  that  would  sur- 
prise the  jobber  as  well  as  the  retailer. 

It  is  impossible  to  make  much  money  out 
of  nails  and  barbed  wire,  but  it  is  possible  to 
make  a  good  profit  out  of  watches,  curry 
combs,  food  cutters  and  many  other  articles 
which  must  be  properly  displayed  and  tagged 
to  make  the  sales. 

After  giving  our  men  samples  we  follow 
it  up  with  letters  urging  them  to  show  up  the 
goods  as  in  most  cases  it  only  requires  a 
proper  presentation  of  the  article  to  bring  the 
orders. 

What  the  Hardware  trade  requires  is  educa- 
tion on  the  lines  of  pushing  specialties,  and 
this  education  we  are  supplying  through  our 
salesmen's  faces,  through  circulars  and  letters 
directly  to  the  retail  trade,  but  we  feel  that  it 
woukl  require — not  months — ^but  years  to  edu- 
cate enough  retail  Hardware  dealers  to  make 
the  sales  of  specialties  what  they  should  be. 

A  Series  of  Knmbered  Letters 
By  Frederick  Francke, 
Francke  Hardware   G). 

We  make  it  a  rule  to  keep  our  traveling 
men  informed  of  all  changes  in  prices 
by  circular  letters;  which  we  send  them  from 
time  to  time  as  the  number  of  changes  justify. 
In  order  to  insure  these  letters  reaching  our 
traveling  men,  we  number  them,  and  if  one 
number  is  missing  the  traveling  man  is  ex- 
pected to  report  so  we  may  send  him  a  dupli- 
cate of  the  letter.  We  find  this  method  to  be 
about  the  best  we  could  find  and  only  use 
ordinary  stationery  for  the  purpose. 

Especial  Attention  to  Samples 

By  Charles  S.  Colladay, 
The  Frank   Colladay   Hardware  Co. 

We  are  not  compelled  to  do  much  corre- 
sponding with  our  salesmen,  as  their  ter- 
ritories are  so  arranged  that  most  of  them 
are  in  the  house  once  a  week,  and  none  of 
them  are  out  longer  than  two  weeks  at  a  time. 
By  this  arrangement  we  are  enabled  to  keep 
in  close  personal  touch  with  all  of  them  and 
thus  almost  eliminate  correspondence. 

When  any  new  goods  are  added  to  our 
stock,  if  it  is  some  article  which  is  not  staple, 
we  show  it  to  the  salesmen  and  go  over  its 
different  points  of  merit. 

We  keep  our  salesmen  continuously  supplied 
with  samples  of  different  items  which  may  bs 
either  seasonable,  new  goods,  or  items  on  which 
we  are  overstocked.  When  a  sample  is  given 
to  a  salesman,  we  endeavor  to  give  him  a  clear 
understanding  of  its  merits,  terms  of  sale,  etc., 
and  charge  the  sample  to  his  account,  credit- 


ing him  when  it  is  returned.  We  have  found 
this  is  a  very  successful  method  of  increasing 
the  sale  of  many  items.  We  have  no  written 
forms  or  blanks  for  this  purpose  for  the  reason, 
stated  above,  that  it  is  all  done  by  personal  con- 
tact with  the  salesmen. 

We  have  found,  however,  that  some  of  our 
salesmen  are  much  more  successful  with  sam- 
ples than  others.  We  believe  this  is  because 
some  of  them  neglect  the  sample  given  them, 
especially  if  it  is  a  little  bulky  and  hard  to 
carry,  and  this  point  of  sample  neglecting  is 
one  on  which  we  bring  our  men  to  task  more 
often  than  any  other.  Sometimes  we  have  had 
the  contention  made  by  our  salesmen  that 
samples  of  certain  items  are  too  heavy  or 
bundlesome,  and  find  in  such  instances  that 
unless  we  can  enthuse  him  in  the  item,  he  will 
short-sightedly  neglect  to  work  the  sample. 

Our  criticisms,  or  encouragement  and  praise, 
are  conveyed  personally;  and  when  a  sales- 
man has  done  particularly  well,  we  do  not  neg- 
lect to  express  our  appreciation  to  him. 

During  the  busy  and  rush  seasons  of  the 
year,  we  no  doubt  become  neglectful  of  certain 
lines  of  goods  which  it  is  necessary  to  give 
constant  attention  and  hammering  in  order  to 
dispose  of  in  any  quantities,  and  we  would  be 
very  glad  for  any  helpful  information  as  to 
how  other  jobbers  by  any  system,  tend  to  as- 
sist their  salesmen  in  selling  goods. 

Write  Daily  Letters 

From  an  Eastern  House. 

Our  traveling  salesmen  visit  the  store  per-  . 
sonally  either  weekly  or  fortnightly,'  • 
with  the  exception  of  one  or  two  who  cover 
distant  points,  and  at  such  time  we  go  over 
the  ground  of  new  goods,  and  a  general  dis- 
cussion of  the  conditions  in  their  territory. 
We  also  write  them  daily  whatever  informa- 
tion it  is  necessary  that  they  should  have.  We 
use  every  endeavor  which  we  can  give  them 
not  only  to  explain  the  goods,  but  such  in-- 
formation  as  comes  to  us  from  different 
sources  which  would  be  of  advantage  to  them 
in  meeting  competition.  We  also  endeavor 
honestly  to  give  them  credit  for  whatever 
they  accomplish,  and  criticize  that  which  is 
faulty. 

The  Salesman  and  Confidence 

By  O.  B.  Barker, 
Barker-Jennings  Hardware  Co. 

In  regard  to  handling  traveling  salesmen,  this 
is  a  matter  which  has  received  special  at- 
tention in  rtcent  years.  We  know  of  no  new 
ideas  or  methods  to  be  subjected  relating  to 
this  subject.  It  is  a  matter  of  vital  importance, 
as  the  success  of  a  jobbing  house  is  very  largely 
dependent  upon  the  traveling  salesman. 
Salesmen,  like  all  other  men,  have  their  pe- 
culiarities and  weak  points.  We  endeavor  to 
study  them,  and  to  overcome  as  far  as  pos- 
sible any  defects.     It  is  our  practice  to  keep 
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in  close  touch  at  all  times  with  our  traveling 
men,  giving  them  every  possible  help  and  en- 
couragement. We  equip  them  as  best  we  can, 
with  catalogues,  samples  and  prices.  We  en- 
deavor at  all  times  to  keep  them  fully  posted 
as  to  market  conditions,  and  to  impress  upon 
them  the  fact  that  our  interests  are  largely 
mutual. 

It  is  very  important  that  they  should  have 
every  confidence  in  the  house  they  represent, 
as  well  as  in  their  goods  and  prices.  It  is  es- 
sential that  they  should  be  on  the  most  cordial 
terms  with  their  employers,  and  to  have  a 
word  of  praise  for  the  house  they  represent. 
A  salesman  who  lacks  this  confidence,  cannot 
make  a  success.  When  we  hear  of  a  salesman 
who  is  inclined  to  criticize  his  house,  finding 
fault  and  complaining,  it  is  quite  evident  that 
he  is  not  in  good  standing,  and  is  failing  to 
do  his  duty,  and  this  reflects  more  upon  him- 
self than  upon  his  house. 

When  a  salesman  does  his  duty  and  carries 
out  instructions,  we  believe  he  should  be 
"patted  on  the  back,"  and  receive  words  of 
praise  and  congratulations.  If  on  the  con- 
trary, he  is  neglectful  and  unfaithful,  he 
should  be  kindly  reproved,  and  an  effort  made 
to  put  him  on  a  higher  plane  and  on  the  road 
to  success. 

We  think  it  a  good  idea  to  request  sug- 
gestions  from  time  to  time,  and  when  it  is 
desirable,  such  suggestions  should  be  carefully 
considered  and  adopted  as  far  as  practicable. 
It  is  our  custom  to  write  our  salesmen  fre- 
quently, and  always  kindly,  and  appeal  to  their 
better  judgment  and  discretion.  In  other 
words,  we  endeavor  to  make  them  feel  that 
they  are  a  part  of  us,  and  that  our  interests 
are  mutual. 

In  Close  Personal  Touch 

By  Wilson  P.  Ludwig, 

M.   S.  Young  &  Co. 

Wc  have  a  system  whereby  all  our  traveling 
salesmen  get  home  every  Saturday  to 
talk  over  prices  and  arrange  for  carrying  any 
new  samples  of  Hardware  that  we  want  them 
to  carry  along,  in  addition  to  the  regular  line 
of  Hardware  which  they  always  carry,  and 
also  to  have  a  talk  with  them  in  regard  to 
the  trade  they  sec  the  following  week.  We 
find  that  this  system  has  been  working  all 
right,  and  places  us  in  a  little  closer  touch 
with  the  salesmen  and  customers. 

Friendship  and  Letters 

By  W.  H.  Grant, 
Bonniwell-Calvin  Iron  Co. 

I  try  to  make  the  salesmen  my  personal 
friends ;  also  invite  correspondence  and 
inquiries,  and  always  reply  fully  to  their  letters, 
no  matter  how  trivial  the  subject.  If  I  have  a 
man  who  writes  really  unnecessary  letters,  and 
thereby  takes  up  the  time  of  the  office  force,  I 
do  not  find  fault  with  him  in  my  letters,  but 
when  he  comes  into  the  house,  I  cite  two  or 


three  similar  incidents  from  some  other  source, 
and  comment  on  them,  and  let  him  draw  his 
own  conclusions.  A  man  of  judgment  on  the 
road  cannot  write  too  many  letters.  His  house 
wants  to  know  his  experiences,  for  their  own 
benefit  and  his.  In  addition  to  daily  personal 
letters,  praising  good  work,  and  correcting 
errors  and  faults  as  I  see  them,  I  write  a  gen- 
eral letter  once  a  week  to  reach  the  salesman, 
at  his  Sunday  address.  This  letter  contains 
market  news,  notes  changes  in  prices,  gives  de- 
scriptions of  new  goods,  mentions  overstocks, 
slow  moving  goods,  and  stock  lists.  These 
letters  are  always  polite  and  friendly  in  tone. 

The  trouble  with  the  salesmen  you  speak  of, 
"the  man  whose  house  does  not  post  him,  and 
forgets  all  about  him,*'  is  that  he  lacks  individ- 
ual initiative,  and  expects  his  sales  manager  to 
do  all  the  work,  and  give  him  the  easy  propo- 
sition of  going  out  and  taking  orders.  It  is  the 
"order  taker"  who  complains.  The  salesman 
gets  the  best  he  can  out  of  his  manager,  and 
what  he  cannot  get  from  him  he  gets  for  him- 
self. When  he  is  in  the  house  you  will  find 
him  out  in  the  stock  room  rooting  into  the 
shelves,  over  at  the  order  table  taking  notes  on 
what  his  fellow  salesmen  are  selling,  and  in 
every  conceivable  way  getting  "wise"  concern- 
ing the  goods  he  is  expected  to  sell.  When  we 
get  a  man  who  will  not  try  to  help  himself,  and 
will  not  try  to  get  the  information  he  needs, 
we  engage  another  man. 

Commendation  and  CriticisDii 

By   B.   F.    ESHLEMAN, 

Stauffer,  Eshleman  &  Co. 

We  can  scarcely  conceive  the  idea  that 
Hardwaremen,  tb  any  extent,  neglect 
their  own  interest  so  greatly  as  to  lose  sight 
of  their  traveling  salesmen  and  allow  them 
to  neglect  matters  so  important,  as  to  look 
after  samples  .and  obey  instructions.  We  fol- 
low our  men  carefully  and  strictly  and  do  not 
permit  them  to  show  any  disregard  Or  inatten- 
tion to  our  instructions.  We  keep  in  touch 
with  our  men  on  general  topics  by  circular 
letters,  which  are  sent  out  at  short  intervals, 
but  at  no  stated  date.  Letters  of  commenda- 
tion are  sent  to  deserving  men,  while  our 
criticisms  are  conveyed  to  them  in  a  respect- 
ful manner  void  of  harshness  and  tempered 
with  encouragement  for  the  future.  We  find 
it  beneficial  to  men  to,  when  possible,  "pat 
them  on  the  back." 

A  Matter  of  Fair  Dealing 

By  H.  L.  Thompson, 

Bostwick-Braun  Co. 

It  is  not  very  difficult  for  us  to  explain  our 
method  of  handling  our  salesmen.  First 
— We  assume  that  our  salesmen  are  intelligent 
and  capable  of  reasoning.  Second — If  they 
have  made  sales  and  have  taken  positions  which 
we  feel  are  wrong,  we  tell  them  of  their  error 
and  explain  to  them  why  we  have  looked  upon 
it  as  an  error. 
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Third — If  our  salesmen  have  accomplished 
good  results  we  do  not  hesitate  to  tell  them 
that  we  appreciate  their  efforts.  We  do  not 
hesitate  to  have  them  know  that  they  have  ac- 
complished results.  We  do  not  hesitate  to  pay 
where  good  results  are  accomplished.  Fourth 
— We  are  always  honest  with  them.  Any  state- 
ment we  make  to  them  is  absolutely  correct 
as  far  as  we  know.  If  they  ask  for  informa- 
tion that  they  should  not  have,  we  are  frank 
and  tell  them  we  are  not  in  position  to  give 
them  that  information.  In  this  way  we  keep 
their  confidence.  Sixth — We  write  them  very 
often.  Younger  salesmen  are  written  almost 
daily.  Their  orders  are  inspected  closely  and 
their  errors  pointed  out  to  them. 

Eeplacement  of  Edge  Tools 

A  manufacturer  of  the  line  of  goods  referred 
to  said  to  a  representative  of  the  Hard- 
ware Dealers'  Magazine:  **Don't  you  think 
it  would  be  well  to  call  attention,  through  your 
columns,  to  the  claims  made  for  the  replace- 
ment of  Edge  Tools  whirh  have  been  spoiled 
by  the  users  in  grinding?" 

Asked  as  to  a  more  specific  statement,  this 
gentleman  said: 

"The  manufacturers  of  all  kinds  of  Edge 
Tools  have  often  discussed  this  subject  and 
you  are  aware  that  some  of  them  even  take  the 
position  that  they  will  not  replace  an  Edge 
Tool  after  it  has  been  ground. 

"We  believe  the  trade  and  through  them  the 
users  could  be  educated  as  to  how  to  grind  an 
Edge  Tool  if  you  had  the  discussion  of  the 
subject  in  your  columns.  Even  under  the  most 
favorable  conditions,  an  Edge  Tool  should  be 
ground  with  great  care  to  prevent  the  drawing 
of  the  temper.  If  the  cutting  edge  is  over- 
heated at  all  so  as  to  show  the  slightest  blue 
mark,  then  the  temper  has  been  drawn  and 
this  part  of  the  tool  is  soft. 

'*The  best  way  to  grind  is  on  a  very  fine  grit 
wheel  with  plenty  of  water.  This  tends  to  pre- 
vent the  tool  from  getting  too  hot.  Even  then 
the  operator  should  be  careful  to  go  slowly  and 
not  to  use  too  great  pressure.  In  the  finest 
tools  with  very  thin  edges,  the  weight  of  the 
tool  itself  is  all  that  should  be  applied.  .  This, 
however,  of  course,  would  not  be  sufficient  for 
heavier  tools,  such  as  Axes,  Hatchets,  Adzes, 
etc. 

"The  coarser  the  grit  of  the  wheel  the  faster 
it  cuts  and  the  greater  heat  it  generates,  con- 
sequently the  more  danger  there  is  of  spoiling 
the  temper  of  the  tool. 

"If  the  grinding  is  done  on  a  dry  emery 
wbeel,  the  greatest  of  care  should  be  exercised 
and  only  a  skilled  operator  can  expect  to  get 
good  results.  Here  again,  the  finer  the  grain 
the  greater  the  degree  of  safety,  although,  of 
course,  consequently  the  slower  the  grinding 
will  be. 

"There  is  no  excuse  for  grinding  a  tool  on  a 
dry  grindstone  as  water  can  easily  be  obtained 


and  the  addition  of  it  reduces  very  greatly  the 
danger  of  harm  as  it  acts  both  to  cool  the  tool 
and  to  remove  the  grit.  It  also  results  in 
hastening  the  grinding." 

^     The  Coast  and  fhe  Canal 

Mr.  Brace  Hayden,  president  of  the  Dunham, 
Carrigan  &  Hayden  Co.,  San  Francisco, 
one  of  the  largest  wholesale  Hardware  con- 
cerns of  the  Pacific  Coast,  has  been  spending 
some  weeks  in  New  York  city.  Mr.  Hayden 
is  very  sanguine  as  to  the  good  results  that 
will  come  to  all  forms  of  business  in  his  sec- 
tion of  the  country  on  the  completion  of  the 
Panajna  Canal. 

"The  Canal,"  said  Mr.  Hayden,  to  a  repre- 
sentative of  the  Hardware  Dealers'  Maga- 
zine, "will  in  my  opinion  be  completed  earlier 
than  has  been  expected,  probably  before  the 
expiration  of  six  years.  It  cannot  fail  to  be 
of  enormous  value  to  all  the  Pacific  Coast, 
and  especially  to  San  Francisco. 

"We  will  be  able  to  get  goods  from  New 
York  within  thirty  days,  in  large  bulk,  on  ship- 
board. The  greater  part  of  our  Hardware  will 
be  shipped  in  that  way,  and  we  will  use  the 
rail  transportation  only  on  high-priced  goods, 
or  those  that  must  be  delivered  in  a* hurry. 
It  will  enable  us  to  ship  our  products  not  only 
to  the  eastern  part  of  this  country  but  also  to 
Europe,  as  never  before. 

"It  will,  no  doubt,  aid  largely  in  the  de- 
velopment of  manufacturing  on  the  Coast,  al- 
though I  do  not  look  for  much  increase  in 
those  of  iron  or  its  products.  The  raw  mate- 
rial would  have  to  be  carried  too  far,  and  the 
market  would  be  somewhat  limited. 

"San  Francisco  is  already  getting  herself  in 
readiness  to  take  advantage  of  the  increase  of 
business,  and  the  harbor  facilities  of  her  splen- 
did water  front  will  be  adequate  to  all  the 
business  that  can  be  done  when  once  the  water- 
way is  completed,  and  the  long  miles  of  South 
American  travel  entirely  eliminated. 

"No,  I  am  not  too  sanguine.  I  am  only  look- 
ing at  a  fine  business  outlook  in  a  sane  and 
conservative  manner,  and  voice  the  opinion  of 
the  best  business  men  and  financiers  of  the 
Coast.  The  canal  is  coming  soon,  and  a  great 
boom,  and  permanent  prosperity,  will  come 
with   it." 

A  History  of  the  Club 

In  accordance  with  a  resolution  passed  by 
the  board  of  governors  of  the  Hardware 
Club  of  New  York,  President  Eugene  Bissell 
has  appointed  a  committee  of  four  to  prepare 
a  history  of  the  steps  that  led  up  to  the  forma- 
tion of  that  organization.  The  gentlemen 
selected  are  Webster  R.  Walkley,  chairman; 
James  H.  Kennedy,  Alfred  D.  Clinch,  and 
Thomas  F.  Keating,  all  of  whom  had  much 
to  do  with  the  creation  of  the  club,  and  were 
members  of  its  original  board  of  governors. 
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The  sixteenth  annual  meeting  of  the  Hard- 
ware Club  of  New  York,  which  was  held 
on  Saturday,  March  21,  brought  out  several  in- 
teresting bits  of  information  as  to  the  com- 
paratively few  changes  occurring  in  the  board 
of  governors.  Of  the  original  fifteen 
chosen  when  the  organization  was  at  the  be- 
ginning of  its  career,  eight  are  still  members 
of  the  board,  as  follows:  Edward  C.  Van 
Glahn,  Arthur  G.  Sherman,  Eugene  Bissell, 
Thomas  F.  Keating,  J.  Leonard  Varick,  Rich- 
ard R.  Williams,  Alfred  D.  Clinch  and  James 
H.  Kennedy.  Of  the  other  seven,  Webster  R. 
Walkley  retired  from  the  board,  declining  a 
renomination  several  years  ago;  Brace  Hayden 
resigned  because  of  removal  to  California, 
and  the  following  have  died :  William  H.  Will- 
iams, Peter  McCartee,  Mortimer  C.  Ogden, 
Charles  Daly  and  Robert  H.  Swayzc.  The 
club  has  had  seven  presidents,  as  follows: 
William  H.  Williams,  Peter  McCartee,  George 
Henry  Sargent,  Edward  C.  Van  Glahn,  Rich- 
ard R.  Williams,  J.  Leonard  Varick  and  Eu- 
gene Bissell.  Also  seven  vice-presidents :  Rob- 
ert H.  Swayze,  George  Henry  Sargent,  Ed- 
ward C.  Van  Glahn,  Richard  R.  Williams,  J. 
Leonard  Varick,  Eugene  Bissell  and  Thomas 
F.  Keating.  It  has  had  only  two  treasurers, 
Thomas  F.  Keating  and  Alfred  D.  Clinch,  and 
three  secretaries,  J.  L.  Varick,  James  H.  Ken- 
nedy and  Arthur  G.  Sherman. 

The  special  committee  appointed  for  the  se- 
lection of  five  governors,  to  succeed  those 
whose  term  of  three  years  had  expired,  con- 
sisted of  five  gentlemen,  with  Charles  S.  Pack- 
ard, of  the  Reading  Hardware  Co.,  as  chair- 
man. The  committee  unanimously  recom- 
mended the  re-election  of  the  five  gentlemen 
whose  term  of  service  had  expired,  as  follows : 
Joseph  Gales,  George  H.  Sargent,  Arthur  G. 
Sherman,  Edward  Stagg  and  Edward  C.  Van 
Glahn. 

At  the  annual  meeting,  held  as  above  stated, 
President  Eugene  Bissell  presided,  while  Sec- 
retary A.  G.  Sherman  was  in  his  official  place. 
Several  annual  reports  were  presented  and 
were  listened  to  with  pleased  attention,  show- 
ing, as  they  did,  that  the  club  was  in  a  flourish- 
ing condition.  The  resident  membership  list 
of  600  was  reported  full,  with  a  large  waiting 
list,  and  a  non-resident  list  of  160. 

The  polls  were  declared  opened,  with  Ar- 
thur H.  Chamberlain  and  Charles  L.  P.  Clark 
acting  as  tellers.  The  nominees  were  unani- 
mously elected.  Two  minor  changes  in  the 
constitution,  relating  to  the  make-up  of  the 
committees,  as  recommended  by  fhe  board  of 
governors,  were  also  unanimously  carried. 

In  presenting  his  annual  report,  Treasurer 
Clinch  said:  "I  desire  to  congratulate  the  club 
on  its  excellent  financial  condition,  due  in  large 
measure  to  the  care  bestowed  by  Mr.  Thomas 


F.  Keating,  the  treasurer  during  the  formative 
period  and  subsequent  years  of  experiment 
and  trial,  and  who  relinquished  the  office  after 
continuous  service  from  1892  to  1907,  to  accept 
the  higher  office  of  vice-president.  His  plans 
for  carrying  on  the  financial  affairs  of  the  club 
made  the  path  of  the  present  incumbent  smooth 
and  the  way  clear., 

"During  the  past  year  wc  have  transacted  a 
business  of  about  $150,000  and  have  charged 
to  the  suspense  account  $86.23,  of  which 
amount  we  expect  to  collect  at  least  40  per 
cent.  With  a  membership  of  760  our  total 
loss  on  account  of  dues  and  house  charges 
amount  to  6/lOOths  of  1  per  cent.,  and,  omit- 
ting dues  and  counting  only  house  charges, 
which  are  the  only  actual  losses,  the  net  loss 
is  less  than  3/lOOths  of  1  per  cent." 

The  board  of  governors  met  on  the  evening 
of  Tuesday,  March  24,  and  after  ratifying  the- 
above    amendments,    as    the    c(5nstitution    re- 
quires, proceeded  to  the  election  of  officers  for 
the  coming  year,  as  follows: 

President — Eugene  Bissell. 

Vice-President — Thomas  F.  Keating. 

Treasurer — Alfred  D.  Clinch. 

Secretary — Arthur  G.  Sherman. 

These  officers  have  all  served  in  the  same 
positions  during  the  past  year. 

It  was  a  matter  of  comment  and  congratula- 
tion on  the  part  of  those  attending  the  annual 
meeting  that  the  club  was  never  better  serving 
the  purposes  of  its  members  and  of  the  trade 
it  represented  than  at  the  present  time.  With 
a  full  membership  and  a  large  number  of  most 
estimable  gentlemen  waiting  to  get  in;  with 
no  debts  and  a  comfortable  surplus;  with 
finely  furnished  club  rooms,  to  the  walls  of 
which  treasures  of  art  are  "being  added  every 
year,  and  with  a  spirit  of  good  fellowship  and 
comradeship  pervading  its  councils,  it  was 
agreed  that  no  more  successful  club  organiza- 
tion could  be  found  in  New  York  City. 

While  there  are  many  members  connected 
with  the  club  who  are  not  Hardwaremen — 
among  whom  are  such  prominent  men  as 
George  B.  McClellan,  mayor  of  New  York; 
Patrick  F.  McGowan,  president  of  the  board 
of  aldermen;  Controller  Metz  and  ex-Con- 
troller Grout;  Albert  B.  Chandler,  president 
of  the  Postal  Telegraph  Co.;  Clarence  H. 
Mackay,  the  capitalist;  Gen.  Anson  G.  Mc- 
Cook,  Herman  Ridder,  the  Grerman  editor; 
Wilbur  F.  Wakeman,  of  the  American  Pro- 
tective Tariff  League,  ex-Lieutenant  Governor 
Timothy  L.  Woodruff,  and  many  prominent 
bank  presidents — it  is  still  a  club  for  the  Hard- 
ware trade,  and  in  the  official  control  of  the 
members  of  that  trade.  It  is  a  part  of  the 
fundamental  law  of  the  club  that  no  member 
can  hold  office  unless  he  is  connected  with  the 
Hardware  trade. 
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The  Two  Tune  Conventions 

The  eighteenth  annual  convention  of  the 
Southern  Hardware  Jobbers'  Association 
will  be  held  in  Hot  Springs,  Ark.,  on  Tuesday, 
Wednesday,  Thursday  and  Friday,  June  9,  10, 
11  and  12.  The  semi-annual  meeting  of  the 
American  Har<iwai:e  Manufacturers'  Associa- 
tion will  be  held  at  the  same  time  and  place. 
For  some  years  this  latter  association  has  been 
meeting  twice  each  year — with  the  southern 
association  in  the  summer  and  with  the  na- 
tional jobbers  in  the  fall.  The  manufacturers 
elect  officers  only  at  the  fall  gathering,  but  its 
conferences  with  the  southern  association  are 
conducive  to  a  better  understanding  between 
the  two  departments  of  trade. 

A  number  of  southern  cities  competed  for 
the  honor  of  entertaining  the  two  organiza- 
tions on  this  occasion.  But  Arkansas  was  the 
most  strenuous  of  the  applicants,  and  it  is  said 
that  Mr.  Mandelbaum,  of  Fones  Bros.,  Little 
Rock,  kept  th«  wires  busy  for  several  days  in 
arguments  as  to  why  the  pilgrims  should  turn 
their  faces  toward  the  southwest,  the  more 
especially  as  Nashville,  Tenn.,  is  to  have  the 
honor  of  greeting  them  in  the  fall,  thus  repre- 
senting what  may  be  called  more  directly  the 
South.  Arkansas  won,  and  as  Hot  Springs  is 
famous  for  its  hotels,  it  was  decided  upon  as 
the  best  place  in  that  State. 

There  was  naturally  some  hesitation  on  the 
part  of  the  manufacturers  (most  of  them  are 
located  in  the  North  and  East)  as  to  a 
journey  of  so  long  a  distance  in  the 
heat  of  June,  but  courtesy  to  their  south- 
ern friends  outweigh  personal  reasons,  and 
the  manufacturers  pathetically  accepted  the 
decision  of  their  jobbers.  They  and  all  vis- 
itors from  the  North  are  certain  to  be  re- 
ceived in  a  most  hospitable  manner. 

The  secretary- treasurer  of  the  Southern 
Hardware  Jobbers'  Association,  C.  E.  Kersey, 
with  headquarters  at  Richmond,  Va.,  where 
John  Donnan,  the  president  of  the  W.  S.  Don- 
nan  Hardware  Co.,  also  resides,  is  looking  for 
a  large  attendance  of  members,  who  will  be 
the  more  especially  attracted  by  the  fame  of 
the  place  in  which  the  gathering  is  to  be  held. 
The  headquarters  will  'be  at  the  Arlington 
Hotel.  Mr.  Kersey,  in  speaking  of  the  pro- 
gramme, said:  "We  have  apportioned  to  sev- 
eral members  of  our  associations  subjects  to 
be  discussed,  but  have  not  yet  received  suffi- 
cient replies  to  enable  us  to  arrange  a  pro- 
gramme." 

A  special  card  of  rates,  on  the  American 
plan,  has  been  arranged  for  with  the  hotel, 
and,,  the  secretary-treasurer  will  furnish  the 
same  on  application.  In  speaking  of  the  place 
of  gathering,  Mr.  Kersey  says:  "The  hot 
springs  of  Arkansas  are  owned  by  and  under 
the  direct  control  of  the  United  States  Govern- 
ment The  Government's  reservation,  which 
includes  the  springs,  is  1,000  acres  in  extent, 


and  over  $2,000,000  has  been  expended  in  im- 
proving and  adorning  it  by  the  general  gov- 
ernment. There  are  forty-four  of  the  hot 
springs,  with  a  daily  flow  of  1,000,000  gallons 
of  water,  at  an  average  temperature  of  145 
degrees.  The  place  has  15,000  permanent  pop- 
ulation and  150,000  visitors  each  year;  also 
four  large  hotels — ^the  Arlington,  Eastman, 
Majestic  and  Park — ^with  an  aggregate  capac- 
ity of  3,000;  100  smaller  hotels  and  500  board- 
ing houses,  and  can  take  care  of  20,000  guests 
at  one  time. 

"Application  can  now  be  made  to  the  hotel 
management  for  the  reservation  of  rooms,  the 
rate  and  location  of  same  to  be  advised  appli- 
cants in  due  season." 

Need  Improved  Tools 

An  American  in  Bolivia  declares  that  up  to 
the  present  time  a  very  few  improved  farm 
tools  have  found  their  way  in  that  country 
to  replace  the  crude  impleihents  that  have 
been  in  use  for  generations,  but  there  have 
been  enough  to  show  their  possibilities.  The 
government  has  lately  purchased  some  agri- 
cultural machinery,  including  ordinary  plows, 
the  latter  having  been  bought  in  Europe. 
President  Montes  has  imported  an  American 
disk  plow  for  use  on  his  own  estate  and  others 
have  been  ordered  for  the  government  There 
appears  to  be  an  opening  both  for  the  disks 
and  for  the  ordinary  plows,  the  latter  being 
likely  to  command  the  larger  sale.  The  idea 
of  the  government  in  importing  improved  farm 
implements  is  to  employ  them  at  the  agri- 
cultural school  in  order  to  illustrate  their 
economic  advantages  and  to  secure  their  in- 
troduction among  the  big  and  little  farmers. 
The  Bolivian  farm  laborer  will  not  take  to  a 
modem  plow  by  instinct.  He  must  sec  it 
working  and  be   taught  how  to  handle  it. 

Women  in  the  Store 

A  gentleman  who  was  for  a  number  of  years 
connected  with  the  retail  Hardware  busi- 
ness of  San  Francisco,  Cal.,  declares  that  in  a 
number  of  the  Hardware  stores  of  that  city 
women  are  employed;  not  merely  as  book- 
keepers or  stenographers,  but  as  saleswomen 
and  assistant  managers. 

"I  don't  know  one  of  them  who  has  made  a 
failure  of  it,"  he  says.  "And  in  several  cases 
they  have  been  very  successful.  Perkaps  it  is 
because  our  women  are  smarter  than  those  of 
the  East,  and  then  again,  the  glorious  climate 
of  California  may  have  had  something  to  do 
with  it." 

Visiting  the  West 

George  Henry  Sargent,  of  Sargent  &  Co., 
New  York,  has  gone  for  a  somewhat 
extended  visit  to  California,  taking  in  portions 
of  the  South  en  route.  The  trip  is  entirely 
one  of  recreation,  observation  and  of  educa- 
tion in  the  varied  resources  of  our  country. 
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PROFIT  IN  PROPORTION  TO  SALES 

The  Discovery  of  a  Merchant  That  Set  Him  to 
Thinking-^A  Total  That  Did  Not  Satisfy— How 
Profits  Might  be  Increased  Without  Adding  to  the 
Volume  of  Sales  or  Reducing  Expenses— The  Prob- 
lem as  It  Was  Worked  Out  in  Practical  Results. 


The  proprietor  of  a  reasonably  successful 
Hardware  store,  who  for  the  purpose  of 
this  narrative  may  be  designated  as  Mr.  A.,  sat 
down  at  his  desk  in  the  quiet  of  an  evening 
after  all  his  help  had  gone  and  took  from  one 
of  its  drawers  a  slip  of  paper  upon  which  had 
been  neatly  set  down  a  row  of  figures. 

He  gave  to  these  a  few  moments  of  care- 
ful consideration,  and  then  fell  into  a  train  of 
thought  -which  may  be  freely  translated  as 
follows : 

"I  find  that  in  the  period  which  this  sum- 
mary covers  we  have  in  round  numbers  sold 
a  total  of  $20,000  in  goods.  In  the  cost  of  the 
goods  the  total  figure  is  $15,000,  giving  us  a 
gross  profit  of  $5,000.  As  the  expenses  were 
about  $3,000,  it  leaves  me  but  $2,000  for  my 
time,  risk,  industry  and  investment  of  capital. 

"Now  the  question  that  is  up  to  me  to-night 
is.  Can  I  call  this  a  paying  business,  and 
whether  it  is  or  not,  what  can  I  do  to  make  it 
pay  better?  I  must  take  a  little  time  and  fig- 
ure this  over." 

The  result  of  his  study  summarized  itself 
into  three  propositions,  any  one  of  which  might 
increase  his  net  profits.    These  three  were: 

1.  To  sell  more  goods  without  increasing 
expenses. 

2.  To  reduce  expenses. 

3.  To  make  a  larger  profit  on  the  volume 
sold. 

The  first  proposition  did  not  appeal  to  him 
with  especial  force.  With  the  competition  he 
had,  and  the  condition  of  the  demand  at  that 
time  he  did  not  look  forward  to  an  immediate- 
ly larger  volume  of  sales,  and  the  increase 
would  not  be  possible  without  an  increase  of 
expenses  and  the  tying  up  of  more  capital. 

The  second  proposition  was  dissected,  item 
by  item.  First  came  the  rent  of  his  store.  He 
did  not  dare  agitate  that,  as  he  had  a  favorable 
lease,  at  less  charge  than  would  be  made  to 
another  if  there  should  be  a  chance  for  a  new 
tenant.  He  had  been  there  for  years,  and  the 
landlord  seemed  to  be  doing  as  well  by  him 
as  could  be  expected.  No,  it  was  the  part  of 
wisdom  to  stand  pat  on  the  rent  question. 

There  was  advertising.  He  did  but  little  in 
that  line,  and  the  cut  thereon  to  be  made 
would  be  small;  sometimes  he  was  greatly 
moved  to  increase  it  instead  of  cutting.  The 
telephone  was  a  fixed  charge,  and  could  be 
neither  evaded  nor  reduced.  Light,  insurance, 
postage,  sundries — ^he  could  see  no  way  to  a 
reduction  in  these.  And  this  left  him  but  one 
place  on  which  he  might  possibly  pare  away — 
and  that  was  his  help. 

The  bookkeeper  and  stenographer  was  out 


of  the  question.  In  her  mind  she  was  evi- 
dently contemplating  an  increase.  If  her  wages 
were  cut,  she  would  leave  and  it  would  be 
difficult  to  replace  her  for  the  same  money. 
The  porter  and  office  boy  were  out  of  the 
question. 

This  reduced  the  proposition  to  the  four 
clerks. 

Mr.  A.  shook  his  head.  Both  inclination 
and  business  judgment  were  against  him  here. 
The  four  men  who  filled  these  positions  were 
as  satisfactory  as  one  could  average  in  that 
number.  They  had  been  carefully  selected  by 
himself  in  person,  and  well  trained  in  his 
methods.  The  newest  had  been  with  him 
three  years,  and  the  oldest  nine.  No  one  of 
them  was  getting  more  than  the  average  for 
the  work  he  did.  He  could,  of  course,  replace 
them  for  less  money,  but  that  would  mean  a 
loss  of  efficiency.  From  the  purely  business 
side  he  could  not  well  make  a  slash  in  wages ; 
from  the  personal  side  he  could  not  at  all. 

William  had  five  children  to  support,  and 
the  older  girl  was  endeavoring  to  -fit  herself 
for  a  teacher.  Tom  was  paying  for  a  home, 
and  it  kept  his  nose  to  the  grindstone  to  keep 
up  his  payments  and  provide  for  the  interest. 
Dick  had  a  sick  child  and  was  supporting  his 
old  mother.  Harry  was  getting  none  too  much 
for  a  young  fellow  who  was  engaged  and  hop- 
ing to  save  until  he  could  get  married. 

"No,"  said  Mr.  A.,  *'I  would  rather  never 
increase  my  profits  than  to  do  it  that  way." 

He  stood  for  some  moments  moodily  gazing 
at  the  fire.  Tlien  he  shut  up  his  desk,  put  on 
his  overcoat  and  hat,'  turned  out  the  light, 
locked  up,  and  went  home. 

THE    SOLUTION    OF   A    PROBLEM. 

Mr.  A.  had  the  happy  faculty  of  leaving  his 
cares  behind  him  when  he  went  to,  bed,  and  as 
a  result  he  arose  on  the  following  morning  re- 
freshed and  ready  to  again  tackle  the  problem 
that  he  was  unable  to  solve  on  the  night  i>e- 
fore.  But  with  all  his  mental  conjuring  he 
did  not  reach  his  solution  on  that  day,  nor  for 
many  of  them  to  come. 

He  readily  agreed  with  himself  that  there 
was  one  thing  he  might  do,  and  the  sooner  he 
got  at  it  the  better,  as  a  basis  of  knowledge 
for  further  action.  His  problem  was  to  in- 
crease the  profits  on  present  sales,  without  in- 
crease of  expenses.  What  was  the  first  thing 
to  do?  Naturally  to  learn  what  goods  paid 
him  the  best  profits.  Naturally,  again,  to  push 
the  sales  of  these.  Naturally,  still  again,  to 
reduce  the  proportion  between  those  that  paid 
well  and  those  that  did  not  pay  well. 
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He  instituted  a  system  that  would  give  him 
the  knowledge.  The  record  he  ordered  kept 
showed  him  the  profit  on  each  article  sold. 
When  the  total  of  these  sales  had  reached  a 
sum  large  enough  for  a  safe  and  correct  aver- 
age, he  did  some  rapid  figuring — and  this  is 
the  discovery  that  he  made: 

On  the  basis  of  $20,000  of  total  sales,--the 
amount  that  had  yielded  him  the  $2,000  net  profit 
above  indicated~-$15,000  had  produced  a  gross 
profit  of  20  per  cent.,  or  $3,000.  The  remain- 
ing $5,000  of  sales  had  produced  a  gross  profit 
of  40  per  cent.,  or  $2,000.  The  two  combined 
made  up  the  $5,000  from  which  his  $3,000  of 
expenses  bad  been  subtracted. 

Mr.  A.  confessed  to  himself  that  this  was 
an  eye-opener. 

"I  am  beginning  to  see,"  he  mentally  added, 
"that  in  analysis  there  is  safety,  and  that  it 
behooves  a  man  in  business  to  learn  all  the  in- 
tricacies of  that  business.  To  lump  everything 
into  totals,  without  knowing  how  those  totals 
are  made  up,  is  quite  liable  to  be  misleading. 
The  next  lesson  is  to  discover  how  these  fig- 
ures can  be  as  nearly  reversed  as  possible.  If 
I  could  sell  the  $15,000  at  the  40  per  cent, 
profit,  and  the  $5,000  at  the  20  per  cent,  profit, 
I  certainly  would  be  doing  a  land-office  busi- 
ness.   I  cannot  hope  to  do  that. 

"But  the  question  up  to  me  is,  How  near 
can  I  come  to  it,  and  how  can  I  get  at  it?" 

THE  PURCHASE  OF  CQ-OPERATION. 

Mr.  A.  had  not  studied  htunan  nature  and 
political  economy  as  applied  to  daily  business 
life  with  so  little  effect  as  to  be  misled  at  this 
juncture.  He  knew^that  while  the  poets  sing, 
"Tis  love  that  makes  the  world  go  'round," 
the  philosophers  had  added  a  more  practicul 
turn,  in  the  old  proverb,  that  "Money  makes 
the  mare  go."  In  other  words,  that  the  surest 
way  to  forward  a  man  in  a  given  path  is  to 
put  him  on  the  trail  of  his  self-interest. 

"My  men  are  too  much  like  the  rest  of  us 
humans,"  was  his  reflection,  "to  be  greatly 
moved  by  a  contemplation  of  my  possible  prof- 
its. Although  they  may  not  reduce  their  ideas 
to  bold  words,  yet  surely  in  their  inner  con- 
sciousness there  will  be  a  still,  small  voice 
importuning  them,  'What  is  there  in  it  for  us?' 
Beyond  all  doubt,  I  must  see  that  there  is 
something  in  it  for  them." 

After  a  day  of  cogitation  and  another  study 
of  his  columns  of  figures,  Mr.  A.  took  his  men 
one  by  one  into  the  inner  sanctum  and  outlined 
his  plan  to  each  of  them. 

He  showed  them  the  figures  above  quoted, 
and  explained  how  they  had  been  made  up,  and 
what  each  one  meant. 

"You  understand  as  well  as  I  do,"  he  ex- 
plained, "that  there  is  but  one  thing  ifor  which 
any  of  us  are  in  business,  and  that  is  what  we 
can  make  out  of  it.  The  summary  of  business 
transactions  is.  How  much  is  left  of  the  differ- 
ence between  the  cost  price  and  the  selling 
price,  after  the  expenses  are  paid? 


"By  the  figures  I  have  shown  you,  it  is  read- 
ily apparent  in  what  direction  lies  our  future 
endeavor.  Our  problem  is  not  so  much  to  in- 
crease sales,  or  to  lessen  efficiency  by  too  great 
a  reduction  of  expenses.  I  confess  that  I  am 
not  satisfied  with  net  results.  The  profit  al- 
lowed by  this  showing  does  not  repay  me  for 
the  labor,  the  risk  and  the  capital  involved.  I 
do  not  wish  to  reduce  anybody,  and  I  am  glad 
to  pay  each  of  you  boys  all  that  you  are  get- 
ting. What  I  have  in  mind  is  to  make  the 
business  pay  each  of  you  more,  while  it  also 
pays  me  more."  ^ 

(At  that  point  each  of  the  men  began  to 
show  a  livelier  sense  of  personal  interest  than 
he  had  shown  before.  It  began  to  get  warmer 
in  his  personal  corner.) 

"Now,  my  boy,"  Mr.  A.  continued,  "I  have 
a  proposition  to  make  you.  We  will  take  as 
our  basis  the  $20,000  of  sales  in  the  figures 
shown  you.  On  the  next  total  of  that  amount 
I  will  agree  to  take  my  $2,000  profit,  the  same 
as  heretofore.  On  all  profit  above  that  figure, 
we  will  go  halves.  Of  each  dollar  you  sell 
that  produces  a  better  profit  than  the  proposi- 
tion I  have  indicated,  one-half  of  said  excess 
is  yours  and  one-half  mine.  Now  I  want  you 
to  study  up  costs  on  the  goods  you  sell,  and 
so  far  as  lies  within  you  push  those  that  will 
make  more  money  for  each  of  us.  If  a  man 
wants,  for  instance,  a  hammer,  sell  him  one 
that  pays  us  a  profit  of  twelve  cents  instead  of 
ten.  One  of  those  two  cents  goes  to  you  and 
one  to  me.  You  fully  understand  the  game 
now.  Just  jump  in  and  see  what  you  can 
make  out  of  it." 

HOW  rr  WORKED  OUT. 

The  men  jumped  in.  They  had  been  quick- 
ened on  the  right  nerve.  They  studied  not 
only  the  selling  marks,  but  the  cost  marks  as 
well.  They  prided  themselves  more  on  a  sale 
of  two  dollars  that  netted  thirty  cents  than  on 
a  three-dollar  sale  that  netted  twenty  cents. 

It  had  occurred  to  them  that  the  value  of 
the  business  to  the  owner  was  not  so  much  in 
how  large  a  total  of  sales  could  be  checked  off 
for  a  day,  as  on  the  profit  accruing  from  the 
sales.  It  also  began  to  dawn  on  them  that 
there  was  a  science  in  salesmanship  as  in  other 
things. 

When  Mr.  A.  and  his  men  had  accomplished 
the  next  $20,000  total,  this  was  the  order  in 
which  results  stood: 

The  goods  sold  at  $20,000  had  cost  $12,000, 
the  difference  being  in  the- larger  profit  made. 

The  gross  profits  had  been  $8,000,  from 
which  was  subtracted  the  $3,000  of  expenses 
(as  before),  leaving  a  net  profit  of  $5,000. 
From  this  was  again  subtracted  the  $2,000 
Mr.  A.  had  reserved  as  his  original  profit, 
leaving  an  excess  of  $3,000  in  clear  added  gain. 

Of  this  $3,000,  one-half,  or  $1,500,  went  to  the 
clerks  in  proportion  to  the  amount  of  the 
profit  on  their  sales.  The  rest  stood  to  the 
credit  of  Mr.  A. 


Digitized  by 


Google 


THE  HANDLING  OF  HARDWARE  CREDITS 

SEVERAL  PRACTICAL  EXPOSITIONS 

Plana    Followed    in   Successful   Hardware   Jobbing 
Houses— The  Credit  Man  Always  on  Deck,  With  a 
Hundred     Eyes     Turned     on     With     Searchlight 
Power — How  He  Learns  to  Tell  the  Difference  Be- 
tween   One  Who    Can  be  Trusted  and  One  Who 
Cannot^A  Serious  and  Difficult  Task. 
As  a  searchlight  is  the  eye  of  a  battleship  or  of  a  fortress'  so  the  Credit  Man  is 
the  usual  outlook  of  a  business  house.    The  one  reveals  the  approach  of  an  enemy  who 
would  despoil;  the  other  has  an  eye  open  for  the  dishonest,  the  inconsistent  or  the 
too  venturesome,  who  would  exploit  their  own  schemes  at  the  expense  of  the  house 
with  which  they  do  business.    The  Credit  Man  has  much  to  do  with  the  success  of  a 
jobbing  house,  and  in  the  screeds  that  follow  he  relates  some  of  the  means  by  which 
his  purpose  is  accomplished. 


A  Hethod  of  Central  Ohio 

By  W.  C.  Jaynes, 
Smith  Bros.   Hardware  Co. 

The  writer  has  full  charge  of  the  credit 
and  collectmg  department,  and  gives 
close  personal  attention  to  both  credits  and 
collections,  and  as  "Eternal  Vigilance  is  the 
Price  of  Liberty,"  so  it  is  the  price  of  "Good 
Accounts." 

Judging  credits  is  very  much  like  judging 
human  nature.  The  ways  are  various.  Of 
course,  financial  worth  is  at  the  base,  but  it 
is  not  always  necessary  to  have  this,  for  good 
credit  is  often  based  on  good  character  and 
business  ability  with  small  financial  resources. 
Many  merchants  with  low  financial  rating,  at- 
tend well  to  their  business  and  pay  bills 
promptly,  and  with  us  this  class  of  customers 
are  in  better  credit  than  the  ones  who  have  a 
high  rating  and  are  habitually  slow  pay.  We 
judge  largely  by  our  own  experience  with 
customers,  and  in  case  of  new  ones,  we  de- 
pend largely  upon  reference,  as  we  think  we 
can  find  out  m6re  about  general  conditions 
affecting  credits  from  outside  reference  than 
from  statements  made  by  the  parties  them- 
selves. 

We  also  form  our  judgments  largely  from 
the  opinion  and  reports  of  our  traveling  men. 

We  make  it  a  point  to  employ  traveling 
salesmen  of  ability  and  good  judgment,  and 
the  credit  department  has  found  it  of  advan- 
tage to  keep  in  harmony  and  close  touch  with 
them.  An  intelligent  traveling  man  who  is 
given  to  understand  that  he  must  look  well 
into  the  matter  of  the  credit  of  his  cus- 
tomers,' can  be  of  great  assistance  to  the 
credit  department.  His  personal  acquaintance 
and  opportunity  to  judge  of  conditions,  per- 
sonal habits  and  business  .ability,  affords  op- 
portunity to  gather  valuable  information. 
This  is  especially  the  case  when  they  see  their 
customers  often,  as  they  do  with  us. 

The  peculiarities  of  touchy  customers  must 
be   studied,  and   it   requires   some  knowledge 


of  human  nature.  Some  are  so  unreasonable 
as  not  to  be  desirable,  while  others  may  be- 
come very  good  customers  if  we  study  their 
idiosyncrasies  and  humor  them  in  their  pe- 
culiar hobby.  In  most  cases  this  can  be  done, 
and  they  become  very  good  friends  df  the 
house. 

We  are  very  glad  to  be  able  to  say,  the 
Hardware  trade  and  especially  in  this  local- 
ity, do  not  come  in  contact  with  many  really 
dishonest  buyers.  We  do  not  recall  one  in- 
stance of  this  kind  that  we  have  had  for  a 
long  time.  If  we  had  reason  to  think  a  buyer 
was  dishonest,  or  buying  goods  with  intent 
to  defraud,  we  would  quickly  weed  him  out 
by  pulling  him  up  by  the  roots. 

It  is  sometimes  very  difficult  to  get  "quick, 
accurate  and  inside  information  about  a  cus- 
tomer's ability  to  pay,"  and  if  any  credit  man- 
ager has  any  sure  way  to  do  this,  he  is  cer- 
tainly drawing  a  large  salary,  and  his  infor- 
mation on  this  subject  will  be  of  great  value 
to  the  trade.  We  use  Dun's  and  Bradstreet's 
reports,  and  in  addition  as  stated  before,  we 
consult  direct  reference  and  get  the  judgment 
of  our  traveling  salesman;  and  with  this  in- 
formation, we  form  our  opinion  as  best  we 
can. 

For  collecting  by  mail,  we  use  mostly  the 
method  of  monthly  statements.  The  writer 
goes  through  all  sales  ledgers  at  the  close  of 
each  month,  and  makes  out  a  list  of  all  cus- 
tomers having  past  due  balances.  Statements 
are  made  of  these,  and  before  being  mailed, 
they  are  all  gone  over,  and  such  requests  and 
notations  made  as  seems  to  be  required  by 
each  particular  case. 

A  great  many  customers  pay  promptly  each 
month,  upon  receipt  of  statement.  For  all 
such,  we   use  this   rubber   stamp:   "There   is 

now  due  on  your  acct.  as  above 

Please  favor  us  with  a  remittance  for  same 
and  oblige,"  noting  amount  due  in  the  blank, 
and  also  noting  the  amount  due  on  statement 
in  red  ink  at  the  proper  data. 
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For  such  as  are  inclined  to  be  rather  slow, 
we  use  the  following  stamp: 

"Our  extreme  limit  of  time  is  60  DAYS. 

For  amount  of  above  acct.  now  due 

/  please  favor  us  with  remittance  by  return 
mail,  and  oblige." 

In  case  we  wish  to  make  draft,  we  use  the 
following  stamp: 

"For   amount    of   above    account   now   due 

we    will    make   draft 

unless  you  prefer  to  remit  previous  to  that 
date." 

Putting  this  on  statement  of  the  1st,  and 
usually  making  draft  on  the  10th,  thus  giving 
notice  of  our  intention  to  draw.  We  have  no 
printed  forms  other  than  rubber  stamps.  Of 
these,  we  have  several  in  addition  to  those 
given,  none  of  which  are  original  or  partic- 
ularly new. 

In  all  cases  of  accounts  of  long  standing,  a 
special  letter  is  dictated,  the  contents  of  which 
are  determined  by  the  conditions  of  the  ac- 
count and  any  previous  correspondence  in  re- 
gard to  it. 

All  past  due  accounts  are  specially  noted  in 
this  list  made  out  each  month,  and  from  this 
list  additional  statements  are  sent  or  letters 
are  written  during  the  month.  This  list  thus 
becomes  a  "Tickler"  for  the  current  month, 
and  is  referred  to  instead  of  the  ledgers. 

We  wish  to  say  in  conclusion,  that  it  seems 
to  us  that  the  jobbers  and  manufacturers  sell- 
ing to  the  retail  trade  should  make  a  big 
effort  to  educate  the  retailer  in  the  matter  of 
his  credit  business.  It  is  often  stated  that  the 
lack  of  capital  is  the  cause  of  many  business 
failures:  but  we  would  put  first,  an  injudicious 
credit  business. 

Could  the  retailers  be  shown  the  absolute 
danger  of  the  average  credit  business  done  by 
them,  and  be  induced  to  do  either  a  cash  busi' 
ness,  or  if  doing  a  credit  business  doing  it 
on  business  principles,  with  fixed  terms  and 
then  following  up  collections  on  these  terms, 
we  are  sure  many  of  the  business  wrecks 
would  be  avoided,  and  the  losses  of  the  whole- 
saler and  manufacturer  would  be  materially 
decreased. 

Speaking  of  capital  being  the  base  of  credit, 
we  might  mention  cases  that  have  many  times 
come  to  our  notice  in  many  years  of  business. 
For  instance,  a  party  with  quite  a  capital 
starts  in  business,  with  little  knowledge  of 
business  principles,  and  little  business  ability. 
In  a  short  time  his  capital  is  impaired  by 
reckless  credits  and  the  end  is  soon.  Another 
party  starts  in  business  with  little  or  no  capi- 
tal, but  with  a  good  reputation  he  secures 
confidence  and  obtains  credit.  He  attends  to 
his  business,  and  above  all,  watches  his  credit 
business,  and  in  a  few  years  he  has  plenty  of 
capital,  and  his  credit  is  not  questioned.  Have 
we  not  all  observed  many  cases  like  these? 

Surely,  tbp;?  what  we  need  is  "Business  Ed- 
ucation." 


Experience  of  Grand  Bapids 

By  J.  J.  RuTKA, 
Clark-Rutka- Weaver  Co. 

We  have  a  regular  organized  credit  and 
collection  department  that  is  looked 
after  by  at  least  two  officers  of  the  firm,  and 
also  the  bookkeeper.  The  creditors  are  care- 
fully scrutinized;  we  take  every  precaution 
possible  to  avoid  opening  up  accounts  that 
might  turn  out  to  be  undesirable. 

We  judge  creditors  largely  by  the  man 
who  applies  for  credit  himself,  as  to  his  per-- 
sonal  character,  his  habits,  his  past  record 
and  also  by  his  local  surroundings,  as  to 
whether  he  will  probably  "make  good"  and 
whether  his  location  is  such  that  it  would  be 
possible  for  him  to   do   so. 

When  we  find  dishonest  buyers  we  investi- 
gate very  carefully,  and  if  we  really  find  them 
to  be  dishonest,  we  just  simply  do  not  fill 
their  orders.  We  get  information  quickly 
and  accurately  from  any  of  the  following 
sources  whichever  seems  to  be  right:  Either 
we  go  right  to  the  place  ourselves,  or,  if  we 
cannot  do  that,  we  send  our  traveling  men, 
giving  them  complete  instructions  what  to 
look  after,  or  we  go  to  some  reliable  mer^ 
cantile  agency  and  get  them  to  take  it  up;  it 
all  depends  upon  the  location. 

Our  method  of  collection  by  mail  is:  First, 
we  send  a  statement;  if  the  same  is  not  re- 
sponded to  within  a  reasonable  length  of 
time,  we  give  notice  of  draft  and  finally  make 
a  draft ;  if  the  same  is  not  paid  we  either 
send  it  to  a  reliable  mercantile  agency,  or 
send  him  what  we  call  "Pink  letter  for  poor 
pay  people."  This  is  a  part  of  our  credit 
bureau  which  is  a  part  of  the  Credit  Men's 
Association.  This  usually  brings  about  a 
settlement. 

We  rarely  have  to  sue  a  customer,  and  very 
rarely  have  to  take  any  steps  towards  closing 
him  up.  We  think  coaxing,  and  sometimes 
giving  a  little  extra  time  asking  for  small 
payments  along  as  he  can  make  them,  is 
usually  better  than  to  make  an  absolute  de- 
mand for  quick  settlement.  In  this  way  we 
lose  a  very  small  amount  at  the  end  of  the 
year  and  get  our  pay  usually  quicker  than  we 
would  by  resorting  to  bankruptcy  or  even 
lawsuit. 

A  Modem  Boston  Method 
By  F.  N.  Chase, 
Brown-Wales    Co. 

Our  system  of  making  credits  and  collec- 
tions is  practically  the  same  as  in- 
stalled some  years  ago,  with  a  .few  changes 
made  from  time  to  time  that  we  thought  ex- 
pedient, and  then  only  after  careful  consider- 
ation, as  we  endeavor  to  keep  it  simple  and 
concise  with  as  little  unnecessary  labor  as 
possible,  and  yet  furnish  the  desired  results. 
When  the  mail  is  opened  in  the  morning, 
the  letters  that  interest  the  credit  department, 
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orders  and  checks  are  separated  and  placed 
on  the  Credit  Man's  desk,  who  gives  them 
his  immediate  attention,  first  approving  those 
he  is  familiar  with,  and  referring  to  the  col- 
lection cards  of  those  that  are  doubtful.  If 
the  account  is  delinquent  and  the  order  small, 
we  .approve  it,  make  a  memorandum  and 
write  the  customer  later  in  the  day,  unless  we 
have  some  unfavorable  information  that 
would  not  warrant  us  in  doing  so. 

Orders  received  from  new  customers  are 
then  taken  up.  If  their  rating  is  satisfactory, 
the  order  is  passed  and  then  all  approved  or- 
ders are  handed  to  the  various  department 
managers  for  their  attention.  The  remain- 
ing orders  received  from  new  customers  not 
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rated,  and  delinquents  not  approved,  are  in- 
vestigated carefully  through  the  agency  at- 
torneys, banks  or  references  furnished  us  at 
the  time,  and  if  the  information  received 
from  these  sources  does  not  warrant  the  ex- 
tension of  credit,  we  write  them  a  nice  letter 
thanking  them  for  the  order  and  expressing 
our  desire  to  do  business  with  them,  but  state 
the  information  received  was  not  very 
definite,  and  ask  them  if  they  would  not  like 
to  send  us  a  brief  statement  of  their  assets 
and  liabilities  for  our  further  consideration 
and  for  our  use  only.  If  the  customer  has 
faith  in  his  ability  to  pay  and  sends  us  this 
statement,  which  perhaps  may  not  look  very 
inviting  to  us,  we  continue  our  correspond- 
ence in  a  friendly  way,  and  ask  him  as  a  spe- 
cial favor  if  he  will  not  allow  us  to  ship  this 
first  order  sight  draft  against  bill  of  lading, 
or  furnish  us  with  a  satisfactory  guarantee.  If 
the  information  would  indicate  that  the  appli- 
cant is  of  limited  means,  but  honest,  sober 
and  industrious  and  his  prospects  of  success 
good,  we  extend  him  a  small  line  of  credit, 
making  a  notation  on  the  collection  card  of 
the  amount  and  character  of  the  account. 
This  class  of  accounts  should  be  watched 
closely,  as  it  may  be  to  our  advantage  to  in- 
crease the  limit,  or  it  may  be  wise  to  discon- 
tinue the  same. 

We  have  a  uniform  system  of  making  col- 
lections up  to  a  certain  point;  after  using 
our  regular  form  letters,  Nos.  1,  2,  3,  4,  with- 


out resists,  each  account  has  our  Credit 
Man's  personal  attention,  and  the  method  cm- 
ployed  has  a  wide  scope,  as  no  two  customers 
are  constituted  exactly  the  same.  In  writing 
up  our  collection  cards,  we  try  to  have  it 
show  the  character  of  the  man  the  customer 
is,  so  we  may  know  just  how  to  reach  him. 

Here  are  some  of  the  memorandums:  ' 
"Good  pay,  don't  dun."  "Sensitive,  dun 
mildly."  "Slow  pay,  but  supposed  to  be  good." 
"Always  slow,  dun  often  and  hard."  "Care- 
less, but  good,  write  nice  friendly  letters."  "A 
crank,  have  the  salesman  take  up  the  matter 
or  call  yourself  personally,  etc."  "Pays 
drafts."   "Don't   draw,"   etc. 

It  is  rather  difficult  to  frame  a  fixed  rule 
for  dunning,  but  we  believe  it  can  be  done 
with  some  degree  of  success  up  to  a  certain 
point. 

Our  terms  are  thirty  days,  and  after  an 
account  has  appeared  on  our  collection  card 
twice  on  the  10th  of  the  month,  we  begin 
with  form  No.  1,  and  they  hear  from  ns 
every  seven  days  until  we  have  sent  them  our 
four  form  letters,  which  usually  collects  the 
most  of  our  accounts.  We  are  particular  to 
send  these  letters  on  the  above  dates  as  it 
should  encourage  them  to  cultivate  the  habit 
of  paying  their  bills  with  reasonable  prompt- 
ness and  also  after  a  customer  has  been  with 
us  a  short  time  they  know  just  what  to  ex- 
pect after  their  account  has  reached  a  certain 
point.  It  requires  a  great  deal  of  patience  to 
be  a  good  collector,  and  it  has  been  truly 
said:  "There  is  no  more  perplexing  business 
problem  than  the  collection  of  money;  none 
which  must  be  considered  more  carefully  and 
none  upon  which  so  much  depends.  Those 
who  show  a  disinclination  to  pay  promptly 
or  an  inclination  not  to  pay  at  all  must  be 
reached  in  a  manner  which  will  produce  cash 
results,  but  that  will  leave  no  sting  of  enmity 
behind." 

We  are  careful  in  writing  dunning  letters, 
but  with  system,  have  our  little  troubles, 
same  as  all  the  credit  men,  but  we  are  ever 
on  the  alert  for  improvements.  We  are  en- 
closing our  collection  card,  also  four  form 
letters   which  should  be  changed  frequently. 

FORMS  OF  THE   BROWN-WALES   CO. 

No.    1. 

We  would  kindly  invite  your  attention  to 
that  part  of  your  account  now  due,  and  if  you 
could  find  it  convenient  to  favor  us  with  an 
early  remittance,  it  would  be  greatly  appre- 
ciated. We  hope  this  gentle  reminder  will 
reach  you  at  a  time  when  you  are  in  need  of 
something  in  our  line,  and  you  feel  just  like 
writing  out  an  order  to  enclose  with  check. 
No.    2. 

We  beg  to  again  kindly,  call  your  attention 
to  that  part  of  your  account  now  due,  and 
we  wish  to  assure  you  our  present  need  for 
current  funds  is  more  urgent  than  the  early 
part  of  the  month.    If  you  would  make  a  spe- 
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cial  effort  to  help  us  in  this  instance,  it  would 
be  highly  appreciated,  and  can  assure  you 
would  accommodate  us.  Is  there  not  some- 
thing in  our  large  stock  which  you  might 
need,  and  would  like  to  purchase  of  us?  If 
so,  just  enclose  order  with  check  and  it  will 
receive  every  attention. 

No.  3. 

We  trust  you  will  pardon  us  for  again 
calling  your  attention  to  that  part  of  your 
account  now  overdue;  as  we  do  not  wish  to 
appear  too  persistent  or  aggressive,  but  this 
has  been  an  unusually  hard  month  for  col- 
lections, and  naturally  leaves  us  very  short 
o{  current  funds.  Would  you  feel  offended 
if  we  asked  a  personal  favor  of  you  to  send 
us  a  check,  so  we  can  use  it  on  the  27th  inst., 
as  we  have  a  large  payment  that  must  be 
met.  We  hope  you  will  take  pleasure  in 
granting  same.  Thanking  you  for  past  or- 
ders, which,  we  can  assure  you  have  been 
appreciated,  and  trusting  we  merit  the  con- 
tinuance of  same,  we  remain, 
No.  4. 

We  regret  it  is  necessary  for  us  to  write 
you  so  frequently  for  a  remittance,  without 
receiving  a  response,  as  we  depend  on '  col- 
lections from  just  such  accounts  as  yours  to 
meet  our  bills.  Buying  in  large  quantities 
from  the  mills  as  we  do,  we  have  to  main- 
tain their  terms  in  order  to  secure  prompt 
shipment  and  low  prices;  consequently,  we 
have  to  look  to  our  customers  to  respond 
in  their  payments  in  like  manner,  and  hope 
to  hear  from  you  with  a  check  by  early  mail. 

A  Thorough  System  of  Credits 

By  W.  W.  Webber, 

Webber-Ayrcs  Hardware  Co. 

In  response  to  your  inquiries  as  to  methods 
in  a  special  department,  I  would  say,  first, 
that  we  have  an  organized  credit  and  collec- 
tion department  under  the  immediate  and  ex- 
clusive supervision  of  the  writer.  We  judge 
credits  by  making  inquiry  of  the  banks,  and  of 
those  whom  we  know  are  in  position  to  be 
conversant  with  probable  debtor's  financial 
condition,  and  that  means  his  holdings,  his  en- 
vironments, his  opportunities  for  success,  his 
honor  and  integrity  and  energy. 

Money  is  not  the  only  feature  that  interests 
us.  Some  of  the  greatest  rascals  I  have  ever 
known  were  in  good  financial  repute.  We  han- 
dle a  "touchy  and  uncertain"  customer  in  the 
way  the  writer  was  trained  by  his  preceptor, 
and  that  means  with  care  and  good  judgment, 
remembering  that  Brown  will  not  put  up  with 
what  Jones  will.  We  weed  out  dishonest  buy- 
ers after  experience  with  them,  or  by  getting 
their  history  from  other  jobbers.  We  always 
communicate  to  an  inquiring  jobber  every  char- 
acteristic of  a  buyer  or  firm  inquired  about. 
We  get  the  commercial  reports,  and  all  other 
information  available,  until  we  are  satisfied 
that  a  customer  has  ability,  also  inclination  to 
pay. 


Our  method  of  collection  by  mail  is  simple 
and  effective.  We  send  statements  of  amount 
due  once  each  week,  from  A  to  Z,  transcribing 
the  name  and  amount  to  a  card  in  an  alpha- 
betical index  kept  by  the  writer^  irqjti  which 
he  can  easily  ascertain  just  how  many  state- 
ments have  been  sent,  and  the  course  of  pay- 
ment taken  by  the  debtor,  and  the  card,  having 
eight  lines,  and  the  debtor  permits  statements 
to  be  sent  until  the  card  is  full,  we  immediate- 
ly conclude  that  he  needs  prompt  and  vigorous 
attention.  We  then  draw,  sue  or  do  whatever 
else  we  deem  necessary. 

I  want  to  go  further  and  say  that  the  credit- 
man  should,  if  at  all  possible,  familiarize  him- 
self concerning  the  characteristics  of  the  cus- 
tomer^ of  the  house,  should  be  kept  advised  of 
all  claims  made  for  overcharges  or  damaged 
goods,  i.  e.,  everything  that  can  give  him  a 
line  on  the  disposition  of  the  particular  cus- 
tomer making  the  complaint.  He  will  then  be 
enabled  to  get  a  line  on  men  he  has  never  seen. 
Furthermore,  while  I  am  not  a  stickler  for  a 
hard  and  fast  rule  anent  the  duties  that  are  to 
be  performed  by  the  creditman,  buyer,  man- 
ager or  otherwise,  I  do  think  that  his  ipse 
dixit  should  and  ought  to  go,  when  there  is  a 
division  of  opinion. 

The  writer  has  been  creditman  for  a  num- 
ber of  years,  for  his  own  company  and  as  a 
hired. man  of  another.  Let  me  repeat,  in  con- 
clusion, the  words  of  the  man  who  first  put  me 
in  charge  of  the  credits  of  his  vast  business, 
to  wit:  "My  boy,  I  want  you  to  remember 
that  you  will  have  to  treat  every  account  you 
h.ive  just  as  if  it  were  the  only  one  you  had. 
because  Brown  will  not  put  up  with  what 
Jones  will  stand."  I  do  not  know  of  a  more 
happy  or  a  better  expressed  piece  of  advice. 
There  is  yet  much  to  learn,  and  the  writer  is 
seeking  information  all  the  time,  and  will  be 
pleased  to  read  what  may  come  from  the  pens 
of  those  more  able  and  experienced  than  he- is 
or  can  ever  hope  to  be. 

My  sympathy  goes  out  to  every  creditman, 
because  he  is  the  most  universally  cussed  and 
discussed  man  about  any  business. 

A  Method  of  Tmst  and  Persnasion 

By  James  R.  Nutting, 
Sickles,  Preston  &  Nutting  Co. 

Until  we  heard  from  you,  we  did  not  real- 
ize that  we  had  no  definite  system  of 
credits.  This  is  an  old  house,  more  than  a 
half  century  old,  and  still  in  all  of  its  experi- 
ence, and  with  different  managers,  it  is  a 
startling  fact  to  this  manager  that  there  has 
not  been  some  method  of  handling  credits  es- 
tablished before  this. 

Well,  in  the  first  place,  we  have  long  ago 
adopted  this  rule,  that  if  a  customer  pays  he 
is  good,  and  if  he  does  not  pay  he  is  not  good, 
no  matter  if  it  is  a  national  bank.  Before  open- 
ing a  new  account,  we  try  this  way :  Procure, 
if  possible,  a  statement  from  the  customer  of 
his  own  affairs  and  financial  strength,  get  the 
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mercantile  reports,  and  also  our  salesmen's 
knowledge  of  the  character,  habits,  experience 
in  business,  amount  of  insurance  carried,  etc. 
With  these  precautions  we  seldom,  if  ever,  lose 
the  first  bill. 

When  we  are  in  doubt,  we  give  ourselves 
the  benefit  of  the  doubt;  write  the  party  we 
regret  that  we  cannot  learn  of  his  good  credit 
sufficiently  to  justify  us  in  opening  an  account, 
enclose  an  invoice  and  ask  for  payment  of  the 
first  bill,  less  cash  discount,  before  shipping 
the  goods,  giving  him  time  to  furnish  this 
knowledge  and  ourselves  time  to  fully  investi- 
gate his  worth  and  desirability  as  a  customer. 
Generally  this  letter  will  be  acknowledged  fa- 
vorably, enclosing  check,  and  also  the  informa- 
tion desired.  If  he  is  not  worthy  of  credit,  we 
expect  an  abusive  letter,  that  we  can  keep  our 
goods,  and  that  he  will  buy  of  better  men, 
etc.,  which  means — in  his  judgment — we  are 
not  as  easy  as  he  anticipated. 

In'taiaking  collections  we  find  that  sending  a 
statement  to  all  customers  once  a  month, 
whether  due  or  not  due,  for  comparison,  and 
to  correct  errors — if  any — has  proved  satisfac- 
tory. Ten  days  later,  if  overdue  accounts  have 
not  been  paid,  we  write  a  mild  letter  calling  at- 
tention to  the  fact  and  asking  for  a  remit- 
tance, then,  after  waiting  a  reasonable  time, 
make  a  sight  draft  for  the  past  due  balance. 
If  this  is  not  paid  we  try  coaxing  or  the  aid 
of  an  attorney  or  collector. 

Thoroi^;Ii  Southern  Method 

By  J.  Norman  Wills^ 
Odell  Hardware  Co. 

In  regard  to  the  operation  of  our  Credit  and 
Collection  department,  taking  up  the  points 
covered,  we  would  say:  This  department  is 
under  the  matiagement  of  the  writer,  who  has 
the  co-operation  of  the  bookkeepers.  We  use 
a  file  for  mercantile  reports,  and  a  vertical  file 
for  correspoAdence,  which  is  separated  from 
the  general  correspondence  file.  We  pass  upon 
the  credit  of  new  customers  from  information 
which  we  are  able  to  obtain  from  the  usual 
sources.  In  the  case  of  an  old  customer,  we 
are  governed  not  only  by  the  account,  but  by 
the  estimate  we  are  able  to  form  from  our 
correspondence  and  previous  dealings.  We  try 
to  handle  every  customer,  including  the 
touchy  or  uncertain,  in  an  individual  manner, 
after  obtaining  such  information  as  we  may 
be  able  to  procure. 

We  think  the  number  of  dishonest  buyers  is 
relatively  small.  We  do  not  make  a  feature  of 
this  class.  As  a  rule,  ordinary  references  do 
not  reveal  him,  but  the  opinion  of  the  attorney, 
or  his  bank,  may  be  of  value  as  to  his  general 
reputation. 

We  are  subscribers  to  Bradstreet's,  Dun,  the 
Credit  Clearing  House  and  the  United  States 
Fidelity  &  Guaranty  Company's  system  of 
guaranteed  attorneys.  We  have  added  lately 
the  National  Safe  Guard  Co.,  but  have  had  no 


experience  with  it.  We  expect  our  salesmen 
to  give  at  least  three  mercantile  references  be- 
sides the  customer's  bank. 

Statements  are  made  the  first  of  each  month 
of  all  running  accounts,  also,  of  past  due  ac- 
counts and  of  accounts  which  will  be  due  dur- 
ing the  current  month.  The  first  two  are 
mailed  at  once;  the  last  filed  in  the  daily  file 
•?id  sent  out  the  day  the  bill  is  due.  Notice  ot 
draft,  covering  over  due  bills,  is  usually  given. 
Special  letters  are  written  if  the  case  seems 
Odell  Statement  Form. 
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M. 


Odells  Yellow  Slip. 
Greensboro,  N.  C, 


Dear  Sir:  Referring  to  our  statement  of  ac- 
count of  the  1st  instant,  we  beg  to  call  your 

attention   to    

amounting  to  $ ,  now  overdue.   Kindly 

forward  check  to  cover  same  not  later  than 

the instant,  and  greatly  oblige. 

Yours  very  truly, 

Odell  Hardware  Co. 

to  warrant  it.  From  the  10th  to  the  15th  the 
ledgers  are  again  worked  over,  and  the  "yel- 
low slip"  sent  to  those  who  are  behind,  and 
who  are  not  receiving  special  attention  in  the 
way  of  drafts  or  personal  letters.  Sample 
statement  form  and  collection  slip  are  en- 
closed. 

We  believe  that  the  individuality  of  the 
creditor  should  be  preserved  in  collection 
methods,  and  stereotyped  forms  and  phrases 
should  be  avoided.  The  individuality  of  the 
customer  should  also  be  considered.  While  of 
course  the  Credit  Man  does  not  have  the  same 
opportunity  of  judging  these  individual  charac- 
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teristics  that  the  salesmen  have,  it  is  no  less 
important  that  he  consider  them,  and  use  such 
means  as  are  at  this  command  to  determine 
how  each  account  should  be  handled. 

A  System  TTsed  in  I>enYer 

By  John  J.  Dillon, 
Dillon  Hardware  Co. 

Yes,  we  have  a  credit  department,  but  do 
not  employ  a  man  solely  for  that  depart- 
ment. As  to  difficult  customers,  we  always 
meet  them  with  a  smile,  and  not  find  fault  with 
the  amount  of  their  purchases.  Advance  a 
willingness  to  favor  them  in  odd  and 
end  particulars,  which  in  ninety-nine  cases  out 
of  a  hundred  they  are  not  in  the  habit  of 
seeking.  The  dishonest  class,  generally,  weed 
themselves  out  too  quickly  to  gain  much  ad- 
vantage through  their  metlpds,  and  am  also 
pleased  to  say  that  such  class  seems  to  be 
about  as  scarce  as  "hen's  teeth"  throughout 
our  territory.  We  depend  upon  mercantile 
agency  reports,  taken  together  with  such  re- 
ports as  our  salesmen  make  us  regarding  the 
party  seeking  credit.  Salesmen  take  into  ac- 
count the  section  a  party  is  located  in,  the 
class  of  competition  such  party  is  up  against, 
the  size  of  stocks,  and  apparent  amount  of 
business  to  come  to  the  town  from  its  tributary 
region. 

We  do  not  permit  salesmen  to  act  as  col- 
lectors, except  in  isolated  cases  or  upon  writ- 
ten instructions  from  his  house.  We  make 
sight  drafts  on  accounts  overdue  five  days; 
where  customers  have  stated  objection  to  draft 
settlement,  we  use  Form  No.  1.  If  money  is 
not  forthcoming  in  ordinary  course  of  mail, 
or  within  say  five  days  more,  we  use  Form  No. 
2.  If  the  account,  without  some  mutual  ar- 
rangement for  extension  of  time  is  not  paid 
30  days  after  due,  we  use  Form  No.  3.  As  our 
business  has  more  than  doubled  in  six  years, 
we  cannot  find  that  a  method  employed  of  close 
collection  is  detrimental  to  its  success,  and 
never  shows  a  loss  to  exceed  one-half  of  one 
per  cent.  Fully  half  of  our  accounts  are 
settled  without  the  process  of  drafts,  close  to 
their  maturity,  so  that  experience  enables  us 
to  treat  this  class  without  annoyance. 

FORMS   OF  DILLON    HARDWARE   CO. 
No.   1. 
Denver^  Colo.,  

Dear    Sir — Your    accouiil    with    us.    amounting    to 

$. . » is-  now  due.    You  have  previously  requested 

us  not  to  make  drafts  through  bank  upon  you.  Owing 
to  the  existing  stringency  in  all  money  centers,  at 
this  time,  it  is  absolutely  necessary  for  us  to  make  all 
our  collections  promptly  at  the  date  they  are  due,  to 
enable  us  to  meet  our  obligations. 

We  must,  therefore,  request  that  you  give  this 
notice  your  prompt  attention,  and  send  us  remittance 
as  called  for  at  once. 

Thanking    you    in    advance    for    prompt    attention, 
we  are.    Yours  truly.        The  Dillon  Hardware  Co. 
No.  2. 
Denver,  Colo.,   

Dear  Sir — Wc  are  very  much  surprised  to  have  our 


draft  for  $ returned  to  us  by  the  bank  unpaid. 

You  are  equally  well  aware  of  the  present  stringent 
conditions  of  the  money  market,  and  should  uve 
treated  our  request  with  due  consideration.  We  must, 
therefore,  advise  you  that  it  is  necessary  for  your 
payment  of  the  above  stated  amount  to  reach  us  not 

later  than inst,  without  further  delay. 

Yours  truly,             The  Dillon  Hardwasx  Co. 
No.  8. 
Denver,  Colo., 


Dear  Sir — Our  draft  upon  you   for 

$ ,  has  been  returned  unpaid.    In  sending  you 

statement  of  account,  we  advised  you  that  we  were 
obliged  to  insist  in  all  cases  where  our  drafts  were  not 
honored  that  your  remittance  by  same  mail  direct  to 
us  be  made.  The  conditions  existing  at  the  present 
time  absolutely  prevent  our  being  in  position  to  carrv 
this  account  past  its  due  date.  You  are,  therefore', 
with  this  advised,  that  if  we  do  not  receive  payment 
at  once,  we  must  take  immediate  steps  for  its  eol- 
lection.    Yours  truly,         The  Dillon  Hakowaex  Co. 

Notice  to  Customer  op  Draft. 

Denver,  Co1o.»  ". 


Dear  Sir — We  have  this  day  made  draft  upon  you 

through ,  of ,  for  $ 

This  amount  represents  past  due  account,  and  as  wc 
advised  you  at  the  first  of  month  that  not  hearing 
from  you  with  remittance  prior  to  this  date,  we  would 
make  draft.  We  trust  that  you  will  honor  draft  with 
payment,  upon  notice  from  the  bank  collecting,  and 
very  much  oblige.  Yours  truly. 

The  Dillon  Hardware  Co. 

The  Salesman's  Accoimt 

A  Hardware  traveling  salesman  of  years  of 
service  and  varied  experiences  was 
speaking  to  a  representative  of  the  Hardware 
Dealers'  Magazine  of  a  discussion  related 
in  these  pages  in  the  last  preceding[  issue.  It 
was  among  a  number  of  employers  as  to  the 
best  method  of  handling  the  traveling  expense 
account,  and  as  to  what  latitude  should  be 
given  in  the  charging  of  expenses  to  the 
house.  The  summary  of  opinion  seemed  to 
be  that  while  all  possible  confidence  could  be 
placed  in  the  men,  it  was  best  to  keep  a  close 
scrutiny  of  this  source  of  outgo,  and  to  recog- 
nize only  such  entries  as  seemed  incidental 
to  the  direct  selling  of  goods. 

"I  wish  I  could  have  taken  part  in  that  dis- 
cussion," this  salesman  said.  "I  would  have 
begun  by  enlightening  them  on  one  point. 

"That  is,  that  no  factory  or  wholesale  mer- 
chant can  find  more  reasons  for  vexation  in 
this  question  than  do  the  men  themselves. 

"I  have  been  on  the  road  a  great  many 
years,  and  I  would  have  drawn  on  my  ex- 
perience, and  out  of  my  personal  knowledge, 
for  a  fact  that  is  no  doubt  unknown  to  the 
most  of  them.  That  is,  that  when  the  sales- 
men of  various  houses  gather  in  a  hotel  of 
an  evening,  or  on  the  cars  in  travel,  there  is 
one  subject  that  is  discussed  more  than  any 
other — and  that  is  this  matter  of  expenses, 
and  the  trouble  that  a  salesman  finds  in 
squaring  the  active  needs  of  the  road,  with 
the  ideas  and  expectations  of  the  house. 

*T  would  have  further  informed  them  that 
if  the  salesmen  could  have  their  say,  some 
general  system  or  universal  set  of  rules 
would  be  adopted.  It  seems  to  me  that  the 
National  Hardware  Association,  composed  of 
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jobbers,  and  the  American  Hardware  Manu-  Wire  Ooods  Window  Display  Suggestions 

facturers*  Association,  composed  of  the  other  rp  he  Wire  Goods  Co.,  Worcester.  Mass.,  have 

class  of  employers,  could  do  no  greater  serv-  1      issued  a  booklet,  entitled  "Display  Sug- 

ice  to  the  trade  and  certainly  no  greater  one  gestions,"  being  reproductions  of  a  number  of 

to  the  men  who  dispose  of  their  goods,  than  Window  Displays  which  they  have  made  and 

to  take   up  this  question,   and   investigate   it  reproduced  in  bound  form.    They  are  devoted 

until  some  plan  of  reform  could  be  decided  to  showing  how  even  a  line  6f  Wire  Goods  can 

upon.     Some   system   evolved   by   which   the  be  arranged  in  attractive  form.    The  illustra- 

items  to  be  charged  in  the  expense  account  tion  herewith  shows  how  thirty-six  pieces  of 


Simple  but  Striking  Display  of  Kitchen  Wire  Goods. 

could  be  known  of  all,  and  made  binding  so  one  pattern  Soap  Holder  are  used  together 
far  as  all  salesmen  are  concerned.  It  would  with  twenty  pieces  of  another  style  Soap  Hold- 
make  the  men  better  satisfied,  and  do  away  er.  The  display  is  simple,  yet  eye-catching, 
with  such  abuses  as  may  have  grown  up  in  The  effect  of  these  pure  tin  goods  upon  black 
the  past."  cloth  is  good. 
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TTniform  Catalogue  Sheets 

To  the  Editor: 

It  is  said  that  a  poor  workman  is  always 
complaining  of  his  tools;  that  a  good 
workman  can  do  a  very  good  job  with  any- 
thing. This  may  or  may  not  apply  in  my  case. 
I  have  read  with  a  great  deal  of  interest  re- 
ports on  advertising  by  folders  and  booklets 
furnished  by  the  manufacturer  to  jobber  and 
then  to  dealer  for  consumers  and  am  of  the 
opinion  they  arc  worth  the  while  and  are  a 
great  benefit  to  those  who  persistently  send 
them  out  and  wish  to  call  attention  to  that 
furnished  a  salesman  with  which  he  is  expect- 
ed to  get  orders  that  will  move  the  goods. 
This  we  must  depend  on  as  not  more  than  ten 
per  cent,  of  the  jobbers  have  their  own  cata- 
logue, so  ninety  per  cent,  who  are,  of  course, 
smaller  jobbers,  but  on  account  of  numbers 
handle  a  majority  of  the  goods  sold  and  must 
use  whatever 'means  arc  available  to  exhibit  our 
wares,  or  rather  the  manufacturers'  wares,  by 
catalogue  to  make  sales  that  mean  shipment 
or  actual  business  done.  Every  manufacturer 
has  a  catalogue  or  photograph  by  which  his 
salesman  sells  the  jobber.  He  sends  folders, 
booklets  or  catalogue  for  salesman  to  repre- 
sent his  goods  to  the  dealer.  (This  is  usually 
the  case.)  Now  we  carry  as  many  of  these 
extra  catalogues  as  an  ordinary  man  can  get 
on  a  train  with  by  taking  a  set  and  "heave" 
to  put  them  on  the  platform  of  his  car.  Yet 
we  do  not  have  more  than  ten  per  cent,  of 
what  we  need;  still  ninety  per  cent,  of  the 
luggage  we  do  have  is  useless  as  we  carry 
only  a  small  amount  of  what  each  catalogue 
represents.  I  will  say  no  manufacturer  should 
get  the  idea  that  his  entire  line  will  be 
advertised  by  trying  to  force  us  to  carry  his 
catalogue,  as,  fifty  chances  to  one,  it  will  not 
be  carried,  as  we  simply  have  our  load.  Then 
we  must  use  some  foldeis  or  clip  the  cut  from 
his  catalogue  and  paste  in  our  general  cata- 
logue, that  makes  it  look  like  an  "old  maid's" 
scrapbook,  or  write  on  the  narrow  margins  as 
a  girl  does  her  letters;  this  is  often  over- 
looked or  not  found  when  looked  for.  In  all 
such  cases  it  is  up  to  the  salesman  to  make 
the  best  description  possible  to  make  the  sale, 
and  seventy-five  per  cent,  of  the  goods  sold 
is  by  orders  through  traveling  men  from  man- 
ufacturer to  jobber  and  jabber  to  retailers  by 
these  "cuts." 

The  dealer  advertises,  but  when  he  makes 
a  sale  it  is  usually  by  exhibiting  the  actual 
goods,  which  is  the  best  advertisement.  To 
illustrate:  There  are  twenty-four  cuts  of 
hames  in  my  catalogue.  We  carry  fifteen  dif- 
ferent styles  or  kinds,  of  which  two  are  cor- 
rectly represented  in  the  twenty-four  cuts.  So 
with  this  explanation,  which  I  trust  is  suffi- 
cient to  show  how  the  country  salesman  is 
handicapped  and  of  whom  a  good  deal  is  ex- 
pected, who  is  a  source  of  continual  necessary 
annoyance    and    constant    worry    to    his    em- 


ployer. As  some  one  always  has  a  new 
scheme  for  employing  us,  will  ask  .that  they 
give  us  a  little  assistance  for  a  new 
scheme.  Let  the  jobbers'  associations  as 
well  as  the  manufacturers'  associations 
furnish  us  a  uniform  size  sheet  suitable 
to  put  in  a  loose  leaf  binder;  the  extra 
margin  can  be  filled  with  description  and 
merits  of  the  goods,  and  this  sheet  can  be 
put  in  with  its  class  of  goods  and  marked  by 
an  index  sheet.  This  will  also  give  an  oppor- 
tunity to  keep  up  with  the  new  inventions 
that  come  out  continually;  also  the  chang^es 
that  manufacturers  make  in  what  they  already 
produce.  It  will  relieve  us  of  the  burden  of 
stuff  we  do  not  carry  and  burden  us  with 
what  we  have  in  stock.  It  will  save  time  and 
explanation  to  the  dealer  that  "We  don't  carry 
it."  This  finally  grows  monotonous  to  him. 
He  leaves  the  book,  looks  over  the  house, 
notes  what  he  is  short  of  that  he  usually  car- 
ries, gives  us  an  order  for  his  shortages,  walks 
away  with  the  usual  remark,  "That's  all  to- 
day." I  know  persistence  counts — ^but,  as  a 
rule,  that  is  all  we  get. 

Would  like  to  have  as  many  advocates  for 
this  uniform  sheet  as  possible.  I  know  the 
manufacturers  will  be  willing  to  furnish,,  so 
that  their  goods  will  be  represented  as  they 
really  are.  The  theory  is  open  to  salesmen 
and  sales  managers.  Let  us  agitate  the  matter 
so  as  to  get  something  done  in  the  next  con- 
vention of  the  jobbers*  association  and  the 
manufacturers'  association,  giving  us  a  uni- 
form sheet,  with  which  we  will  build  our  own 
catalogue 

If  this  can  be  accomplished  during  1908,  it 
will  have  done  more  for  the  small  jobber,  who 
is  usually  a  dealer,  as  we  are,  than,  any  asso- 
ciation we  have  ever  been  in.  While  this  will 
turn  things  about  generally,  when  once  estab- 
lished, it  will  be  an  easy  and  convenient 
system.  A  Traveler. 

A  Trade  Sawyer's  Philosophy 

If  Monday's  work  baffles  the  while. 
Grip  the  saw  and  resolve  to  smile. 
Keep-cr-goin' 

If  Tucsdaty's  mail  adds  to  ♦lie  pile, 
Bend  your  back  in  sawyer's  style. 
Kccp-er-goin'. 

If  Wednesday's  knots  are  yet  uncut. 
Try  turnin'  the  log  to  get  out  o*  rut. 
Keep-cr-goin*. 

When  Thursday  wanes  and  you  buck  the  task. 
Vote  a  day  off  for  a  fishin*  bask. 
Keep-er-goin*. 

[f  Friday's  sport  breaks  up  the  soell. 
Decide  next  day  your  story  us  tell. 
Keep-er-goin*. 

As  Saturday  closes  the  eventful  week. 
Write  us  809  Market  Street. 
Keep-er-goin*. 


San  Francisco,  Cal. 


C.  W.  Cause. 
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A  Tool  Window  Display  from  Kansas 

From  out  of  the  West  many  excellent  vvin- 
do.w  displays  come  from  time  to  time. 
The  one  reproduced  in  this  connection  is  an- 
other one  that  has  proved  not  only  attractive 
to  the  onlooker,  but  also  has  sold  the  goods. 
It  is  a  tool  display  in  the  city  sales  depart- 
ment of  the  Bunting-Stone  Hardware  Co., 
Kansas  City,  Mo.  There  are  display  boards 
showing  monkey  and  pipe  wrenches,  anvil  dis- 
play stands,  fine  machinists'  tools  in  glass 
covered    display   boards,    and   a    multitude   of 


to  whom  it  is  desired  to  sell  the  goods,  you 
will  not  be  disappointed  in  the  results.  If 
the  display  in  the  window  gets  the  people 
within  the  store  door,  it  has  accomplished  its 
purpose.     The  rest  of  it  is  yet  another  story. 

Fossilized  or  TTp-to-Bate  ? 

Newspaper  advertising   is   one  of   the  best 
methods    of    introducing    oneself    and 
one's     goods    to    the     public.      Its     methods 
are  many — some  new  and  original,  some  old 
,  and  conservative.     With  so  many  forms  and 
ways  of  advertising  before  him,  which  will  the 


Tool  Display  by   Bunting- Stone   Hardware   Co.^  Kansas   City,  Mo. 


small  tools  scattered  about  the  window  floor. 
Unfortunately  the  ray  of  light  blurs  the  strik- 
ing arrangement  of  hand  saws  in  the  center. 
The  fact  that  all  goods  in  the  window  aive 
tools,  save  the  large  Teddy  Bear,  draws  the 
^interest  of  every  mechanic.  Even  the  Teddy 
Bears  are  there  for  a  purpose,  as  they  show 
off  some  dog  collars.  In  many  displays  a 
very  few  articles  will  attract  attention  and 
effect  sales,  and  at  the  other  extreme  a  large 
volume  of  one  kind  of  goods,  as  in  this  in- 
stance, will  also  rivet  attention,  and  the  variety 
is  suflScient  to  interest  a  large  number  of 
people.  In  the  average  American  mind,  it 
matters  not  whether  men  or  women,  boys  or 
girl§,  there  is  that  desire  to  possess,  and  if 
you    properly   present    to  the   class   of   people 


merchant  select?  If  fossilized,  he  will  always 
cling  to  the  way  of  doing  things  of  fifty  years 
ago,  when  he  entered  into  business ;  if  conserv- 
ative, there  will  be  sufficient  plasticity  of  mind 
to  reach  out  to  something  new,  but  the  move- 
ment will  be  slow,  and  the  changes  in  his  old 
methods  will  be  few.  It  is  different  with  the 
progressive  man,  for  he  is  always  looking  to- 
ward the  borderland  of  enterprise,  eager  to 
grasp  everything  new  that  can  be  used  by  him 
to  the  betterment  of  his  methods  of  adver- 
tising. He  wants  to  know  how  to  use  his 
medium  of  publicity  to  the  best  possible  ad- 
vantage  to  his   trade. 


A  large  failure  generally  means  that  a  mod- 
erate success   is  despised. 
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Display  of  Scythe  and  Whet  Stones 

In  a  window  display  competition  inaugurated 
last  year  by  the  Pike  Mfg.  Co.,  Pike,  N.  H., 
with  New  York  office  at  151  Chambers  street, 
the  display  made  by  A.  M.  Bell  &  Co.,  Halifax, 
N.  S.,  came  off  with  first  honors.  The  descrip- 
tion of  same  follows: 

In  the  north  corner,  diagonally,  is  situated 
the  Pike  railroad  station,  constructed  entirely 
of  Pike's  Whet  Stones  and  Scythe  Stones,  also 
Razor  Hones,  numbering  380  in  all.  The  build- 
ing represents  a  modern  stone  structure,  with 
projecting  cornices,  columns,  etc.,  and  is  two 
stories,  with  mansard  roof,  part  of  which  con- 
sists of  62  pocket  knife  hones,  showing  alter- 
nately black  and  white  sides,  handle  projecting 
over  eaves  to  form  cornice.     In  face  of  build- 


ment,  viz.,  the  words:  "Headquarters  for 
sharpening  stones  of  every  description.  Pike 
Mfg.  Co."  On  gable  of  warehouse  is  painted 
"Export  Warehouse."  Train  then  turns  south 
and  passes  another  warehouse  with  "Pike  Mfg. 
Co."  painted  on  the  roof,  and  on  front,  "We 
sharpen  the  tools  of  the  world."  Then  passes 
on  right  of  the  emery  factory,  which  has  power 
wheel  revolving  in  front  gable.  Painted  on 
roof  is  "Pike  Mfg.  Co."  Directly  across  track 
is  situated  the  shipping  office  and  railroad 
platform  on  which  are  numerous  boxes  ot 
stones  marked  "Pike's  Whet,  Scythe  and  other 
stones." 

Roof  of  shipping  office  reads,  "Pike's  Mfg. 
Co.,"  also  has  sign,  shipping  office.  Between 
doors   in    front   is   shield   sign,   "Pike's   Razor 


Prize  Window  Dlsplay  in  Store  of  A.  M.  Bell  &  Co.,  Halifax,  N.  S. 


ing  are  art  glass  windows,  etc.,  with  mahogany 
^  sashes.  On  right  corner  is  round  tower,  con- 
;structed  wholly  of  stones  on  which  is  displayed 
^fiignboards,  advertising  Pike's  Whet  Stones, 
etc.,  and  sign  on  roof  of  Pike's  station  topped 
with  red,  white  and  gold  flag.  On  roof  of 
building  is  a  large  Pike,  supporting  letters 
"Pike"  in  pale  green  gilt  border.  Coming  from 
back  of  station  is  an  electric  train,  locomotive 
and  four  box  cars.  Cars  bear  the  words  "Pike 
branch  B.  &  M.  R.  R.,"  and  advertising  the 
Pike  stones.  Train  winds  around  picket  fence 
made  of  pocket  knife  hones  and  runs  south. 
On  left  side  of  train  is  seen  the  railroad  water 
tank  and  pipe,  and  on  the  opposite  side  of 
track  is  a  shanty  marked  "Pike"  over  the  door 
(residence  of  tank-keeper),  behind  which  a 
weather  -  worn  advertising  board,  reading 
"Mechanics  and  Farmers  should  select  none 
but  Pike's  stones;  superior  to  all  others; 
known  the  world  over.  For  sale  by  A.  M.  Bell 
&  Co.,  Halifax."  Further  south  is  seen  the 
windmill  revolving;  train  passes  behind  main 
factory,  then  passing  on  to  export  warehouse, 
on  the  roof  of  which  is  seen  the  words  "Pike 
Mfg.  Co."     On  front  of  building  is  advertise- 


Hones  beat  all."  From  there  turns  north  and 
crosses  trestle  work,  beneath  which  is  seen  the 
quarry,  from  which  the  rough  stone  blocks  are 
hauled  by  a  ladder  chain  (each  block  being 
lashed  with  a  small  chain)  from  a  tunnel  in 
quarry  to  opening  of  factory,  situated  on  edge 
of  quarry.  Quarry  shows  three  depths,  and  is 
built  of  corkwood  sawn  smooth  to  represent 
correct  fiber  of  stone,  and  painted  in  different 
shades.  Near  trestle  work  is  shaft  box. 
through  which  the  belt  revolves  wheel  in  emery 
•factory  and  passes  down  to  quarry.  On  shaft 
box  is  painted,  "Dangerous;  stoppage  at  bot- 
tom is  sudden  but  hard."  At  front  entrance 
to  quarry  is  seen  a  small  mining  car,  contain- 
ing slabs  of  stone,  car  being  marked  "Pike 
Mfg.  Co."  Train  next  passes  on  left  of  main 
factory,  to  which  stones  are  hauled  from  the 
quarry.  On  front  gable  is  large  water  wheel 
revolving,  above  which  is  painted,  "Pike  Mfg. 
Co."  On  sides  of  roof  is  also  "Pike  Mfg. 
Co."  Train  makes  sharp  turn  at  factory  and 
passes  a  deep  gorge.  Sign  at  bridge  entrance 
reads,  "Dangerous;  look  out  for  the  engine." 
Beneath  the  bridge  is  rock  gorge,  showing  wa- 
ter   at   bottom,   and    close    beneath   center   of 
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bridge  is  seen  the  flume  and  elbow  supposed 
to  carry  water  to  undershot  wheel  in  factory. 
In  center  of  flume  is  small  sign  reading, 
"Spooning  on  the  Pike  is  strictly  prohibited. 
By  order  Pike  Mfg.  Co."  Train  next  turns 
north  and  enters  gable  of  the  station,  the  sign 
"Pike"  being  above  the  door,  also  "1907." 

In  center  of  window  below  cliff,  on  which 
factories  are  situated,  is  a  rustic-arched  bridge, 
constructed  of  173  Scythe  Stones,  and  beneath 
which  is  seen  a  pond,  on  which  a  small  canoe, 
la3ring  partly  under  the  bridge  arch,  above 
which  is  a  sign  reading,  "Lovers'  Rendezvous." 


wheel  to  supply  the  power  for  running  the  fac- 
tories, windmill,  etc.  The  electric  connections, 
track  grading,  etc.,  were  also  done  by  Mr. 
Wetmore. 

''Auto"  Hade  of  Hardware  Articles 

The  Hinde  Hardware  Co.,  Riverside,  Cal., 
recently  made  up  from  their  Hardware 
stock  an  automobile,  which  attracted  marked 
attention.  The  wheels  are  of  grindstones,  the 
side  lamps  are  incandescent  electric  lights,  a 
bath  hose  runs  from  the  chauffeur's  seat  to  the 
horn,  etc.    The  "auto"  has  the  regulation  lamp 


Hardware  "Auto"  Display  by  Hinde    Hard  ware  Co.,  Riverside,  Cal. 


At  north  end  of  bridge  is  seen  the  grass  ter- 
races of  the  station  house,  on  either  sides  of 
main  entrance  are  signs  reading,  "Constructed 
entirely  of  stones  and  hones  (380),  Whet. 
Scythe  and  Razor,  from  the  quarry  of  the  Pike 
Mfg.  Co.";  also  small  signs,  "Keep  off  the 
grass."  Running  along  front  ancj  south  end 
of  window,  at  foot  of  elevated  ground,  etc.,  is 
a  rocky  road,  built  of  scythe  stones,  dyed  saw- 
dust, etc.,  in  front  of  which  is  a  small  rock 
cliff,  then  flat  grass  walk,  and  bordered  with 
rocks  to  front  of  window.  The  background  is 
a  wood  scene  showing  trees,  rocks,  etc.  On 
extreme  north  is  placed  your  show  card,  dis- 
playing Whet  Stones,  etc.,  resting  upon  a  grass 
terrace. 

S.  S.  Wetmore,  the  window  dresser  for  the 
concern,  states  that,  barring  the  show  card 
and  electric  train,  every  portion  of  the  display 
in  the  window  was  his  own  handiwork,  even 
to  the  water  connections  and  constructing  the 


on   top  of  radiator  hood,  seats  for  chauffeur 
and  other  passengers,  etc. 

Look  Prosperous 

Look  prosperous  if  you  want  to  be  pros- 
perous. The  motto,  ''nothing  succeeds 
like  success,"  is  true  of  retailing  as  of  every- 
thing else,  and  we  all  know  that  the  busy  store 
attracts  trade  just  because  it  is  busy.  The 
problem  before  the  average  retailei  is,  pri- 
marily, "How  to  attract  the  crowd,"  not  "How 
to  sell  goods,"  and  when  the  former  has  been 
solved,  he  is  not  likely  to  have  much  trouble 
with  the  latter  proposition. 


Hardware  dealer  (to  undecided  customer 
come  to  purchase  a  dog  trough) — "Would 
you  like  one  with  'dog*  painted  on  it,  madam?" 

Lady— "No;  my  husband  doesn't  drink 
water  and  the  dog  can't  read." 
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Eaidware  Conditions  in  Cuba 

Cuba  is  becoming  a  great  market  for  Ameri- 
can Hardware,  but  it  is  also  being  ex- 
ploited to  the  utmost  by  the  Germans  and  the 
Belgians.  Probably  the  most  striking  factor 
of  the  importation  figures  for  1907  when  a 
dilatory  "Hacienda"  publishes  them  will  be  the 
increase  in  German  goods. 

There  are  now  a  few  American  houses 
which  set  an  example  to  the  Spaniards  in  meth- 
ods of  arrangement  and  display,  and  they 
come  as  a  welcome  relief  to  the  disorder  and 
carelessness  of  the  native  stores.  The  Span- 
iard, as  a  rule,  is  the  untidiest  person  in  the 
world,  and  it  is  a  job  to  obtain  any  article 
out  of  the  ordinary  in  a  Spanish  store.  He 
has  little  idea  of  order,  and  absolutely  none  of 
advertising  his  wares.  On  the  other  hand, 
when  manufacturers  send  him  advertising  mat- 
ter he  is  only  too  pleased  to  display  it,  and 
does  his  best  to  push  those  lines.  The  obstacle 
to  this  course  is  that  the  majority  of  such  ad- 
vertising matter  is  in  English,  whilst  the  vast 
majority  of  customers  are  Spanish  speakers. 
If  manufacturers  of  staple  lines  would  prepare 
their  matter  in  Spanish  they  would  give  a 
great  impetus  to  their  trade  in  the  island. 

Business  has  been  pretty  good  in  the  island 
through  the  winter.  The  drought  in  the  in- 
terior has  given  a  setback  to  farming  imple- 
ments, but  on  the  other  hand  there  are  many 
thousands  of  acres  being  cleared  and  laid  un- 
der cultivation,  and  this  should  in  some  meas- 
ure compensate  for  the  drop  in  other  parts. 
There  is  fortunately  no  fear  of  a  drought  as 
severe  as  during  the  past  year.  The  number 
of  American  and  Canadian  colonists  is  always 
increasing  and  wherever  they  go  they  insist 
on  the  introduction  of  home-made  goods. 

Nearly  every  store  in  Cuba  stocks  roller 
skates  and  the  business  done  in  these  is  al- 
most incredible.  Safety  razors  are  another 
safe  line  carried  by  most  houses.  Trade  in 
enamel  kitchen  utensils  is  universal,  as  also 
for  bedroom  ware.  American  beds  arrive  on 
every  steamer  and  are  popular. 

The  demand  for  wire  netting  and  fencing  of 
every  description  has  been  very  good  and  will 
continue  to  increase  throughout  the  summer. 
There  is  a  good  opening  in  this  island  for  mail 
boxes.  The  primitive  custom  of  the  postman 
throwing  the  letters  through  the  window  or 
ijito  the  hallway  has  much  to  condemn  it,  and 
it  is  not  evcrvbody  who  can  pay  for  a  box 
at  the  postoffice.  Indeed,  there  is  not  a  post- 
office  in  the  island  which  is  sufficiently  large 
to  accommodate  all  requiring  boxes.  Other 
lines  which  are  badly  needed  here  are  gas 
cookers  and  stoves.  Rarely  one  may  see  a 
Manning-Bowman  to  feast  one's  eyes  on.  The 
general  custom  of  rooming  here  makes  some 
such  article  a  necessity  for  the  ordinary  alco- 
hol lamp  has  innumerable  drawbacks. 

The  general  insecurity  of  the  houses  and 
the  promiscuous  way  in  which  people  are  al- 


lowed to  wander  about  them,  has  caused  a 
shout  for  safety  locks  to  fit  wardrobes,  chests 
and  boxes.  The  banking  system  of  Cuba  is 
only  in  its  infancy.  The  great  majority  of  the 
people  still  keep  their  savings  in  some  piece 
of  furniture  in  their  room.  The  average  of 
robberies  in  Havana  is  far  higher  than  in  any 
other  town  in  the  world  of  similar  size.  The 
same  remarks  apply  to  country  towns.  Small 
safes  had  quite  a  run  amongst  the  smaller 
traders,  but  they  are  too  conspicuous  and 
rather  unportable  for  the  clerk  or  office  man 
who  are  the  general  victims  of  the  thefts, 
which  keep  the  town  in  a  state  of  terror. 

Horseshoes  are  a  standing  necessity.  The 
bad  roads  of  the  towns  and  the  country  make 
the  wear  and  tear  exceptionally  hard.  Harness 
polish  is  another  good  line  which  finds  a  ready 
sale. 

German  cutlery  is  very  common  throughout 
the  island  and  similar  goods  from  the  States 
do  not  find  the  same  sale  as  they  ought  to. 
Some  importers  say  that  the  Germans  give 
longer  credit  and  as  the  same  complaint  is 
found  in  other  trades  it  may  be  a  good  reason. 
Cuba  is  of  course  a  two  crop  island.  Only  at 
one  time  in  the  year  is  money  really  free — 
after  the  sugar  has  been  harvested.  It  is 
generally  necessary  to  arrange  credits  to  fall 
at  that  time,  but  there  is  no  reason  to  be 
anxious.  The  Spaniards  of  Cuba  are  very 
honest  and  it  is  certainly  the  exception  for 
any  trader  in  the  North  to  find  himself  left 
by  one  of  them. 

Another  thing  very  necessary  is  to  have 
some  knowledge  of  the  country  and  its  pro- 
ducts. As  an  example  of  what  I  mean,  a 
little  while  ago  I  found  a  salesman  in  Pinar 
del  Rio  trying  to  sell  lawn  mowers.  Lawn 
mowers  are  of  no  use  in  Cuba.  Their  num- 
ber is  infinitesimal.  Why?  Because  there  is 
no  lawn  to  mow.  Another  instance  was  a 
salesman  who  was  selling  stock  farm  articles 
in  the  province  of  Havana.  Now  the  cattle  in 
Cuba  are  all  in  Camaguey,  and  Santiago  and 
Santa  Clara. 

The  present  year  will  see  an  enormous  num- 
ber of  new  buildings  erected  throughout  the 
island.  This  should  give  manufacturers  in 
the  north  a  fine  opportunity  to  get  in  their 
stuff.  Practically  every  class  of  building  ma- 
terial and  sanitary  appliance  is  wanted  and 
wanted  bad.  A.  M.  P. 


Emanuel  Lyons  &  Son,  Kingston,  Jamaica, 
wholesale  and  retail  Hardware  merchants, 
have  issued  a  wall  calendar.  At  the  top  is  the 
name  of  the  concern  with  mention  of  the  lines 
of  goods  handled,  together  with  a  plantation 
scene.  On  the  monthly  calendar  sheets  is 
noted  the  days  the  store  will  be  closed,  such 
as  legal  holidays,  and  also  in  the  unoccupied 
squares  is  brief  citation  of  various  goods  car- 
ried in  stock. 
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SOME  UNPLEASANT  GOODS  TO  RETAIL  AND  THE  REMEDY 


Any  article  that  is  kept  in  an  inconvenient 
or  out-of-the-way  place,  comes  under 
the  head  of  unpleasant  goods  to  retail.  How 
many  otherwise  truthful  clerks— and  their  em- 
ployers, too — have  sent  customers  to  another 
store  for  ten  feet  of  barbed  wire,  with  the 
cellar  full!  It  is  no  wonder  a  clerk  says, 
"We  are  just  out,"  to  a  boy  asking  for  a  sheet 
of  tin,  with  the  stock  kept  in  a  wareroom 
about  a  mile  away. 

GETTING    RID    OF    BLUE    MONDAY. 

For  a  long  time  we  kept  wash  boilers  on 
the  very  top  shelf  necessitating  a .  climb  up 
a  long  ladder  several  times  to  show  the  line, 
and  as  many  times  again  to  replace  them. 
Finally  we  decided  they  must  come  down 
once  for  all.  It  is  doubtful  if  there  is  any 
business  that  requires  so  much  room  as  a 
Hardware  stock;  therefore  every  nook  and- 
cranny  should  be  utilized. 

Did  you  ever  look  around  and  decide  there 
was  no  use  buying  any  more  goods,  badly  as 
you  needed  them,  as  every  available  space  was 
filled  to  overflowing?  Then,  by  considerable 
work  changing  goods  around,  and  running  in 
some  extra  shelves,  have  found  just  the  room 
you  wanted.  We  had  a  room  in  the  rear  of 
the  store  used  as  a  general  stock  room.  This 
we  rearranged,  painting  the  rough  boards,  and 
on  one  side  building  deep  shelves,  just  deep 
enough  and  high  enough  to  take  two  No.  9 
boilers  side  by  side,  nesting  inside  these  a 
number  8  and  7.  As  these  bins  ran  clear 
across  the  room,  there  was  space  for  all  the 
kinds  carried  in  stock,  as  tin,  tin  with  copper 
bottom  and  rim,  galvanized  and  all  copper. 
Into  this  room  were  assembled  all  the  large 
articles  pertaining  to  wash-day.  At  the  bot- 
tom on  another  side  of  the  room  were  ar- 
ranged in  deep  bins,  the  various  sizes  and 
kinds  of  wash  tubs;  above  them  the  stock 
of  clothes  wringers  and  sad  irons.  On  the 
third  side  of  the  room,  also  in  deep  bins,  was 
placed  the  stock  of  wash  boards,  clothes  bars 
and  drying  arms.  A  space  was  left  for  iron- 
ing boards.  These  were  placed  upright,  but 
arranged  so  the  customer  could  see  the  dif- 
ferent sizes,  and  any  board  could  easily  be  slid 
from  the  pile  for  examination.  Extending 
over  the  door  frame  were  lengths  of  half-inch 
iron  pipe,  each  just  long  enough  to  hold  one 
dozen  coils  of  wire  clothes  lines.  The  cotton 
lines  were  kept  in  bins  with  hinged  covers. 
With  these  arrangements,  wash  day  was  no 
longer  blue  Monday,  and  the  goods  pertain- 
ing to  that  day  became  among  the  pleasantest 
in  the  store  to  sell. 

AN  EASY  WAY  TO  HANDLE  WIRE  CLOTH. 

At  first  the  wire  cloth  was  kept  in  a  case 
of  pigeon  hole  bins,  large  enough  to  hold  one 
roll,  extending  from  the  floor  up,  about  six 
fee^.    At  the  bottom  the  black  and  galvanized 


started  running  up  from  eighteen  mches  wide 
to  forty-eight;  above  that  came  the  copper. 
The  only  way  to  get  at  the  wire  was  to  pull 
out  the  rolls.  There  being  some  weight  in  a 
full  roll  of  36  to  48  wire,  the  roll  was  then 
laid  on  the  floor  and  measured  and  cut  there. 
Then  the  roll  must  be  lifted  up  and  put  in  its 
proper  place — cash  process  a  back-breaking 
operation-^so  there  was  strong  temptation  to 
let  the  rolls  lie  on  the  floor.  Under  these  con- 
ditions a  call  for  wire  cloth  came  to  be 
dreaded.  Immediately  adjoining  the  wire 
cloth  rack  was  the  glass  table.  At  one  end 
was  made  a  four-sided  wire  cloth  rack,  fast- 
ened so  it  would  not  slide  around  out  of  place, 
but  would  turn  on  casters.  This  rack  was 
tapered  with  the  supports  made  half-circle 
shape  with  trunk  rollers  so  placed  in  the  half 
circles  that  when  the  end  of  the  wire  was 
pulled  out  the  roll  would  turn  on  the  casters. 
The  top  arms  held  the  small  rolls,  the  width 
increasing  toward  the  bottom,  the  widest  roll 
being  36  inches.  To  get  at  the  rolls  on  the 
other  side,  the  rack  simply  had  to  be  turned 
around  on  the  casters.  Running  across  the 
table  at  the  bottom  of  the  rack,  a  long  wooden 
roller  was  so  placed  that  when  a  piece  of  wire 
from  one  of  the  top  rolls  on  the  rack  was 
wanted,  it  was  pulled  down  and  slipped  under 
the  roller.  In  order  not  to  bind  on  the  rack 
when  pulled  down  straight,  the  wire  ran  over 
rollers  extending  across  at  the  top  of  the  half- 
circles,  made  of  gas  pipe  slipped  over  quarter- 
inch  iron  rods.  At  the  foot  of  the  rack,  be- 
tween it  and  the  long  roller,  were  a  pair  of 
half-circles,  and  in  this  was  placed  the  long 
rolls  over  36  inch.  These  long  rolls  were  kept 
in  the  same  shaped  rack  with  pigeon  holes  as 
at  first,  only  they  had  rollers  in  them,  which 
not  only  made  it  easier  to  replace  and  take 
out  the  rolls,  but  permitted  them  to  enter 
without  the  wire  binding  and  leaving  part  pro- 
trude. The  measuring  and  cutting  being  done 
on  the  table,  the  double  strain  on  the  back 
was  avoided.  The  whole  force  wondered  why 
no  one  had  thought  of  this  plan  before* 

BARBED    AND   PLAIN    WIRE. 

Barbed  wire  excels  in  the  "unpleasant"  fea- 
ture, so  much  of  a  bugbear  has  it  become  that 
some  dealers  refuse  to  cut  the  wire  at  the 
store,  letting  the  customer  have  that  pleasure, 
charging  him  with  the  weight  of  the  reel  and 
crediting  what  is  returned.  No  device  can  do 
away  with  the  barbs  and  the  danger  in  han- 
dling it.  About  the  only  thing  to  do  is  to 
do  as  the  farmer  does — place  the  reel  in  a 
rack  so  it  will  turn  as  the  wire  is  pulled  off. 
Smooth  iron  wire  is  unpleasant  only  from  the 
annoyance  of  getting  at  a  small  quantity  from 
a  full  bundle  without  having  the  whole  kinked 
and  twisted.  When  a  roll  is  opened  and  the 
outside    end    started,    it    comes   off    the    roll 
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well  enough,  except  where  the  coil  rests  on  the 
floor,  then  it  requires  both  hands  and  feet  to 
control  it.  If  the  coil  is  placed  on  hooks 
driven  in  the  wall  to  conform  to  its  shape,  the 
weight  is  put  on  the  inside  and  when  the  end 
js  started  the  wire  will  come  off  in  coils  with- 
out kinks. 

POULTRY  NETTING. 

Usually  poultry  netting  is  cut  off  where 
there  is  plenty  of  room,  especially  a  long 
stretch.  As  the  main  store  room  is  out  of  the 
question,  an  alley  or  the  sidewalk  is  often 
used.  The  problem  of  width  cannot  be  solved, 
but  that  is  not  over  six  feet,  while  that  of 
length  can  be  modified.  In  a  stout  rack 
tapered  so  it  will  hold  widths  from  six  feet 
at  the  bottom  to  one  foot  at  the  top,  place  the 
netting  on  adjustable  rods  or  rollers,  so  they 
can  be  pulled  out  and  fresh  rolls  substituted. 
In  measuring,  the  wire  can  be  gathered  in  laps 
as  it  comes  off  the  roll,  so  that  when  cut  the 
rolling  up  will  start  from  the  cut  end.  One 
man  can  handle  72-inch  netting,  if  in  starting 
the  roll  he  will  fasten  each  end  and  along  the 
center  rolling  tight,  then  in  a  few  turns  the 
six  feet  will  roll  up  as  easily  as  the  four  feet. 

PAINT   OILS    AND   HJBRICANTS. 

The  patent  pump  tanks  with  measuring  de- 
vice have  lessened  the  inconvenience  attached 
to  handling  some  of  the  lighter  oils  that  are 
in  active  demand.  For  othc;^  oils  that  are 
called  for  in  small  quantities  a  very  conveni- 
ent way  is  to  have  galvanized  cans  with 
spigots  attached,  holding  from  5  to  10  gallons 
These  cans  may  be  placed  on  a  rack,  with  as 
many  tiers  as  necessity  requires.  This  plan 
K  especially  convenient  for  machine,  castor, 
■/ard  oil  and  Neatsfoot  oil.  There  are  some 
oils  that  are  used  direct  from  the  barrels  and 
rhe  tapping  of  a  fresh  barrel  generally  means 
the  expenditure  of  considerable  muscle  force. 
Where  barrels  are  tapped  on  the  side  and 
placed  upright  they  can  be  set  in  place  by 
using  a  truck.  If  it  is  necessary  to  tap  the 
barrels  on  the  end,  a  block  and  tackle  lessens 
the  labor,  if  there  are  not  over  four  barrels  to 
each  tackle.  A  chain  is  fastened  around  the 
barrels  much  as  a  shawl  strap  is  used.  This 
plan  works  equally  well  with  the  metal  as 
with  the  wooden  barrels.  For  absorbing  the 
waste  oil,  sawdust  is  generally  used,  but  this 
has  the  disadvantage  of  being  inflammable. 
Sand  absorbs  oils  equally  well,  is  cleaner  and 
not  at  all  inflammable. 

GLASS. 

If  the  cost  of  a  patent  glass  board  places  a 
bar  to  the  ownership  of  one,  a  convenient, 
practical  table  can  be  made  in  the  store.  The 
frame  should  be  made  of  heavy  stuff  about 
3x4  in.,  with  not  less  than  one-inch  thick 
boards  for  the  top,  1%  is  preferred,  screwed 
down  to  prevent  warping.  At  the  back  of  the 
tfibjc  drive  flooring  brads  so  they  will  be  ex- 


actly Qpe  inch  apart  and  extend  about  %  of  an 
inch  above  the  table.  At  the  front  of  the  table 
a  steel  square  can  be  inserted  at  the  corner 
and  the  extension  ot  marked  dimensions  con- 
tinued along  the  table  by  inserting  a  yard  stick 
flush  with  the  table.  A  straight  edge  of  hard 
wood  about  VA  to  2  in.  in  width  and  half  an 
inch  in  thickness,  should  be  mitred  at  one  end. 
The  brads  should  be  driven  so  that  when  the 
mitred  point  of  the  straight  edge  is  inserted 
Detween  them,  the  %  of  an  inch  the  cutter 
takes  up  will  bring  the  cut  directly  on  the  inch 
line.  When  fractions  of  an  inch  are  to  be 
cut,  the  glass  can  extend  beyond  the.  straight 
edge,  which  comes  only  on  the  inch  lines,  the 
distance  required,  which  can  be  gauged  by 
the  graduations  on  the  yard  stick  at  the  front 
of  the  table.  With  a  convenient  table,  a  good 
cutter,  and  good  light,  any  clerk  can,  with  a 
little  practice,  cut  glass  with  little  or  no  break- 
age. The  most  trouble  one  has  in  glazing  It 
in  having  the  putty  too  hard,  as  it  will  then 
crumble  under  the  knife,  while  if  softened 
with  linseed  oil  it  will  work  freely  and  a 
smooth  job  will  result.  It  is -what  we  can  do 
well  that  we  like  to  do.  With  many  of  the 
rough  places  made  smooth  for  him,  the 
troubles  that  assail  the  Hardware  salesman 
will  fold  their  tents  like  the  Arab  and  silently 
steal  away. 

Ten  Boles  for  fhe  Care  of  Shears  and  Scis- 
sors 

First — Never  throw  a  shear  or  scissor  down 
carelessly,  but  always  hang  it  up. 

Second — Remember  that  in  a  good  shear  or 
scissor,  two'  fine,  sensitive  edges  work  one 
against  the  other,  and  that  careless  handling 
and  rough  treatment  will  destroy  the  edge  and 
consequently  spoil  the  shear. 

Third — Always  wipe  off  the  blades  after 
using. 

Fourth — Never  Use  a  shear  or  scissor  to 
pull  tacks  with. 

Fifth — In  case  the  shear  does  not  run  easily, 
a  drop  of  oil  on  the  screw  head  will  work  itself 
inwardly  onto  tK%  ride  of  the  shear.  The  shear 
then  wiped  will  run  smoothly  and  cut  the  bet- 
ter for  it. 

Sixth — Never  grind  a  shear  or  scissor  on 
the  inside  of  the  blade.  When  you  sharpen  a 
shear  or  scissor,  grind  it  only  on  the  edge  and 
at  the  same  angle  it  originally  had. 

Seventh — Never  rivet  the  screw  of  a  shear 
or  scissor  when  trying  to  fix  it,  but  always 
use  a  screw  driver — not  a  hammer. 

Eighth — Never  use  the  points  of  a  shear  or 
scissor  to  pry  with. 

Ninth — Never  use  a  shear  or  scissor  to  take 
stoppers  out  of  bottles. 

Tenth— Never  use  a  shear  or  scissor  to 
pound  with. 
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LISTS  AND   DISCOUNTS 

Some  Favor  Net  Prices — Some  Want  Discounts 
but  Goods  Billed  Net  Prices— Others  Want  SUnd- 
ard  Lists — A  Number  Want  Discounts  and  Plenty 
of  Them — Majority  Favor  Simplified  Discounts. 


fimn  Follow  in  Figuring  Long  Bisconnte 

We  know  not  w'hat  advantages  are  claimed 
by  jobbers  and  manufacturers  by  list 
and  long  discounts;  but  as  applied  to  the  re- 
tail man  we  fail  to  see  where  any  advantages 
accrue.  It  causes  him  lots  of  work  in  mark- 
ing up  goods,  and,  if  the  truth  were  known, 
we  believe  that  many  of  the  smaller  stores  are 
standing  losses  on  their  goods  from  the  fact 
that  errors  are  very  easy  to  make  in  figuring 
long  discounts. 

We  have  known  cases  where  the  jobber  ap- 
plied the  wrong  discount  which  have  made  a 
direct  loss  to  the  retailer  had  he  not  been 
posted  on  the  price  of-  the  goods  when  reduced 
to  a  net  basis. 

Wynne  Hakdwarb  Co., 
C.  C.  Hazlcton,  Sec'y. 

Prefers  Net  Prices  on  Invoioes 

I  have  been  a  Hardware  retailer  for  twenty- 
six  years.  If  I  had  the  newest  lists  al- 
ways before  me,  discount  quoted  would  be  all 
right.  But  when,  as  is  usually  the  case,  I  am 
without  the  list,  I  prefer  to  be  quoted  the  net 
price,  and  I  would  rather  have  my  invoices 
made  at  net  prices,  because  it  saves  me  the 
work  of  calculating. 

F.  W.  Berry. 

Object  to  Long-Drawn-Ont  IKsoonnts 

We  are  in  favor  of  lists  and  discounts,  but 
find  objection  to  the  'long,  drawn-out  dis- 
counts, which  in  most  cases  could  be  substi- 
tuted by  a  single  discount  figure.  We  do  not 
see  how  it  would  be  possible  to  have  a  system 
of  net  prices,  as  the  discount  system  is  the 
only  way  that  the  many  changes  in  the  market 
can  be  made  with  the  least  possible  work. 

Philip  Gross  Hdwe.  Co. 

^'Keep  TTp  With  the  Times" 

I  think  the  manufacturer  should  do  as  the 
retailers  have  to — that  is,  "keep  up  with 
the  times."  I  see  no  sense  in  taking  a  dozen 
No.  11  Blued  D.  P.  Tacks,  listing  at  $1.40, 
and  then  giving  90  and  5/10  off.  The  list 
should  be  cut  down  and  a  reasonable  discount 
made  on  all  lines  where  such  confusing  dis- 
counts are  used.  H.  L.  McVamara. 

Prefers  Catalogs  With  Simple  Bisconnts 

1  prefer  catalogues  with  the  simplest  dis- 
counts, so  it  won't  take  such  a  long  time 
to  figure  them  out  with  the  regular  prices.  I 
would  also  prefer  net  prices  all  the  way 
through  to  enable  the  clerks  to  get  a  reason- 
able profit  of  the  goods  we  sell. 

H.  F.  Hertzog. 
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lake  Invoices  Billed  Net 

We  are  in  favor  of  discounts  in  quoting 
prices,  but  we  would  like  them  more 
simplified.  It  seems  to  us  that  one  discount 
should  be  sufficient.  There  is  one  thing  that 
we  do  not  want  above  all  things,  and  that  is 
have  these  long  discounts  in  our  invoices.  We 
like  our  invoices  billed  net.  It  would  cause 
our  jobbers  and  manufacturers  not  a  little 
trouble  and  expense  to  change  from  discount 
to  net  prices,  therefore  we  say,  let  the  discount 
stand,  but  give  it  to  us  in  a  more  simplified 
form.  R.  M.  Pyburn  Co. 

He  Gets  Tired  and  Bisgosted 

I  would,  by  all  means,  prefer  more  simplified 
discount,  as  we  get  tired  and  more  than 
disgusted  with  some  of  the  discounts  we  re- 
ceive on  goods.  I  consider  it  time  thrown 
away  in  figuring  some  of  the  discounts  on 
goods.  S.  E.  Pope. 

Favor  a  Greater  Standardization  of  lists 

I  think  that  lists  and  discounts  are  the  only 
.  way  of  keeping  track  of  Hardware  costs, 
but  would  favor  a  greater  standardization  of 
lists  and  simpler  discounts.  This  would  effect  a 
saving  of  time  for  the  busy  Hardwareman. 

E.  K.  Owens. 


We  are  too  busy  to  top  and  figure  discounts; 
would  prefer  straight  prices. 

E.  L.  HiRSCHi. 


We  prefer  hig'h  lists  and  combination  dis- 
counts. 

SicKELs,  Preston  &  Nxjtting  Co. 

Views  from  a  SmaH  Bealer 

1  realize  that  from  the  manufacturers  and 
jobbers*  standpoints  that  discounts  arc 
the  easiest  and  perhaps  the  best  for  their  use. 
The  manufacturers  require  a  different  discount 
for  the  large  and  small  jobbers,  and  also  for 
the  retailers.  But,  from  the  standpoint  of  the 
small  retailer,  I  much  prefer  net  prices.  Cer- 
tain net  price  catalogues  are  very  convenient. 
The  jobbers  could  simplify  matters  consider- 
ably, if  they  would  but  print  their  catalogues 
with  prices  approximating  the  retail  selling 
price  of  Hardware  articles.  The  idea  being, 
that  the  dealer  can  show  the  catalogue  to  a 
customer  and  tell  him  that  the  price  named 
in  the  catalogue  is  about  the  selling  price.  I 
have  recently  received  a  large  catalogue  in 
which  the  lists  are  of  no  use  to  me,  but  they 
send  a  pocket  size  with  the  retail  price.  Why 
could  they  not  have  inserted  the  price  in  the 
large  catalogue?  fl.  A.  Dunnjnq, 
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Will  Welcome  Simpler  Bisoounts 

It  would  seem  to  us  the  string  of  discounts 
now  so  commonly  used  could  be  aban- 
doned. Discounts  must  certainly  be  employed 
especially  in  using  your  catalogue  with  a  cus- 
tomer. But,  it  seems,  however,  needless  to 
us,  to  use  a  ninety,  three  tens,  five  and  two 
per  cent,  discount,  when  lists  could  so  be 
arranged  that  a  straight  discount  of  from 
twenty-five  to  fifty  per  cent,  for  a  limit  could 
be  used  as  well.  We  will  welcome  the  time 
when  simpler  discounts  are  used. 

Sheets  &  Knodle  Co. 

Firm   Believer   in  Low  list    and  Simple 
Biscoimt 

I  have  long  since  found  out  that  it  takes  more 
time  to  figure  out  a  complicated  discount 
than' it  does  to  mark  the  goods  themselves.  I 
am  a  firm  believer  that  all  goods  should  have 
a  low  list  and  simple  discount,  and  hope  the 
time  is  not  far  off  when  this  system  will  be 
adopted. 

Herman  F.  Ansfach. 

Wants  Discounts  Equal  to  the  Big  FellowB 

The  system  of  "Lists  and  Discounts"  has  in 
the  main- been  satisfactory  to  us,  and  I 
know  of  no  other  way  that  would  be  as  sat- 
isfactory. Our  principal  trouble  is  to  get  the 
jobber  and  manufacturer  to  quote  us  a  dis- 
count that  will  put  us  on  an  equal  footing  with 
that  other  retailer  that  sells  his  goods  by 
means  of  a  large  illustrated  catalogue,  and 
when  the  manufacturers  and  jobbers  will  do 
that  and  quit  handing  us  the  "hot  end  of  the 
poker,*'  we  will  find  time  to  figure  the  net 
price.  A.  A.  Jacobs. 

Suggest  Standard  Size  for  Booklets,  Etc. 

It  is  my  oJ)inion  that  on  certain  lines  where 
there  is  an  unlimited  number  of  sizes  of 
the  same  article,  it  will  be  almost  impossible  to 
do  business  without  a  list  and  discount;  in 
fact,  I  am  of  the  opinion,  taking  the  entire  line 
of  Hardware,  it  is  necessary  to  have  lists  and 
discounts.  The  retailer  picks  up  more  or  less 
business  from  the  numerous  catalogues  sent 
out  by  the  various  manufacturers  and  jobbers, 
and  the  only  way  he  has  of  making  these  sales 
is  by  the  use  of  catalogues,  which,  if  they  were 
priced  up  with  net,  he  could  not  show  it  to  his 
customers,  and  the  catalogue  would  be  of  no 
value  in  procuring  such  orders.  On  the  other 
hand,  if  this  catalogue  were  priced  with  a  long 
price  to  which  a  single  discount  of  13,  40  or 
50  per  cent,  would  apply  to  the  entire  cata- 
logue, it  would  be  of  more  value  to  the  re- 
tailer. In  making  up  an  order  by  the  dealer 
for  the  manufacturer  or  jobber  we  do  not  see 
any  inconvenience  in  using  lists  and  discounts. 
In  fact,  I  would  much  prefer  catalogues  com- 
ing into  my  store  with  the  long  prices  subject 
to  a  discount;  for  with  the  best  of  care  any 


catalogue  is  very  apt  to  get  into  the  hands  of 
the  consumer,  and  if  that  catalogue  is  priced  at 
net,  there  is  no  protection  for  the  retailer. 

We  would  offer  as  a  suggestion  to  manufac- 
turer and  jobber  issuing  price  lists  and  dis- 
count if  they  could  confine  the  size  of  their 
cards,  booklets  or  folders  to  a  3x5,  so  that  it 
can  be  filed  in  a  card  cabinet.  I  venture  to 
say  if  this  size  were  adopted  as  far  as  practi-  • 
cal,  the  retail  buyers  will  take  better  care  of 
the  quotations,  etc.,  mailed  them. 

C.  A.  Dewey. 

Standard  lists  Should  be  Adopted  on  Many 
Lines 

We  believe  that  standard  lists  should  be 
adopted  on  many  lines  not  now  so 
listed,  and  that  such  lists  with  discounts  are 
of  great  advantage  to  the  retailer  who  has 
great  difficulty  in  keeping  posted  as  to  the 
correct  price  of  a  multiplicity  of  individual 
items.  While  a  greater  degree  of  uniformity 
in  discounts  would  be  desirable,  the  work  of 
figuring  complicated  discounts  complained  of 
by  many  of  your  correspondents  can  be  sim- 
plified by  reducing  the  complicated  discounts 
to  their  equivalent  in  simplified  form,  and  the 
result  used  in  figuring  the  individual  items  of 
an  invoice.  For  those  who  cannot  readily 
compute  these  equivalents,  complete  tables  are 
published,  the  adoption  of  which  will  save 
much  labor  and  time.  A  variety  of  discounts 
are  necessitated  by  the  continual  changing  of 
the  market  conditions,  and  we  think  are  de- 
sirable to  prevent  many  customers  learning 
the  cost  of  our  goods. 

The  Davis-Kaser  Co. 

In  F^Yor  of  Bisconnts,  bnt  Simpler 

I  am  a  firm  believer  in  lists  and  discounts 
instead  of  net  prices,  as  it  occurs  nearly 
every  day  that  a  merchant  has  a  call  for  some 
article  not  carried  in  stock,  but  turns  to  cata- 
logue, shows  up  cut  and  description  of  article 
wanted,  and  makes  the  sale,  which  would  be 
hard  to  do  if  prices  quoted  were  net. 

I  must  say,  to  my  own  judgment,  however, 
there  is  too  much  red  tape  about  the  present 
system.  Take,  for  instance,  bolts,  screws,  etc., 
with  a  usual  run  of  discounts  like  87%,  10 
and  5.  I  don't  see  why  the  lists  on  such 
goods  could  not  be  adjusted  to  a  simplier  dis- 
count. G.  A.  Bock. 

Inclines  Toward  Net  Price  ^notations 

We  have  always  tried  to  give  a  simple  dis- 
count from  list  prices.  It  is  sometimes 
a  little  difficult  to  do  that.  So  far  as  retail- 
ers are  concerned,  we  are  inclined  to  think  a 
better  way  would  be  to  just  quote  net  prices, 
as  a  very  large  proportion  of  them  do  not 
like  to  figure  discounts,  and  a  quotation  given 
them  by  list  price  and  discounts  often  pre- 
vents getting  an  order. 

Niagara  Falls  Metal  Stamping  Works. 
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TTnalterably  Opposed  to  Net  PriceB 

I  am  strictly  orthodox  and  unalterably  op- 
posed to  net  prices  for  Hardware.  I  have 
been  in  the  Hardware  business  for  twenty-five 
years,  was  trained  to  it  by  a  New  Yorker  who 
was  very  thorough  in  the  line,  and  he  would 
not  have  a  net  invoice  in  the  house.  I  regard 
the  movement  for  net  prices  as  an  innovation 
and  hope  it  will  never  be  inaugurated.  I  love 
to  figure  discounts  and  am  training  the  young 
men  associated  with  me  in  the  old  school. 
^  W.  M.  Gun  NELL. 

A  Beal  Pleasure  to  Figure  Biscoiuits 

We  are  very  much  in  favor  of  lists  and  dis- 
counts as  they  exist  at  present,  or  even 
more  complicated  ones.  Merchants  that  can- 
not figure  discounts  never  get  any  of  the  real 
pleasure  of  the  Hardware  business,  and  one 
who  does  not  love  his  business  should  get  into 
something  that  he  docs  love. 

Long  &  Sobenson. 

Does  Not  Favor  Net  Prices 

I  do  not  find  much  of  any  fault  in  the  dis- 
counts which  are  now  ruling;  of  course, 
they  could  be  less  complicated.  For  no  reason 
do  I  prefer  net  prices  in  a  catalogue,  for  many 
a  time  the  retailers  or  dealers  have  to  show 
the  catalogues  to  their  custgmers,  and,  of 
course,  it  is  not  advisable  to  let  them  see  the 
price  goods  cost  us,  for  it  would  hardly  give 
us  a  chance  to  make  a  living  profit.  It  is  for 
this  reason  why  I  do  not  like  such  catalogues 
as  Butler  Bros,  issue.  If  at  any  time  net  prices 
are  put  into  catalogues  I  should  consider 
"Blind  Figures'*  the  best  system  for  pricing 
goods. 

Otto  Griesser,  Sr. 

Puzzling  Discounts  Carried  to  Extremes 

Discounts  are  necessary  for  the  protection 
of  the  Hardware  dealer,  but  should  be 
simple  and  not  as  complicated  as  they  are. 
The  lists  on  some  goods  are  entirely  too  low 
and  others  too  high,  and  should  be  better 
regulated.  It  is  our  opinion  that  in  a  good 
many  cases  the  puzzling  discounts  are  carried 
to  the  extreme.  Lists  and  discounts  should 
be  used  on  practically  all  lines. 

Hallettsville  Hardware  Co. 

Satisfied  With  Standard  Lists 

In  reference  to  price  lists  and  discounts,  will 
state  that  the  price  lists  which  we  use  are 
the  Old  Standard  lists,  and  we  will  make  no 
change  in  these  lists. 

Forest  City  Bit  &  Tool  Co. 

Satisfied — But  Some  Strong  Exceptions 

We  wish  to  state  in  the  beginning  that  we 
are  so  accustomed  to  the  discount  sys- 
tem that  we  like  it  very  much.  If  the  manu- 
facturer would  cease  changing  the  list  so  often 
and  leave  them  the  way  they  have  been,  and 
change  the  discount,  we  would  be  in  a  much 


better  position  to  sell  whether  or  not  we  were 
buying  goods  at  th2  right  prices.  However, 
we  would  register  a  criticism  in  regard  to 
some  items  which  use,  to  our  opinion,  a  very 
extensive  and  numerous  line  of  discounts. 
For  instance,  the  item  of  tacks,  the  item  of 
screws,  the  item  of  chisels,  the  item  of  pad- 
locks and  the  item  of  bolts.  For  example, 
some  of  these  lines  run  about  like  this — 87%, 
5,  10,  7%  and  5J<,  and  some  like  90,  45,  10  and 
7%J<.  We  believe  the  discount  system  is  the 
correct  system  in  keeping  track  of  prices.  We 
notice  that  a  great  many  of  the  jobbers  are  now  . 
using  nef  prices  in  billing  out  goods  to  the  con- 
sumer, but  we  find  that  we  have  to  hunt 
considerable  in  order  to  see  that  the  correct 
prices  are  charged.  We  notice  just  recently 
a  bill  of  twist  drills,  which  we  had  bought 
from  a  traveling  man  at  65  per  cent,  and  10 
per  cent,  instead  of  billing  them  the  same, 
they  put  in  the  net  prices  which  netted  them 
about  60  per  cent,  and  10  per  cent.  Of  course 
it  is  up  to  the  merchant  to  watch  his  bills 
closely  and  see  that  goods  bought  from  a 
traveler  are  confirmed  in  the  invoice. 

A  Western  Dealer. 

There  Should  be  a  Happy  Hedium 

We  have  always  been  of  the  opinion  that 
"between  either  extreme,  there  is  a 
happy  medium  "  We  are  frank  to  say  that  it 
would  take  months  to  make  up  net  prices  on 
Carriage  Bolts,  Tacks,  Screws,  etc.,  and  it 
is  certainly  very  much  simpler  to  use  lists 
which  ought  to  be  made,  in  our  own  judg- 
ment, with  a  view  to  having  a  very  simple 
discount.  The  writer  was  in  the  office  of  one 
of  the  New  York  Sales  Agents  recently  and 
inquired  price  of  '*Coe's"  Wrenches.  The 
complex  discount  which  was  fired  at  us  com- 
pletely staggered  us,  and  while  we  have  been 
figuring  on  it  for  months,  we  have  hardly  de- 
cided what  it  is  yet.  We  think  discounts,  as 
established  by  these  people,  works  a  great 
hardship  on  the  trade,  even  with  the  aid  of 
a  discount  book,  with  all  the  combinations 
which  Mr.  Ladd  could  conjure  up  in  an  active 
"Hardware  brain,"  has  no  such  combination 
as  that,  so  it  requires  quite  a  bit  of  time  to 
figure  out  the  net  cost  on  these. 

Taking  the  other  extreme,  a  prominent 
manufacturer  of  Rules,  Levels,  etc.,  sends  out 
under  date  of  January  1st,  net  prices  on 
everything,  and  states  that  in  future  their 
invoices  will  be  net.  Ihis,  we  think,  will 
work  still  a  greater  hardship  than  a  complex 
discount  on  the  sales  department,  the  store 
endeavoring  to  sell  goods,  of  course,  at  a 
profit.  From  our  standpoint,  we  do  not  un- 
derstand why  the  manufacturers  cannot  adopt 
a  fair  list  and  price  a  whole  line  at  a  very 
simple  discount.  We  shall  read,  with  much 
interest,  the  views  of  the  trade  along  these 
lines. 

Emery  Hardware  Co. 
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Prefers  the  Short  Discoimts 

I  prefer  the  straight  discounts  when  they  are 
30  or  45  off,  but  when  it  comes  to  50,  10, 
10,  5  and  2%  per  cent.,  I  would  be  glad  to  see 
such  discounts  abolished.  It  takes  up  too 
much  time.  When  a  retailer  sells  goods  from 
a  catalogue  the  customer  likes  to  get  a  dis- 
count as  he  thinks  he  is  getting  the  goods  for 
less,  but  when  you  charge  above  the  printed 
price  he  thinks  you  are  making  too  much 
profit,  and  they  are  ready  to  kick.  I  consider 
a  straight  discount  will  give  better  satisfac- 
tion. A.   G.    HOLIADA. 

Letter  from  the  Origisal  Writer 

To  the  Editor: 

We  have  noted  with  considerable  interest 
the  discussion  which  has  been  aroused 
regarding  the  matter  mentioned  in  our  letter 
of  several  issues  ago,  and  the  discussion  is 
certainly  very  interesting. 


something  for  which  there  is  no  necessity  at 
all. 

We  were  interested  in  reading  the  inter- 
view in  March  issue,  headed  **Why  Dis- 
counts Will  Stay."  We  agree  with  the  first 
part  of  this  article,  to  the  effect  that  list  and 
discounlts  ar^  a  necessary  adjunct  to  tho 
Hardware  business,  but  do  not  quite  follow 
the  reasoning  that  a  complicated  series  of 
discounts  insures  prices  being  better  main- 
tained, or  insures  a  better  margin  of  profit 
for  the  jobber. 

In  our  experience,  we  find  that  our  cus- 
tomers prefer  having  net  prices  quoted  in- 
stead of  discounts,  as  they  are  in  most  cases 
not  familiar  with  the  lists  and  discounts,  and 
prefer  knowing  exactly  what  the  goods  will 
cost  them.  In  quoting,  therefore,  we  almost 
invariably  quote  net  prices. 

We  are  glad  to  note  the  interest  manifested 
in  this  proposition  both  by  the  manufacturers 
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We  think  that  some  rather  missed  the  point 
of  our  letter,  thinking  that  we  advocated  net 
prices.  This  we  did  not  do,  but  advocated 
simpler  discounts.  In  our  opinion,  net  prices 
would  not  be  practical  at  all.  In  adopting  net 
prices,  we  would  be  jumping  out  of  the  fry- 
ing pan  into  the  fire.  But  we  do  advocate, 
and  advocate  strongly,  the  adoption  of  a  more 
simple  system  of  discounts. 

There  can  be  no  possible  objection  to  a  dis- 
count of  80  or  80  and  10,  or  80  and  10  and  10, 
or  something  of  the  sort  But  when  the 
manufacturer  asks  us  to  waste  valuable  time 
in  figuring  such  discounts  as  42%,  16  2-3,  2%, 
10,  10  and  5  per  cent.,  he  is  asking  us  to  do 


and  jobbers,  and  trust  that  the  discussion  will 
result  in  the  adoption,  generally  speaking,  of 
a  more  simple  system  of  discounts. 

Emerson  &  Fisher^  Ltd., 

F.  R.  Murray. 

New  TTse  for  Shaving  Bnulies 

If  the  child  should  make  a  fuss  when  the 
ears  are  being  washed  with  a  waslh  cloth,  sub- 
stitute papa's  shaving  brush,  which  is  said  to 
thoroughly  clean  the  ear  and  at  the  same  time 
remove  the  child's  objection  to  the  cloth 
method.  In  addition  to  selling  shaving  brushes 
for  their  original  purpose,  the  Hardware  mer- 
chant can  now  label  then\  "Improved  Ear 
Cleansers,  price  50  cents,"  etc 
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Battleship  Window  Display 

Prior  to  and  soon  after  the  start  of  the 
American  naval  squadron  for  the  Pacific 
coast  there  was  a  great  deal  of  interest 
aroused.  Taking  advantage  of  this  feature  the 
Leadville  Hardware  Co.,  Leadville,  Colo.,  dis- 
played in  their  show  window  a  miniature  bat- 
tleship, as  shown  in  this  connection.  The  credit 
for  getting  up  this  display  belongs  to  George 
Johnson,  who  is  with  the  concern  named.  In 
its  entirety  the  ship  is  made  from  articles  for 
sale  in  the  store.  The  exterior  appearance  of 
the  vessel  in  every  detail  resembles  a  modern 


ed  plumb  bobs  form  the  ornaments  at  the  top 
of  the  masts  at  which  float  American  flags.  An 
express  neck  yoke  fits  very  nicely  and  boks 
like  a  real  yardarm.  Wagon  boxings,  with  the 
small  ends  protruding  from  the  proper  places, 
look  for  all  the  world  like  cannons  of  various 
sizes.  The  rapid-fire  guns  on  the  turrets  are 
represented  by  punches  made  of  steel.  The 
ventilators  of  a  real  battleship  don't  appear  any 
more  natural  than  the  ones  on  this  exhibition 
craft,  which  are  no  more  than  brightly  polished 
stove  pipe  elbows.  The  flying  bridge  is  made 
of  brackets,  and  the  derrick  by  means  of  which 


Battleship  Window  Display  by  Leadville  Hardware  Co.,  Leadville,  Colo. 


double  turreted  war  vessel  of  the  American 
navy.  Built  in  the  center  of  an  area  of  blue 
paper,  laid  so  as  to  resemble  an  expanse  of 
billowy  ocean,  the  ship  rises  majestically  in 
the  window  to  a  height  of  nearly  8  feet.  The 
body  above  the  water  line  is  made  of  wax 
candles  placed  on  end  side  by  side.  Four  hun- 
dred and  eighty  candles  were  used  in  this  part 
of  the  work.  Sheets  of  galvanized  iron,  used 
in  the  construction  and  repair  shop  of  the 
Hardware  store,  form  the  sides  and  deck.  The 
deck  is  covered  with  steel  washers  to  make  it 
more  resemble  the  riveted  plates  used  in  the 
construction  of  a  real  fighting  vessel.  Stove 
pipe  joints  take  the  place  of  the  masts,  and  are 
mounted  by  neck  yokes  for  the  topmasts.  Gild- 


the  lifeboats  are  let  down  of  gas  and  steam 
fittings.  The  lifeboats  themselves,  in  this  in- 
stance, consist  of  wooden  chopping  bowls.  The 
smokestacks  are  built  of  6-inch  exhaust  pipes, 
and  the  funnels  of  sausage  stuffers.  Hall 
brackets  form  the  anchors,  and  door  stops  the 
posts  by  means  of  which  the  ship  is  tied  to  the 
dock.  An  electric  light  shining  through  a  glass 
paperweight  takes  the  place  of  a  searchlight. 
The  railing  is  made  of  wire  clotheshooks  for 
the  posts,  and  cotton  clotheslines  for  the 
guards.  A  pair  of  stove  pokers  serve  for  the 
flagpoles,  on  which  the  admiral's  flag  and  the 
union  jack  wave  proudly.  A  mine  whistle  and 
a  brass  bell  complete  the  fixtures.  In  length 
the  vessel  is  15  feet. 
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KliTninating  XTnfair  Competition 

By  Grant  Porter. 

There  are  a  great  variety  of  opinions  as  to 
just  what  unfair  and  disastrous  compe- 
tition is.  Some  would  define  as  "unfair"  that 
which  others  would  call  shrewd  tactics;  and 
certain  business  methods  would  be  alternate- 
ly commended  and  condemned  by  a  given 
number  of  Hardware  dealers.  But  it  seems 
to  me  that  th«  meat  of  the  whole  question 
stripped   of  its   technical   covering  is   motive. 

No  conception  of  fair  competition  is  that 
when  business  is  obtained  at  a  legitimate 
profit  through  the  environment,  social  stand- 
ing or  business  ability  of  the  dealer  or  his 
representative. 

I  would  define  as  unfair  and  disastrous  to 
&11  parties  concerned  any  aggressive  competi- 
tion which  does  not  get  business  at  a  profit; 
and  also,  profit  or  no  profit,  where  business  is 
obtained  by  defaming  the  character  of  your 
neighboring  dealer.  We  are  all  in  business  for 
the  same  purpose  or  motive. 

Our  trade  expects  to  pay  and  we  are  en- 
titled to  receive  a  legitimate  profit,  and  unless 
we  can  show  at  the  end  of  each  year  a  satis- 
factory increase  in  our  assets  we  become  dis- 
couraged and  sad,  apprehensive  of  conditions 
even  worse  than  the  present  and  unfit  to  cope 
with  the  ordinary  obstructions  which  baffle  us 
at  every  turn,  and  determine  to  a  large  degree 
our  final  failure,  or  success. 

Now,  if  we  believe  we  are  entitled  to  a 
profit  we  have  a  right  and  are  bound  to  grant 
and  demand  that  our  neighbor  have  and 
maintain  the  same  privilege.  If  he  is  entitled 
to  a  profit  on  his  merchandise  we  are  morally 
bound  not  to  deprive  him  of  it  by  selling  his 
customers  their  goods  at  cost,  and  he  is  mor- 
ally obligated  to  reciprocate,  to  the  mutual 
benefit  of  both. 

Business  obtained  by  giving  the  profit  to 
your  customer  because  of  trade  jealousy  puts 
the  dealer  in  much  the  same  light  as  the  dog 
with  a  bone  in  his  mouth  looking  into  the 
stream.  He  drops  the  bone  and  grabs  for  its 
shadow,  and  when  too  late,  realizes  what  his 
jealousy  has  cost  him. 

Which  is  the  more  businesslike  proposition 
— to  work  hard  and  give  your  profits  away 
because  you  want  to  down  your  competitor, 
or  sell  your  goods  at  a  profit  and  let  your 
competitor  have  a  share  of  the  business?  To 
me  it  is  an  acknowledgment  of  defeat  and 
inferior  business  ability  for  a  dealer  to  give 
his  goods  away  to  get  business.  Don't  sell 
goods  with  a  club;  use  your  brains. 

Cultivate  that  experience  and  ability  which 
enables  a  man  to  satisfy  his  customer  and  sell 
his  goods  at  a  profit  at  the  same  time.  To 
my  mind  when  unfair  competition  exists  there 
is  only  one  remedy  for  abolishing  it.     You 


must  organize  as  the  business  methods  and 
moral  tendencies  of  the  dealers  increase. 

Each  must  realize  that  the  yoke  which  he 
has  helped  to  place  around  his  own  neck  is 
^fastened  to  a  load  not  worth  the  hauling. 
Each  must  be  made  to  see  that  all  he  can  do 
is  to  back  up  and  pull  his  head  out  from  be- 
hind; he  never  can  get  his  body  through; 
then  leave  his  load  in  the  mire,  and  forget  it 
Pick  up  your  original  motive  as  a  business 
man,  the  one  which  you  so  entirely  forgot  in 
your  desire  to  inflict  an  injury  on  your  fellow- 
dealers  and  carry  it  to  the  end.  The  rank 
words  of  hate  must  be  uprooted  and  the  spot 
sterilizecf  by  commonsense  and  fair-minded- 
ness. 

Ihe  principal  benefit  to  be  derived  from 
our  local  associations  is .  the  sterilized  effect 
it  has  upon  this  rank  growth.  But  if  you 
keep  fertilizing  at  the  same  time  you  can 
never  kill  it  off. 

Don't  think  that  because  you  joined  a  Hard- 
ware association  that  you  are  converted. 
Don't  tbink  that  because  you  can  grasp  in 
friendship  the  hand  of  a  dealer  miles  from 
you,  a  dealer  whom  you  never  knew,  as  a 
competitor,  that  you  are  out  of  the  rut.  No, 
sir!  not  until  you  can  walk  into  your  com- 
petitor's store  across  the  street  with  a  "Good 
morning,  John,"  and  mean  it  Mere  mem- 
bership means  nothing  unless  we  are  men 
enough  to  bury  our  differences.  Each  must 
make  up  his  mind  to  do  something,  and  to 
lay  upon  the  sacrificial  altar  some  of  his  self- 
ishness. 

It  pays  a  man  in  coin  to  be  fair,  and  it  costs 
him  money  to  be  unfair.  Every  year  millions  of 
dollars  in  profits  are  strewn  broadcast  by 
business  men  because  they  desire  to  be  unfair 
to  their  competitors.  Are  we  so  desirous  for 
the  enmity  of  our  fellow-dealers  that  we  are 
willing  to  pay  for  it?  Are  we  to  continue  to 
sell  goods  through  malice  or  are -we  going  to 
sell  for  a  legitimate  profit? 

The  other  day  a  customer  came  to  my  store 
and  said  to  me,  "Mr.  Porter,  I  have  a  furnace 
to  be  repaired  on  the  north  side,  and  out  of 
your  jurisdiction,  so  I  am  going  to  do  the 
work  myself,  but  I  want  j'ou  to  give  me  an 
order  downtown  so  that  I  can  buy  the  repairs 
that  I  need  at  your  price."  I  said,  "Do  you 
think  that  would  be  fair?"  He  says,  "Cer- 
tainly." I  said,  "What  do  you  suppose  I 
would  think  of  a  dealer  on  the  north  side 
who  would  grant  what  you  ask  to  fix  a  fur- 
nace in  my  locality;  do  you  suppose  if  I  knew 
it  I  would  have  the  same  regard  for  his  wel- 
fare as  before?  I  am  sorry  that  you  ask  it, 
and  I  must  absolutely  refuse."  That  would  bt 
free  trade  with  a  vengeance.  If  a  man  steals 
a  purse  from  the  pocket  of  another  and  gives 
it  to  a  friend,  does  that  mitigate  the  theft? 
If  we  deprive  our  competitor  of  his  profit 
simply  to  make  a  sale  we  are  moral  robbers. 
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SYSTEMATIC  BUSINESS  METHODS 

By  W.  p.  Bogardus. 


Some  men  measure  success  by  the  amount  of 
money  they  make.  Some  by  the  amount 
of  goods  they  handle,  regardless  of  profit. 
Others  by  the  amount  of  ease  they  have  as 
they  pass  through  life.  This  latter  class  are 
content  to  buy  a  stock  of  goods  and  then  sit 
down  and  wait  for  customers  to  come  in  and 
buy.  They  are  satisfied  with  the  meager  re- 
sults of  a  bare  living.  But  success  should 
mean  more  than  all  these.  The  ability  to  get 
good  profits,  to  build  up  a  large  business,  and 
to  inaugurate  a  thorough  system,  together 
with  the  will  and  ability  to  be  helpful  to  others 
makes  a  combination  that  to  me  is  the  ideal 
American  business  man.  With  the  increased 
competition  and  the  smaller  profits  in  business 
we  have  been  compelled  to  change  from  the 
loose  methods  of  the  past,  to  a  more  exact 
system  that  we  might  better  know  our  true 
condition.  And  the  basis  of  all  our  knowledge 
of  our  business  must  come  through  the  yearly 
invoice.  We  cannot  tell  what  we  have  until 
we  take  an  inventory.  When  we  add  the 
amount  of  our  sales  for  the  year  to  the  in- 
ventory and  subtract  from  that  the  last  year's 
inventory  added  to  the  amount  of  purchases 
for  the  year,  we  have  our  gross  profit.  But 
this  will  not  be  all.  We  will  want  to  know 
where  our  profit  is.  Suppose,  for  example,  we 
have  $10,000  to  be  used  in  business.  To  have 
that  on  interest  would  bring  us,  say  $600  with- 
out taking  much  of  our  time.  Suppose  we  put 
in  our  time  at  $1,200  per  year.  That  would 
give  us  $1,800  for  our  money  and  time  for 
the  year.  Now  suppose  we  put  $10,000  in 
business,  and  we  sell,  say  $25,000  worth  of 
goods^  If  we  net  a  10  per  cent,  profit  on  our 
sales  we  have  $2,500.  The  difference  between 
this  last  amount  and  the  $1,800  that  we  re- 
ceived from  selling  our  time  and  the  interest 
on  the  $10,000  is  $700.  That  should  be  money 
hi  bank,  or  in  some  investment  we  know  about. 
How  many  of  us  can  show  at  the  end  of  the 
year  the  net  profits  of  their  business  in  money  ? 

If  we  cannot,  where  has  it  gone?  Have  we 
made  our  invoice  too  high,  or  have  we  failed 
to  keep  our  records  straight? 

It  is  the  results  we  are  after  when  we  go 
into  business.  If  our  business  is  not  paying, 
the  sooner  we  know  it  the  sooner  we  can  get 
into  something  else  that  will  pay.  To  continue 
in  a  losing  business  means  ultimate  ruin. 

CASH  DRAWER  OR  REGISTER  NECESSARY. 

When  we  buy  goods  we  are  careful  to  get 
goods  that  we  think  will  suit  our  trade.  When 
we  get  them  marked  and  on  our  shelves,  we 
use  all  our  endeavor  to  get  the  public  to  come 
and  patronize  us.  And  when  we  get  the  money 
for  the  goods  we  toss  it  in  the  drawer,  and  at 
night  we  gather  it  up  and  put  it  in  our  pocket 
or  safe  and  consider  the  matter  closed. 


If  we  have  clerks  we  do  not  know  whether 
we  are  getting  all  we  should  have  or  not 
Mark  you,  I  do  not  want  to  say  that  clerks  are 
dishonest,  for  I  do  not  believe  there  is  one  in 
a  hundred  that  is  dishonest.  But  what  I  want 
to  say  is  that  perhaps  mistakes  have  been  made 
in  making  change  during  the  day,  as  we  are  all 
liable  to  do.  How  are  you  going  to  tell  who  is 
at  fault.  If  you  have  no  system  it  is  impossi- 
ble to  tell.  And  the  lesson  that  should  come 
from  every  mistake  is  lost,  because  the  mistake 
cannot  be  brought  to  the  one  who  made  it 
It  is  a  general  fact  that  on  such  a  day  a  mis- 
take was  made,  but  who  made  it  does  not  ap- 
pear. Each  one  in  the  store  will  say,  "I  did 
not  make  it,"  and  so  the  guilty  one  uncon* 
scions  of  his  shortcomings,  continues  his  care- 
less methods  to  the  injury  of  the  business. 
Perhaps  the  proprietor  of  the  store  has  made 
the  mistake.  He  is  not  proof  against  making 
them.  It  would  be  a  great  comfort  to  the 
clerks  to  know  it  if  he  had  and  it  would  help 
the  proprietor  to  be  more  merciful  in  his  critic- 
ism of  the  clerks.  It  is  easy  for  the  proprietor 
to  go  to  the  money  drawer  and  take  some 
money  out  and  forget  about  it,  and  with  the  or- 
dinary money  drawer  it  is  impossible  to  detect 
the  shortage.  So  it  seems  to  me  that  we 
should  devise  some  method  so  that  when 
money  is  put  in  the  drawer  a  record  is  made 
and  when  it  is  taken  out  a  further  record  is 
made  of  the  transaction.  Then,  if  mistakes  are 
made  they  can  be  detected.  But  even  with  this 
arrangement  you  cannot  place  the  mistake  on 
the  person  who  made  it.  The  final  solution  of 
the  question  comes  when  each  clerk  has  a 
drawer  of  his  own.  Then  if  his  account  does 
not  show  up  right  at  the  close  of  business,  the 
blame  can  be  placed  where  it  belongs.  The 
knowledge  that  mistakes  will  be  discovered 
will  have  a  tendency  to  make  all  connected 
with  the  store  more  careful.  Do  not  imagine 
that  any  system  will  make  honest  employes. 
Honesty  is  -bred.  But  precautions  will  help 
sometimes  to  brace  some  sorely  tempted  em- 
ploye, and  it  is  the  duty  of  every  employer 
to  help  those  in  his  employ  to  be  good,  honest 
and  upright.  A  register  to  protect  your  money 
and  to  keep  a  record  of  your  business  is  one 
of  the  necessities  of  modern  business,  and  they 
can  be  had  from  $15  to  $900.  But  some  will 
say,  "What  is  the  use  of  spending  a  lot  of 
money  for  a  drawer  to  put  your  money  in?" 
There  is  not  any  use  of  it  if  you  are  going  to 
get  a  drawer  only.  But  if  you  have  a  ma- 
chine that  will  tell  you  how  much  money  you 
have  taken  in,  how  much  there  has  been 
charged,  how  much  has  been  taken  in  on  ac- 
count, how  much  has  been  paid  out  and  what 
for,  how  much  each  clerk  has  done,  how  many 
customers  have  been  in  the  store  during  the 
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day,  how  many  charges  have  been'  made,  how 
many  "paid  outs**  and  for  what  purpose,  you 
are  buying  something  besides  a  mere  money 
drawer.  Money  is  the  life  blood  of  business. 
Without  it  there  is  no  incentive  to  work.  To 
know  what  you  are  doing  is  absolutely  essen- 
tial to  success.  Guesswork  will  not  do.  It 
has  been  said  that  99  out  of  every  100  men  en- 
gaged in  merchandising  fail.  There  is  no  ne- 
cessity for  such  a  statement,  and  there  should 
be  no  reason  for  making  it.  Business  can  be 
so  systematized  that  you  will  know  just  what 
you  are  doing.  To  know  what  money  is  going 
into  the  money  drawer,  and  to  know  why  it  is 
taken  out,  is  simply  precaution. 

I  saw  a  simple  method  the  other  day  that 
was  inexpensive  and  still  answered  the  pur- 
pose. A  money  drawer  with  a  desk  top  sitting 
on  the  counter.  In  the  top  of  the  desk  was 
an  opening,  possibly  6  inches  square,  covered 
with  plate  glass  running  across  the  opening  a 
half  inch  wide. 

Under  the  glass  was  a  roll  of  paper,  that 
moved  forward  a  space  every  time  the  drawer 
was  opened.  The  paper  was  divided  into  col- 
umns of  cash,  charge,  received  on  account  and 
paid  out.  Every  transaction  was  recorded 
through  the  slot  in  the  paper.  At  the  close  of 
business  for  the  day  the  proprietor  opens  the 
drawer  and  tears  from  the  roll  as  much  of 
the  paper  as  has  been  used,  and  has  a  complete 
record  of  the  day's  business.  From  this  paper 
he  posts  into  his  ledger  the  record  of  the  day 
and  puts  aside  the  paper  as  his  original  entry 
of  the  various  charges  made.  To  those  who 
hesitate  because  of  the  expense  some  cheap 
method  like  I  have  just  described  can  be  inau- 
gurated. 

KEEPING    THE    BOOKS. 

Modern  methods  of  bookkeeping  tend  to- 
ward as  little  recopying  as  possible.  I  have 
found  a  day  book  ledger  very  satisfactory.  The 
debtor  side  of  the  ledger  is  wide  so  that 
several  items  can  be  entered  on  one  line.  Then 
when  an  itemized  account  is  called  for,  there 
is  but  one  book  to  look  over.  The  slips  from 
the  register  are  used  to  verify  the  ac- 
count and  are  preserved  as  the  origi- 
nal entries  in  case  a  dispute  should 
arise.  With  such  a  simplified  system  the  dan- 
ger from  mistakes  from  transcribing  is  very 
much  lessened.  I  find  a  great  difference  in 
arrangement  of  store.  Some  are  bright  and 
clean.  The  arrangement  of  goods  is  such  that 
each  kind  is  by  itself,  so  that  each  employe 
knows  that  if  the  goods  are  not  in  their  desig- 
nated place  when  called  for  they  are  not  in 
stock.  With  such  an  arrangement,  the  im- 
pression goes  out  that  the  people  in  that  store 
understand  their  business,  because  the  system 
helps  the  clerks  wait  on  the  customers 
promptly.  Prompt  service  is  a  very  effective 
advertisement.  The  only  success  in  business 
worth  having  is  brought  about  by  dealing  with 


your  customers  honestly.  In  that  way  confi- 
dence is  inspired  that  is  an  asset  that  cannot 
be  measured  by  money.  While  the  personality 
of  your  help  has  a  good  deal  to  do  with  your 
success,  yet  I  have  never  seen  a  business  go 
into  a  decline  because  the  help  was  changed, 
if  the  business  has  been  conducted  so  as  to 
win  the  confidence  of  the  consuming  public. 

WINDOW    AND    NEWSPAPER   ADVERTISING. 

The  buyer  of  the  present  day  is  appealed  to 
through  his  eyes.     A  great  many  articles  are 
purchased  because  they  are  seen.    So  the  win- 
dows become  effective  methods  of  advertising. 
The  appeal  to  the  eye  is  very  efficient,  espe- 
cially in  the  case  of  new  goods.    The  sampling 
of  goods  on  the  outside  of  boxes  on  the  shelves 
are  silent  but  continuous  advertisers.    The  ne- 
cessity of  advertising  is  being  made  more  mani- 
fest   every    day.     The    illustrated   catalogues, 
with   which   the   country   is    flooded,   has   in- 
creased the  knowledge  of  the  public.    To  meet 
this  knowledge  and  to  supply  the  greater  wants 
it  becomes  us  to  study  the  needs  of  our  trade 
and  to  supply  them  as  far  as  practicable.  When 
we  get  this  knowledge  it  is  up  to  us  to  let  the 
public  know  what  we  have.    The  well-dressed 
windows,  the  attractively  arranged  store,  the 
obliging  clerks,   are  all  advertisers,   but  they 
do  not  become  effective    until    the    customer 
comes  in   contact  with   them.     The  customer 
must  come  into  the  store  before  his  interest 
becomes  excited.    What  means  can  we  use  to 
draw  him  to  the  store?    There  are  many  ways 
to  do  it,  but  to  me,  the  most  effective  way  is 
to  advertise  in  your  local  papers.    A  good  ad- 
vertisement is  a  truthful  one  that  inspires  con- 
fidence in  the  reader.    I  find  that  the  best  re- 
stilts  are  gained  by  changing  the  matter  in  the 
ad.  every  week.    Every  Monday  morning  the 
advertisements  for  the  week  are  written  up.  A 
study  is  made  of  what  is  most  seasonable  to 
call  attention  to  and  then  the  advertisement  is 
written   in  as  interesting  manner  as  we  arc 
capable  of  doing.     Writing  of  advertisements 
should  be  a  matter   of    careful    thought   and 
study.     Any  old   thing  will  not   do.     For  if 
advertising  is  a  trade  producer,  your  best  ef- 
forts should  be  put  into  it. 

With  a  well  kept  store  and  an  honest  effort 
to  please,  and  a  settled  policy  of  doing  all  that 
can  be  done,  to  inspire  confidence  in  your  cus- 
tomers, there  will  be  no  longer  any  truth  in 
the  statement  that  99  men  in  every  100  fail  in 
business. 

And  yet  no  matter  how  complete  the 
system,  no  matter  how  perfect  the  meth- 
od, to  have  satisfactory  results,  there  must 
be  a  man  behind  it  all,  an  active,  vigorous  per- 
sonality who  will  inspire  and  enthuse  those 
around  him  to  put  forth  their  best  efforts  for 
the  success  of  the  undertaking. 


A  dollar  saved  in  advertising  is  not  always 
earned.  The  most  costly  dollar  some  dealers 
ever  possess  is  the  one  they  do  not  spend. 
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Hardware  Exhibit  at  a  Fkir  and  executed  by  P.  B.  Martin,  with  the  com- 

At  the  San  Antonio  International  Fair,  held  pany,  and  was  awarded  thirteen  diplomas  and 

the  latter  part  of  last  year,  the  San  An-  mention  of  special  merit  as  being  the  finest 

tonio  Hardware  Co.,  San  Antonio,  Tex.,  had  exhibit  at  the  fair. 


Exhibit  Designed  by  P.  B.  Martin,  San  Antonio  Hardware  Co.,  San  Antonio,  Tex. 

^a  splendid  exhibit,  several  views  of  which  are  Looking  for  Trouble? 

,'shown  herewith.     The  engravings  show  with 

, remarkable    clearness    the    large    number    of  Walter  H.  Cottingham,  vice-president  of  the 

.items   in    the    display.     The   floor   space   was  Sherwin-Williams   Co.,  Cleveland,  O.,  says: 

p>  X  60  feet,   and  wall  space   100  x  15  feet.  "This  financial  situation  is  surely  the  worst 


View  from  One  End  of  Exhibit  of  San  Antonio  Hardware  Co.,  San  Antonio,  Tex. 

No  duplicate  articles  were  used.     The  back-  case  of  looking  for  trouble  I  believe  I  ever 

ground  was  of  heavy  red  and  blue  cloth,  with  saw.    Reminds  me  of  the  story  I  once  heard  of 

ceiling  of  green  and  the  floor  carpeted  with  an  old  maid. 

"Ruberoid"  roofing.    The  exhibit  was  planned  This  O.  M.  was  found  one  dayv  in  tear*— 
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positively  crying  to  beat  the  band.  She  was 
asked  what  the  trouble  was. 

"Oh,"  she  wailed,  "I  might  get  married  some 
day." 

She  was  told  to  cheer  up  as  there  was  no 
imminent  danger. 

"Oh,  but  I  might,  and  then  I  might  have  a 
beautiful  son  some  day."  Nobody  around  there 
could  see  anything  so  terrible  in  that.  "But 
suppose,"  she  added,  "his  nurse  were  careless 
and  he  were  to  fall  into  a  well  that  might  be 
somewhere  around,  he  might  be  drowned." 

There  you  see,  she  had  a  bunch  of  trouble 
almost  as  good  as  the  real  thing. 

Moral :  Don't  look  for  trouble,  because  you'll 
find  it. 


persons  of  any  standing.  Storekeepers  satis- 
fied themselves  with  searching  and  relieving 
them  of  articles  when  they  were  caught,  and 
warning  them  against  repetitions.  This  atti- 
tude on  the  part  of  the  merchants  has  failed 
to  put  any  check  on  their  losses. 

No  consideration  will  be  shown  hereafter 
for  sex,  age  or  position.  Whoever  is  caught 
will  be  turned  over  to  the  police  as  a  common 
malefactor  and  sent  to  a  police  station.  All 
the  members  of  the  anti-shopping  organization 
have  pledged  themselves  that  once  an  arrest 
has  been  made  they  will  allow  the  law  to  take 
its  course  and  will  not  let  any  influence  force 
them  to  intercede  for  mercy. 

Another  feature  of  the  crusade  against  shop- 


One  End  of  Fair  Exhibit  by  San  Antonio  Hardware  Co.,  San  Antonio,  Tex. 


Jail  for  Shoplifters 

Shoplifting  in  stores  hereafter  ib  to  meet  the 
punishment  that  fits  the  crime.  Neither  wealth, 
social  position  nor  influence  of  any  kind  will 
enable  women  or  men  inclined  to  kleptomania 
to  escape  prosecution  if  caught  stealing- goods. 

Twenty  of  the  largest  stores  in  New  York 
City  have  banded  in  an  effort  to  stop  shoplift- 
ing on  their  premises. 

Action  such  as  has  been  taken  has  been 
made  necessary,  the  merchants  declare,  on  ac- 
count of  the  great  increase  in  the  number  of 
persons  who  steal  from  the  stores.  Hundreds 
of  thousands  of  dollars  are  lost  in  this  way 
every  year.  The  amount  has  become  so  large 
in  individual  losses  that  it  is  a  very  consider- 
able drain  on  profits. 

In  the  past  shoplifters  have  been  dealt  with 
rather  gently.    Arrests  were  seldom  made  of 


lifting  is  to  be  frank  publicity.  Heretofore 
mercliants  have  endeavored  to  shield  persons 
caught  stealing  in  their  stores,  but  from  this 
time  forth  they  will  make  knowifthe  name  and 
every  detail  in  connection  with  arrests.  It  is 
their  theory  that  most  women  steal  in  large 
stores  because  it  is  so  easy,  and  that  once  they 
understand  that  thieving  will  result  in  arrest 
and  public  scandal  they  will  desist. 

Smith's  General  Hardware  Store,  Shrews- 
bury, Pa.,  continues  to  issue  a  monthly  four- 
page  sheet,  illustrating,  describing  and  pricing 
seasonable  articles.  Many  articles  simply  have 
an  illustration,  the  name  of  the  article  and 
the  price.  If  there  is  a  range  of  prices  the 
low  to  high  price  is  specified.  This  method 
conveys  to  the  reader  that  there  is  a  choice.  It 
shows  an  improvement  over  issues  of  a  year 
ago.  T 
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TRAVELING  SALESMAN  AND  HIS  CUSTOMERS 

By  Charles  Weiland. 


There  are  several  essentials  necessary  for 
success  in  the  relations  between  the  trav- 
eling salesman  and  his  customer,  some  of 
which  are  absolutely  necessary  for  both  to  be 
successful  in  their  transactions  each  with  the 
other,  there  should  be  a  friendly  feeling  be- 
tween them.  The  salesman  should  be  abso- 
lutely honest  with  the  customer,  and  honesty 
on  his  part  requires  honesty  on  the  part  of 
the  customer;  when  this  condition  prevails 
there  is  a  tie  that  binds  them  together  in  bonds 
of  friendship  and  confidence.  Some  customers 
complain  that  they  have  been  deceived  by  the 
salesman,  and  the  very  same  salesman  pro- 
claims in  strenuous  tones  that  the  customer 
has  been  false  with  him.  The  question  then  is, 
"Who  offends  the  most?"  That  is,  who  first 
practised  to  deceive,  for  there  would  have  been 
no  deceit  on  either  side  had  not  one  violated 
the  confidence  of  the  other;  so  that  when  dis- 
covered the  one  proceeds  to  throw  the  "hooks" 
into  the  offending  one,  and  each  ever  afterward 
mistrusts  the  other.  And  what  is  the  remedy 
for  this  condition  of  affairs?  No  salesman 
or  manufacturer  permitting  deception  on  the 
part  of  the  salesman  can  be  successful  who 
practises  and  becomes  accomplished  in  the  arts 
of  lying.  Deception  is  nothing  else  but  a  false 
representation  which  is  made  either  by  spoken 
words  or  by  remaining  silent  when  one  ought 
to  speak,  and  a  false  representation  made  with 
the  intention  of  being  acted  upon,  no  matter 
lioiw  made,  is  nothing  else  but  a  lie.  The  rem- 
edy lies  solely  in  the  customer.  If  the  sales- 
man has  lied  to  you  and  deceived  you,  it  is 
your  duty  to  cease  having  anything  to  do  with 
such  a  man  in  any  way,  either  by  purchasing 
goods  or  in  a  social  relation.  The  customer 
holds  the  key.  Stop  your  patronage  with  the 
liar  and  he  will  lose  his  employment. 

Perhaps  the  false  representation  or  deceit 
comes  first  from  the  salesman  from  his  eager- 
ness to  make  a  sale,  who  will  represent  that 
his  house  intends  to,  and  has  made  arrange- 
ments for  advertising  his  goods  in  your  local- 
ity, or  makes  a  statement  equally  as  false;  or 
perhaps  the  customer,  in  order  to  get  a  better 
price,  or  to  get  rid  of  the  salesman,  states  that 
the  McGinnis  Mfg.  Co.  have  offered  him^the 
identical  articles,  except  possibly  for  the  name, 
at  a  lower  price  and  on  better  terms,  and  has 
ordered.  Should  either  of  these  statements  be 
acted  upon  by  either  party,  and  then  be  found 
that  one  or  both  of  them  were  false,  neither 
party  to  the  transaction  ever  afterward  tru&ts 
the  other.  And  surely  in  either  case  of  a  fraud- 
ulent representation  or  statement,  the  deceit  is 
discovered.  The  salesman  easily  learns 
whether  you  have  ordered,  and  he  knows  if  a 
better  price  has  been  offered.  So  it  runs,  if 
cither  attempts  to  deceive,  eventually  no  one 
except  the  deceiver  suffers.    Without  regard 
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to  the  ethics  involved  in  the  proposition,  fcom 
a  business  standpoint,  "Honesty  is  the  best 
policy.*^ 

As  a  general  rule,  a  traveling  man  is  honest. 
If  he  be  false  to  you  he  will  lie  to  his  employ- 
er, and  if  he  lies  to  his  employer,  he  loses  his 
position.  As  I  have  already  stated,  the  cus- 
tomer holds  the  key  to  the  situation.  Be  hon- 
est with  the  salesman,  and  if  he  be  false  to 
you  have  no  further  dealings  with  him.  This 
will  raise  the  standard,  and  if  the  standard  is 
raised  no  one  benefits  so  much  therefrom  as 
the  customer. 

Another  view  of  the  question  is  that  honesty 
and  fair  dealing  on  the  part  of  both  customers 
and  salesmen -fh^ke  the  customer's  credit  better. 
The  head  of  the  factory  represented  by  the 
salesman  cannot  make  your  personal  acquaint- 
ance, consequently,  he  must,  to  a  great  extent, 
depend  upon  one  of  his  traveling  salesmen, 
and  if  his  salesman  reports  on  you  favorably, 
his  report  shares  equal  rank,  if  not  somewhat 
greater,  than  that  of  Bradstreet  and  Dun,  and 
upon  it,  to  a  great  extent,  is  the  customer's 
credit  based.  It  is  not  the  duty  of  the  sales- 
man in  order  to  land,  an  order  to  "knock"  his 
competitor's  goods.  "Knocking"  and  malicious 
lying  may  secure  an  order,  but  in  the  end 
retribution  will  surely  follow.  If  the  sales- 
men's goods  will  not  sell  upon  their  merits, 
pointing  out  alleged  defects  in  a  competitor's 
goods  does  not  increase  the  merits  of  his. 
They  are  as  good  as  they  are  made,  and  no 
statements  make  them  of  greater  value,  and 
because  the  Bam  Boozle  Co.  makes  a  bad  ar- 
ticle does  not  make  your  article  a  good  one. 
That  firm  may  produce  1,000  bad  articles;  this 
fact  does  not  make  your  firm  produce  a  good 
one.  It  is  the  duty  of  the  salesman  to  sell  his 
goods  on  their  merits  alone.  Sell  them  as  if 
you  expected  to  sell  the  same  person  forever 
after;  don't  proceed  upon  the  theory  that  you 
will  be  satisfied  if  you  can  only  "do"  the  cus- 
tomer once.  Thus  it  is  seen  that  the  duties  of 
the  traveling  salesman  are  so  closely  entwined 
with  that  of  the  customer  that  a  proper  dis- 
cussion of  one  suggests  the  other.         •'^ 

Among  many  complaints  of  the  salesman  is 
the  fact  that  the  customer  does  not  give  him  a 
square  deal;  you  look  upon  him  as  a  conveni- 
ent evil,  instead  of  a  business  man  whose  time 
is  as  valuable  and  who  has  appointments  to 
meet  as  any  you  have.  When  the  salesman 
comes  around  you  are  willing,  if  you  have  read 
the  full  report  of  the  latest  theories  of  the 
split  log  drag  and  dry  farming,  to  listen  in  a 
languid  manner,  and  then  put  him  off  for  an 
hour  or  two,  make  him  miss  his  train,  while 
you  are  deeply  engaged  in  devising  means  and 
plans  for  the  government  to  construct  the 
Panama  Canal.  Give  him  a  square  deal;  treat 
him  as  a  business  man,  whose  time  is  valuable. 
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You  will  save  money  thereby  and  make  a 
better  bargain.  If  one  of  your  clerks  should 
treat  a  customer  as  some  of  the  dealers  do  the 
salesman  (although  I  am  pleased  to  say  that 
cases  of  extreme  flagrant  indifference  are  rare) 
you  would  be  put  into  bankruptcy  within  sixty 
days  after  embarking  in  business. 

Another  thing.  It  is  proper  for  the  salesman 
to  promise  a  customer  to  protect  him  in  a  cer- 
tain territory,  and  sell  no  one  else  within  those 
limits.  That  faithful  compliance  with  this  duty 
on  the  part' of  the  manufacturer  involves  an 
equal  duty  on  the  part  of  the  customer.  If 
favorable  terms  are  granted  by  the  manufac- 
turer through  these  salesmen,  the  customer 
should  favor  the  one  favored  him.  If  you 
have  anything  to  buy,  but  it  from  the  ones 
who  favored  you,  your  proven  friends.  The 
customer  who  violates  this  rule  is  known 
among  traveling  salesmen  as  a  "piker,"  and  his 
credit  is  bad,  and  in  the  financial  stress  he  is 
the  first  to  be  "called."  A  traveling  salesman 
is  false  to  you  and  his  employer  if  he  unloads 
a  big  order  on  you  and  then  crosses  the  street 
and  sells  to  your  competitors  to  fight  you.  If 
he  does  this  he  is  not  true  and  fair  with  you. 
When  he  finds  that  you  are  not  selling  enough 
of  his  goods,  instead  of  telling  you  so  and  pro- 
tecting you  in  your  unsold  stock,  goes  across 
the  street  and  sells  to  a  man  to  fight  you,  he  is 
false.  If  he  intends  not  to  furnish  you  any 
more  of  his  goods  he  should  tell  you  so  in 
time  and  let  you  dispose  of  your  goods,  and 
then  sell  to  the  other  fellow.  In  conclusion,  I 
would  say  that  the  whole  question  is  solved 
by  a  full  compliance  of  good  faith  on  both  the 
salesman  and  the  customer;  if  both  exercise 
good  faith,  and  are  honest,  your  relations  will 
be  better,  and  your  success  rendered  more 
certain. 

Suggests   Practical   Hethod   of   Fighting 
Catalogue  House  Competitioii 

There  is  no  power  in  the  face  of  this  coun- 
try that  will  break  down  the  trade  of 
the  catalogue  house,  as  long  as  the  dealers 
will  not  unite  to  fight  with  honorable  methods 
the  so-called  purchasing  of  the  catalogue 
house. 

The  average  patron  of  these  concerns  docs 
honestly  believe  that  these  concerns  save  him 
money,  and  from  their  advertisements  as  they 
read,  they  mislead  the  reader,  especially  when 
he  has  not  had  the  opportunity  to  compare 
the  goods  with  other  goods  which  this  dealer 
carries  in  stock. 

A  short  time  ago  I  remember  a  peculiar 
very  comical  case  in  North  Carolina.  A  lady- 
who  had  secured  one  of  these  large  catalogues 
which,  as  a  rule,  reminds  me  of  a  circus  com- 
ing to  town;  they  post  a  picture  of  every 
animal  of  the  entire  globe,  and  when  they  ar- 
rive they,  as  a  rule,  do  well  to  have  one-fifth 
of  their  boasting  claims.  This  lady  purchased 
a  range  of  the  value  of  $12.95,  and  behoving 


the  price  to  be  such  as  would  purchase  a  |60 
range  of  a  local  dealer,  she  goes  to  the  post 
office,  purchases  a  money  order  for  $12.95, 
and  off  it  goes  to  the  Bishop  of  Chicago,  and 
in  some  10  days  in  comes  Mr.  Range.  The 
lady,  as  was  informed,  had  the  pleasure  of 
examining  the  piece  of  goods,  and  she  came 
to  the  freight  depot  to  overlook  this  home 
economy.  To  her  sorrow  she  finds  the  top 
of  the  range  not  straight,  and  as  the  range 
was  just  removed  from  the  car  and  had  been 
left  on  the  depot  platform,  the  lady  charged 
the  railroad  company  with  having  the  fine 
piece  of  goods  out  on  the  platfrom  where  the 
sun  shined  on  the  top  causing  it  to  warp.  The 
agent  of  the  company,  never  before  hearing 
of  such  a  case,  came  to  me  and  asKed  me  to 
give  him  a  statement  as  to  the  conditions  of 
the  range  and  my  opinion  as  to  the  natural 
cause  of  the  unlevel  top.  I  then  gave  him 
the  cause  from  its  date  of  the  melting  of  the 
scrap  iron,  of  which  it  was  thrown  together. 
The  lady  refused  the  range,  and  I  think  I  am 
correct  in  saying  the  range  still  layi  in  the 
depot.     Where  is  the  lady's  guarantee? 

Now,  Mr.  Dealer,  listen  to  me;  stop  trying 
to  tear  these  concerns  up  by  fighting  them. 
There  is  where  your  trouble  lies.  Go  at  the 
purchaser.  How?  Listen:  Organize  a  busi- 
ness men's  association.  Let  your  niotto  be, 
"We  will  be  loyal  to  each  other,"  and  then 
employ  what  one  might  term  a  freight  in- 
spector, whose  duty  it  will  be  to  inspect  at  the 
freight  depot  the  tags  on  the  goods  received 
by  the  company  at  its  freight  depots  where 
he  has  found  this  to  prevail.  He  makes  a 
copy  of  the  name  of  the  party  to  whom  the 
goods  are  consigned,  and  if  possible  the  name 
of  the  article  purchased.  This  name  is  placed 
in  the  hands  of  every  member  of  the  associa- 
tion of  business  men.  Now,  then,  the  pur- 
chaser comes  to  his  dealer  when  he  has  bought 
goods  on  time,  and  the  dealer  tells  him  all 
goods  are  now  cash,  and  the  party  goes  off 
to  dealer  Mr.  B.,  and  the  same  reply  comes; 
he  then  goes  to  Mr.  C.  &  D.  and  finally  he  sees 
the  point.  And,  my  reader,  if  this  doesn't 
break  him,  then  there  is  no  method  on  earth 
that  will.  I  knew  of  this  method  in  a  Texas 
town,  and  the  freight  inspector,  after  five 
months*  pay,  was  released,  as  the  people  were 
no  longer  ordering  goods  away  from  home. 
They  were  learning  to  patronize  those  to 
whom  the  business  honestly  belonged,  and  I 
dare  say  these  people  who  had  sent  away  for 
goods  are  to-day  better  off  than  they  ever 
were. 

I  would  like  to  see  this  method  tried,  and 
then  I  am  sure  some  good  reader  will  write 
an  interesting  article  in  the  grand  old  publi- 
cation. The  Hardware  Dealers'   Magazine. 

Philip  Fischl. 


Get  in  line  with  your  capabilities  and  then 
stick  to  the  path. 


Digitized  by 


Google 


'TBaby''  Water  Motor 

'X'he  Lippincott  Water  Motor  Co.,  Newark, 
A  N.  J.,  have  brought  out  aii  addition  to 
their  line  of  Water  Motors  in  the  shape  of 
the  "Baby"  size,  as  illustrated.  As  its  name 
indicates,  it  is  a  small  size  Motor,  the  diame- 
ter being  3  inches  and  the  total  weight  less 
than  a  pound.  The  manufacturers  state  that 
the  actual  power  developed  by  a  small  Motor 
is  nearly  as  great  as  with  a  larger  size,  the 
pressure  and  quantity  of  water  projected 
against  the  wheel  remaining  the  same.  For 
running  washing  machines,  coffee  grinders, 
etc.,  the  larger  size  Motors  of  the  company 
have  been  found  to  be  desirable,  but  for  grind- 


vibrators  with  flexible  shaft  can  also  be  used 
with  this  Motor.  Aside  from  the  practical 
value  of  this  device,  its  low  selling  price  ought 
to  make  it  popular  in  many  sections  of  the 
country.  For  the  small  boy  of  the  house,  as 
well  as  his  illustrious  brothers  or  father,  it 
will  have  many  an  hour's  amusement  and  use- 
fulness. 

''Pike's''  Oilstone  Assortment 

•yhe  Pike  Mfg.  Co..  Pike,  N.  H.,  with  Ne,v 
*  York  branch  at  151  Chambers  street,  arc 
offering  the  trade  "Pike's"  Oilstone  Assort- 
ment, illustrated.  The  success  of  the  first 
sharpening  stone  assortments  put  out  by  the 


ing  light  cutlery,  where  speed  is  the  main  re- 
quisite, the  small  Motor  has  been  found  Very 
satisfactory.  This  little  Motor,  known  as  No. 
0,  makes  from  5,000  to  7,000  revolutions  per 
minute,  and  will  put  a  good  edge  on  carving 
knives  as  well  as  taking  the  nicks  out  of 
hatchets,  etc.  This  size  Motor  will  also  run 
a  6  or  8-inch  fan.  In  construction  the  Motor 
is  almost  identical  with  the  larger  size  con- 
structions. Motors  will  be  sent  for  attach- 
ment to  smooth  or  threaded  faucets  as 
ordered  and  fitted  with  suitable  nozzle  for 
the  pressure  named  by  the  dealer.  A  high 
grade,  fine  emery  wheel  and  small  pulley 
are  included  with  each  outfit.  The  Motors 
will  be  furnished  in  brass,  polished  or  nickel 
plated   for   a    slight   extra   charge.      Massage 


Pike's  Oilstone  Assortment. 

company  has  led  them  to  add  several  new  items 
to  the  Oilstone  and  Scythestofte  lines.  These 
are  smaller  than  the  original  assortments  and 
are  intended  for  Hardware  merchants  who 
wish  to  carry  small  but  well  assorted  stocks  of 
Oilstones,  Scythestones  and  Razor  Hones. 
This  assortment  idea  is  the  outgrowth  of  over 
eighty  years'  experience  which  the  company 
has  had  in  the  manufacture  and  sale  of  sharp- 
ening stones.  They  claim  that  these  assort- 
ments invariably  increase  sales  on  account  of 
the  careful  selections  of  stones  to  meet  the 
needs  of  all  users  of  edge-tools  and  the  attrac- 
tive display  afforded.  The  assortments  are 
popular  with  Hardware  merchants  generally 
because  of  the  convenient  and  compact  method 
they  afford  of  carrying  stocks  of  the  different 
kinds  of  stones.    Tlie  display  tray  of  the  case, 
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showing  samples  of  stones  contained  in  the 
assortment,  is  glass-covered,  insuring  against 
theft  and  dirt  accumulations,  and  is  hinged  to 
stock  compartment.  The  stock  in  the  box  be- 
neath the  tray  is  put  up  in  cartons  with  prices, 
names  and  purposes  for  which  the  stones  are 
best  adapted  plainly  marked.  The  cases  are 
well  made  and  nicely  finished.  Each  assort- 
ment is  carefully  packed  in  a  substantial  ship- 
ping crate.  The  company  have  gotten  out  a 
new  booklet  called  "Money  Makers,"  which 
gives  full  descriptions  and  prices  of  all  these 
different  assortments.  They  will  be  glad  to 
send  this  to  dealers  on  request. 


The  Draper  &  Maynard  Co.,  Plymouth,  N. 
H.,  have  brought  out  a  neat  window  transfer 
sign  showing  their  trade-mark,  with  their  firm 
name  above  and  below  the  words  "Sporting 
Goods  Sold  Here."  Any  dealer  who  handles 
the  company's  Wnd  of  goods  will  be  supplied 
with  this  window  transfer,  in  colors.  It  is  neat 
and  attractive  and  is  a  constant  reminder  to 
the  beholder  that  sporting  goods  are  on  sale. 

'"Oem"  Double  Soli  Stropping  Hachine 

Gem  Cutlery  Co.,  34  Reade  street.  New 
York,  arc  offering  the  trade  the  "Gem" 
Double  Roll  Stropping  Machine,  illustrated. 
The,  improved  construction  permits  of  any 
safety  razor  blade  being  inserted  in  the  ma- 
chine and  stropped.  The  peculiar  arrange- 
ment of  the  reversing  slot  enables  this  gen- 
eral use.  Naturally,  it  has  to  be  stated  what 
kind  of  blade  is  to  be  stropped  so- that  ad- 
justment can  be  made  accordingly.  Another 
feature  is  a  spiral  spring  connecting  the  rub- 


"Gem"  Double   Roll   Stropping   Machine. 

ber  rollers  and  center  piece  or  strop  section, 
forcing  the  blade  at  a  correct  and  proper 
angle  on  the  strop.  The  defect  in  previous 
machines  was  the  possibility  of  these  springs 
either  flying  out  or  breaking,  or  getting  out 
of  order  in  some  other  way,  thereby  causing 
the  blade  to  cut  the  strop.  This  spiral  spring, 
however,  is  of  such  simple  construction  and 
durably  made  out  of  one  piece  that  the  manu- 
facturers state  it  is  impossible  to  get  out  of 
order.  Another  feature  is  that,  owing  to  the 
simple  construction,  it  can  be  offered  at  a 
price  that  will  put  it  within  the  reach  of 
every  safety  razor  user.  The  Machine  has 
hard  rubber  rollers,  German  silver  plate  and 
center  piece,  and  imitation  ebony  handle. 

A  discounted  bill  is  better  than  a  protested 
note. 


'little  Giant"  Floor  Scraper 

Hurley  Machine  Co.,  153  South  Jefferson 
street,  Chicago,  111.,  and  Flatiron  Build- 
ing, New  York,  are  manufacturers  of  the 
"Little  Giant"  Floor  Scraper,  illustrated.  In 
connection  with  this  device  one  point  stands 
out  prominently  and  that  is  the  time  saved. 
One  man  will  scrape,  by  hand,  about  two 
squares,  or  200  square  feet  of  flooring  in  eight 
hours;  one  rrran  with  this  machine  will  scrape 
eight  squares,  or  800  square  feet,  in  eight 
hours.  'ITie  device  is  simple  in  construction 
and  made  of  high  grad€  material.  There  is 
no  machinery  to  get  out  of  order.  The  ma- 
chine  is  easily   operated  by  one   man.      The 


"Little  Giant"  Floor  Scraper. 

knife  is  made  of  imported  steel,  and  scrapes 
the  .floor  when  pulled  toward  the  operator.  A 
shaving  is  removed  with  each  stroke,  about  2 
inches  wide  and  3  feet  long.  The  knife  pro- 
jects beyond  the  front  of  the  machine  and  will 
scrape  right  up  to  the  baseboard.  By  tipping 
the  machine  slightly  to  the  right  or  left  the 
end  of  the  knife,  which  is  convex,  is  put  on 
the  floor,  and  in  this  way  scrapes  right  along 
the  baseboard.  Every  inch  of  floor  is  scraped, 
even  into  comers.  All  rollers  of  the  machine 
are  rubher-tired,  protecting  the  floors.  The 
handle  is  adjustable  as  to  height  and  length. 
Twelve  steel  knives  are  furnished  with  each 
machine  and  a  complete  equipment  for  keeping 
them  sharp.  The  Scraper,  complete,  weighs  90 
pounds.  The  company  offer  to  send  one  free 
for  a  trial.  ^-^  j 
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"Yankee"  Screw  Driven 

North  Bros.  Co.,  Philadelphia,  Pa^  are 
placing  on  the  market  the  new  "Yan- 
kee" Screw  Drivers,  illustrated.  The  "Yan- 
kee" Magazine  Ratchet  Screw  Driver  No.  65 
has  easy  removable  and  interchangeable 
blades  and  the  magazine  in  handle  holds  them 


ily  open  to  insert  screw  eye,  which  should  be 
pushed  down  into  holder,  so  it  rests  solidly 
in  V-shaped  groove.  The  jaws  are  then  re- 
leased and  grasp  screw  eye  as  shown.  This 
tool  is  equally  valuable  for  taking  out  screw 
eyes.  The  jaws  are  pushed  over  screw  eye 
and    driver   turned,  the    spring  jaws   holding 


"Yankee"  Magazine  Ratchet  Screw  Driver  No.  65. 


when  not  in  use.  As  the  four  blades  vary 
to  suit  different  sizes  of  screws,  the  one  driver 
answers  in  place  of  four.  The  shank  is  of 
high  quality  steel,  11-32-inch  diameter,  with 
end  grooved  to  correspond  to  forks  on  blade, 


screw  eye  when  loosened,  so  it  does  not  fall 
to  floor.  The  knurled  washer  on  blade  is  to 
start  screw  eye  with  thumb  and  forefinger, 
while  the  hand  holds  the  tool.  This  tool  is 
made  in  two  sizes. 


"Yankee*'  Ratchet  Screw  Eye  Driver  Nos.  80  and  81. 


and  leaving  a  web  of  metal  to  connect  this 
end  so  it  is  not  weakened.  The  blades  are 
of  tool  steel,  and  by  an  ingenious  device  are 
held  securely  in  place,  and  yet  readily  remov- 
able  by    pulling    out   with   the   fingers.     The 


The  Screw  Holder  Attachment  is  simple 
and  inexpensive  to  hold  a  screw,  to  put  in' 
place,  to  drive  it  in,  especially  in  places  dif- 
ficult to  reach  and  where  only  one  hand  can 
be  used,  and  it  does  the  work  effectually  with- 


'Yankee"   Ratchet   Screw   Driver   With   Screw  Holder  Attachment. 


blades  are  kept  in  magazine  in  handle.  Holding 
the  driver  with  handle  down,  the  end  of 
magazine  drops,  so  as  to  be  easily  removed. 
When  in  use  magazine  is  flush  with  end  of 
handle.     The  ratchet  mechanism  is   for  right 


Screw  Holder  Attachment. 

or  left  hand,  and  is  rigid.    This  tool  is  made 
in  two  sizes,  differing  only  in  length  of  shank. 
The   No.  %^  has  a   holder,  with   four   heavy 
blades,  for  use  in  bit  brace. 
The  "Yankee"  Ratchet  Screw  Eye  Driver  is 


Bit  With  Screw  Holder. 

for  driving  screw  eyes.  It  consists  of  regu- 
lar ratchet  driver,  with  holder  or  fork  on  end 
of  blade.  Outside  there  are  two  spring  steel 
jaws  fastened  together  at  lower  end,  kept  in 
place  by  ring  surrounding  them,  which  ring 
is  fastened  to  fork  on  end  of  blade.  A  spring 
between  the  fork  and  lower  end  of  jaws  keeps 
the  latter  in  position  to  hold^  screw  eye,  as 
shown.  Pushing  up  the  jaws  with  thumb  of 
hand  holding  driver,  the  joint  of  jaws  read- 


out interfering  with  the  ordinary  use  of  the 
tool.  The  attachment  consists  of  two  jaws, 
fastened  to  a  head  at  one  end,  a  ring  to  limit 
spread  of  jaws  at  other  end  and  a  .spring  to 
operate   the  jaws.     When  screw  is  ratcheted 


Bit  With  Screw  Eye  Holder. 


in  place  the  jaws  will  open  as  the  head  of 
screw  sinks  into  wood,  so  screw  can  be  driven 
in  flush  with  surface  without  having  to  un- 
fasten holder.  It  rekases  automatically.  In 
many  places  where  it  would  be  annoying  to 


Bit  and  Blades  for  Use  in  Bit  Brace. 

drop  a  screw  in  removal,  it  can  be  partly 
turned  out,  holder  slipped  over  it  and  re- 
moved in  holder.  In  ordinary  work  where 
screw  holder  is  not  required,  it  is  pushed  back 
on  blade  toward  handle,  where  it  will  stay  out 
of  the  way  and  yet  ready  for  use  at  any  mo- 
ment. This  attachment  is  furnished  only  at- 
tached to  "Yankee"  Ratchet  Screw  Drivers.  It 
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cannot  be  furnished  separately  for  tools  al- 
ready in  use  as  the  holder  must  be  fitted  to 
blade.  It  is  furnished  in  several  styles  and 
sizes. 

The  company  offer  two  new  attachments 
for  use  with  their  "Yankee"  Spiral  Ratchet 
Screw  Drivers.  The  Bit  with  Screw  Holder 
has  a  longer  bit  than  regular,  with  holder  at- 
tached to  hold  screw,  put  in  place  and  drive 
it  in,  especially  in  places  difficult  to  reach  or 
where  only  one  hand  can  be  used.  When 
screw  is  driven  in  place  the  jaws  open  as  the 
head  of  screw  sinks  into  wood.  The  Bit  with 
Screw  Eye  Holder  is  for  screwing  in  and  re- 
moving screw   eyes. 

Wing  Screw  Calks 

The  North  &  Pfeiffer  Mfg.  Co.,  New  Brit- 
ain.   Conn.,    are    manufacturers    of    the 
Wing    Screw    Calks,    illustrated.      The    name 


where  a  deep  penetration  is  desired.  The 
longer  sizes  are  sometimes  used  in  the  heel 
with  the  shorter  sizes  in  the  sole. 

The  size  to  be  used  for  any  purpose  depends 
very  largely  on  various  conditions  and  the  in- 
dividual user.  All  sizes  are  made -as  hard  as 
the  necessary  strength  will  permit,  being  hard 
enough  to  wear  well  on  rocks  and  yet  suffi- 
ciently tough  to  stand  a  hard  kick  without 
breaking.  Fifty  calks  make  a  good  average 
set,  though  more  or  less  may  be  used  as  de- 
sired. They  are  packed  fifty  calks  and  a 
wrench  to  the  box ;  ten  boxes  to  a  carton.  The 
manufacturers  furnish  a  neat  leather-covered, 
velvet-lined  sample  case  with  hinged  cover, 
containing  a  leather  strip  in  which  is  inserted 
one  of  each  size  of  the  Calks,  with  the  size 
numbers  stamped  on  the  leather.  The  case 
also  contains  a  complete  wrench,  the  whole 
making  a  very  attractive  and  convenient  outfit. 


Wing  Screw  Calks  and  Special  Wrench  ^or   Applying  Same. 


"wing'*  as  applied  to  these  Calks  was  adopted 
because  a  distinctive  feature  is  the  wings  pro- 
jecting from  the  disc,  and  which,  with  the 
wrench  furnished  for  the  purpose,  afford  a 
convenient  and  effective  method  of  attaching 
the  calks  to  shoe  calks.  The  wings  also 
strengthen  both  disc  and  spike  and  add  to  the 
effectiveness  of  the  calk  to  prevent  slipping. 
The  screw  calk  has  the  advantage  that  one  can 
insert  same  by  the  gimlet  point  screw  and  the 
calks  can  be  removed  or  replaced.  An  instance 
— when  surveyors  or  cruisers  who  ride  horse- 
back may  insert  the  calks  when  leaving  their 
horses  or  they  may  be  taken  out  and  carried 
in  the  pocket  to  be  screwed  in  again  when 
needed.  Or,  if  worn  blunt,  they  may  be  taken 
out  and  new  calks  screwed  into  the  same  holes. 
The  broad  disc  prevents  the  calk  from  bending 
over  or  driving  through  into  the  foot.  They 
will  hold  in  wet  or  inferior  leather,  making  it 
unnecessary  to  use  expensive  leather  for  soles. 
If  a  wet  sole  shrinks  on  drying  the  calks  may 
be  tightened  by  a  half  turn  with  the  wrench. 
The  No.  00  is  a  blunt  calk  and  takes  the 
place  of  the  hobnail  for  general  use  by  miners, 
quarrymen.  golf  and  cricket  players,  and 
sportsmen  generally.  The  No.  4  has  a  short, 
sharp  spike  and  is  used  by  surveyors,  timber 
cruisers,  and  for  many  other  similar  pursuits. 
It  is  a  very  popular  size.  The  No.  5  is  the 
lumberman's  favorite,  being  an  excellent  calk 
for  river  driving,  giving  a  sure  foothold  on 
hard  timber.  The  No.  7  and  No.  8  are  used 
by  ice  cutters,  log  peelers,  mountian  climbers, 
laborers  on  embankments,  or  for  any  purpose 


Self-Dumping  Coal  Dump  Car 

The  George  P.  Clark  Co.,  Windsor  Locks, 
Conn.,  are  placing  on  the  market  the 
Self-Dumping  Coal  Dump  Car,  illustrated. 
This  is  a  truck  that  can  be  used  to  good  ad- 
vantage where  the  coal  pile  is  at  some  distance 


Coal  Dump  Car. 

from  the  boilers.  The  car  is  emptied  by  simply 
lifting  handle  at  either  end,  when  sides  will 
open,  the  entire  contents  dropping  out  at  either 
side.  The  sloping  bottom,  like  an  inverted  V, 
makes  it  impossible  for  any  coal  to  remain  in 
car  when  sides  have  been  opened.  This  car 
can  be  fitted  with  flange  wheels  to  run  on 
track  or  with  common  smooth-faced  iron 
wheels  to  be  used  on  a  smooth  floor. 

The  capacity  of  car  is  2,240  pounds  or  one 
gross  ton. 
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"Pearce"  Spring  Joint  Enle 

The  Chapin- Stephens  Co.,  Pine  Meadow, 
Conn.,  with  New  York  office  at  126 
Chambers  street,  are  placing  on  the  market 
the  "Pearce"  Spring  Joint  Rule,  illustrated. 
This  rule  is  brought  out  to  meet  the  demand 
for  cheap  rules  of  its  class.  They  are  not 
cheaply  made,  however,  but  are  claimed  to 
be  the  best  quality  Rules  of  this  style  for  the 
price  on  the  market.  They  have  well  con- 
structed joints  and  will  not  come  apart.    The 


iron  with  crank  bent  upon  and  to  connect 
with  side  rods  and  are  bolted  to  frames  or 
boxes  of  2  X  8  inches  white  oak.  The  trip 
rod  is  always  in  proper  position  for  operating 
the  gate  when  approaching  from  either  side. 
The  latch  is  so  arranged  that  any  one  walk* 
ing  or  on  horseback  can  open  it,  the  position 
of  the  gate  making  it  self-closing  without 
changing  the  position  of  the  machinery.  There 
are  two  trips,  one  to  open  the  gate  and  the 
other  trip  to  be  run  over  to  close  same.    This 


'Tearce"  Spring  Joint  Rule. 


ends  are  protected  by  metal  tips  similar  to 
those  used  on  the  company's  higher  grade 
Flexifold  Rules.  This  "Pearce"  line  is  fin- 
ished in  yellow  only,  and  comes  in  2,  3,  4,  5, 
6  and  8  foot  lengths.  The  Rules  are  packed 
one  dozen  in  a  box  and  the  trade  mark 
**Pearce"  appears  upon  the  Rules  and  upon 
the  boxes.  The  concern  still  continue  their 
Flexifold  Rules  finished  in  both  yellow  and 
white  enamel. 

"Manlove"  Self-Opening  Gate 

The  Spring  Steel  Fence  &  Wire  Co.,  An- 
derson, Ind.,  are  offering  the  trade  the 
"Manlove"  Self-Opening  or  Automatic  Gate, 
illustrated.  The  gates  are  made  entirely  of 
iron  or  of  iron  with  wooden  frames.  The 
shipping  weight  is  200  pounds.  Gates  are 
furnished  with  or  without  the  self-opening 
appliance.  The  iron  gates  are  made  of  one- 
inch  pipe  or  tubing,  filled  with  strong  twisted 


Gate  works  all  right  in  any  kind  of  weather 
so  long  as  the  throw  rods  and  trips  arc  not 
frozen  to  the  ground.  This  Gate  can  be 
placed  in  any  driveway.  Its  advantages  are 
apparent.  The  driver  does  not  have  to  leave 
a  restless  horse  to  perhaps  run  away  while 
opening  or  closing  the  gate,  the  automobilist 
does  not  have  to  get  out  of  his  car  to  stop 
it  to  get  through  the  gate  and  go  on  his 
way.  In  inclement  weather  its  advantages 
are  obvious. 


Little  that  is  worth  having  is  secured  in  this 
world  except  by  unceasing  toil.  The  salesman 
must  be  glad  to  do  a  salesman's  work. 

"Argus"  Auto  KirroT 

The  Motor  Car  Equipment  Co..  55  Warren 
street,  New  York,  are  offering  the  trade 
the  **Argus"  Auto  Mirror,  illustrated.  It  is  a 
special  plate  glass  mirror  bound  solidly  in 
brass,  with  a  brass  hood  on  top  to  protect  the 


"Manlon'e"  Self-Opening  Gate. 

steel  wire  and  firmly  braced.  The  wooden 
gates  are  made  with  crosspieces  of  yellow 
poplar.  The  frame^  is  filled  with  5-16-inch 
round  iron.  Casting's  are  made  of  iron,  steel 
and  malleable  iron,  as  best  suited  for  their 
respective  uses.  The  upper  hinge  is  malleable 
and  ball  bearing  and  supports  the  entire 
weight  of  the  gate.  The  trip  rods  over  which 
the  vehicle  passes  are  made  of  1 '/4-inch  round 


"Argus"  Auto  Mirror. 

face  of  the  mirror  from  rain.  It  has  a  ball 
and  socket  joint,  so  that  it  may  be  moved  in 
any  position.  It  is  slightly  concave  and  gives 
an  extraordinarily  wide  range  of  vision  be- 
hind. This  Mirror  allows  the  chauffeur  to 
glance  at  the  movements  of  all  moving  vehi- 
cles behind,  allowing  him  to  turn  back  and 
reverse  without  jeopardizing  the  occupants  of 
the  machine.  ^-^  ^ 
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'^Fresco"  Alcohol  Lron 

The  Flatiron  Mfg.  Co.,  Flatiron  Building, 
New  York,  are  placing  on  the  market  the 
"Fresco"  Alcohol  Iron,  illustrated.  It  is  made 
in  one  size  only  at  present,  a  six-pound  con- 
struction, with  various  parts  nickel-plated. 
This  Iron  uses  denatured  alcohol  as  fuel  and 
gives  a  great  heat.  The  cylinder  between  the 
base  and  the  handle  is  the  half-pint  bras5-lined^ 
steel  tank,  nickel-plated.  To  start:  The  Iron 
is  tipped  upon  the  end,  which  is  the  left  in  the 
illustration,  and  a  small  portion  of  alcohol  is 
put  in  the  trough  or  ring  at  base  of  tank  and 


creasing  it  at  will.  The  steady  heating  of  the 
tank  gives  a  cgrtain  amount  of  pressure  within 
the  tank  which  aids  in  more  perfect  combus- 
tion, and  at  the  same  time  drives  the  flame 
downward.  When  ready  for  Use  the  Iron  has 
very  nearly  an  even  heat  throughout  the  base, 
with  a  slightly  greater  heat  for  the  forward 
three-quarters  of  the  surface.  The  cost  of 
operating  the  Iron  is  from  2  to  5  cents  per 
hour,  the  average  being  2%  cents,  depending 
upon  how  much  alcohol  is  used.  But  one  Iron 
is  necessary  for  one  operator,  as  it  is  kept  hot 
all  the  time,  saving  walking  to  and  from  the 


**Fresco"  Alcohol  Iron. 


after  igniting  it  heats  the  alcohol  in  the  tank, 
causing  it  to  vaporize  and  as  soon  as  it  shows 
a  blue  flame  underneath  the  tank  where  the 
words  "blue  flame"  appear  the  Iron  is  placed 
flat  and  within  a  few  minutes  is  ready  for  use. 
There  are  a  large  number  of  projections  in  the 
base  of  the  Iron,  the  function  of  which  is  to 
more  readily  absorb  and  distribute  the  heat  to 
base.  The  perforated  sides  permit  of  the 
proper  amount  of  air  to  unite  with  the  flame. 
The  flame  does  not  go  through  these  openings 
even  though  the  flames  are  on  full  capacity,  so 
there  is  no  danger  of  the  operator  having  the 
clothing  or  hands  burned  by  the  flame.  The 
lever  at  the  rear  provides  means  for  increasing 
the  amount  of  alcohol  to  the  burner  or  de- 


stove  to  the  ironing  board,  avoiding  a  hot 
kitchen,  etc.  It  can  be  taken  out  in  the  yard 
under  the  trees  or  any  other  place  desired. 
The  tank  contains  sufficient  fuel  to  last  for 
two  to  two  and  one-half  hours.  To  refill,  the 
Iron  is  turned  on  end  and  the  top  unscrewed, 
the  filling  valve  being  shown  at  the  right  end 
of  tank.  To  guard  against  any  danger  of  over- 
heating of  tank  contents  a  safety  valve  is 
placed  above  tHe  heat  regulator,  which  blows 
off  before  the  danger  point  is  reached. 


The  merchant  who  is  most  familiar  with 
the  industries  of  his  territory  is  the  best  pre- 
pared to  make  his  trade  announcements  a  sup- 
plementary catalogue  of  its  needs. 
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''Ever-Beady"  Safety  Com  Knife 

The  American  Safety  Razor  Co.,  320  Bro«ad- 
way,  New  York,  are  offering  the  trade 
the  "Ever-Ready"  Safety  Corn  Knife,  illustrat- 
ed. There  are  but  three  parts,  blade,  blade 
holder  and  handle.  The.  blade  holder  is  so 
constructed  as  to  prevent  the  knife  edge  from 


poisonous  and  resist  all  acids  present  in  fruits, 
vegetables,  salts,  spices  and  other  foodstuffs. 
The  articles  always  remain  bright,  provided 
they  are  never  cleaned  with  soda.  The  best 
means  is  soap  and  hot  water,  and  the  high 
.polish  is  best  retained  by  the  application  of 
ordinary  white  chalk  with  alcohol.     Verdigris, 


"Ever-Ready"  Safety  Corn  Knife. 

cutting  into  the  foot.  Wh^n  a  Wade  is  dull  it 
can  be  readily  taken  out  and  a  new  blade  in- 
serted. Four  blades  go  with  each  set.  The 
blade  is  so  placed  in  the  holder  that  it  will  cut 
but  a  shaving  of  the  corn  tissue,  thus  enabling 
the  user  to  pare  a  corn  as  much  or  as  little  as 
desired  with  safety. 

''Beliance"  Folding  Handle  Drawing  Knife 

The  Reliance  Edge  Tool  Co.,  Youngstown, 
Ohio,  are  placing  on  the  market  the 
"Reliance"  Folding  Drawing  Knife,  illustrated. 
It  is  made  of  high  grade  materials  and  has  7, 
8,  9,  and  10-inch  blades  for  stock  sizes.  Other 
lengths    are    made    on    special    orders.      The 


"Veritas"  Aluminum  Dessert  Knife. 

rust  and  other  harmful  chemical  combinations 
do  nbt  form  on  this  ware,  making  them  very 
sanitary.  Size  and  strength  compared,  this 
class  of  ware  is  lighter  in  weight  than  such 
articles  in  other  metals  and  weigh  about  one- 
,  third  of  German  silver  or  silver-plated  goods. 


"Veritas"  Aluminum  Dessert  Fork. 

The  Knives  are  of  highly  polished  steel  to 
which  handles  of  "Veritas"  Aluminum  are 
fastened  in  such  a  manner  that  they  do  not 
become  loose. 

''Bommer"  Screen  Door  Hinge 

Bommer  Bros.,  255  Classon  avenue,  Brook- 
lyn, N.  Y.,  are  placing  on  the  market  the 
"Bommer"  Screen  Door  Hinge,  illustrated. 
This  style,  000,  as  it  is  known,  has  a  covered 
coil  spring  made  of  high  grade  oil  tempered 


"Reliance"  Folding  Handle  Drawing  Knife. 


handles  swing  into  four  positions.  The  tool 
is  quickly  adjusted  and  when  the  parts  are 
moved  into  place  the  lock  is  solid  and  secure 
against  slipping  while  in  use.  It  has  ma- 
hogany stained  handles,  highly  polished,  fitted 
with  heavy  ferrules.  The  Knife  as  sent  out 
is  sharpened  and  set  ready  for  use. 

'Tcritas"  Aluminum  Flatware 

GM.  Thurnauer  &  Bro.,  83  Worth  street, 
•  New  York,  are  offering  the  trade  an 
assortment  of  "Veritas"  Aluminum  Flatware, 
several  pieces  of  which  are  shown  herewith. 
This  ware  is  made  from  the  only  alloy  which 


steel  wire.  The  barrel  is  made  in  two  sections, 
which  gives  an  additional  bearing,  so  that  the 
hinge  always  carries  the  weight  of  the  door  on 
two  bearings,  no  matter  which  end  is  upper- 


"Veritas"  Aluminum  Table  Spoon. 
is  said  to  have  been  successfully  used  for  the 
manufacture  of  aluminum  table  ware.  The 
weight  of  articles  made  of  '*Vcritas"  Alumi- 
num is  very  light,  while  the  articles  themselves 
are  very  hard   and   strong.     They  are  non- 


"Bommer"  Screen  Door  Hinge. 

most.     The  arrangement  doubles  the  strength 
of  the  Hinge  and  doubles  its  wearing  quality. 


The  greatest  power  any  house  ever  had  is  a 
game  salesman — ^never  afraid  of  competition. 
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''Stendard''  Cash  Register 

Standard  Cash  Register  Co.,  Wabash,  Ind., 
are  manufacturers  of  the  "Standard" 
Cash  Register,  illustrated.  The  case  is  made 
of  quartered  oak,  highly  finished,  surmounted 
by  a  nickel  rail  and  cashier's  coin  mat.  The 
money  drawer  is  roomy,  and  is  divided  into 
compartments  for  each  denomination  of  coin 
and  papef  money.  It  contains  a  "penny  cup" 
into  which  all  small  change  is  dropped 
through  a  slo.t  in  the  lid,  avoiding  entry  or 
opening  the  drawer.  The  combination  which 
opens  the  drawer  is  on  the  left  side,  leaving 
the  right  hand  free  to  write  entry,  thus  sav- 
ing half  the  time.  Credit  sales  are  made  in 
connection  with  a  duplicating  pass  book,  one 
of  which  should  be  provided  for  each  clerk. 
The  combination  lock  of  four  Iceys,  which  can 
be  set  in  sixteen  different  ways,  is  the  only 


illustrations  are  in  colors  and  the  fine  cuts 
show  the  minute  engraving  on  the  gun,  the 
grain  of  wood  in  stocks,  etc. 

"Eoyal"  Tool  Grinder 

Royal  Mfg.  Co.,  Lancaster,  Pa.,  arc  oflfer- 
ing  the  trade  the  "Royal"  Tool  Grinder, 
illustrated.  It  is  equipped  with  an  improved 
rest  for  holding  a  twist  drill.  Each  part  can 
be  duplicated.  All  parts  are  bored  in  jigs, 
so   they   are    true    and   interchangeable.     No 


"Standard"  Cash   Register. 

method  of  opening  the  cash  drawer.  Upon 
working  the  correct  combination,  the  drawer 
opens  automatically,  sounding  at  the  same 
time  an  alarm  which  gives  warning,  avoiding 
the  constant  attendance  at  the  cash  drawer. 
This  operation  also  automatically  moves  the 
paper  or  record  sheet.  This  paper  is  a  roll 
placed  under  the  lid  and  is  only  accessible  to 
the  one  carrying  the  Tcey.  A  slot  gives  ample 
room  to  record  the  sale,  be  it  cash  or  credit. 
Upon  opening  the  drawer  the  record  passes 
under  a  glass,  still  in  full  view,  but  inacces- 
sible. Opening  the  drawer  without  recording 
shows  a  blank  space,  making  it  at  once  ap- 
parent that  an  omission  has  occurred,  either 
in  a  credit,  a  charge,  or  entry,  of  cash  taken 
in  or  paid  but.  At  night  the  day's  record  is 
removed  and  filed  away  for  reference  when 
necessary.  The  charges  and  credits  may  be 
posted  direct  from  this  slip  to  the  ledger. 
Using  this  Register  shows  which  clerk  sold 
for  cash  and  the  amount.  Who  paid  in  money, 
to  which  clerk,  and  the  amount.  Who  paid 
out  money,  what  for,  and  the  amount.  Who 
bought  goods  on  credit,  which  clerk  sold 
them,  and  the  amount. 

The  Hunter  Arms  Co.,  Fulton,  N.  Y.,  have 
issued  a  handsome  catalogue  illustrative  and 
descriptive   of   the   L.   C.   Smith   Guns.     The 


"Royal"  Tool  Grinder. 

water  is  required  on  the  grinding  wheel,  and 
it  is  claimed  not  to  draw  the  temper  of  a 
tool.  All  spindles  are  cold  rolled  steel.  High 
grade  cast  iron  is  used  for  frames  and  gear 
wheels.  The  grinding  wheel  is  held  in  place 
by  a  washer  nut.  The  grinding  wheel  is  of 
alundum,  made  by  a  special  electrical  process. 
In  the  manufacture  they  are  puddled,  which 
secures  an  evenness  in  texture  and  insures 
the  wheels  free  from  hard  and  soft  spots. 

''Aetna*'  Dynamite  Cartridges 

The  Aetna  Powder  Co.,  Chicago,  111.,  are 
offering  the  trade  "Aetna"  Dynamite 
Cartridges,  package  of  which  is  illustrated. 
This  style  of  package  is  that  mostly  preferred 
by  the  trade,  and  comes  in  cartons  of  ten 
pounds  each,  and  five  cartons  in  a  wood  case. 
The    handUng    of    dynamite    at    the    present 


Carton   of   "Aetna"   Dynamite   Cartridges. 

time  is  looked  upon  with  practically  little 
fear.  The  use  of  powder  and  dynamite  by 
people  with  knowledge  of  the  same  causes  no 
more  accidents  than  the  use  of  intricate  ma- 
chinery by  those  of  equal  knowledge.  There 
is  a  great  deal  of  information  in  the  company's 
catalogue  about  explosives. 
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"Zim's"  Duplex  Wire  Stretcher 

Burgess-Norton  Mfg.  Co.,  Geneva,  III.,  are 
placing  on  the  market  "ZimV  Duplex 
Wire  Stretcher,  illfist rated.  It  is  made  from 
a  fine  quality  steel ;  there  are  no  castings  or 
malleables  used  in  the  construction.  It  consists 
of  a  channel  in  which  slide  or  operate  two 
notched  bars  C.  At  the  back  of  the  channel  is 
attached  a  chain  with  a  wire  clamp.  In  operat- 
ing this  is  attached  to  post  or  wire.  At  the 
end  of  the  two  notched  bars  C  are  wire  clamps 
D     fastened    to     swivels,     which     allow     the 


Stretcher  the  wire  is  always  under  absolute 
control.  There  is  no  danger  to  the  operator 
in  using  this  device. 

"LondenV  Tackle  Wire  Stretcher 

The  Louden  Machinery  Co.,  Fairfield,  la., 
are  placing  on  the  market  "Louden's" 
Tackle  Wire  Stretcher;  illustrated.  In  stretch- 
ing the  wire  the  operator  stands  away  from 
the  wire  out  of  danger,  and  also  when  the 
device  is  used  for  hoisting  purposes  the  op- 
erator is  awav  from  the  load  instead  of  under 


"Zim's"  Duplex   Wire  Stretcher. 


Stretcher  to  work  in  any  required  position. 
To  the  handle  are  attached  two  pawls  A,  while 
two  other  pawls  B  at  the  front  end  of  the 
channel  lock  the  notched  rods  as  they  are 
pulled  in.  In  operating  the  Stretcber  one 
notched  rod  is  pulled  out  and  the  clamp  at- 
tached to  wire  to  be  stretched.  The  pawls  A 
and  B  operating  on  this  bar  are  then  thrown 
down  and  the  handle  worked  back  and  forth 
until  the  rod  is  pulled  out.  The  pawl  A  is 
then  released  and  the  other  notched  bar  pulled 
out  and  attached  to  the  wire,  and  the  two 
pawls  A  and  B  operating  on  this  rod  are  then 


it.  The  wire  grips  are  fitted  with  raised 
flanges  or  guards  which  prevent  wires  from 
slipping  under  the  eccentric  grips.  The  eccen- 
tric grips  are  fitted  with  handles  longer  than 
usually  employed  on  similar  devices,  which 
have  an  offset  curve  giving  great  convenience 
and  power  for  setting  the  grip  with  the  hand. 
When  desired,  the  Stretcher  can  be  fitted  with 
hooks  for  hoisting  purposes  instead  of  wire 
grips  and  will  be  found  desirable  for  remov- 
ing or  elevating  wagon  boxes,  hay  racks,  or 
lifting  other  loads.  TJje  iron  sheaves  turn  on 
special  steel  thimbles,  insuring  ease  of  opera- 


'Louden's"  Tackle   Wire   Stretcher. 


thrown  into  position  and  the  handle  operated 
as  before.  As  soon  as  one  or  two  notches  are 
taken  up  the  first  bar  is  released.  This  opera- 
tion can  be  continued  as  long  as  any  stretching 
is  required.  There  is  no  necessity  for  tieing 
the  wire  in  order  to  take  a  new  grip,  the 
stretching     being     continuous.        With     this 


tion  and  great  strength.  It  is  reeved  with  full 
%-inch  diameter  rope,  and  is  finished  in 
bright  Vermillion  red  with  gold  retouching. 


Look  well  to  your  credit  and  reputation. 
They  are  the  most  precious  possessions  a 
business  man  can  have. 
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'HcCabe"  Hanger  and  Traok 

The  McCabe  Hanger  Mfg.  Co.,  425  West 
Twenty-fifth  street,  New  York,  are  of- 
fering the  trade  the  **McCabe"  No.  4  Track 
and  Hanger,  illustrated.  It  is  an  addition  to 
their  line  of  ball-bearing  Door  Hangers,  and 


"McCabe^ 


4  Track,   Full   Size. 


with  the  turned  down  flanges,  making  it  self- 
cleaning  and  impossible  for  any  substance  to 
lodge  therein.  The  No.  4  Track  is  made  from 
12-gauge  cold  drawn  steel  ^nd  is  said  to  be 
the  heaviest  trolley  track  on  the  market.  The 
No.  2  is  13-gauge  cold  drawn  steel.  The  car- 
riages are  ball  bearing  with  hardened  and 
ground  cups  and  cones  and  %-inch  bicycle 
balls.  The  wheels  are  3  inches  in  diameter, 
made  from  cold  drawn  steel  stamped  out  by 
dies  made  to  fit  the  track,  which,  having  been 
made  over  a  mandril,  permits  the  carriage  to 
take  an  exact  and  even  bearing,  thus  insuring 
an  even  carrying  of  the  load  with  a  minimum 
of  friction.  Heavy  adjustable  clevis  aprons  to 
come  down  on  both  sides  of  the  door  and 
bolted  through  are  provided  for  attaching  the 
carriage  to  the  door.  Heavy  plates  are  also 
used  on  the  top  of  the  door.  This  track  and 
hanger  are  used  for  doors  weighing  from  800 
to  1,500  lbs. 

"Cow-Ease" 

The  Carpenter- Morton  Co.,  77  Sudbury 
street,  Boston,  Mass.,  are  manufacturers 
of  "Cow-Ease,"  a  clean,  non-penetrating 
liquid  that  is  harmless  to  apply  to  horses  or 
cows.    It  relieves  them  from  the  annoyance  of 


is  for  use  on  heavy  barn,  fire,  pier  and  ware- 
house doors.  This  track  and  hanger  are  also 
frequently    used    for   overhead    carrying    pur- 


"McCabe"  Door  Hanger,  No.  4 

poses.    The  '* McCabe"  No.  4  Track  is  shown. 
It  is  the  same  shape  and  style  as  their  No.  2, 


flies,  and  in  the  case  of  cows  should  be 
sprayed  on  them  once  a  day  in  the  hot  sultry 
weather.  There  is  nothing  injurious  in  the 
liquid,  which  not  only  rids  the  cattle  from  flies, 
but  also  lice  and  vermin.  The  "Cow-Ease" 
comes  in  one  gallon  and  one  quart  litho- 
graphed cans,  making  neat  packages.  Show 
cards  and  circulars  are  furnished  with  sample 
order. 


A  successful  business  man  stated :  The  value 
of  an  employe  is  measured  by  the  degree  of 
supervision  which  he  requires.  The  less  super- 
vision he  needs,  no  matter  what  he  is  doing, 
the  more  valuable  he  becomes. 
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'"WiUdnBon"  Burglar  Ptoof  Door  Securer 

The  Wilkinson  Specialty  Co.,  69  Wall  street, 
New  York,  are  placing  on  the  market 
the  "Wilkinson*'  Door  securer,  illustrated.  It 
is  of  steel,  nicely  nickel-plated,  and  fits  any 
door.  The  angle  or  bent  end  goes  into  the 
recess  of  strike,  or  it  can  be  inserted  in  the 
crack  back  of  the  door  facing.    Close  the  door 


"WuvKINson"  Door  Securer. 

and  put  on  the  washer,  turning  one-quarter 
way  round  to  notch  on  inside  when  it  drops 
in  place.  In  this  position  it  is  said  that  the 
door  cannot  be  opened  from  the  outside  unless 
the  door  itself  is  broken  in  the  attempt.  The 
washer  can  be  put  in  any  of  the  notches  on  the 
bar,  making  it  adjustable  for'  different  doors. 

RnBsian  Seal  Reel  Oil 

Excelsior  Supply  Co.,  Chicago,  111.,  are  of- 
fering the  trade  the  "Russian  Seal"  Reel 
Oil.    It  is  an  oil  product  for  which  high  claims 


Oil  is  put  up  a  dozen  boxes  for  counter  dis- 
play. Labels  and  cards  are  lithographed  in 
colors.  Each  bottle  is  fitted  with  patent  cork 
and  oil  dropper. 

The  D.  L.  Bates  &  Bro.  Co.,  Dayton,  O.,  in 
recent  circulars  illustrate  the  "Bates"  Water 
Motor  Fans  for  use  on  walls,  desks  and  col- 
umns. Electric  fans  are  for  use  on  ceilings, 
walls  and  desks.  Water  and  belt  driven  ven- 
tilating fans  for  floor,  w^ll  or  ceiling,  to  be 
run  by  water  motors,  gas  and  gasoline  engines, 
are  also  shown. 


The  Cincinnati  Tool  Co.,  Cincinnati,  Ohio, 
have  ready  their  handsome  new  catalogue  of 
mechanics'  tools.  Hollow  Augers,  various 
kinds  of  Clamps,  Metal  and  Wood  Bit  Stock 
Drills,  Ratchet  Drills,  Screw  Drivers,  Pliers, 
Saw  Vise,  Bit  and  Brace  Wrenches,  Bench 
Stop,  Spoke  Shaves,  Pole  Climbers,  etc.,  are 
shown. 

'Ideal"  Grass  Carrier 

The  Krause  Mfg.  Co.,  Zion  City,  111.,  are 
makers  of  the  "Ideal"  Grass  Carrier,  il- 
lustrated. It  is  adjustable  to  nearly  every 
make  of  lawn  mower,  and  to  various  sizes, 
high  and  low  wheeled  mowers.  The  bottom  is 
of  galvanized  iron,  in  two  parts,  telescopic  in 
form.  The  sides  are  of  striped  duck.  Two 
thumb  bolts  and  an  ingenious  but  simple  device 


"Russian  Seal"  Reel  Oil. 

are  made  as  a  lubricator  for  fine  reels.  It  is 
especially  desirable  to  use  in  tournament  cast- 
ing. There  is  no  odor  or  taste;  it  will  not 
freeze,  gum  or  corrode  in  any  temperature. 
One  drop  properly  placed  is  sufficient.     The 


"Ideal"  Grass  Carrier. 

are  used  in  attaching  the  Carrier  to  the  handle 
of  the  mower.  No  screws  or  bolt  on  the  mower 
is  touched  in  attaching  the  device.  A  stopper 
in  front  of  the  Carrier  prevents  grass  from 
falling  out  or  interfering  with  the  mower.  The 
bottom  does  not  drag  even  when  full  of  cut 
grass,  hence  it  does  not  drag  on  the  lawn.  The 
device  is  light  but  firm  and  weighs  4  pounds. 
The  concern  also  manufacture  the  "Victor" 
Carrier,  which  lias  a  canvas  bottom  with  gal- 
vanized iron  front.  One  size  can  be  adjusted 
to  fit  from  10  to  18-inch  mowers  without  sag- 
ging of  bottom.  Freight  rates  are  the  same 
from  Zion  City  as  Chicago. 
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'Taiagon"  Ofts  and  Cutting  Fliers 

The  William  Schollhorn  Co.,  New  Haven, 
Conn.,  for  whom  George  W.  Davis,  7 
Warren  street,  is  New  York  representative, 
are  manufacturers  of  the  "Paragon"  Gas  and 
Cutting  Pliers,  illustrated.    This  is  a  combina- 


'Tiovell"  Window  Operating  Device 

The  G.  Drouve  Co.,  Bridgeport,  Conn.,  are 
manufacturers  of  the  "Lovell"  Window 
Operating  Device,  illustrated.  It  consists  of 
two  main  operating  rods- riding  through  non- 
friction  brass  rollers,  being  actuated  by  a  rack 


"Paragon"  Gas  and  Cutting  Pliers. 


tion  tool,  neatly  nickel-plated,  fully  tempered 
and  fully  warranted.  It  is  a  flat  nose  gas 
plier  and  cutter  confbined,  and  has  fine  pol- 
ished jaws.  It  is  made  of  crucible  tool  steel, 
is  light  in  weight  and  comes  in  5,  6  and  7-inch 
sizes.  Its  large  sale  is  due,  to  a  great  extent, 
to  its  popular  selling  price. 

''Excelsior''  Telescope 

Kirtland  Bros.  &  Co.,  90  Chambers  street, 
New   York,   are   offering  the   trade  the 
"Excelsior"  Telescope,   illustrated.     It  is   3% 


and  pinion  operated  from  any  point  desired  by 
the  use  of  a  large  wheel  and  chain.  To  the 
window  two  arms  are  fastened,  one  to  either 
side  of  the  sash  frame,  these  in  turn  being 
fastened  to  the  operating  rods  with  open 
couplings.  At  any  time  sections  of  the  sash  can 
be  cut  out  and  windows  kept  closed  by  the 
simple  turn  of  a  nut,  releasing  th^  couplings 
and  dropping  them  until  needed  further.  It 
is  simple  of  erection  and  easy  of  operation.  It 
will  open  500  feet  of  sash  and  assure  to  each 
window  an  equal  opening  and  closing.     The 


"Excelsior"    Five-Section   Telescope. 


feet  long  and  is  in  five  sections.  The  circum- 
ference at  the  larger  end  is  5%  inches,  and 
length  when  closed  is  12  inches.  It  is  brass, 
bound  with  safety  cap  on  each  end  to  ex- 
clude the  dust,  and  is  fitted  with  powerful 
lenses,  scientifically  ground  and  adjusted.  It 
is  provided  with  an  extra  adjustable  solar 
eye-piece,  for  special  use  in  watching  the  sun 


device  is  sold  by  the  lineal  foot,  one  operating 
station  being   included   to  each   100  feet.      It 


Solar  Eye-Piece. 

or  a  total  eclipse  of  the  sun,  etc  It  is  to  be 
used  only  when  looking  at  the  sun,  as  no 
other  light  is  strong  enough  to  pierce  the 
thick,  dark  lens.  The  approximate  magnify- 
ing power  of  the  Telescope  is  ten  times.  It 
is  sold  at  a  nominal  price,  with  good  profit 
to  the  de^iler. 


"Lovell"  Window  Operating  Device. 

can  be  sent  anywhere  and  erected  by  an  ordi- 
nary workman  with  the  ?iid  of  blueprints, 
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The  Stephenson  Mfg.  Co.,  Albany,  N.  Y., 
manufacturers  of  the  "Stephenson"  Bar  Belt 
Dressing  for  tight  belts,  in  their  advertise- 
ment, present  a  good  argument  on  the  "Sub- 
stitution" question.  They  report  increasing 
orders  from  consumers  and  from  the  trade. 


R  C.  Atkins  &  Co.,  Indianapolis,  Ind.,  an- 
nounce an  interesting  contest  in  the  way  of 
window  displays  and  newspaper  advertising, 
pertaining  to  cities  having  a  population  of 
25,000,  and  also  under  that  number.  It  ends 
on  June  1,  1908.  A  booklet  will  be  sent  upon 
application  which  gives   full  particulars. 


The  Bissell  Carpet  Sweeper  Co.,  Grand 
Rapids,  Mich.,  and  25  Warren  street.  New 
York,  have  been  sending  out  their  annual 
Easter  offer.  In  connection  with  their  com- 
bination offer  on  Sweepers  they  also  include 
advertising  helps  of  various  kinds,  all  tend- 
ing to  focus  sales  to  the  dealer's  store. 


The  Union  Elevator  and  Machine  Co.,  144 
Ontario  street,  Chicago,  111.,  have  issued  a  new 
catalogue  of  Contractors'  and  Railway  Sup- 
plies. Within  the  140  pages  there^  are  included 
a  large  number  of  items,  most  all  of  which  are 
the  company's  own  manufacture.  It  is  their 
aim  to  produce  goods  that  are  noted  for 
strength,  quality  and  finish.  In  addition  to 
this  catalogue  they  also  publish  catalogues  of 
Freight  Elevators  and  Theatrical  Stage  Hard- 
ware, any  one  of  which  will  be  sent  upon 
request  to  interested  parties. 


The  G.  F.  Barron  Cooler  Co.,  Granite  Build- 
ing, Rochester,  N.  Y.,  have  issued  a  new  cata- 
logue for  the  current  season.  It  shows  general 
and  sectional  views  of  their  Sanitary  Water 
Coolers,  which  are  adapted  for  use  in  hospitals, 
public  buildings,  schools,  hotels,  restaurants, 
stores,  offices,  residences,  factories,  streets,  etc. 
This  Cooler  connects  with  pressure  water  sys- 
tems, and  is  tested  to  150  pounds'  pressure.  It 
is  self-cleansing.  There  are  no  coiled  pipes  to 
become  foul.  The  water  does  not  come  in  con- 
tact with  the  outside  air  or  ice. 


Hartwell  Bros.,  Chicago  Heights,  111.,  have 
issued  an  attractive  booklet  pertaining  to  their 
goods,  hand-made  Hickory  Handles.  There 
are  several  special  views  showing  the  process 
of  manufacture  and  the  company's  facilities. 
In  the  manufacture  of  their  "Honest  Abe" 
Axe  Handles  small-bodied,  second  growth 
hickory  trees  are  used.  The  description  of 
the  process  informs  the  reader  that  every 
operation  is  by  hand  up  to  the  grinding  and 
polishing  on  a  rough  and  fine  sand  belt, 
which  is  the  last  operation  save  that  of  being 
put  on  a  waxing  belt,  which  brings  out  the 
whiteness  and  covers  the  Handles  with  a 
brilliant  gloss. 


Owing  to  his  extended  interests  in  other 
lines  and  inventions  of  his  own,  E.  B.  Gibford 
has  resigned  as  treasurer  and  sales  manager 
of  the  Gibford- Weiffenbach  Co.,  Adrian, 
Mich.  It  will  in  no  way  affect  the  line  of 
Red-E-For-Use  Razor  Strops  that  have  borne 
his  name  for  many  years.  G.  U.  Weiffenbach 
becomes  general  manager  of  the  company. 
The  concern  have  their  new  plant  complete 
and  can  take  prompt  care  of  all  orders. 

'Tasher"  Pot  Cover  Cabinet 

The  C.  W.  Lasher  Mfg.  Co.,  Davenport,  la., 
are  makers  of  the  "Lasher**  Pot  Cover 
Cabinet,  illustrated.  The  Cabinet  is  made  of 
clear  cypress,  natural  finish,  well  varnished. 
This  new  size  Cabinet  is  brought  out  in  re- 
sponse to  the  requests  of  a  large  number  of 
dealers  who  do  not  handle  the  %-inch  sizes. 
This  new  Cabinet  is  No.   12  and  carries  the 


"Lasher"  Pot  Cover  Cabinet. 

even  and  %-inch  sizes  from  8  to  13*/^  inches. 
Like  the  original  Cabinet,  the  shelves  are  num- 
bered down  the  side.'  The  shelves  are  so  ar- 
ranged that  no  sized  cover  will  fit  into  a  small- 
er shelf  than  the  one  in  which  it  belongs.  In  the 
bottom  of  the  Cabinet  is  a  place  for  the  spring- 
in  handle*.  The  Cabinet  is  sent  out  with  one 
or  two  gross  assortments  of  the  "Lasher" 
Spring-in  Handle  Cover.  The  spring  steel 
handle  springs  into  the  recesses  in  the  cover 
and  fits  as  firmly  as  if  riveted. 


The  Corbin  Cabinet  Lock  Co.,  21  Warren 
street,  New  York,  have  ready  for  distribution 
to  the  trade  a  new  catalogue  showing  their 
line  of  Cabinet  Locks  with  half-size  illustra- 
tions. In  this  cloth-bound  250-page  book  are 
also  shown  Knobs,  Escutcheons  and  Striking 
Plates.  In  the  back  of  the  book  is  shown  a 
comparative  list  of  various  locks.  This  cata- 
logue has  been  brought  out  to  send  to  those 
who  are  interested  only  in  cabinet  locks  9,t\i 
^^ces5ori?s, 
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Alcohol  Vapor  TJtilities 

Lippincott  Co.,  Newark,  N.  J.,  are  placing  on 
the  market  a  Self-Heating  Alcohol  Flat- 
iron,  illustrated.  The  alcohol  is  contained  in  a 
neat  brass  reservoir,  having  a  capacity  of  about 
3  ounces.  This  is  fed  to  a  vaporizing  cham- 
ber, and  the  heat  of  the  iron  automatically  gen- 
erates enough  vapor  to  heat  the  iron  to  any 
desired  degree.  The  small  needle  valve  may 
be  closed  to  decrease  the  heat  if  desired.  The 
Iron  is  made  in  3VL»  and  7-pound  sizes  and  may 
.be  operated  at  a  cost  of  less  than  one  cent  per 
hour.     The  makers  guarantee  the  Irons  not  to 


"Lippincott"  Alcohol  One- Burner  Stove. 

blow  flame  through  the  air  holes,  thus  elimi- 
nating the  danger  of  burning  the  articles  being 
ironed.  The  portability  of  this  Iron  will  appeal 
to  the  hous^vife,  as  it  can  be  used  outdoors  as 
well  as  in  the  house,  and  away  from  the  hot 
kitchen  stove  during  the  summer  months.  The 
steady  heat  maintained  is  a  large  saver  of 
time  and  energy  and  the  family  ironing  can  be 
done  much  quicker.  There  is  no  vapor  or  other 
odor  in  using  the  Iron. 
The  concern  are  also  making  a  substantial 


"Lippincott**  Alcohol  Flatiron. 

stove  burner  in  connection  with  nickel-plated 
cast  iron  stoves,  in  1,  2  and  3-burner  styles, 
the     simplest,     l-burner    construi^tion,     being 


shown  herewith.  They  will  also  make  the 
1  and  2-burner  stoves  of  copper,  either  silver 
or  nickel-plated,  which  are  intended  more  for 
chafing  dish  use.  To  those  who  are  without 
gas  the  Alcohol  Stove  appeals  as  a  necessity, 
and  many  gas  users  prefer  denatured  alcohol 
on  account  of  its  safety,  cleanliness,  freedom 
from  smell  and  economy. 


National  Cutlery  Co.,  Detroit,  Mich.,  in  a 
new  catalogue  bring  before  the  trade  the  large 
variety  of  Knives  and  tools  made  by  them. 
High  quaUty  steel  is  used  which  holds  an  edge, 
and  all  knives  and  tools  are  hand  forged.  A 
wide  variety  is  presented  in  the  Butcher  Knife 
line,  followed  by  Paring,  Kitchen  and  other 
Knives.  Chisels,  Punches,  Claw  Bars,  etc., 
are  also  shown. 


The  Norvell-Shapleigh  Hardware  Co.,  St. 
Louis,  Mo.,  are  out  with  their  Bicycle  cata- 
logue for  the  season  of  1908.  It  is  a  pamphlet 
of  72  pages  and  illustrates  many  bicycle  sun- 
dries. In  the  introductory  the  concern  point 
out  that  the  use  of  the  bicycle  is  increasing 
and  that  the  current  year  should  show  a 
healthy  increase  over  that  of  last  year.  The 
bicycles  are  illustrated  in  the  same  colors  in 
which  they  are  supplied  the  trade.  Bicycles 
are  now  constructed  so  they  need  few  repairs. 

Alabastine 

A  reference  to  the  Alabastine  Co.'s  adver- 
tisement in  this  issue,  setting  forth  a  profit  to 
dealers  of  from  66  2-3  per  cent,  up,  according 
to  the  quantity  of  Alabastine  purchased,  leads 
one  to  the  conclusion  that  there  are  very  few 
thoroughly  advertised  staple  articles  that  have 
the  large  volume  of  sale  and  the  large  profit. 
This  leads  to  the  still  farther  thought  to  the 
dealer  who  may  not  be  handling  Alabastine, 
and  who  is  interested  from  time  to  time  in 
weeding  out  the  unprofitable  and  unsalable 
lines  that  he  may  carry,  and  substituting  the 
advertised,  profitable  and  up-to-date  lines, 
that  Alabastine  is  worthy  of  consideration. 
There  is  another  thought  for  the  Hardware 
dealer  recognizing  the  increased  and  increas- 
ing demand  for  Alabastine,  the  general  ten- 
dency among  all  householders  to  turn  away 
from  papered  and  to  tinted  walls,  that  there 
is  an  opportunity  by  stocking  with  a  correct 
tinting  material  like  Alabastine  to  get  an  ad- 
vertised and  an  additional  profit  on  sales  that 
have  heretofore  been  going  largely  to  the 
wall  paper  dealers  for  wall  paper.  Alabas- 
tine would  seem  to  be  a  material  with  good 
possibilities  that  would  appeal  more  and  more 
to  the  Hardware  dealer  as  an  important  unit 
that  he  might  add  to  his  stock. 

The  company  announce  an  interesting 
proposition  concerning  window  displays  for 
this  spring.  For  this  purpose  they  furnish 
attractive  advertising  matter,  in  the  way  of 
color  posters,  cards,  signs,  streamers,  sample 
sheets  of  "AUbastinc"  Wall  Covering,  c^c, 
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The  P.  Lowentraut  Mfg.  Co.,  Newark,  N.  J., 
report  a  very  active  demand  for  their  well- 
known  Gas  Pliers,  fully  75  per  cent  of  the  fac- 
tory force  being  placed  on  this  line.  The  pop- 
ularity of  these  Pliers  is  attributed  to  their 
jaws,  the  teeth  of  which  are  especially  milled 
by  a  special  machine,  which  produces  a  "sure 
grip"  tool. 

The  Arcade  Mfg.  Co.,  Freeport,  111.,  an- 
nounce they  are  now  manufacturing  iron 
roller  skate  wheels  in  large  quantities.  They 
are  made  from  high  grade  gray  iron,  and  the 
makers  report  a  large  demand. 


The  Motor  Car  Equipment  Co.,  55  Warren 
street,  New  York,  have  issued  a  new  catalogue 
for  this  season,  covering  Automobile  supplies. 
Over  2,000  items  are  illustrated,  described  and 
priced. 


"How  Dixon  Meets  Hard  Times"  is  the  cap- 
tion underneath  a  view  showing  a  new  Dixon 
factory  in  course  of  construction.  This  view 
appears  in  the  last  issue  of  "Graphite,"  the 
monthly  periodical  issued  by  the  Joseph  Dixon 
Crucible  Co.,  Jersey  City,  N.  J. 


The  Alcohol  Utilities  Co.,  156  West  23d 
street.  New  York,  have  issued  a  new  catalogfue 
showing  their  enlarged  line  of  Alcohol  Stoves, 
Flat  Irons,  Lamps,  Chafing  Dish  Stoves,  Hot 
Plates,  Room  Heaters,  Camping  and  Travel- 
ing Outfits,  small  Vapor  Cookers,  Alcohol  In- 
verted Lamps  for  stores,  etc.  "Pyro"  de- 
natured alcohol  is  used  in  all  these  utilities. 
Copy  of  the  catalogue  will  be  sent  anyone 
upon  request.  This  is  a  line  that  will  stand 
pushing  by  the  Hardware  dealer,  especially  at 
this  season. 


William  Johnson,  Hedenberg  Works,  New- 
ark, N.  J;,  has  ready  for  distribution  a  special 
catalogue  of  Plumbers'  Tools,  comprising  a 
careful  selection  from  his  general  catalogue 
of  Mechanics'  Tools.  Such  goods  are  shown 
as  Steel  Caulking  Chisels,  Cape  Chisels,  Round 
Irons,  Gas  Fitters'  Augers,  Cold  Chisels, 
Pliers,  Tap  Borers,  Plumbers'  Steel  Bending 
Pins,  Washer  Cutters,  Pipe  Drills  for  ratchet 
braces.  Plumbers'  Tool  Bags,  Wiping  Cloths, 
Ladles,  Saws,  Soldering  Coppers,  Pipe  Cut- 
ters, Solder  Moulds,  etc 


The  Lockwood  Mfg.  Co.,  New  York  City, 
will  remove  on  May  1  to  16-18  Reade  street, 
where  they  will  occupy  larger  quarters.  The 
ground  floor  will  be  fitted  up  for  offices  and 
display  and  salesrooms,  while  stock  will  be 
carried  in  the  two  basements.  There  will  be 
a  total  floor  area  of  10,000  square  feet,  giving 
the  added  room  for  the  constantly  growing 
business  in  builders'  Hardware.  The  store 
will  be  jointly  occupied  by  the  New  York  of- 
fice of  the  F.  &  N.  Lawn  Mower  Company. 


Walworth  Mfg.  Co.,  128  Federal  street, 
Boston,  Mass.,  and  Park  Bow  building,  New 
York,  are  sending  out  circular  descriptive 
of  the  "Hall"  Cast  Iron  Pipe  Cutter.  This 
tool  is  especially  adapted  for  cutting  ^cast  iron 
pipe  in  the  trench.  It  is  stated  the  average 
time  in  making  a  4,  6  or  8-inch  cut  is  but  four 
minutes.  The  tool  comes  with  3  or  4  loops, 
each  loop  having  one  or  two  wheels. 


The  Union  Steel  Screw  Co.,  Cleveland,  O., 
have  issued  a  handsome  catalogue  and  price 
list  of  Wood  Screws,  Bolts  and  Rivets.  By 
reason  of  the  fine  engravings  the  details  of 
threads,  etc.,  are  brought  out  on  the  screws  far 
better  than  in  the  average  catalogue. 


The  Buck's  Stove  &  Range  Co.,  St.  Louis, 
Mo.,  have  issued  a  sumptuous  volume,  being 
a  combination  of  a  catalogue  and  portraits  of 
the  officers  and  sales  managers.  There  are 
also  numerous  views  of  the  various  offices 
wherein  the  work  is  done  that  moves  the 
mighty  volume  of  business.  The  illustrations 
are  of  a  high  order  and  this  same  remark  ap- 
plies to  the  multitude  of  Stoves  and  Ranges 
shown  within  this  240  page  book.  It  is  8% 
X  11  inches  in  size,  substantially  bound  in 
board  covers,  with  cloth  reinforcement,  and 
lettered  in  gold. 

The  Goodell-Pratt  Co.,  Greenfield,  Mass.,  are 
distributing  the  supplement  to  their  No.  8  cat- 
alogue, consisting  of  instruments  of  precision 
under  the  brand  of  "Mass.  Tool  Co."  There 
are  many  fine  tools  shown  within  the  52  pages. 
These  include  Micrometer  Calipers,  Microm- 
eter Depth  Gauges,  Tempered  Steel  Rules, 
Center  Gauges,  Combination  Squares  and  Sets, 
Protractors,  Spring  Calipers,  Screw  Pitch 
Gauges,  Surface  Gauges,  Beam  Trammels,  Pre- 
cision Center  Punches,  Lathe  Tools,  Boring, 
Milling  and  Sawing  Attachments,  Chucks, 
Bench  Anvils,  etc. 


Simmons  Hardware  Co.,  Inc.,  173  Duane 
street,  New  York,  have  issued  a  volume  which 
comprises  illustrations  and  descriptions  of 
goods  carried  in  stock  at  the  metropolitan 
branch.  The  system  of  numbering^  is  that  fol- 
lowed in  the  large  catalogue,  issued  from  the 
main  office  at  St.  Louis.  Throughout  the 
book  are  many  pages  in  colors  showing  the 
natural  appearance  of  the  goods,  such  as 
Picks,  Axes,  Hand  Saws,  Hatchets,  Levels, 
Planes,  Tool  Sets,  Pocket  Knives,  Lawn 
Mowers,  Chisels,  Lawn  Rakes,  Pliers,  etc.  In 
the  back  of  the  book  are  a  number  of  pages 
giving  the  suggested  retail  prices  on  the 
"Keen  Kutter  Goods.  In  connection  with  this 
catalogue  the  concern  get  out  an  approximate 
net  price  list.    The  catalogue  is, No.  615. 
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The  Charles  Parker  Co.,  Merid^n,  Conn., 
with  New  York  salesrooms  at  32  Warren 
street,  have  gotten  out  a  handsome  catalogue 
showmg  half-tone  illustrations  of  their  exten- 
sive line  of  "Parker"  Vises.  The  complete- 
ness of  the  book  is  evidenced  by  the  80  pages 
filled  with  Vise  literature  and  illustrations. 
These  Vises  are  adapted  to  locomotive  works, 
car  builders,  woodworkers,  machinists,  gun, 
sewing  machine  and  carriage  manufacturers, 
jewelers  and  artisans  generally. 


R.  E.  Di'etz  Co.,  60  Laight  street,  New  York, 
have  brought  out  a  new  catalogue  of  the 
"Dietz"  line  of  Lanterns.  This  catalogue.  No. 
40,  contains  over  100  pages,  and  comprises 
Lanterns  made  for  a  large  number  of  pur- 
poses, including  cold  blast.  Fire  Department, 
Mill,  Railroad,  Signal  and  other  Lanterns; 
Gauge,  Dash,  Driving,  Motor,  Station,  Signal, 
Side  and  Square  Lamps,  etc.  Many  of  the 
constructions  are  shown  in  colors,  such  as  Con- 
ductor's Lanterns,  Railroad  Lanterns  with  red 
globes,  etc.  The  frontispiece  presents  views 
of  the  New  York  office  and  factory  and  of  the 
plant  at  Syracuse,  N.  Y. 


The  Norvell-Shapleigh  Hardware  Co.,  St. 
Louis,  Mo.,  are  distributing  copies  of  their 
spring  catalogue.  It  is  a  book  of  290  pages 
and  is  accompanied  by  a  price  list.  This 
catalogue  shows  a  full  line  of  Fishing  Tackle, 
Baseball  Goods,  Lawn  Tennis  Goods,  Ham- 
mocks, as  well  as  a  miscellaneous  line  of 
Sporting  Goods,  Rifles,  Cutlery,  Paint  Brushes, 
Boys'  Wagons,  Bicycles,  Harness,  and  64 
pages  of  spring  Hardware.  On  the  inside 
front  cover  attention  is  given  to  the  special 
merits  of  different  articles,  such  as  Steel  Fish 
Rods,  Reels,  Fish  Lines,  Seines  and  Nets, 
Hammocks,  Fish  Hooks,  Baseballs,  etc.  A 
copy  can  be  had  upon  request  by  any  mer- 
chant. 

Tosh  BUlings  on  Carpet  Sweepers 

Bissell  Carpet  Sweeper  Co.,  the  well 
known  makers  of  Carpet  Sweepers,  a 
short  time  since  came  across  a  letter  from 
Josh  Billings,  which  was  sent  to  the  concern 
some  31  years  ago.  Its  humor  is  still  as 
fragrant  as  ever.    The  letter  follows : 

"Dear  Bissil — Your  sweeper  cum 
safe,  and  I  must  say  it  will  worry  the 
dirt  off  a  karpet  more  sudden  and 
sincearly  than  enny  enterprise  I  have 
met  yet.  Me  and  mi  wife  have  had  2 
quarrels  allreddy  who  shood  use  the 
deer  sweeper  neckst. 

"Yours  without  a  struggle, 

"Josh  Billings. 
"P.  S. — Mi  wife  haz  rigged  a  kradle 
on  the  top  ov  the  sweaper  and  rides 
the  baby  around  the  room,  and  hunts 
for  kambfick  needles  at  the  same 
time.     Bully  for  the  sweaper.    J.  B." 


A.  C.  Lippincott,  Newark,  N.  J.,  has  ready 
catalogues  of  Alcohol  Vapor  Blue  Flame 
Stoves  made  of  cast  iron,  nickel-plated  1,  2  and 
3-burners;  also  the  same  in  single  and  double 
burner  of  copper,  silver  or  nickel-plated ;  Self- 
heating  Alcohol  Flatirons,  4  and  7-pound 
sizes;  Faucet  Water  Motors,  in  3,  5,  6,  8,  and 
12  inch  sizes,  with  pulley,  emery  wheel,  buff 
wheels,  etc.  » 


F.  D.  Kees  Mfg.  Co.,  Beatrice,  Neb.,  in  a 
folder  illustrate  and  describe  "Gossett"  De- 
tachable Suspension  Hinges  for  full  length 
window  screens  and  storm  windows. 


At  the  recent  annual  meeting  of  the  Bene- 
dict Mfg.  Co.,  East  Syracuse,  N.  Y.,  reports 
of  business  showed  a  most  satisfactory  state 
of  affairs.  Dividends  were  declared  on  both 
common  and  preferred  stock. 

A  Connecticut  Store  ''Opening" 

FA.  Hull  &  Son,  Danbury,  Conn.,  on  the 
•  4th  ult.  had  the  '^opening"  of  their  new 
store,  which  was  a  great  success.  Th«  store 
was  thronged  all  the  day,  conservative  esti- 
mates placing  the  number  at  upward  of  10,000 
visitors.  Souvenirs  were  provided  for  both  the 
ladies  and  gentlemen.  After  the  close  of  the 
store  a  banquet  was  tendered  tlie  employes  of 
the  establis-hment  and  invited  guests,  which 
was  a  very  enjoyable  "feature. 
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Sampling  Screen  Doors 

To  the  Editor: 

I  enclose  herewith  my  method  of  sampling 
screen  doors;  also  my  method  of  keeping 
stock.  Screen  Doors  are  recognized  as  a 
class  of  goods  which  are  difficult  to  handle 
satisfactorily.    They  are  bulky  and  require  an 


a  card,  stating  cost  and  different  dimensions 
ot  doors  carried  in  stock. 

The  illustration  of  stock  of  screen  doors 
shown  is  a  manner  of  storing  in  compact  form 
against  the  wall  in  a  rack.  The  edge  of  each 
door  only  is  shown,  with  the  size  plainly 
marked  upon  it.  This  arrangement  takes 
time  in  the  beginning  of  the  season,  but  it 
saves  time  and  annoyance  later  on.  The  space 
used  is  an  economical  way,  and  they  can  be 
placed  in  the  warehouse  or  in  a  dry  cellar. 

J.  M.  Weaver. 

Editor's  Note — The  artist  got  the  wrong 
idea  from  the  sketch  submitted,  as  he  evi- 
dently tried  to  show  window  screens.  The 
idea  is  shown  but  the  proportions  are  incor- 
rect, as  the  doors  are  stood  on  end  and  not 
laid   on   the  sides. 

Home-Made  Screen  Door  Sack 

We  hunt  some  unoccupied  space  in  our 
room  about  a  foot  or  18  inches  wide 
and  a  little  higher  than  the  regular  2  ft.  8  in. 
or  6  ft.  8  in.  screen  door,  and  cut  out  a  half 
circle  from  a  linoleum  crate.  We  then  drill 
holes  in  the  same,  the  number  of  holes  de- 
pending on  the   different   styles  of  doors  we 


METHOD   OF    SAMPLING    SCREEN    DOORS. 

amount  of  space  not  commensurate  with  the 
profits  realized  from  their  sale.  If  they  are 
leaned  against  the  wall  or  shelving,  they  will 
become  warped,  unattractive  and  unsalable. 
The   sample  doors  are  hinged  to   an  upright 


STOCK  OF  SCREEN  DOORS. 

panel  about  6  inches  apart;  this  allows  swing- 
ing them  out  of  the  way  in  an  instant,  and 
takes  up  little  space.    On  each  door  is  tacked 


Sampling  Screen   Doors. 

display.  We  then  drive  a  wooden  peg  in  the 
top  and  bottom  and  place  the  doors  in  the 
rack  so  they  swing  easily.  This  method  per- 
mits showing  the  door  as  it  would  look  when 
hung  in  a  house.  We  sell  from  this  simple 
rack  and  deliver  from  the  stock  room. 

F.  J.  Hamilton  &  Son. 

Selling  Window  and  Door  Screens 

To  the  Editor: 

In  selling  window  screens,  we  pile  them  all, 
about  50  dozen,  on  the  floor,  as  near  the  front 
door  as  possible,  at  the  beginning  of  the  sea- 
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son.  We  sample  each  style  of  Screen  Doors 
by  suspending  on  hinges,  so  we  can  show  both 
sides  of  the  door  to  customers.  We  keep 
these  doors  at  the  back  end  of  the  store, 
and  keep  the  stock  in  warehouse.  We  dis- 
play samples  of  garden  tools  on  the  sidewalk 
in  front  of  the  store. 

Turner  &   Smith. 

Displaying  Window  Screens 

Under  the  most  favorable  circumstances  it 
is  somewhat  of  a  problem  to  have  the 
window  screens  in  an  accessible  place,  where 
they  can  be  readily  inspected,  yet  out  of  the 
way.  Where  space  is  valuable,  where  there 
are  a  multitude  of  items  that  require  the  right 
placing  to  be  within  quick  reach,  still  further 
complicates   the    situation.     One   Philadelphia 


easy  of  access,  as  any  one  screen  can  be  pulled 
out  of  its  swinging  position  without  disturbing 
the  remainder.  In  the  upper  left-hand  cor- 
ner is  tucked  a  small  white  card  having  on  it 
the  cost,  selHng  price  and  size.  Screen  doors 
are  treated  in  a  similar  manner,  and  to. one 
who  has  never  tried  the  scheme  it  is  surpris- 
ing what  a  convenience  it  is.  Stock  can  be 
kept  in  another  part  of  the  store. 

Back  for  Window  Screens 

To  the  Editor: 

We  enclose  sketch  of  a  rack  such  as  we  use 
in  our  Hardware  store  for  displaying 
window  screens.  This  rack  is  the  most  con- 
venient thing  for  the  purpose  we  have  found. 
It  requires  a  floor  space  of  24x42%  inches.  It 
measures  24x28%  inches  at  top  and  is  4  feet 
9  inches  high.  The  upright  posts  are  l%xl% 
inches  square.  The  cross  supports,  to  which 
the  slats  are  nailed  are  %  inch  thick  and  3 
inches  wide.    The  slats  are  %  inch  thick  and 


Convenient  and  Compact  Display  of 
Screens. 

house  has  solved  a  portion  of  the  problem, 
however.  Screw  eyes  are  fastened  in  the 
wood  ceiling  from  which  are  suspended  twc 
chains,  to  which  the  window  screens  are  at- 
tached, as  illustrated.  All  the  different  kinds 
of  screens  for  sale,  with  the  different  sizes, 
are  kept  in  a  small  space,  up  from  the  floor, 


Window  Screen  Rack. 

can  be  made  any  width  desired  to  fill  the 
spaces.  Suitable  material  can  be  selected  for 
making  the  rack  described,  from  sewing  ma- 
chine or  gasolene  stove  crates,  to  be  found  in 
nearly  every  Hardware  store.  After  the  vari- 
ous parts  have  been  put  together  and  then 
painted  or  stained,  the  outfit  presents  a  very 
attractive  appearance.  In  case  you  think  this 
would  be  of  any  value  to  the  readers  of  the 
Hardware  Dealers'  Magazine  you  have  our 
permission  to  use  it. 

The  L.  W.  Loomis  Hardware  Co.. 
B.  H.  Loomis,  Treas. 

Displaying  Seasonable  Goods 

To  the  Editor: 

I  believe  a  strip  or  board  nailed  to  the  wall 
and  the  screen  doors  hinged  to  it  would 
be  as  economical  and  effective  a  way  to  dis- 
play screen  doors  as  could  be  suggested.  Nail 
a  board,  say  12  inches  wide,  to  the  wall  and 
fasten,  with  hinges,  a  door  on  each  side  of 
it;    then    nail    another   board   8    inches    wide 
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right  on  top  of  it,  and  fasten  two  more  doors 
on  that  the  same  as  the  first  Then  put  a 
strip  four  inches  wide  and  a  door  on  eacK~ 
side  of  it.  This  would  display  six  different 
styles  of  doors  and  they  would  all  swing  back 
against  the  wall,  or  within  three  inches  of  it. 
The  salesman  could  take  hold  of  them  on 
either  side  and  swing  them  out  so  the  cus- 
tomer could  see  them,  and  when  not  in  use 
would  not  take  up  much  room  except  against 
the  wall. 

For  displaying  garden  tools  a  rack  of  any 
kind  that  will  hold  them  is  good,  while  if 
the  room  is  available,  a  rack  put  up  on  the 
wall  is  as  good  as  any.  David  F.  Love. 

Editor's  Note — Mr.  Love's  method  is  some- 
what similar  to  that  illustrated  by  J.  M. 
Weaver,  whose  method  is  described  on  page 
815  of  this  issue. 

Some  Handy  Sacks 

We  handle  screen  doors  and  screens  in  a  rack 
which  is  7  feet  high  and  3  feet  deep,  with 
slat  partition  spaced  about  9  inches  apart.  This 
allows  one-half  dozen  screen  doors  to  be  slid 
in  standing  in  their  regular  position  and  is 
very  easy  to  pull  out  any  one  door  you  may 
want  and  swing  around  front  of  the  rack,  thus 
showing  the  door  just  as  it  would  appear  when 
hung.    There  could  be  a  partftion  put  in  what 


Display  Rack  for  Paint  Brushes. 


spaces  would  be  required  for  smaller  screens 
and  spaced  according  to  the  size  screens 
handled.  We  send  sketch  of  display  rack 
made  for  paint  brushes;  it  is  made  of  gal- 
vanized iron  in  the  shape  of  a  funnel  bottom 
side  up.  The  frame  is  made  of  gas  pipe  and 
fittings;  at  the  top  we  used  a  stove  knob  and 
under  the  sheet  iron  on  top  of  pipe  we  put  in 
a  sample  cone  of  a  lawn  mower  ball  bearing 
we  happened  to  hav«.    This  m?ikes  it  free  to 


turn  round ;  to  fasten  on  the  brush  we  punched 
the  iron  and  put  in  brass  hooks  and  solder 
them  a  little  on  under  side,  using  small  screw 
eyes  in  sample  brushes,  spacing  according  to 
stock  to  be  displayed;  this  is  53  inches  high. 
The  funnel-shaped  iron  is  30  inches  in  diam- 
eter at  bottom.  The  stand  on  floor  is  IS  inches 
long  with  pieces  across  each  end  15  inches 
long,  with  elbows  on  ends  so  it  stands  firm  on 
the  floor. 
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Wringer  and  Washboard  Rack. 

Another  rack  we  have  found  to  be  useful 
and  uses  up  very  little  space  is  one  for 
wringers  and  washboards.  It  is  28%  inches 
wide,  with  partition  up  the  center  19%  inches 
deep,  each  space  15  inches  high,  with  narrow 
board  across  the  bottom  of  each  space  to  dis- 
play wringer.  This  makes  room  to  put  three 
of  each  kind  of  wringer  in  each  space  and  the 
sample  set  up  in  front.  This  can  be  made  as 
high  as  necessary  to  accommodate  as  many 
different  kinds  of  wringers  as  may  be  carried ; 
the  other  half  of  rack  will  be  the  proper  size 
to  take  regular  washboards. 

Breckenridge  &  Go. 

Dispbtying  Garden  Tools 

It  has  been  my  custom  during  each  spring  and 
summer  to  hang  in  the  vestibule  entrance  of 
store,  which  is  of  good  width,  and  to  one  side, 
hooks  or  racks  on  which  are  hung  rakes,  forks, 
spades,  etc.  In  this  way  they  are  in  full  view 
of  every  person  who  passes  on  the  sidewalk 
and  also  cannot  be  passed  by  without  being 
seen  by  those  who  enter  and  leave  the  store. 
At  the  same  time,  they  are  protected  in  a 
large  measure  from  the  deteriorating  influ- 
ences of  the  weather.  This  is  a  simple  method 
of  displaying  garden  tools,  but  is  very  effec- 
tive. It  is  also  quite  convenient  to  sell  from 
the  samples.  On  the  opposite  side  of  the  en- 
trance where  the  tools  are  displayed  is  the 
store  show  window. 

R.  W.  Edmunds, 
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In  displaying  garden  tools  we  place  these 
on  "Herrick's"  Tool  Racks  and  usually  make 
a  window  display.  We  have  found  nothing 
better  than  a  regular  screen  wire  cloth  rack 


to  show  up  the  screen  wire. 


J.  S.  Krause. 


Selling  Samples  of  Ooods 

A  commendable  plan  which  could  be  fol- 
lowed to  advantage  by  many  Hardware 
dealers,  is  that  used  by  a  large  and  successful 
firm.  Their  shelf  boxes  ar€  all  made  in  mul- 
tiples, so  if  it  is  desired  to  take  out  four  small 
boxes  a  full  size  one  can  be  put  in  its  place, ~or 
two  half  sizes.  Three  boxes  can  be  taken  out 
and  a  three-quarter  size  box  put  in.  These 
wood  shelf  boxes  have  green  paper  fronts. 
When  they  become  soiled  the  front  is  easily 
replaced  by  putting  on  new  green  paper  with 


Wood  Bracket  for  Some  Tools. 


overlapping  edges  to  give  a  neat  appearance. 
Samples  of  the  contents  of  each  box  are  put  on 
front.  Instead  of  being  wired  on,  in  most 
cases  a  spring  clip  holds  one  end  of  the  tool, 
like  a  screw  driver,  and  the  other  end  rests  on 
a  screw  hook.  When  a  customer  asks  for  a 
No.  20  screw  driver  the  salesman  takes  off  the 
sample,  and,  if  wanted,  wraps  it  up  and  hands 
to  the  customer.  Then  a  fresh  sample  is  taken 
out  of  box  and  put  in  place.  In  the  large  slid- 
ing glass  door  show  case,  where  planes,  breast 
drills,  braces,  etc.,  are  kept,  but  on^  tool  is 


put  on  a  bracket.  The  background  is  of  black 
cloth,  which  sets  off  the  nickel  plating  or  pol- 
ished tools  to  excellent  advantage. 

For  holding  breast  drills,  and  some  other 
tools,  wood  bases  supporting  one  or  two  wood 
rods,  having  slight  knobs  at  end,  like  illustra- 
tion, are  utilized.  This  base  is  secured  to  back 
of  show  case.  The  advantage  of  using  the 
wood  bracket  is  that  it  does  not  injure  the  fin- 
ish of  the  tool  in  any  way  and  the  knobs  keep 
the  tool  from  falling  off  it  accidentally  while 
handling  any  other  tools  in  the  case. 

Jack  planes  are  stood  on  end,  the  other  end 
slipping  under  a  wire  loop.  Above  the  plane, 
on  the  wall,  is  a  tag  indicating  number  and 
price.  One  of  these  planes  is  readily  with- 
drawn to  show  customer  and  as  easily  re- 
turned. If  a  sample  is  sold  the  blank  space 
is  seed  at  a  glance  and  a  new  plane  put  in  its 
place.  Iron  planes  are  carried  on  hooks.  Block 
planes  are  put  on  wood  shelves  supported  by 
small  brackets. 

No  Change  in  Cutlery  Prices 

At  a  special  meeting  of  the  American  Pocket 
Cutlery  Manufacturers*  Association, 
held  at  the  Hotel  Behnont,  New  York  City, 
the  20th  ult.,  the  following  resolution  was 
unanimously  passed: 

Resolved,  That  it  is  the  sense  of  this  asso- 
ciation that  present  costs  of  production  do  not 
warrant  and  will  not  permit  of  any  changes 
in  our  established  prices. 

Never  Talk  Abont  a  Competitor 

Jt  is  a  mighty  good  rule  to  never  talk  about 
a  competitor.  There  is  a  little  bit  of 
logic  which  says :  A  wise  man  talks  about  the 
virtues  of  that  which  he  has  to  sell,  a  vain 
man  talks  about  himself,  and  a  fool  talks 
about  his  competitor.  There  is  never  a  cpnt 
made  by  telling  your  customers  what  a  com- 
petitor is  doing.  If  they  insist  on  telling  you 
what  he  is  doing,  it  is  a  good  policy  to  listen 
to  it  all,  and  then  when  it  comes  time  for  you 
to  express  an  opinion,  merely  pass  the  matter 
over  as  of  little  consequence  and  proceed  to 
interest  them  in  what  you-  are  selling.  So 
long  as  you  have  the  ear  of  the  customer  you 
have  the  advantage  over  all  competition,  and 
it  is  your  duty  to  proceed  to  fill  that  ear  with 
the  kind  of  information  which  will  convince 
its  owner  that  he  must  buy  the  identical  thing 
you  have  to  sell,  not  only  because  it  will  ex- 
actly fill  his  needs,  but  because  he  wants  to 
buy  it  of  you,  so  you  can  get  the  benefit  from 
his  trading.  That  is  the  feeling  everyone  who 
sells  goods  should  strive  to  create.  It  makes 
no  difference  what  your  competitor  says  when 
you  once  create  that  feeling,  and  you  can  only 
succeed  in  accomplishing  this  object  by  con- 
centrating your  entire  attention  on  the  matter 
in  hand,  forgetting  all  about  your  competitor, 
and  letting  him  take  entire  care  of  himseU, 
while  you  bnd  the  order. 
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Hardware  Conditioiui  Abroad 

FH.  Hoffmann,  manager  of  the  Gem  Cut- 
•  lery  Co.,  New  York,  has  recently  re- 
turned from  a  trip  through  Europe.  To  a 
representative  of  the  Hardware  Dealers' 
Magazine  he  gave  some  interesting  informa- 
tion. 

"How  did  you  find  general  business  condi- 
tions in  England,  France  and  Germany?"  was 
the  first  query. 

**Somewhat  to  my  surprise,  the  people  are 
generally  prosperous  taking  the  countries  as 
a  whole.  England  is  in  good  trade  position 
as  well  as  France,  but  Germany  is  still  better. 
During  the  past  five  years  trade  conditions 
have  materially  changed  in  the  latter.  Trades 
unions  have  effected  a  considerable  increase  in 
wages.  Living  expenses  are  about  on  the 
same  basis  as  in  this  country.  The  only  item 
in  the  German  workmen's  favor  is  rents, 
which  are  somewhat  lower  than  in  the  United 
States." 

"In  view  of  these  circumstances,  Mr.  Hoff- 
mann, what  is  or  what  will  be  the  effect  so  far 
as  concerns  American  goods  being  exported 
into  Germany?" 

"Of  decided  advantage,"  was  the  reply.  "In 
all  the  countries  I  visited,  and  I  was  in  quite 
a  number,  as  I  was  on  a  purely  business  trip, 
none  of  them  have  the  strictly  up-to-date  ma- 
chinery that  is  so  conspicuous  in  the  majority 
of  American  plants.  They  also  lack  the  in- 
itiative of  the  hustling  American,  which,  cou- 
pled with  automatic  machines,  and  a  judicious 
sales  campaign,  will  place  an  enormous 
amount  of  American  goods  in  the  German 
market  as  well  as  other  markets.  I  was 
pleasantly  surprised  with  numerous  orders  for 
our  Own  line  of  goods,  the  'Gem'  and  'Gem 
Jr.*  Safety  Razors  and  supplies.  The  Euro- 
pean countries  are  flooded  with  cheap  and 
inferior  articles,  and  when  the  people  want 
reliable  goods  they  naturally  turn  to  the  stores 
which  carry  the  American  product.  The  ex- 
port market  of  Europe  needs  careful  nursing, 
with  good  goods  and  healthy  prices.  Estab- 
lished brands  properly  introduced,  will  find 
a  ready  and  increasing  market.  You  know 
the  average  European  once  he  likes  an  article, 
sticks  like  grim  death  to  it.  Excuse  me  a 
moment" — and  as  he  turned  to  the  'phone  he 
jotted  down  a  cable  order  from  an  export 
house,  25  dozen  per  week  without  fail,  for 
"Gem  Jr.  Safety  Razors." 

"Are  any  particular  lines  of  goods  in  de- 
mand on  the  other  side?"  yvas  the  next  ques- 
tion. 

"The  demand  is  for  all  kinds  of  American 
Hardware  and  specialties  from  air  rifles,  saf- 
ety razors,  go-carts,  to  an  ice  cream  freezer 
or  refrigerator,  is  on  the  increase.  In  fact, 
since  my  last  visit  of  four  years  ago,  the  feel- 
ing toward  American  products  is  consider- 
ably more  favorable,  and  a  still  better  trade 


can  be  built  up  by  all  American  manufacturers 
having  suitable  goods  for  the  European  mar- 
ket by  maintaining  their  quality  and  reputa- 
tion of  strict  and  honest  business  dealings. 
Formerly  there  existed  an  idea  that  anything 
was  good  enough  for  the  export  market.  This 
is,  indeed,  a  very  serious  error.  By  the  way, 
let  me  digress,  I  want  to  tell  you  of  one 
thing  that  made  me  feel  quite  at  home.  Prac- 
tically everywhere  I  went  I  found  the  Hard- 
ware Dealers'  Magazine.  I  visited  the 
leading  ironmongers,  both  jobbers  and  retail- 
ers, also  exporters  and  importers.  I  located 
more  copies  of  this  publication  than  any 
other  American  trade  journal,  or,  for  that 
matter,  more  copies  than  any  foreign  trade 
papers  published  in  the  interest  of  the  Hard- 
ware trade.  Principally,  and  naturally,  you 
are  strongly  represented  in  England.  But 
even  in  the  interior  cities  of  Germany,  Aus- 
tria, Switzerland  and  France,  anyone  who  is 
looking  for  a  copy  of  the  Hardware  Deai/- 
ers'  Magazine  can  find  one. 

"Just  a  word  more  before  I  am  off  for 
Chicago.  The  distinction  between  the  product 
of  the  American  manufacturers  and  Euro- 
pean manufacturers  is  realized  by  the  average 
foreign  buyer,  and  in  order  to  maintain  and 
still  increase  the  preference  for  our  product, 
quality  has  to  be  maintained  and  improved 
wherever  possible." 

From  New  Zealand 

To  the  Editor: 

From  right  round  the  other  side  of  the 
world  I  want  to  tell  you  that  I  consider  The 
Hardware  Dealers'  Magazine  one  of  the  best 
of  the  many  that  I  see.  I  particularly  like -the 
bright  literary  matter;  the  manner  in  which 
you  get  the  opinions  of  the  various  people  in- 
terested on  subjects  of  the  hour  are,  in  my 
opinion,  very  instructive. 

I  am  quite  sure  that  the  Hardware  trade 
must  be  greatly  benefited.  Any  man  reading 
it  and  not  learning  something  from  it  must 
indeed  be — well,  useless  for  business. 

T.  a.  Paulden. 

Launceston,  Tasmania. 

New  Tork  Maohineiry  Club 

The  Machinery  Club  of  New  York,  which 
now  has  a  membership  club  of  over  800,  will 
occupy  their  club  rooms  on  the  top  floor  o( 
the  immense  Hudson  Terminal  Buildings  the 
first  of  next  month.  The  dining-room,  recep- 
tion room,  ladies*  rooms,  and,  in  fact,  the  en- 
tire club  rooms  will  be  fitted  up  on  an  elabo- 
rate scale.  The  machinery  trade  is  about  the 
last  of  the  prominent  trades  in  the  metropolis 
to  have  its  own  club.  Its  central  location  will 
appeal  to  many,  as  fully  60  per  cent,  of  the 
rental  space  of  the  big  buildings  will  be  occu- 
pied by  machinery  interests.  F.  H.  Stillman  is 
president  and  Seton  Hepry  is  secretary  of  th« 
organization. 
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A  BnBiness  That  Will  Pay  Daxing  190S— 
Eiddng  laoUe 

The  sale  of  builders'  Hardware  is  probably 
not  as  large  this  spring  as  a  year  ago. 
Carpenters  and  mechanics'  tools  will  probably 
not  sell  as  rapidly  as  last  season.  General 
trade  is  affected  somewhat  by  the  curtailment 
that  has  taken  place.  These  are  the  best  of 
reasons  why  the  progressive  Hard wa reman 
should  look  for  business  in  kindred  side  lines. 
No  line  can  be  suggested  that  will  have  better 
possibilities  or  show  better  profits  than  that  of 
Fishing  Tackle.  The  sale  of  Fishing  Tackle 
during  1908  will  be  large.  It  has  increased 
rapidly  during  the  past  ten  years.  The  in- 
terest in  fishing  as  a  sport  is  very  much 
greater  and  much  more  general  than  a  few 
years  ago.  All  classes  are  learning  the  love 
of  outdoor  life  and  its  value  to  health  and 
happiness.  The  curtailment  in  other  lines  of 
business  will  help  rather  than  hinder  this 
interest  in  fishing.  Men  out  of  employment 
will   go   fishing. 

Fishing  Tackle  has  its  largest  sale  during 
times  of  enforced  idleness  on  the  part  of 
the  laboring  people.  During  the  big  coal 
strike  in  Pennsylvania  more  tackle  was  sold 
there  than  ever  before  in  the  same'  length  of 
time.  If  men  have  no  work  to  do,  they  will 
play.  To  one  who  has  once  become  a  fisher- 
man, no  sport  offers  as  much  attractiveness 
as  does  fishing.  And  to  a  man  unemployed, 
the  going  into  the  country  for  a  day's  outing 
appeals,  especially,  if  there  be  a  chance  of 
bringing  to  his  family  something  for  the  table. 
It  is  recreation  that  can  be  enjoyed  at  a  small 
expense,  for  Fishing  Tackle  necessities  are  in- 
expensive. The  individual  requirement  may 
not  be  large — a  few  hooks  and  a  line,  may  be 
all  that  is  needed — but  almost  every  time  a 
man  goes  fishing,  he  will  need  (or  will  think 
that  he  needs)  some  new  tackle. 

Few  lines  pay  a  better  profit.  Like  most 
seasonable  lines  the  tackle  business  requires  a 
great  deal  of  care  to  properly  handle.  But 
the  attention  and  care  given  the  line  will  bring 
big  returns.  With  the  exception  of  a  few 
articles,  100  per  cent,  to  200  per  cent,  can  be 
made,  while  many  of  the  smaller  articles  show 
a  still  greater  profit.  Fish  hooks  costing  4c. 
for  a  box  of  100,  sell  for  5c.  a  dozen,  or  15  or 
fiOc.  a  box.  Lines  and  leaders  and  many  small 
sundries  pay  this  profit.  In  rods,  reels,  and 
baskets  that  run  into  money  more  rapidly,  the 
profit  is  smaller. 

HOW  TO  GET  THE  TACKLE   TRADE. 

Like  most  lines  the  location  of  the  store  has 
much  to  do  with  the  method  of  going  after 
the  fishing  tackle  business.  If  the  store  is 
centrally  located  with  good  windows,  the  best 
way  to  get  the  trade  is  by  attractive  window 
advertising. 

Men  who  enjoy  fishing  are  always  attracted 
by  a  good   display  of    tackle.      The    prices 


should  be  printed  in  plain  figures  on  many  of 
the  articles  in  the  window.  It  is  surprising  to 
know  how  many  fishermen  think  that  it  is  nec- 
essary to  spend  $10  for  a  good  lancewood  rod 
— not  knowing  that  one  can  now  be  purchased 
for  $3  to  $5.  So  the  window  should  attract 
and  should  educate.  It  is  not  a  bad  idea  to 
fix  up  "a  complete  outfit"  for  trout  fishing  or 
for  bass  fishing,  as  the  case  may  be.  A  rod, 
reel,  line,  leaders,  hooks,  sinkers,  basket,  etc., 
all  together  in  the  window  with  a  card  listing 
the  various  articles  and  headed  "A  G)mplete 
Fishing  Tackle  Outfit— Trout— $5.75."  Win- 
dow and  store  displays  should  be  followed  up 
by  newspaper  advertising.  Attractive  dis- 
play ads,  with  cuts  or  illustrations,  and  with 
prices  named,  cannot  help  but  bring  results. 
When  the  season  is  on,  reading  notices  naming 
fishing  resorts  nearby,  and  linking  with  this 
the  name  of  the  Hardware  store,  are  good 
means  of  advertising.  You  should  get  the 
fishing  fraternity  interested. 

If  possible  secure  the  personal  interest  of 
a  few  of  the  city's  most  enthusiastic  fishermen. 
A  few  such  men,  who  may  be  personally  in- 
terested in  the  success  of  your  fishing  tackle 
department  will  do  much  to  make  the  business 
go.  If  possible  make  a  list  of  all  fishermen 
in  the  vicinity  and  send  to  such  a  neatly- 
printed  announcement  card. 


The  Husten  Hardware  Co. 

Take  pleasure  in 

Announcing  that  a  New  and  Up-to-date 

Line  of  Fishing  Tackle 

has  been  added  to  the  stock 

of  their  Hardware  Store. 

We  invite  your  inspection. 


This  card  should  be  mailed  upon  the  open- 
ing of  the  season,  and  followed  up  with  a  let- 
ter or  printed,  illustrated  circular  of  some 
specialty  in  Fishing  Tackle.  When  any  new 
articles  are  being  shown,  a  circular  illustrating 
them  should  be  mailed  to  this  list  of  names. 

SALESMANSHIP. 

Probably  no  line  of  merchandise  has  more 
possibilities  for  the  salesman  than  has  this 
line  of  Fishing  Tackle.  Here  it  is  demon- 
strated what  ability  a  man  has  as  a  salesman. 
Few  men  looking  for  Fishing  Tackle,  when 
coming  into  a  store  know  exactly  what  they 
want  or  how  much  they  wish  to  buy.  The 
salesman  can  sell  such  men  something  that 
they  can  use  and  yet  didn't  think  they  wanted. 
1908  will  be  a  great  year  in  the  trade  of 
Fishing  Tackle.  All  indications  are  pointing 
that  way.  I.  B. 


Cheap  goods  at  low  prices  win  sales;  good 
goods  at  fair  prices,  customers.  The  quality 
is  remembered  after  the  price  has  been  for- 
gotten. 
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MINNESOTA  RETAIL  HARDWARE  CONVENTION 


The  annual  convention  of  the  Minnesota 
Retail  Hardware  Association  was  held 
the  last  week  in  February,  at  St.  Paul,  and  was 
conspicuous  for  the  large  number  of  repre- 
sentative Hardwaremen  present.  The  Hard- 
ware exhibition  had  much  of  interest  for  those 
present;  it  was  open  during  the  forenoon, 
while  the  convention  sessions  were  held  in 
the  afternoon. 

NEW   OFFICERS. 

President — Amos  Marckcl,  Perham. 

Vice-President— E.  H.  HeinS,  Renville. 

Secretary — M.  S.  Mathews,  Minneapolis. 

Treasurer— H.  H.  Heydon,  Chatfield. 

Executive  Committee — C.  F.  Ladner,  St. 
Cloud;  Charles  Grill,  Sherburn;  J.  C.  Stuhl- 
man,  St.  Paul. 

President  Julius  Schmidt,  Wabasha,  in  his 
annual  address  naturally  congratulated  the 
members  upon  the  great  success  the  organiza- 
tion had  enjoyed  during  the  past  fiscal  year. 
He  reviewed  the  work  that  had  been  done  to- 
ward curtailing  the  business  of  the  mail  order 
houses.  He  recommended  better  laws  for  ex- 
emptions, collections,  garnishments  and  taxa- 
tion. All  the  leading  Hardware  publications 
are  loyally  supporting  the  association  work. 
Freight  rates  and  transportation  should  receive 
serious  consideration  as  it  has  much  to  do  with 
our  business.  Every  assistance  possible  should 
be  given  the  movement  to  improve  the  public 
waterways. 

Secretary  M.  S.  Mathews,  the  long-time  sec- 
retary of  the  organization,  in  his  report  made 
the  customary  announcement  of  increased 
growth.  The  present  membership  is  over  850, 
and  a  cash  balance  on  hand  of  comfortable 
proportions.  A  very  large  amount  of  work 
came  on  the  secretary's  office  in  view  of  the 
change  of  place  of  convention  from  Minneap- 
olis to  St.  Paul  at  a  comparatively  late  date. 
By  some  very  commendable  hustling  the  ex- 
tended Hardware  exhibition  was  gotten  into 
shape  and  all  spaces  sold.  By  reason  of  the 
convention  sessions  and  the  exhibits  being  on 
the  same  floor,  it  was  a  very  easy  matter  for 
the  members  to  give  due  attention  to  all 
features. 

National  Secretary  M.  L.  Corey  gave  a 
pointed  talk  on  the  efforts  that  had  been  made 
to  get  articles  in  the  daily  press  that  were 
favorable  to  the  parcels  post  movement.  Vigi- 
lance should  not  be  relaxed  one  iota  at  any 
time  on  this  subject.  He  said  that  Hardware- 
men  were  not  as  active  politically  as  they 
might  be,  and  they  could  influence  legislation 
in  many  cases  if  they  made  proper  effort. 

QUESTION   BOX. 

The  question  box  brought  forth  some  perti- 
nent questions  and  lively  discussions.  A.  T. 
Stebbins,  Rochester,  presided.  To  the  ques- 
tion, "What  shall  we  do  when  our  jobbers 
cannot  fill  bills  at  prices  to  compete  with  the 


mail  order  houses?"  Mr.  Stebbins  stated  that 
it  had  been  his  custom  to  encourage  his  trade 
to  handle  better  goods  and  demonstrate  to 
them  the  poor  economy  of  buying  mail  order 
house  supplies,  which  are  usually  of  a  quality 
inferior  to  that  carried  by  the  home  merchant. 
In  some  instances  it  might  be  necessary  to 
carry  a  cheap  line  to  compete  with  the  mail 
order  houses,  but  it  was  better  to  educate  trade 
to  the  advantage  of  buying  the  better  grades, 
and  the  merchants  should,  as  much  as  possible, 
confine  themselves  to  these  better  lines.  Your 
jobber  will  at  all  times  help  you  out  on  a  bill 
of  goods  in  case  you  have  to  figure  on  a  cheap 
line. 

As  to  whether  newspaper  advertising  paid, 
C.  F.  Ladner,  St.  Cloud,  remarked  that  news- 
paper advertising  pays  well,  provided  it  is 
written  in  a  good  convincing  manner.  The  * 
trouble  with  the  retailers  is  that  they  get  a 
thought  or  two  in  the  paper  s^nd  then  allow  the 
grass  to  grow  over  the  same  by  leaving  the 
ad.  in  the  paper  week  aifter  week  without 
change.  He  paid  a  compliment  to  Elmore 
Houghtaling,  of  Fairmont,  Minn.,  by  saying 
that  his  ads.  were  always  full  of  good  ideas 
and  that  other  merchants  would  be  benefited 
if  they  took  notice  of  his  style  of  advertising, 
etc.  His  advertising  brought  as  much  and  per- 
haps more  results  than  the  big  displays  in  the 
metropolitan  papers.  Mr.  Houghtaling  always 
carries  a  memorandum  book  in  which  he  jots 
down  ideas  as  they  come  to  him.  Mr.  Steb- 
bins said  that  if  more  individuality  was  in- 
jected into  the  advertising  the  results  would 
be  commensurate.  Talk  to  your  trade — ^that  is 
.  what  the  mail  order  houses  do — ^get  in  more 
frequent  and  closer  touch  with  them. 

To  the  question,  "Does  it  pay  to  read  trade 
papers  carefully?'*  Mr.  Stebbins  answered, 
"In  my  opinion,  yes,  with  both  hands  up.  Read 
every  word  of  them." 

"Would  it  not  be  better  to  eliminate  the 
words  'guaranteed*  or  'warranted'  from  all 
tools?"  The  consensus  of  opinion  was  that 
good  tools  were  apt  to  be  broken  from  ill-usage 
almost  as  much  as  inferior  grades,  and  cus- 
tomers are  frequently  unreasonable  in  their 
claims.  It  is  better  not  to  dwell  too  strong- 
ly on  the  guaranty,  but  to  explain  to  the  cus- 
tomer that  when  good  grades  of  tools  are  pur- 
chased, they  are  warranted  against  any  defects 
other  than  from  ordinary  usage  or  accident. 

"Is  it  best  to  mark  retail  prices  in  plain  fig- 
ures?" D.  H.  Evans,  Tracy,,  said  that  it  was 
the  only  method  to  pursue  if  the  dealer  wishes 
to  do  a  perfectly  honest  business  and  is  not 
afraid  to  show  his  customers  that  his  prices 
are  uniform  and  that  he  shows  no  partiality. 

To  the  question  as  to  whether  some  action 
should  not  be  taken  relative  to  the  jobber  sell- 
ing direct  to  the  consumer,  there  was  some 
animated  replies.    One  member  said  there  is  a 
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stronger  tendency  on  the  part  of  the  manufac- 
turer and  jobber  each  year  to  do  this,  and  if 
the  retailers  are  to  maintain  their  position  as 
the  medium  between  manufacturer  and  the 
consumer  they  will  have  to  fight  this  tendency. 

SPECIAL  SALES   AND  BARGAIN    DAYS. 

H.  L.  Chaffee,  Elysian,  gave  an  address  on 
"Special  Sales  and  Bargain  Days,"  which  in 
part  foltows :  We  have  bargain  sales  four  times 
a  year.  There  is  one  thing  I  want  to  impress 
upon  you :  Any  bargain  or  special  sales  which 
does  not  appeal  to  the  ladies  and  get  them  into 
your  store  will  not  be  successful.  You  might 
as  well  try  to  play  "Hamlet"  with  Hamlet  left 
out  as  to  run  a  bargain  sale  and  do  it  success- 
fully without  the  women. 

Last  spring  we  had  an  opening  sale.  We 
bought  100  bouquets  at  5  cents  each  and  sent 
out  notices  to  all  the  names  on  our  mailing 
lists  inviting  our  patrons  to  come  in  on  that 
day,  stating  that  there  would  be  a  souvenir 
given  away  to  every  lady.  We  put  on  sale  a 
lot  of  enameled  ware.  We  marked  laundry 
goods  off  10  per  cent,  and  made  other  reduc- 
tions. We  had  between  130  and  140  ladies  in 
our  store  that  day.  The  bouquets  were  all 
gone  at  four  o'clock  in  the  afternoon.  Our 
sales  that  day  were  over  $200. 

Our  expenses  as  a  rule  for  advertising,  sou- 
venirs, etc.,  run  about  10  per  cent,  of  our  sales. 
Then  we  also  have  a  phonograph  and  I  con- 
sider this  phonograph  a  great  attraction  in  any 
store  in  a  small  town.  We  make  a  practice 
of  getting  in  a  lot  of  new  records  just  before 
these  special  sale  days  and  we  notify  our  trade 
of  this  fact  and  invite  them  to  come  and  hear 
them.  The  phonograph  is  a  novelty  in  the 
smaller  town  and  we  find  them  a  paying  in- 
vestment. When  we  play  our  new  records  on 
the  bargain  days  we  always  sell  a  large  number 
of  them  to  the  families  having  phonographs  of 
their  own. 

A    STOVE    DEMONSTRATION. 

We  had  another  sale  in  June  and  advertised 
an  exhibition  or  demonstration  of  oil  cook 
stoves  and  gasolene  stoves.  We  conducted  our 
demonstrations  ourselves  and  any  merchant 
can  do  the  same..  We  served  hot  coffee 
and  hot  biscuits,  and  this  attracted  a 
large  crowd.  We  advertised  a  special  sale  on 
hammocks,  gasolene  stoves  and  similar  warm 
weather  goods.  This  sale  was  also  a  big  suc- 
cess. And  not  only  are  you  benefited  by  the 
sales  made  on  these  particular  days,  but  the 
good  effect  remains  all  through  the  season 
and  we  had  a  big  call  for  gasolene  stoves  all 
last  summer. 

We  had  our  fall  sale  in  September  and 
offered  a  prize  of  $1  for  the  best  six  ears  of 
corn,  50  cents  for  the  second  best;  $1  for  the 
largest  and  best  pumpkin  and  50  cents  for  the 
second  best  pumpkin.  This  contest  was  held 
open  for  a  week,  and  at  the  end  of  the  week 
we  thought  we  would  have  to  move  out  our 


stock  of  Hardware  to  make  room  for  the  corn 
and  pumpkins.  This  scheme  was  also  a  suc- 
cess and  I  must  say  tbat  I  was  surprised  my- 
self to  see  the  splendid  specimens,  of  corn 
brought  into  our  store  during  that  week.  I 
would  advocate  holding  a  contest  of  this  kind 
open  for  a  week  at  least,  because  it  is  better 
than  to  have  all  the  farmers  come  in  on  one 
day.  When  it  lasts  several  days,  a  few  farm- 
ers bring  in  some  on  the  first  day  and  then 
others  come  in,  notice  the  display  and  go  home 
and  look  over  their  products  and  try  to  beat 
the  specimens  shown.  This  is  a  splendid  ad- 
vertisement for  the  store  and  arouses  much  in- 
terest in  the  entire  community. 

GETTING    THE   PEOPLE. 

If  you  work  a  scheme  of  this  or  any  other 
kind  systematically  you  can  get  the  people  to 
your  store  without  difficulty.  Most  of  our 
Hardware  dealers  are  remiss  in  this  direction. 
There  is  no  reason  why  a  Hardware  store 
should  not  be  as  popular  as  a  shopping  place 
as  any  other  class  of  a  store.  Then  when  you 
have  sales,  have  real  bargains  and  don't  adver- 
tise anything  you  cannot  carry  out.  Search 
the  market  for  bargains.  Get  in  a  job  lot  or 
buy  up  a  lot  of  goods  on  w*hich  you  can  make 
prices  that  will  bring  the  trade  to  your  store. 
Don't  be  afraid  to  make  low  prices. 

Put  the  goods  on  exhibition  during  the  sale 
and  make  your  store  look  as  if  there  were 
something  special  in  progress.  Then  when  the 
specified  time  for  the  sale  is  over,  clear  things 
out  again  and  put  your  stock  back  in  place.  Let 
your  patrons  know  that  the  sale  is  over  with 
and  don't  let  them  imagine  that  they  can  get 
these  goods  at  any  tinr.e  they  happen  to  take  a 
notion.  Do  things  systematically  and  your 
sales  will  be  successful.  * 

W.  H.  Stepanek,  Cedar  Rapids,  la.,  delivered 
an  interesting  address  on  "Business  Methods 
in  a  Hardware  Store." 

John  M.  Callahan,  claim  agent  and  adjuster 
of  the  Chicago  and  Northwestern  Railroad, 
was  present  and  spoke  interestingly  on  topics 
related  to  transportation.  If  consignees  stopped 
using  freight  cars  as  warehouses  there  would 
be  less  complaint  as  to  a  shortage  of  cars. 
Cars  should  be  promptly  emptied  and  as 
promptly  filled  so  they  could  be  sent  on  to 
their  next  destination.  Goods  should  be  prop- 
erly packed  for  shipment,  and  when  packages 
are  used  a  second  time  for  shipment  previous 
marks  should  be  obliterated  to  avoid  mistakes 
in  sending  out. 

C.  F.  Ladner,  president  of  the  Retail  Hard- 
ware Mutual  Fire  Insurance  Co.,  in  his  annual 
report  stated  that  $38,420  had  been  paid  out 
during  1907  for  losses,  and  the  treasury  cash 
balance  had  been  increased  nearly  ^4,000. 
The  loss  ratio  of  stock  companies  for  1907  was 
55  per  cent,  and  an  expense  of  nearly  40  per 
cent,  leaves  but  little  for  dividends  to  stock- 
holders.    The  Hardware  Mutual,  in  compari- 
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son,  shows  a  loss  ratio  of  32  per  cent,  and  an 
expense  account  of  12  per  cent.,  making  a  total 
of  44  per  cent,  as  against  95  per  cent,  of  the 
stock  companies,  presenting  the  strongest  kind 
of  evidence  as  to  the  advantages  of  mutual 
companies.  Maximum  policy  limits  were  in- 
creased from  $3,000  to  $5,000.  There  is  a  bal- 
ance in  the  treasury  of  over  $118,000. 

R.  E.  Saberson,  Siou:^  City,  la.,  spoke  on 
"Effective  Advertising." 

The  next  convention  will  be  held  at  Minne- 
apolis. 

Bhode  Island  Hardware  Assooiation 

The  annual  meeting  of  the  Rhode  Island 
Hardware  Dealers'  Association  was  held 
the  3d  ult.  at  the  Narragansett  Hotel,  Provi- 
dence. A  banquet  in  the  evening  preceded  the 
meeting,  which  was  well  attended.  Topics  of 
interest  were  discussed  and  officers  elected  for 
the  ensuing  year.  The  new  board  of  officers 
are: 

President — Charles  W. .  Aspinwall,  Aspinwall 
Hardware  Co.,  Providence.  . 


Vice-President— John  McGlinchey,  Olney- 
ville. 

Secretary — ^John  R.  Bemis,  Thompson  Hard- 
ware &  Chandelier  Co.,  Providence. 

Treasurer — Wilbur  B.  Aycr,  Belcher  & 
Loomis  Hardware  Co.,  Providence. 

The  Executive  Committee  consists  of  the 
above  officers  and  F.  T.  Kelley,  with  Barker, 
Chadsey  &  Co.,  Providence;  William  K.  Toole, 
Pawtucket;  Charles  E.  Dudley,  with  Union 
Hardware  &  Electrical  Supply  Co.,  Providence. 

New  Tork  and  New  Jersey  Hardware  and 
Iron  Association 

The  annual  banquet  of  the  New  York  and 
New  Jersey  Hardware  and  Iron  Associa- 
tion was  held  on  the  evening  of  the  14th  ult. 
at  the  Hotel  Knickerbocker,  New  York  City. 
President  P.  C.  Quackenbush  presided  as 
toastmaster,  and  in  his  talk  gave  many  points 
as  how  to  make  the*  meetings  more  helpful, 
such  as  a  question  box,  etc.  There  were  a 
numfber  of  speeches  made  by  members  and 
guests. 


ILLINOIS  RETAIL  HARDWARE  CONVENTION 


Illinois  Hardware  dealers  turned  out  by  the 
hundred  the  last  three  days  of  February 
to  attend  the  eleventh  annual  convention  of 
their  State  association.  Over  half  of  the  1,200 
membership  were  present — an  imposing  array 
— and  President  T.  J.  Mathews,  Mount  Ver- 
non, presided  over  the  deliberations. 

NEW   OFFICERS. 

r'resident — T.  J.  Mathews,  Mount  Vernon. 

Vice-President — E.  L.  Sommers,  Chicago. 

Secretary — L.  D.  Nish,  Elgin. 

Treasurer — H.  E.  Gnadt,  Chicago. 

Executive  Committee — D.  M.  Norris,  Kan- 
kakee; E.  N.  Howell,  Dixon;  David  Refoir, 
Ottawa;  H.  C.  Peppier,  Chicago;  William  Bit- 
tel,  Peoria;  J.  H.  Vawter,  Salem. 

An  epitome  of  President  Mathews'  report 
appeared  in  our  last  issue.  Secretary  L.  D. 
Nish,  Elgin,  in  his  report  reviewed  the  vast 
amount  of  work  performed  during  the  year. 
The  membership  and  officers  were  very  prompt 
to  respond  to  any  call,  especially  when  action 
was  necessary  on  the  parcels  post.  Illinois  Con- 
gressmen are  now  very  well  aware  that  there 
is  a  Hardware  association  in  their  State  that 
is  looking  out  for  the  interests  of  the  trade. 

H,  W.  Beegle,  Chicago,  read  a  paper,  en- 
titled "The  Merchant's  Aids— the  Clerk,  the 
Window,"  which  will  appear  in  a  latter 
issue. 

Treasurer  H.  L.  McNamara,  Janesville, 
Wis.,  spoke  concerning  the  national  organiza- 
tion, the  membership  of  which  is  composed  of 
every-day  retail  Hardwaremen,  not  "walking 
delegates."  They  are  men  who  are  daily  facing 
business  problems.  What  affects  your  interests 
affects  theirs,  and  they  are  alive  to  their  own 


interests  as  well  as  yours.  By  the  very  nature 
of  the  organization  it  is  impossible  for  its  af- 
fairs to  fall  into  the  hands  of  disinterested 
men.  The  matter  of  fake  advertising  was 
taken  up  and  measures  were  urged  to  its  cur- 
tailment and  eventually  its  elimination.  This 
criticism  applies  to  manufacturers,  mail  order 
houses,  jobbers  and  retailers.  The  national 
association  is  now  representing  twenty-six 
States,  and  the  officers  desire  to  so  conduct  its 
work  that  the  membership  will  be  only  limited 
by  the  number  of  States  in  the  Union. 

To  the  question  as  to  how  many  dealers  ad- 
vanced their  retail  selling  price  with  the  ad- 
vance in  the  market,  the  majority  replied  that 
they  did.  It  was  the  opinion  of  several  mem- 
bers that  the  advance  in  the  price  of  the  arti- 
cle should  be  made  when  the  cost  price  was 
increased.  Still  other  members  were  of  the 
opinion  that  it  depended  largely  on  the  nature 
of  the  article  whether  the  selling  price  should 
be  increased  coincident  with  the  increase  in 
cost. 

There  was  a  large  Hardware  exhibit  in  con- 
nection with  the  convention  which  attracted 
marked  attention.  The  success  of  this  was 
largely  due  to  the  efforts  of  Secretary  J.  L. 
Douglas,  of  the  Peoria  Retail  Hardware  Mer- 
chants' Association  and  co-workers.  There  were 
several  contestants  in  the  window  display  con- 
test, and  a  number  of  the  photos  submitted 
will  find  space  in  our  columns. 

Springfield  was  selected  as  the  place  for  the 
next  convention. 


Three  things  are  necessary  to  enable  a  sales- 
man to  put  up  a  good  selling-talk— knowledge, 
judgment  and  enthusiasm. 
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Kitchen  Bange  Window  Disiday 

One  of  the  competitors  who  carried  off  a 
prize  in  the  window  display  contest  at 
the  Peoria  convention  of  the  Illinois  Hardware 
Association  was  James  £.  Voorhees,  Bushnell, 
111.  The  exhibit  in  question  is  shown  here- 
with, being  a  kitchen  setting  with  a  steel  range, 
having  an  open  oven  showing  bread  and  light 
rolls  just  done  and  ready  to  be  served.  A  wax 
figure  represents  the  lady  of  the  house  and  the 
child  is  represented  by  a  large  size  doll  sitting 
in  a  chair  paring  potatoes.  On  the  stove  is  a 
tea  kettle,  coffee  pot,  etc.  The  range  is  con- 
nected by  stove  pipe  with  an  imaginary 
chimney. 


True,  the  big  fellow  may  be  able  to  get  a 
quantity,  and  make  a  great  splurge  with  it 
But  don't  lose  sight  of  the  fact  that  that  is  the 
bait ;  nor  of  the  further  fact  that  he,  too,  must 
get  a  profit  on  the  bulk  of  his  wares. 

Don't  think  so  much  of  his  superior  buying 
power  that  you  lose  sight  altogether  of  the 
fact  that  his  expenses  are,  perhaps,  enormous 
enough  to  more  than  offset  the  small  per  cent, 
he  saves  through  the  ability  to  take  the  quan- 
tity impossible  to  you. 

You,  yourself,  have  so  much  capital.  Don't 
let  a  dollar  of  it  gather  rust  by  being  tied  up  a 
day  longer  than  necessary  in  unsalable  goods. 


Kitchen  Range  Window  Display  by  James  E.  Voorhees,  Bushnell,  III. 


Work  Your  Rcld 

Quit  thinking  about  what  this  or  that  com- 
petitor of  yours  can  seemingly  do  so  much 
better  than  you. 

Stop  fearing  the  retail  mail  order  houses, 
and  this  or  that  store  so  much  "bigger"  than 
yours. 

Work  your  own  field.  Use  all  your  own 
tools.  No  matter  how  little  you  are  you  can 
win. 


Determine  what  territory  you  can  reason- 
ably hope  to  draw  trade  from.  Set  out  to 
make  everyone  in  that  territory  know  you 
and  your  store. 

Admit  that  you  cannot  advertise  on  the 
scale  of  the  big  fellow.  Don't  try  to  do  so. 
Do  less,  but  make  that  distinctive. 

Keep  changing  an  offer  of  one  or  two  things 
that  many  people  will  want  hard  enough  to 
come  to  your  store  for  it  ^^-^  t 
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The  annual  convention  of  the  Ohio  Hard- 
ware Association  is  an  event  of  consider- 
able importance  in  the  Buckeye  State.  So 
large  has  the  association  grown  that  when  the 
members  get  together  at  the  annual  conven- 
tion they  make  a  very  imposing  and  a  repre- 
sentative gathering  of  business  men.  Over  800 
turned  out  the  last  few  days  of  February  for 
the  annual  sessions.  President  Charles  S. 
Johnson,  Barberton,  presided, 

NEW    OFFICERS. 

President— A.  L.  Shearer,  Dayton. 

Vice-President— Alex.  M.  Glockner,  Ports- 
mouth. 

Secretary— Frank  A,  Bare,  Mansfield. 

Treasurer— Otto  Dellanbaugh,  Lorain. 

Executive  Committee — ^John  F.  Baker,  Day- 
ton ;  W.  B.  Cosgrove,  Zanesville ;  Homer  P. 
Smith,  Ashtabula;  D.  L.  Williams,  Columbus. 

President  Johnson,  in  His  annual  address,  re- 
ferred to  buying  goods  to  sell  at  a  profit  He 
said  with  regard  to  jobbers  that  this  su'bject 
has  been  talked  over  more  than  any  other 
question  by  dealers  privately  in  meetings  and 
in  assemblies.  Some  members  have  called  at- 
tention to  jobbers  retailing  and  setting  ^  price 
for  their  commodities  at  the  retailer's  distrib- 
uting point.  Now,  I  believe  that  the  Ohio 
jobbers  could  so  arrange  their  price  that  near- 
ly all  retailers  would  buy  the  bulk  of  their 
goods  of  them.  The  retailers  could  do  the 
same  business  on  much  less  capital  if  they 
could  get  their  goods  near  by,  meet  competi- 
tion and  make  money.  I  believe  in  organiza- 
tions that  have  for  their  object  the  betterment 
of  conditions  and  business;  that  were  it  pos- 
sible to  organize  every  town  and  village  that 
has  two  Hardware  stores  and  also  organize 
the  respective  counties  into  mutual  associa- 
tions, and  the  same  all  over  the  State,  a  great 
many  of  these  perplexing  questions  could  be 
overcome.  The  goods  that  we  sell  are  neces- 
sities. So  we  are  justified  in  taking  a  pride  in 
our  business  and  in  having  an  ambition  for 
our  Hardware  association  that  it  may  create 
in  the  minds  of  its  members  a  desire  to  excel 
in  knowledge,  in  salesmanship  and  in  every- 
thing that  goes  to  make  capable  and  honorable 
merchants.   . 

QUESTION    BOX. 

The  question  box  proved  a  most  interest- 
ing feature. 

"How  many  members  charge  interest  on 
open  book  accounts?  Haw  does  it  affect  your 
business  ?" 

One  member  stated  that  the  dealers  in  his 
town  had  organized  on  this  subject  and  at- 
tempted to  enforce  a  rule  to  charge  interest  on 
open  book  accounts  after  six  months;  that  the 
thing  worked  well  for  a  year  or  two,  but  most 
of  the  dealers  fell  from  grace.  Another  mem- 
ber said  he  charged  interest  on  some  accounts 
after  three  months ;  that  his  concern  had  been 


getting  out  statements  every  month  for  two 
years  past.  This  method  had  considerably  re- 
duced the  book  accounts.  New  customers  who 
could  not  pay  within  thirty  days  would  not  be 
in  much  better  shape  to  pay  in  six  months. 
Another  store  charged  interest  after  sixty 
days,  but  it  would  be  a  good  idea  for  all  the 
dealers  to  get  together  and  agree  to  charge  in- 
terest on  all  accounts  over  thirty  days  old. 
Still  another  member  said  he  got  a  settlement 
either  by  note  or  cash.  If  an  applicant  for 
credit  had  his  name  in  a  little  "black  book" 
which  he  got  up  for  his  own  convenience, 
credit  was  refused. 

To  the  question  as  how  to  prevent  bad  debts, 
a  reply  was  that  a  list  was  gotten  out  on  the 
typewriter,  whith  was  given  to  the  clerks.  If 
any  of  the  clerks  sold  goods  to  persons  listed 
they  were  informed  any  loss  sustained  would 
be  deducted  from  their  wages.  In  one  town 
it  is  the  practice  of  the  business  men  to  get 
together  every  week.  If  a  customer  is  delin- 
quent and  did  not  pay  at  any  one  of  the  stores 
represented  he  was  reported,  his  name  put  on 
the  delinquent  list  and  no  dealer  would  sell 
him  until  the.  bill  was  paid.  This  practice  was 
found  to  work  admirably,  especially  as  the  sur- 
rounding towns  had  similar  organizations.  One 
member  said  that  if  the  merchant  would  inject 
as  much  energy  into  his  collection  departipent 
as  he  did  in  the  selling,  more  of  the  bad  ac- 
counts would  be  collected.  When  a  customer 
owed  a  bill  the  first  thing  done  was  to  get  him 
to  set  a  date  lor  payment  If  it  were  not  paid 
on  that  date,  he  called  on  him  the  next  day, 
and  this  practice' was  continued;  by  keeping 
this  up  the  customer  got  tired  of  the  persistent 
dunning  and  paid  tip.  Members  from  several 
cities  related  how  a  record  was  kept  of  dead 
beats,  and  believed  that  with  a  little  co-opera- 
tion the  same  thing  could  be  done  in  any  city 
or  town. 

When  the  question  came  out  about  5  and 
10-cent  counters,  it  developed  that  quite'  a 
number  had  such  counters  and  the  preponder- 
ance of  opinion  was  that  they  were  of  decided 
benefit  to  the  store.  One  member  said  he 
found  it  a  great  help.  People  come  in  and 
probably  would  buy  some  little  things  off  the 
counter  and  then  purchase  articles  in  other 
parts  of  the  store.  .Another  member  said  he 
had  found  it  one  of  the.  best  things  ever  put  in 
his  store.  Business  had  been  increased  25  per 
cent  by  the  use  of  the  counters.  There  were 
no  5  and  10-cent  stores  in  his  town. 

"When  you  give  your  clerk  or  salesman  a 
vacation^  do  you  do  it  with- full  pay?"  A 
number  of  members  said  it  was  their  practice 
to  .do  so,  and  in  many  cases  if  they  were  sick 
the  pay  went  on  just  the  same,  provided  it  did 
not  extend  an  unreasonable  length  of  time. 

Mr.  Scott  related  his  experience  in  conduct- 
ing a  cash  business.    He  had  found  it  success- 
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ful.  A  conspicuous  card  is  posted  in  the  store 
stating  that  all  goods  must  be  paid  for  the 
same  day  they  are  bought.  He  has  been  sell- 
ing for  cash  for  six  years ;  his  town  has  a  pop- 
ulation of  2,000.  A  good  many  arguments  can 
be  used  on  customers  to  satisfy  them  that  you 
can  afford  to  sell  goods  cheaper.  Where  you 
give  credit  and  carry  accounts  some  one  has  to 
pay  for  this  carrying  charge,  which  in  a  cash 
business  is  eliminated.  Although  there  was 
competition  in  his  town  he  was  going  to  con- 
tinue the  cash  basis.  One  member  remarked 
that  the  majority  of  Hardware  dealers  pre- 
ferred to  do  a  cash  business;  some  thought 
they  were  making  more  money  by  doing  a 
credit  business,  but  perhaps  the  real  pre- 
ventive was  that  they  had  not  the  nerve  to 
try  it. 

To  the  question  as  to  how  many  dealers 
handled  lightning  rods,  there  was  a  goodly 
showing  of  hands.  Michigan  dealers  report  it 
a  profitable  business. 

Secretary  Frank  A.  Bare,  in  his  report, 
stated  that  the  personal  letter  had  been  the 
most  effective  means  for  getting  in  new  mem- 
bers. He  is  an  authority,  for  the  Ohio  organi- 
zation now  has  a  membership  of  1,200.  It  was 
but  natural  that  he  was  unanimously  re-elected. 

Secretary  George  M.  Gray,  Coshocton,  of 
the  Mutual  Insurance  Co.,  presented  his  re- 
port, which  showed  a  large  number  of  policies 
written  and  a  very  live  company.  He  will  be 
retained  in  his  office  for  three  years  more. 
John  Holley  Bradish,  Batavia,  N.  Y.,  president 
of  the  New  York  State  Retail  Hardware  Asso- 
ciation, was  present  and  made  an  interesting 
address. 

There  was  an  abundance  of  entertainment 
for  the  members  as  well  as  for  the  ladies  who 
accompanied  them.  Columbus  was  selected  as 
the  place  for  the  1909  convention. 

Western   Hassaclmsetts   Hardware 
Aflsooiation 

The  annual  banquet  of  the  Western  Massa- 
chusetts Hardware  Association  was  held 
at  Springfield,  Mass.,  on  the  evening  of  the  4th 
ult.  Among  the  speakers  was  Secretary  James 
L.  Cowles,  of  the  Postal  Progress  League  of 
New  York,  who  spoke  on  the  Parcels  Post. 
The  other  speakers,  including  Secretary  Chas. 
L.  Underbill,  of  the  New  England  Hardware 
Association,  took  up  the  gauntlet  and  vigor- 
ously dissected  his  opponent's  arguments.  Sec- 
retary James  DcF.  Phelps,  of  the  Connecticut 
Hardware  Association,  and  George  I.  Clapp,  of 
the  Hartford  Hardware  Association,  also 
spoke  on  the  topic.  President  F.  Alexander 
Chandler,  of  the  New  England  organization, 
was  a  guest  and  made  a  few  remarks. 

The  officers  elected  are  as  follows : 

President— F.  E.  Stacy,  Springfield. 

Vice-President — A.  J.  OsbDrne,  Holyoke. 

Secretary-Treasurer— W.  A.  Pearson,  Hol- 
yoke. 


Colorado  Setail  Hardware  Convention 

The  sixth  annual  convention  of  the  Colorado 
Retail  Hardware  and  Implement  Asso- 
ciation was  held  at  Denver,  Colo.,  the  last 
week  in  February.  In  addition  to  reports  from 
President  T.  M.  Harding,  Canon  City,  and 
Secretary-Treasurer  Adolph  Unfug,  Walsen- 
burg,  F.  W.  Bryd,  Fort  Mr.  Morgan,  spoke  on 
'Taxing  Catalogue  Houses."  It  was  his  con- 
tention that  houses  soliciting  business  by  cata- 
logue, such  as  the  mail  order  houses,  should 
be  required  to  pay  a  tax  in  the  States  in  which 
business  was  procured.  If  it  were  right  to  tax 
life  insurance  companies  for  obtaining  business 
in  the  various  States,  then  it  was  equally  just 
to  require  the  catalogue  houses  to  pay  a  tax. 
Legislation  should  be  sought  and  procured  to 
cover  this  point.  Nathan  Roberts,  Omaha, 
Neb.,  representmg  the  National  Retail  Hard- 
ware Association,  was  present  and  made  an 
address.  He  particularly  called  attention  to 
the  saving  enjoyed  by  policyholders  in  the 
Hardware  mutual  companies. 

The  new  officers  elected  are  as  follows : 

President — Edwin  Starkey,  Greeley. 

Vice-President— W.  H.  Clatworthy,  Fort 
Morgan. 

Secretary-Treasurer — Adolph  Unfug,  Wal- 
senburg. 

EHrector— John  A.  Steele,  "Gunnison. 

Pennsylvania  Retail  Hardware  Convention 

On  the  4th  and  5th  ult.  was  held  the  annual 
convention  of  the  Pennsylvania  Retail 
Hardware  Association  at  Cambridge  Springs. 
President  A.  H.  Kaufman,  Lock  Haven,  pre- 
sided. Secretary  J.  E.  Digby,  McKees  Rocks, 
reported  a  membership  of  over  300.  There 
were  a  number  of  addresses,  prominent  among 
which  was  one  by  W.  P.  Lewis,  Huntingdon, 
the  recently  elected  secretary  of  the  National 
Hardware  Mutual  Insurance  Co.  Especial 
mention  was  made  of  the  insurance  department 
of  the  association  work,  its  financial  saving  to 
the  policyholders,  and  having  this  feature  it 
largely  aided  in  increasing  the  membership  of 
State  organizations.  Members  who  have  not 
taken  out  policies  are  slow  to  awaken  to  the 
benefits  which  many  of  their  fellow-Hard  ware- 
men  are  enjoying.  All  the  mutual  companies 
are  conservatively  managed;  all  pay  return 
premiums,  and  in  most  cases  these  rebates  are 
increased  each  year.  The  annual  dues  were 
reduced  from  $6  to  $4,  and  this  reduction,  in 
connection  with  other  facts,  it  is  expected,  will 
largely  increase  the  membership  of  the  associa- 
tion during  the  ensuing  twelve  months. 

The  officers  elected  are  as  follows: 

President— J.  F.  Howe,  Freedom. 

Vice-President— D.  E.  Hibner.  DuBois. 

Secretary-Treasurer — W.  P.  Lewis,  Hunt- 
ingdon. 

Executive    Committee — George    L.    Moore. 

Brownsville;  J.  E.  Digby,  McKees  Rocks;  S. 

S.   Bryan,  Titusville;   George  V.  Thompson, 

Mount  Jcwctt  /^-^  T 
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MISSOURI  HARDWARE  CONVENTION 


The  eleventh  annual  convention  of  the  Mis- 
souri Retail  Hardware  and  Stove  Deal- 
ers' Association  was  held  the  27th  and  28th  • 
of  February  at  St.  Louis.  President  Wm.  H. 
Hahn  presided.  There  was  no  Hardware 
exhibition  in  connection  with  the  convention 
as  St  Louis  is  always  "one  big  display  of 
Hardware,"  as  President  Kahn  puts  it.  Vice- 
President  M.  A.  Wengert,  Kansas  City,  pre-^ 
sided  over  the  Question  Box  and  put  a  good* 
deal  of  life  into  the  matter.  In  reply  to  the 
inquiry  as  to  the  education  of  clerks,  it  was 
stated  that  the  best  way  was  to  encourage 
clerks  to  read  and  post  up  on  articles  and 
illustrations  and  hints  in  the  trade  papers. 
Many  members  were  of  the  opinion  that  a  5 
and  10  cent  counter  was  a  good  thing  pro- 
vided there  was  sufficient  room.  It  draws 
the  attention  of  the  ladies,  and  that  fact 
brings  increased  trade  in  other  departments 
of  the  store. 

Nearly  all  of  the  National  Association  offi- 
cers were  present  and  gave  the  members 
an  added  enthusiasm.  President  S.  R.  Miles 
in  his  talk  told  the  members  that  to  get  a 
larger  attendance  at  the  convention  they 
should  go  at  it  as  they  would  any  especially 
serious  feature  of  their  business.  Read  your 
trade  journals;  learn  how  others  do  it.  Get 
and  keep  an  aggressive  and  enthusiastic  see* 
retary.  Invite  your  competitor  in  your  own 
or  the  next  town  to  attend  the  convention 
with  you,  and  get  him  to  join  the  organiza- 
tion. The  Association  movement  is  rapidly 
growing  and  Missouri  should  keep  well  to  the 
front.  You  cannot  afford  to  stop  your  trade 
journal;  that  would  be  a  typical  false  econ- 
omy. It  is  one  of  your  best  investments.  Put 
it  where  your  clerk  can  read  and  study  it 
Post  up  on  what  the  most  aggressive  dealers 
in  your  line  are  doing.  The  number  of  mem- 
bers in  the  various  State  Associations  now 
total  over  12,000  as  against  10,000  a  year  ago, 
surely  an  encouraging  growth.  Other  speak- 
ers included  National  Treasurer  H.  L.  Mc- 
Namara,  National  Secretary  M.  L.  Corey, 
Vice-President  Chas.  H.  Williams,  Vice- 
President  A.  T.  Stebbins,  W.  D.  Simmons, 
president  of  the  Simmons  Hardware  Co.,  and 
others. 

s.  norvell's  address. 

S.  Norvell,  president  of  the  Norvell-Shap- 
leigh  Hardware  Co.,  St  Louis,  made  an  ad- 
dress, in  the  course  of  which  he  Spoke  of  the 
g^rowth  and  present  standing  of  St  Louis  as 
a  Hardware  market  Fully  $40,000,000  of 
Shelf  Hardware,  Heavy  Hardware,  metals 
and  railway  supplies  ve  sold  annually  in  that 
city.  Seven  hundred  and  fifty  traveling  sales- 
men represent  that  city  in  the  Hardware  line. 
St  Louis  sells  Hardware  not  only  in  every 
State  in  the  Union,  but  in  nearly  every  civ- 
ilized country  in  the  world.  The  speaker 
stated   he   had   attended  the  conventions   of 


other  organizations,  such  as  the  grocers,  paint 
oil  and  drug  people,  and  after  he  had  heard 
their  complaints,  he  said  he  was  glad  he  was 
in  the  Hardware  business.  He  said  that  the 
Hardware  jobber  had  his  own  troubles. 

A  manufacturer  who  decides  to  protect  the 
jobber  arranges  a  protection  of  10  per  cent. 
That  is,  the  differential  between  the  jobber's 
price  and  the  price  to  the  retail  dealer  is  just 
10  per  cent  Some  manufacturers  do  not 
seem  to  realize  it  costs  jobbers  anything  to 
do  business.  Then  we  hkve  the  manufacturer 
who  sells  goods  to  wholesale  grocery  houses, 
such  as  Nails,  iRope,  Tinware  and  many  other 
items  in  the  Hardware  line.  The  country  is 
flooded  with  a  horde  of  special  salesmen  from 
manufacturers  selling  Cutlery,  Builders' 
Hardware  and  other  lines  of  goods  that  are 
profitable.  Often  when  we  analyze  the  busi- 
ness of  some  of  our  good  retail  customers 
we  find  we  are  getting  the  "skimmed  milk" — 
the  staple  goods — while  these  special  men 
from  the  manufacturers  are  getting  the 
"cream"  of  the  business.  The  jobber  cannot 
live  by  staple  goods  alone. 

Let  me  say  that  in  my  opinion  what  the 
retail  dealer  most  needs  is  selling  ability. 
You  cannot  sit  in  your  store  and  build  up  a 
business.  Get  somebody  to  do  your  book- 
keeping and  detail  work  for  you,  and  you 
yourself  get  out  among  your  customers,  see 
what  they  need  and  what  you  can  sell  them. 

Here  is  a  dealer  with  two  or  three  Sewing 
Machines  on  his  tloor.  He  waits  for  a  cus- 
tomer. Then  a  Sewing  Machine  agent  comes 
into  his  community  and  sells  40  or  50  Sewing 
Machines  under  the  merchant's  nose.  Here 
is  a  dealer  with  four  or  five  Steel  Ranges  on 
his  floor  waiting  for  customers.  Then  along 
come  the  Steel  Range  men,  work  the  county, 
and  clean  up  the  business.  Then  there  are 
the  Lightning  Rod  men,  and  all  the  other 
special  men  who  work  the  farmers  direct. 
You  cannot  compete  with  these  people  by 
legislation.  The  only  way  for  the  retail  Hard- 
ware dealer  to  hold  his  own  is  to  learn  how 
to  sell  Steel  Ranges,  Sewing  Machines  and 
other  special  lines.  You  must  become  a  sales- 
man, and  then  you  can  hold  your  own  against 
this  class  of  competition. 

NEW  OFFICERS. 

President — O.   W.   Johnson,   Marshall. 

Vice-President—R.  H.  Myers,  St.  Louis. 

Secretary-Treasxjrer— F.  D.  Kansteiner, 
St.  Louis. 

Executive  Committee— R.  D.  Quisenberry, 
Slater;  Taylor  Frier,  Louisiana;  W.  T. 
Shoop,  Richmond. 

A  smoker  was  given  at  the  Mercantile  Gub 
one  evening  which  proved  a  most  enjoyable 
occasion.  The  outlook  for  the  ensuing  fiscal 
year  is  for  a  greater  growth  in  the  organiza- 
tion than  heretofore. 
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Texas  Hardware  Jobbers'  Association 

The  annual  |neeting  of  the  Texas  Hardware 
Jobbers*  Association  will  be  held  in  San 
Antonio,  Tex.,  the  17th  and  18th  inst.  San 
Antonio  was  selected  for  the  reason  that  it  is 
one  of  the  historical  and  most  interesting 
points  in  the  United  States.  Charles  £.  Nash 
is  president,  and  R.  F.  Bell  is  secretary-treas- 
urer, both  of  Fort  Worth. 

Pennsylvania    Wholesale    Hardware 
Association 

The  Pennsylvania  Wholesale  Hardware  and 
Supply  Association  held  its  annual  meet- 
ing the  11th  ult  at  the  Hotel  Astor,  New  York 
City.  President  A.  B.  Stein,  Reading,  Pa., 
presided  at  the  sessions  and  also  acted  as  toast- 
master  at  the  banquet. 

The  following  officers  were  elected  for  the 
ensuing  year: 

President — James  N.  Kline,  Kline  &  Co., 
Williamsport,  Pa. 

First  Vice-President-^R.  E.  Weeks,  Foote  & 
Shear  Co.,  Scranton,  Pa. 

Second  Vice-President — H.  M.  Melchoir, 
Bright  &  Co.,  Reading,  Pa. 

Treasurer  —  George  D.  Krause,  George 
Krause  Hardware  Co.,  Lebanon,  Pa. 

National  Betail  Hardware  Convention 

The  largest  attendance  at  any  annual  con- 
vention of  the  National  Retail  Hardware 
Association  greeted  President  S.  R.  Miles,  Ma- 
son City,  la.,  as  he  presided  over  the  sessions 
in  St.  Louis  the  24th  to  the  27th  ult.  Most  of 
the  sessions  were  executive  in  character.  At 
the  open  meetings  there  were  several  promi- 
nent speakers,  from  the  American  Hardware 
Manufacturers'  Association,  the  National 
Hardware  Association,  etc.  The  members  of 
the  organization  are  delegates  from  the  various 
State  Hardware  associations.  As  the  latter 
now  have  the  largest  membership  in  their  his- 
tory, the  importance  to  the  trade  of  such  a 
convention  is  apparent. 

The  Committee  representing  the  Jobbers 
and  Manufacturers  of  St.  Louis,  looked  after 
the  entertainment  of  the  delegates  and  guests 
in  a  thorough  manner.  A  unique  feature 
was  a  mileage  book  "Good  for  a  Continual 
Round  of  Pleasure."  The  party  to  whom  it 
was  issued  had  his  name  on  the  front  cover, 
and  it  was  countersigned  by  a  member  of  the 
committee.  The  coupons  inside  were  for 
carriage  rides,  the  banquet  at  the  Planters' 
Hotel,  the  ladies'  matinee,  the  theatre,  and 
street  car  coupons.  At  the  head  of  the  first 
string  of  coupons  was  a  list  giving  the  Enter- 
tainment Committee.  An  interesting  souvenir 
was  a  seal  leather  bill  book  and  card  case. 
It  had  stamped  upon  it  "National  Retail  Hard- 
ware Association,  Saint  Lguis,  1908." 


Cash  IMsooiULt 

It  is  not  many  years  since  but  one-fourth  of 
our  customers  took  advantage  of  the  2 
per  cent,  cash  discount  allowed  for  prompt 
payment.  During  1907  our  records  show  that 
more  than  one-half  of  our  customers  dis- 
counted their  bills. 

This  shows  that  general  business  was  good, 
putting  cash  into  the  hands  of  merchants  and 
^also  that  merchants  have  learned  to  appreci- 
'  ate  this  saving  on  their  bills.  All  live  up-to- 
date  merchants  have  either  entered  the 
discount  class  already  or  are  planning  to  do 
so  as  soon  as  possible. 

This  is  very  encouraging,  but  there  is  an- 
other side  to  the  cash  discount  question.  While 
the  2  per  cent,  allowed  as  a  cash  discount  is 
a  premium  for  prompt  payment  and  not  a  part 
of  the  price,  many  customers  try  to  make  it 
so.  The  manufacturers  took  up  this  matter 
several  years  ago,  alleging  that  the  cash  dis- 
count was  being  abused  and  agreed  that  they 
would  not  allow  it  unless  the  remittance  was 
made  within  10  days  from  the  date  of  invoice. 
We,  in  company  with  other  jobbers,  have  had 
to  conform  strictly  to  these  terms.  Many 
manufacturers  return  all  checks  sent  them 
when  the  post  office  stamp  on  the  envelope 
shows  a  date  one  day  late. 

This  matter  has  been  under  discussion 
among  the  jobbers  recently  and  the  consensus 
of  opink>n  is  that  the  rule  has  been  much 
abused — so  much  so  that  some  of  our  cus- 
tomers have  come  to  consider  the  2  per  cent, 
allowed  for  cash  payment  as  a  part  of  the 
price  of  the  goods  and  expect  to  get  it  no 
matter  when  they  pay. 

This  is  entirely  wrong  and  there  has  been 
a  stiffening  up  of  opinion  regarding  the  cash 
discount  among  jobbers  generally.  In  future 
the  rule  will  be  enforced  that  customers  must 
pay  promptly  in  order  to  get  the  "prompt  pay" 
discount. 

Any  fair-minded  man  knows  that  this  is 
right  and  that  he  should  conform  to  the  con- 
tract made  at  time  of  purchase.  Cash  dis- 
count is  not  a  rate  of  interest  but  a  premium 
allowed  for  prompt  payment.  The  2  per  cent, 
allowed  is  a  liberal  premium  which  ought  to 
be  appreciated  and  taken  only  when  it  is  de- 
served. 

As  an  evidence  of  the  feeling  on  this  subject 
among  the  jobl^ing  trade  generally,  we  quote 
the  following  resolutions  which  were  adopted 
recently  by  an  organization  which  includes 
about  8,000  of  the  largest  wholesale  houses 
in  the  United  States: 

"Resolved  that  the  National  Association  of  Credit 
Men  in  convention  assembled  condemns  the  growing 
practice  of  making  short  payments  in  setUements  by 
the  deduction  of  excessive  discount  and  uniust  clafans. 

"Resolved  that  mercantile  agencies  be  asKed  to  tike 
cognizance  of  such  practices  in  formulating  tiieir  rat- 
ings, as  firms  which  settle  their  bills  in  this  manner 
are  not  worthy  of  'high  credit'  rating." 

Logan-Gbigg  Harowabb  Co. 
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Cutting  Down  to  Eacts 

A  farmer  came  into  the  store  to  purchase  a 
hoe,  and  on  inquiring  the  price  of  the 
clerk,  said  it  was  too  high.  The  proprietor 
at  his  desk  overheard  the  conversation,  and 
accusing  his*  clerk  of  selling  his  goods  at  too 
high  a  price  "riled"  him.  He  came  from  his 
desk  to  the  farmer  and  said — "Mr.  Farmer,  I 
am  selling  you  that  hoe  at  the  same  price  that 
I  sold  it  twenty  years  ago,  and  you  have  no 
right  to  make  this  complaint.     On  the  other 


corn,  65c.  per  bushel;  wheat  $1  per  bushel; 
eggs,  28c.  per  dozen;  butter,  25c.  to  30c.  per 
pound,  and  so  on,  with  a  surprising  increase 
on  everything  that  you  produce  on  the  farm. 
Still  you  complain  that  the  price  I  am  charg- 
ing you  for  this  hoe  that  is  costing  me  more 
money  to-day  than  it  did  twenty  years  ago  (al- 
though I  have  not  advanced  the  price  on  it)  is 
too  high.  I  think  your  complaint  is  not  jus- 
tified." 
The  proprietor  turned  and  walked  back  to 


THE  TREMEHDOUS  GROWTH  OF 

BIG  STORE 

Demandfl  the  buying  direct  from  the  factory,  and  the  manufacturers  only  sell  to  merchants  that  can  handle 
goods  m  quantity.  In  buying  in  quantities  you  save  the  middle  man's  profit.  We  utiliae  this  profit  by  giv- 
mg  it  to  the  trade,  which  means: 

WE  UNDERSELL  ANYONE  IN  THE  THREE  LINES 

HARDWARE,  CHINA  AND  SPORTING  GOODS 

Matchless  values  and  the  best  quality  haa  made  us  the  reputation  that  few  attain. 

A  Customer  is  Never  Disappointed  In  His  Purchase 

The  Biggest  Steele  to  Select  Prom  In  the  City 
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Reduction  op  a  Newspaper  Ad.  and  Circular    Announcement    from    Little    Rock,    Ark. 


hand,  fifteen  or  twenty  years  ago  you  were 
selling  eggs  at  8c.,  9c  and  10c.  per  dozen ;  but- 
ter at  9c.  to  10c.  per  pound ;  oats  at  15c.  to  20c. 
per  bushel;  hay  at  $6  to  $7  per  ton;  corn  at 
25c.  to  30c.  per  bushel,  and  potatoes  at  a  ridic- 
ulously low  price,  compared  with  the  price  you 
are  getting  to-day.  To-day  the  market  price 
on  oats  is  56c.  per  bushel;  hay,  $12  per  ton; 


his  desk,  and   the   farmer,  without  making  a 
reply,  purchased  the  hoe  and  left  the  store. 


Hoxie  Ammunition  Co.,  339  Marquette 
Building,  Chicago,  III,  have  issued  a  booklet 
containing  reproductions  of  letters  from 
sportsmen  giving  the  results  secured  from 
using  the  "Hoxie"  Expanded  Bullets. 
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Hardware  Stock  Broadexung  Out 

Because  it  does  not  properly  belong  in  a  Hard- 
ware store,  because  Smith's  line  now  in- 
cludes this  or  Brown's  that--can  you  afiford  to 
let  such  reasoning  keep  you  from  fitting  your 
own  store  to  modern  trade  conditions? 

As  a  profit  payer,  the  Hardware  store  no 
longer  ranks  first  among  the  stores  of  a -town 
as  it  commonly  did  when  each  store  confined 
effort  to  a  field  that  was  fairly  definite. 

To-day,  the  leadership  in  any  town  belongs 
to  the  store  selling  the  most  varied  line  of 
goods.  No  need  to  take  any  one's  word  for 
that  statement.  Right  in  your  own  town  what 
merchant  is  making  the  most  money? 

The  great  success  of  stores  handling  many 
lines  is  explained  chiefly  by  the  fact  that  peo- 
ple want  stores  handling  many  lines.  What 
the  people  want,  the  merchant  must  provide, 
or  get  accustomed  to  being  passed  by. 

Are  you  not  likely  soon  to  be  alone  in  ob- 
serving the  exclusive  "right"  of  som«  other 
merchant  to  sell  this  or  that  item  of  merchan- 
dise? 

If  not  in  your  own  town,  still  in  plenty  of 
other  towns  Hardware  men  find  galvanized 
iron,  tin  and  enameled  ware  in  grocery  stores 
— stoves,  kitchen  utensils  and  various  special- 
ties at  the  house  furnishers — field  fencing, 
nails  and  builders'  Hardware  at  the  lumber 
yard — cutlery  and  fishing  tackle  in  the  drug 
stores — a  full  line  of  the  little  items  at  one 
time  so  profitable  a  part  of  the  Hardware 
stock  at  the  5  and  10-cent  store. 

Do  you  complain  about  that  state  of  affairs? 
Who  is  to  blame  for  it?  Have  you  not  been 
slow  in  taking  up  and  pushing  new  lines  of 
goods,  even  some  that  "properly"  belong  in 
a  Hardware  store?  Have^you  paid  constant 
attention  to  little  things  in  your  own  store? 

For  example — you  know  men  have  grown 
rich  selling  nothing  but  5  and  10-cent  goods 
that  are  largely  Hardware  and  tinware  items 
and  yet  have  you  a  5  and  10-cent  department 
in  your  store  that  is  worthy  of  even  a  passing 
glance  ? 

Why  complain  that  other  merchants  are 
"improperly"  adding  your  lines  while  you  do 
not  even  keep  the  lines  you  have  in  a  condi- 
tion that  meets  demands  of  your  trade  to-day? 

For  that  matter  would  any  two  merchants 
be  likely  to  agree  wholly  as  to  what  is  and 
what  is  not  "properly"  included  in  the  line 
of  any  particular  store?  Would  all  the  other 
merchants  of  your  town  agree  that  everything 
you  now  carry  belongs  "properly"  in  a  Hard- 
ware stock? 

What  does  the  jeweler  think  of  the  clocks 
and  plated  ware  in  many  a  Hardware  store? 
Would  paints,  oils  and  glass  be  called  Hard- 
ware by  the  man  who  is  using  them  as  his 
whole  line? 

What  may  the  harness  dealer  be  saying  as 
to  your  harness  and  whips,  or  the  lumberman 
as  to  your  screens,  doors  and  building  paper? 


Are  your  field  and  garden  seeds  any  more 
"proper"  in  a  Hardware  store  than  tinware 
is  in  a  grocery  store? 

Why  is  it  "proper"  for  you  to  sell  the  bath 
room  fixture  to  hold  the  tumbler,  and  not 
"proper"  to  sell  the  tumbler?  If  carpets 
•  "ought"  not  to  be  sold  by  you,  "ought"  not 
carpet  tacks  also  to  be  excluded  from  your 
stock?  If  window  shades  are  not  for  Hard- 
ware stores  why  do  the  fixtures  for  the  shades 
belong  there? 

You  sell  upholstery  Hardware  which  the 
furniture  man  claims  as  his  own  and  if  his 
picture  wire  is  "proper"  in  a  Hardware  store 
why  not  his  pictures  also?  And  if  it  is  "right" 
for  you  to  sell  the  casters,  why  is  it  "wrong" 
for  you  to  sell  the  chairs  in  which  they  are 
to  be  used? 

Thus  the  "right"  of  numerous  things  to  be 
included  in  your  present  stock  can  be  ques- 
tioned no  matter  how  careful  you  have  been 
to  confine  your  selection  to  what  you  think 
is  Hardware  pure  and  simple. 

That  fact  being  so  evident  why  longer  let 
regard  for  the  uncertain  "rights"  of  others 
to  this  or  that  thing  stand  in  the  way  of  your 
own  progress — particularly  when  "others"  on 
all  sides  are  encroaching  on  what  you  con- 
sider your  "rightful"  field? 

You  need  not  go  outside  what,  in  the  strict- 
est sense,  you  consider  the  legitimate  Hard- 
ware field  to  realize  the  radical  changes  that 
are  going  on  in  business  conditions. 

One  leading  exclusive  Hardware  jobbing 
house  instructs  its  roadmen  to  advise  retail 
Hardware  dealers  to  branch  out,  add  other 
lines,  make  theirs  Hardware  department 
stores.  Another  exclusive  Hardware  jobber 
in  its  big  catalogue  lists  lines  of  jewelry,  sil- 
verware,  clocks,  watches,  toy  specialties,  etc. 

There  are  Hardware  dealers  who,  having 
branched  out  solely  to  protect  their  interests, 
are  finding  5  and  10-cent  departments,  paints 
and  builders'  sundries,  garden  seeds,  harness, 
and  various  other  lines  extremely  profitable. 

Why  waste  time  in  complaining  that  busi- 
ness is  merciless  in  its  demands  to-day? 
Everything  has  its  compensation.  The  fiercer 
the  competition  the  more  business  there  is  i:yr 
everybody. 

Knowing  that  if  it's  up  to  date,  the  Hard- 
ware store  to-day  makes  profits  even  greater 
than  those  of  twenty  years  ago,  act  on  the 
knowledge  and,  yourself,  work  toward  the 
greater  variety  that  insures  greater  returns. — 
From  The  Butler  Way, 


Mediocrity  is  almost  worse  than  failure. 

Politeness  is  worth  money.  Increase  youi 
courtesy  60  per  cent,  and  see  if  you  don't  at- 
tract your  employer's  attention  in  a  little 
while. 


Digitized  by 


Google 


Apkil,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


831 


A  Pacific  Coast  Sparting  Goods  Store 

Wm.  H.  Hoegee  Co.,  Los  Angeles,  Cal.,  was 
established  about  fifteen  years  ago  as  a 
sporting  goods  store.  Ever  since  its  inception 
the  growth  has  been  steady  and  increasing. 
Starting  with  a  store  12  x  14  feet  the  concern 


Window  Dressing  Hints 

The  trade  winning  qualities  of  a  show  win- 
dow all  depend  on  your  ability  to  catch 
the  eye.  The  value  of  the  show  window  does 
not  depend  so  much  upon  its  size,  nor  again 
upon  the  elaborateness  of  the  exhibit.     It  is 


A  Section  of  the  Big  Gun  Rack. 


now  occupy  their  own  three-story  brick  build- 
ing. We  illustrate  herewith  a  general  view  of 
the  ground  floor,  as  seen  from  the  entrance. 
This  gives  an  idea  as  to  the  arrangement  of 
stock,  etc.  The  other  view  shows  a  section 
of  their  big  gun  rack,  where  standard  firearms 
stand  four  deep  in  solid  rows.     The  concern 


generally  conceded  that  an  extensive  display 
often  fails  in  giving  the  looked- for  results. 
What  then  will  help  to  bring  about  the  cor- 
rect solution  to  this  paramount  question  ?  The 
writer  having  devoted  several  years  to  a  study 
of  the  subject  and  from  a  long  practical  expe- 
rience, begs  leave  to  express  as  his  personal 
opinion  «that  this  problem,  like  many  mathe- 

►e  solved  in  sev- 
e  show  window, 
id  the  method  of 
)traction";  somc- 
mal  point  would 
vise.  Often  this 
nvented  for  the 
ght  the  so-much- 
m   cents   to  dol- 


A  General  View  of  the  Hammock  Department. 


get  out  a  handsome  souvenir  booklet,  present- 
ing views  of  their  establishment.  The  volume 
is  one  that  reflects  great  credit  upon  those  in 
whose  interest  it  has  been  published. 


An  indispensable  requisite  to  success  is  con- 
centration or  devotion  to  one  subject. 


lars,  dollars  to  hundreds,  etc.  As  it  is  all  im- 
portant where  you  put  or  place  the  decimal 
point  as  to  how  much  you  can  make  out  of  it, 
so  it  is  with  the  little  articles  or  decimal  points 
placed  in  a  show  window.  They  make  the  dol- 
lars for  you,  or  if  you  place  what  you  ought 
"0"  not  before  them,  count  for  little  or  nothing. 
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The  decimal  point  that  is  suggested  by  the 
accompanying  illustration  if  rightly  placed  in 
your  window  should  add  to  the  value  of  its 
attractiveness. 

The  background  of  this  exhibit  is  made  of 
light  blue  paper  muslin  with  glossy  side  turned 
back   toward   store,   this   forms   the   sky  blue 


glossy  side  out,  with  the  cotton  protruding 
from  under  as  light  upon  the  upper  part  of 
the  cloud,  the  glossy  side  ai  the  muslin  being 
darker  than  the  background,  causes  the  clouds 
to  stand  out  in  pleasing  contrast,  and  sur- 
prising results  will  be  obtained  if  these  direc- 
tions are  carefully  followed.    Next  take  a  few 


General  View  of  Sporting  Goods  Store,  Wm.  H.  Hoegee  Co.,  Los  Angeles,  Cal. 


line;  next  cut  out  with  the  scissors  (from  a 
remnant  of  the  same  muslin)  some  irregular- 
formed  pieces  in  imitation  of  floating  clouds 
upon  your  otherwise  azure  blue  sky.     After 


Suggested  Window  Exhibit. 

they  are  cut  out  muss  them  up  a  little  by  roll- 
ing in  the  hand,  next  paste  a  tiny  tuft  of  thin 
cotton  batting  on  the  dull  side  of  each  cloud  in 
the  upper  right-hand  corner  (being  the  direc- 
tion of  light)  ;  finish  by  pasting  (or  sewing) 
the  clouds  upon  the  light  blue  background,  the 


little  pieces  of  wood  for  fence  posts,  and  tele- 
graph poles — connect  the  fence  posts  with  a 
couple  of  lengths  of  barbed  wire;  connect  the 
telegraph  poles  with  drooping  bright  strands  of 
copper  wire.  Take  from  stock  a  few  kegs  of 
wire  nails,  open  them  and  dump  them  in  the 
window,  care  being  taken  that  all  the  nails 
used  are  of  the  same  penny,  so  that  afterward 
they  can  be  readily  placed  back  in  bins  as  stock 
and  sold  again.  Mound  up  a  railroad  bed, 
using  the  nails  for  ballast  and  for  the  banks  or 
adjacent  fields.  Cover  the  field  of  nails  re- 
mote from  the  front  of  the  window  with  green 
crinkled  tissue  paper,  through  which  punch 
holes,  and  for  the  telegraph  poles  and  fence 
posts  and  for  the  roots  of  a  paper  tree,  all  of 
which  can  be  easily  bedded  in  the  heap  of 
nails  underneath  this  green  covering.  Next 
comes  the  intervening  bank  of  nails  and  ditch 
between  that  and  the  road  bed.  Get  some  boy 
with  a  bracket  saw  or  saw  mill  to  cut  out  the 
letters  HARDWARE  out  of  half-inch  stuflF. 
Use  these  letters  for  cross  ties,  place  the  ballast 
of  nails,  utilizing  door  track  for  rails.  A  loco- 
motive can  be  readily  constructed  from  other 
pieces  of  Hardware  and  placed  upon  the  track 
if  desired,  but  it  is  not  at  all  essential  to  the 
design.  A  small  show  card  should  be  placed 
next  to  the  glass  in  one  corner  of  the  window. 
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THE  INJUSTICE  OF  SUBSTITUTION 


Substitute  Goods  Dead  Stock— Would  Return  Sub- 
stitutes— Retailer's  Own  Fault-^Considers  Jobbers 
Presumptuous. 


Would  Send  Entire  Shipment  Back 

n^e  writer  is  decidedly  an  an' '-substitute. 
■1-  It  is  undoubtedly  a  growing  evil,  and  we 
feel  that  we  have  to  know  our  customer  very 
intimately  before  we  would  undertake  to  sup- 
ply his  wants  b^  substituting  something  to  re- 
place the  article  ordered.  Personally,  I 
would  feel  like  sending  the  entire  shipment 
back  to  a  concern,  which  I  undoubtedly  would 
do  on  their  second  attempt  to  substitute. 

D.  I.  C 

On  Substitution  Would  Betuxn  Ooods 

It  is  indeed  a  rare  case  when  any  of  our 
wants  are  substituted.  I  am  not  in  favor 
of  substitution  of  any  kind,  as  I  think  I  am 
better  prepared  to  know  the  wants  and  re- 
quirements of  my  trade  than  any  jobber  or 
manufacturer.  If  an  order  of  mine  was  sub- 
stituted to  any  extent  I  would  return  the 
goods  substituted  at  the  expenSe  of  the  job- 
ber, and  if  it  was  repeated  I  would  discontinue 
my  dealings  with  him.  "Georgia." 

Largely  Betailer's  Own  Fault 

Wc  do  not  -have  any  trouble  with  jobbers 
on  account  of  substituting  something 
else  when  they  did  not  have  the  article  or- 
dered. I  think  if  any  retailer  has  trouble  in 
that  direction  it  is  very  largely  his  own  fault. 
If  he  submits  to  it,  naturally  the  jobber  will 
continue  to  substitute  whenever  he  can.  The 
best  cure  for  this  habit  is  to  return  the  goods 
substituted,  permitting  the  jobber  to  pay  all 
expense  in  connection  therewith.  After  he 
has  had  the  pleasure  of  paying  this  expense  a 
few  times  he  will  hesitate  about  substituting. 

V.  "lOWA.^ 

Some  Buyers  Not  Posted 

I  have  been  troubled  to  no  small  degree  by 
subbing  on  my  orders,  and,  as  a  rule, 
place  my  orders  with  houses  that  have  a  record 
for  anti-substitution.  I  must  prefer  shorting 
the  item  and  writing  in  each  instance  where  it 
cannot  exactly  be  filled.  I  realize  a  great  many 
firms  have  buyers  who  are  not  posted  and  do 
not  realize  the  importance  of  correct  ordering 
and  will  at  times  complain  if  their  order  is  not 
substituted,  rather  than  shorted,  but  this  is  not 
good  business  and  should  be  checked  as  rapidly 
as  possible  by  the  jobbers.  The  only  remedy 
a  retail  man  has  is  to  take  copies  of  all  his 
orders  and  hold  substituted  article  for  disposi- 
tion, charging  all  expense  bade.  I  think  most 
of  the  reputable  houses  are  foUowing  the  plan 
of  shorting  rather  than  subing. 

Larimore  Hardwarx  Co. 


Does  Not  Fay  to  Eegister  Petty  Kicks 

We  have  little  complaint  on  account  of  sub- 
stitution. We  buy  principally  through 
traveling  men,  because  we  obtain  better  prices 
than  by  mail  order;),  and  our  instructions 
always  are  "Ship  as  ordered  or  cancel."  Many 
times  our  orders  are  filled  short,  but  this  is 
one  of  the  vexations  of  business  which  cannot 
be  avoided,  and  has  to  be  endured.  If  a 
manufacturer  or  jobber  had  a  building  cover- 
ing ten  city  blocks,  ten  stories  high  and  ten 
millions  stock,  some  one  would  ord  r  some- 
thing out  of  stock  and  kick  because  it  did  not 
come  promptly.  We  know  the  manufacturer 
or  jobber  is  just  as  axixious  for  good  business 
as  wc  are  to  buy;  therefore,  try  not  to  be  un- 
reasonable. If  your  business  is  prosperous  and 
your  time  worth  anything,  i^  does  not  pay  to 
register  petty  kicks.  You  can  make  more 
money  selling  something  you  did  get  when 
you  ordered  it. 

O'Shea-Hinch  Hardware  Co. 

Substitntion     Only     When     Pre?iousIy 
Beported 

Am  trpubled  very  little  with  substituting 
goods  when  ordering  from  jobbers.  I 
never  allow  substitution  unless  previously  re- 
ported. In  my  experience  it  is  practised  very 
little,  and  the  return  of  one  or  two  shipments 
at  the  jobbers*  expense  usually  cures  the 
practice.  Another  thing  I  will  not  stand  for, 
and  that  is  placing  shortage  on  back  order 
list  without  my  consent.  C.  C.  Fours. 

Frequently  Causes  Dissatisfaction 

Tme  and  again  I  have  had  jobbers  substi- 
tute certain  articles  on  an  order. 
Sometimes  it  does  not  matter,  but  as  a  rule 
it  does.  Sometimes  you  order  something 
special  for  a  certain  customer  and  the  cus- 
tomer is  willing  to  wait  for  it.  The  order 
comes  and  with  it  a  substitute.  The  customer 
is  at  once  dissatisfied  after  waiting  so  long. 
Nine  times  out  of  ten  this  is  the  case.  Also 
with  substitutes  it  causes  trouble  both  to  the 
jobber  and  retailer  in  readjusting  the  invoices 
and  returning  the  goods.  I  do  not  think  this 
is  a  general  practice  among  jobbers. 

"Nebraska." 

Substitnte  Goods  Bow  Bead  Stock 

Wc  used  to  have  a  gr^at  deal  of  trouble 
with  our  jobbers  substituting  goods 
for  use,  but  of  late  years  have  not  been  both- 
ered with  thait  so  much,  since  we  have  been 
positively  refusing  for  the  last  year  or  two  to 
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stand  for  anything  of  that  kind.  We  think  it 
a  very  unjust  practice  to  the  retailer.  A  job- 
ber has  no  idea  how  inconvenient  it  is  to  us 
to  have  something  just  as  good  or,  from  their 
standpoint,  better  than  the  article  ordered. 
We  have  always  tried  to  dispose  of  substituted 
goods  without  returning  them,  and  it  is  about 
the  only  dead  stock  we  have  on  our  hands — 
these  goods  that  have  been  substituted.  The 
way  we  have  stopped  it  is  by  going  after  the 
traveling  men  not  to  allow  their  houses  to 
substitute  on  goods.  We  very  much  prefer 
them  to  cancel  from  our  order  what 
they  do  not  have  rather  than  to  have  them 
substitute.  We  consider  it  a  bad  practice  for 
any  jobbing  house  to  do  it. 

The  Shacklett  Thomas  Hdw.  Co. 

Cause  for  Direct  Buying 

We  do  not  believe  in  the  practice,  nor  do  we 
stand  for  it  The  writer  thinks  that  the 
same  has  caused  a  good  deal  of  direct  buying 
from  the  manufacturers.  We  used  to  have 
some  trouble  along  this  line  till  we  found  a 
way  to  stop  it  to  a  great  extent.  This  is  how 
we  have  done  it:  We  have  our  own  order 
blanks  printed  in  the  form  used  by  most  firms 
for  their  salesmen,  and  require  that  all  orders 
must  be  written  on  them,  using  carbon  paper 
to  make  copy;  said  sheet  has  the  following  as 
a  starter:  "Positively  no  substitutions  will  be 
accepted."  If  all  dealers  would  use  something 
along  this  line,  they  would  put  a  stop  to  a  good 
deal  of  the  trouble.  M.  V.  Secor. 

Substitatefl  Stay  on  Shelves 

Michigan  jobbers  are  not  addicted  to  this 
very  undesirable  habit.  In  a  very  few 
cases  we  have  had  articles  substituted  and  find 
that  the  article  will  stay  on  our  shelves,  being 
an  unsalable  size  or  style.  We  do  not  con- 
sider the  evil  growing,  but  think  that  the 
difficulty  of  securing  goods  promptly  would 
have  a  tendency  toward  increasing  the  prac- 
tice. As  a  remedy,  have  a  strict  understand- 
ing with  each  jobber  not  to  substitute  any 
article  without  first  receiving  instructions  to 
do  so.  Gee  Hardware  Co. 

Think  Jobbers  Make  a  Mistake 

'T^ere  is  a  large  amount  of  substitution  by 
X  jobbers  and  large  dealers  who  think  that 
they  can  make  more  money  by  selling  imita- 
tions which  are  not  as  good  as  the  original 
article.  I  think  the  jobbers  make  a  great  mis- 
take, for  they  could  make  more  in  the  long  run 
if  they  would  sell  the  original,  which  is  always 
the  best,  and  when  an  imitation  is  made  it  is 
a  proof  that  the  original  is  a  superior  article. 
The  jobbers  are  loaded  up  with  imitations  be- 
cause of  prices  quoted,  and  the  buyers  do  not 
test  the  articles  to  see  if  there  is  a  difference, 
but  if  the  original  has  had  a  good  sale,  they 
think  an  imitation  can  be  substituted,  depriv- 
ing the  original  inventor  and  manufacturer  of 
a  superior  article  the  returns  for  what  is  right- 


fully his.  The  patent  office  is  largely  to  blame 
for  a  great  many  substitutions,  and  the  patent 
office  at  Washington  should  be  overhauled,  so 
that  the  original  inventor's  principles  could  not 
be  stolen  by  some  little  change  in  material  and 
shape,  which  is  not  an  improvement  but  a 
fraud,  which  cheats  the  original  inventor  out 
of  the  fruits  of  his  labor.  Everyone  knows 
that  we  ought  to  have  better  patent  laws,  so 
that  there  could  be  no  stealing  someone  else's 
ideas  after  they  have  worked  out  the  principle 
and  got  a  patent  article  on  the  market 

J.  B.  Wnxis. 

Betnm  Substitutes  If  Not  Up  to  Standard 

I  have  not  been  a  victim  of  receiving  sub- 
stitutes, and  therefore  cannot  say  much 
on  the  subject,  but  will  say  this — ^if  I  was 
dealing  with  a  house  which  would  serve  me 
with  substitutes,  I  surely  would  return  them 
if  not  up  to  standard.  The  second  offence 
would  lose  my  trade.  I  do  not  think  it  is 
practised  much.  Here  we  usually  buy  from 
Chicago,  Cleveland,  Toledo  and  St  Louis,  the 
latter  being  the  most  liable  to  send  something 
else  if  not  what  you  order.  Others  either 
cancel  order  or  put  "shorts"  on  back  order. 
Southern  Indiana. 

Best  Jobbers  Push  High  Grade  Goods 

Substitution  is,  of  course,  practised  all  along 
the  lines  by  jobbers,  retailers  and  con- 
tractors. With  some  there  seems  to  be  a 
mania  to  do  something  contrary  to  spediica' 
tions,  fearing  that  there  is  a  "hold-up"  some- 
where; with  others  it  is  simply  a  want  of 
knowledge  of  the  goods ;  with  still  others  plain 
necessity,  either  from  inability  to  get  the  goods 
promptly  or  from  some  actual  mistakes  in  the 
specifications  as  to  quality  or  size. 

We  think  the  fact  is  becoming  more  and 
more  appreciated,  however,  by  all,  that  there 
are  on  the  market  cheap  grades  of  most  every 
line  of  goods,  which  cause  more  trouble  and 
expense  in  the  course  of  five  or  ten  years  than 
many  times  their  first  cost,  and  that  there  are 
other  goods  of  established  reputations  which 
cost  only  a  little  more  at  first  and  save  all 
this  later  expense. 

In  our  own  line  we  are  very  sure  there  is 
not  nearly  as  much  substitution  of  low-grade 
sash  cord  in  place  of  our  Samson  Spot  Cord 
as  there  used  to  be.  Some  years  ago  we 
found  several  buildings  where  substitution  had 
been  made,  and  all  the  cord  had  to  be  taken 
out,  the  expense  of  doing  it  being  much  more 
than  the  total  first  cost  of  the  cord,  and  the 
substitution  had  been  made  simply  for  the  sake 
of  saving  about  a  five-dollar  bill.  We  have 
not  heard  of  any  such  cases  lately. 

We  do  not  think,  on  the  whole,  that  the 
evil  of  substitution  is  growing.  Not  only  do 
the  users  and  the  retailers  talk  quality,  but  the 
best  jobbers  are  now  pushing  high-grade  goods 
as  a  matter  of  business  policy. 

Sahsok  Cordagi  Woaxs. 
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Put  the  Option  Up  to  Betailer 

In  a  large  measure  the  retailer  must  rely 
upon  the  jobber  to  supply  the  latest  and 
most  merchantable  articles,  as  the  jobber  is  in 
better  position  to  judge  this,  as  all  manufac- 
turers submit  their  product  to  the  jobber,  and 
not  all  are  represented  to  the  retail  trade.  On 
the  other  hand,  if  the  retailer  has  the  informa- 
tion and  requests  certain  goods,  the  jobber 
should  not  substitute,  and  the  retailer  should 
demand,  if  it  is  necessary  to  substitute,  com- 
plete information  regarding  the  item  before 
shipment  is  made,  thus  the  option  is  up  to  the 
retailer,  in  which  case  he  can  change  jobbers 
or  write  the  manufacturer  as  to  where  he  can 
procure  the  goods  desired. 

A  Western  Manufacturer. 

Presnmptaons  for  Jobbers  to  Ship  Other 
Goods  Than  Ordered 

The  practice  of  substitution  by  jobbers  and 
dealers  may  be  almost  entirely  overcome 
by  the  purchaser  refusing  to  accept  the  goods 
not  in  accordance  with  his  order.  A  certain 
amount  of  substitution  does  not  arouse  the  re- 
tailer where  he  feels  the  jobber  is  doing  his 
best  by  shipping  something  just  as  good  when 
the  article  called  for  is  out  of  stock.  This  ex- 
cuse, however,  is  not  a  valid  one  to  the  manu- 
facturer, who  feels  that  the  jobber  ought  to 
have  the  goods  in  stock  called  for.  There- 
fore it  devolves  upon  the  manufacturer  to  not 
only  see  that  his  goods  are  advertised  in  the 
proper  channels,  but  that  the  demand  for  his 
product  is  kept  up  in  volume  and  increasing,  if 
possible,  by  the  personal  work  of  traveling 
representatives.  It  certainly  is  fair  to  assume 
that  the  retailer  knows  what  he  wants,  and  it 
is  presumptuous  for  a  jobber  or  manufacturer 
filling  an  order  to  ship  other  than  the  goods 
called  for. 

Referring  to  your  question,  the  dealer  can 
be  assured  of  getting  what  he  orders  by  check- 
ing up  his  shipments  and  returning  any  goods 
that  arc  not  ordered,  advising  the  jobber  that 
his  order  will  go  in  direct  to  the  manufacturer 
or  to  some  other  jobbing  house.  The  manu- 
facturer can  be  assured  of  return  from  his  ad- 
vertising by  the  personal  work  of  his  travelers, 
supplementing  the  advertising  he  may  do  or 
some  may  prefer  to  call  the  advertising  work 
the  supplement  to  the  traveler's  work. 

Central  West. 

Dealer  Will  Get  What  He  Orders  by  Be- 
fosing  Snbstitates 

PC  matter  of  substitution  has  never  given 
us  much  trouble,  as  it  is  useless  for  a 
dealer  to  try  to  deceive  a  mechanic  by  put- 
ting out  some  tool  in  place  of  ours,  as  our 
tools  are  all  marked  with  our  name,  and  it  is 
simple  to  tell  at  a  glance  whether  a  tool  is  a 
Starrett  tool  or  one  of  some  other  manufac- 
ture. Mechanics  know  what  they  want  usually, 
and  we  are  pleased  to  observe  that  in  a  very 


large  number  of  cases  they  want  Starrett 
tools,  and  dealers  generally  are  very  glad  to 
supply  Starrett  tools.  This  combination  has 
worked  so  effectively  that  at  present  the  most 
serious  problem  which  confronts  us  is  that  of 
making  tools  fast  enough  to  supply  the  de- 
mand. In  our  opinion  it  is  fair  to  assume 
that  the  retailer  knows  better  than  the  jobber 
what  he  wants,  and  he  ought  to  get  it.  The 
dealer  can  be  assured  of  getting  what  he  or- 
ders only  by  refusing  to  take  anything  else. 
If  he  insists  on  having  his  orders  filled  with 
the  goods  called  for  the  jobber  will  soon  see 
that  it  is  useless  to  substitute. 

The  L.  S.  Starrett  Co. 

Opportimity  for  Unscrupuloas  Jobbers  . 

I  am  not  troubled  by  jobbers  substituting 
articles  other  than  ordered.  Invariably 
they  back  order  the  item  if  out  and  request 
to  reorder  with  explanation  of  why  not  shipped 
and  send  balance  of  order  forward.  I  do  not 
think  a  dealer  should  stand  for  st^bstitution 
only  on  express  condition  that  if  articles  are 
not  wanted  they  have  privilege  to  return  at 
expense  of  shipper  both  ways.  There  cer- 
tainly is  too  much  of  an  opportunity  for  un- 
scrupulous jobbers  to  work  off  goods  to  their 
own  advantage.  The  practice  must  be  con- 
fined to  smaller  houses  mostly,  I  should  judge. 

J.  H.  Boyle: 

Put  "D.  S."  on  Order 

Jobbers  have  always  taken  the  privilege  of 
substituting  when  out  of  a  certain  kind 
of  goods  ordered.  But  I  do  not  think  that 
this  is  a  growing  evil,  as  I  do  not  think  it  is 
practised  more  now  than  heretofore.  When 
a  person  does  not  want  the  jobber  to  substi- 
tute he  should  put  D.  S.  before  the  quantity 
of  goods  ordered,  which  means  "don't  sub-, 
stitute."  This  is  the  best  remedy  in  my 
opinion.  Ed.  Henderson. 

Opening  for  Wholesale  Firm  in  Canada 

To  the  Editor: 

It  has  occurred  to  the  writer  that  it  might 
be  of  interest  to  some  of  your  subscribers  to 
learn  that  there  should  be  a  particularly  good 
opening  at  the  present  time  for  the  establish- 
ment in  this  city  of  an  up-to-date  wholesale 
Hardware  business  for  supplying  the  retail 
trade  of  this  section.  You  might  mention  this 
in  your  next  issue,  and  in  case  any  United 
States  concern  desired  to  investigate  and 
iwished  further  information  you  are  at  liberty 
to  refer  them  to  us  and  we  will  be  glad  to  go 
into  the  matter  with  any  such  firm. 

Canada.  L.  A.  R. 


W.  J.  Fowler,  of  Fowler  &  Co.,  Hardware 
merchants  of  Greenville,  Mich.,  died  February 
26,  at  the  age  of  seventy  years.  He  came  to 
Michigan  in  1870  and  has  actively  engaged  in 
the  Hardware  business  for  thirty  years. 
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How  to  Bestore  Show  Cases 

If  the  woodwork  or  glass  surface  of  your 
show  cases  have  become  marred,  here  is  a 
method  of  improving  them. 

Dissolve  one  ounce  of  white  wax  in  a  pint 
of  pure  turpentine.  To  dissolve  the  wax  place 
the  vessel  containing  the  turpentine  over  a 
burner  and  warm,  and  apply  with  a  soft  cloth. 
This  will  in  every  case  greatly  improve  the 
surface.  For  cleaning  glass,  a  good  method  is 
as  follows:  Mix  one  ounce  of  whiting,  one 
ounce  of  alcohol,  and  one  ounce  of  water  of 
ammonia  in  a  pint  of  water.  Apply  with  a 
soft  cloth,  allow  to  dry  and  then  wipe  off. 
Numbers  of  glass  cases  are  ruined  yearly  from 
lack  of  proper  attention.  Small  cracks  appear, 
caused  by  heat  or  contact  with  hard,  heavy 
bodies,  and  if  these  cracks  are  not  at  once 
attended  to  they  soon  spread.  An  excellent 
method  to  prevent  a  crack  from  spreading  is  to 
draw  a  short  scratch  at  right  angles  with  a 
diamond  or  a  glass  -cutter ;  this  will  prevent  a 
crack  from  spreading  in  every  case.  Cases 
should  be  set  perfectly  level  on  the  floor,  es- 
pecially the  new  all  glass  variety,  which,  if 
this  is  not  done,  are  certain  to  warp. 

Selling  Pocket  Cutlery 

In  a  show  case  filled  with  a  large  variety  of 
pocket  cutlery,  any  aids  to  the  salesman 
are  welcomed.  In  a  large  store  where  a  spe- 
cialty is  made  of  this  line,  a  special  cutlery 
box  is  used,  in  different  heights,  the  lower 
boxes  in  front  and  gradually  higher  toward 
the  back.  The  inside  of  cover  has  a  black 
plush  lining  and  this  cover  is  turned  plush 
side  up,  resting  on  the  top  of  box  underneath. 
In  the  box  is  kept  a  few  of  the  pocket  knives 
displayed  on  the  cover.  Two  knives  are  al- 
ways on  view,  the  reason  for  this  being  that 
it  enables  the  salesman  to  very  quickly  return 
the  unsold  knife  to  its  proper  box  and  at  the 
same  time  the  salesman  can  tell  whether  any 
knives  are  missing — if  the  customer  has  tried 
to  take  an  extra  knife  without  paying  for 
it.  In  the  front  of  each  cover  is  a  slip 
having  the  price  of  the  knife  and  a 
letter  indicating  from  whom  it  was  pur- 
chased. The  selling  price  is  in  plain  black  fig- 
ures, and  when  the  slip  is  in  the  box  it  is  not 
seeiT  by  the  customer  on  his  side  of  the  show 
case,  but  all  the  prices  are  readily  seen  by  the 
salesman  from  his  side.  The  slip  is  shown 
herewith. 


number  and  the  store's  number  where  reserve 
stock  is  kept 

For    example,    the    slip    shown    herewith 
would  read: 


On  the  back  of  the  cover  is  pasted  a  white 
slip  of  paper  which  gives  the  retail  price,  the 
abbreviated  name  of  the  manufacturer,  de- 
scription of  the  knife,  trade  or  manufacturer's 


75 

North 
4  B  P«arl 
6840 
12 


Translated  it  is  75  cents,  one  of  Northfield 
Knife  Co.'s  knives,  a  four-blade  pearl  handle 
construction,  6840  manufacturer's  number,  and 
No.  12  number  of  box  in  which  reserve  stock 
is  kept  in  another  part  of  the  store. 


Theodore  D.  W.  Moore,  who  for  three  years 
past  has  been  manager  of  the  Remington  Arms 
,Co.  plant  at  Ilion,  N.  Y.,  and  who,  twenty- 
seven  years  ago,  began  work  in  this  line  with 
Hartley  &  Graham,  and  continued  with  their 
successors,  the  M.  Hartley  Company,  has  ac- 
cepted a  position  as  general  manager  of  the 
Savage  Anns  Co.,  Utica,  N.  Y.  The  company 
report  working  a  full  complement  of  men,  400 
in  number,  at  their  plant. 

A  St.  Louis  Buyers'  Clufi 

Announcement  is  made  of  the  new  Buyers' 
Qub  Building  to  be  erected  in  St.  Louis, 
Mo.,  this  summer  by  eastern  capital  and  to  be 
ready  for  occupancy  by  Oct  1  of  next  year.  It 
will  consist  of  eighteen  floors,  basement,  roof 
garden  and  a  tower  approximately  ten  stories 
high,  for  offices,  committee  rooms,  ladies'  re- 
tiring rooms,  etc.  It  will  be  234x324  feet.  The 
first  floor  will  be  devoted  to  the  exhibition, 
demonstration  and  advertising  of  goods  of  all 
types;  the  basement  to  the  display  of  machin- 
ery from  all  parts  of  the  country,  much  of 
which  will  be  in  operation,  and  there  will  be 
sixteen  floors  of  sample  rooms.  A  unique  fea- 
ture is  the  proposition  to  annually  pay  the  rail- 
road fare  of  10,000  buyers,  and  this  fact,  it  is 
predicted,  will  prove  a  great  factor  in  drawing 
the  buyers  to  St  Louis.  Special  trains  will  be 
arranged  to  bring  buyers  from  distant  points. 
Only  a  Hmited  amount  of  space  wiU  be  leased 
to  eadi  exhibitor.  The  building  will  be  thor- 
oughly fireproof.  The  building  is  designed  to 
extend  the  selling  facilities  of  manufacturers 
of  all  styles  of  machines,  engines,  building  ma- 
terials, textiles,  dry  goods.  Hardware,  food 
supplies,  furnishings,  etc. 
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COLLECTION  OF  BAD  DEBTS 


To  the  Editor: 

As  to  the  collecting  of  bad  debts,  in  the  first 
place,  don't  extend  credit — and  stick  to  it.  It 
is  the  only  sure  way  to  be  a  good  collector  and 
a  successful  business  man.  If  you  credit  your 
brother,  or  anybody  else,  you  have,  as  a  rule, 
done  him  an  injury  as  well  as  yourself.  If  he 
is  a  poor  man  he  is  liable  to  overbuy  his  in- 
come, and  then  the  chances  are  that  the  mer- 
chant loses  confidence  in  him,  and  an  effort  to 
collect  would  drive  away  a  customer  who  has 
a  certain  amount  of  money  to  spend.  If  from 
any  cause  or  excuse  the  customer  avoids  pay- 
ing the  honest  debt,  then  he  has  learned  some- 
thing that  grows  very  fast  on  some  people  and 
the  temptation  is  irresistible.  What  they  have 
learned  at  some  other  place  they  practice  on 
you. 

If  you  enter  suit  in  court  against  him,  he 
can  take  advantage  of  the  exemption  laws, 
homestead,  etc.,  or  if  you  send  him  a  dun  on 
a  postal  card,  he  can  sue  you  for  slander. 

There  are  many  other  arguments  why  if  you 
credit  you  are  liable  to  do  yourself  and  the 
purchaser  an  injustice.  Men  go  into  any  kind 
of  trade  or  barter  business  for  what  money 
there  is  in  it,  and  not  for  fun.  If  you  credit 
one,  you  will  credit  two ;  so  it  is  like  a  leak  in 
a  great  ship,  it  grows  very  fast,  and  you  arc 
more  than  liable  to  go  under,  and  then  your 
friends  will  leave  you,  the  people  you  havt 
credited  will  abuse  you;  so  what  is  the  use? 

Don't  credit — ^but  sell  for  cash.  You  can 
sell  cheaper,  you  can  buy  cheaper,  and  you 
know  what  you  are  doing  every  day. 

If  you  have  no  other  drawbacks  to  business 
you  are  sure  of  success.  Everybody  is  your 
friend,  and  your  own  life  is  a  pleasure  worth 
living  amongst  the  very  same  people. 

J.  B.  H. 


conclude  that  a  debt  is  "bad"  unless  the  debtor 
is  dead  and  has  left  nq  estate.  In  any  other 
case,  we  keep  him  impressed  with  the  idea 
that  he  is  ever  in  our  minds  and  that,  we  are 
always  ready  to  make  himi  trouble  and  ex- 
pense in  order  to  get  what  he  owes  us.  We  try 
to  be  very  lenient  with  the  man  who  wants  to 
pay,  but  who,  for  good  reasons,  is  entitled  to 
leniency.  We  try  equally  hard  to  make  the 
slow  and  dishonest  debtor  wish  he  had  never 
seen  us.  Theguco. 


To  the  Editor: 

We  presume  we  have  the  average  experience 
in  collecting  bad  debts.  We  use  every  means 
of  (fourtesy  and  persuasion  to  collect  an  ac- 
count and  only  resort  to  more  severe  measures 
in  very  extreme  cases.  The  laws  in  Florida 
are  such  that  if  a  customer  does  not  wish  to 
pay  he  cannot  be  made  to  pay.  Litigation 
causes  hard  feeling  and  the  loss  of  a  customer, 
and  probably  others  that  he  might  influence. 
We  are  glad  to  say  that  the  credit  system  is 
being  very  much  limited  here  and  that  our 
collections  are  much  better  than  formerly. 
A  Florida  Hardwareman. 


To  the  Editor: 

V/t  have  no  set  ruks  for  the  collection  of 
bad  debts.    To  begin  with,  it  is  hard  for  us  to 


To  the  Editor: 

We  run  our  business  on  so  near  a  cash  basis 
that  we  have  had  in  the  seven  years  in  which 
we  have  been  in  business  very  few  bad  debts. 
Nearly  all  of  these  have  been  total  losses,  from 
the  fact  that  they  have  been  for  small  lots 
of  tools  or  hardware  trusted  out  to  accommo- 
date or  help  persons  of  very  limited  means,  or 
a  mechanic  who  needed  the  articles  in  order 
to  get  a  job.  When  the  time  for  paynrent  ar- 
rived they  had  disappeared.  There  is  no 
method  we  ever  heard  of  by  which  we  could 
make  the  collection.  Willtrek. 


To  the  Editor: 

Wc  have  read  with  much  pleasure  and  bene- 
fit the  various  articles  in  your  excellent  Maga- 
zine. The  best  way  to  collect  bad  debts,  ac- 
cording to  our  experience,  is  in  the  first  place : 
Don't  let  an  account  get  into  bad-debt  shape. 
Second,  when  the  account  does  get  into  the 
bad-debt  category,  go  right  after  it.  Go  after 
it  in  every  shape  and  by  every  lawful  means. 
Don't  let  the  grass  grow  under  your  feet. 

An  experience  of  many  years  convinces  us 
that  only  a  very  slight  fraction  of  1  per  c?ent. 
of  retail  buyers  deliberately  buy  without  ex- 
pectation of  paying.  Sickness,  loss  of  position 
and  other  misfortunes  that  seem  unavoidable 
sometimes  put  a  buyer  in  a  hole.  Then  you 
must  put  on  your  studying  cap.  How  shall 
you  close  the  account  ?  How  retain  the  good- 
will of  your  customer  and  still  get  your  money  ? 
There  are  no  hard  and  fast  rules..  Each  ac- 
count requires  the  special  treatment  of  the 
credit  man.  We  try  generally  to  get  small 
payments  weekly  or  monthly  where  collection 
seems  possible.  In  other  cases  we  compromise. 
In  other  cases  we  have  the  goods  returned. 
Some  we  threaten,  some  we  sue,  some  we  beg, 
some  we  bluff — anything  to  get  the  account  in 
shape  at  once.  Delay  is  fatal.  What  is  to  be 
done  must  be  done  right  now.  Let  the  account 
stand  ''suspended**  and  you  had  just  as  well 
charge  it  off.  Every  passing  day  means  one 
day  further  from  any  prospect  of  settlement 
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We  send  out  every  bill  the  first  of  each  month. 
Some  of  these  bills  are  mailed  on  the  last 
night  in  the  month,  but  the  great  majority  are 
sent  by  collectors. 

When  not  paid  on  presentation  a  date,  for 
payment   is  insisted  on,  and  when  that   day 


blanks,  one  of  which  shows  very  satisfactory 
results,  the  other  is  a  settlement  blank  made 
up  from  suggestions  found  in  the  Hardware 
Dealers'  Magazine^  and  will  meet  almost  all 
of  the  requirements  on  us  retail  haruware 
merchants.  M.  H.  R. 


Tq 

Dear  Sirs — Enclosed  find  check  for   which  with  deductions  as  below  is  in  full  for  your 

invoices  of 


Date. 


Amount. 


Discount. 

FER    CENT.  CASH. 


Overcharges.         i*'reight. 


Total 
deductions. 


Amount 
check. 


Your  acceptance  of  the  enclosed  check  will  be  considered  as  a  receipt  in   full  for  all  bills  or  items  men- 
tioned above.     If  payment   is   insufficient  or  unsatisfactory,  return  all  papers.   No  other  receipt  necessary. 

Yours  truly,  M.  H.  Roop. 


Remarks. 


FORM  OF  SETTLEMENT  BLANK. 


comes  the  bill  is  promptly  presented  again. 
If  the  collector  is  turned  down  three  or  four 
times  the  credit  man  writes  a  pressing  letter, 
and  if  that  fails  a  personal  call  is  made  by  the 
credit  man  or  the  manager.  Something  must 
be  done  then.  The  greatest  secret  in  keeping 
accounts  in  good  shape  is  to  be  exceedingly 
prompt  in  presenting  bills  and  send  an  item- 
ized bill  every  time.  Don't  let  the  bookkeeper 
get  tired  of  making  out  bills.  It  is  his  most 
useful  work  in  a  retail  business. 

"A  PLEA  FOR  PAYMENT"  LETTER. 
Mr 

Dear  Sir — I  want  to  ask  you  as  a  special  favor  to 
help  me  at  a  time  when  I  am  needing  help. 

I  have  not  worried  my  customers  concerning  their 
accounts  as  long  as  it  was  possible  to  avoid  it,  be- 
cause money  was  scarce  and  hard  to  get. 

I  ask  you  kindly  to  take  this  personally  to  yourself; 
put  yourself  in  my  place.  You  may  argue,  **My  ac- 
count is  a  small  one,  you  can  get  along  without  it." 

That  is  not  true;  it  is  yours  I  want  and  need.  Sup- 
pose each  one  of  you  were  to  say  the  same,  where 
will  I  be? 

I  am  always  glad  to  accommodate  my  customers 
with  credit  when  possible.    Your  account  is  not  large; 

you  owe  me  but  $ ;  won't  you  kindly 

let  me  have  it  by I  assure 

you  I  need  it  to  meet  obligations  at  that  time. 
Sincerely  yours. 

Threatening  printed  forms  and  threats  of 
any  kind  should  be  used  only  as  a  last  resort. 
As  we  said  at  first,  don't  let  the  account  get 
into  bad-debt  shape.  Keep  right  after  it  while 
it's  fresh. 


To  the  Editor: 
In  the  collection  of  bad  debts  I  use  two 


To  the  Editor: 

Bad  debts  are  accounts  uncollectable.     We 
endeavor  to  prevent  their  reaching  that  stage 

First  Notice, 

Dear  Sir — Herewith  find  our  draft  on 

amount  $ ,  for  collection  and  remittance. 

Many  of  our  customers  deny  knowledge  of  draft,  thus 
causing  much  inconvenience.  Please  be  x»articular  to 
the  fact  thaf  drawee  receives  your  notice,  and  oblige. 

Second  Notice.  , 

Dear  Sir — ^We  have  this  day  made  draft  upon  you 

through of •  for 

$ This  amount  represents  past  due  ac- 
count, and  as  we  advised  you  at  the  first  of  month 
that  not  hearing  from  you  with  remittance  prio"  to 
this  date,  we  would  make  draft.  We  trust  that  /ou 
will  honor  draft  with  payment,  upon  notice  from  the 
bank  collecting,  aud  very  much  oblige. 

Third  Notice, 

Dear  Sir — Our  draft  for  $ draw  'ipon 

you  through ,  has  been  re- 
turned to  us  unpaid.  We  are  disappointed  at  such 
action  on  your  part,  since  the  amount  represents  an 
account  past  due.  We  are  obliged  to  say  that  we 
must  now  have  your  remittance  by  return  of  mail, 
since  we  cannot  extend  the  time  further. 

Notice  of  Final  Settlement. 
Dear  Sir — We  have  repeatedly  made  drafts  upon  you 

for  your  past  due  account,  amounting  to  $ 

and  as  often  written  you  requesting  payment.  Our 
effort  meets  with  no  response.  We  have  not  been  un- 
reasonable, but  have  shown  yon  all  the  leniency  possi* 
ble.    We  now  beg  to  advise  you  that  unless  we  receive 

the  amount  on  or  before we  will 

place  the  account  for  collection  through  our  tttomeya. 

by  the  enclosed  forms,  and  have  succeeded,  we 
think,  very  well. 
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When  an  account  is  due,  and  remittances 
'  do  not  reach  us  within  five  days,  we  use  the 
first  form.  If  draft  is  returned  unpaid,  we 
use  the  second  form,  and  then  final  settlement 
notice.  Assured  that  about  the  ninety  days  is 
elapsing,  the  attorney  gets  the  account. 

Our  losses  do  not  exceed  half  of  1  per  cent., 
which  is  far  below  what  is  to  be  expected  on  a 
business  of  our  volume.  We  practically  want 
our  money  in  sixty  days  anc?  keep  after  it,  and 
with  this  seemingly  "stiff"  procedure  our  busi- 
ness still  increases. 

Our  salesmen  are  required  to  keep  all  the 
conditions  in  view  and  not  press  some  to  buy 
that  should  not  buy,  and  even  passing  up  some 
who  we  think  owe  enough. 

We  have  spent  considerable  money  as  sub- 
scribers to  collection  agencies,  but  they  never 
were  satisfactory  to  us.  There  may  be  some 
that  are  all  right,  but  we  are  not  looking  for 
any  more  of  that  system  of  collection.  We 
find  our  collection  attorney  a  little  more  costly, 
but  worth  the  expense.  Dihaco. 

Special  Brands 

The  Norvell-Shapleigh  Hardware  Co.,  St. 
Louis,  Mo.,  are  the  originators  and  con- 
trol the  "Diamond  Edge"  brand  of  tools.  The 
concern  asserts  this  is  the  oldest  line  of  goods 
under  a  special  brand  in  the  United  States. 
The  copyright  shows  that  these  goods  have 
been  sold  continuously  by  their  house  since 
May  25,  1864;  the  copyright  covers  not  only 
cutlery,  but  axes  and  other  edge  tools.  Refer- 
ring to  this  subject,  the  company  state  as 
follows : 

For  a  number  of  years  past  we  have  been 
slowly,  but  carefully,  building  up  our  line  of 
"Diamond  Edge"  Goods.  We  have  given  the 
closest  attention  to  every  detail  of  the  quality, 
style  and  finish  of  the  goods.  Our  assortment, 
and  variety  of  styles  and  sizes  are  not  sur- 
passed by  the  special  line  of  any  other  Hard- 
ware jobber  in  this  country.  Our  prices  are 
just  as  low  as  we  can  make  them  consistent 
with  the  high  quality  of  the  gocrds.  We  have 
devoted  particular  attention  not  only  to  the 
goods  themselves,  but  to  appropriate  and  ar- 
tistic labels  and  to  the  character  of  boxes, 
most  of  our  line  being  put  up  in  well-made 
dovetail  wooden  boxes. 

We  claim  the  advantages  to  the  retail 
dealer  in  selling  a  line  of  special  brand  goods 
are  as  follows: 

1.  He  can  buy  all  his  goods  in  one  place, 
and  order  them  in  just  as  large  or  small  quan- 
tities at  one  time  as  he  pleases.  This  saves 
time,  labor,  bookkeeping  and  transportation 
charges.  Our  stock  is  practically  his  ware- 
house from  which  he  can  draw  the  goods  to 
suit  his   own   convenience. 

2.  The  quality  of  tne  goods  will  not  only 
help,  but  will  increase  his  business. 

3.  Every  item  he  sells  under  the  brand  of 
"Diamond   Edge,"   if   of  satisfactory  quality. 


will  advertise  and  help  sell  every  other  item 
in  the  line. 

4.  In  advertising  "Diamond  Edge"  Goods, 
he  advertises  not  only  one  item,  but  advertises 
the  entire  line. 

5.  Under  certain  conditions  we  can  give  the 
exclusive  sale  on  the  "Diamond  Edge"  line  of 
goods  to  one  dealer  in  a  town. 

6.  Being  protected  in  this  manner  in  the 
sale  of  the  goods,  the  dealer  can  price  the 
items  at  a  satisfactory  profit.  He  is  not  at 
the  mercy  of  ignorant  or  irresponsible  com- 
petition. 

7.  As  these  goods  are  not  sold  by  catalogue 
houses  this  irritating  class  of  competition  is 
entirely  removed. 

8.  We  have  an  advertising  proposition  to 
offer  by  which  a  dealer  can  advertise  these 
goods  under  his  own  name,  also  the  fact  that 
he  has  the  control  of  the  goods  for  his  town. 

A  ^'Desperate"  Letter 

A  manufacturer  who  for  some  months  had 
circularized  a  list  of  possible  customers 
without  decided  results,  finally  wrote  them  the 
following  letter: 
Mr.  James  Murphy,  Chicago. 

Dear  Sir: — Confound  you,  why  don't  you 
answer  me? 

I've  been  wasting  postage  on  you  for  two 
years,  and  you  treat  back  door  peddlers  better 
than  me.  You  say  something  to  them,  any- 
how. 

If  you  think  Fm  a  pestiferous  fool — why, 
hang  it,  man,  drop  me  a  line  to  say  so.  It's 
this  uncertainty  that  is  killing  me. 

You  know  well  enough  that  you're  wasting 
money  on  your  old  condensing  process.  You're 
afraid  to  own  up  and  say  so.  Maybe  you're 
blissfully  ignorant  of  the  fact,  and  haven't 
taken  a  minute  to  think  about  it. 

We've  sent  you  at  least  three  booklets  telling 
you  how  this  is,  but  I'll  bet  you  a  hat  that 
you've  fired  them  without  ever  glancing  at 
the  name,  as  fast  as  they  arrived.  I'll  bet 
you  never  heard  of  our  CONDENSER. 

Now,  come  back  at  me  if  you  think  I'm  a 
liar — come  back  at  me  anyhow.  Take  pity  on 
me,  wasting  postage  on  you,  when  I  might  be 
giving  the  money  to  the  orphans. 

Tell  me  what  your  situation  is  anyhow,  and 
let  me  send  you  that  booklet. 

If  you  don't  answer  this  I'm  going  to  frame 
your  name  and  hang  it  over  my  desk  with  the 
epitaph — "The  Modern  Mummy." 
Hopefully  yours. 
The  Condenser  Company. 


Well  Protected 

"I  hear,  Mrs.  Jones,  that  your  husband  has 
two  revolvers  and  a  rifle  for  any  burglars  who 
may  call." 

"He  had,  but  they  came  the  other  night  and 
stole  them." 
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of  the  tool  display.  This  window  was  even 
more  attractive  than  the  tool  window  on  ac- 
count of  the  coloring  which  was  worked  in. 
This  dispay  consisted  of  "Jewel"  Paints  and 
"Chinamel"  varnishes  and  floor  finishes.  The 
yellow  cans  of  the  chinamel  and  the  green  la- 
bels of  "JevfeV*  Paints  made  a  very  pleasing 
combination  of  colors.  On  the  shelf  just  below 
the  circle  of  brushes  was  displayed  the  yellow 
cans    which  were    also  used    for  the    border 


The  ^'Cyde''  of  a  Oas  Engine 

It  will  help  all  those  who  are  confused  to 
know  that  a  "cycle"  is  a  complete  round 
of  movements  or  events  to  get  a  result  or  ef- 
fect The  result  wanted  in  a  gas  engine  is 
the  impulse.  Each  stroke  in  a  "four  cycle" 
engine  represents  an  event.  As  it  takes  four 
strokes  or  events  to  get  one  impulse  we  call 
it  a  "four  stroke  cycle"  which  is  universally 


A    Paint   Window    Display   by    Hunter   &  Strehlow,  Peoria,  III. 


around  the  front  of  the  window.  On  either 
side  of  the  window,  and  also  on  the  shelves  in 
the  middle,  quart  cans  of  paints  with  green 
labels  were  used.  Eight  glass  dishes,  contain- 
ing dry  colors  of  different  shades  were  placed 
on  the  floor  of  the  window,  which  added  great- 
ly to  the  attractiveness  of  the  display.  The 
paint  display  was  really  the  more  artistic  of 
the  two. 


shortened  to  the  well  fitted  term,  "four  cycle." 
In  a  "two  cycle"  engine  the  four  events  are 
necessary  and  take  place,  but  each  stroke  rep- 
resents two  events,  hence  two  strokes  com- 
plete the  "cycle."  This  makes  it  a  "two 
stroke  cycle"  engine,  generally  called  a  "two 

cycle."  

It  is  quite  possible  to  accomplish  great  ends 
when  the  hands  are  idle. 
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The  Dead  Stock  Evil 

The  gardener  who  does  not  watch  his  beds 
soon  has  more  weeds  than  flowers.  The 
merchant  who  would  keep  his  stock  up-to-date 
must  go  through  the  periodical  weeding-out 
process  just  as  carefully.  He  might  take  a 
profitable  lesson  in  this  from  that  beautifully 
systematic  consolidation  of  retail  units — the 
modem  department  store.  There  dead  stock 
is  almost  unknown.  Goods  are  kept  con- 
stantly in  process  of  conversion  into  cash,  and 
those  goods  which  show  a  tendency  to  lag  are 
sold  at  a  sacrifice,  if  necessary,  rather  than 
wait  for  them  to  "die"  from  inertia.  Dead 
stock  is  more  difficult  to  sell  than  that  which 
is  not  quite  dead,  besides,  goods  allowed  to 
remain  on  the  shelves  for  a  time  should  have 
the  interest  on  the  money  invested  added  to 
the  original  cost.  Therefore  it  is  more  profit- 
able to  sell  these  goods  at  a  slight  loss  and  in^ 
vest  the  money  in  better- selling  stock. 

Following  are  suggestions  as  to  the  treat- 
merit  of  the  dead-stock  evil.  These  may  be 
divided  .under  two  heads : 

1.  Prevention. — Suggestions  which  relate  to 
watching  new  items  to  prevent  their  becom- 
ing dead.  By  dead  stock  is  meant  merely 
that  which  does  not  sell,  not  including  any 
which  has  in  any  way  deteriorated. 

2.  Reduction. — Relating  to  plans  for  re- 
ducing the  bulk  of  dead  stock  after  it  has  ac- 
cumulated. 

1.  First,  as  to  the  prevention  of  dead  stock. 
The  accumulation  of  much  unnecessary  stock 
may  be  prevented  by  considering  well  before 
stocking  a  new  item.  Laggard  goods  are  com- 
monly those  which  are  put  in  stock  before  a 
steady  local  demand  has  been  created.  It  is 
a  good  plan  to  fill  the  first  few  orders  for 
new  articles  "on  call"  only,  requiring  a  deposit 
from  the  customer  as  an  evidence  of  good 
faith.  When  the  profits  on  past  sales  of  such 
an  item  are  greater  than  the  smallest  quantity 
which  can  be  ordered  from  the  jobber,  that 
quantity  can  then  be  safely  stocked;  even  if 
never  sold  there  will  at  least  be  no  loss  on 
that  item's  account.  Merchants  at  a  distance 
from  the  jobber  cannot,  of  course,  follow  this 
plan  strictly;  yet  even  these  should  beware  of 
indiscriminate  buying,  and  too  large  orders 
for  the  mushroom-growth  sellers  should  be 
avoided. 

INDISCRIMINATE    BUYING. 

Indiscriminate  buying  is  the  first  and,  per- 
haps, the  most  common  cause  of  the  accumu- 
lation of  dead  stock.  The  next  cause  is,  that 
after  the  stock  has  been  placed  on  the  shelf, 
the  merchant  is  not  in  the  habit  of  watching 
new  stock. 

After  an  item  has  gained  the  dignity  of  a 
place  on  the  shelf  it  should  still  be  closely 
watched,  and  should  a  reasonable  period  of 
time  elapse  without  a  sale  being  made,  it 
should  be  at  once  returned  to  the  jobber.  The 
following  is  a  simple  method  for  watching  new 


goods:  Obtain  some  slips  of  paper,  about 
2x1,  of  a  distinctive  color.  Have  them 
gummed  for  about  one-fourth  inch  on  one 
end,  and  thereafter  use  these  slips  for-  the 
following  specific  purpose  only:  When  check- 
ing off  goods  from  a  bill,  attach  one  of  these 
slips  to  every  new  item  of  stock,  and  on  it 
make  a  memorandum  of  the  firm  billing  it  and 
the  date  of  the  bill.  If  it  appears  likely  that 
when  such  an  item  should  be  returned  to  the 
jobber  the  trace  of  gummed  paper  left  on  the 
package  would  be  regarded  as  a  defacement, 
the  following  modification  of  the  plan  may  be 
used. 

Obtain  slips  of  the  same  color  about  one 
half  an  inch  wide  and  twelve  inches  long,  and 
have  them  gummed  at  one  end  as  with  the 
other  slips.  These  may  be  attached  by 
stretching  them  tightly  about  a  package  and 
"  sticking  the  gummed  to  the  ungummed  end, 
Ungummed,  either  of  these  colored  slips  may 
be  had  of  any  printer  for  little  or  nothing, 
for  they  are  usually  thrown  away  as  waste. 

These  gummed  slips  serve  as  badges  to  keep 
the  eyes  constantly  focused  on  the  "watch- 
able"  stock — stock  which  is  placed  with  the 
other  goods  "on  good  behavior,"  so  to  speak. 
The  memorandum  on  the  slip  tells  whether  or 
not  the  item  has  "made  good." 

REDUCTION    OF    DEAD    STOCK. 

An  item  having  small  sale  in  one  store  may 
have  a  steady  demand  on  the  next  corner,  or 
in  some  neighboring  town  or  State.  Conse- 
quently the  jobber,  having  business  inter- 
course with  a  large  number  of  stores,  is  very 
properly  a  clearing-house  for  stock  having  but 
a  local  sale.  Many  articles  may  be  thus  dis- 
posed of.  Those  which  cannot  be  disposed  of 
to  jobber  or  manufacturer  may,  perhaps,  be 
realized  on  as  follows: 

Obtain  some  round  gummed  stickers  of  a 
color  distinctly  different  than  that  of  the 
gummed  slips  used  for  the  other  stock.  These 
may  be  stuck  on  to  any  article  or  package 
which  it  is  desired  to  close  out  for  good.  On 
this  sticker  may  be  marked  the  regular  selling 
price  of  the  item,  as  well  as  the  bottom  price 
at  which  it  may  be  sacrificed.  These  stickers 
furnish  both  proprietor  and  assistants  with 
important  information. 

Once  a  year,  at  least,  the  merchant  should 
carefully  go  through  his  stock  and  "weed"  it 
out  thoroughly.  Soon  after  taking  the  in- 
ventory is,  perhaps,  the  best  time  for  doing 
this.  With  each  item  he  should  ask  himself 
whether  it  is  staple  or  not;  if  dead,  how  to 
dispose  of  it.  His  conclusions  on  this  ques- 
tion should  be  noted  as  memoranda  on  the 
colored  stickers. 

A  stock  card-index  is  an  excellent  aid  to 
the  foregoing  suggestions  in  preventing  or  re- 
lieving the  dead-stock  evil,  since  the  more 
rarely-sold  items  are  then  readily  found  when 
called  for,  instead  of  being  allowed  to  re- 
main unnoticed  and  forgottra  on  the  shelves. 
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It  also  serves  as  a  complete  list  of  all  items  in 
stock,  and  may  be  looked  through  much  more 
quickly  than  one  may  glance  through  the 
actual  stock  itself.  But  whether  or  not  a 
card-index  is  used,  the  following  will  be 
found  an  efficient  aid: 

Procure  a  blank  book  with  board  covers, 
and  label  it  on  the  outside:  '"Watchable 
Stock."  This  book  is  to  be  divided  into  two 
parts.  In  the  first  part  enter  a  list  of  items 
under  the  heading  of  "New  Watchable 
Stock;"  in  the  second  have  another  list  under 
the  heading  of  "Dead  Stock."  All  items 
coming  under  either  of  these  heads  should  be 
entered  in  this  book,  and  an  item  which  has 
been  closed  out  of  stock  should  be  at  once 
crossed  out  from  the  list.  Thus  the  book  will 
at  all  times  show  exact  conditions  as  to  the 
dead-stock  evil  as  they  exist  in  the  store,  and 
the  effects  of  the  remedies  applied. 

The  two  lists  should  be  looked  through 
carefully  once  a  month  by  the  proprietor  or 
manager.  Goods  in  the  first  list,  which  show 
a  disposition  to  habitual  idleness,  should  be 
discharged  after  a  sufficient  trial — i.e.,  sent 
back  to  the  jobber  for  credit.  The  "dead" 
list  should  be  hammered  at  perseveringly  and 
unceasingly  till  no  "remains"  remain.  These 
lists  will  be  found  great  time  savers  in  watch- 
ing stock. 

Though  the  salvage  from  some  single  item 
of  stock  may  be  considered  very  small,  it  must 
be  borne  in  mind  that  the  amount  of  idle 
stock  in  the  average  store  constitutes  a  large 
proportion  of  the  items  carried.  Therefore, 
economy  practiced  throughout  this  list  will 
net  a  considerable  sum.  In  any  case,  there 
comes  a  time  in  the  life  of  every  store  when 
the  dead-stock  evil  must  receive  immediate 
treatment.  Continually  to  allow  idle  goods  to 
accumulate  is  only  postponing  the  day  of 
reckoning,  and  when  it  does  come  the  loss  is 
greater  for  every  year  of  delay. 

DISPOSING   OP   IDLE    STOCK. 

Disposing  of  the  idle  stock  is  a  difficult 
operation,  and  it  is  because  of  the  merchant's 
disinclination  to  undertake  it  that  he  aggra- 
vates his  mistake  by  making  the  future  burden 
increasingly  greater  for  the  sake  of  present 
ease.  Being  a  business  man,  he  "must  often 
venture  to  often  gain."  He  should  system- 
atically keep  his  stock  in  rotation.  No  item 
should  be  allowed  too  long  a  period  of  idle- 
ness. With  the  cash  obtained  from  the  sal- 
vage of  "dead"  stock  many  more  ventures 
can  be  made  in  the  buying  of  new  stock  than 
would  otherwise  be  possible,  thus  increasing 
the  opportunities  for  profit. 

After  the  dead-stock  evil  has  once  been 
remedied,  the  merchant  should  not  again  re- 
lax his  vigilance  over  his  stock.  After  new 
stock  has  been  "planted"  on  his  shelves,  he 
must  be  constant  in  his  efforts  to  keep  the 
"weeds"  out.  Then  will  the  flowers  blossom 
and  prove  a  delight  to  the  eye.    In  such  a 


garden  the  useless  weeds  cannot  make  head- 
way. Then  will  it  be  impressed  on  his  mind 
that  the  pound  of  cure  is  less  desirable  than 
the  ounce  of  prevention,  and  that  eternal 
vigilance  is  the  coin  for  which  the  latter  may 
be  had.  A.  B.  C 

Some  Helps  in  Salesmanship  and  Loyalty 

It  is  as  easy  to  sell  a  good  article  as  a  poor 
one— /ry  it.  Enthusiasm  is  one  of  the 
most  contagious  things  in  this  world;  be  rea- 
sonably enthusiastic  about  your  goods  and  it 
will  bring  results  sooner  or  later — try  it. 

Know  your  goods  and  know  them  thorough- 
ly— ^try  to  be  an  authority  on  your  line.  The 
salesman  who  knows  his  goods,  how  to  talk 
them,  when  to  talk  them,  and  to  whom  to 
talk  them,  will  surely  sell  goods — and  high- 
priced,  profit-bearing  goods,  too — try  it. 

Convince  your  customer  that  you  are  trying 
to  serve  his  interest  as  well  as  your  employ- 
er's— ^it  makes  a  favorable  and  lasting  impres- 
sion, and  your  customer  looks  upon  you  as  his 
friend — try  it. 

Avoid  misrepresentation;  sell  an  article  for 
just  what  it  is — no  more,  no  less.  Sales  made 
any  other  way  are  not  well  made;  they  don't 
pay  either  you  or  your  employer.  If  you  cannot 
make  a  sale  on  honest  business  principles — 
don't  make  it. 

Don't  'lose  interest  in  your  customer  after  he 
has  purchased;  make  k  your  personal  busi- 
ness to  see  that  goods  have  been  delivered  in 
good  condition  and  customer  perfectly  satis- 
fied. This  may  take  part  of  your  noon  hour, 
or  perhaps  a  few  moments  during  the  evening 
— but  in  either  case  it  is  time  well  spent  It 
frequently  gives  you  an  opportunity  to  suggest 
other  purchases,  something  the  customer  may 
have  forgotten  or  overlooked;  if  not,  your 
customer  will  appreciate  such  attention  and 
when  they  want  more  goods  they  will  surely 
come  to  you — try  it. 

Remember  that  it  is  better  to  sell  to  one 
customer  twice  than  to  two  customers  once — 
try  it. 

Be  pleasant  at  all  times,  smile,  look  your  cus- 
tomer (and  every  one  else)  straight  in  the 
eye  and  smile — always  smile — it  is  a  good 
tonic,  both  for  you  and  those  with  whom  you 
come  in  contact — try  it. 

Remember  that  your  every  word  and  action 
(out  of  the  store  as  well  as  in  it)  is  an  adver- 
tisement for  or  against  your  employer.  See  to 
it  that  every  move  is  favorable — try  it. 

Remember  that  your  employer's  success  is 
your  success ;  by  helping  his  interests,  you  help 
your  own — try  it. 

If  one  of  these  thoughts  appeals  to  your 
judgment  as  good  or  practical,  don't  simply 
say,  or  think  so — but  try  it.  Look  them  over 
again  and  see  if  there  is  not  at  least  one  which 
can  be  put  into  practice  to-day,  novh—try  it. 

H.  C  O'Nbili, 
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The  FoUow-TTp  Han  of  Getting  BnsineBs 

The  following  interesting  letter  on  the  "fol- 
low-up" plan  of  getting  business  will  be 
of  much  interest  to  our  readers.  It  comes  from 
L.  G.  Norvell,  secretary  and  general  manager 
of.  the  Newbern  Hardware  Co : 

"A  "follow-up"  plan  of  any  kind  to  prove  a 
success  must  be  a  carefully  systematized  cam- 
paign for  business  and  requires  constant  atten- 
tion and  a  world  of  energy.  The  necessary 
^'fireworks"  to  be  applied  when  the  selling  sea- 
son comes  on  is  what  gets  the  results  and  is 
what  demands  the  best  efforts  and  business 
judgment  of  the  merchant.  I  can  best  give 
you  details  of  the  way  we  run  our  "follow- 
up"  plan  by  an  account  of  the  campaign  we 
are  now  engaged  in. 

About  Oct.  1  last,  -we  carefully  compiled 
a  190S  prospect  book  with  the  proper  ruling 
for  names,  addresses  and  correct  R.  F.  D. 
numbers.  We  arranged  sections  for  different 
classes  of  implements  as  follows:  Two-Horse 
Cultivators,  Disc  Harrows,  Spike  Harrows, 
Acme  Harrows,  Two-Horse  Plows,  One- 
Horse  Plows,  Two-Row  Corn  Planters,  One- 
Row,  Corn  Planters,  Combination  Planters, 
Cotton  Planters,  Stalk  Cutters,  and  then  a 
general  section  for  light  tools,  such  as  Cotton 
Scrapers,  Five-Tooth  Cultivators,  Double 
Shovels,  etc.  We  also  had  sections  for 
Wagons,  Buggies,  Field  Fence  and  Field 
Seeds.  This  book  was  turned  ovet  to  our 
selling  force  with  the  offer  that  on  Christmas 
morning  we  would  give  ten  dollars  to  the 
salesman  who  secured  the  names  of  the  most 
prospects,  each  item  to  count  one  and  the 
salesman  to  first  enter  a  name  to  have  full 
credit  for  some  (the  latter  to  avoid  disputes 
in  case  of  duplication).  When  the  award  was 
made  on  Christmas  day  we  had  listed  over  600 
items  in  the  above  classes. 

The  salesmen  in  their  regular  business 
course  would  make  inquiries  of  customers 
coming  into  our  store  as  to  what  their  require- 
ments would  be  in  these  lines.  Obtaining  the 
information  desired,  he  then  asks  the  customer 
his  correct  address  (if  same  is  not  known),  all. 
of  which  is  immediately  entered  on  the  pros- 
pect book. 

Now  it  comes  up  to  the  management  and  ad- 
vertising department.  We  have  our  own  mim- 
eograph machine  and  advertise  a  great  deal 
through  personal  letters  (we  also  have  a  full 
page  in  our  home  paper).  Our  first  letter  this 
season  was  on  Field  Seeds,  which  was  issued 
on  Jan.  10.  Attention  was -called  to  the  fact 
(which  is  a  fact)  that  the  Seeds  market,  espe- 
cially clover,  was  very  strong,  with  every  prob- 
ability that  higher  prices  would  prevail  before 
the  season  was  over;  that  we  had  invested 
about  $3,000  in  clover  seed;  we  did  it  as  an 
investment;  we  intended  to  put  each  market 
jidvance  on  to  our  price — that  it  was  nothing 
but  just — if  a  decline  came  we  would  be  com- 
pelled to  meet  it;  that  orders  woqld  be  takw 


now  at  prices  stated  for  the  jdifferent' grades, 
but  we  would  not  guaranteie  same  even  for  a 
day.  These  letters  were  mailed  to  the  pros- 
pects listed  and  others  that  we  thought  would 
be  in  the  market  for  seeds,  and  we  already  have 
orders  taken  for  over  two-thirds  of  our  stock, 
and  it  is  yet  fully  thirty  days  before  sowing 
time. 

A  check  is  carefully  kept  on  the  prospect  list 
and  we  never  let  up  until  the  prospect  buys 
from  us,  from  our  competitor  or  declines  to 
buy  at  all.  By  our  prospect  list  we  are  guar- 
anteed at  least  a  "look-in."  The  salesman's 
nice  attention  when  inquiry  is  made,  our  letter 
on  the  very  subject  he  is  interested  in,  the  fur- 
ther mention  of  the  matter  the  first  time  he 
enters  our  store  is  bound  to  make  an  impres- 
sion. We  often  spend  as  high  as  fifty  cents  in 
postage  stamps  on  a  prospect  before  we  close 
the  deal  or  give  him  up. 

We  have  met  with  abundant  success  the 
three  years  we  have  conducted  these  plans.  We 
run  it  on  stoves,  paints,  hay  tools,  pumps, 
building  material,  sewing  machines,  window 
screens,  screen  doors,  guns,  and,  in  fact,  every- 
thing except  shelf  Hardware,  which  we  would 
consider  impractical. 

Two  necessary  adjuncts  to  any  successful 
"follow-up"  plan  are  judicious  advertising  and 
good  store  support.  The  advertising  man  has 
lost  his  effort  if  he  brings  the  customer  into 
the  store  only  to  have  him  butchered  by  in- 
competent salesmen.  We  employ  good  men, 
pay  them  well  and  endeavor  to  make  them 
fully  understand  that  our  success  is  also  theirs. 

The  "follow-up"  plan  has  been  an  absolute 
success  with  us,  and  we  heartily  recommend 
it  to  any  brother  merchant  as  a  business  getter. 

Erom  American  Consulate  in  Germany 

American  Consulate  Kehl,  Baden,  Germany. 
Daniel  T.  Mallett, 

Publisher  Hardware  Dealers*  Magazine, 

253  Broadway,  New  York  City. 

Dear  Sir :  I  have  the  honor  to  acknowledge 
the  receipt  of  a  copy  of  the  "Letters  from 
American  Consuls"  and  take  this  opportunity 
to  return  my  sincere  thanks  for  the  same. 

In  your  efforts  to  promote  and  extend  the 
Hardware  industry,  you  have  certainly  con- 
ceived a  scheme,  the  importance  of  which 
cannot  be  overestimated  in  its  beneficial  results 
to  the  trade. 

In  carrying  forward  your  one  great  concep- 
tion you  have  also  accomplished  another  work 
—this  is,  in  a  point  of  efficiency,  the  Ameri- 
can consular  service  is  not  half  as  black  as  it 
is  often  printed. 

I  think  that  a  perusal  of  these  letters  reveal 
a  prompt,  conscientious  and  painstaking  serv- 
ice. 

Offering  you  my  humble  but  nevertheless 
sincere  congratulation  upon  the  successful 
accomplishment  of  an  invaluable  work, 

WiLUAM  J.  Pike, 
American  Consul 
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DO  YOU  ADVERTISE? 


By  Joe.  E.  Johnston. 


In  reference  to  the  first  part  of  my  article, 
I  will  say  I  believe  in  judicious  adver- 
tising, and  that  it  is  one  of  the  best  invest- 
ments that  a  merchant  can  make.  There  is  no 
set  rule  that  I  know  of  that  will  apply  to  all 
kinds  of  business,  and  that  will  have  to  be 
determined  by  the  advertiser.  An  advertise- 
ment should  be  two-fold  in  character.  First, 
and  most  important,  is  to  establish  the  repu- 
tation of  the  house.  When  you  have  done 
'  this  you  have  reached  one  of  the  goals  of  suc- 
cess. There  are  very  few  people  who  like  to 
trade  with  a  firm  which  has  no  established 
reputation.  It  may  be  true  that  bargain  prices 
offered  at  times  to  catch  the  trade  will  be 
appealing,  but  there  will  always  be  a  sus- 
picion that  all  is  not  as  represented.  I  find  it 
much  easier  to  keep  a  customer  than  to  gain 
a  new  one;  because  we  make  it  a  rule  to  see 
that  our  customers  are  satisfied,  though  at 
times  we  may  suffer  loss  to  satisfy  them.  One 
displeased  customer  can  do  more  harm  in  a 


again,  but  we  can  tell  them  that  we  believe 
the  goods  are  worth  the  money  asked  for  them, 
and  most  of  our  customers  buying  this  class 
of  goods  have  been  pleased,  while  others  have 
come  back  and  traded  them  to  us  for  a  better 
grade. 

Another  good  way  to  advertise  your  busi- 
ness is,  "Don't  knock  your  neighbor."  Sell 
your  goods  on  their  merits  and  not  on  the 
demerits  of  your  friends  across  the  street,  or 
maybe  in  some  other  town.  Remember,  you 
cannot  do  it  all,  and  he  also  has  a  right  to 
live,  and  perhaps  a  family  to  feed  also. 

NEWSPAPER    AND    CIRCULAR    ADVERTISING. 

Referring  to  the  second  clause  of  my  sub- 
ject, I  will  say  I  advertise  through  the  press 
and  by  circular  letters.  To  my  regular  cus- 
tomers I  believe  the  latter  more  effective,  be- 
cause I  can  say  to  several  hundred  people  at  a 
cost  of  little  postage  and  a  few  hours'  time 
what  it  would  take  me  many  days  to  say  to 


week  than  all  the  profit  you  could  make  out .    them  individually,  if  I  have  a  chance  to  do 


of  him  in  a  year.  Confidence  is  one  of  the 
chief  assets  of  every  well-established  business. 
Destroy  this,  and  your  road  to  fame  will  be 
rocky  indeed.  The  local  business  man  cannot 
afford  to  make  false  and  misleading  state- 
ments like  some  of  the  people  in  distant 
States  who  sell  their  goods  on  misleading  rep- 
resentations, "fully  guaranteed,"  subject  to  the 
conditions  on  the  other  side  unknown  to  us. 
We  must  come  face  to  face  with  our  cus- 
tomer, while  the  other  fellow  is  immune  and 
cannot  be  reached  except  by  an  epistle  in  the 
hands  of  Uncle  Sam. 

I  try  to  make  a  confidant  of  all  of  my  cus- 
tomers, and  in  this  way  I  find  out  a  good  many 
things  of  interest  to  me..  One  of  the  chief 
arguments  of  the  catalogue  house  is  that  they 
can  save  the  customer  money  on  any  article 
from  a  pin  cushion  to  a  threshing  machine, 
knowing,  as  they  do,  that  when  they  touch  a 
man's  pocket  book  they  have  hit  him  in  a 
tender  place. 

In  order  to  make  this  convincing,  they  quote 
prices  on  some  standard  articles  that  will  be 
a  clincher.  They  know  if  they  can  make  a 
customer  believe  that  you  have  been  charging 
him  too  much,  that  he  will  not  come  to  see 
you.  If  you  gain  the  confidence  of  your  cus- 
tomers, as  you  should,  you  will  have  a  chance 
to  contradict  this  impression,  for  I  truly  be- 
lieve that,  with  the  exception  of  a  few  articles, 
which  are  used  as  bait,  there  is  not  a  dealer 
in  this  State  who  cannot  meet  the  prices  of 
these  dear  friends,  and  make  a  nice  profit, 
class  and  grade  of  goods  considered.  We  are 
doing  it,  artd  in  many  instances  make  a  better 
•  profit  than  on  staple  and  high-grade  goods.  We 
do  not  represent  the  goods  as  standard  or 
high-grade,  for  we  have  to  meet  these  people 


so;  besides,  with  this  circular  letter  you  can 
send  a  small  folder  describing  some  article 
that  you  wish  to  call  their  attention  to. 

The  catalogue  houses  realize  the  value  of 
this  kind  of  advertising,  for  they  do  more  of 
it  than  any  other  class.  They  never  let  up 
when  they  get  a  man's  name;  they  keep  after 
him,  and  if  we,  as  local  dealers,  don't  do 
'  something  to  counteract  it,  they  will  land  him, 
and  we  will  not  be  at  the  landing  either. 

The  man  who  believes  he  can  get  business 
without  expense  or  effort  is  sure  to  be  dis- 
appointed, a's  well  as  the  man  who  sells  his 
goods  without  a  profit  in  order  to  down  his 
competitor.  Merit  and  not  prices  is  the  best 
medium  to  use  in  getting  trade.  The  man 
who  buys  a  thing  because  it  is  cheap  usually 
wakes  up  to  the  fact  that  he  has  bought  a 
cheap  article. 

Be  honest  in  all  your  statements.  If  you 
arc  selling  something  that  you  cannot  recom- 
mend, say  so.  It  is  better  to  tell  your  cus- 
tomer than  to  let  him  find  it  out  and  tell  you 
about  it.  He  may  not  get  a  chance  at  the 
other  fellow,  but  he  will  hunt  you  up,  and 
besides,  tell  all  of  his  neighbors  how  he  made 
you  come  across;  while  the  other  fellow  can 
beat  him  writing  letters,  and  the  chances  are 
they  have  a  testimonial  from  him  telling  what 
a  bargain  he  got  before  he  knew  what  he 
had,  that  they  have  been  using  as  a  bait  for 
another. 

Courteous  treatment  is  another  good  way  to 
advertise.  See  that  everyone,  no  matter  the 
color  or  the  nationality,  is  kindly  treated,  and 
don't  be  afraid  to  use  the  little  words  "thank 
you,"  for  the  man  who  spends 'his  money  with 
you  does  so  voluntarily,  and  this  much  he  has 
a  right  to  expect. 
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Make  it  a  duty  to  give  any  information  you 
can,  when  called  upon,  for  we  all  have  to  get 
our  information  from  each  other,  and  none 
of  us  knows  it  all. 

AN    INSTANCE. 

The  following  is  something  that  happened 
in  my  store  about  a  year  ago.  We  all  recog- 
nize the  fact  that  the  catalogue  house  is  with 
us,  and  is  doing  an  immense  business.  If  you 
take  their  catalogues  and  notice  the  goods  that 
they  are  advertising,  I  believe  you  will  agree 
with  me  that  they  are  getting  a  pretty  big 
price  for  their  goods.  Just  about  a  year  ago 
a  customer  of  mine  came  into  my  place  of 
business,  who  was  from  an  adjoining  county, 
and  after  a  few  words  of  greeting  I  asked 
him  what  I  could  do  for  him.  He  said  noth- 
ing, that  he  had  just  come  up  to  buy  some 
furniture,  and  he  introduced  his  friend  to  me. 
I  told  him  that  he  had  come  to  a  good  town 
for  furniture,  and  I  thought  he  could  do  well, 
but  while  I  was  not  selling  furniture,  there 
were  plenty  of  good  firms  in  town  that  did. 
After  passing  a  few  words  more  he  asked  me 
where  that  big  Chicago  firm  was  that  had 
located  in  Dallas.     I  asked  him  if  he  meant 

,  and  he  said  yes,  and  I  told  him 

I  thought  they  had  an  office  in  town.  I  said, 
"Mr.  Loeb,  what  do  you  want  with  these 
people,  anyway?"  He  said,  "We  have  been 
wanting  to  get  some  furniture,  and  we  wanted 
to  sec  them."  I  told  him  that  he  could  not 
see  them,  and  that  he  had  seen  all  he  could 
see  if  he  had  seen  their  catalogue.  I  told  him 
that  I  did  not  believe  there  was  anything  in 
that  catalogue  that  he  could  not  purchase  the 
same  article  here  in  Dallas  for  the  same  or 
less  money.  I  pointed  out  a  cart  to  him,  and 
I  told  him  *  he  could  get  the  catalogue  and 
compare  the  cart  they  had  advertised  there, 
and  if  it  was  not  the  same  cart  that  I  had 
that  I  would  give  it  to  him.  I  told  him  that 
they  wanted  $16.70  for  the  cart,  and  he  could 
take  mine  for  $15,  and  that  still  I  would  make 
a  nice  profit.  I  took  him  through  the  store 
and  showed  him  some  other  things.  He  asked 
me  who  I  would  recommend  him  to  buy  fur- 
niture. I  took  a  little  card  and  wrote  down 
the  names  and  addresses  of  two  or  three  fur- 
niture stores  in  Dallas,  ^nd  handed  him  the 
card,  and  told  him  that  there  were  plenty  of 
others,  but  told  him  if  he  wanted  to  buy  fur- 
niture I  would  recommend  that  he  buy  from 
some  of  these  firms,  as  I  had  been  trading 
with  them  and  could  recommend  them,  but 
that  perhaps  any  other  furniture  firm  in 
Dallas  would  do  just  as  well.  I  walked  to 
the  corner  of  the  street  and  pointed  out  these 
houses  to  him.  They  went  away  and  came 
back  in  two  or  three  hours  and  thanked  me 
for  sending  them  to  the  furniture  stores. 
They  said  that  Ihcy  had  got  what  they  wanted, 
and  had  bought  it  for  less  money  than  they 
had  expected  to,  and  that  they  had  got  a  bar- 


gain. I  told  them  that  I  was  glad  they  had 
gotten  a  bargain,  that  they  had  found  some- 
thing to  suit  them.  They  said  they  had  bought 
about  $160  worth,  and  that  his  friend  had 
bought  about  the  same.  They  asked  about 
when  the  car  would  leave,  and  I  told  them. 
Now,  remember,  that  up  to  that  time  he  had 
mentioned  nothing  about  his  surrey,  and  at 
that  time  he  said  that  he  wanted  to  look  at 
one.  I  took  him  up  stairs  and  showed  it  to 
him,  and  his  friend  said  he  would  like  to  buy 
a  buggy,  also,  and  I  finally  sold  them  these 
articles.  Now  I  had  made  two  sales  there  by 
showing  them  a  little  courtesy,  and  pointing 
out  to  them  where  they  could  save  money  in 
buying  furniture  here  in  town  instead  of 
patronizing  a  catalogue  house. 

Gentlemen,  in  order  to  protect  yourselves 
you  will  have  to  study  that  catalogue,  and  by 
studying  it  you  can  refute  the  arguments  of 
the  catalogue.  The  fact  is,  a  majority  of  the 
people  who  buy  from  that  catalogue  do  not 
understand  it.  These  catalogue  houses  have 
a  pretty  large  margin  of  profit,  but  they  ad- 
vertise some  leaders  at  a  low  price.  I  do  not 
believe  we  have  done  right  in  abusing  these 
people  or  by  saying  that  their  stuff  is  not  of 
any  account,  because  they  do  sell  some  pretty 
good  goods,  and  we  do  not  make  anything 
by  abusing  anybody;  but  we  can  point  out  to 
the  customers  those  articles,  but  not  run  the 
articles  down,  because  the  more  you  abuse 
those  people,  the  more  the  people  want  to 
trade  with  them,  because  they  will  think  that 
you  are  misleading  them  for  your  own  sake. 
Keep  the  catalogue  in  your  house,  and  when- 
ever people  come  in  and  begin  talking  about 
what  they  can  do  by  patronizing  a  catalogue 
house.  I  just  pull  out  the  catalogue  and  say, 
"Let's  see  about  it." 

Manufacturers  Can  Help  Out 

I  have  been  very  much  interested  in  read- 
ing the  article  in  a  recent  issue  by  H. 
H.  Steidl  entitled  ''Marking  Goods."  Every 
Hardware  man  who  has  to  mark  up  a  lot  of 
shelf  Hardware  knows  how  hard  it  is  some- 
times to  find  a  suitable  place  to  put  the  cost 
and  selling  price.  Often  the  bottom  of  the 
package  is  the  only  place  that  a  pencil  mark 
can  be  seen,  and  that  is  not  satisfactory,  as  it 
soon  gets  defaced  and  cannot  be  seen.  .1  have 
often  thought  as  I  have  been  marking  goods 
that  the  manufacturer  could  help  us  out  by 
putting  a  gummed  label  of  suitable  size,  say 
2  inches  long  by  1  inch  wide,  with  dotted  lines 
for  the  date,  cost,  selling  price  and  of  whom 
purchased;  on  the  box.  By  having  large  quan- 
tities printed  the  cost  would  be  small.  I  be- 
lieve if  the  matter  was  called  to  the  attention 
of  the  manufacturers  by  the  National  Retail 
Hardware  Dealers'  Association,  that  some- 
thing might  be  done  along;  that  line. 

C  L.  Jenness. 
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A  Fire  Engine  Window  Display 

In  the  accompanying  illustration  is  shown  a 
fire  engine  window  display  designed  and 
erected  by  Edwin  M.  Hart,  Elmira,  N.  Y.  It 
was  put  in  the  window  of  the  Barker,  Rose  & 
Clinton  Co.'s  store  on  the  occasion  of  a  fire- 
men's annual  convention  held  in  that  city. 
This  steam  fire  engine  is  made  entirely  of 
articles  sold  in  the  store,  with  but  a  single 
exception,  the  running  gear,  which  was  bor- 
rowed from  a  blacksmith.  The  frame  was 
manufactured  from  saw  boxes  by  the  designer. 
It  is  made  up  of  milk  cans,  fruit  and  meat 


Bepartment  Store  Spies 

There  are  some  peculiar  phases  to  the  busi- 
ness side  of  the  metropolis,  and  with  the 
existing  competition  it  is  important  that  big 
establishments  should  know  just  what  some 
other  big  establishments'  are  doing. 

By  sending  trusted  agents  to  view  the  other 
stores  and  price  goods  the  same  as  any  person 
might  do  and  by  carefully  studying  the  adver- 
tisements of  their  competitors  they  can  learn 
much,  and  these  are  methods  of  daily  use  all 
over  the  city. 

But  something  more  is  needed  to  answer  the 


A  Fire  Engine  Window  Trim  by  Edwin  M.  Hart,  Elmira,  N,  \. 


presses,  coffee  mill,  bread  tins,  stove  pipe, 
cash  boxes,  door  checks,  cream  pails,  gong 
bell,  oil  cans,  whip,  coffee  pots,  thermometers, 
clocks,  lanterns,  watches,  horse  blankets,  towel 
bars,  hoze  nozzles,  toy  wagon  seats,  shovel, 
tongs,  leader  pipe  and  ells,  and  other  articles. 
The  large  size  coffee  pot  grinder  is  connected 
to  the  fruit  and  meat  presses,  and  is  operated 
by  an  electric  motor  making  300  revolutions 
per  minute.  It  shows  the  engine  and  pumps 
under  heavy  labor.  Mr.  Hart  has  the 
honor  of  carrying  off  several  prizes  in  the 
window  dressing  line.  Mr.  Hart  is  open  for 
an  engagement  with  a  Hardware  house. 


business  purpose  of  the  heads  of  the  great 
stores,  for  they  must  get  in  closer  touch  with 
the  plans,  methods  and  contracts  of  their  rivals. 
To  do  this  they  employ  spies,  knowing  trusted 
persons  who  are  actually  in  the  employment 
of  their  competitors — clerks,  bookkeepers,  sec- 
retaries and  others  who,  while  working  for 
their  ostensible  employers,  are  in  the  secret 
service  of  their  greatest  rivals  and  keep  them 
informed  on  every  detail  of  the  business.  Thus 
dozens  of  stores  have  their  agents  in  dozens 
of  others,  each  knowing  the  facts  but  being 
unable  to  learn  just  who  the  spies  are, 
even  though  great  care  is  exercised. 
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Interior  of  an  Idaho  Hardware  Store 

The  Ninneman  Hardware  Co.,  Lewiston, 
Idaho,  do  a  general  wholesale  and  retail 
Hardware  business.  They  have  an  attractive 
establishment  as  the  photograph  herewith  will 
show.  It  is  but  one  of  several  sections  of  the 
store.  It  will  be  noted  that  there  is  not  any 
waste  space,  every  foot  being  utilized  to  ex- 
cellent advantage,  from  the  bins  under  the 
counter  to  the  topmost  shelf  of  the  wall  shelv- 
ing. There  is  also  shown  the  very  orderly  ar- 
rangement of  the  stock.  For  their  gun  stock, 
cutlery,  nickel  plated  ware,  some  sporting 
goods,    tools,    etc.,    glass-front    cabinets    are 


dilate  upon  the  quality,  explaining  where  die 
difference  in  price  exists.  The  best  way  is  to 
show  the  axes,  then  find  out  what  your  man 
wants  an  axe  for.  If  he  is  going  to  chop  down 
trees  show  the  chopping  axes.  If  he  is  going 
to  split  logs  s'how  the  splitting  axes.  If  he  is 
one,  as  are  the  majority,  who  use  an  axe  only 
occasionally,  he  will  appreciate  being  told  that 
the  slim,  tapered,  keen  edge  is  the  axe  for 
chopping,  while  the  broad,  blunt,  tapered  one 
is  the  axe  for  splitting.  It  is  best  to  avoid  di- 
rect questions  at  first,  especially  with  strangers. 
In  reply  to  their  inquiries  display  the  g:oods. 
Get    the  customer  warmed    up  a    little,  then 


Generai.  View  of  Store  of  Ninneman  Hardware  Co.,  Lewiston,  Idaho. 


utilized.  Parlor  heaters  and  kitchen  ranges 
are  placed  down  the  center  of  the  store  be- 
tween the  two  rows  of  show  cases. 

SeUing  Goods 

The  very  fact  that  an  inquiry  for  an  article 
is  made  in  the  store  gives  you  an  advan- 
tage which  should  be  used.  Give  the  cus- 
tomer what  he  asks  for,  but  direct  his 
choice  so  that  what  he  buys  will  please  him 
when  he  g^es  to  use  it.  The  ordinary,  but 
not  the  best,  way  when  a  man  asks  to  see  axes 
is  for  the  clerk  to  go  to  the  rack  and  say, 
"There  is  one  for  75  cents ;  this  one  is  a  dollar 
and  this  one  $1.25,"  and  then  gaze  into  space. 
An  improvement  on  this  is  for  the  clerk  to 


questions  come  naturally  and  are  answered 
easily. 

If  your  axe  customer  happens  to  be  a  logger 
or  a  woodsman,  that  fact  will  be  made  known 
as  soon  as  you  display  the  axes  and  informa- 
tion will  likely  be  resented,  as  he  will  very 
likely  dispense  the  inforpiation  about  axes  and 
their  use. 

When  a  person  comes  into  the  store  for  a 
certain  article  make  that  sale  first;  then,  if  he 
has  time,  show  him  other  goods,  but  avoid 
overurging.  No  greater  mistake  is  made  than 
for  a  clerk  to  destroy  the  sense  of  freedom — 
that  at-home  feeling — which  shoppers  enjoy. 

If  the  case  of  the  farmer  being  shown  gar- 
den tools  was  an  actual  occurrence,  as  de- 
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scribed  in  "An  Expert  on  Selling  Goods/'  it 
may  safely  be  wagered  that  he  visits  that  store 
but  seldom.  If  the  farmer  was  not  convinced 
after  three  paragraphs  of  urging  from  the 
cleric,  he  would  be  in  no  mood,  after  saying 
his  mind  is  made  up  not  to  buy,  for  the  clerk, 
even  with  the  aid  of  a  "good-natured  smile," 
to  tell  him  that  Lincoln  said  "Only  the  dead 
and  the  foolish  never  change  their  minds." 
The  remark  is  too  suggestive  for  good  sales- 
manship and  smacks  offensively  of  the  big 
stick. 

As  an  offset  to  this  sample  of  selling  goods, 
the  following  is  given,  being  an  actual  occur- 


the  scale  adjusted  by  the  little  knurled  screw, 
so  it  is  always  correct.  "Well,  now,  that  is 
pretty  slick,"  says  the  huckster;  "1*11  take  the 
scale  and  the  pan,  too."  The  point  urged  is 
don't  stop  on  the  ladder;  keep  going  up.  Too 
many  clerks  not  only  stop  on  the  ladder,  but 
do  not  even  make  the  start. 

The  criticism  may  be  made  that  if  the  scales 
had  been  properly  displayed  the  clerk  would 
not  have  had  to  climb  the  ladder  while  the 
customer  was  waiting.  The  criticism  is  just, 
but,  strange  as  it  may  seem,  some  dealers  cling 
to  the  antiquated  plan  of  shelving  all  the  goods 
they  can,  which  not  only  makes  it  harder  for 


Paint  Department  in  Store  of  the  Ninneman  Hardware  Co.,  Lewiston,  Idaho. 


rence:  A  man  asks  to  be  shown  small  plat- 
form scales.  "Like  this,"  the  clerk  says,  point- 
ing to  the  scales  on  the  counter.  "This  is  the 
only  one  of  the  kind  in  the  store  and  has  been 
in  use  for  ten  years  and  is  not  salable."  The 
clerk  suggests  other  kinds  without  success,  fin- 
ally saying :  "We  have  a  dial  scale  weighing  24 
pounds  which  is  much  easier  handled  than  the 
heavy  platform  scales"  (the  clerk  having  found 
out  the  man  was  a  huckster) .  "Oh,  yes,  I  know 
that  kind,"  exclaims  the  huckster;  "that  is  not 
what  I  want,  you  need  not  bother  to  get  it 
down."  The  clerk  by  this  time  was  half  way 
up  the  ladder  and  when  on  up,  saying,  "Just 
let  me  show  you  this  one,  it  is  no  trouble  at 
all,"  and  immediately  has  the  scale  on  the 
show  case  and  is  busy  explaining  how  the 
scoop  can  be  left  off  and  a  pan  substituted  and 


the  clerks  in  showing  goods,  but  causes  the 
loss  of  many  sales  that  the  goods  would  make 
themselves  if  only  displayed.  A.  Q.  C. 


A  customer  dissatisfied,  either  in  his  pur- 
chase or  by  the  service  rendered,  can  be 
marked  "non-returnable." 

Befnses  Credit  to  Mail  Order  Customers 

A  Michigan  merchant  a  year  or  more  ago 
adopted  the  policy  of  refusing  credit  to  the 
patrons  of  retail  mail  order  houses.  It  was 
predicted  at  the  time  that  the  move  would 
prove  just  the  opposite  of  what  was  expected, 
antagonizing  good  customers  and  lessen  in- 
stead of  gaining  trade.  The  merchant,  how- 
ever, has  found  his  business  better  than  ever 
and  has  been  able  to  discount  all  his  bills. 
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Novelty  Show  Windows 

To  the  Editor: 

We  are  mailing  you  to-day  under  separate 
cover  photos  of  two  Hardware  show 
window  decorations,  which  might  be  of  in- 
terest to  some  of  your  readers.  We  find 
that   the  "novelty"  window  attracts  more  at- 


machine  oiler  forms  the  knob  on  rear  end 
of  gun  and  two  mason's  levels,  a  pair  of 
barn  door  rollers  and  a  charcoal  iron  com- 
plete the  outfit. 

The  "auto"  is  a  little  more  complicated. 
Grindstones  were  used  for  wheels,  post  maul 
handles    for    axles,    large    strap     hinges     for 


An   Auto   Made   From   Hardware   Stock,  by  The  Morse  Hardware  Co.,  Jennings,  La. 


the  decoration  is  more  prominent  to  the  pub- 
lic eye  than  the  articles  used  in  its  make-up, 
but  we  know  from  experience  that  it  is  a 
good   advertisement  for  a   Hardware  store. 


A  Fourth  of  July  Cannon  Display 
BY  The  Morse  Hardware  Co.,  Jennings,  La. 

The  "cannon"  was  prepared  of  course  for 
the  Fourth  of  July— 5  x  6  and  6x7  stove- 
pipe form  the  "barrel;"  the  spokes  of  the 
wheels  are  claw  hammer  handles,  held  in 
place  by  flange  unions  for  hubs  and  coils  of 
No,  6  gj^lvaniz?4  smooth  wire  for  tir^s.    A 


springs,  zinc  stove  boards  and  wash  boards 
for  platform,  gasoline  stove  oven  for  engine 
hood,  engine  oilers  for  lamps,  dripping  pans 
for  dashboard,  bread  boxes  and  bread  boards 
for  seat,  Japanned  bond  boxes  and  boxes  of 
22  cartridges  for  sloping  rear  body,  mop 
stick  and  coil  of  wire  clothes  line  for  steer- 
ing gear,  wooden  level  for  footboard,  strips 
of  sheet  zinc  for  mud  guards,  joint  of  stove 
pipe  for  muffler  and  small  kitchen  grindstone 
for  cranking  device.  Both  of  these  decora- 
tions were  very  realistic  in  appearance  and 
caused  considerable  comment. 

Morse  Hardware  Co.,  Ltd. 


The  salesman  who  allows  his  own  feelings 
to  prevent  him  from  being  courteous  and 
patient  with  customers  has  much  to  learn.  To 
be  successful  with  others,  any  man  must  put 
self  into  the  background. 

When  to  Advertise 

If  you  have  a  stock  purchased  at  high  cost 
and  wish  to  realize  on  it — advertise. 

If  your  purchases  were  made  advantage- 
ously and  you  wish  to  develop  new  inquiries — 
advertise. 

If  you  do  not  wish  some  one  else  to  profit 
at  your  expense  in  your  own  field— advertise. 

If  you  wish  to  profit  where  the  other  man 
l^vcs  your  special  fiel4— 44vcrti?^t 
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The  question  of  successful  advertising 
might  be  termed  an  odious  one  to  almost 
every  retail  merchant  in  any  state,  for 
every  retail  dealer  knows  successful  advertising 
is  as  essential  to  his  business  in  selling  his 
goods  as  the  front  door  of  hi«  store  is  in  al- 
lowing people  to  come  into  his  store.  It  is 
not  because  the  retail  dealer  has  been  unwill- 
ing to  advertise,  but  because  it  has  been  abso- 
Itrtely  impossible  for  him  to  do  so.  There  are 
hundreds  of  retail  dealers  in  Iowa  to-day  who 
have  at  some  time  read  about  advertising  until 
they  became  thoroughly  enthused  with  the  sub- 
ject. They  determined  to  become  advertisers 
from  that  time  on.  They  contracted  for  lib- 
eral space  in  their  newspaper.  They  spent 
hours  of  worry  and  lots  of  money  in  getting 
up  what  they  thought  was  effective  advertising 
copy,  and  after  the  paper  was  issued  they  were 
astounded  to  learn  that  notwithstanding  their 
efforts  the  results  were  mediocre.  The  results 
were  small,  not  because  the  retail  dealer  had 
not  done  his  best,  for  he  had.  He  had  spent 
his  appropriation  because  he  felt  that  he  would 
get  something  in  return.  Naturally,  he  was 
disappointed  and  after  one  or  two  ineffectual 
attempts  he  gave  up  the  advertising  end  of 
his  business  as  a  bad  deal.  It  took  up  lots  of 
•  his  time  and  cost  him  a  great  deal  of  money. 
When  his  advertising  copy  was  sent  to  the 
trade  papers,  they  one  and  all  assured  him  that 
it  was  simply  a  waste  of  printer's  ink.  But, 
notwithstanding  his  position,  the  retailer  is 
continually  told  by  wholesalers  and  by  trade 
papers  that  he  must  advertise.  Take  the  ad- 
vertising of  the  wholesaler,  for  instance.  Do 
you  find  that  they  are  what  we  could  call  suc- 
cessful advertisers?  We  do  not  find  them  such, 
except  in  a  very  few  instances.  They  depend 
entirely,  or  almost  entirely,  upon  salesmen  to 
sell  the  goods  which  they  have  for  sale.  And 
yet,  every  wholesaler  realizes  that  the  retail 
dealer  must  advertise  if  the  goods  which  he 
purchased  of  the  wholesaler  are  to  move  as 
they  should  move  in  order  to  make  his  busi- 
ness a  paying  proposition.  Too  many  retailers 
imagine  that  advertising  sells  goods.  If  you 
are  prone  to  believe  this  fact,  select  the  adver- 
tisement of  some  successful  advertising  man, 
run  it  in  your  local  paper  and  you  will  get  one 
reply  where  the  other  man  probably  received 
one  hundred.  Why  is  this?  Because  it  has 
cost  the  other  man  thousands  of  dollars  to 
build  up  his  name,  so  that  what  he  said  on 
paper  had  some  weight  with  the  people  who 
read  his  advertising.  He  had  to  create  a  large 
degree  of  confidence  in  the  minds  of  the  con- 
sumers before  his  advertising  would  pay  him 
the  dividends  which  he  desired. 

"There  are  too  many  retailers  to-day  who 
imagine  that  because  they  do  not  get  results 
froi^  their  advertising  i^  because  a4vcrtising 
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is  a  failure.  At  the  same  time  these  retailers 
do  not  stop  to  think  a  mail  order  house,  situ- 
ated several  hundred  miles  from  his  locality, 
can  sell  goods  at  a  higher  price  than  the  home 
man  can  get  them. 

COST  TO  MAIL  ORDER  HOUSES. 

''It  has  cost  the  mail  order  houses  thousands 
of  dollars  every  year  to  create  the  confidence 
in  the  minds  of  the*  consumers  that  they  were 
able  to  sell  these  goods  at  these  prices  and, 
while  they  were  doing  thrs,  they  were  educat- 
ing the  consumer  also  to  the  belief  that  if  the 
retail  dealer  did  quote  a  price  similar  to  theirs, 
it  would  only  be  possible  when  he  was  supply- 
ing them  with  an  inferior  piece  of  goods. 

"Why  do  we  hear  all  this  agitation  about 
mail  order  houses?  Simply  because  mail  order 
houses  are  doing  business  in  a  scientific  man- 
ner. We  see  retail  dealers  every  day  who  are 
harping  continually  upon  the  trash  which  the 
mail  order  houses  are  sending  out  to  the  con- 
sumers, and  yet  the  retail  dealer  does  not  stop 
to  realize  that  the  same  consumers  are  per- 
fectly satisfied. 

"Why  is  it  that  a  consumer  will  send  his 
money  away  from  home  for  goods  which  he 
has  never  seen,  and  that  he  will  continue  to  do 
this  year  in  and  year  out?  If  we  as  retailers 
only  stop  to  think  that  notwithstanding  all  this 
talk  about  quality  that  the  mail  order  house 
business  is  increasing,  we  will  then  begin  to 
realize  that  we  cannot  go  out  among  the 
masses  of  consumers  and  tell  them  that  they 
do  not  know  what  they  are  buying.  We  could 
not  do  this,  I  say,  any  more  than  a  consumer 
can  come  into  our  store  and  advise  us  not  to 
buy  of  a  certain  wholesaler  because  we  are 
getting  trash.  We  immediately  tell  the  con- 
sumer that  we  know  what  we  are  buying  a 
great  deal  better  than  he  does.  So  that  when- 
ever we  go  to  the  consumer  and  assure  him  he 
is  not  capable  of  judging  the  quality  of  the 
merchandise  he  is  purchasing  from  the  mail 
order  houses,  we  simply  insult  his  intelligence 
and  tell  him  he  is  lacking  in  gray  matter.  This 
serves  only  to  cement  the  consumer  to  the 
catalogue  houses. 

"Illegitimate  methods  used  for  the  purpose 
of  eliminating  mail  order  houses  simply  serve 
as  excellent  advertisement  for  the  mail  order 
houses  themselves.  Supposing  that  one  retail 
dealer  would  use  against  his  competitors  some 
of  the  methods  which  have  been  used  in  the 
past  few  years  against  the  mail  order  houses 
by  retail  dealers.  What  would  be  the  result? 
It  would  simply  advertise  his  competitor  and 
bring  him  additional  trade,  because  it  has  been 
demonstrated  within  the  last  few  years  that 
the  people  demand  fair  fighting,  and  if  any 
man  uses  unfair  means  to  eliminate  competi- 
tion, the  roar  of  disapproval  from  the  masses 
immediately  shows  him  ^hc  error  of  l^is  wajra, 
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"A  man  who  is  open  and  frank  in  all  his 
statements,  who  will  meet  competition  fair  and 
square  and  will  ^ow  the  people  he  is  just  as 
able  as  any  concern  to  furnish  them  with  the 
goods  which  they  need  in  their  every-day  lives, 
will  get  the  business,  no  matter  where  he  is 
located.  Any  other  method  will  almost  bring 
disastrous  results,  as  has  been  proven  in  the 
past  two  or  three  years.  The  time  has  passed 
when  one  retail  dealer  can  charge  twice  as 
much  for  a  certain  article  as  ^ome  one  else  is 
offering  to  sell  it  for.  There  was  a  time  when 
mercantile  establishments  were  few  and  far 
between  and  the  people  were  compelled  to -pur- 
chase their  goods  of  the  nearest  man.  This 
many  times  leads  the  retail  dealer  to  believe 
that  he  would  be  able  to  ask  any  price  for 
the  goods  which  he  sold  to  them,  but  during 
the  past  ten  years  all  these  conditions  have  cer- 
tainly changed. 

MUST   MEET   COMPETITION. 

"The  retail  dealer  finds  that  if  he  is  going  to 
sell  goods  in  his  community,  he  must  make  the 
same  prices  to  the  consumer  as  any  depart- 
ment store  or  catalogue  house  will.  If  he  is 
unable  to  do  this,  it  is  very  improper  for  him 
to  reveal  his  displeasure  by  squealing,  which  is 
so  often  the  case  at  this  time  in  the  retail 
world.  When  a  retail  merchant  buys  goods  ^ 
from  a  wholesaler  he  does  not  buy  goods  from 
a  certain  firm  because  this  firm  is  located  in 
his  home  state.  The  question  of  being  in  his 
state  cuts  little  fig^ure  to  him  if  some  one  in 
another  state  is  able  to  supply  him  with  the 
same  goods  at  a  lower  price. 

"The  consumer  figures  his  buying  out  on 
exactly  the  same  basis.  He  is  glad  to  purchase 
his  goods  where  he  can  buy  them  the  cheapest 
and  he  alone  must  be  the  judge  of  the  quality 
of  the  goods  which  he  purchases.  If  he  gets 
'stung'  when  he  purchases  his  goods  of  a  cer- 
tain firm,  he  has  the  privilege  of  not  buying 
any  more  goods  from  this  firm,  but  if  he  does 
not  get  'stung*  and  their  business*  methods  are 
satisfactory  to  him,  there  is  no  retailer  in  ex- 
istence who  has  a  right  to  go  to  this  man  and 
state  to  him  that  they  should  purchase  goods 
in  his  store  because  he  is  a  home  man  and  be- 
cause he  is  'paying  the  preacher'  and  a  few 
other  such  statements  that  you  will  hear  in 
almost  any  town  to-day.  All  these  statements 
have  little  weight  with  the  consumer.  He 
has  a  perfect  right  to  purchase  his  goods  wher- 
ever he  desires.  The  question  of  sentiment  no 
longer  exists  in  the  consumer's  mind  when  he 
desires  to  purchase  goods. 

"Then  the  question  will  come  to  mind  as  to 
why  people  will  send  away  for  goods  which 
they  can  purchase  for  the  same  price  at  home. 
In  ninety-nine  cases  out  of  a  hundred  you  will 
find  that  the  retailer  is  not  taking  the  trouble 
to  tell  them  that  he  has  these  goods  in  stock, 
and  that  the  consumers  have  brought  to  their 
doors  every  day  by  other  concerns  literatqrc 


which  acquaints  them  with  the  fact  that  they 
have  these  goods  at  certain  prices,  so  that  nat- 
urally the  man  that  advertises  the  lowest  sell- 
ing prices  gets  the  business,  because  advertis- 
ing is  simply  salesmanship  on  paper.  If  a 
retail  dealer  is  selling  an  axe  for  $1  and  per- 
sistently refuses  to  tell  the  consumers  about 
this  axe— about  its  quality,  show  them  the  pic- 
ture and  the  prices,  he  cannot  blame  the  con- 
sumer if  some  other  firm  is  willing  to  do  this 
and  then  gets  the  benefit  of  his  selling  efforts. 

"The  facts  of  the  matter  are  that  the  retail 
dealers  to-day  in  many  towns  are  attempting 
to  do  business  with  their  grandfather's  brains. 
The  new  features  which  have  been  installed 
into  the  mercantile  world  have  given  excellent 
opportunities  for  concerns  to  get  rich  because 
they  would  adopt  methods  which  the  people 
demanded.  If  we  are  in  business  to  sell  goods 
the  best  thing  for  us  to  do  is  to  adopt  methods 
which  are  attractive  to  the  consumer  who  de- 
sires to  purchase  goods.  If  the  mail  order 
houses  are  selling  an  article  at  a  lower  price 
than  the  retailer  is  and  they  are  furnishing  an 
inferior  grade,  it  is  up  to  the  retail  dealer  to 
demonstrate  this  fact,  but  the  mere  assertion 
which  he  makes  to  the  consumer  will  not  con- 
vince the  consumer.  The  best  thing  for  the 
retail  dealer  to  do  would  be  to  advertise  the 
same  article  at  the  same  price  and  then  display 
the  higher  quality  when  the  consumer  was 
about  to  make  the  purchase.  The  mail  order 
houses  have  been  talking  for  a  number  of 
years  and  have  been  telling  the  consumers  that 
the  retailer  was  not  in  a  position  to  compete, 
and  by  his  keeping  silent  the  retail  dealer  has 
caused  the  consumer  to  believe  that  the  asser- 
tion the  catalogue  houses  made  was  true.  You 
will  find  merchants  to-day  who  advance  every 
argument  under  the  sun  as  to  why  they  should 
not  compete  with  catalogue  houses.  If  they 
should  not  compete,  they  cannot  make  a  fuss 
because  they  do  not  get  the  business,  because 
they  will  never  get  the  business  if  they  do  not 
adopt  up-to-date  business  methods. 

"If  the  catalogue  houses  are  making  millions 
of  dollars  because  they  are  supplying  low- 
priced  material  the  retailor  cannot  grumble  be- 
cause he  is  making  nothing  and  selling  high- 
grade  material.  He  should  offer  his  customers 
their  choice  of  the  two  materials.  It  is  not 
necessary  for  him  to  load  up  his  store  with 
trash,  because  he  will  not  sell  the  trash,  but 
he  must  demonstrate  to  his  customers  he  is 
able  to  make  them  proper  prices  or  he  will 
never  get  the  business. 

TELUNG  IT  TO  THE  CONSUMER. 

"Now  the  question  comes  up  as  to  how  the 
retailer  will  be  in  a  position  so  that  they  can 
tell  the  consumer  effectively  what  they  are 
doing  without  spending  too  much  money  in  do- 
ing so.  There  is  not  a  retail  merchant  in  ex- 
istence to-day  who  can  do  this  as  effectively  as 
the  large  concerns  do,  because  he  docs  not  have 
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to  reach  as  many  people  in  his  advertising  as 
the  large  concerns  do,  and  the  initial  cost  of 
getting  up  the  advertising  is  the  same  to  the 
man  who  reaches  500  as  it  is  to  the  man  who 
reaches  500,000. 

"The  question  of  buying  the  cuts  enters  into 
the  discussion.  There  is  not  a  retailer  in  ex- 
istence who  can  purchase  the  required  number 
of  cuts  for  such  a  campaign.  There  is  not  a 
retailer  in  existence  either  who  has  the'  time 
to  sit  down  and  prepare  advertising  copy  when 
his  attention  is  being  taken  up  by  other  things 
in  his  every-day  life.  Therefore,  I  believe,  as 
I  said  before,  that  it  is  not  because  the  retailer 
has  been  unwilling,  but  because  he  has  been 
unable  to  do  this. 

**I  have  in  mind  over  1,500  stores  which  have 
solved  the  problem  and  are  selling  the  goods 
which  the  mail  order  houses  previously  sold 
in  their  community.  These  1,500  stores  have 
all  the  advertising  that  the  largest  concerns  in 
the  world  have,  all  filed  in  a  central  office.  A 
small  retail  dealer  with  a  hundred  customers 
can  advertise  as  effectively  as  a  department 
store  with  10,000.  He  is  able  to  do  this  more 
effectively,  because  he  does  not  have  to  buy 
any  cuts,  nor  to  write  any  advertising  matter, 
and  his  work  is  all  done  by  machinery,  which 
it  is  impossible  for  the  largest  mercantile  firms 
t6  install. 

"The  matter  of  prices  and  competitive  arti- 
cles has  all  been  eliminated  and  the  retailers 
in  these  1,500  towns  do  not  have  to  spend  one 
minute  in  getting  up  advertising  copy.    If  they 


tising  just  as  effectively  and  at  a  great  deal 
less  expense  than  their  largest  competitors. 
They  have  every  facility  for  doing  this  with- 
out investing  in  the  actual  equipment  for  doing 
so. 

"When  you  have  reduced  the  expense  to  the 
retail  merchant  so  that  he  can  convince  his 
customers  at  a  less  amount  of  money  than  the 
mail  order  houses  can,  when  you  have  ar- 
ranged and  syndicated  his  advertising,  so  that 
he  does  not  have  to  spend  hours  every  week 
in  getting  up  the  copy,  you  are  letting  the  large 
concerns  create  the  demand  for  the  goods 
which  cost  a  tremendous  amount  of  money 
and  the  retailer,  having  the  advantage  of  being 
a  home  man  and  appearing  just  as  large  in  the 
eyes  of  the  consumers,  he  finds  that  meeting 
the  competition  of  foreign  concerns  is  an  ex- 
tremely easy  matter  when  he  has  worked  the 
proposition  out  in  a  scientific  manner  and  on 
an  inexpensive  basis. 

An  Oregon  Incubator  "Auto"  Display 

The  Wynne  Hardware  Co.,  Cottage  Grove, 
Ore.,  recently  had  a  good  window  dis- 
play representing  an  automobile.  The  seats 
of  the  car  were  formed  by  taking  two  incu- 
bators, first  removing  the  legs.  The  power 
chest  or  hood  over  radiator  is  also  represented 
by  an  incubator.  The  lazy  backs  of  the  seats 
are  made  of  poultry  food  and  lice  killer  pack- 
ages. Glass  eggs  were  used  as  cushions.  Shelf 
brackets  formed  the  arm  rests  and  these  were 
also  placed  on  bed  of  car  as  braces  for  the 


An  Incubator  "Auto*'  Display- by  Wvnne  Hardware  Co.,  Cottage  Grove,  Ore. 


desire  to  advertise,  they  can  select  any  article 
from  their  stock  which  they  desire  to  adver- 
tise and  without  buying  a  cut  or  writing  adver- 
tising copy,  they  can  get  up  attractive  adver- 
tising to  the  consumer,  have  it  folded  and 
addressed  by  machinery,  or  they  can  fill  any 
space  they  desire  in  their  local  newspaper  with- 
out purchasing  cuts  or  having  the  printer 
spend  any  time  in  attempting  to  set  up  display 
advertisements!  This  has  solved  the  problem 
for  these  retail  dealers  because  they  are  adver- 


seats.  The  wheels  were  made  of  elbows  con- 
nected, in  the  center  of  which  flue  stops  were 
placed.  A  call  bell  was  placed  on  the  hood, 
while  ordinary  barn  lanterns  were  employed 
as  the  auto  lamps.  The  chauffeur  was  a  big 
Teddy  Bear.  Complacently  sitting  on  the  rear 
seat  is  a  setting  hen,  while  a  couple  of  chicks 
are  perched  on  her  back  and  cushion.  Alto- 
gether it  was  a  decided  advertising  scheme. 
The  display  was  gotten  up  and  put  in  place 
by  C.  C.  Hazleton,  of  the  concern. 
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Some  Newspaper  Advertising 

T'he  John  E.  Bassett  &  Co.,  New  Haven, 
I  Conn.,  steadily  keep  at  their  newspaper 
advertising.  Notice  th5  "next  to  nature"  writ- 
ing in  the  accompanying  advertisement.  If 
you  were  a  possible  customer,  we  believe  you'd 

A    Spring  Poem, 

TlMre*f  soM  let.  tet  If  ft  Uiti 
WiACer't  wtBt— Winter's  wt  bI. 

Ii't  still  cold,  but  just  the  stae 
SprlBK  has  ca«e--$prlnK  hss  came  I 

These  touching  words  of  the  Doel 
Mrike  a  responsive  chord  iif  many  of  us«' 
Spring  is  here«  if  only  in  our  Imagination 
«-and  very  soon  tVlll  be  time  to  dean 
up  ouf  gardens  and  plant  poultry  netting 
and  to  raise  blisters  and  chickens  and  get 
next  to  Nature  for  a  while.  Gardening 
won't  put  you  onEasyStreet  Immediately 
'but  it  will  pan  out  the  pay  dirt  of  good 
liealth  and  a  strenuous  appetite. 

W0  mr0  wMiiimg  f9r  you  wiih 
tA«  imrg0Bi  maMorimout  ofgoo4 
gmrdon  iooim  ia  iowa.  Wm 
mtao  M0tt  Uaeiag,  motiiag^ 
f04m^^itt  imcu  citetytbiag  ibft 
'  thogmrdom^mfidnooamuador^ 

7AjG»«vreiSr,-320  State  St, 

be  tempted  to  go  around  and  look  over  some 
of  their  stock.  If  you  did,  that  is  all  any  ad- 
vertiser could  ask. 

Small  Ads.  With  Cuts  Are  Oood 

Small  xidveirtisements  with  appropriate  cuts 
are  strong  as  well  as  economical.  They 
enable  one  to  push  to  the  front  the  strong 
qualities  of  the  thing  advertised.  They  can  be 
changed  frequently,  and  thus  have  an  advan- 
tage over  a  long  inventory  price-list  published 
all  over  a  newspaper  page,  and  called  an  ad- 
vertisement. These  inventory  pages  are  rarely 
read,  if  at  all,  and  hence,  as  a  method  of  ad- 
vertising, lack  the  merit  of  effectiveness. 

Seasons  for  Not  Advertising 

AHardwareman  once  said  he  did  not  care 
to  advertise  because  others  were  adver- 
tising. We  converted  him  by  one  question. 
We  asked  him  if  he  was  going  to  stop  selling 
merchandise  because  his  competitor  was  do-- 
ing  the  same  thing.  Now,  his  direct  competi- 
tor advertises,  and  so  does  he,  but  because 
both  advertise  it  cannot  be  said  the  one  is 
following  the  other,  unless  they  make  adver- 
tisements identical.    Differences  in  advertising 


methods  give  individuality  in  the  same  manner 
as  differences  in  window  displays  make  them 
exclusive  and  individual.  You  may  have  the 
same  class  of  goods,  but  not  presented  in 
the  advertisement  upon  the  plan  of  your 
neighbor.  Give  your  advertisements  original- 
ity and  they  will  be  read. 

Selling  Denatured  Aleohol 

The  Commissioner  of  Internal  Revenue  has 
ruled  that  retail  dealers  in  denatured  al- 
cohol are  not  required  to  keep  a  record  of 
purchases  or  sales.  It  is  necessary  to  secure 
a  permit  from  a  Collector  of  Internal 
Revenue,  to  sell  denatured  alcohol,  but  no  fee 
is  required,  and  once  a  permit  is  obtained,  al- 
cohol may  be  sold  as  freely  as  nails,  screws, 
etc.  Denatured  alcohol  is  'now  put  up  in  va- 
rious size  packages,  including  %,  %,  1,  2  and 
4%  gallon  cans.  With  the  increasing  number 
of  alcohol  appliances  coming  on  the  market 
and  the  increasing  use  of  them  by  consumers, 
progressive  Hardware  merchants  will  not  be 
slow  to  avail  themselves  of  a  new  line  which 
yields  a  comfortable  margin. 

A  Hot  One 

The  Customer — ^I  want  to  get  a  gross  of 
screws. 

Hardware  Dealer— What   size,  sir? 

The  Customer  (absent-mindedly) — 144,  if 
you  don't  anind. 

Want  Mannfaeturers  to  Provide  Space  on 
Goods  for  Labels 

We  are  just  like  lots  of  other  Hardware 
merchants,  and  probably  not  so  syste- 
matic. We  use  the  same  old  way — ^just  mark 
the  boxes  and  other  goods  as  they  come  in, 
and  note  who  they  were  bought  from,  but  we 
are  looking  for  some  one  to  make  a  good  im- 
provement, and  we  agree  on  everything  that 
H.  H.  Steidl  writes  in  this  article,  exeept  the 
gummed  label,  which  we  think,  and  in  fact  we 
know,  would  not  stick  to  the  various  boxes 
and  goods,  and  would  make  lots  of  extra  work 
and  time  for  nothing,  because  if  you  lost  the 
label  from  the  goods  and  boxes  you  would 
be  worse  off  than  if  you  had  marked  the  boxes 
without  using  the  label,  as  then  you  would 
have  to  go  back  to  the  original  invoice  to  find 
the  cost. 

However,  I  would  make  a  suggestion  for 
every  manufacturer  and  jobber  to  provide  a 
place  for  marking  goods.  In  fact,  we  ought 
to  make  a  demand,  especially  on  such  goods 
as  steel  goods,  whips,  tinware,  and  in  fact 
on  everything  they  label  they  could  leave  a 
space  in  one  corner  of  label,  something  like 
the  one  outlined  by  Mr.  Steidl.  We  would 
like  to  hear  from  others  on  this  subject. 

Reader  Hardware  Co. 
D.  S.  Betka. 
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Bulletin  of  New  Dealers 

(REQUESTS   FOR    CATALOGUES   AND  INFORMATION.) 

Special  reports  have  been  received  at  the  office  of  the  Hardware  Dbalbrs'  Magazinb  from  the  following 
new  dealers  (or  change  in  style  of  firms)  since  last  bulletin,  stating  the  goods  which  they  handle  or  expect  to 
handle.  These  reports  are  sent  to  us  direct  from  the  dealers  themselves,  and  are  therefore  reliable.  They 
want  the  latest  catalogues,  special  circulars  or  price-lists  relating  to  the  classes  of  goods  they  handle.  The 
numbers  indicate  classes  of  goods  handled. 


1  Btlilders^  Hardware 
t  Machinists'  Toob 
t  Carpenters'  Tools 
4  Cuttery  k  Plated  Ware 

•  Tinware 

•  Woodenware 

7  Rope  and  Twine 
t  Punipa 

•  Agricnltnral  Goods 

10  Bkydet 

11  House  Fumishinfi 

It  Gunt  and  Ammunition 


15  Bttflding  Papers 
14  General  Hardware 

16  Electrical  Supplies 
10  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Rangca 
10  Furnaces 

80  Saddlery  Hardware 

81  Vehicles 

88  Lead  and  Iron  Pipe 
88  Tin  PUte  and  Metals 


84  Cabinet  Hardware 

86  Horse  Shoes 

80  Plasterers'  Tools 

87  Paints  and  OOa 

88  Glass  and  Putty 

80  Blacksmiths'  Supplies 
to  Fishing  Tadde 

81  Sportlnff  Goods 
88  Butchers'  Tools 
88  Hose 

84  Weather  Strip 
86  Behlnt 


80  Li 

87  Li 

88  Oi 
80  St 

40  R( 

41  SI 
48  W 
U  PI 
44  St 

46  Yi 
40  W 

47  In 


Aikansas 

Stephens:    W.  H.  Brummett. 
Retail  (new  store),  1,  3  to  7,  9,  10,  12,  14, 
18,20,  25,  28,  30,  37,  41. 

Connecticat 

Southport:    C.  O.  JeliflF. 
Retail   (succeeded  F.  C.  Jennings),  1,  3,  4, 
6,  7.  9,  12,  13,  14,  27,  28,  30,  33,  34,  36,  40, 
43. 

Georgia 
Garksville:   Asbury  Hardware  Co. 
Retail  (opened  new  store),  1  to  7,  9,  10,  12, 
14,  18,  20,  21,  25  to  32,  35  to  38,  40,  41,  46. 

Idaho 

Orofino:   Wdlman  &  McRobcrts. 
Retail  (opened  new  store),  1  to  10,  12,  13, 
14,  18,  21  to  26,  28  to  33,  35,  37,  40,  41,  48. 
44,  46,  47. 

Ulinoio 
Evanston :   Charles  E.  Arnold. 
Retail   (succeeded  William  Daly  &  Co.),  1 
to    7.  10    to    14,  18,  19,  22,  23,  26,  27,  30, 
33,  34,  36,  37,  38,  40,  44,  46. 

Indiana 

Earl  Park:    K  Hackley. 
Retail  (formerly  Hackley  &  Seward),  1,  3 
to  7,  10,  12,  14,  18,  23,  31,  34,  36,  37,  38, 
40,  46. 
Evansville:    E,  M.  Bush  Hardware  (3o. 
Wholesale    and    retail   (consolidation  of  E. 
M.  Bush  Hardware  Co.  and  Meyer  Hard- 
ware Co.),  1  to  8,  10,  12,  14,  17,  24,  26, 
27,  28,  30  to  34,  36,  38, 40,  46,  47. 

Iowa 

Colfax:   C.  L.  Waldo. 

Retail   (succeeded  H.  E.  Marquis). 
Fonder:   A.  G.  Bogge. 

Retail  (succeeded   G.  P.  Selger,  1   to  8,  10, 

11,  12,  14,  18,  19,  20,  22,  23,  26,  27,  28, 
30,  31,  33  to  38,  40,  41,  43,  44,  46. 

St.  Olaf :   Albert  T.  Qausen. 
Retail  (succeeded  Otto  O.  Johnson),  5,  7,  8, 

12,  14,  18,  22,  87,  88,  30,  31,  34,  36,  88,  41. 


Clyde:    N.  A.  Bryan. 
Retail   (succeeded  F.  W.  Mattoon),  1  to  8, 
12,  14,  18,  19,  22,  27,  28,  36,  38,  40,  43,  44, 
46,  47. 
Green:    E.  O.  Hainey. 
Retail  (formerly  Hainey  &  Wilcox),  1  to  7, 
12,  14,  18,  27,  31,  36,  38,  46,  47. 
Inman:   Zellweger  Hardware  Co. 
Retail  (succeeded  Kaut  Bros.  &  Co.),  1  to 
12,  14,  15,  IS,  19,  21  to  24,  28.  30,  31,  33  to 

36,  38;  41,  43,  44,  46. 
Lebanon:   Linton  Hardware  Co. 

Retail  (opened  new  store),  1,  3  to  12,  14, 
16,  18,  20,  21,  22,  27,  30,  31,  33  to  39,  41, 
46,47. 

Kentucky 
Henderson:   Lambert- Walker  Hdwe.  Co.,  Inc. 
Wholesale  and  retail   (formerly  Worsham- 
Walker  Hdwe.  Co.),  1  to  9,  11  to  14,  17, 
21,  22,  24  to  27,  29  to  36,  39,  41,  43,  44, 
46,  47. 
Somerset:    Girdler  Bros.-Elliott  Co. 
Retail   (consolidation  of  (lirdler  Bros,  and 
Elliott  &  Pettus),  1  to  10,  12  to  15.  18,  20, 
22  to  29,  33,  35,  36,  38,  40,  41,  46. 

Maine 

Auburn :   Crossley  &  Morrill. 
Wholesale  and  retail   (formerly  Crossley  & 
Curtis). 

Maryland 
Havre  de  Grace:   Brown  Implement  Co. 
Retail  (succeeded  C.  C.  Pusey  &  Co.),  1  to 
10,  12  to  16,  18  to  25,  27  to  30,  33,  34,  36, 

37,  38,  40,  41,  43  to  47. 

Massacliusetto 

West  Brookfield:    Samuel  Wass. 
Retail  (opened  new  store),  1,  5,  6,  8,  10,  13, 
18,  19,  22,  23,  27,  28,  34,  37,  43,  44. 

Michigan 

Coldwater :   Nettleton  &  Bassctt. 
Retail  (formerly  V.  L.  Nettleton  &  Co.),  1 
to  5,  7,  10,  11,  12,  14,  16,  18,  19,  24.  26,  28, 
30  to  34,  36,  38  to  41,  40. 
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Walled  Lake:   Dickcrson  &  Co. 
Retail  (succeeded  Cahoon  &  Dickerson). 

Hinnesota 

Brandon:   Olson  Hdwe.  &  Implt.  Co. 
Retail   (fornrerly  Olson  Bros.),  1  to  9,  11, 
12,  14,  18,  19,  21,  22,  23,  25  to  31,  34  to 
38,  40.  41. 

Mississippi 
Magce:   Donald  Bros.  Co. 
Retail  (opened  new  store),  1,  3  to  6,  9,  10, 
12,  14,  18,  21,  30,  37,  41,  46. 

Missouri 

Eldon :   Eldon  Hdwe.  &  Lumber  Co. 


Ohio 

Marengo:   Dunham  &  Shaw. 
Retail  (succeeded  W.  Pryor  &  Sons),  1,  4, 
5,  7,  8,  9,  13,  14,  18  to  21,  25,  27,  28,  30,  36 
to  39,  41,  46. 

Oklahoma 

Sapulpa:   Edgerton  &  Hilles. 
Retail   (opened  new  store),  1  to  8,  11,  12, 
14,  18,  21,  23,  26,  26,  29  to  33,  36,  37,  38, 
40,  41,. 46. 

Pennsylvania 

Brownsville:    Wolfe  &  Paul. 
Retail  (succeeded  George  E.  Fear),  1  to  9 
11  to  14,  17,  18,  19.  21,  24  to  41,  46. 


Retail  (succeeded  C.  S.  I.  Isard),  1,  3  to  7,      Coudersport:    Barnes  &  Grabe. 


9,  12,  13,  14,  18,  20,  21,  24  to  32,  36,  37,  38, 
40,  42,  46. 

Nebraska 
Broken  Bow :   Groat  &  Van  Antwerp. 
Retail  (formerly  S.  P.  Groat  &  Co.),  1  to  7, 

10,  12,  14,  18,  23- to  29,  33,  34,  36,  37,  38, 

40,  41,  42,  46. 

De  Weese:   J.  F.  Souchek. 
Retail  (new  store),  1  to  7,  12,  13,  14,  18,  19, 
20,  23,  26,  27,  28.  30,  31,  36,  38,  41,  46. 
Dunning:    R.  R.  Roberts. 
Retail  (opened  new  store),  1  to  7,  9,  12,  14, 
18,  20,  21,  24  to  33,  36,  38,  41,  46,  47. 
St.  Paul :   Ward  Hardware  Co. 

Retail  (formerly  Ward  &  Peterson). 
Schuyler:   Frank  Schrader. 
Retail  (succeeded  Craig  &  Morris),  1,  3,  4, 
5,  7,  12,  14,  18,  19,  20,  26,  27,  28,  30  to  33, 
35  to  38,  40,  41,  46. 
Verdigris :   Sandoz  &  Barta. 

Retail    (formerly    Schmidt    &    Sandoz),    1 
to  9,  12,  14,  18,  21  to  28,  30,  32,  36,  37,  38, 

41,  44,  46. 

New  Mezioo 
Duran:  W.  E.  Jeffries. 
Retail  (opened  new  store),  1,  3  to  7,  10,  14, 
18,  25,  36,  87,  41. 
Roy:  John  W.  Tyler. 
Retail  (opened  new  store),  1,  3  to  7,  9,  13, 
14.  18,  20,  26.  27,  28,  87. 

New  Toik 

Elmira:   Chapman  Hardware  Co. 
Retail  (formerly  Isaac  R.  Chapman),  1,  3  to 
10,  12,  13,  14,  18,  19,  20,  23,  26,  27,  28,  38, 
34,  36,  38  to  41,  46. 
Fulton:   Fulton  Hardware  Co. 
Retail  (bought  out  A.  J.  Snow),  1  to  10,  12, 
13,  14, 17,  18,  19,  22  to  36,  38,  40,  41,  46. 
Norwich:   Anderson  &  Potter. 
Retail  (succeeded  Choules  &  Duncan),  1  to 
8,  10,  12  to  15,  18,  19,  22,  23,  26  to  30,  82 
to  88,  40,  41,  48,  44,  46. 

Nortih  Dakota 
Moffitt:  F.W.  Hinsey. 
Retail  (opened  new  store),  1  to  8. 12,  14,  18, 
27,  4e. 


Retail  (bought  out  G.  H.  Doane),  1  to  10. 
12,  13,  14,  18,  22,  25  to  29,  33,  33,  34,  36. 
37,  40,  41,  46. 

South  Carolina 

Spartanburg:   Beacham  Hardware  Co. 
Wholesale  and  retail  (opened  new  store),  1 
to  7.  10,  12,  13,  14,  18,  25,  27,  28,  29,  32. 
36,  40,  46. 

South  Dakota 

Rapid  City:   Duhamel-Ackerman  Co. 
Wholesale    and    retail    (formerly    Duhamel 
Bros.  &  Ackcrman),  1  to  8,  10,  12,  14,  18, 
19,  20,  22,  25  to  30,  32,  33,  34,  36,  37   38. 

40,  41,  43,  46,  47. 

Tennessee 
Dyer :  Holland  &  Reginald. 
Retail  (succeeded  Smith  &  Son),  1  to  7.  9, 
12,  14,  18,  20,  21,  22,  30,  34,  36,  37,  41,  43, 
44,46. 
Harriman:   G.  T.  Green. 
Retail     (formerly    Smith-Green    Hardware 
Co.),  1  to  9,  12,  13,  14,  18,  20,  25  to  34, 
36,  38,  40,  41,  43,  44,  46. 

Texas 

Denton :   S.  W.  Kanady. 
Retail  (opened  new  store),  1  to  7,  9,  12,  14, 
18,  20,  21,  '22,  25,  29  to  33,  36,  88,  40,  41, 
46,  47. 
Lockhart:   Masur  Hardware  Co. 
Retail  (formerly  Masur  Bros.),  1  to  4,  7,  8, 
9,  12.  14,  21,  22,  24,  25,  86,  29,  32,  83,  36, 

41,  43,  44. 

▼ennont 
Essex  Junction :     E.  L.  Keith. 
Retail  (succeeded  W.  S.  Teachout),  1,  3  to 
9,  11  to  14,  18,  19,  22,  26,  27,  28,  30,  81,  83, 
34,  36,  87,  38,  40,  43,  44,  46. 
Groton :  Welch  &  Pillsbury. 
Retail  (formerly  S.  G.  &  C.  H.  Welch),  1. 
4,  5,  6,  8,  12,  13,  14,  18,  19,  22,  28,  24,  26, 
27,  28,  30  to  84,  36,  37,  38,  41,  43,  44,  46. 

Virginia 

Lebanon:     Hcnritze-Hendricks     Merc.     Co., 
Inc. 
Retail  (succeeded  Lebanon  Hardware  Co.). 
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1  to  10,  12,  13,  14,  18,  20,  21,  22,  24  to  33, 

36,  37,  38,  41,  43,  44,  46. 
Newport  News:  Paul  Hahn  Co.,  Inc. 
Retail     (succeeded    Gammel    Hardware    & 

Crockery  Co.),  2,  3,  4,  7,  10,  14,  27,  28,  37. 
Petersburg:     Chas.    Leonard    Hardware    Co., 

Inc. 
Wholesale  (formerly  Charles  Leonard),  1  to 

10,  12  to  15,  18,  20,  24,  25,  26,  29  to  36,  41, 

42,  43,  46. 

Washiiq^ton 

Davenport:   Denson  &  Phillips. 
Retail  (succeeded  Lucas  Bros.),  1  to  9,  12, 
13,  14,  18,  19,  21,  22,  23,  25  to  29,  32  to 
38,  40,  41,  44,  46,  47. 


Improving  the  Show  Window 

A  western  Hardware  store  recently  used  this 
plan  in  encouraging  its  clerks  to  look  after 
the  window  display  without  interfering  with 
the  store's  regular  business.  Two  cash  prizes 
were  offered  for  the  two  best  window  displays 
arranged  by  the  employes  each  month;  the 
windows  were  changed  each  week.  The  work 
was  to  be  done  either  after  the  store  closed 
at  night  or  before  it  opened  in  the  morning. 

Treatment  of  Cnstomen 
To  the  Editor: 

When  customers  enter  our  store  we  al- 
ways endeavor  to  greet  them  as  we 
would  a  visitor.  If  they  chance  to  be  a  regu- 
lar customer  they  are  entertained  as  a  friend. 


Interior  View  of  Store,  Kinzel  Bros.,  Wisner,  Neb. 


Wisconsin 

Wild  Rose :   R.  K.  Jones. 
Retail  (formerly  D.  O.  Jones  &  Cx).),  1  to  8, 
12,  13,  14,  18,  19,  22,  23,  25  to  34,  36,  38, 
40,  41,  46. 

Canada 

North   Vancouver,   B.    C.  :  North   Vancouver 
Hardware  Co.,  Ltd. 
Retail  (opened  new  store),  1  to  7,  10,  12  to 
15,  18,  19,  22,  25  to  34,  36,  37,  41,  42,  43, 
45,46. 
Victoria,  B.  C. :   Victoria  Hardware  Co. 
Wholesale    and    retail     (succeeded    Alfred 
Dixon),  1  to  8,  10,  13,  14,  18,  19,  20,  22  to 
25,  27,  29,  32,  83,  34,  36  to  42.  46,  47. 


and  usually  asked  what  they  would  like. 
Should  they  not  care  to  make  a  purchase,  and 
we  have  been  getting  in  anything  new,  their 
attention  is  called  to  it  in  some  way,  providing 
we  are  not  too  busy.  But  in  case  strangers 
come  in,  we  proceed  at  once  to  make  them 
feel  at  home,  and  strive  to  interest  them  by 
asking  them  to  look  about  the  store  at  their 
own  will,  and  see  to  it  that  their  wants  arc 
supplied.  In  case  they  are  merely  shopping, 
we  have  our  clerk  show  them  such  goods  as 
we  think  would  interest  them.  In  this  way 
we  have  learned  that  it  quite  frequently  leads 
to  a  purchase  and  almost  always  wins  a  new 
customer.  Our  experience  has  taught  us  that 
courtesy  and  attention  is  one  of  our  best  ad- 
vertisements. Shephasd  Hardware  Ca 
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Do  Ton  Enow  the  Makers  of  These  Goods? 

If  so,  kindly  drop  a  line  to  th-e  Hardware 
Dealers'  Magazine,  New  York,  and  the  cour- 
tesy will  be  reciprocated  when  opportunity 
offers. 

No.  292.  Beaten  Biscuit  Rollers. 

No.  293.  Vacuum  Machines  for  carpets,  rugs 
or  furniture ;  something  portable  for  clubs,  etc. 

No.  294.  "Echols' "  Patent  Pipe  Tap. 

No.  295.  "Hudson"  Padlock. 

No.  296.  "O.  K."  Rim  Wagon  Wrench. 

No.  297.  Ball  Bearing  Slide  for  desk  drawer. 

No.  298.  "Morin"  Door  Gauge. 

No.  299.  "Perfection  Bull  Dog"  Door  Catch. 

No.  300.  Woodworking  Lathes  for  manual 
training  use,  equipped  with  electric  motors; 
also  saws  for  the  same  purpose. 

No.  301.  Friction  Catches  which  go  on  the 
bottom  or  side  of  a  small  cupboard  door;  has 
a  ball  in  the  bottom  with  a  spring  behind  it. 

No.  302.  Marmalade    Cutter    for   household 


No.  303.  Address  of  Swan,  McGuinness 
Milking  Machine  Co. 

No.  304.  Makers  of  Coppersmith  tools. 

No.  305.  Address  of  Peck's  Collection 
Agency.  . 

No.  306.  Narrow  metal  bands  to  use  around 
brushes. 

No.  307.  "Boss"  Pig  Rings. 

No.  308.  Safety;Door  Fastener. 

No.  309.  Clay  Chimney  Tops,  made  in  Ohio. 

No.  310.  Electrically  operated  revolving  de- 
vice for  show  window  for  displaying  cutlery. 

Every  time  a  button  drops  off  it  puts  more 
responsibility  upon   the  others.     And   adver- 


UNCXE    SAM — GOSH  !      THE   BEAUTY    ABOyT   THIS 
FIND  IS  THAT   IT  IS    NO  APRIL  FOOL  JOKE. 

WUchf  Duck  or  Hen? 

A  duck  having  laid  a  dozen  eggs  this  sea- 
son complained  that  while  her  working  . 
record  was  better  than  the  hen's,  the  latter  ' 
had  books  and  poems  written  to  her  honor 
while   no  one   ever   heard  a   single  word   of 
praise  for  the  duck.    A  wise  old  rooster  near  . 
by  said:     "You  lay  an  ^gg  then  waddle  off 
without  saying  a  word    about   it,  while  that 
sister  of  mine  never  lays  one  without'  every- 


Line  em 
but! 

Wt'v*  •vvryttalnc  ta.tini 
ball  BMdruli  for  nutjor  learMT 
«r  amMvur.  and  at  th«  low^i 
wt  ponibit  prieta 
'  BaU*— Tha  klada  uMd  la 
Ui«  bl«  Uafvca.  tl.Mt  £ro- 
fftifionar.  iBc.j- Jw>tor  r«>- 
fauionai.  BOc;  Cock  of  tha 
Walk,  25e.;  King  of  tha 
71*id^  tOe.j  Youtha*.  lOc. 
«ad  Rockat.  Se. 

MItta— CatcharatMltta.  tha 
b«#t  made.  fS.W.  M.M  and 
HJO.  Otn«r  cateharir  mltta 
at  Me.,  tl.W.  VMM  and 
IS.TS.  Youtha"  catchara' 
mitt.  t5e. 

.  rk>M«r«'   01av«a— •!.  tl.tS 
ind  W.t«.  •  Bora'  Olovaa.  Ma 


klnda- 

wrappcd  handlaa,  aic,  ova, 
9S«  and  fl.tO.  Bora*  batu 
10e>  to  Me. 

Maakfl  —  AH  tha  aawi^ 
kinda.  f2.ta.  iS.M  and  ffMb 
A  Ujihier  walaht  it  ITU. 
Bora'  maaka.  2(e.  BAe.  7S« 
and  il.00. 
WBITV    FOB    CATALOO. 


SHANNON 

HARDWARE 

8|6  Chestnut 


5 


He's^out 

1^  at       V 


Wrtta  tor  Cauiov. 

Sh&Qnon 

hardwau 
816  Chestnut 


Some  Good  Newspaper  Advektising  fkom  Philadelphia. 

tisemcnts  are  the  buttons  that  hold  up  a  man's      body  knowing  it.    If  you  want  to  cut  any  ice 
business.  ^^  your  town  you  must  advertise." 
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MYSTIC 
Soup  Spoons 


STAR     (*)     BRAND 

silver  plated  knives,  forks  and  spoons  for  over  half  a  century 
have  been  known  to  the  trade  as  of  the  highest  grade 
produced.    Every  piece  bearing  the  stamp 

*  ROOERS  &  BRO.  A-1 

has  over  fifty  years  of  experience  back  of  it. 

Send  for  catalogue. 

We  are  always  ready  to  aid  the  dealer  in  his  advertis- 
ing, and  supply  cuts  and  printed  matter  without  cost.  Send 
for  booklet,  "Advertising  Hints  and  Suggestions,  etc." 

ROGERS  &  BROTHER,  ^aterbury.  conn. 

Interaatlonal  Silver  Co.,  Successor 
New  York  Warerooms:  9-11-13  Maiden  Lane 


CREST 

Tea  Spoons 
Butter  ICnif e 
and  Sugar  Siiell 


In  AviwiKXMO  Adviktxsxm KJTTS  XT  IS  DuxKABLi  TEAT  You  MiNTiON  HARDWARE  DEALERS'  MAGAZINE. 
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The  SWAY  of  the  SWING 


[ERE  IS  A  PLEASURE  in  the  innocent  joys  of  childhood— a  happy 
delight,  which  attests  to  the  sway  of  the 

OLD  APPLE  TREE  SWING 

Strong,  convenient  and  cheap,  made  from  powerful  chain,  galvanized  to  pre- 
vent rust,  it  has  swung  into  favor  wherever  shown.  4  Get  the  Children  a  Swing 
that  is  safe.  Furnished  complete  with  Seat  and  Screw-eyes  and  Handles  of  rubber 
hose.  Any  boy  can  put  it  up.  Adjusted  by  simply  moving  the  hook  from  link 
to  link.  4  Purses  open  easily  where  the  pleasure  of  the  linle  ones  is  concerned. 
Why  not  sway  to  the  popular  demand?  Stock  the  line  to-day .  Push  it.  Display 
It  and  SHflno  big  profits  your  way. 

ONE    OF   THE   JOYS    OF    SUMMER    TIME    FOR    CHILD    AND   ADULT 

Write  ua  for  dealer's  price 

ONEID/Il    COIVIIVIUNITY^    Ltd. 

ONEIIDA,    N.  Y. 


Consult    BUYERS'    REFERENCE   TO   ADVERTISEMENTS    on    Last    Paois. 
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EUREKA 


ROLLER  BEARING 
ELEVATING  WALL 
CLOTHES  DRIER 


Guaranteed  to  be 
as  represented. 

Folding  Tables 
Bath  Tub  Seaits 
C09A  HsLngers 

and 

Dust  Pskiis 

Send  for  Catalog. 

N*i\\if«oture4  by 

ECLIPSE 

HANDFACTURING  CO. 

North  Girardt  Pa. 
V.  s.  A. 


(Lowered  Ready  for  Loeding.) 


In  PEACE  as  in  WAR 

Subgtitutes  are  noae  too 
popular— especially  with 
men  who  know. 


STEPHENSON 

BAR  BELT^DRESSING 

wwSSst  in  the  field'.^ 

Its  crusade  against  tight  belts  has 
heen  victorious  all  along  the  line. 

Every   day  ^volunteer  recruits  join 
it 
M 


ei 


re 

a 

SI 

m  I 

is  the   better  .partI!of_yalor"  — and 
Capitulate. 

Youjwill  find  our  "terms  of  ^surrender" 
most  liberal. 


Stephenson  Mfg.  Co. 

E.  A.  KELLOGG.  Vic*  Pm. 

Albany,  N.  Y. 


IM  Ajiswbbxw  ApyBBTiSBMSVTt  IT  IS  DiSiBAiu  TBAT  You  Mbvtiov  HARDWARE  DEALERS'  MAGAZINE. 
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THE    VERY    LATEST 

Prouly  Double  Aeflng  Floor  fflnge 

Ball  Bearing  and 
'^  "      Bearing 

AU  Wearingr 
Parts 
Hardened 
Steel 

Alignment  adjustment  operated 
from  one  siAs  of  door  only 

f'inishing  plates  cover  entire  hinge 

Will  hold  back  at  95  degrees. 

No  mortising  door  in  any  part^just  notched  out 

Aak  us  for  further  infomuition— IT  WILL  SELL 


T.  C.  PROUTY  CO-,  Ltd- 


Albion,  Midu 


SCREW    CALKS 

WRENCH 

HALF    SIZE 


G 


N9  \M  4  N9^VlD0  (may  BC  U80  M  CARPCNTOrS  BRACC  ) 

NORTH  A  PFEIFFER  CO.,  New  Britain, 


1908— WHOLESALE  HARDWARE  DKECTORY— 1908 

FOURXEEMTH    AM  M UAL    EDITION 

The  Information  given  in  this  Directory  consists  of  a  brief  description  of  the  Wholesale  Hardware 
Houses  of  the  United  States  and  Canada ;  giving  the  Date  Bstablished ;  Capital  Stock,  If  Incorpo- 
rated ;  Territory  Covered ;  Lines  of  Goods  Handled,  etc 

PRIGB,    ^l.OO,    POSTPAID 
DANIEL    T.    MAI..LETT  -  -  aS3    BROADWAY,     NEW    YORK 


HBRRIGK'S 


TOOU    RACK 


Are  IVovv^ 

•Seen  to  be  one  of  the  essen- 
tials to  be  considered,  in  all 
well  equipped  hardware  and 
implement  stores.  (Especial 
features)  easy  to  get  at,  at- 
tractive display,  increased 
sales.  The  best  jobbers  han- 
dle them.  Our  Catalogue 
gives  all  information  and  it's 
free. 

F.  A.  HERRICK  CO. 

Jackson,  Michigan 


e  STERLING 

''EEL  TUBULAR 
DING  FRAME 

Ball-Beartntf 
Crated 

The  Best  Mounted 
Grindstone  Mide 


Tke  Clevehid 
\    SlMeCt. 

}  Clevdand      CUesgo 
NrvYork   ~ 
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Maiming,  Bowman  &  G># 

MERIDEN,  CONN. 

NEW  YORKt    25  West  Broadway.  CHICAGO  t    158  State  Sttcet. 


'*  METEOR" 

Qrctflatlng  Coffee  Petcolators 
CHAFING  DISHES 

(With  Patent  <* Ivory"  Enameled  Food  Fans) 

BAKING  DISHES 

TEA  AND  COFFEE  POTS 

HOTEL  WARE 

DENATURED 
ALCOHOL  GAS  STOVES 


ALWATS  Luares  Defidoiis  Coffee  and 
SAVES  ORE-THIRD 


<E<1 
foi 


Sectional  View. 

Made  also  In  Urn  atyla  with  AloOhoI  lamp  for  x 
the  table. 


"Eclipse'^ 
Bread  Maker 

SIMPLE  IN  CONSTRUCTION 
PERFEa  IN  OPERATION 

EASIEST  TO  CLEAN 


BATHROOM 

FURNISHINGS 


Copper  and  iPewter 
PrUe  Trophies,  Etc 


No.  558.    Tumbler  and  Soap  Holder, 

Catalogue  A[o.  55H,  sent  on  request 
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BICYCLES 


400,000  Bicycles  SoM  in  1907 
WHAT  ABOUT  1908  7 


It^s    up   to   youk 

YOU  CAN   GET  YOUR  SHARE  BY  SELLING 

a.dl.a.k:e:  a^i^d  crown 


NONE 
BETTER 


BICYCLES  WITH  GENUINE  FAUBER  ONE  1»IECE  CRANKS 
ARE  BETTER  AND  SELL  BETTER 

ISM  UTALMDE  UADY  ALSO  PRICES  TUT  WILL  nSASB  YOU  SAMPLES  SOUDTTES 

GREAT  WESTERN  MFG.  CO.,  La  Porte,  hid.,  U.  S.  A. 


Sell  Them 

THE  BEST  OIL 

It  Pays 


The  best  oil  that's  made   (that's 
"8-in-l")    is   none  too   good   for 
your  customers.     No  other  oil  is 
good  enough.   Any-less-than  best 
oil  is  liable  to  make  trouble  be- 
tween   you    and   your    customers.     Why    take 
chances?     Why  not  take  the  good,  easy  profit 
(60  and  100  per  cent),  you  would  make  selling 
"8-in-One?" 

Suppose  you  just  get  a  trial  supply  of  "8-in- 
One"  from  your  jobber  and  see  what  happens. 
Or,  prove  its  value  to  yourself  by  writing  to- 
day for  a  FREE  sample  bottle  and  the  "8-in- 
One"  Book. 

Good  for 
LOCKS 
CLOCKS 
HINGES 

^^^    42  Broadway,  N.  Y.  City 

FISHING  TACKLE       10  and  25-cent  sizes 
SOLD  BY  ALL  JOBBERS 


Three  in  one  Oil  Co. 


Manufacturers 


Mr.  Merchant: 

Do  You.  Want  a  Catalog — 

THAT  quotes  net  wholesale  prices? 
THAT  saves  you  money  on  every  purchase  ? 
THAT  is  issued  a  monthly? 
THAT  goes  to  Hardware  Merchants  only? 
THAT  helps  you  compete  with  the  "Cata- 
log" house? 

WE  ISSUE  JUST  SUCH  A  CATALOG. 
It  as  yours  for  the  asking.    Mention  HOO. 

THE  ROOT  BROS.  CO. 

PLYNOVTH.  OHIO 


Syracuse] 

Steel      [Bracket 

Sink 


Llglit  la  wdglit 
Neat  !■  appewraaec 
StroB0«r  than  Cast  Iraa 

This  bracket  Is  detachable  and  much 
more  easily  placed  than  the  ordinary 
cast  bracket. 

Descriptive  circulars  and  prices  on 
application.    Manufactured  by 

H.  E.  HESSLER  CO.,  Syracuse,  N.  Y 
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APRIL 


On  thb  ptfe  we  illustrate  our  Mascot 
for  April,  "DiaoHMid  Edge  Shears,** 
they  are  perfect  tools. 


1908 — 

J^  our  Salesmen  are  carrying  samples  o( 

Diamond  Edge  Shears 


This  Month. 
If  our  salesman 


does  not  call— write  us. 


DIAMOND  EDGE  SHEARS 


The 
GRAE 
iron  i 
hold 
edge  ii 
blades 
fitted 
to  poi 
ishcd 


QUALITY 


Eacl 
RUST 
serted 
six  in( 
boxes 
most 
brougl 


•All 
Shear 
will 
placed 


Blgctrotypes  and 
advtrtisinti  matter 
furnuhtd  customers 
without  charge. 


Cut  ehowing  Patent 
Double  Lock  Nut  and 
Bolt  which  prevents 
"Diamond  Edge** Shears 
from  becoming  loose. 


Cut  Showing  IndiYldual  Retail  Package. 


N0RVELLSHAPLEI6H  HARDWARE  COMPANY 


lau 


ST.    LOUIS 
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LOOK    FOR     «« 

THE  NAME 

It  stands  for  the  beit 
that  laAgh  grade  mate- 
rial and  long  experience' 
can  produce.  We  set 
the  Standard — others 
follow.  -  If  Interested 
ask  for  prices. 


ON    YOUR 

NAIL  SETS 


SYRACUSE  TWIST  DULL  CO..  934  Grape  St.,  STIACDSE.  N.  Y. 


This  cut 


iper 


enables 
u^  of  the 
ove). 

Auc      DEfAiiKvl       IS  consLru^vcu  uii  aviK«niiriv  CKinvira*!^*     The 

EVEN  BALANCE,  and  the  THICKNESS,  assures  a  PERFECT  bevel  and  an  EVEN  stroke,  the  result  of 
which  enables  you  to  strop  your  blade  to  PERFECTION. 

Those  using  the  GILLETTE  razor,  also  ALL  other  razors  with  SINGLE  and  DOUBLE  EDGE  blades, 
can,  by  using  the  "BEST YET**  use  the  blades  MANY  times,  thus  reducing  the  cost  of  shaving  to  a 
NININUN.  to  say  nothing  of  the  COMFORT  derived  by  giving  your  blade  a  few  strokes  on  ANY  KIND 
of  a  strop  with  the  "lESTYET**  STROPPER. 

Retaib  for  50  cenU  each.    For  prices  write  to  FOR  SALE  BY  ALL  FIRST  GLASS  JOBBERS. 

JOHN  G.  BESTGEN  &  €0.,  Patentees  and  Manufacturers,     161  Summer  St.,  Boston,  Mass.,  U.  S.  A 


BUILDING   PAPERS 


Write  for  Samj^  Book  and  Prices.  ■ 


A  line  of  all  grades  suit- 
able for  the  Hardware 
and  BnlldlDH  Trades. 


C.  B.  HEWITT  &  BROS.,  48  Beekman  Street,  NEW  YORK  CITY 


HeMiqusiters  for  HARDWARE    WRAPPING    PAPERS 
and    WOODWORKING  GLUES. 


Eastern   Agents   for  CONGO  NEVER-LEAK  ROOFING 
Send  for  Samples  and  Price  list. 


The  New  England  Enameling  Co.,  iic. 

Factories,  MIDDLCTOWN  and  PORTLAND,  CONN. 

Before  purchasing  elsewhere  get  our  prices  on  Enameled 
Ware  and  QaWanized  Ware. 

We  are  the  only  manufacturers  not  bound  hj  any 
trade  agreements,  nor  are  we  members  of  tho  Metal 
Ware  Association.    A  trial  order  will  convince  you. 

Full  Una  of  samples  ofour  manufacture 
can  be  seen  at  No.  736  Broadway,  New 
York.       H.  CINSBURC,    Sales  Agent. 


J^cfea^ 


The  Miami  Corn  Popper 

(PATENTED) 

POPS  AND  PARCHES  CORN,  ROASTS  NUTS,  PUFFS  RICE 

Used  on  any  fire.  The  Grooved  Bottom  submerges  the 
corn  In  the  seasoning,  agitates  and  prevents  burning, 
produces  quickly  WlTlfoUT  SMOKE,  crisp,  deUclous 
popcorn. 

HEAVIEST.  STRONGEST  AND   MOST    DURABLE 

Made  Only  by 


The  MiddletowD  Manofactormg  Co.,  Middletown,  Ohio 
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A  Sign  of  Good  Business 

for  the  dealer  and  manufacturer 
is  a 

Meyercord  Decalcomania 
— WINDOW  SI(iN= 


on  account  of  its  originality  of  designs,  beautiful  colorii^  and  because 
it  is  transferred  quickly  on  windows  and  doors  of  the  stores  where 
their  goods  are  sold. 

COOd  for  the  dealer  because  the  Ugh  character  of  these  signs 
impress  the  public  with  the  importance  of  the  product  they  advertise 
and  the  fact  that  It  Is  lor  sale  right  here  bout.  Pi  obably  no  sign 
in  the  world  means  more  to  manufacturers  and  dealers  in  actual  dollars 
and  cents  than 

Meyercord  Decalcomania  Window  Signs 

Occupying  the  most  valuable  advertising  space  available 
(Windows  aiid  Doors)  F^ee*     These  beautiful  signs  con- 
stantly familiarize  the  public  with  your  product  and  create        ^/y 
direct  sale*      Send   in   the  comer  coupon  to-day. 
We'll  do  the  rest.    The  cost  is  hardly  an  item. 


The  Meyercord  Company 

1107-1112  Chamber  ol  Commerce 
CmCAGO 


American  Manufacturers  of 

Guar^teed  Decalcomania 
Transfers 
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"RELIANCE "  TOOLS 

MADE  ESPEaALLY  FOR  FINE  TRADE  DESIRING  THE  BEST 


••QfJAXJXY    PRODUCERS** 

IT'S  EASILY  EXPLAINED  why  people  buy  RELIANCE  tools  from  choke 
and  show  them  with  pride  to  their  friends.  It's  all  owing  to  the  exceptional 
quality  of  the  article— and  the  dealer  in  position  to  furnish  the  goods  not  only 
makes  a  nice  profit  on  the  transaction,  but  excites  favorable  comment  concerning 
his  stock  and  immediately  becomes  popular  with  the  tools.  Other  sales  are  sure 
to  follow,  and  so  the  business  goes  on  increasing — strictly  on  a  quality  basis, 
which  is  the  most  profitable  method  among  merchants. 

What  could  be  simpler  than  buying  the  best  CHISELS,  QOUQES  and 
DRAWING  KNIVES  made?    They're  sure  to  sell. 

BEST  TOOL  BUYERS  REALIZE  A  GREAT  ADVANTAGE  IN  HAVING 
A  LINE  SO  VERY  DISTINCTIVE. 

THE   RELIANCE   EDGE  TOOL   CO. 

Yotinostowiit   Olilo 


Here   Is  A  New  Way 
To   Increase   Your  Profits 


The  No.  4  Ramsdell  Inverted  Gas  Lamp  opens  up  a  new  channel, 
through  which  profits  flow  freely  into  the  pockets  of  every  retai 

I  hardware  dealer  who  sees  and  seizes  the  opportunity. 

I  It  is  not  necessary  to  draw  diagrams  to  show  WHY  the  No.  4 

Ramsdell  Lamp  is  the  best  medium  priced  lamp  on  the  market,  or 
WHY  it  is  a  money-maker  for  the  hardware  merchant. 

This  lamp  gives  65  candles  of  light  on  a  consumption  of  2%  to  3 
feet  of  gas  per  hour.    For  store,  fbr  office  and  fbr  home  illumination, 

it  gives  the  largest  amount  of  bright,  white  light,  "downward  where  needed,"  and  a 

MINIMUM  COST. 

list  price,  wltli  globe,  mantte  and  adaptor,  $1.6S 

In  the  Ramsdell  Line  there  is  a  lamp  for  every  place  and  purpose— each  the  best  for 
that  place  and  purpose. 

Have  yon  our  catalogue?    It  ia  free  for  the  asking 

Ramsdell   Inverted    Gas   Lamp   Co. 

GEO.  G.  RAMSDELL,  President  1123   BROADWAY,    NEW   YORK 
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THE  IVf  AtJESTIC 


COAL  OK  WOOD 


Are  rapidly  oominff  Into  seneral  om,  and  belns 
Bpeolfled  by  leading  architecte.  Are  advertlMd 
in  the  leading  periodicals.  Ask  yoor  Jobl>er,  or 
write  OS  for  prices. 

MAJESTIC  FDINACX  AND  TOUNMY  CI. 
3  West  Straer  Hnntiiifftoii,  Ind. 


zmnnz  ud 

DmifE  HUNS 

For  AitonobilM 
Md  MtahiMry 

Write    us    for  price 

Baldwin  Chain  and  IMfg.  Co. 
l830hancllor8t.,Worce8tor,Ma88. 

Agenta: 
H.  V.  •lEENWOOD,  16t  Uke  St.,  Ghictgo,  III. 
N.  9.  SIMMONS.  1717  BrMNlwiy.  New  Yeric.N.  Y. 


Power 
Presses 

FOR 

Sliit  Hatil  Wilt 

Writtt  for  Gatilosne. 

WAimOlY  FAUEL 
fimOIT  HM  MACnNE  COMPANY 

WatMfbury,  Conn.,  U.  S.  A. 
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HARTWELL    BROS.,  InCa  cMicucoiNgicNTs,  iLL„m. %. a, 

MaoQfactiire  a  foH  line  of  HICKORY  and 
OAK  HANDLES.  Also  GenniiM  Hand- 
Made  Split  Second-Growth  Handles. 

,  ATTRACnVB  LABELS.  enabUnrlobben 
I     to  handle  eidnsire  brands.    PROIIPT 
SmniENTS. 


THE 

"CANNON 

OILER" 


\ 


FORCES 

THE  OIL 

ANYWHERE 


ti^m  a  Foroo  Pump 

That  is  why  it  nerer  fails  to  woriL  The  apont 
cannot  clog  as  it  is  always  full  of  oil.  You 
press  the  plunger— That's  all! 

Needed  by  erery  user  of  farm  implements, 
traction  engines,  gasoline  engines,  automobiles, 
and  all  kinds  of  machinery.  That  Is  what  makes 
it  a  good  thing  to  sell. 

Made  in  4  sizes. 
Sold  by  Hardware  Jebbers.     Manufactured  by 

it.  £;  BLOOMER,  KmHhskurg^  Uh 


ZIM'S  DUPLEX 

WIRE  STRETCHER 


PatcBtc«  Jan. 


,  iee« 


Wire  always  under  control.  Stretches 
any  required   distance    without  re- 
leasing the  wire.     The  most  perfect 
tool  of  its  kind  ever  invented. 
Sells  at  sight  on^its  merits. 


BURGESS-NORTON    ft/fFG.    CO.»    Geneva*  ill. 


(PAISMTSD.) 


SOMETHING  DIFFEIENT.     SOMETHINC  NEW 

Thm  AMfy  REJiL  TOJiSTEtt 
for  gm*  and  gamollnm  mtovmm 

Om  oompanlea,  Department  Stores  tA  HMrdware  dealerf  find  It  a 
HOT  SELLER.    Retails  tte. 

Write  to-day  for  our  iiroposltloii. 

APEX  SPECIALTY  CO.       DETROIT,  MICH. 


ConvLT  BUYERS'  BBFBUNCR  TO  ADVEETISBMBNTS  on  Usr  PASSt. 
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"ANDREWS' 
SPECIALTIES" 


ARE 


Pateirted,  High  Grade  House 
Furnishmg  Necessities*  Made 
to  Please  die  Customer.  Self 
Easily  and  Pay  Good  Profits 


HIGGINS   PERFECT    FLUE  STOP 

*'Gri|M  like  •  ViM"  in  the  Hue 
Can't  be  Blown  Out 

Easy  to  Put  In  and  Take  Out 


"ANDROCK**   CARPET   BEATER 


'So  Eaay  on  tlie  Wiiat " 

Tha  Liveliest  Beater  Made 

Lively  in  Use,  and  a  Lively  Seller 


lllBUSINESS  A  PLEASURE 


MRS.  VROOMAN'S  SINK  STRAINER 

Hanga  in  the  Comer 

Keeps  the  Sink  Clean 

Handa  Never  Touch  the  Garbage 

Send  for  New  CattUogue 

Andrews  Wire  and  Iron  Works 

ROCKFORD,    ILL. 


irSuch  a  condition 
is  assured  if  you 
are  usiuff  a  rlffht 
system  in  your 
business.  In- 
creased profits 
and  thoroughly 
satisfied  cus- 
tomers—all at  a 
great  saving  of 
labor  and  worry. 

The  laber 
Perleet  Systea 

means  an  ideal 
credit  business. 

Nskssktls 

NsMOils 
Rstrsvfelewllh 


Bear  in  mind  the 
fact  that  we  have 
thousands  of  en- 
thusiastic users 
throughout      the 

m.iir.UM.iM»T.iko«tc«No.loo  country,      and 

RoU  Top  m<mUL  many  of  them  are 

enffaffed  in  the  same  line  of  business  as  you  are. 
Tou  take  no  chances  in  buying  a  HUBER. 
WriU  to-day  for  particulan 

HUBER  ACCOUNT  REGISTER  COBiPANY 

BvfialOb  New  York 


$€ 


Better  Than  Need  Be"  Goods 


ICB  PICKS— 16  stTics.  Needle  pointed,  hif  hly  tempered, 
pick  ifoiniM  are  GROUND,  not  forged,  whereby  crystallizstioo 
of  pointt  is  prevented.  This  means  much  to  the  purchaser, 
more  to  the  consdentioos  buyer.  ICE  CHISELS— 8  styles, 
made  of  tempered  steel.  LEMON  SQUEEZERS  of  the 
HIGHEST  GRADE,  made  of  solid  aluminum,  also  of  porce- 
lain and  of  wood.  LIME  SOUEEZERS-2  styles,  solid 
ahmiinum.  ICE  SHREDDERS— tempered  steel  blades.  ICE 
PLANES -with  double  edged,  hardened  and  temoered 
knives,  discharging  automatically.    Also  oM  style  ice  planes. 

Catalog  for  the  Asking 

THE  GILiCHRIST  COMPAIWY 

NEWARK,  N.  J. 
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COOLEY    WEANERS    wean  every  hme 


wmieewting. 


Animals  cannot  suck  or  hurt  other 
animals  while  wearing  a  COOLEY 
WEAKER,  but  can  eat  and  drink  with- 
out trouble.  Guaranteed  not  to  make 
the  animal's  nose  sore.  Order  from  your 
jobber.    Manufactured  by 

COOlEf  MFG.  CO.  afc5r«^i& 

Also  manafaotarers  of  Coat,  Pants,  Salt  and  Hat 

Hangers,  Carjrat  Beaters  and  other  wire  novelties. 

OUR  PRICES  ARE  RiOHT 

We  Do  Not  SeU  to  Hail  Order  Houses 


^hi\^rjVMtovQ^L. 


SCREEN    SPRINGS   AND    LIFTS 


IVoiv  Is  the  time  to  Stock  (Jp  before  Ply  Time 

8BND  TOR  SAUPItB  CARD  AKD  PRICES 

THE  WALLACE   BARNES   CO..  Spring  Makers.  Bristol,  Conn. 


Berger'sWrought  Star  Ears 

This  18  as  fine  an  ear  as  can  be  made.  Every  piece  is  perfect, 
with  fine  finish,  nicely  tinned,  same  size  and  thickness  as  our 
malleable  Star  Ears.  No.  30  corresponds  to  malleable  No.  3, 
etc.    Furnished  in  gross  boxes  or  in  bulk  to  suit  the  purchaser. 

Samples  Matted  Free  Upon  Requett, 

BERGER  BROS.  GO.      -       Manufacturers 

OFFICE  AND  STORE,  237  Arch  Street 

WAREROOMS,  ISS-IIMM  BttMul  Street 

FACTORY,  3114-16-1S.3I  N.  17th 

Philadelphia 


Fahrig  Anti-Friction  Metal 

TUC  BEST  BABBIT  METAL  ON  THE  MABl 

It  will  pay  dealers  to  handle  this  higji 
class  product.  Nothing  else  like  it. 
Write  for  literature  and  prices. 


FAnW  METAL  CO.,  Ill  in 


iSlral.NMrYafffc 
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HG  PROFTTS  FOR  YOU 


In  the  U.  S.  and  foreign  oountrleB 

■'Sfth'TplS?  25c  Befall 

The  limplest  and  meet  practical  of  any  eye  clip 
on  the  market. 
Takes  out  the  eyes  quick  as  a  wink. 
Sayes  fmit  and  saves  bother. 

Made  eillrely 
d  steel 
haidsMiely 
■lekeled. 

Erery  doien  mounted 
on  an  attractive 
Doable  Display  Card. 


i 


Its  to  tkc  Trade 


Harvey  Mannfadnring  Co. 

S49B  Crulte  Hdff.      -      lOCIESTER,  li  Y. 


NOTK  ITS  •IMPLICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaw8 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  for  Catalogue 


NEW  YORK  "^e^  CHIOAQO 

136  LIBKimr  ST.  116    LAKK    ST. 

DENVER,      208  McPHtK  BUILDING 


Do  You  Handle  Brass  Fire  Place  Fixtures? 


Yesf 


Q  Then  you  have  never  had  a  better  opportunity 
to  purchase  Andirons,  Firesets  and  Fenders  than 
now.  Qlf  you  have  our  catalogue,  make  up  a 
list  of  your  requirements  for  Spring  or  Fall,  and 
we  will  enter  your  order  now  and  give  you  the 
advantage  of  the  present  metal  market.  Q  We 
will  deliver  when  you  say  so. 


THE    ROSTAND    WFC.    CO.  ■"'c^r."."" 

Andirons,  Vetadexs,  Firesets,  Candlesticks,  Door  Knockers  and  Hardware  Specialties 
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Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND   FOR   CATALOG 

m£/i/FMFNPi/LEnO.  SAOIMAW,  MIOH.,  U.  S.  A. 

^re^v«r  York  LfOndon,  Bnsland  ^VlndAor,  CariAda 

NEW   LrllME 

**Pearoe'*  Spring  Joint  Rule3 

lilililililiffilililililMilililililililililihlilililii.l.i.l.^l.t.l.i.l^i^l.i.l/-     PRICED 

RULE 
ON  THE 
^  w»,v-  ™v.-„.  MARKET 

ii?^   RULES,  LEVELS,  PLANES,  Etc.,  PINE  NEAMW.CfNNM  D.S.  A. 


im       THE  OHAPIN-CTEPHENS  AO- 

S^tU  V  UNION    10    FACTORY  fj 


THB   BEST  AND  LATEST  IN  VISES 

The  Parker  Reinforced  Slide 

Solid  Steel  Bar  running  entire  length  of  elide,  making  it  the  strongest 


onary 

-  each 

3  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  PARKER  you  get  the  Best. 


THB  eHARLBS  PARKER  eOMPANY 

N.  Y.  S«Llesroom»  32  Wa^rren  St.  Faotori««»  Morldon.  Conn. 
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A.   Ne\^  StandaFcl  Eclipse   I^ev^el 


Mo.  ai  SOLID  CHERRY 

No.  32  THREE-PLY  CHERRY 

No.  33  SOLID  MAHOGANY 


Two  L«vel  Gl«Mes.    One  Plumb  GliM 

Side  Glasses  may  be  reversed  at  any  time;  all  easily  adjustable 

All  Glasses  in  plain  view  from  either  side 

Glasses  marked  with  two  indelible  lines 

Brass  trlmminss  on  both  sides 


THE    BAKER-IVfcIVfIL.L.EN    COIVfPANY.    Pn>priecor.of 

AKRO^a  SPIRIT  LEVEX.  WORKS,  AKRON*  OHIO 


Will  yii 

sill  Lulls 
-sill  thi 
HlgUUil 


COOK'8  PATENT  LBTBL. 


A  Tool  yoa  oan  sell  qnlokly,  profitably  and  satisfactorily  to  Carpenters,  Masons,  Bricklayers,  and  all  who 

use  Levels  or  Plumbs,  is  the 


iDAVIS  &   COOK    LEVEL. 


The  different  Lerel— with  the  bulb  seen  in  all  positions.  Under  or  orei^-or  10  feet  away.  Yon  know  the 
tronble  with  the  old  style  bolb-in-the-top  LoTel— nseless  unless  you  stand  orer  them.  For  sale  by  all  leading 
"  ^  Made  r-'- •-- 


jobbers.   Gatalofue  on  application. 

DAVIS  A  COQK, 


>  only  by 


Watertown,  N.  Y.,  U.  8.  A. 


!  Combination    Try 
and  Milre  Square 

JROSS  of  this  new  patented  Tool  Specialty 
n  of  the  old  style  featureless  Try  Square.  Not 
UT  in  one  case  you  multiply  your  single  profit 
The  goods  on  your  shelves  and  a  little  Display 
:  fellow,  take  notice!  Your  best  profits  are  in 
»rou  to  make  the  year  1908  a  profitable  one. 
[lan  you  have  any  idea.  ^i 

;  if  not,  we  will. 

RY    AND    HARDWARE    CO. 

uimionville:,  conn. 
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TUCKS' 

(BEST  IN  THl 

TUCK  MFQ.  CO^ 

TOOUS 

B  WORI,D) 

,  BroGkton,  Mass. 

THIS    MARK 

found  only  on  Oenolne  ARMSTRONG  GOODS. 

Avoid  any  Imitation.    The  mark  is  imitated— the 

quaUtv  of  the  goods  tiet^er. 

Water,  Gas  and  Steam  Fitters'  Tools,  and 
Machines  for  Pipe  Cutting  and  Threading. 
WHU  for  Complete  CatiOog. 

THE  AR^flSTRONG    ^flFG.  CO. 

291  KbowHob  St.         Brldoeport,  C«bb. 


GENUINE  BARNES 

PIPE  CUTTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot   Power    Sawinv    Machiofla 
BraM  Tubular  Steering  Wheels  lor  Yadite 

iIAVfUFA€:TUBBD  BY 

The  Barnes  Tool  Company 

NEW  HAVEN»  CONN.»  U.  S.  A. 


^ 


square:  deal,  fence 

FIELB.  RABBIT.  POULTRY 

This  is  admitted  by  experts  to  be  the  highest  type  of  wire 
fence.    The  wires  can't  slip — see  detail  illustration  of  lock. 

Our  wavy  line  strand  wire  affords  a  springiness  ten 
times  more  effective  than  that  afforded  by  short  crimps  or 
corrugations — it  enables  Square  Deal  Fence  to  recover  com- 
pletely from  sudden  excessive  strains  which  would  per- 
manently injure  a  less  elastic  fence. 

We  also  make  wire  naiis,  staples,  tarbed'wire  wad  plsfai  wire« 
and  make  a  specialty  of  shipping  mixed  carloads. 

Let  us  mail  you  a  sample  lock  for  inspection,  together 
with  quotation  on  your  requirements. 
KEYSTONE  STEEL  &  WISE  CO.,     •     Peoria*  W. 


4- 

BqowvDMlLock 
rVnat  Vtow 

< 

Square  DmI  Lodc 

SwtloMl  Vbv 

Bbowtag  botb  ttawoi 

ud   itaj  win  bint 

wlthtB  tb«  lock. 


ACME  SAW  TOOTH 

Corrugated  Joint  Fasteners,  Either 
Parallel  or  Divergent  Oormgatlon. 

DRIVES  EASn.Y--CUrS  CLEAN 

Pat  up  In  cartons  of  1,000  each  for 
shelf  hardware  trade. 

SOLI  MANUrACrUBSBS 

ACME    STEEL    GOODS    CO. 
CHICAGO  atBImBUNBWYOHK 


PteMlheBarkcfl 


The   ••A.KIN    HUSKER" 

1.— It  has  a  spring  mounted  point— a  new  and  superior  feature 
2.— It  holds  the  hand  firmly  together  making  it  impossiblb  to  jab 
HANDLE  OR  STRAIN  WRIST  and  does  uot  penetrate  the  ear  when  re- 
moving the  husks.  3.— It  removes  more  husks  than  other  pins  or 
hooks  do.  4.— It  slli>8  over  mitten  or  glove  and  It  is  impossible  to 
blister  the  hands  or  fingers.  5  — Tt  has  been  thoroughly  tested  by 
practical!  buskers  and  pronounced  in  every  way  satisfactory. 

For  8ale  by  all  Jobbers. 
SMITH  &  DAVIS,  Sek  Mnifactvcn,  AMES,   lA. 
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WIRE  CLOTH 

Largest  Assortment.     All 

Meshes.  All  Kinds.  Steel, 

Galvanized  and  other  ma-     ^'**^®*"- 
terials.    Write  us-4lit  iir  li.  B-E  Bttiligii. 

BUFFALO  WIRE  WORKS  COMPANY 


X-liieh  Sfac*.  If«.  !•  Wira 


Tlie  Old  Reliable — ^Always  Satisfactory* 

Poultry  Netting 
Farm  and  Lawn  Fencing 
Window   Screen  Wire   Cloth 
Goal  Screens 

All  kinds  of  Wire  Cloth— From  all  kinds  of  wire 

THE    NEW    JERSEY    WIRE    CLOTH    COMPANY 

-TRKlM-rOlM,     INI.    U. 


GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire  Fastener 

Sold  by  all  Jobbers 

Manufaaured  only  by 

J.  L  Clark  Manufacturing  Co. 

Rockford,  lUinois 


Patented  July  11, 1905— Other  patento  pending 

The  Sherwood  Screen 

METAL  FSAHE-ADJVSTABLE 
RUST  PROOF 

Used  as  a  PERMANENT  outside  Screen 

or  Under  the  Sash. 

raCH    IN    MERIT  LOW    IN    PRICE 

Write  for  Cataloir 

SHERWOOD  METAL  WORKING  CO. 

Uain  Office  and  Works  Chicago  Office 

SYRACUSE.  N.  Y.  706-7  MARQUETTE  BLDG. 
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WRIGHT  WIRE  COMPANY 

WORCESTER,  MASS. 
Wire  Cloth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wire  Clothes  Unes 


''fialyanized  Hex  Nettings 
and  Wire  Qoth" 

WIRED   GLfOTH,  all  kinda 

Fly  Screen  Cloth,  Pmlnted,  Gslvanixed 
or  Bronze. 
SGRIBBIVS, 

CoaI,  Ore  or  Sand. 
RIDDL,BS, 

Hardware,  Foundry  and  Coal. 

Qn&lltT  rifirht.  Prlcee  right, 
write  for  them. 

The  Lfldlow-Saylor  Wire  Co. 

ST.   LOUIS.  MO.,  U.   S.  A. 


THB  BIGELOW  WIRE  FLT  KILLER 

PATKNTED  . 

Indifpensable  for  the  household. 


SANITARY  WIRE 
SINK  BRUSH 


J.  r. 


Prevents  contagion.  KiUsbut  does 
not  crush  the  fly  or  mosquito. 
Popular  with   all   housekeepers. 

BIGEiLOW,  MA.n\ifA.ot\irer 

Woroe«ter»  M«tss. 


Non-absorbent. 
No  disease  srerm  can 
adhere  to  the  brush 

NKW  TOBK  AOBMT8: 


WILSON  BROS..  107  Chambc^  St..  N.  Y.      Display  Holder 


FLOOR  SPRI1I6  HI1I6ES  AND  DOOR  HOLDERS 


Bmmi  mmd  Kmmimmi  Ymi 

Order  from  jonr  Jobber.   If  be  basa't  them,  write  as,  bat  take  ■•  nbstltBtc 

19  Ke.de  Street  SUPERIOR    SPRING  HINGE  CO.  S22  B.  Thte4  St 

New  Ysrk  ISS  SovlH  CUntM  St..  ClUcaso.  lU.  Lsf  Anfeks.  CaL 


SprioE  Steel  SM  aod  Poultfy  Fence 


Made  of  High  Carbon  Sprint  Wire.     Suitable  for  all 

purposes.    Farm  Gates  and  Fence  Stretchers. 
SPRING  STEEL  FENCE  A  WIRE  CO.,  ANDERSON,  IND. 


ZS%  A^ore  Value  and  Costs  No  IWf  ore  Ttian  Ottiers 

Ten  Reasons  why  "Champion"  Double  Actlnc  Sprinc  HInces  Sell 

l8t.  Hol<^  Open  Feature,  Posltiye.  2nd.  Hardened  Steel  Beartngs.  3rd.  Ball 
Bearings  at  top  of  hinge  post  (out  of  the  way  from  water  and  giit).  4th.  Lat- 
eral Adjustment  for  lining  up  tlie  door.  5th.  Hinge  and  floor  plate  separable 
(easy  for  the  carpenter  to  apply).  6th.  Spring  Pivot  for  the  top  of  the  door 
(easy  and  quick  to  set  up  or  talce  down).  7th.  Quietness  in  Action.  8th.  Neat- 
ness In  Design.  9th.  Right  Up-to-Date. .  10th.  Everybody  wants  them. 
THE  STANDAKD  MANUFACTUBING  CO.,  Shelby,  OMo.  U.S. A. 
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Watrous    Rutomatic 
Door  eatch 


Xv^o-thirdA  Actual  Sixe 

PLIKp  FOR  CLOSED 


For  screen  doors,^  storm  doors,  office  gates,  etc.  Holds  the  door  tight  shut 
and  prevents  sagging  open  at  the  top  or  standing  ajar. 

Neatest,  cheapest  and  best  acting  door  catch  on  the  market.  No  templet 
needed.  Anyone  can  put  it  on  in  two  minutes.  The  lightest  trip  and  the 
strongest  hold.  Mounted  Model  frame  free  ^ith*  eaeh  first- prder  of- three 
dozen  or  more.  If  your  jobber  does  not  carry  it  write  us  and  we  will  give 
you  name  of  someone  covering  your  territory  who  does. 

Japiinned  Steel  Doer  Battens 

Half  the  weight  of  the  cast,  much  stronger, 
and  will  not  break.  No  higher  in  price  and 
twice  as  good.  Made  in  all  sizes  from  1% 
to  2^  inches.  Insist  on  having  them.  Car* 
_  .     ^       ,^  ^  ried  by  all  leading  jobbers.     Write  us  for 

Patent  appUed  for  samples  and  name  of  nearest  jobber. 

Patent  applied  for. 

THE  E.  L  WATROUS  MFG.  CO.,  Des  Moines,  Iowa 


The     up-to-date    Hardware 
Dealers     sell     the     Original 

MATCHLESS 

Floor  Hinge*  Jamb  Hingea 
and  Hardware  Specrialtiea 


If  you  cannot  procur*  of  your 
jobbtw,  writ*  ua 


LAWSON  MFG.  CO..  40  Dearborn  SU  Chicago.  III.  ^'^^;'^''l 

NEW  YORK  OFFICE.  !•!  Reade  St.  BOSTON  OFFICE.  224  Franklin  St.     Cmtmimgum  ^m.  ^ 
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c 


u 


B 


UTIS 


A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


E 
N 


nilPU-ENDSPMMSUn 


CHICAM  FUMR  HINM 


cHicAoo  sPiiM  tun 


C^ie9$o  jSpHDi^^ttllCdmpftDjIS 


CHICAGO 


CATALOGUE  ON 
REQUEST 


NEW  YORK 


STANLEY'S  STEEL  « 
CORRUGATED  STRAP 
and  T  HINGES 

LRAIIFBfl  IN  'lllKitt  UMK 

TMK    ORIQINAL. 

FLEUR  DE  LIS 
SURFACE  HINCE 

mtm^wmmwwtWk^  umm    maBBam  ■■■■^■> 

iPor  Sale  by  AA\  Jot>l>9r« 

Send  for  "Antohiography  of  a  Ymnket 

STRONG.  MASSIVE  AND  PLEASING 
TO  THE  EYE 

Bmwa  rm  of  InfrlngmtnmntM,  Don' t  gmt  atung 

THE  GRIFFIN  MFG.  CO.,  ERIE,  PI. 

Hinge,"    Mailed  Free 

THE   STANLEY    WORKS 

n  Chambers  St^             NSW  BBITA  IN, 
N«w  York                            CONN. 
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Bommer  Screen  Door  Hinges 

WROUGHT    SXEEL 

The  flies  are  coining,  how  are  you  fixed  on  screen  door  hinges?  Do  you 
stoclL  the  right  sort?  Bommer's  No.  900  is  a  new  departure  in  screen  door 
hinges,  and  is  by  long  odds  the  most  attractive. 


Style  900-Non-Holdbaok 

Wroaght  Steel  Japanned. 
Has  Iwo  bearing  Joints,  no  matter  which  end 
of  hinge  Is  oppermoet,  doabling  Its  strength 
and  dnrabillty.     The  best  and  hand- 
somest screen  door  hinge  ever  pro- 
duced. 


Style  999-HoIdback 

Wrought  Stsel  Japanned. 

Detachable  From  Door  Without  Unscrewing. 
Three  parts  only.    No  links  or  rivets. 

The  spring  and  pintle  Is  made  of  one  single 
piece  of  oil  tempered  steel  wire. 


No.  900 


Bommer 

Spring  Hinges 

are 

the  Best 

The  Springs 

Never 

Go  Lame 


No.  999 


Bommer  Brothers,  MTn.»  255  to  271  Qasson  Aveme,  Brooklyn,  N.Y. 


MONITOR  SA.SH  LOCKS 


NEVER  BREAK 

TRADE-MARK 

Your  customer  wants  them,  and 
You  sell  them,  because  they  are 
the  best 


••A  mam  tllei  payi  <»  Im*  •  hmB  frifalily" 

dk  COo    -    Genevat  Ohio 


Door  Springs 

DO  NOT  BUY  UNTIL  YOU 
KNOW  ABOUT  THE 

^Wagner 
Jointed  Spring  ^ 


WRITB  FOR  OUR  COMPLETE 
CATALOG 


WAGNER  MFG.  CO^  Cedar  Falls*  Iowa 


^^^;PpualM^ 


I  V  t         I    W  W  Li  W  HUDSON,  N.  Y. 

CLCY/ITORS-COWYCTORS  Arlington,  mass. 

SEND  FOR   CATALOG  CHICAGO.  ILL. 
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rbt  artittst  Htit  it  Lowttt  Cost 

[3  obtained  bv  using  Clayton  &  Lambert 
Fire  Pots  and  Torches.  All  our  burners 
are  exceptionally  power- 
ful generators,  consum- 
ing but  half  the  ^ksolene 
others  require.  Easy  ad- 
justment, quick  action, 
satisfactory  work  and  a 
wide  range  of  utility 
make  a  C.  &  L.  Fire  Pot 
or  Torch  a  money-saving 
and  money-making  prop- 
osition to  you.  Every 
practical  feature  that 
««?SJ?"rtS?'S?wi  over  twenty  years'  sue 
Win  Bhip  direct  If  cessful  experience  as 
l^^^^^^^^^f>  manufacturers  can  pro- 
duce, finds  its  highest 
development  in  our  line.  Material,  construc- 
tion and  lasting  qualities  leave  nothing  to  be 
desired.    Read  our  booklet.    It's  free. 


Nt.  iniB  PM 


CliytOB  i  Ltmbort  Mfg.  Ci. 


Itotrait,  MM). 
U.S.  A. 


Wood    Naivtels 

FOR.  EVERYBODY 

B«t  w*  Mil  Umb  to 

DEALEHS   ONLY 

18  years  experience  in  making 
the  most  complete  and  up-to-date 
mantels. 

Wrltm  fmr/rmm  emtmimgum, 

Bhe  mONTON  WOOD 
MANTEL   CO. 

nONTON,  OHIO 


i 

W^ 


TBIS  IS  THE  1 
TO  GET  IN  UNE II 
TWO  OF  THE 
VERY  BEST  > 


SPIIIG  ) 
?^»  SPEGULTIES 


THE    GEM    NO.    4.    with   Mlf-dosinff   door.    RURAL    MA] 

and    the    JEWEL    ALL-STEEL    25   CENT    BARN    DOOR    LATCH.      f|y^|o*|i  on  your  Jobber  farnUh 

A  catalog  of  our  fine  line  of  Specialties  free  for  the  asking.  1119191  ing  these,  or  order  direct 

THE    PECK-HAIWRl    MAHUFACTURIWC     CO..    Berlin,    Wis. 


Howland  Pump  Oiler 


U»«d  the  world  over.    Standsrd  everywhere.    Pumps 
the  oil  to  the  besrings  st  the  flnt  stroke  snd  in  just  the 
qusntity  desired. 

For  ssle  by  sU  jobbers  in  the  U.  S.  snd  CsnMla 

MAPLE    CITY    MFG.  CO. 

MONMOUTH.  ILUNOIS 

All  Of  the  Dust  With  flaOthe  Work 

Or>  K5en?aMtot' ^<^U    LOOSE  DAD 

THE    FLAIL.    DUST    BEIATER 

Manufactured  by 

USETUL  AITHXE  C0^42«  Aitani  Ave^  Mfalt.  N.  Y. 

Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    ok    Last    Pacis, 
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''BEATS  THE  dRlNDSTONE" 


OUB  GRINDBKS  AND  TOOL  8HAMPENER8 

Guaranteed  to  ffive  perfect  satisfaction.  GriDdiofr 
wheels  made  of  Alundum,  the  hardest,  sharpest  and 
most  desirable  abrasive  material  known. 

No.  O  doslaaed  for  konsehoM  me,  aad 
««■  he   wnm  by    irlctloB    aa^la^t    the 
nvliccl  •!  m  sewlDo  maelitec. 


Machine  fully  nickeled.  Send  for  our  catalofi^ue  des- 
criptiye  of  machines  that  mechanics,  farmers  and  the 
'*handy  man"  will  buy  at  a  glance. 

ROYAL  MANUFACTURING  CO/ 
2M  E.  W&bnitSt,Locasler,PaHU.S.A. 

New  YmK  17«  rtf tm  St.  HcrteH  Pvner  ft  €•„  Mgn. 
Chlcai«.  IIMIS  HkhlfU  8t,  I.  C.  Cirtte  ft  Stii,  Mgr^ 


The  World's  Carpet  Sweeper 


THE    FAMOUS 

BISSELUS 

How  ridicalous  the  foregoing  headline  would 
be  If  It  were  not  true.  Being  true  In  the  broad- 
est sense  It  can  be  construed.  It  is  only  right 
that  the  trade  should  know  the  facts  about  a 
product  they  sell,  and  for  which  such  strong 
claims  are  made.  The  title  "The  World's  Car- 
pet Sweeper'*  Is  Justified  by  the  fact  that  in 
every  country  of  the  globe,  where  carpets  and 
rugs  are  used  the  Blssell  sweeper  is  sold,  and  is 
the  acknowledged  leader.  The  Bissell  sweeper 
is  known  practically  as  well  In  Australia  and 
New  Zealand  as  it  is  In  the  United  States,  as 
it  commands  a  good  sale  in  this  far  away  ter- 

_.x ^  ._  -^dvertiged  in  the  leading  publlca- 

countrles.  The  same  metnods  of 
3n  that  we  are  using  here  are 
>diflcatlon  put  Into  effect  in  for- 
with  highly  satisfactory  results. 
Easter  Olier  now  in  force  has 
appreciated  by  the  trade,  and 
dealers  will  avail  themselves  of 
fore  the  offer  expires  May  Ist. 
_.rofit.      . 

BISSEU  CARPET  SWEEPER  CO. 

GRAND  RAPIDS,  MICH. 

(Larfett  and  only  Exihiiive  Carpet  Sweeper  Makers  in 
the  Worid) 


Bnmches 


New  York     London     Paris    Niagara  Falls,  Ont. 


Hardware  and  Implement  Dealers 


BE  READY 

to    meet  the  demand  which  we  are 
creating  for  THE 

ois  Dairy  Separator 

ive  Just  awarded  a  contract  to  the  largest  adver- 
agenqy  in  the  world  for  an  advertising  campaign, 
at  once. 

I  aggregate  many  thousand  dollars.  Bound  to 
alts  to  live  dealers. 

me  Among  Dairy  Separators 

Among  Us  Advantages  are 
[Complete  Separation  Ease  of  Cleaning 

Lase  of  Operation  Great  Durability 

mproved  Safety  Clutch  Low  Down  Supply  Can 

Involute  Turbine  Disc 

iACKED     BY     OUR     GUARANTEE 

If  Because  it  is  made  much  heavier  tlian  any  other  machine 
Hi  of  its  kind,  has  simplest  and  most  highly  perfected  speed 
nechanism  and  built  to  last  from  18  to  SO  years. 

Catalogue  and  Prices, 

American  Hardware  Mfg.  Co.9i2«3  fduoo  sl.  Ottawa,  111. 
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A  GREAT  HEAD 


HHE  head  of  the  Longden  Magnetic 
Hammer  is  the  most  unique  ever 
devised. 

It  is  strongly  magnetic  and  will  drive 
a  tack  in  the  most  inconvenient  corner. 

The  position  and  shape  of  the  claw 
brings  its  fulcrum  close  to  the  tack  and 
in  pulling  the  handle  becomes  a  powerful 
lever. 

It  snakes  an  excellent  screw-driver  or 
box-opener. 

A  postal  brings  our  catalogue 


ARCADE  MFG.  CO. 


FRCCPORT 
ILLIHOIS 


It  Pa>^s  to  Sell 


(Columbian 

Spring  Jamb  Hinges 

Spring  Floor  Hinges 

Coat  and  Hat  HooKs 
Wrot  Steel  Registers 

DlacKsmitKs'  Vises 

MacHinists'  Vises 

Joist  Hangers 

QUALITY  AND  PRICE  RIGHT 

The  Columbian  Hardware  Company 


Ask  for  J  908  Catalog 


CLEVELAND,  C,  U.  S.  A. 
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American  Ring  Co./Sr 

MANUFACTURERS    OF 

Cast  and  Wrought  Brass  Furniture  Trimmings 
in  great  variety.  Bath  Room  Accessories, 
attractive  in  design  and  strong  in  construction. 
Upholstery  Trimmings    ::    Upholstery  Nails 

BRANCH    OFFICES 


N«w  York :  1  Hudson  St. 
Boston :  17t  Summer  St. 


Chicago :  510  Hesrworth  Bldgr. 
San  Franciaco:   J68  Market  St. 


YOUR   ATTENXION, 
Just   One    Minute,   Mr.    Dealer 

JUST  GLANCE  AT  OUR 

Holland  Ventilating  Window  Lock 

Perfect   Ventilation    with  Absolute  Security 

It  locks  the  window  ot>en    :    It  IocIls  the  window  closed 

IT  LOCKS  ITSELF 

Made  entirely  of  hardened  steel  'In  five  finishes  to 
match    builders    hardware.       Sample    free   to   any 
dealer  who  asks  for  same  on  his  business  stationery,  or  we 
will   send    %   gross,  as   trial   order,  express  prepaid,   on   re- 
ceipt of  price,  $8.00. 
A8k  your  Jobber  for  It.  Don't  forget;  but  get  busy. 

Holiasd  Mig.  Co.,  18  Park  St.,  Florence,  Mass. 


ir. 

1 

Hardware 

Dealer 

I  largest  and 

YouthonldteUtlie 

t  manufac« 

HioKet.  because 

sra  of  Rubber 

they    are  toperior 

leels  and 

to  aU  others,  and 

ters  in  the 

more  mooeyin  them 

rid. 

for  you. 

WHte  fin- 
prices. 

'ite  for 

ack 

talogne 

THE 

The   . 

siELiYsnmw 

).P.ClarkCo. 

■INGE  CO. 

indsor  Locks. 
Conn. 

SMkf.OUe 
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Are  You  Alive 


to  the  fact   that   goods   of 
QUALITY  are  easy  to  sell? 

To  convince  you  that  our  CURRY  COMBS  are  QUALITY  goods,  and 
to  INTRODUCE  them  to  every  DEALER  in  the  United  States,  we  will 
ship  you 

SEVEN  DOZEN  ASSORTED  CURRY  COMBS 

The  retail  value  of  this  lot  is  $14«40»  We  will  make  you  a  special  intro- 
ductory ofifer  of  half  price,  ^^^^O^dtWvtYtd  your  city.  Cash  with  order. 


Order  Wow,  Before  Yon  Forget  It    t  Remember,  We  Piy  Ihe  FrelgM, 


The  patterns  contained  in  this  assort- 
ment consist  of  six  standard  styles  of 
Combs,  and  are  selected  by  us  because  of 
the  fact  that  thepe  six  numbers  comprised 
over  half  of  our  sales  last  year  from 
seventy-nine  patterns  sold. 


Ask  your  jobber  for  the 

ilDVANCE  **PERFECT'* 
CURRY  COMBS 

They  will  supply  your  future  neods 


Advance  Mannfaetming  Co.,  Racine  Junction,  Wis. 


BO>C 


STEEL  vs.  LEATHER 

Lawn  boots  of.  the  past  have  been  made  from 
leather,  from  aluminum,  and  from  other  materials, 
all  of  which  hav«  been  found  wanting.  The  Philips 
Lawn  Boot  of  steel  is  lighter  than  aluminum,  saves 
the  green,  does  not  wear  out  and  can  be  adjusted  to 
any  horse's  hoof,  shod  or  unshod,  is  not  affected 
by  the  dew  or  rain,  always  ready  to  use.  It  is  an 
ideal  shoe  to  meet  all  conditions. 

Satisfaction  guaranteed.    Write  for  prices. 

THE  GREGG  MFG.  CO. 

StSO  ASHLAND  RDu,  8.  E.  CLEVELAND,  OHIO 


THE   **P^01V  V* 

Is  the  very  best  Hand  Machine 

that  money  can  buy,  for  setting 

Tubular  or  Bifurcated  Rivets. 

iT*s  guarante:e:i!> 

SOLD  BY  JOBBERS  EVERYWHERE 

Made  by 

F.  H.  SMITH  MFG.CO^€kkafo.D.S.A. 

"THE  ponnr- 

CoHiuLT    BUYERS*    REFERENCE   TO   ADVERTISEMENTS    oh    Last    Pacis.^ 

Digitized  by ' 


^Google 


Apml,  1908. HARDWARE  DEALERS'  MAGAZINE  ^ 

"REVERO "  ^  Reel  Goods 


A  GARDEN  HOSE  PRACnCALLY  INI^TRUCTIBLE 

LriiCht  Stronis  ^T^ry   Flexible 

PRBB     OP     AIVY     TBIVDBNGY     TO     KINK     OR     SBPARATB 

"REVERO"  Hose  is  seamless  throushout. 

The  coastniction  consists  of  a  special  double  In-aiding  of  tightly  twisted  cotton  yarn. 
The  cover  is  composed  of  tough  flexible  rubber  to  withstand  wear  and  abuse. 
The  complete  hose  is  vulcanised  in  our  patented  rigid  mould  under  a  high  internal 
pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  mseparable  body. 

The  Dealer  will  appreciate  the  fact  that  "  REVERO  **  is  made  in  continuous  lengths 
up  to  500  feet,  thus  avoiding  remnants. 

Made  in  W  inch,  ^  inch  and  %  inch  sizes. 
Dealers  in  Garden  Hose  will  find  it  to  their  advantage  to  write  us  for  samples  and  prices. 

REVERB    RUBBER    COMPANY 

BOSTON,    MASS. 

— — — Brunches ' ^fc — 

NEW  YORK  PHILADELPraA  PITTSBURG  TOIICAGO 

NEW  ORLEANS  MINNEAPOLIS  SAN  FRANCISCO  PORTLAND,  ORE. 


rr  IS  THE  ^^MIST-UKE   SPRAY^  ™at  makes  the  | 

FOUNTAIN  SPRINICLER 

THE  BEST  SELLER  ON  THE  MARKET 


This  beautiful  mist  effect  is  not  produced  by  any  other  sprinkler  made 
Retail  price,  $1M.    Send  for  sample  post  paid  at  wholesale  price  and  let 
us  show  you  what  it  is  like. 


The  FOUNTAIN  is  the 

sprinkler  that  makes  the  observer 
ask  his  neighbor  where  he  can 
get  one  like  it 

The  Standard  Stamping  Co. 

MARYSVILLE.    OHIO 

Have  you  one  of  the  hand- 
some display  easels?  They  help 
sell  the  Fountain. 

Ask  DS  how  to  get  one  FREE 
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An 
Article 

of 
Great 
Merit 

GENUINE 
PHILADELPHIA 
LAWN  MOWERS 
FOR  1908 

The  PhUadelphia  Lawn  Mower  Go. 

31M  to  3117  Cheatnut  Street 
PHILAI>ELPHIA.  PA.,  U.  S.  A. 

l-BOW" 

sprinkler 

liWs:Mililiifto 

HTlaw  prcMve: 
iTfCit  area  with 
ler. 

)r  8  Seymour 
g.Co. 

ton,  Gonn. 

PHENIX 

HANGERS   AND 
FASTENERS 

Solve  the  Problem 

laiftolaMaiiilMe. 
WMaif   Screcaa   ani 

EaaUy  hang  or  removed 
from  Infdde.     Clean 
Windows.  Ideal  Ventl- 
lation.     So  flies,  solid 
comfort.  Retail  at  lOo., 
15c..  90c.  and  30c.  per  set 
with  screws.   For  cata- 
logue   and    trade  dis- 
ooonts  address 

Pfeerix  Mil.  Ce. 

tM  CcBtcr  StTMl 
MttwudMc.    Wte. 

NEW   MODEL 

Peoria  Lawn 
Mower  Grinder 

Note  the  heavy  cast 
support  milled  on  both 
edges.  Absolutely  true 
and  parallel.    Carries 
the  head  as  true  as  the 
ways  of  a  lathe. 
No  cold  rolled  shaft- 
ing to  spring  or  be  out 
of  alignment. 
Will   grind    any   reel 
r  right  or  left  hand,  reel 
lower,  handle  on  or  off, 
happen  to  come  in,  and 
perfectly. 

Be  sure  and  ask  your  Jobber  first.      pEQUIA    fj^flfl    MOWER    GRINDER    CO. 

If  he  can't  supply  you.  write  us.  ^^I  South  Washington  St.,  PEORIA,  ILL 
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The  1908  Model  of 
IDEAL  LAWN  MOWEI 

Will   grind   either   right   or    left-h  and  mow< 
moving  ratchets  or  wheels,  with  handle  on 
6-inch    genuine   carborundum   grinding   whec 
as  easy  running  as   any  other.     Has  brass 
automatic  stop   feed,    and   no   slipping  belts, 
shafts  used,  and  tested  perfectly  true.    We 
are  the  originators  of  Lawn  Mower  Grind- 
ers, and  five  years'  experience  has  shown 
us  how  to  make  them  perfect.    Others  imi- 
tate as  near  as  they  dare. 

Send  for  circular  describing  our  nejv 
method  of  grinding  lawn  mowers.  Satis- 
faction guaranteed. 


THE    ROOT    BROS.    CO. 

PLYMOUTH,    O. 


qpW.A      I    r^  A.r\T^t^ 


Al 


nted 


roR 

LAB 


l/AKL  lUdi^bKllji^        CUCVELANDw  OUO 


Law 


S#lling  Agents.  J.  C.  MoCARTY  &  CO. 
12  M\may  Strttet  If ww  Yerk.  If.  Y. 


Apollo  Lawn  a 

THI  NIWIST  TBUK  OUT    ANB 
ir  DOES  TIE  WOU 

A  QUICK  SELLER 
A  GOOD  PROFIT  MAKER 

Attractive         Serviceable 

Practical 

Satisfaction  Guaranteed 

THE  aREENE  MFQ.  CO. 

SPMNCFIELD.    OHIO                      !».«•  fr  ••«•«••  ..itf  JN^bM                  '''''''     '='^''^^ 

m^m 


<(i 


Snap"  Hose  Coupling  improved 

Will  delight  your  trade  and  pay  you  a  good  profit. 
With  our  advertising  matter  and  a  little  push  you  can  sell 
a  gross.    A  sample  free  to  any  dealer. 

An  Independent  Seller 


THE  NELSON  &  MORRISON  MFG.  CO.,   PEORIA,  ILL« 
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Stiarpener 

BIO   SBI.LBR.        GOOD   PROF'IT. 

No  Fife.    The  "EUREKA"  shtrpens  true  Adverttoed  in  M«ir«ilnei.   Retolla  forJSc. 

Ljl^At^^^A^^A^JZ  Swnple  sent  on  request  and  lie.  postage. 

irom  ena  10  ena  ana  gives  ^1,^  ^Eureka"  learns  the  man  to  adjust  his  mower,  which  is  ncces- 

uie  proper  shear.  sary  to  know,  as  there  is  no  mower  that  will  adjust  itself. 

EUREKA    SHARPEINER    COMPANY*       Detroit*    Mlctitgan 


THE    EASY    LAWN-IVflOVVER    SHARPENER 

A  ready  seller.    N  ice  margin  of  profit.    The  EAST  sharpener  Is  the  only  sharpener  (hat 
can  be  attached  instantly  and  withoat  first  adjusting  screws  which  makes  the  use  of  other 
sharpeners  almost  impossible  by  any  one  other  than  an  experienced  person  or  mechanic. 
SHARPENS  ANY  SIZE  LAWN-MOWER  20  TINES  FOR  35  CENTS. 

Detroit,  Mich.,  Sept.  20th,  1M7. 
National  Machine  Sk  Stamping  Co.  Gentlemen:— I  have  used  yoar  sharpener  as  well 

as  the which  is  the  only  competitor  that  you  have  and  am  frank  to  say  that  the 

EASY  has  given  me  the  most  satisfaction.    Respectfully  yours,  Chas.  Mlrault. 
Send  for  catalog  and  prices.  Note  :  We  also  manufacture  Dishwashers  and  other  labor 
saving  machines  for  the  house. 
NATIONAL  MACMNE  A  STAMPING  CO., Detroit,  Michigan,  U.  S.  A. 

Th#  oMMinhu  nQd  Best  Semng  CRASS  CARRIER  on  the  market 

III**  Adfnstable 

If ER**  Adfustal 

rOR**  Ad|iifttabl( 
torn  Metal  Froi 

m  ysnr  jobbsn— If  thsy  hart 

e  make  these  carrisrs  in 
ular  sizes  to  fit  12  In.  to 
and  18  In.  to  32  in.    We 
^     also  make  special 
^        sizes  to  order. 

LUSEMFG.CO. 

ION  CITY,  ILL. 

<  VI  u>«7«  ly  located  in  Chicago,  111. 


K"  GRASS  CATCBER 


New  Styles  Ne.  ••  fO.  11 


ISO 


iiPROVED  mON  HANDLE 
UFT  rr   OFF  TO  EMPTY 

Have  either  Duck  or  Galvanized  Steel 
Bottoms,  Rotind  Back,  Heavy  Duck  Sides. 
Has  our  New  Improved  Eye  Brackets  for 
attaching  to  mower,  also  Improved  Hook, 
which  is  permanently  attached  to  catcher 
and  hooks  over  handle  of  mower.  Catcher 
is  attached  and  detached  instantly  with  one 
hand. 


THE  SPECIALTY  MFG.  CO. 

Made  in  Two  Siiet.  ^JgJ^^^^^^  •»'  Sto  or  Make  ST.  ANI1«IY  PAII,  HiNNEStrA,  0.  S.  A. 


AN  ALL  STEEL  BARROW 

That  Is  all  steel ;  cartfally  pat  together  *  renewable  shoes  on 

legs;  band  around  rim;  tray  double  thickness  at 

comers  •  weight  carried  well  over  wheeU 

No.  85A    Medium.  4  Cubic  Feet  CapMltjr 

No.  8»A    Lwo«»        ff        -  •• 

SYBACUSE  CHELED  PLOW  CO.,         Syraooe,  N.Yh  U.  S.  A. 


Consult    BUYERS*    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pages. 

Digitized  by  Vj 


oogle 


Vpril, 


190S. 


tiAkDWAkB  D^AtEk^  MAGA^Ik^ 


891 


Don't  Overlook 

A  line  of  drinking  water  and 
kitchen  iUUrs  when  doing  your 
spring  buying.  In  demand 
everywhere.  Lynn  Filters  are 
known  and  advertised  all  over 
the  country.  Handsome  appear- 
ance, best  possible  construction,. 
I  in  all  sizes  and  c^padtiM. 
Write  fyr  our  Catalog  before 
purchasing.  Special  discounts 
•    •  "lio  IT 


to  dealers. 


IT  NOW/ 


CINCINNATI.  OHIO 


The  20th  Century 
MaUBox 


Finished  in  Aluminum 
or  dead  black. 

Inside  dimensions 
Mx5Hx2M  Inches. 

Order  by  NAME  from 

YOUR    JOBBER, 

W.F.IIEISEIIFG.CO. 

MUnlsaPark  CmvI 

cmcAco,  - 


T..Wliite 

Mop  Wringer 

tho  much  imitat- 
ed, is  never 
equaled. 

It  wrings  the 

mop  SO  dry 
with  such  per- 
fect ease! 


ASK  FOR  CATALOG 


WHITE  MOP 
WRINQER  CO. 

FULTONVILLE, 
NEW  YORK 


Freezes  two  flavors  of  Ice  Cream  or  an  Ice 
or  Sherbet  and  Ice  Cream  at  one  and  the 
same  time,  in  one  freezer — Some- 
thing entirely  new — never  done 
before. 

"THE    OLD 

FAVORITES" 

THBY  BXOBL  IN 

d  Basy  RunnlnB 

Quiok  Fr««ilnB 
Boonomy 
Oonv«nl«n4M 
Pniotloai  Results 


utatlon 


AMERICAN  TWIN' 


Sold  by  leading 
jobbers 

Catalog  sent  free 


'UGHTNING* 


*GEM' 


*  BUZZARD' 


THE  BEST  ICE  CREAM  FREEZERS  in  practical  use,  because  couTenient,  compact 
in  size,  use  smallest  amount  of  ice  and  salt,  run  easilj,  freeze  quicklj,  produce  smoothlj 
frosen  creams  or  desserts  with  little  bother  and  Isss  work, 

North  Bros.  Mfg.  Co.,  Philadelphia 
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••SNOW    FLAKE »• 

(TBADB  MARK) 

lee  Cream  Freezer 

"A  Square  Proposition" 
"High  OuaUty"       "Low  Price" 

It  does  the  work,  and  does  it  well, 
with  one-half  the  ice  used  in  the 
tub  variety. 

Easy  to  Operate        Easy  to  Qean        Easy  to  Store 
siiviple:    durable    sanitary 

Profitable,  for  ttie  Dealer 
Made    In   four   sizes— 1  qI.— 2  qI.— 3  IqI.— 4  qI. 


The  Snow  Flake  Mfg.  Co. 

225  Fifth  Avenuet  New  York 


and  a  Candle  are  all  you 
need  to  make  a  permanent 
^        repair. 

WARE,   Etc.,    Etc 

USE 

Pw  Sato  Bvsrywhtf* 
rr  TO  THE  TRADE 

Street,  Boston,  lass. 
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The  Eagle  Tool  Co.,  Nlfrs.,  Dept.  8,     Cincinnati.  O.     «•  MOli  H*M  wni. 


Herrlck  Refrigerator  Co. 

FACTORYj  WATERLOO.  IOWA 

High  Grade  Refrigerators 

For  Ftmily,  Fine  Reskleoce,  Grocery, 
Hotel  and  Restaurant  Use 

Fliest  Dry-Atar  Systen  of  RdrigeratloB 

Very  Economical  In  Operation  and 
•  Built  to  Lest  a  Lifetime 


SANITAIT  AND  ABSOLUTELY  DIY  INSIDE 

DEALERS:  Secure  protection  by  handling 
HIGH  GRADE  GOODS,  built  on  honor  and  at 
no  greater  cost  than  common  lines. 

THE  HERRICK  DRY  AIR  SYSTEM  is  sold 
by  the  leading  dealers  of  the  United  States  because 
ther  know  they  are  right  by  actual  test  and  will 
do  just  what  we  represent. 

Give  your  customers  the  highest  srade  value 
for  their  money  and  your  trade  will  continue  to 
Brow.    Write  to-day  to 

Herrlck  Rdrigcrator  Co.  ""B$^^* 


"THE  ARROW   CAN    AND   PAIL'' 

Trodf  Mark  rtgUtered  U.  8.  Pat.  Office 
F'OR    A8MK8     AfMO     QARBAGIK 

MADS  IN  SIX  SIZES 

Body  Is  one  piece,  having  flutes  ineMe  of  which  are  steel  rods  run  through 
holes  in  solid  top  and  ^olid  bottom,  making  It  impossible  to  puU  the  bottom 
and  top  apart.    For  full  Particulars  and  Prices  write  to 
THB  ARROW  OAN  OO.  36  Warr«n  Street,  Now  York 

Sole  Agents  for  Canada,  Thob.  DatidsoK  Mfo.  Co.,  Montreal,  Canada. 
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The 


SNCWJiWHITE 
Rotary  Washer 

Doe«  a  bigger  and  better  •*  WASH  "  in  less  time  with  less  worry 
and  less  work  than  the  Just-as-good  kind.  For  that  reason  it's 
the  all-year-round   favorite  among   thrifty  housewives.     It's 


POINTS    OF    EXCEJULENCE : 

ANTI-FRICTION  ROLLER  GEARING 

SLIDING  BLOCK  OR  DASHER  OF  HARDWOOD 

TUB  OF  FINEST  LOUISIANA  RED  CYPRESS 

CORRUGATED  STAVES  AND  BOTTOM 


HaidMmdy  Ftehhed       EasyKmuiim       EasySelitag 

You'll  have  to  search  loov  to  find  its  equal  anywhere  as  a 
washer  and  seller. 

The  UncstlOB  Re  mala*  t   Hew  liaay  Do  Yoo  Need? 

Let  us  tell  you  about  the  rest  of  our  line. 

H.  F.  BRAMMER  MFG.  CO.,    DAVENPORT,  IOWA. 


Eagle  Nop  Wringers 

h&v*  bem  TESTED  SLud  PROVEN 

TUB   :be>sT 

f 

8  Years  on  the  MarKet 

More  Sold,  than  all 
Others    Combined 

R.EASON 

Best  Built       Most  Practical 

EAGLE  COOPERAGE  WORKS 

Solm  Manufacturmn 
CIRCLEVILLE.   OHIO 

Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Pages, 
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BOSS"  Clothes  Washer 


Positively  the  most  satisfactory  washer  ever  put  on  the  market.  Is  the  most  profitable  for  the 
dealer  to  handle  because  it  sells  Itself,  stayf  sold  and  every  one  makes  a  pleased  customer  and 
will  cause  the  sale  of  others. 


It  is  constructed  on  the  proper  principle  and  we  can  positively  state  and 
guarantee  it  to  wash  clothes  cleaner,  quicker  and  with  less  operative  power 
and  less  injury  to  clothes  than  any  other  washer. 

lifade    In   Ttiree    Sizes 

Place  your  order  now  and  be  prepared  to  meet  the  usual  heavy  Spring  demand.    Address 

THE  BOSS  WASHING   MACHINE  COMPANY 

CINCINNATI,    OHIO 


HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware   Works,  Mfrs. 

ST.  JOSEPH,  MISSOURI 


The  Real  Loose  Handle  Pot  Cover 

The  Spring-In  Handle  Pot  Cover,  the  only 
one  that  does  not  require  hammering.  Put  out 
in  two  different  sized  cabinets.  If  you  do  not 
know  the  proposition  write  to-day. 

Lasher  Mfg^  Gom 

DAVENPORT,  iOWA 

Also    Makers    of    the    KITCHEN    KUMFORT    PLATE    SCRAPER 
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^he  White  Washer 

The  GreeLtest  of  qlII 

Momentum  WasKers 

A  Few  Points; 

DOUBLE  BALL  BEARING  FLY  WHEEL  UNDER  THE 
TUB:  HIGHEST  SPEED:  EASIEST  RUNNING 
QUICKER  REVERSE:  FOOT  POWER  ATTACHMENT 
TUB  OPENS  WHEN  MACHINE  IS  IN  FULL  MOTION 
FIVE  YEARS'  GUARANTEE:  SOLD  TO  ONLY 
ONE    DEALER  IN  EACH  TOWN. 

Get  Acquainted  with  the  WHITE  WAY 

WHITE  LILY  MFG.  COMPANY 

1531  Rockingham  Road  Davenport,  Iowa 


The  Coffleld 

Power 

Washing 

Machine 


a  Strictly  a  self-woridng  washer,  operated  by  the  City  water  pressure  and  some- 
thing the  people  want.  ^  The  Motor  is  made  of  brass  throughout  and  will  not 
rust.  It  is  simple  and  strong— never  gets  out  of  order  and  will  last  a  lifetime. 
(I  The  tub  is  built  from  a  selected  grade  of  Louisiana  cypress,  the  best  material 
obtamable  for  the  purpose;  filled  and  varnished  in  a  natural  finish.  The  entire 
construction  is  such  as  to  make  this  the  most  durable  and  sanitary  Washer  on  the 
market  4  DONT  MISTAKE  "THE  NAME.  The  "COFFIELD"  is  the  BEST 
Motor  Washer  on  the  market-  and  the  one  you  want  to  handle.  A  good  machine 
—a  good  profit  to  you,  Mr.  Dealer— and  money's  worth  tor  your  customer^.  That 
is  our  combination. 

WRITE  us  TO-DAY  FOR  DBSCRIPTIVM  CATALOG  AND  PRICES. 
YOU  WItL  BE  INTERESTED. 

P.    T.    COFFIELD    &    SON,  Dayton,  Ohio 


Headquarters  for  Quick  Selling  Specialties 

WRITE  US  FOB  PRICES  AND   DISCOUNTS  ON 

FIVE  A!«f  TEN  CENT  GOODS 

NICKEL  PL4TBD  HAMMERS.  ETC. 

Our  line  Is  not  eqoaled  In  qoaUty,  style,  finish  and  price.      Let  us  prow  tW*  oMortion. 
Our  Catalogue  will  interest  you. 
PRWNici^IN   SPECIAX-TY  CO.,       811   Cherry  St.,   Readino*   !*«• 
■^■*^~*^  NEW  YORK  omCE:    S.  J.  ElMmnanii.  102  Chambers  St. 
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14  Will  Pay  You 

to  get  our  prices 
TEA  AND  COFFEE 
STRAINEKS 

Sample  on  request. 

rorttr  Mack.  8  ttamp'f  Wki* 

Gragory,  Mich. 


UMBRELLA 
CLOTHES  BAR 

ORYINq'  Handy  in  Laundry,  Kitchen  and 
Nursary  • . .  Handy  Every  where. 
Bach  arm  one  piece,  Iciln  dried 
liardwood,worlcs  Independently 
NIARTCR088  CO.  Mfra. 
40  Dearborn  Strett,  CHICAGO 


and  yon  will  bundle  DOBSON 

MOLDERS'    TOOLS 

Established  1886 

'WM.  DOBSON 

No.  7M  CanaMota,  N.  Y. 


lAFHTTE 

THE  PHILLIPS-LAFFITTE  CO. 

Pmm  BritdlM.  Pblladalpkla,  Pa. 


WElDWa 

piaiES 


PARKER  WIRE  clS:^ 


•ter.  Mmmm^  U.  8.  A. 

Manofactarers 


.^rs::^!  Wire  Hardware 


Write  Oa  far  PrteM 

N«ir  Yorii  OCm.  1*7  Ctaabm  Strwt 
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Bdwl^MK.  Ct.,  St  rndtlOuk 


Angle  Benders 

We  make  hand-power  hend- 
s.  en  for  forminf  aac lea  In 
\  atock  lln.  thick  and  ondar. 

Light  stock  can  he  bent  cold 


WALLACE 
•  W. 


SUPPLY 
St. 


COMPANY 
CinCAGO,  ILL. 


«•  YANKEE**  CAN  AND  ROTTLE  OPENER 

-TmCapa 
PnOfCerks 

•pent  <^ 

A    BIO    I^EIADER   AT    lOo 


^j  .  .  Coats  you  no  more  than  the  ordinary 
Write  us  for  name  of  nearest 
Jobber. 

Taylor   IVf f g.  Co. 

HARTFORD,  CONN. 

AiERIGM  TOOL  ONEST  GO. 


100  West 


Factory  and  Salearoom: 

SIm  new  YOIE,  II.S.A. 


TOOL  CHESTS:  aU  aizea,  complete  with  toola,  for 
Boya,  YoutiM,  Gentlemen,  Fanners,  Railroada 
and  Carpenters'  use;  also  Tool  Cabineta,  Machin- 
iata^^i^Electriciana'  and  Pipe  Fitters'  Empty  TOOL 
Affenta  for  Steel  Tool  Chests. 


CHESTS. 

SEND  for 


LATEST   CATALOGUE 


ABKRIMATMV 

RAPID  AGTINO  VISES 

For  Pattenunakers,  Csbioet- 
BMkert.  Carpentert  and 

MANUAL  TRAINWa  SGNOOL  EQUIPMENTS 

l*articulars  aad  Trade  Diacooots  Upon  Application 
THE   ABERNATHY  VISE   A  TOOL    COMPANY 
331  Englewfxid  Ave*,  Chicago,  lU, 

ORNAMENTAL  FENCES 


Iron  or  Wire, 
built  to 
srour  order. 


The  flneat  at  loweat 
prioea.  Satisfac- 
guaranteed 


Ejrtarprlan 

ro«Jryai 


C0HUIS.taalik 


No.  4  MONARCH  TACK  PULLER 


Made  of  STEEL,  nicely  nickel  plated,  NOT  of  the  CHEAP 
CAST  IRON  type.  The  only  thing  cheap  about  It,  Is  the 
PRICE.    Manufactured  by 

The  Bills  Manufacturing  Co.,  Milidaie.  Conn. 


JV«L    11. 


Pat 


BIGGEST  SELLER  UaoBond  Sink  Cleaner 


IN 


WIRE  GOODS 

The  only  SmoItcIess'Broilcr,  and  ideal  Toaster  for  gas 
or  oil  stovesj  also  French  Fryer.  One  dot.  in  box.  In- 
structions with  each  broiler.     Immediate    shipments. 


JM  Answering  Advebtisbments  it  is  Desirable  that  Vou  Mention  HARDWARE  DEALERS' MAGAZINE^ 


No.  27 

Steel  and  Rubber  i 
scraping  edge,  gets ' 
into    the   oomers. 
Drains  the  refuse.     Heavily  Ja- 
panned  and  Baked,  best  and  moat 
praotioal  Cleaner  on  market. 

66#   Bridgeport    Wire   Goods   Co. 

BRIDGEPORT.  CONN.       v^^rrfp 
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tiAkDWAkE  DMLEkS'  MACA^lkE 


knxL,  IM. 


The  Hold  'Em  STSSt"?!^ 

The  only  trap  made  from  which  escape  is  impossible.    Costs  no 
more  than  the  common  laced  trap;  sells  at  big  probt.    No  complaints 
about  rats  getting  out  of  the  Hold  'Em.    Ask  your  jobber  for  them. 
I  J.  C.  McCarty  &  Co..  New  York,  N.  Y. 
AGENTS  <  Henry  Keklel  &  Co..  Bftlthnore,  Md. 
i  Wm.  P.  Horn  Co.,  San  Francisco,  GaL 

Msnufsctured  WoFcester  Wifc  Novclty  Co.,  Ganton,0. 


ROOFING  SLATE 

SUTE  BUCHOMDS 


-EstablislMdl884- 


L  J.  JOHNSON  CO. 

38  PARK  KOW,  NIW  TORE 

QUARRIES:  Pcnaaylvania  and  VermMil 

Prices  quoted  delivered  anywhere.   Booklet 
sod  conplele  Price  list  oa  AppUcatioa. 

Wire  InqviriM  Given  Qniek  Attanlian 


BARRETT'S  STANDARD  GL.ASS  CUTTERS 


25  atylea  and  they  alf  cut.     On  the  market  15  years  and  uaed  the  world  over.     Cannot  we  intereat  you  ? 
Write fi>r prices,  w.    L.    BA^RRETT,    ^4fr.,    Bristol,    Conn.,    U.    fS.   A. 


Garland  Nut  and 
Rivet  Company 

Pittsburgh,  Pa. 


BOLTS 
NUTS 
RIVETS 
PUMP  CHAIN 


USED  ON 
AUTO  ANTI-SKIDDim 

CHAIN  TIRE  «RIP«. 
'    DRILL  PRESSES. 
TEXTILE  MACHINERY 

.  WIND  MILLS,  Elo. 


Mid*  In  8  lltM,  lr*M 
1/S"t«B/16"«lN. 


issa 


TWIST    LINK    MACHINE 


1»08 


ONE  OF  OUR  SFCCIALTIES 

l;rn.Vhe";^"j;:^:<"°'"''"  wooDNOusE  cnain  works,  trenton,  n.j. 

Also  Manufacturer  of  All  Kinds  of  WcMed  Link  Chain. 


Hardware  Stores  For  Sale^  ete. 


ADVERTISING      RATB8      7  3      CENTS      A      LrllWB 


TURNBUCKLrES 


MERRILL  BROS,,    Maspeth,  N.  Y. 
MeWIINNIE  WIEEL  BARROW   WORKS 

POU«HRBEPt»lB.  N.  Y.,  U.  0.  A. 

Manufacturer  of  all  kinds  of 
Wooden,  Steel  Tray  and  Steel 
Tubular 

Wheel  Barroivs 

for  railroad,  coal,  stone, 
mortar  and  garden  use. 

SEND  for  Optical  trade  catalogue,  including  com- 
passes,  magnff/ing  glasses,  etc.  u  Manasse,  88  Madi- 
son street,  Chicago. 

CLENDENNIN  BROS.,  Baltimore.  Md.,  Soldering 
Coppers,  Co]         —..«-«.-  «... 

Burs,  Brass  

and  ingot  Copper,  Shoe  Tacks. 


>pper  Nails  and  Tadn,  topper  RiTcts  and 
Shoe  Nails,  Iron  Cobbler's  Nails,  Sheet 


HUBERT  E.  PECk,  626  F  St,  N. 
W.,  Washington,  D.  C,  Consulting 
in    Patent   Causes.    U.    S. 


rH  I  L  n  I  0     Expert    in   l^ate'nt    Causes. 

and  Foreign  Patents.    Send  for  leaflet  on  "Rejected 


Patents  Applications." 


TO  LET,  in  Summit,  N.  J.,  two  adjoining  stores, 
60  X  100  feet,  together  or  separately;  suitable  Hard- 
ware or  an/  business.  J.  E.  Murphy,  417  Morris 
Ave.,  Summit,  N.  J. 

IN  HEALTHFUL  COLORADO— The  best  located  and 
equipped  Hardware  business  in  Southwestern  Colo- 
rado. Fine  climate,  richest  ar^riculturaL  fruit, 
mining,  lumbering  and  stock  section  in  the  west. 
Address  The  Independent  Hardware  &  Lumber  Co., 
Durango,  Colo. 

WANTED— Exclusive  sales  agency  for  New  York  ter- 
ritory for  some  standard  machine,  tool,  or  hardware 
specialtT.      Address     "Exclusive,''     aare     Hardware 


ealers^  Magazine,  t68  Broadway,  New  York. 

WANTED — Salesman  calling  onifetove  manufacturers. 
Excellent  side  line.  Address  M.  D.  Squier,  910 
Baldwin  Ave.,  Detroit,  Mich. 


Q©Ov 
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Myers  ft  Bro.,  F.  E 738 

Mlddletown  Mfg.    Co 860 

N 

Nashua  Till  Co 738 

National   Mach.    ft  Stamp- 
ing  Co 800 

Nelson-Morrison  Mfg.  Co.. 888 
N.  England  Enameling  C0.866 

New  Haven  Clock  Co 744 

New  Jersey  Wire  Cloth  Co.877 
New   York  Sporting  Goods 

Co .\....r. 717 

Nicholla  Mfg.   Co 875 

Nicholson    File   Co 812 

Nickel  Plate   Stove  PoUah 

Co 730 

Northfleld  Knife  Co 710 

North  Bros.  Mfg.  Co 881 

North  ft  Pfeiffer  Co 862 

North  Wayne  Tool  Co 716 

Norvell  -  Shapleigh      Hard- 
ware   Co 866 


Ohio  Cooker  Co.,  The 745 

O'Neill  Elevator  Co 736 

Oneida  Community,  Ltd... 860 
Osgood  Scale  Co 887 


Page-Storms  Drop  Frg.  Co. 731 
Palmer  Co.,  The  I.  E....718 
Parker   Wire   Goods   Co... 887 

Parker  Co.,   Chaa 874 

Peck,    Hubert  E 898 


Peck-Ham  re   Mfg.    Co. 

~  ipper.  Joseph  E. 

Pelouae  Scale  ft  Mfg.  Co.. 735 


Pepper.  Joseph  E 686 


Johnson  Co..   E.   J 888 

.lubnson's    Arms    ft    Cycle 

Works.   Iver   760 

Johnson.    Wm 719 

K 

Kampfe  Bros 709.  912 

Eeyatone    Steel     ft    Wire 
Co.    .87tf 


Peoria  Lawn  Mower  Grinder 

Co 888 

Perfection   Mfg.  Co 715 

Phoenix   Mfg.    Co 888 

Philadelphia   Lawn    Mower 

PhiUips-Laffltte  Go.','  The!  !887 

Pike  Mfg.  Co.* 685 

Porter,  H.   K 911 

Porter   Machine   ft  Stamp- 
ing Works 887 

Prltchard-Strong  Co.,   The. 727 

Prouty  Co.,  Ltd.,  T.  C 862 

Pullman  Mfg.   Co ...686 

R 

Ramsdell      Inverted      Gas 

Lamp   Co 808 

Read  Mfg.  Co.,  O.   B 911 

Reading    Hdw.    Co 911 

Reliable  Incub.   ft  Brooder 

Co. 744 

Reliance  Edge^Tool  C'0....868 

Revere  Rubber  Co 887 

Richardson  B.B.  Skate  ro.723 


Robertson,    Arthur    R 728 

Rock  Uland  Tool  Co 873 

Roller  Cabinet   Works.... 784 

Rollman  Mfg.  Co 893 

Root  Bros.   Co.,   The,         

717,  864.  889 

Rostand  Mfg.  Co 873 

Royal   Mfg.    Co 883 

Russell  ft  Erwln  Mfg.  Co. 691 

8 
Salnson  Cordage  Works... 912 

Schollhoru  Co.,  Wm 912 

Sheffield  Hfg^  Go.   ........745 

Sheip  Mfg.   6)..  H.  H....739 

Shelby  Spring  Hinge  Co.. 885 

Shelby  Steel  Tube  Co 872 

Sherwood  MeUl  Wrkg.  Co.877 

Silver  Lake  Co 743 

Simonds  Mfg.   Co 869 

Smith  ft  Davis  876 

Smith  ft  Bgge  Mfg.  Co... 747 
Smith  ft  Hemeuway  Co..09() 
Smith  Mfg.  Co.,  F.  H....886 
Snow  Flake  Axle  Grsew  Co. 730 

Snow  Flake  Mfg.   Co 802 

Solderene    Co 892 

Sommer's  Son,   John 912 

Specialty   Mfg.   Co 89U 

Spring  Steel  Fence  ft  Wire 

Co 878 

Standard  Cash  Reg.   Co.  ..726 

SUndard   Mfg.    Co 878 

SUndard  Stamping  Co 887 

Stanley   Rule  ft  Level  Co.e97 

SUnley   Works    880 

Star  Expansion  Bolt  Co... 685 
SUrrett  Co.,  L.  S.,  The... 748 

Stephenson   Mfg.    Go 861 

Stevens  Arms  ft  Tl.  Co.,  J.910 
Stlmpson  Scale  ft  Mfg.  Co.736 

Stowell  Mfg.  Co 897 

Superior  Springe  Hinge  Co.878 
Sycamore  Wagon  Worka..737 
Syracuse  Chilled  Plow  Co.  880 
Syracuse  Twist  Drill  Co. .  .860 


Taplln    Mfg.    Co 726 

Taylor  ft  Boggis  Fdy.  Co.740 

Taylor  Mfg.   <S) 897 

Three-ln-One    Oil    Co 804 

Tower  ft  Lyon  Co 735 

Townaond  Co.,  C.C.  ft  B.  P. 740 

Tuck  Mfg.  Co 870 

Turner    ft    Seymour    Mfg. 

Co.,    The    888 

Turner   Brass    Works 730 

U 

Union  Cutlery  ft  Hdw.  Co. 875 
Union  Elev.  ft  Mach.  Co..7.')8 

Union  Fire  Arms  Co 720 

Union    Hardware   Co 72.1 

Useful    Article    Co 882 

Utlca   Drop   Forge   ft  Tool 
Co 690 


Yandegrlft  Mfg.  Co.,  The. 731 

W 

Wagner   Mfg.    Co 881 

Wall  Mfg.  Supply  Co.,   P. 080 

Wallace   Supply   Co 887 

Walworth  Mfg.  Co Oil 

Ward  Safety  Racor  Co 710 

Waterbury  Farrel  Fdry.  & 

Mach.   Ce 809 

Watrous  Mfg.  Co..  B.  L..879 
Waveriy   W'denware   Wks.805 

Weiss,  L.  T 715 

White  Lily  Mfg.   Co 896 

White  Mop  Wringer  Co... 891 
Wiehusch  ft  Hilger,  Ltd.. 608 

Williams  ft  Co.,  J.  H 733 

WiUlamson    Wire    Novelty 

Co.,  C.  T 725 

Windsor  Stephens  ft  Co.. 747 
Winalow  Skate  Mfg.  Co... 719 

Wlss  ft  Sons  Co..    J. 717 

Woodhouse  Chain  Wks 898 

Worcester      Lawn     Mower 

Co 889 

Worcester     Wire     Nov**lty 

Qq g^ 

Wright  'wire  'co* '!.'!!'.!!  .878 


Yale  ft   Towne   Mfg.   Co.  .689 
Yawman    ft    Knapp    Mfg. 
Co 716 
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CAREFULLY    CONSULT    the   adTertUiic    page*  (or    announcemenU    of   leaaoiiable    loodi   and    lacdal 


ofFera.    It  im; 


service. 


If  you 


ays  evenr  Buyer  to  keep  posted, 
don't  find   wbst  you  want  write 


us.    We  have  a  complete  caUlogue  file  which  we  place  at  your 


AbraalT«   Materials 

OartMnindum  Go.,  Niagara  Falls, N.Y. 
Pike  Mfg.  Co..   Pike»  N.  H. 
Aceonikt  Regriater 
Huber  Account  ft  Register  Co.,  Buf- 
falo.  N.   T. 
Adjusters,  BUnd 
OolumbUn  Hdw.  Co..  Cleveland,  O. 
Ives  A  Co.,  H.  B.,  New  Haven,  Ct. 
Millers    Falls   Co.,    28  Warren    St., 

New    York. 
Russell    A    Brwin    Mfg.    Co..    New 
BriUin.    Ct. 
Adjusters,   Casement 
Reading  Hardware  Co.,  Reading,  Pa. 
RusseU    A    Brwin    Mfg.    Co.,    New 

BriUtn,    Ct. 
Tale  A  Towne  IdUg.  Co.,  0  Murray 
St.,   New  York. 
Adjusters,    HanamoelCt    Rope 
and  Strap 
Covert  Mfg.  Co.,  Troy.  N.  Y. 
Aarrlenltaral  Bue  Tools 
North    Wayne  Tool  To.,   Hallowell, 


Antontoblle  lAiaps 

(See  Lamps.) 
Anioimobtle  Bapplies 

EzcelBlor    Supply    Co.,    28 


283-37    Ran- 
dolph St.,  Chicago, 'ill. 
Gilbert  Mfg.  Co.,  The,   New  Haven, 


Me. 
Asrloaltaral    Implements 

Allen   A  Co.,    8.    L.,    Box   1100   H, 

PhUadelphU,    Pa. 
Myers  A  Bro.,  P.  B.,  Ashland,  O. 
AdTertislBir  NoTeltles 
Taylor  Mfg.   Co.,    Hartford,   Ct. 
Alookolf  Denatured 
Berry  Bros.,   Ltd.,  Detroit,   Mich. 
Alcoliol  Vapor  Stoves 
Bartel  Blow  Lamp  Co..  195  High  .St., 

Boston,   Mass. 
Manning,   Bowman  A  Co.,  Merlden, 

Ct. 
4ndlrons 

(See   Fireplace  Goods.) 
Anirle  Benders 

(See   Benders.) 
Anvils 

Columbian  Hdwe.  Qo.,  Clevoland.  O. 
Apple  Cutters 
Rollman  Mfg.  Co.,  Mount  Joy,  Pa. 
4pple  Parers 

Beading  Hardware  Co..  Reading,Pa. 
Artilleial  Minnow  Bait 
■nterprlse  Mfg.  Co.,  Akron,  0. 
K.   ft    K.    Mfg.   Co..   Toledo.    O. 
Pppper,  Joseph  E.,   Rome,  N.  Y. 
Ash  Cans 
Arrow  Caa  Co.,  86  Warren  St.,  Nim 

York. 
Berger,    L.    D.,    00    North    Sd    St., 

Philadelphia,    Pa. 
Gem  Mfg.  Qo.^  Chelsea  Station,  Bos- 
ton, Msss. 
Ash  Sifters 

Gem  Mfg.  0>.,  Chelsea  Station,  Bos- 
ton. Mass. 
Hill  Dryer  Co.,  815  Park  Ave.,  Wor- 
cester, Mass. 
A  user  Bits 
Russell    ft    Erwln    Mfg.    Co.,    Now 
BrlUin,   Ct. 
Anver  Bits,  Bzpanslve 
Tower    A    Lyon    Co.,    95   Chambers 
St.,  New  York. 
Anirerst  IDartli  and  Post  Uole 
Iwan  Brothers,  Streator.   111. 
Union    Elevator  A    Mach.    Co..    144 
OnUrio  St.,   Chicago,    111. 
Auto  mat  ie  Trueks 
Peck-Hamrs  Mfg.  (3o.,  The,  Berlin, 
Wis 
Automobile       Antl-SklddlnK 
Cbaln 
(See  Chain.) 
Automobile  Jaelcs 
(S«N»  Jacks.) 


Ct. 

Motor  Car  Bqulpment  Co.,  06  War- 
ren St..  New  York. 
New   York   Sporting  Goods  Co.,    17 
Warren  St.,  New  York. 
Automobile       Tubinv       and 

Rims 
American    Tube    A    Stamping    <3o., 

Bridgeport,  Ct. 
Automobiles 
Corbln    Motor    Vehicle    (^rp..    New 

Britain.   Ct. 
Stevens  Arms  A  Tool  (^.,  J.,  Chleo- 

pee  Falls,  Mass. 
Awls,  Brad,  Belt  and  Seratek 
Tuck  Mfg.  Co..  Brockton.  Mass. 
Am.  Handles 

(Ses  Handles.) 
Axes  and  Hatekets 
Arcade  Mfg.  (^..   Freenort,   111. 
Bnrasss  Norton    iffg.    Co.,    Geneva, 

Wieboseh  A  Hilger,  Ltd.,  9-16  Mur- 
ray St,  New  York. 
Axle  Grease 
Snow  Flake  Axle  Grease  Co.,  The, 

Fltehbarg,  Mass. 
Axle  Grease    Qrapkite 
Dixon    Crucible    Co.,    Jos..    Jersey 
City.  N.  J. 
Axle  bil 

(See  Oil.) 
Babbit  Metal 
Fahrig  MeUl  Co..   816  Hudson  St.. 

New  York. 
Phllllps-Laffltte    Co.,     Penn    BMg., 

Philadelphia,  Pa. 
Babr.  Walkers  and  Jumpers 
Glascock  Bros.  Mfg.  OK,Munele,Iud. 
Baffs 

OSes  Articles.) 
Bank  and  Odiee  RsUllnir 
Bultato  Wire  Wks.  Co.,Bttffalo,  N.Y. 
Lttdlow-Saylor  Wire  Co.,  8L   Loula, 

Mo. 
Wright  Wire  Co.,  Worcester,  Mass. 
Barbed  "Wire 
^  (See, Wire.) 
Barrel  Swiufpi 
Glascock  Bros.  Mfg.  Oo.,Mancie,lnd. 
Base  Ball  Skoe  Plates 
Winslow    Skate    Mfg.    Co.,    Sam'l, 

Worcester,  Mass. 
Base  Ball  Supplies 
Draper^Maynard^  Co.,  Plymouth,  N.H. 
Baskets,  "Wire 
Andrews  Wire  A  Iron  Wks.,   Rock- 
ford.   III. 


Wall    Mfr    Supply    Co..    P.,    Ale- 

Belt  Dressinir 

Dixon    Omcihls    Co..    Jos.,    Jersey 

City,  N.  J. 
Stephenson  Mfg.  Co.,  Albany,  N.  Y. 
*lelt  Hooks 


(See  Books.) 
Belt  Ijaeina, 

Bristol  Co.,  Watsrlmry,  Ct. 


Mjaeinir,  Steel 


Belt  Punekes 

_  (See  Punches.) 

Belts,    Rubber,    Cotton    and 
Tkresker 

Buckley    Rubber    Co.,    J.    W..    66 

Warren  St.,   New   York. 
Revere  Rubber  Co.,  77  Bedford  St.. 

Boston.    Mass. 
Benek  iere'ws 

(See  Screws.) 
Benekes,    Cablnet-Makers, 
Grand     Rapids    Hand    Screw    <3o., 
014  Jefferson  Ave.,  Grand  Eaplda, 
Mich. 
Benders,  Aussie  and  11  y* 
Wallace    Supply    (3o.,    016    Garden 


City  Block.  (Chicago,  111. 
erele  Belli 

(See  Bells.) 


Biojele  Lamps 

(See  ' 


itatk  Room  FltUnas 

American  Ring  (^.,  waterbury,  CL 
Buffalo  Mfg.  Co.,  Buffalo.  N.   Y. 
Manning,   Bowman  A  Co.,   Merlden, 

Ct 
Novelty  Mfg.  Co..  Dept.  K.,  Water- 
bury.  Ct. 
Parker  Co.,  Chas.,  The,  Meridian,  Ct. 
Pritchard-Strong  (^.,   20  Circle  St., 

Rochester,   N.   Y. 
Taplln  Mfg.  Co.,  New  Britain,  Ct. 
Beaters 

(See  Carpet  Whips.) 
Bells  and  Gon^s 
Mossberg  (3o..  Frank.  Attleboro,  Mass. 
Rf'sdlng  Hardware  Co.,  Reading,  Pa. 
Russclf  A    Brwin    Mfg.    Co.,    Mew 
Britain.    Ct. 


Lamps.) 

Blevele    Supplies    and    Sun- 
dries 

Excelsior    Supply    (^.,    233-37    Ran- 
dolph St.,   Chicago.  III. 
Myers  A  Bro..  F.  B.,  Ashland.  O. 
New    York  Sporting  Goods  Co..    17 

Warren  St.,  New  York. 
Smith  A  Bgge  Mfg.  (>>..  Bridgeport, 

Ct, 
BIcjreles 
Qtvtit  Western  Mfg.  Co.,  La  Ports, 

ind. 
Johnson's    Arms    A    Cycle    Works, 

Irer,   Fitchburg,   Mass. 
Binder  Torino 

(See  Twine.) 
Qlrd      Caire      Springs      and 

Ckains 
Turner  A  Seymour   Mfg.   Co.,   Tor- 

rlugton,   CL 
Bit  Braees 
Millers   Falls   Co..    28   Warrea    St., 

New  York. 
Reading    Hardware    Co.,    Reading, 

RuneU    A    Brwin    Mfg.    Co.,    New 

Britain,    Ct. 
Stanley    Rule    A    Level    (^.,    New 

BriUin.  Ct. 
Bits 

(See  Auger  Blta.) 
Blackboards,  Slate 
Johnson  Co.,   B.   J.,  88  Park   Row, 

New  York. 
Blanks.  Fork  and  Knife 
Union  (;utlery  A  Hdw.  Co..  Vnloa- 
rlllo.  Ct. 
Blovr   Lamps 
Bartel    Blow    Lamp    Co.,    196    High 
•St..    Boston,    Mass. 
Bloeks,  Ckain 
Yale  A  Towns  Mfg.  Co.,  6  Murray 

St..   New  York. 
Blocks,  Tackle 
i^nlon  Blevator  A  Machine  Co.,  144- 

146  OoUrio  St,  Chicago.  111. 
Dnion  Hardware  (3o.,  Torrlagteu,Ct. 
Boat  Hardware 

«H4>e   Marine  Haidwufs.) 
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Do«t««  CaiiT«s 

OUicock  Bros.  Mfg.  Co.,ifuiicie,Ind. 
Bollen.  WMh 

(Seo   Wash  Boilers.) 
Bolt  and  Nnt  Macbiiierjr 
Waterbary-Farrel  Fdiy.   A  Machine 

Ck>.t  Waterbary,  Ct. 
Dolt  Cllpver* 
Helwig  Mfg.  Co.,  St.  Panlp  Minn. 
Porter,    H.    K..    Byerett,   Mass. 
Rchollhom  Co^.  Wm.,  New  BaTen,Ct. 
Uoltm  And  Jiutm 
Garland    Nut    A    Rivet    Co.,    Ptttt- 

bnrg.  Pa. 
BorittflT  Maebtnea 
AJaz  Mfg.  Co.,  Plttsborg,  Pa. 
Box  Hlniges 

(See   Hinges.) 
Box  Hooks 

Johnson,    Wm.,   Newark,    N.   J. 
Box  Looks 

(Sec  Locks.) 
Dottlo  Openors 
Stephens  ft  (3o.,  Windsor,  Waltham. 

.  TapUn  'Mfg.  Co.,  New  Britain,  Ct. 
TaTlor  Mtt.  Co.,   Hartford.  CL 
Bottlo  Stoppers 
Tapltai   Mfg.   Co.,   New   BrlUln,   Ct. 
Box   Hooks 
Loweiitrant     Mfg.     Co.,     P.,     86-64 
Brenner  St.,   Newark,   N.   J. 
Box  Openers       ^ 
Bonner  Mfg.  Co.,   C.  B.,   Chrlsman, 

III.  .     , 

Lowentraut     Mfg.     Co.,     P.,     36-64 

Brenner  St.,   Newark,   N.   J. 
Box  Straps,  Cornersv  Haspsy 

etc. 
Acme  Steel  Goods  Co.,  Chicago,  lU. 
Canr  Mte.  Co.,  19-21  BooseTelt  St., 

New  York. 
Boxes*   Hardware,    Shelf 
Green   Co.,   A.   H.,   97   Warren  St., 

New  York. 
Shelp  Mfg.   (To..    Henry   H.,   (Colum- 
bia Ave.    ft  Randolph   St.,   PhlU. 
Boxes,  Mall 
Hetse  Mfg.    Co.,   W.    F.,   66   Union 

Park  Coort,   111. 
Hessler  Co.,   H.    E.,   600   North  Sa- 

Una  St.,  Syracuse,  N.  Y. 
Merrlam  lifg.  (3o..  Durham,  Ct. 
Peck-Hamre  Mfg.  Co.,  Berlin,   Wis. 
Reading  Hdw.  Co.,   Reading,   Pa. 
Taylor  ft  Boggls  Fdry.    Ck>.,   (HeTe- 

land,  O. 
Boxes,  Miter 
Millers   Falls   Co.,   28   Warren   St., 

New  York. 
Smith  ft  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Tower   ft    Lyon    Co.,    96    Chambers 

St.,  New  York. 
Boxes,  Rnral  Mall 
Hessler  Co..  H.   B.,  600  No.  SaUna 

St.,  Syracuse,   N.   Y. 
Peck-Hamre  Mfg.  Co.,  Berlin,   Wis. 
Boxes,  Tin,  Stationers* 
Merriam   Mfg.  Co.,  Durham,   Ct. 
Braekets,  jPoldlns 
Griffln  Mfg.   Co..   Erie,   Pa. 
SUnley  Works,  New  BrlUln,  Ct. 
Braekets,  Ironing  Board 
Rostand  Mfg.  Co.,   Mllford.   Ct. 
Braekets,  Lamp 
Arcade   Mfg.   Co..    Freeport.   III. 
Reading  Hardware  O).,  Reading,  Pa. 
Wagner  Mfg.  Co.,   Cedar  Falls,   la. 
Brackets,  Roof 
Wagner  Mfg.  Co..   Cedar  Falls,   la. 
Braekets,  Skelf 


Bread  Mixers 

Gem  Mfg.  Co,,  Chelsea  Station,  Bos- 
ton.  Mass. 
Lenders,   Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Manning,  Bowman  ft  Co.,  Merlden, 

Ct. 
Prttchard-Strong  Co.,   29  Glrcfe  St., 
Rochester,   N.  Y. 
Brleklarers'   Hand   Protect- 
ors 
Excelsior  Implement  (k>.,  Troy.N.Y. 
Broilers  C Smokeless)  Wire 
Bridgeport  Wire  Goods  (^o.,  Bridge- 
port. Ct. 
Brooders,  Ponltry 
Reliable   Incubator   ft    Brooder   Co., 
^  Quincy.  m.^ 
Broom  Holders 
Bennett  Mfg.  Ck>.,  The.  420  Auburn 

Aye.,    Buffalo,    N.    Y. 
EcUpae  Mfg.  Co.,  No.  Glrard,  Pa. 
Brnskes,  Floor 
Milwaukee  Dustless  Brush  Co.,  Mil- 
waukee, Wis. 
Brnskes,  Paint,  Bte. 
Oerts-Lumbard  ft  (^.,  206-210  Ran- 

dolDh  St.,  Chicago,  111. 
Bnlldinv  Papers 

(See  Paper.) 
Bnrnlskers 

Tuck  Mfg.  Co..  Brockton,  Mass. 
BnsklnflTS,  Adjustable  Pipe 
Armstronf  Mfg.   Co.,   291   Knowlton 


Armstrong  Mfg.  Co., 
St..  Bridgeport,  Ct 
Bnteaer  Knives 


Forschner    ft    Sons,    Chas.,    206    R. 

19th  St..  New  York. 
Bnteker    Sa^rs 

(See  Saws.) 
Bntts,  Door 

Griffln  Mfg.  Co.,  The,  Brie,  Pa. 
Russell    ft    Brwln    Mfg.   Co.,    New 

Britain,  Ct. 
Stanley  Works,  New  Britain,  Ct. 
Yale  ft  Towne  Mfg.   Co.,  9-16  Mur- 
ray St..  New  York. 
Cake  Mixers 
Landers,  Frary  ft  Clark,  New  Brit- 


Atlas  Mfg.   Co.,   New  Haven,  Ct. 

Mfg.        .  . 

Reading  Hardware  Ck>.,  Reading,  Pa. 


Griffln  Mfg.  Ce.,  Brie,  Pa. 


Russell    ft     Brwln    Mfg.  Co.,   New 
Britain.   Ct. 

Stanley  Works.  New  Britain,  Ct. 

Taplln  Mfg.   Co.,   New   Britain,    Ct. 
Braekets,  Skoir  Case 

Nashua  TlU  Co.,   Nashua.  N.  H. 
Braekets,  Stair  Rail 

Reading  Hardware  Co.,  Reading,  Pa. 
Brackets,  Steel  Sink 

Hessler  Co..  H.  E..  Syracuse.  N.  Y. 
Brass  and  Copper 

Ilussey  ft  Co.,  C.  (T.  Plttaburg,  Pa. 


BrsMlns  Plates 

llps-Ta" 

Philadelphia,  Pa. 


Phillip 


ffltte    Co.,     Peon     Bldg., 


Braslnc  Po'vrder 

Phllllps-Xaffltte     Co..     Penn     BldS.« 
Phlfadelpfaia,  Pa. 


aln,  (3t 
Pritchard-Strong  Co.,   29  Circle  St., 

Rochester.  N.  Y. 
Cake  Tnrners 
Arcade  Mfg.  Co.,  Freeport,  HI. 
Calks,    Boot 
North    ft    Pfelffer    Mf^.    Co.,    New 
Britain.    Ct. 
Calks,  Screv^ 
North    ft    Pfelffer    Mfg.    (5o.,    New 
Britain,    Ct. 
Calks,  Shoe 
North    ft    Pfelffer    Mfg.    Co.,    New 
Britalii,    Ct^ 
Calks,  Steei 
North    ft    Pftflffer    Mfg.    Co..     New 
Britain,    Ct. 
Calipers  and  Dividers 
Lowentraut     Mfg.     (^..     P.,     36  54 

Brenner    St.,    Newark,    N.    J. 
Starrett  Co.,  U  S.,  Athol,  Mass. 
Calkins 
Bates  Mills,  Fall  RiTer.  Mass. 
Can  Openers 
Arcade  Mfg.   Co.,  Freeport,  111. 
Ellis  Mfg.  Co.,  The,  MllMale,  Ct. 
Lowentraut     Mfa.     Co.,      P.,     36-54 

Brenner   St.,    Newark,    N.    .7. 
Pritchard-Strong  Co..   29  Circle  St., 

Rochester,  K,  Y. 
Smith  ft  Hemenway  Co.,  106  Duane 

St..  New  York. 
Taylor  Mfg.   0>.,   Hartford,  Ct. 
Cans 

(See   Articles.) 
Carbide  of  Silicon 
Oirbonindum    Co.,     Niagara     Falls, 

Carbornndnm 

Carborundum     Co.,     Niagara     Falls, 

N.  Y. 
Luther  Bros.   Co.,    114  Carver  Ave., 
Milwaukee.    Wls^ 
Carbornndnm  Paper  A  Clotk 
Carborundum    Co.,     Niagara     Falls, 

N.  Y. 
Carbornndnm  TVlieels 
Carborundum    Co.,     Niagara     Falls, 
N.  Y. 
Carpenter  Aprons 

(See  Aprons.) 
Carpet  Pins  and  Sockets 
Turner  ft  Seymour   Mfg.    O).,   Tor- 
rfngton,  Ct. 


Carpet   Stretekers 

Hunt,  Holm,  Ferris  ft  Co.,  Harrmrd, 

lU. 
Carpet  Sweepers 
Blssell   Carpet  Sweeper  Co.,   Grand 
Rapids,  Mich. 
Carpet  Wklps  and  Beaters 
Andrews  Wire  ft  Iron  Works,  Rock- 

ford,  in. 
Bennett  Mfr.  Goa  The,  420  Auburn 

Ave.,  Buffalo,  N.   Y. 
(Tooley  Mfg.  Co.,  103  So.  Canal  St, 

Chicago,   111. 
Ely  Mfg.  Co..  Theo.  J.,  Glrard.  Pa. 
Useful     Article     Co.,     420     Auburn 

Ave.,   Buffalo,  N.  Y. 
Carriers.  Bar 
Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Carriage  Heaters 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario 8t^   Chicago,    111. 
Standard  Stamping  Co.,   MarysTlUe, 

Ohio. 
Carts,   Hand  and  Barrel 

Myers  ft  Bro..  F.  B.,  AahUnd.  O. 
Carrers'  Knives,  "Wood 
Smith  ft  Hemenway  Co.,  106  Dnam 

St.,  New  York. 
Cask  Dra'wers,  Alamt 
Nashua  Till   Co.,   Nashua,   N.   B. 
Cask    Registers 
Standard     Cash     Register    Co.,     DO 
Chestnut  St.,.  Wabash,   Ind. 
Casters,  Fdrnltnre 
Clark   Co.,    Geo.    P.,   The,    Windsor 

liocks,   Ct. 
Reading  Hardware  Co.,  Reading,  Pa. 
Casters,  Rubber  ^Wkeel 
Elastic  Tip  Co.,  870  AtUntlc  Ave., 
Boston,   Mass. 
Casting  ■•  Malleable  and 

Steel 
Hammer  ft  Co.,  Branford.  Ct. 
Catekers,  Grass 
Hasseries.  (}arl.  CloTeland.  O. 
Krause   Mfg.    (5o^   Zlon    City,    O. 
Specialty    Mfg.    Co., «  St.     Anthony 

Park,  Minn. 
Catekes.  Barn  Door 
Reading  Hardware  Co.,  Reading,  Pa. 
Catekes,  Refrigerator 
Brass  Goods  Mfg.  Co.,  Brooklyn,N. Y. 
Reading  Hardware  Co.,  Beading,  Pa. 

Catekes,  Screen  Door 

Automatic  Door  Catch   Co.,   218  B. 

67th  St^,  Chicago,  111. 
Reading  Hardware  Co.,  Resdlng,  Pa. 
Watrous  Mfg.  Co.,  B.  L..  The,  Dcs 
Moines,   Iowa. 


Co.,   Buffalo,    N.    Y. 


Ckallnsc  Dlskes 

Buffalo  Mfg.   Co.,   1 

Manning,  Bowman  ft  Co.,Meriden,Ct. 
Ckaln 

Bridgeport    Chain    Co.,     Bridgeport, 
Ct. 

Oneida    Community,    Ltd.,     Oneida. 
N.   Y. 

Smith  ft  Bgge  Mfg.  Co.,  Bridgeport. 
Ct. 

Turner  ft   Seymour   Mfg.    Co.,    Tor- 
rington,  Ct. 

Woodhouae  Chain  Wka.,  Tceuton  N.J. 
Chain  Anckor 

Woodhouae  Chain  Wka.,  Trenton  N.J. 
Cbaln,    Ante    Antl-Sklddlnir 

Woodhouae  Chain  Wks.,  Trenton  N.J. 
Cbaln  Blocks 

(See  Blocka.) 
Chain,  Cable 

Woodhouae  Chain  Wka.,  Trenton  N.J. 
Chain,   Crane 

Woodhouae  Chain  Wks.,  Trenton  N.J. 
Chain,  Converor 

Woodhouae  CtMln  Wka.,  Trenton  N.J. 
Chain,  Crele  A  Ante  mobile 

Baldwin  Chain  Mfg.   Co.,  The,  Wor- 
cester, Maaa. 
Ckaln,   Dredflrlnir 

Woodhouae  Chain  Wks.,  Trenton  N.J. 
Ckaln^   lioir 

Woodhonse  Chain  Wks.,  Trenton  N.J. 
Chain,  Pamp 

Garland  Nut  ft  RWet  Co.,  Plttaburg^ 

Pa. 
Chain,  Steam   Shovel 

Woodhonse  Chain  Wka.,  Trenton  N.J, 
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Chalk  Liiaes 

SIlTer  Lake   Co.»   78  Cbaoncey  St.. 

Boston,  Ma«. 
Cheek  Rein  Loop 

Read  Mfg.  Co.,  O.  B.,  Troy,  N.  Y. 
Cherrr  Stones 
RoUman  life.  Co.,  Bfoant  Joj,  Fa. 
Chtmner  Tops,  ReTolTlnv 
Iwan  Brot.,  Streator,  lU. 
Chisels 

Johnaon,    Wm.,    Newark,    N.    J. 
Reliance    Bdge    Tool    Co.,    Tonngs- 

town.  O. 
Raaaell    St    Erwin    Mfg.   Co.,   New 

Britain,  Ct. 
Tack  Mfg.  Co.,  Brockton,  Maaa. 
Chisels,   Box 

(See  Box  Openen.) 
Christmas  Tree  Holders 
North  Bros.  IdUg.  Co.,  Philadelpbla, 
Pa, 
Chntesy  Coal  and  Wood 
MaJeatle  Furnace  ft  Fonndnr  Co.^  23 

west   8t^    Huntington,    Ind. 
Cistern  Tops 
Wagner  Mfg.  Co.,  C«dsr  rails,  la. 
Clamps 

Grand     Baplda     Band    Screw    Co., 
914  Jefferaon  Are.,  Grand  Rapids, 
Micb. 
Hammer  ft  Co.,  Branford,  Ct. 
Williams  ft  Co.,   J.    H.,   Brooklja, 
N.  Y. 
CUpperSf  Finver  Nail 
Cook  Co.,  B.  C.  The,  Ansonla,  Ct. 
Clipping  Maehines,  Hair 
American  Shearer  Mfg.  Co.,  Nasbns, 

N.  H. 
Brown   ft  Sharps  Mfg.   Co.,    FroTl* 

dence,  R.  I. 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago,  111. 
Coates  Clipper  Mig.  Co.,  Worcester, 

Mass. 
Hotchkias,    Sdward   8.,    Bridgeport, 

Wiebasch  ft  Hilger,  Ltd.,  0-15  Mnr- 
ray  St.,  New  York. 
Clippinir  Maohines,  Horse 

American  Shearer  Mfg.  Co.,  Naahna, 

N     H 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St..  Chicago. 
Wiebnsch  ft  Hilger,  Ltd.,  016  Mnr- 

ray  St.,  New  York. 
Clocks 
New  Haven  Clock  Co.,  New  HaTen, 
Ct. 
Clothes  Bars 

Hly  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Marteross  Co.,  40  Dearborn  St..  Chi- 
cago, 111. 
Clothes  Dryers 
Eclipae  Mfg.  Co.,  No.  Glrard,  Pa. 
Hill  Dryer  Co.,  810  Park  Ave..  Wor- 
ceater,  Maaa. 
Clothes  L.ine  Fasteners 
Bennett  Mfg.  Co..  The,  420  Aubom 
Ave..   Bnffalo,   N.  Y. 
Clothes  Lines 
Colombian  Rope  Co.,  Anbam,  N.  Y. 
Bates  MiUs,  Fall  RiTer,  Mass. 
Samson  Cordage  Wka.,  Boston,  Maaa. 
Silver  Lake   Co.,    78  Chaancey   St., 

Boaton,  Maaa. 
Clothes  LineSv  "Wire 
Wright  Wire  Co.,  Worceater,  Mass. 
Clothes  Wringers 
American  Wringer  Co.,  The,  N.Y.C. 
Glascock  Bros.  Mfg.  Co.,Muncie,lna. 
Coal,  Carriage  Heaters' 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St..  Chicago.  III. 
Standard  Stamping  Co.,   MarysriUe, 
Ohio. 
Coal  Chutes 
(See  Chutes.) 
Conl  Blevators 
Gifford-Wood  Co.,  Hudson,  N.  Y. 
Coal  Hods 

Buffalo  Mfg.  Co.,  Buffalo,   N.   Y. 
Coal  Vaites,  Brass 

Buffalo  Mfg.  Co..  Buffalo,  N.  Y. 
Coaster  Sleds 

(See  Sleds.) 
Coaster  Tirasons 

(See  WagonaT) 
Coat  and  Hat  Hooks 
(See   Hooka.) 


Coat  Hanirers 

(See  Hangers.) 
Coffee  and  Spiee  Mills 

Arcsde  Mfg.  Co..  Freeport.  111. 
Landera,  Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Parker  Co.,  Chaa.,  Meriden,  Ct. 
Coffee  Pereolators 
American  SilTcr  Co.,  Briatol.  Ct. 
Buffalo  Mfg.  Co..  Bnffalo,  N.  Y. 
Landera,  Frary  ft  Clark,  New  Brit- 
ain, eft. 
Manning,  Bowman  ft  Co.,  Meriden.Ct. 
Coffee      Pereolators,      Anio- 
matie  Bleetrie 
American  Silver  Co.,  Briatol,  Ct. 
Coffee  Pots 

Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton,  Mass. 
Condnetor  Pipe 
Berger    Bros.    Co.,    281    Areh    St., 

PhiUdelphla,    Pa.        _ 
Condnetor      Pipe      Han«ers» 

"Wire 
Iwan  Bros..  Streator,  111. 
CookiniT  tJtensils 
Avery  Stamping  Co.,  CloTeland,  •  0. 
deyeland    Stamping    ft    Tool    Co., 

CleTeland,  O. 
Landers,  Frary  ft  dark.  New  Brit- 
ain, Ct. 
Copper 

(Bee  Braas  and  Copper.) 
Copper  Gaskets 
Hoaaey  ft  Co.,  C.  G.,  Plttsbarg^a. 
Motor  Car  Bqaipment  Co.,  06  War- 
ren St.,  New  York. 
Cordajre 

<}olnmbian  Bope  Co.,  Aotmm,  N.  T. 
Samson  Cordage  Wks.,  Boston,  Mass. 
SUver  Lake  Co.,    78  Chaoneej  St., 

Boston,  Msss. 
Cork  Serews  and  Pnllers 
Arcade  Mfg.  Co.,  Freeport,  111. 
Brie  Specialty  Co.,  Brfe,  Pa. 
GUchrtat  Co..    The,    286   Bank    St., 

Newark,    N.   J. 
Parker  Co^  The  Gbaiu,  Meriden.  Ct. 
Smith  ft  Hemenway  Co.,  108  Dnass 

St.,  New  York. 
Williamson    Wire    Norelty    Co..    C. 
T.,  66  Badger  Ato.,  Newsrk,  N.  J. 
Corn  Poppers 
Mlddletown   Mfg.    Co.,    Mlddletown, 

O. 
Corporation  Coeks 
Wslworth  Mfg.  Co.,  128  Federal  St, 

Boston,  Maaa. 
Cornndnnt  "Wheels 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Cotton  Waste 
Batca  Milla,  FaU  ^jver,  Maaa. 
CoiPT  Base 

Carpenter-Morton  Co.,  Boston,  Mass. 
Cranes 
Yale  ft  Towne  Mfg.  Co.,   0  Marray 
St..  New  York. 
Crneihles 
Dixon    Cracible    Co.,     Joa..     Jerssy 

City,  N.  J. 
Cmeible  Steel 
American    Tube    ft    Stamping    Co., 

Bridgeport,  Ct. 
Cnltivators 
Allen    ft   Co..    S.    L.,    Box    1100    H, 

Philadelphia.    Pa. 
Syracuae  (chilled  Plow  Co.,  Syracuse, 
N.   Y.      . 
Cnp  Hooks 
Turner  ft   Seymour   Mfg.    Co.,   Tor- 

rington,  Ct. 
Cnrrjr  Conahs 

AdTance  Mfg.  (3o.,  Racine  Junction, 
Wia. 
Cartain  and  Sere'vr  Rinvs 
Turner  ft   Seymour   Mfg.   Co.,    Tor- 

rington,  Ct. 
Cuspidors 

Buffalo  Mfg.   Co.,    Buffalo.   N.   Y. 
Cntlery 

(See  also  Knivea,  Raiors,  Sheara, 
etc.) 
Landera,  Frary  ft  Clark,   New  Brit- 
ain.  Ct. 
Northfleld  Knife  Co..  NorthOeld,  Ct. 
Norrell-Shaplelgh     Hdw.     Co.,     St 

Louia,   Mo. 
Parker  (k^,  Chas.,  The,  Meriden,  Ct. 
Smith  ft  Hemenway  Co.,  108  Dnane 
St,  New  Xork. 


Cntters 

(See  Articles.) 
Dairr  Maohines 

(See  Articles.) 
Dampers 

Arcsds  Mtm.  Co.,  Freeport  BL 
Taylor  ft  Boggis  Fdiy.  Co.,   GleTe- 

Und,  O. 
Dash  Rein  Fasteners 
Read  Mfg.  Co..  O.  B.,  Troy,  N.  Y. 
Deoaleomania  Sisns 

(See  Signa.) 
Denatared  Aleohol 
(See  Alcohol.) 


DiaphraiTi 

ReTere  Rabi 


Boston,  Maaa. 
Dish  Mops 
Bates  Milla.  Fall 


»ber  Co.,  77  Bedford  St, 


,.  Fall  RlTor,  Mass. 

Door  Bells 
(See  Bells.) 
Door  Bolts 

Griffin  Mfg.  Co.,  The.  Brie,  Pa. 
Door  Bnttons,  Steel 

Watrona     Mfg.     Co.,    B.     L.,     Dea 
Moines,  la. 
Door  Catehes 

American  Hardware  Mfg.  Co.,  1203 


Fnlton  St.,  Ottawa, 
Watrona    Mfg.     Co.,     B. 


L.,     Des 


Door  Cheelcs  and  Bprinas 
Pullman  Mfg.  Co.,  RocheaterTN.  Y. 
Reading    Bardware    (3o..     Reading. 

Pa.  _ 

Rnssell    ft    Brwln    Mfg.    Co.,    New 

BriUin,  Ct 
Yale  ft  Towns  Mfg.  Co.,  0  Marray 

St.,   New  York. 
Door  Hanvers 
(See  Hangers.) 
Door  Holders 
Superior  Spring  Hinge  Co.,  123  So. 

Clinton  St,  ChlcsgOk  IlL 
Readinc  Hardware  Co.,  Beading,  Pa. 
Door  Knobs 

(See  Locks  snd  Knobs.) 
Door  Palls 

Columbian  Bdwe.  Co.,  CleTeland,  O. 
Door  Springs 
(See  Bprhsga.) 
Door  Strips,  Antomatie  Iron 
Wagner  Mfg.   Co.,  (^ar  Falla,   la. 
llrawinv  Kni-res 
Reliance     Bdge    Tool    Co.,    Yonnga- 

town.   O. 
RuaaeU    ft    Brwln    Mfg.    Co.,    New 
Britain,    Ct 
Drawing  Knives,  Foldinir 
Reliance    Bdge    Tool    Co.,    Yovngs- 

town,  O. 
Russell    ft    Brwln    Mfg.    Co.,    New 

BriUln,  Ct 
Dra^rer  Palis 
Griffin  Mfg.  Co.,  The,  Brie,  Pa. 
Reading  Bardware  Co.,  Reading,  Pa. 
Dressings 

(See  ArUcles.) 
Driils,  Hand,  Breast,  ete. 
Millers   FsUs   (5o.,    28    Warren   St. 

New  York. 
Smith  ft  Bemenway  Co.,  108  Dnane 

St,  New  York. 
Syracuse  Twiat  Drill  (To.,  034  Grape 

St.,  Syracuae,  N.   Y. 
Drills,  Star  and  Pipe 
Star  Bxpanaion  Bolt  Co.,  147  Cedar 

St,   New  York. 
Drop  ForainvB 
Barnes  (3o.,Wsllace,  The.  Bristol.  Ct. 
Billings   ft   Spencer   (}o.,    Bartfora, 

Ct 
Page-Storma       Drop       Forge       Co., 

Springfield,  Maaa.^ 
Wf  Ilia  ma   ft   Co.,    ^.    B.,    Brooklyn, 
N.  Y. 
Drop   ForviBflTS,  Antonaohile 
Page-Storms      Drop 


ebringAeld,  Msss. 
Williams  ft  Co..   J. 


Forge       Co., 
B..    Brooklyn, 


N.    Y. 
Dryers 

(See  ArUcles.) 
Dryinv   Stoves 
DrouTe  Ck>..   G.,   Bridgeport,  Ct. 
Dnnth  'Waiters 
(See  Blerators.) 
Dnst  Pans 
Eclipse  Mfg.   Co..    No.  Glrard,  Pa. 
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▲etna  Powder  C^  Chicago,  III. 
£:«▼•  Trovvk  Hanveni 

(See  Hanfers.) 
BiTir  Beatera 

Taplin  Mfg.  Co.,  The,  New  Britain, 

Turner  A  Beymoar  IdUg.   Co.,  Tor- 

rlncton,  Ct. 
Bleetrt€Mil  Swplles 
Smith  A  Hemenwaj  Co.,  108  Dnane 
SL,   New  York. 
Bleetrte  Coolciiiir  abA  He«t- 
iBV  Apparatus 
(Bee  Articles.) 
BleTAtor      Biielosvres      and 

C«ba 

Buffalo  Wire  Wka.  Co.,  Buffalo,  N.T. 

liodlow-Ba/lor  Wire  Co.,St.Loula,Mo. 

Wright  Wire  (3o.,  Worceeter.  Maea. 

Ble-ratora  and  Dantb  walt« 

era 
Baton  A  Prince  Co.,  (Jhicago,  111. 
Bnergy   Blerator  Co.,   214-218  New 

St.,  Philadelphia,  Pa. 
O'Neill  Blevator  Co.,  626  (Hterry  St., 

Philadelphia.  Pa. 
Union  BleTator  A  Machine  Co.,  144- 
146  Ontario  St.,  Chicago,  111. 
Ble-rators,  lee 
Gifford-Wood  Co^  Hndion,  N.   T. 
Bmerr  'WUeeM 
Pike  Mfg.  Co^Pike,  N.  H. 
Baanaeied  ware 
CleTeland  Stamping  A  Tool  Co.,  The^ 

CleTeland,  O. 
New  England  BSnameling  Ck>.,   Mid- 
dletown,   Ct..  and   736  Broadway, 
New  York. 
Bnamels 

(See  Paints.) 
BseatelteoB  Ptas 

(See  Pine.) 
BxpansloB  Bolts 
M^!abe  Hanger  Bifg.  Co.,  The.  825 

West  25th  St,  New  York. 
Star  Expansion  Bolt  Co.,  1st  and  2d 
Sts.,   Bayonne,   N.   J. 
BjcteasloB  Rods 
Turner  ft  Seymour  Mfg.   (}o.,   Tor* 

rington,  Ct. 
Bjre  Beaders 
(See  Benders.) 
Faetorjr  Trueks 


New  Jersey  Wire  Cloth  Co.,  Tren- 
ton, N.^. 
Spring  Steel  Fence  A  Wire  Co.,  An- 
derson. Ind. 
Wright  wire  (^.,  Worcester,  Mass. 
Files  and  Rasps 
Nicliolson  File  Co.,  ProTidence,  R.  I. 
RusseU    ft    Brwin    Mfg.    Co..    New 
BriUin.  Ct. 
Filters.  ^Water 
Buffalo  Mfg.  Co.,  Buffalo,  N.  Y. 
L/nn  Filter  Mfg.  tk>.,  Cincinnati,  0. 
Finaer  Nail  Clippers 

(See  (nippers.) 
Fireplaee  Goods 
RosUnd  Mfg.  Co.,  Milford.  Ct 
Fire  Doors 
Cobum  Trolley  Track  Mfg.  Co^,  Hol- 

yoke.   Mass. 
Fire  Pots 

Clayton   ft  Lambert  Mfg.    Co.,   De- 
troit. Mich. 
Turner  Brass  Works.  The,  61  Park 
„.  Ave..  Sycamore,  111. 
Fisk  H<»oks 
Enterprise  l|fg.  Co.,    Akron,  O. 
Fire  Hose 
Revere  Rubber  Co.,  77  Bedford  St., 

Boston,  Mass. 
Fiskiaa  Reels 
Enterprise  Mfg.  Co.,   Akron,  O. 
Fishj&sr  Taelcle 
Enterprise  Mfg.  Co.,   Akron,  0. 
Martin's  Sons.  B.  J..  1^  Eringllsher 
St.  Rockvllle.  Ct. 
FisUas  Taekle  Bozea 
Merriam  IdUg.  (^..Durham,  Ct 
Five  aad  Tea-Ceat  Goods 
Butler   Bros.,    New   York.   (ShlcsffOw 

St  Louis  and  Minneapolis. 
Franklin  Specialty   Co.,  811  OheRy 
St.  Readins.  Pa. 
Fiztares.  Bleetrlo  Idvkt 
Novelty  Mfg.  Co.,  Waterbury,  Ct 
Flies,  SpiaaerSy  ete. 

(See  ArtUclal   Bait) 
Floor  Serapers 

(See  Scrapers.) 
Floor  HiBfres 
(See  Hinges.) 
Flovrer-Bed  Gaards 
Wright  Wire  Oo.,  Worcester,  Mass. 
Flae  Stops 


raetorjr  Trueks  Clark  Mfg.  Co..  J.  L.,  Rockford,  lU. 

(See  Trueks.)  Flae  Tkiatble 

t'aBS,    Bleotrio  aad   TITater        Weber-Kirch  Mfg.  Co..  Keokuk,  ia. 


Faas,   Bleotrio  aad   TITater 

Bates  ft  Bro.  (^.,  The  D.  L.,  Day- 
ton.  0. 
Farafciair  Inapleateats 

(See  Agricultural  Implements.) 
Faraa  Crates 
(See  Gatei.) 
Fasteaers,  Corrasated 
Acme  Steel  Goods  (3o..  Chicago,  III. 
Fasteaers,  Bask 
Ives  Co.,  H.  B..  New  Haven.  Ct 
Watroos     Mfg.     Co..     E.     L.,     Des 

Moines.  la. 
Faaeets.  Brass 
Landers,  Frary  A  (Hark,  New  Brit- 
ain. Conn. 
Smith  ft  Hemenway  Co.,  168  Duane 

St,  New  York. 
Walworth  Mfg.  Co.,  128  Federal  St., 

Boston,   Mass. 
FaaoetSt  Iroa 
North  Bros.  Bifg.  Ck>.,  PhlUdelphia. 

Pa. 
Walworth  Mfg.  Co.,  128  Federal  St, 

Boston,  MsH. 
Faaoets,  Molasses  aad  Var- 

aisk 
Parker  (3o.,  Chas.,  The,  Meriden,  Ct. 
FaaeetSy  "Wooden 
Sommer's  Sons,  John.  855-366  (Central 

Ave.,  Newark,  N.  J. 
Feaee  Btretekers 

(See  Wire  Stretchers.) 
Feaee  Tool  <Conakiaatioa) 
Bonner  Mfg.  Co.,  C.  E.,  Chdsman, 

HI. 
Feaeiavy  Iroa 
Bnterprise    Foundry    ft    Fence    Co., 

Indianapolis,  Ind. 
Feaoiaa,  Wire 
CUnton    Wire    Cloth    Go.,    CUnton, 

Mass. 
Bnterprise  Foundry  ft  Fence  Co.,  In- 

disnapoUs,    Ind. 
Boreka  Fence  Mfg.   Co.,   Richmond, 

Ind. 
Keystone  Steel  A  Wire  (^..  Peoria, 


Weber-Kirch  Mfg.  Co..  Keokuk,  ia. 
Fir  Killers.  Wire 

Blgelow,  J.  F^.  Worcester,  Mass. 
Football  Sapplies 

Draper  A  Maynard   Co..   Plymouth, 

Food  Ckoppers 
Dana  Mfg.  Co..  Cincinnati.  O. 
Landers,  Frarj  A  Clark.  New  Brit- 
ain,   <Jt.  'x 
Rollman  IdUg.  Co..  Mount  J^.  Pa. 
Russell    A    Brwin    Mfg.    Co.    New 
Britain.  Ct 
Food  Cookers,  Poaltry 
Reliable  tncubator   A   Brooder  Co., 

Quiney,  111. 
Foot  Presses 
(See  Presses.) 
Foree  Paatps  or  Caps 

(See  Rubber.) 
Forks 

(See  Agricultural  Implements.) 
Foaadry   laddies 
Wright  Wire  Co.,  Worcester,  Mass. 
FoaBtaiBS»Iroa 
Mott    Iron    Wks.,    The    X    L.,    6tb 

Ave.  and  17th  St,  New  York. 
Frait  Jar  Riass 

(See  Rubber.) 
Frait  Presses 
(See  Presses.) 
Faraaees 

(See  Soldering  Furnaces  and  Gas 
Furnaces.) 
FarBitare  Triatafciaflrs 
American  Ring  Co.,  Waterbury,  Ct 
Game  Traps 
Abingdon  Trap  Co.,  The,  Abingdon, 

Oneida    Community.    Ltd.,    Oneida, 

N.  Y. 
Garbaae  Caas 

Arrow  Can  Co.,  86  Warren  St,  New 

York. 
Gem     Mfg.     Co.,     Chelsea     Station, 
Boston,    Mass. 


Gardea  Hose 

Buckley    Rubber    Ck>.,    J.     W.,    68 

Warren  St,  New  York. 
Myers  ft  Bio..  F.  B.,  Ashland.  O. 
Revere  Rubber  Co.,  Boston.  Mass. 
Gardea   Tools 
Arcade  Mfg.  Co.,  Freeport,  111. 
Cronk  A  Clarrier  Mfg.  Co.,  Blmira, 
N.   Y. 
Garnseat  Haaircrfl 

(See  Hangers.) 
Gas  Faraaees 
Chicago  Flexible  Shaft  Co.,  180  On- 

Urio  St.,  Chicago,  IlL 
Gas  Heaters 
Turner  A  Seymour  Mfg.    Co.,   Tor- 

rington.  Ct 
Gas  Lamps,  laTorted 

Gas  Pliers 

(See  Pliers.) 
Gaskets 

Revere  Rubber  (^.,  IT  Bedford  St., 
Boston,  Mass. 
Gates,  Bteel  Fraate 
Keystone  Steel  A  Wire  Co.,  Peoria, 

Gtetes,  Wire  Farat 

Spring  Steel  Fence  A  Wire  Co..  An- 
_  dftrson.  Ind. 
Gaaaes 

Chspin-Stevens   Co.,    Pine    Mesdow. 
Ct 

Williams  A  (3o.,   J.    B.,    Brooklyn, 
N.  Y. 
GaaiTCf  BkiBfple 

Wsgner  Mfg.  (^..  Cedar  Falls,   la. 
Geraaleide 

(See  Cow  Bass.) 
Glass  Cattero 

Barrett,   W.  L..  Bristol.  Ct 

Smith  A  Hsmenwsy  Co.,  168  Duane 

St.   New  York. 
Glass  Cattiair  Boards 

Lnfkin  Rule  Ok.  Saginaw.  Mich. 
Glass  Bkelves 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
.GloTes.  Baseball,  ete. 

Draper^Maynard  (3o.,  Plymouth.  N.H. 

GOBflTS 

(See  Bells.) 
Glao 
Carpenter-Morton    Co.,    77    Sudbury 

St.  Boston,  Mass. 
Hewitt  A  Bros.,  C.  B..  48  Beekman 
•  St.   New  York. 
Gopker  Traps 
Abingdon  Trap  Co.,  The.  Abingdon, 

GoBsrea 

Reliance    Edge    Tool    Co.,    Youngs- 
town.  -O. 
Grapkite 
Dixon    Crucible    (>o..    Jos.,    Jersey 

City.  N.  J. 
Grass  Catekers 

(See  Cstchers.) 
Grass  Hooks 
North   Wayne  Tool   Ck».,   Hallowell. 

Me. 
Grass  Bkears 
(See  Shears.) 
Grease 

(See  Articles.) 
Grease  Caps 

(See  Lubricating  Appliances.) 
Griddles 

Advsnce  Mfg.  (3o.,  Racine  Junction, 
Wis. 
Griaders 

(See  Lawn  Mower  Grinders.) 
GriadiBfp  Wkeols 
Carborundum  Co..  Niagara  Falls.N.Y. 
Luther  Bros.   Co..   114  Carver  Ave., 

Milwaukee.    Wis. 
Pike  Mfg.  CO..  Pike,  N.  H. 
Roysl  Mfg.  Co.,  306  B.  Walnut  8t. 
Lancaster,  Pa. 
Griadstoae  Fiztares 
Reading  Hardware  Co.,  Reading.  Ps. 
Griadstoaes 

Cleveland  Stone  (>o..  Cleveland,  O. 
Griadstoaes,  Bieyde 
Cleveland  Stone  Co.,   Cleveland,  O. 
Gaa  Cleaaers 
Union  Hdw.    Co..  Torrington.   Ct 
Gaas 
Harrington   A   Richards   Arms   Co., 

822  Park  Ave.,  Worcester,  Mass. 
Hopkins    A   Allen    Arms    (3o.,    The, 
Dept.   B.,  Norwich.  Ct 
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JohnioD's   Armi    A    Cyele     Worki. 

lTer»  Fltcbbarf,  Man. 
Parker  Ck>,  Ohfta..  Tbe.  Merld«i«  Ot. 
Savage   Arms  Ck>.p   668  Tamer  8t, 

Dtlca.  N.  T. 
SteTene  Arms  St  Tool  Co..  J.»  Ohleo- 

pee  Falls,  Mate. 
Union  Fire  Arms  Co..  The  260  Au- 
buradale,   Toledo,   O. 
Hmek  9«ipr« 
(See  Saws.) 
Hair  Gllpp«rfl 
..  (See  cupping  Machines.) 
U«me  Faatenera 
Bridgeport    Chain    Co.,    Bridgepett, 
Ct. 
Hammer  Handles 

(See  Handles.) 
Havamerfly  Drop 
Billings   St   Spencer   Co.,    Bartfoid, 

Ct. 
Merrill  Bros..  Maspetfa,  N.   T. 
Haaamern,  Bana 
Arcade  Mte.  Co.,  Freeport.  IIL 
BUUncs  St  i^neer  Co.,  Hartfohl,  Ot. 
FranUln  Specialty  Co.,  Besdlng,  Pa. 
Johnson,  Wm.,  Newark,  N.  J. 
Robertson.    Arthur    R.,    144    Oliver 
St.,  Boston,  Mass. 
Hammers.  Masaet 
Billings  ft  Spencer  Co.,  Hartford,  Ot. 
Robertson,  Arthur  R.,  144  OUrer  St., 
Boston,  Mass. 
Hammers,  Niekel  Plated 
Franklin  Specialty  Oo.,  811  Oheny 

St..   peadtaig.  Pa. 
Prltcfaard-Strong  Go.,  The,  29  Circle 

St.,  Rochester,  N.  Y. 
Hammoeks 
Palmer  Co.,  I.  E.,  The,  Mlddletewm 

Hand  CarSf  Boys' 

Glascock  Bros.  Mfg.  Co.,Mancle.Isd. 

HlU-Standard   Mfg.    Co.,    4B8  Chase 
,_  St..  Anderson,  Tnd. 
HaadeoffSv 


(Se*"  Police  Supplies.) 
naadles.  Tool 

Smith  ft  Hemenway  Co.. 


Hardirare  Jobbers 

Butler    Bros.,    New   York.    (Chicago, 
St.  Louis  and  Minneapolis. 

Norrell-Shapleigb     Bdw.     Co.,     St. 
liouis.   Mo. 
Hardware       Manafaetnrers' 
Aaronts 

Smith    ft    Hemenway    Co.,    108-110 
Duane  St.,  New  York. 

Wiebusch  ft  Hilger,  Ltd.,  9-16  Mur- 
ray St.,  New  York. 
Harmoaleas 

Hohper.   M.,  476  Broadway.   N.Y.C. 

Hots,  Fr.,  476  Broadway,  New  York. 


108  Duane 


St.,  New  York. 
Tuck  Mfg.  Co.,  Broclcton, 
HandleSf  W^oodea 

Hartwell    Bros.,    Chicago    Heights, 

Hand  Sere^rs 

(See   Screws.) 
Hsinsers.  Barn  Door 

Cobum    Trolley    Track    Mfg.     Co., 

Holyoke.  Mass. 
Oriffln  Mfg.  <^.,  The,  Brie,  Pa. 
Hunt,  Helm,  Ferris  ft  (3o.,  Harrard, 

111. 
McOahe   Hanser  Mfg.    Co.,  826   W. 

26th  St.,   New  York. 
Myers  ft  Bro.,  F.   E.,   Ashland.   O. 
Reading  Hardware  Co.,  Reading,  Pa. 
Hanyersy   Coat»   Folding 
Pullman  Mfg.  Co.,  Rochester,  N.  Y. 


St., 


Hangrers,  Bawe  Troasrb 
Beifer    Bros.    Co.,    231    Arch 

Philadelphia,   Pa. 
Holbrook  Mfg.   Co.,  The,  Attleboro, 

Mass. 
Hanfirers,  Fire  Door 
Cobum    Trolley    Track     Mfg.     Co., 

Holyoke.  Mass. 
Oriffln  Mfg.  (3o.,  The,  Erie,  Pa. 
McCabe   Hanfer  Mfg.   Co..   828    W. 

28th  St..  New  York. 
Myers  ft  Bro.,  F.-  E..  Ashland,  O. 
Hansrors.  Garment 
Bennett  Mfg.  Co..  The.  420  Auburn 

Aye,   Buffalo,   N.   Y. 
Cooley  Mfg.  Co.,  108  So.  Canal  St., 

Chicago.  III. 
Eclipse  Mfg.  Co..    No.  Girard.   Pa. 
TapUn  Mfg.  Ck>..  New  BrlUin.  Ct. 
Wright  Wire  Co..   Worcester.  Mass. 
Hansrers.   House  Door 
Arcade  Mfg.  Co..  Freeport,  III. 
Chicago  Spring  Butt  Co..  Chicago. 
Cobum    Trolley     Track     Mfg.     Co., 

Holyok&  Mass. 
MeCabe   Hanger   Mfg.   Co.,   328   W. 

26th  St..   New  York. 
Prouty  Co.,  T.  C,  Albion.  Mich. 
Hanvers,  Sash 
Watroua     Mfg.     Co.,     E.     L.,     Des 

Moines,  la. 
HaniTors,    Screen    and  "Wln- 

dOlPT 

Phenlx  Mfg.   Co.,   MUwaukee.    Wis. 


Eddy  Mfg.  Co.,  Worcester,  Mass. 
Harness  Dresslnjr 

Frank    Miller   Co.,    The,    894    West 

28th  St.,  New  tork. 
Harness  Snaps 

Coyert  Mjte.  Co.,  Troy,  N.  Y. 

Beading  Hardware  Co.,  Reading,  Pa. 
Harness  Straps 

Coyert  Mfg.  Co.,  Troy.  N.  Y. 
Hasps  and  Staples 

Oriffln  Mte.   Co.,  The,  Brie.  Pa. 

Reading  Hardware  Co.,  Reading.  Pa. 
Hatebets 

_  (See  Axes  and  Hatchets.) 
Har  Knives 

Ely  Mfg.  Co.,  Theo.  J.,  Glraid,  Pa. 

Iwan  BroSj,  Stemtor,  lU.    . 
Haylaur  Tools 

Hunt,  Helm,  Ferris  ft  Co.,  Harraid, 

Myers  ft  Bro.,  F.  ■.,  Ashland,  O. 
Heaters 

(See  Articles.) 
Hedsr«  Trimmers 

Kampfe   Bros..    8   Reade   St,    New 
York. 

North   Wayne  Tool  Co..    Hallowell, 
Me. 
Heel  Plates 

Oriffln  Mfg.  Co.,  Erie,  Pa. 

Root  Bros.  Co.,  Plymouth,  O. 
Hlniresi  Blind  and  Gate 

Parker  Co..  Chas.,  The,  Meriden,  Ct. 
Hlnses,  BoK 

Acme  Steel  Ooods  Co.,  (Hiicago,  in. 
HlniTOs,  Floor 

Bommer  Bros.,  Brooklyn,  N.  Y. 

(Columbian  Hdw.  Co.,  (^cyeland,  O. 

Lawson  Mfg.  Co.,  40  Dearborn  St., 
Chicago,   111. 

Prouty  Co.,  Ltd.,  T.  C.Albion.Mich. 

Shelby  Spring  Hinge  Co..  Shelby,  O. 

Superior  Sprtaig  Hinge  (;o.,   128  So. 

Clinton  St.,   Chicago,   III. 
Hlnses,  Jamb 

Lawson  Mfg.   (}o.,  40  Dearborn  St., 
Chicago.   111. 
Hinges,  Sprlngr 

Bommer  Bros.,  Brooklyn.  N.  Y. 

Chicago  Spring    Butt   (^.,   Chicago, 

(Columbian  Hdw.  Co..  Cleyeland,   O. 
Hunt.  Helm,  Ferris  ft  Co.,  Haryard, 

Shelby  Spring«.Hlnge  Co.,  Shelby.  O. 
Hlnjres,  Strap  and  T 
Oriffln  Mfg.  Co.,  Erie,  Pa. 
SUnley  Works,  New  BriUin.  Ct. 
Hlnipes.  Tirindow  and  Screen 
Arcade  Mfg.  Co.,  Freeport,  lU. 
Hip  Rein  Supporters 

Bead  Mfg.  Co..  O.  B.,  Troy.  N.  Y. 
HItohlnv  RinKs,  Bxpanslon 
McCabe   Hanger   Mfg.   Co.,  325  W. 

26th   St.,    BTew   York. 
Hods,  Mortar  and  Brlclc 

(Steel.) 
Cleyeland    Wire   Spring   (3o..    (Heye- 

land,    O. 
Hoes 

(See  Agricultural  Implements.) 
Hoists,  Cbaln 
Yale  ft  Towne  Mfg.   Co.,  9  Murray 
St.,  New  York. 
Hoists,  Bleotrle 
Yale  ft  Towne  Mfg.  Co.,  0  Murray 

St.,  New  York. 
Holloyr  TITare 
Ayery  Stamping  Co.,  Cleyeland,  O. 
Cleyeland    Stamping    ft    Tool    Co.. 

Cleyeland,  O. 
Hooks,  Belt 
Bristol  Co,,  Waterbury,  Ct. 


Hoolcs,  Coat  and  Hat 
AUas  BIfg.  Co..  New  Hayen,  Ct. 
Wright  wire  (3o.,  Worcester,  Mass. 
Williamson  Wire  Noyelty  (3o..  C.  T.. 

56  Badger  Aye..  Newark.  N.  J. 
Hooks,  Condaetor 
Berger   Bros.     (}o..    231     Arch     St.. 

PblUdelphia,  Pa. 
Iwan  Bros..  Streator,  111. 
Hooks,   Monldlnir 
Wmiamson  Wire  Noy.  Co.,  68  Bsd- 

ger  Aye.,  Newark,  N.  J. 
Hooks,  Safety  ladder 
Taplln  Mfg.  Co.,  >New  Britain,  Ct 
Horse  Moyrers 
Cniadbom  ft  ColdweU  Mfg.  Ck>.,  New- 
burgh,  N.  Y. 
ColdweU    Lawn   ^ower    Co.,    New- 
burgh,  N.  Y. 
Horsesnoe  Nails 

(See  Nails.) 
Horse  Pokes 

Ely  Mte.  Co.,  Theo.  J.,  Olrard.  Pa. 
Horse  Tall  Bands  and  Ties 
Bead  Mfg.  Co.,  O.  B.,  Troy,  N.  Y. 
Hose 

(See  Oarden  and  Fire  Hose.) 
Hose  ConpUnss 
Nelson  ft  Morrison  Mfg.  0>.,  Peoria, 

111. 
Hose  Nossles 

Myers  ft  Bro.,  F.  E..  Ashland.  O. 
Hose  Raeks 
SpecUlty    Mfg.    Co..    St.     Anthony 

Paril,  Minn. 
Honse  Mvmbers 
Turner  ft  Seymour  Mfg.   Co.,   The, 

Torrlngton,  Ct. 
Hnskers 

Smith  ft  Dayls.  Ames,  la. 
Hirdrants 

Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
HTdraaUc  Presses 
Waterbury-Farrel  Foundry  ft  Maeb. 

Co.,  Waterbury,  <5t. 
lee  €3blsels 

OUehrlst   Co.,    The,    288    Bank    St.. 
Newark,  N.  J. 
lee  Creant  Dlsbes 
Bennett  Mfg.  Co.,  The,  420  Auburn 

Ave..  Buffalo,   N.  Y. 
lee  Cream  Freesers 
Dana  Mfg.  Co.,  Cincinnati.  O. 
North  Bros.  Mfg.  Co.,  Phils.  Pa. 
Snow    FUke    lifg.    Co..    The,    225 

Fifth  Aye.,  New  York. 
lee  Pleks 

Arcade  Mfg.  Co.^  Freeport.  m. 
Erie  Specialty  Co.,  Erie,  Pa. 
Franklin  Specialty^ Co..  Beading,  Pa. 
Gifford-Wood  Co.,    Hudson,    N.    Y.: 

Arlington,  Mass. 
Gilchrist   Co.,    The,    288   Bank    St.. 

Newark,  N.  J. 
Pritchard-Strong  Co.,  28  Circle  St.. 

Bochester,   N.  Y. 
lee  Tools 

Arcade  Mfg.  Co.,  Freeport,  111. 
Gifford-Wood   0>.,    Hudson,    N.    Y.: 

Arlington.   Mass. 
Incubators   and  Br<»oders 
Miller  Co.,   J.    W.,   Box  118,   Free- 
port,  m. 
Reliable   Incnbator  ft   Brooder  Co., 

Qulncy,  111. 
Insect  Poyrder 
Hammond,     B.,    FldikiU-on-Hudson, 
N.   Y. 

Insnlatlnv  Paper 

(See  Psper.) 
Iron  Stands 

Franklin  Specialty   Co.,   811   (Sierry 
St.,  Beading,  Pa. 
Jacks 

Ck>yert  Mfg.  Co.,  Troy,  N.  Y. 
■  Myers  ft  Bro.,  F.  E.,  Ashland,  O. 
Jockey  Stick 
Ely  Mfg.  Co.,  Theo.  ;r.,  Oicard,  Pa. 
Joist  Hansrers 
Columbian  Hdw.  Co.,  Cleyeland.  O. 
Kettle  Scrapers 

(See  Scrapers.) 
Key  RlnflTS 
Smith  ft  Eggs  Mfg.  Ck>.,  Bridgeport, 

Ct. 
Smith  ft  Hemenwsy  Co.,  108  Duane 

St.,  New  York. 
Williamson  Wire    Noyelty    Co.,    66 

Badger  Aye.,  Newark,  N.  J. 
Kick  Plates 
Oriffln  Mfg.  Co.,  Erie,  Ps. 
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Reading  Hdw.  Co.,  Iteadlnf,  Pm. 
Runell    ft    Brwin    Mfg.    Co.,    New 

BriUlo.  Gt. 
Turner  Braee  Wki.,   The,    61  Park 

Aye..  Sycamore,  nl. 
Tale  i  "Towne  Mfg.  Co.,  9  Murray 
St.  New  York. 
Kitchen  IP^are,  ^Wire 
Bridgeport  Wire  Oooda  Co:,  Bridge- 
port, Conn. 
Knife  Blanlcs 
(See  Blanks.) 
KnlTefl 

(See    Batcher,     Mlnclhg,    Pocket, 
etc.) 
Knobs,  Repair 
Pritchard-Strong  Co.,  29  Circle  St., 
Rochester,  N.  T. 
I^nddersy    Lenv    nnd    Bzten- 

■ton 
Berger.    L.    D..    89    North    2d    St.. 

rbiladelpbla.  Pa. 
LAddera,  RolUns  Shelf 
Bicycle   Step   Ladder   Co.,   06   Ran- 


dolph St.,  Chicago,  lU. 


Cotonm    Trolley 
Holyoke,  Mass. 

Hyera  A  Bror.,  F.  B..  Aah^and,  O. 
I^nddern,  Step 

Smfth  A  Son,  r.,  Clinton,  la. 
Lamps 

Hammer  A  Co.,  Branford,  Ct. 
Lantps,  Antomoblle 

Ham  UtK.  Co..  C.  T..  Boebester,N.T. 

Motor  Car  Equipment  Co.,  56  War- 


Lemon  Sqineesers 

Arcade  Mfg.  Co.,  Freeport.  111. 

Brie  Specialty   Co.,    Brie,    Pa. 

Gilchrist  Co.,  The,  286  Bank  St.. 
Newark.  N.  J. 

Landers.  Frary  A  (^lark.  New  Brit- 
ain, Ct. 

Parker  A  Co.,  Cbas.,  Meriden,  Ct. 

Sommer's  Son.  John.  Newark.  N.  J. 
Levels 

Baker-MeMiUen  Co.f  The,  Akron.  O. 

Chapin-Stephens  Co..  Pine  Meadow, 

Davis  A  Cook.  Watertown,  N.  T. 
Stanley  Rule  A  lioyel  (^.,  New  Brit- 
ain, Ct. 
Tower  A  I^oo  Co.,  96  Chambers  St., 

New  York. 
LiflThtinir  Sratems 
Consolidated    Gas    A    Blectrie    (X»., 

Chicago,  111. 
Everready  Gas  Co.,  Lake  and  Curtis 

Sts.,   Chicago,    111. 
Lines 

(See  Article^) 
Tid  Ki 


Milk  Bottle  Raelc 
Bennett  Mfg.  Co..  The,  420  Auburn 
Ave.,  Boffalo.  N.  Y, 
Mineinn  KnlTes 
Arcade  Mfg.  (^.,  Freeport.  111. 
Smith  A  Hemenway  Co.,  108  Dvane 

St.,  New  York. 
Mirrors.  Adinstable 
Novelty  Mfg.  Co..  Waterbocy.  Ct. 
Miter  Boxes 
(See  Boxes.) 
Molders'  Tools 


ck    Mfg.    Co.,    Looks  and  Knobs»  Door 


.  Rochester,  N.Y. 
Mjmwnv^*    AHYvrmvu    Gas 
Ramsdell   Inverted  Lamp  Co.,  Tbe^ 

1128  Broadway.  N.  Y. 
Lamps.   Motor  Cyele 
Motor  Car  Equipment  Co.,  65  War- 
ren St.,   New  York. 
Lanterns 
Ham    Mfg.    Co.,    C.    T.,    Rochester, 

N.   Y. 
Pritchard-Strong  (^.,  29  Circle  St., 
Rochester,  N.  Y. 
Latehy  Barn  Door 
Wagner  Mfg.  Co.,  Cedar  Falls,   la. 
Latehes 

Peck-Hamre  Mfg.  Co.,  The,  Berlin, 
Wis. 
Lathinc*  Wire 
Buffalo  Wire  Wks.  Co.,Bttiralo.  N.Y. 
Clinton    Wire    Cloth    Co.,  Clinton, 


Ludlow-Saylor   Wire    Co.,    The,    St. 

Louis,  lio. 
Lavrn  Fnrnitnre 
Buffalo  Wire  Wks.  Co.,Buffa]o,  N.Y. 
Lavrn  Gnards 
Wright  Wire  Co..  Worcester,  Mass. 
Lavm  Movrer  Grinder 
Coldwell    Iawu    Mower    Co.,    New- 
burgh,  N.  Y. 
Peoria    Lawn    Mower    Grinder    Co., 

418  So.  Wash  St.,  Peoria,  lU. 
Root  Bros.  Co.,  The,  Plymouth,  0. 
Lavrn  Movrer  Sharpener 
Bureka  Sharpener  Co.,  Detroit.  Mich. 
National  Machine  A  Stamping  Co.. 

Detroit  Mich. 
Lafm  Mo'vrers 
Ohadbovn  A  ColdweU  Mfg.  Co.,  New. 


burgh,  «N.  Y, 
»ldweli    ~ 


Coldweli    Lawn    Mower    Co..    New* 


burgh,.  N.   Y. 
PhUadelphli    ~ 


hla  Lawn  Mower  Co..  Phil- 
adelphia. Pa. 
Reading  Hdw.  Co..  Reading,  Pa. 
Worcester   Lawn  Mower  Co,,   Wor- 
cester. Mass. 
Laim  8hoes»  Horse 
(Steel.). 
Gregg  Mfg.  Co..  The,  2229  Ashland 

Road.  Cleveland.  O. 
Laim  Sprinklers 
Novelty  Mfg.  Co..  Waterbury.  Ct. 
Speddfty    Mfg.    Co.,    St.     Anthony 

Park.  Minn. 
Standard  Stamping  Co.,  Marysvllle, 

Ohio. 
Turner  A  Seymour  Mfg.    Co.,   The. 

Torrington,  Ct. 
Lam  SvrinK* 
Myers  A  Bro.,  F.  B.,  Ashland,  O. 
Laipm  Trimmers 

(See  Ones  Trimmers.) 
Leather  Goods,  Sporting 
Draper  A  Maynard   Co.,   Plymouth, 
N.  H. 


(See  Stable  Fixtures.) 
Mantels 

Ironton  Wood  Mantel  (}o..  Irooton.  O. 
Mannfaetnrers*  Airents 

(See  Hardware.) 
Mateh  Safes 
Buffalo  Mfg.  Co.,  Buffalo,  N.   Y. 
Smith  A  Hemenway  Co.,  108  Duane 

St..  New  York.    ^ 
Mats,  Flexible  Steel 
Acme  Steel  Goods  Co..  Chicago,  III. 
Mats,  Rubber 
(See   Rubber.) 
Mats,  mrire 
Clinton    Wire    (Jloth    Co..    Clinton, 


Meat  Choppers 

(See  Food  Choppers. 


Metal  CeiUnars 

(See  Ceilings.) 
Metal  Novelties 

Cook  Co..  H.  C,  The,  Ansonia,   Ct. 
Novelty  Mfg.  Co.,  Waterbuiy,  CL 
Metal  Polish 
(See  Polish.) 
Metals,  BSmbossed 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Metals*  Perforated 

Clinton    Wire    Cloth    Co.,   CU&ton, 


Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Mieronteters 

SUrrett  Co.,  L.  S.,  Athol,  Mass. 
Milk  and  Cream  Testers 

American  Hardware  Mfj.  Cq.,  1208 
Fulton  St.,  Ottawa,  ifl. 


Dobson,  Wm.,  Canastota.  N.  Y. 
M4>p  wrinjrers 

Dana  Mfg.  Co.,  (Slnelnnati.  O. 


Reading  Hdw.  Co.,  Reading,  Pa. 
Rusself  A    Brwin    Mfg.    Co.,    New 

Britain.  Ct 
Taylor  A  Boggle  Fdry.   Co.,  (3evs- 

YaleA  Towne  Mfg.  Co.,  9  Murray 
St,  New  York. 
Looks*  Box 

Acme  Steel  Goods  Co.,  Chicago,  III. 
Looks,  Unit 

Russell    A    Brwin    Mfg.    Co.,    New 

CSIlnton  Wire  doth  (3o.,Cllnton,Ma8s. 
Ludlow-Saylor  Wire  (^.,  St  Louis, 

Mo. 
Wright  Wire  Co.,  Worcester,  Mass. 
Lnbrieants 

(See  also  OIL) 
Dixon   Crucible    Co.,     Jos.,     Jersey 

City.  N.  J.  ^ 

Lnneh  Kits,  Anto  Tonrinip 
Motor  Car  Bqulpment  Co.,  66  War- 
ren St,  New  xork. 
Maehinery 
Waterbuiy-Farrel  Foundry  A  Mack. 

Co.,  Waterbunr,  (^t 
Maehinists'  Tools 
Billtaigs  A  Spencer  (3o.,  Hartford.Ct 
Brown   A    Sbarpe   Mfg.    Co.,    Provi- 
dence,  R.   I. 
Starrett  Co..  L.  S.,  Athol,  Maas. 
Williams   A  Co.,   J.    H.,    Brooklyn, 

N.  Y. 
Mail  Boxes 

(See  Boxes.) 
Manionre  CN»ods 
Cook  (3o.,  H.  C,  The,   Ansonia,  Ct 
Smith  A  Hemenway  Co.,  108  Duane 
St,  New  York. 


Bagle  Cooperage  Wka.,  Clrcleville,0. 
Ely  Mfg.  Co.,  Theo.  J.,  Oirard.  Pi. 
GUchrist   Co.,    The,    286   Bank    St., 

Newark,  N.  J. 
White  Mop  Wringer  Co.,  Fultonvllle, 

N.  Y. 
Mops 

Arcade  Mfg.  Ck>.,  Freeport  lU. 
Eagle  Cooperage  Wka.«  (SirdevUle,  0. 
Bates  MinT  FaU  River,  Mass. 
Motor  Cars  .  . 

(See  Automobiles.) 
Motor  Cycle   Supplies 
Motor  Car  Bqulpment  Co.,  65  War- 
ren St,   New  York. 
Motors,  Blectrie 
Bates  A  Bro.  Co.,  D.  L.,  The.  Day- 
ton. O. 
Motors,  Water 
Batea  A  Bro.  Co.,  D.  L.,  The,  Day- 
ton, O. 
LIpplncott,  W.  M.  A  I.  Dept.,  New- 
ark. N.  J. 
Monldinsr  H<»oks 
Forsyth   Mfg.  Co..  806  Terrace  St, 

Buffalo,   N.   Y. 
WiUiamson   Wire  Nov.   (3o..  C.   T.. 
66  Badger  Ave.,  Newark,  N.  J. 
Mouse  Traps 
Abingdon  Trap  Co.,  The,  Abingdon, 

Animal  Trap  Co.,  Lltits.  Pa. 
Hotchkias,  B.  8.,  Bridgeport  Ct 
Mowers 

iSee  Horse;  see  Lawn.) 
1  dins 
(See  Clippers.) 
Niai  Pnllers 
Bridgeport     Hardware     Mfg.     Co., 

Bridgeport,  Ct 
Morriu,' Chas.,  276  Broadway.  N.  Y. 
Smith  A  Hemenway,  106-110  Duane 

St,  New  York. 
Tower   A   Ljpn   (3o.,    96   Chambers 


St,  New  York. 
Wail  -   ' 


Nail  Sets 

Johnson,  Wm.,  Newark,   N.  J. 
Syracuse  Twist  Drill  Co.,  984  Grape 


Co.,  Brockton,   Mass. 


St.,  Syracuse,  N.  Y, 
'I'uck  Mfg.  Co.,   Brocki 
Nails,  Copper 
Hussey  A  Co.,  C.  G..  Pittsburg.  Pa. 
NailSf  Horseshoe 
Wiebusch  A  Hllger,  Ltd.,  9-16  Mur- 
ray St.  New  York. 
Nails,  Picture 
Turner  A  Seymour  Mfg.  Co..   The, 

Torrinfton.   Ct. 
Nails,  Rubber  Head 
BlasUc  Tin  Co.,  870  Atlantic  Ave., 

Boston,  Msas. 
Walls*  Vpholstery 
Turner  A  Seymour  Mfg.   Co.,   The, 

Torrington,  Ct 
NaUs,  Wire 
Keystone.  Steel  A  Wlf«  Co..  Peoria. 

Townsend  Co..  C.  C.  A  B.  P.,  New 

Brighton,  Pa. 
Neck  Rein  Holders 
Read  Mfg.  Co..  O.  B,  Troy,  N.  Y. 
Needles,  Machine 
Excdslor   Supply    Co.,    233-37    Ran- 
dolph St.,  Chicago,  111. 
Nippers 

(See  Pllen  and  Nippon.) 
Nut  Crackers 
Arcade  Mfg.  Co.,  Freeport,   111. 
Nuts 

(See  Bolts  and  Nuts.) 
OH,  Axle 

Miller  Co.,  Frank.  349  W.  26th  St, 
New  York. 


Oil  Cans,  Spout  and  Faucet 

"YaU    Mfg.    Sup —    "        •*       '"- 
gheny,  ra. 


WaU    Mfg.    Supply    Co.,    P.,    Alle- 
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OH  Caps 

(See  Labrlcatiiis  Appliances.) 
Oilers 
American*  Tube    h    Stamping    Go. 

Bridgeport,  Ct. 
Hammer  h  Go..   Branford,  Gt. 
WaU   Mfg.   Supply    Co.,    Pa.,    Alle- 
gheny,  Fa. 
Oilers,  Force  Pamp 
Bloomer,   B.  B.,  Keltbsbnrg,  III. 
Maple  City  Mfg.  Co..  Monmouth, lU. 
Oil*  Lvbrioatiiiflr 
Excelalor    Supply    Co.,    288-87   Ban- 

dolph  St.,  Chicago,   ni. 
Three-ln-One  OU  Co.,  42  Broadway, 

New   York. 
Oil  Stones 

Carborundum  Co.,  Niagara  Falls, N.Y 
Pike  Mfg.  Co.,  Pike,  N.  H. 

Oil   StOTOS 

(See  StoTei.) 
Optical  Goods 
Mai 


Pa. 

New 

lurray 

le  St., 

le  St, 

N.  J. 


Dixon '  Crucible    Co..~  Jos.,    Jersey 

City,  N.  J. 
Paint,  Wail  CoaUnff 
Alabaitlne  Co.,  Grand  Baplds,  Mich. 
Paints,  Enamels,  etc. 
Carpenter-Morton    Co.,    77    Sudbury 

St.,  Boston,  Mass. 
Hammond,     Q,,     Flahkill-on-Hudson, 

N.  y. 
Martln-Senour  Co.,  The,  9614  Quarry 

St.,  Chicago. 
Papers,  Bnildinff  and  Roof- 
ins 
Barrett  Mfg.   Co.,   New   York. 
Hewitt  h  Bros.,  O.  B.,  48  Beekman 
St.,   New  York. 
Paper,  Hard'vrare  Wrapping 
Hewitt  4b  Bros.,  0.  B..  48  Beekman 
St.,  New  York. 
Parinsr  Knives 
Smith  a  Hemenway  Co.,   106  I>uane 
St..  New  York. 
Paste,  Powder 
H<^t,  Arthur  S.,  W.  Broadway  and 

(Jhambers  St,  New  York. 
Patents 
Peck,  Hubert  B..  626  t  St,  Waih- 
Ington,  D.  G. 
PaTement,  Filler 

Barrett  Mfg.  Co.,   New  York. 
Pencil    Points,   IDnirraTers* 
Carborundum  Co.,  Niagara  FallB,N.Y. 
Perforated  Metaf 

(See  MeUli.) 
Picture  Cord  Wire 
Turner  4  Seymour  Mfg.   Co.,    The, 

Torrlngton,    Gt 
Wright  Wire  <}o.,  Worcester,  Man. 
Picture  Hooks 
Turner   4b   Seymour  Mfg.   Co.,   The, 

Torrlngton,  Gt 
Picture  Knobs 
Turner  4b  Seymour  Mfg.    Co.,  'The, 

Torrington,  Ct    , 
Pineapple  Eye  Clip 
HarTey  Mfg.  Co.,  649  Granite  Bldg., 

Rochester,    N.    Y. 
Pineapple  Byer 
Yawman  4b  Knapp  Mfg.  Co..    Roch- 
ester,   N.    Y. 
Pins,  Bscntokeon 
Turner   4b  Seymour  Mfg.   Co..   The, 

Torrington,  Ct 
Pipe  Cutters 
Barnes  Tool  Co..  New  Haven,  Ct. 
Walworth  Mfg.  Co..  128  Federal  St., 
Boston,   Mass. 


Pipe  Han^ersy  Steel 

(See  Hangers.) 
Pipe  Hooks  and  Straps 
Berger  Bros.  Co.,  281-287  Arch  St., 

Philadelphia,  Pa. 
Pipe  Stocks  and  Dies 
Walworth  Mfg.  Go.,  128  Federal  St, 

Boston,  Mass. 
Pipe     Taps»     Reamers     and 

Walworth  Mfg.  Co.,  128  Federal  St, 


Post  Hole  IHraers 

_^   (See  Augers.) 

Pot  CoTcrs,  Kiteken 

[issher  Mfg.  Co.,  Darenport,  la. 
Pot  Stands 

Franklin  Special^  Co.,  811  Cherry 

St,   Beading,  Pa. 
Poultry  Ifetiinv 

Clinton    Wire    Cloth    Go.,    Clinton, 


Pipe  VL 
Walworth  Mfg.  Co.,  128  Federal  St, 

Boston,  Mass. 
Williams  4b  Co.,   J.    H.,    Brooklyn, 

N.  Y. 
Pistols 

(See  also  BeTolTers.) 
Johnson's    Arms    4b    Cycle    Works, 

iTer,  Fltchburg.  Mass. 
SteTens  Arms  4b  Tool  Co.,  J.,  (?hlco- 


pee  Falls,  Mass. 
Pitck 

Barrett  Mfg.   Co.,   New  York. 
Planes 
Chapln-Stephens  Co.,   Pine  Meadow, 

Of. 
Stanley    Rule    4b    LctoI    Co.,    New 

Britain,  Ct 
Tower  4b  Lyon  Co.,  96  Chambers  St, 

New  York. 
Plate  Cleaners 
Lasher  Mfg.  Co..  Darenport  la. 
Planters,  Corn,  etc. 
Sheffield  Mfg.  Co.,  Burr  Oak,  Mich. 
Planters.  Potato 
Sheffield  Mfg.  Co.,  Burr  Oak,  Mich. 
Plated  Ware,  Nickel 

(KnlTes  and  Forks.) 
Union  Cutlery  4b  Hardware  Co..  Un 

lonTllle.  Ct. 
Plated  W^are.  SilTor 
(Knlyes  and  Forks.) 
Union  Outlery  4b  Hdw.   Co.,   Unloo- 

Tllle.  Gt 
Plated  Ware,  SilTor 
American  SUrer  Co.,  Bristol,  Gt 
Assoclsted  surer  Co.,  162-168  Lake 

St,  Chicago,  nt 
International    SUrer    Os.,    Msrldsa, 

Ct 
Oneida    Gumsiiintty,    I^.,    Oneida, 

N.  Y. 
Pliers  and  Nippers 
BllUngs   4b  Spencer    Co.,    Hartford, 

Ct 
Bonner  Mfg.  Co.,  G.  B.,  Chrisman, 

111. 
Cronk  4b  Carrier  Mfg.  Co.,   Blmlra, 

N.  Y. 
Johnson,   Wm.,   Newark,   N.  J. 
Lowentraut     Mfg.     Ck>.,     P..     36-54 

Brenner  St,  Newark,  N.  J. 
Morrll,   Ghas.,   976  Broadway,   New 

York. 
Smith  4b  Hemenway  Co.,  106  Duane 

St.  New  York. 
Sehollhom  Co.,    Wm.,    New   Haren, 

Ct. 
Utlca  Drop  Forge  4b  Tool  Co.,  Utlca,' 
N.  Y. 
Plows 

Syracuse    Chilled    Plow    Co.,    Syra- 
cuse. N,  Y. 
Plumb  Bobs 

Reading  Hardware  Go.,  Reading,  Pa. 
Starrett  0>.,   L.   S.,  Athol,  Mass. 
Tower  4b  l4yon  Co.,  06  Chambers  St., 

New  York. 
Plumbers'  Brass  CU»ods 
Landers,  Frary  4b  Clark,  New  Brit- 
ain, Ot, 
Plumbers'    Tools 
Lowentraut     Mfg.     0>..     P.,     36-54 
Brenner  St.,    Newark,    N.  J. 
Pocket  KniTcs 
Northfleld   Knife   Co..    Northileld.Ct. 
Wlebusch  4b  HUger.  Ltd.,  0  Murray 
Rt,  New  York. 
Police  Supplies 
Tower  4b  Lyon  Co.,  66  Chambers  St., 

New  York. 
Polisk.  StOTe 
Black    SUk     Store     Polish     Works, 

SterUng,    111. 
Dixon    Crucible     Co.,     Jos.,     Jersey 

City,  N.  J. 
Nickel  PUte  Store  PoUsh  Co.,  Ohl- 
cage.   111. 
Porcelain  Knobs 
Turner  4b  Seymour  Mfg.   Co.,   The, 
Torrington,    Ct. 


Ludlow-Saylor  Wire  Co.,  St  Louis, 

Mo. 
New  Jersey  Wire  Cloth  Co.,  Tren- 
ton,  N.  J. 
Wright  Wire  Co.,  Worcester,.  Mass. 
Powder 
Aetna    Powder    Co.,    The,    Chicago, 
lU. 
Presses,  Meat  and  Fruit 
Brie  Specialty  Co.,  Brie,  Pa. 
Pruning  Skears 
I  Sheai 


(See  Shears.) 
Pry  Bar  and  Nail  PuUer 
Bonner  Mfg.   Co.,  G.  B.,  Ghrississ, 

Pum'ps 

Myers  4b  Bro.,  F.  B.,  Ashland,  O. 
Punckes,  Belt 

Bemls   4b   CaU    Hdw.    4b  TwA   Co., 

Springfield,   Mass. 
Lowentraut     Mfg.     Co.,     P.,     86-64 

Brenner  St,   Newark,    N.  J. 
Sehollhom  Co.,  Win.,  New  Haren,Gt 
Smith    4b    Bgge    Mf^.    Go.,    Bridge- 


port Gt 
nncke 


Punckes,  Conductors* 

Bridgeport    Hardware    Co.,    Bridge- 


port Gt. 

»hnson,   \ 

^wentraut,  ~Mfg. 

Brenner  St,   Newark,   N.  J. 


Wsu,  Newark,  N.  J. 
jMfg.     Co.,     P.,     86-64 


Sehollhom   Co.,    Wnr.,    New  Haren. 
Punckes.  Hand 
Morrill,  Ghas.,  276  Broadway,  N.  Y. 
Pusk  Carts 

Syracuse    GhUled    Plow    Go.,    Syra- 
cuse, N.  Y. 
Pusk  Plates 

Griffin  Mfg.  Co..  The,  Brie,  Pa. 
Putty  Kniwes 
Smith  4b  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Rake»  Self-Cleaulnsr 
Cronk  4b  Carrier  Mfg.  Co.,  The,  Bl- 
Rjtkes 
Cronk  4b  Garritr  Mfg.  Co.,  Btmlra, 

N.  Y. 
Ranires 

(See  Stores.) 
Ratcket  DriUs 
Billings  4b  Spencer  Co.,  Hartferi.Qt 
Ratcket     npe     Stocks     SSff 

Dies 
Walworth  Mfg.  Go.,  US  FMeralSt 


Rat  Traps 

Abingdon  Trap  Co.,  The,  Abtegdes, 

Hotchklss,  B.  8.,  Bridgeport.  Gt 
Oneida    Community,    Ltd.,    Otoeids* 
N.    Y.  •,,,.—. 

Smith  4b  Bgge  Mf^.  Co.,  Bridgeport 

Ct 
Worcester   Wire   Norelty   Co.,    Can- 
ton,  q, 
Rasor  Blade  Holder 
_  (See  Baser  Stroppera,  Safety.) 
Rasor  Guards 
Weiss.    L.    T.,    297    Taaffe    PUce, 
Brooklyn,  N.  Y. 
Rasor  Hones 
Carborundum     Co.,     The,     Niagara 

Falls.  N.   Y. 
Droescher,    S.    B.,    76   Warres    St, 

New  York. 
Pike  Mfj.  Co.,  Pike,  N.  Q, 
Rasor  Stropper,  Safety 
Bestgen  4b  Co..  J.  O.,  161  Summer 

St.,  Boston,  Mass. 
PerfecUon  Mfg.  Co.,   7   Water  St, 
Boston.  Mass. 
Rasor  Strops 

Kampfe  Bros.,  8  Beade  St,  N.  Y. 
Eddy  Mfg.  0>.,  Worcester,  Mass. 
Rasors 
Droescher,    S.    B.,    76   Warceo   St., 

New  York. 
Smith  4b  Hemenway  Co.,  106  Dsass 

St.,   New  York. 
Rasorsy  Com 

Kampfe  Bros.,  8  Beade  St,  N.   Y. 
Rasors,  Safety 
American    Safety     Baser    Go.,    8S0 
Broadway,  N.   Y. 
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Gem  Cntlery  Co.,  34  Reaae  St.,  New 

York. 
Kampfe  Broc,  8  Beade  St.,  N.  T. 
Ward   Safety   Baaor   Co.,   TBI   BUr 

Bldff..  Chicago. 
Reamers 
Brown   4b   Sbarpe  Mfg.    Co.,    Provi- 
dence, B.  I. 
Tack  Mfg.  Oo^  Brockton,  Maaa. 
Reeordingr  instriiiiieiita 
Bristol  Co.,  WaterbiU7,  Gt. 
Reels 

(See  riahlng  BmIs.) 
Refrlgrerator   Basket 
Burlington    Basket  Co.,   Borlington, 

la. 
Refrlgrerator  Drip  Pan 
Gem    Mfg.     Co.,     Chelsea    Station. 
Boston,   Maes. 


Rubber  Mattlnff 

Buckley  Bubber  Co..  J.  W.,  00  War- 
ron  St.,  New  York. 

Blastlc  Tip  Co.,  870  Atlantic  Ave., 

Boston,   Maes. 
Rabber  Packlngr 

Buckley  Bubber  Co..  J.  W.,  00  War- 
ren St..  New  York. 

Berero  Bubber  Co..  77  Bedford,  St., 

Boston,   Maes. 
Rubber      Tips,      Cane      and 
Crutcb 

EUstlc  Tip  Co.,  870  AUantlc  Ays., 
Boston,  Mass. 


Rubber  Tips,  Slotted  flerew 

"lastlc  Tip  Co..  — 

Boston.  Mai 


Refrigerator  Trlntmlnaa 

Arcade  Mfg.  Co..   FreeporL  llL 
Braes    Qoods    Mfg.    Co.,    Bnoklyn, 


N.  Y. 
Refrlarerators 

Herrick  Beftigsrator  Co.,  WatsriMH 

la. 
Regrlstersy  Wall  and  Floor 

Berber,   L.   D.,  00  No.  Seeond  St., 

Philadelphia.    Pa. 
Reloading  Tools 
Union  Hdw.  Co.,  Torrlngtoa,  Ot. 
Re^olTors 

Harrington  ft  Blchardson  Arms  Os., 

822  Park  Ato.,  Worcester,  Mass. 

Hopkins  4b  AUen  Arms  Co.,   Dsot. 

B,  Norwich.  Ct. 
Johnson's  Arms  4b  Oyde  Wks..  Iver, 
^,l^,»*^«'  St..  Fltchbarg.  Mass. 
Riddles 

(See  Screens.)   (Foundry  Biddies.) 

Rifles 

Hamilton  Bifle  Co.,  PlymooUu  Mieh. 

Hopkins  4b  Allen  Arms  Co.,  Dept.  B, 

Norwich,  Ct.  .      ir    — 

BsTage  Anna  Co..   068  Tamer  St.. 

Utica,   N.   Y. 
SteTens  Arms  4b  Tool  Co.,  J..  Ohloo- 


„^pee   Fslla,   Mass. 
Rifles,    Air 

I>«l»y  Mfg.    Co..    280    Union    St, 

Plymouth,   Mich. 
RlTet  Macblnes 

Watsrbury-Farrel  Fdry.   4b   Maehlns 

»s.,  ^Waterbury.  Ct. 
Rl^etlnv  Maeilnos 

Itoot  Bros.  Co.,  The.  Plymooth.  O. 
RlTetln«  Maeblnes,  Hand 

Smith  Mfg.  Co..  F.   H..   48  and  00 
_.5*.  John'i  Court.  Chicago.  IlL 
Rivets 

eariand    Nut    4b    BiTet   Co..    Pitts- 
hQrg,    Pa. 

Roller  Skates 

(See  Skates.) 

■i?*',?S5**V»  Aspbalt 
Stowen  Mfg.  Co.,  Jersey  City,  N.  J. 
Rooflnjg  Pelts 

Barrett  Mfg.    Co..   New   York. 

Stowell  Mfs.  Co..  Jersey  City.  N.  J. 
Rooflns  Paper      "^      *" 
_   (See  Paper.) 
RooflngTf  Slate 

Johnson  Co..  ■.  J..   88  Park  Bow, 

New  York. 
Rooflngrs,   Prepared 

Barrett  Mfg.  Co..  New  York. 

Philadelphia,   Pa. 
StoweU  Mfg.  Co.;  Jersey  City,  N.  J. 
Rope 

(See  Cordage.) 
Rubber  Prult  Jar  Rln^s 
Buckley  Bubber  Co.,  J.  W-,  00  War- 
ren St.,  New  York. 
Rubber  Foree  Cups 
Buckley  Bubber  Co.,  J.  W.,  09  War- 
ren St.,  Now  York. 
Elastic  TiD  Co.,  870  AUantlc  Ato., 
Boston,  Maaa. 
Rubber  Goods»  Meohanloal 
Berere  Bubber  Co.,  77  Bedford  St., 
Boston,    Maas. 
Rubber  Mats 

Buckley  Bubber  Co.,  J.  W.,  09  War- 
ren St.,  New  York. 
Bevere  Bubber  Co.,  77  Bedford  St., 
Boston,    Mass. 


Blastlc  Tip  Co..  370  Atlantic  Ats.. 

Boston,  Msas. 
Rubber   Tublnv 
Bevere  Bubber  Co.,  77  Bedford  St., 
Boston.  Maaa. 
Rules 
Chapin-Stephens  Co.,   Pine  Meadow. 

Chesterman    4b    Co.,     Ltd.,    Janss, 

Sheffield.  Bng. 
Lufkin   Bule  Co.,   Saginaw.  Midi. 
Stanley    Bule    4b    liOTel    Co..    New 

Britain,   Ct. 
WiebuBch  4b  Hilger,  Ltd.,  0-10  Mnr- 

ray  St.,  New  York. 
Sad  Irons,  Asbestos 
Dover  Mfg.   Co.,  Canal  Dover,  0. 
Safety-  Rasors 

(See  Baiora.) 
Salamanders 
Drouve  Co.,  G..  Bridgeport.  Ct. 
Sand  Paper 

(See  Emery  PaperJ 
(See  Carborundum  Paper  4b  Cloth.) 
Sasb  Balances 
Pullman  Mfg.  Co.,  Bocheater,  N.  Y. 
Sasb  Cbalns 
Bridgeport    Chain    Co.,    BHdgsport, 

Ct. 
Oneida  Community  Co..  Onelda,N.Y. 
Smith  4b  Bgge  Mfg.  0>..  Bridgeport, 

(3t. 
Sasb   Cord 
Bates  Mills,  FaU  Biver,  Maas. 
Samaon  Cordags  Wks., Boston.  Mass. 
Sliver   Lake  Co..   78   Chaoncey  St., 

Boaton,   Maas. 
Sasb  Fasteners 


Sa'vrst  lee  - 

Olfford-Wood  Co.,  Hodson,   N.   Y. 
Saivs,    Keybole 
Bridgeport      Hdw.    Mfg.    Co.,    The, 

.Bridgeport,    Ct. 
Scales 

Landers,  Frary  4b  Clark,  Now  Brit- 
ain, Ct. 
Osgood  Scale  Co.,  Blnghamton,  N.Y. 
Pelonae    Scale    4b   Mfg.    Co.,    403-13 

Ohio  St.,   Chicago,   111. 
Beading  Hdw.  Co.,  Bsading,  Pa. 
Stimpson    Scale    4b    Mfg.    Co.,    100 

Park  PUce,  NorthvUle.  Mich. 
Scissors 

(See  Sbeara.) 
Scissors  Grinder 
Buck,  V.  P.,  82  Lincoln  St..  Boston, 

Maas. 
Scrapers,  Flpor  and  Cabinet 
Bennett  Mfg.  Ck».,  The.  420  Auburn 

Ave..   Buffalo,  N.  Y. 
Fox  Mfg.  Co..  180  Second  St.,  Mil- 
waukee. Wis. 
Hurley  Machine  Co.,  188  So.  Jeffer- 

eon    St.,    Chicago,    IlL 
Scrapers,  Foot 


ers 


(See  Fasteners.) 
Sasb  Hanvers 
1  ig?*,H*P«erB,) 
Sasb  Lifts 

Columbian  Hdw.  Co.,  ClevoUiid.  0. 
Oriffln  Mfg.  Co.,  The,  Brie.  Pa. 
Sasb  Locks 

-  Champion    Safety    Lock    Co.,    Gen- 
eva, 0. 
Ives  Co..  H.  B.,  New  Haven.  Ct. 
Beading  Hdw.   Ck>.,   Beading,   Pa. 
Buasell    4b    Brwln    Mfg.    Co.,    New 

Britain,    Ct. 
Shelby  Spring  Hinge  Co.,  Shelby,  0. 
Taylor  Mfg.   Co.,   HartfonL  Ct 
Yale  4b  Towne  Mfg.  Co.,  9  Mnrray 

St.,  New  York. 
Sasb  Pulleys 
Beading  Hdw.  Co.,  Beading,  Pa. 
Bo<ieell    4b    Erwln    Mfg.    Co..    New 
Britain,  Ct. 
Sanv  Clamp 
Smith  4b  Hemenway  Co.,  108  Duane 

St.,  New  York. 
Tower   4b    Lyon    Cte.,    00   Chambers 

St..    New   York. 
Saw  Handles,  Cross-Cut 
Ely  Mfg.  0>..  T%eo.  J..  Oirard,  Pa. 
Sanv  Jointer 
Pike  Mfg.  Co.,  Pike.  N.  H. 
Sa'vr  Sets  and  Tools 
Lowpntraut     Mfg.     Co.,     P.,     86-64 

Brenner   St.,    Newark,    N.    J. 
Morrill,  Chas.,  276  Broadway, N.Y.O. 
Smith  4b  Hemenway  (3o.,  108  Duane 

St.,    New   York. 
Sanvinig       Macblnes       (Hand 
and   Foot  Ponver) 
Bamea  Tool  Co.,  New  Haven,  Ct. 
Sauvs,  Hack 
Millers   Falls   Co.,    28   Warren   St., 

New  York. 
Union  Hardware  Ck>.,  Torrtngton,  Ct. 
Saws,  Hand,  etc. 
Norvell-Sbaploigh      Hardware      Co., 

St.  lionfa.  Mo. 
Slmonda  Mfg.  Co.,  Fltchburg,  Maas. 


lorapers.  Foot 

Beading  Hdw.  Co..  Beading,  Pa. 
icreen  and  window^  Ukwtm* 

(See  Hangers  J 
Screens,  Coal*  Sand,  etc 

Buffalo  Wire  Wka.  0>.,  Biiiralo,N.Y. 
CllntoB    Wire    Cloth    0>.,   Cllntoa, 

Maas. 
Lodlow-Saylor  Wire  Co.,  St.  Louis, 

Mo. 
New  Jeraey  Wire  Cloth  Co.,  Trea- 

ton.  N.  J. 
Wright  Wire  Co.,  Worcester,  Maas. 
Screens,  wlndow^ 
Sherwood  Metal  Working  Co.,  Syra- 

cuae,   N.   Y. 
Screvr  Drivers 
Arcade  Mfg.   Co.,   Freeport,    lU. 
Billings  4b  Spencer  Go.,  The,  Hart- 
ford, Ct.  ^ 
Bridgeport     Hardware     Mfg.     9k, 

Bridgeport,   Ct. 
Johnson,   Wm.,  Newsrk.  N.  J. 
North  ^ros.  Mfg.  Co..  Phlla.,  Pa. 
BuaseU    4b    Brwln    Mfg.    Co..    Vkm 

Britain.  Ct. 
Stanley    Bule    4b    Level    Co..    New 

Britain,  Ct. 
Tower  4b  Lyon  Co..  00  Ghambsn  St., 

New  York. 
Tuck  Mfg.  Co.,  Brockton.  Mass. 
Screw  Hacblne  Products  to 

1  In.  Diameter 
Barnes  Co.,  Wallace,  The. 
Screw^  Pulleys 
Turner  4b  Seymour  Mfg.  Co.,   The, 

Torrtngton,   Ct. 
Screnvsy  Coacb  and  Lagr 
McCabe   Hanger   Mfg.   Co..   &Z0  W. 

20th  St..   New  York. 
Screws,  Hand  and  Benob 
Chapin-Stephena  Co.,  Pine  Meadow, 

Ct. 
Grand     Baplda     Hand    Screw    Oo., 

014  Jefferaon  Ave.,  Grand  Bapid% 

Mich. 


Screnvs.  Wood 

Parker  Co.,  Chaa.,  The,  Meridea,  Ct. 
Scribes,  Timber 
Bemia   4b   Call    Hdw.    4b    Tool    Co., 

Snringfleld,   Maas. 
Scytbes 
North   Wayne  Tool   Co.,    Hallowell, 

Me.  

Scjrtbe     Stones    and    Wfcet- 

stones 
Carborundum  Co.,  Niagara  Falls, N.Y. 
Cleveland   Stone  Co.,   Cleveland,    O. 
Pike  Mfg.  Co.,  Pike.  N.  H. 
SeparatorB»  Dairy  Cream 
American  Hardware  Mfg.  Co.,  1208 

Fulton  St.,  Ottawa.  III. 
Sbarpeners 

(See  Articles.) 
Sbears  and  Scissors 
Atlaa  Shear  Co..  Bridgeport.  Ct. 
Bridgeport     Hardware     Mfg.     Oo., 

Bridgeport.  Ot. 
Heinlach'a    Sons    Co.,    B.,    Newark. 

Wiebuseh  4b  Hllger.  Ltd.,  0  Mnrray 

St..   New   York. 
W188  4b  Sono  Co..  J..  Newark,  N.  J. 
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Solderen«  Co.»  63  State  St.,  Boston, 

Man. 
SolderlniT  Coppers 
ClendeoDln  Broa..  Baltimore,  Md. 
Torner  Braaa  Worka,  61  Park  At«., 
Syeamore,    111. 


Shears,  Grass 

Smith  4b  Hemeuway  Co.,  106  Duaoa 

St..  New  York. 
Skears,  Prnnlns 
Gronk  4b  Carrier  Mfff.  Co.,   Blmlra, 

N.    Y. 
Wleboacb  4b  HUger,  Ltd.,  0  Morraj 
St.,  New  York. 
Shears*  Sheep 

Cblcaffo  Flexible  Sbaft  Co.,  180  On- 
tario St.,  Cblcago,  111. 
8ml tb  4b  Hemenway  Co.,  106  Dttane 

St.,  New  York. 
Wlebuach  4b  HUger,  Ltd..  0  Morray 
St..   New   York. 
Sheet  Metal  Specialties 
Bridgeport  Wire  Qooda  Co.,  Bridge-' 
port,  Ct. 
Shelf  Boxes 
(See  Boxes.) 
Shelf  Ladders 
(See  Ladders.) 
Shellac    Bleachers 
Berry  Bros.,  Ltd..    Detroit,  Mlcb. 
Shelving,  Hardware 
Warren  Mfg.   Co.,    J.   D.,   Chicago, 
IlL 
Shlnffle  Gaave 

(See  Ganges.)   ,      .    _  ..  .  »...—  ««..  -««..  *,^ 

Shoe  Holder  and  Polisher       o««^i«l  o«k-i- 

Amerlcan  Hardware  Mff .  Co.,  1203    »P®r*««  «?<>*■ 

Fulton  St..  OtUwa.  111. 
Shoe  Lasts  and  Stands 
Boot  Bros.   (3o.,   The,   Plymouth,  0. 
Shot  Guns 
(See  Ouns.) 


Solderene  Sticks,  Alamlnnm    Step  Ladders 


(See  Ladders.) 
Stocks  and  Dies 
Armstrong    Mfg.     (?o..     Bridgeport, 
Ct. 
StoTC  Lnsta,  Self  Shining 


Sycamore.     Ill,  aiove  Mjvsva,  aeAx  oninin 

Solderlnv     Fnmaee,     Kero-     Crosby   &   Co..   Detroit,    Mlcb. 
aene  Stove  Polish 


Barnes  Tool  Co.,  New  Haven,  Ct. 
Soldering  Furnaces 
(Tlayton   4b   Lambert   Mfg.   Co.,    De- 

trolt.   Mich. 
Turner  Brass  Works,  61  Park  Are., 

Sycamore,  III. 
Solderlnv  Sets 
Arcade  Mfg.  Co.,  Freeport.  111. 
Spark  Guards,  Wire 
Buffalo  Wire  Wks.  Cq.^  Buffalo,  N.Y. 
Spoke  Shaves 
Johnson,   Wm.,   Newark.  N.  J. 
Stanley    Rule    4b    Lerel    Co.,    New 

BrlUln.  Ct. 
Spoons  and  Forks 

(See  Plated  Ware.) 
Spoons,  Tinned 
Atlas  Mfg.  Co.,  New  HsTen,  Ct. 


Cycle  Skate  4k  Sporting  (}oods  0>.. 

8T  Park  St.,  New  York. 
Draper-Maynard       Co.,       Plymouth, 

N.  H. 
New   York   Sporting   Goods  Co.,    17 

Warren  St.,   New  York. 


Shovels,  Spaces  and  Scoops    „    Warren  St.   New  Yor 
Ayery  SUmplng  Co.,  CleTeUnd,   0.    Spraylnir  Machines 

— Myera  4b  Bre.,  F.  B.,  AshUnd,  O. 

Standard  Stamping  Co.,MarysTllle,  O. 
Sprinv  Hlnves 
(See  Hinges.) 


Show  Ci 

Grand    Rapids   Fixtures   (^.,    Grand 
Rapids.  Mich. 

Slffns,  Decalcomania 

Merercord    Co.,    The,    Chamber    of    Springs 
(Commerce,  Chicago,  111. 
SilTcrivare 


(See  Polish.) 
Stove  Tracks 
(See  Tracks.) 
Stoves,  Oil  and  Gasoline 
Taylor   4b  Bofffls   Fdy.   Co.,    CleTe- 

land,  O. 
Strainers,  Tea  and  CoSee 
Porter  Machine  4b  Stamping  Works, 

Gregory,  Mlcb. 
Strainers,  Sink 
Andrews  Wire  4b  Iron  Wks.,  Bock- 
ford,  111. 
Prltcbard-Strong  (}o.,  20  Clrele  St^ 
Rochester.  N.  Y. 
StraivherrF  Hnller 
Stephens  4b  Co.,  Windsor,  Waltham, 

Mass. 
Stretchers,  Fence 

(See  Wire  Stretchers.) 
Strops 

(See  Raaor  Straps.) 
Sweepers,   Lawn   and   Walk 
Greene  Mfg.  Co.,  Springfield,  O. 
S^rimnftinff  Devices 
AyTad   Mfg.  (3o.,   Hoboken,  N.  J. 
Swinvs,  Porch  and  Lawm 
National   Ventilator  Co.,   140  Soatfa 
Jefferson   St.,   Chicago,   IlL 
Tahle  Ware 

(See  Plated  Ware.) 


Barnes  Co.,   Wallace,  The,   Bristol,    Tackle  Blocks 


(See  Plated   Ware.) 
Sink  Brnshes._wlre 
Blgelow,  J.  F.,  woreester,  Mass. 
Sink  Cleaners 


Ct. 
Tuck  Mfg.  Co.,  Brockton,  Mass. 
Springs,    Door 

Mlddletown    Mfg.    Co..    Mlddletown, 
O. 


Ct. 


Bridgeport  Wire  Goods  Co.,  Bridge-    Sprockets,  Cycle  and   Anto- 


port,  Ct. 
Sink  Strainers 

(See   Strainers.) 
Skate  Sharpeners 

Smith  4b  Hemenway  Cki.,  108  Duane 

St,   New  York. 
Skates,  Ice 


mohile 

Baldwin  Chain  Mfg.  Co.,  The.  Wor^ 
cester.  Mai 


Saaares,  Steel 

NIcF ' 


Barney  4b  Berry,  Springfield,  Mass. 
New   York  Sporting   Goods  Co.,    ' 


ichoUs  Mfg.  Co.,  Ottumwa,  la. 
Russell    4b    Brwln    Mfg.    Co.,    New 
Britain,  Ct. 


IT 


Warren   St.,   New  York. 
Union  Hdw.  Co.,  Torrtngton.  Ct. 
Wlnslow   Skate    Mfg.    Co.,    Samuel, 

Worcester,    Mass. 


New 


Squares,  Try,  Mitre,  etc. 

Stanley    Rule   4b    Level    €k>., 

BriUln,  Ct. 
SUrrett  (To.,  L.  CL.  Atbol.  Mass. 
Dnlon  Cutlery  4b  Hardware  Co.,  Un- 

louTllle.  Ct. 


Lowentraut    Mfg.     Co.,     P..     36-54    Stampinir,  Sheet  Metal 


Brenner  St..   Newark,   N.  J. 
Skates,  Roller 
Barney   4b  Berry,   Sprln^eld,  Mass. 
(Alcago    Roller    Skate    Co..    6B    S. 

Canal  St..  Chicago,  III. 
Cycle  Skate  4b  Sporting  Goods  Co., 

37  Park  St.,  New   York. 
New    York   Sporting   Goods  Co.,    17 

Warren   St.,    New    York. 
Richardson  Ball  Bearing  Skate  Co., 

60t   Wells  St.,   Chicago.   111. 
Union  Hardware  Co.,  Torrlngton.  Ct. 
Wlnslow   Skate    Mfg.    Co.,    Samuel, 
Worcester,  Mass. 
Skirt  Hanircrs 
(fl#«  Hanrers.) 
Skyllirht  Gearing 
Drouve   (^.,   G.,    Bridgeport,   Ct. 
Sleds 
Allen   4b    Ck>.,    S.    L..    Box    1100    H. 

Philadelphia.   Pa. 
Hunt,  Helm,  Ferris  4b  Ck).,  Harrard, 

111.  • 
Wagner  Mfg.   Co.,  Cedar  Falls,   la. 
Sleeve  Boards 
Eclipse  Mfg.  Co..  No.  Glrard.  Pa. 
Snoiv  Shovels 

Arery  Stamping  Co..   Cleveland,   0. 
Solderene 
Solderene  Co.,  63  State  St.,  Boston, 

Mass. 
Solderene  Flnz  Sticks 
Solderene  Co.,  63  State  St.,  Boston, 


Boston. 


ATery  Stainnlng  (3o.,   Clereland,  O. 
CleTeUnd    Stamping    4b    Tool     Co., 

Clereland,  O. 
Mossberg  0>.,  Frank,  Attleboro,Mas8. 
Tuck  Mfir.  Co.,  Brockton,  Mass. 
Staple  Poller,  Fence 
Bonner  Mfg.  Co.,  C.   B.,  Cbrlaman, 


111 


Utlca, 


(See  Blocks.) 
Tacks,  Brass  Head 

American  Ring  Co.,  Waterbury, 
Tacks,  Copper 

llussey  4b  Co.«  G.  G.,  Pittsburg.  Pa. 
Tamale  Kettles 

(See  Kettles.) 
Tanks 

(See  Articles.) 
Tapes,  Measnrinv 
Cbestermaa  4b     Co.,     Ltd.,     James, 

Sheflleld,  Bug. 
Lnfkln    Rule    Co.,    Saginaw.  Mich. 
SUrrett  Co.,  L.   8.,  Athol.  Mass. 
WIebusch  4b  HUger,  Ltd..  0-16  Mur- 
ray St.,  New  York. 
Tapping  Machines  for  Street 
Mains 
Walworth  Mfg.  Co..  128  Federal  St., 
Boston,   Mass. 
Taps  and  Dies 
Armstrong  Mfg.  Co.,  Bridgeport,  Ct. 
Telescopes 
Klrtland    Bros.    Co.,    Dept.    H,    00 
Chambers  St..    New   York. 
Tempering  Powder 
PhlUlps-Laffltte     (3o..     Penn    Bldg., 
Philadelphia,   Pa. 
Thamb  Tacks 
Ilawkes-Jackson   Co.,  82  Duane  St, 
New  York. 


CJo. 


Dtlca  Drop  Forge  4b  Tool  Co. 
N.   Y. 
Staples,  Wire 

Keystone  Steel  4b  Wire  (yO.,  Peoria, 
III. 
Townsend  (^..  C.  C.  4b  E.  P.,  New 

WrtS?*WirrCo..  Worcester.  Mass.    T**"*  "•■*"5?.»»*«^®^ 
Steak  Pounders 
Arcade  Mfg.  Co.,  Freeport.  111. 
Wagner  Mfg.   Ck>..  Cedar  Falls.   la. 
Steam  Cooker  and  Baker 
Gem      Mfg.     Co.,     Chelsea    Station, 

Boston.  Mass. 
Ohio  Cooker  Co.,  The,  Toledo,  0. 
Steel 

American    Tube    4b    Stamping    Co., 
Bridgeport.  Ct. 
Steel  Stamplnnrs,  Cold  Rolled 
Adrance  Mfg.  Co.,  Racine  Junction, 

Wis. 
American    Tube    4b    Stamping    (^., 

Bridgeport,  Ct. 
Barnes   Co.,    Wallace,  The,    Bristol, 


Bridgeport, 
Ltd..     Oneida, 


Solderene  Paste 

Solderene  Co.,  63  State  St., 
Mass. 


Ct. 

Grlffln  Mfg.  (To.,  The,  Brie,  Pa. 
Mossberg  Co..  Frank  AttIeboro.Mass. 
Steel  ware,  Cookinv 
Arery   Stamping  Co.,    Cleveland.   0. 
Clereland    Stamping     4b    Tool    Co,, 
Clereland,  O. 


Bridgeport    Chain 

Ct. 
Oneida    0>mmunlty, 
N.  Y. 
Tiling  Spades 

Iwan  Bros.,  Streator,  111. 
Tin  Boxes,  Cash,  Bond,  etc 

(See  Boxes.) 
Toasters,  Bread 
Apex   Specialty  (}o. 
Mlddletown    Mfg.    Co..    Mlddletown. 

O. 
Standard    SUmo'g   0>.,  MaryYllle,0. 
Tonffs,  Machinist 
Barnes  Tool  Co.,  New  HsYea,  Ct. 
Tool  Baffs 

(See  Articles.) 
Tool  Chests  and  Cabinets 
American   Tool    Chest  Co.,    900   W. 
Houston  St.,  New  York. 
Tool  Racks 
Herrick  Co.,  F.  A.,  Jackson,  Mich. 
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Tool  Steel 

Phllllps-Laffltte     Co.,     Penn     Bide.. 
Pblfadelphia,    Pa. 
Toola 

(See  Artlcl«a.) 
Torcl&efl,  SSnirliie 
Hammer  k  Co..  Bninford,  Ct. 
Wall    Mfg.    aupplj    Co.,    P..    AH©- 
fheny,   Fa. 
Torckea,  Plnmbera' 
Clayton   &   Lambert   Mfg.    Ca,    De- 
troit, Mich. 
Turner  Brass  Works,  61  Park  ATe., 
Sycamore,  111. 

Torobea,  Outdoor,  Gaaoline 

Tomer  Brass  Works,  61  Park  At*., 

Sycamore,  IlL 
Towel  Bara 
TapUn  Mfg.  Co,  The,  New  BrlUln, 

Trapa 

(See  Articles.) 
Traya,  Crnmb 

Buffalo  Mfg.  Co..    Buffalo,   N.    Z. 
Tree  Gaarda 
Buffalo  Wire  Wks.  (3o..  Buffalo.N.T. 
Wright  Wire  (5o.,  Worcester.  Mass. 
Treflla  W^ork 
Wright  Wire  Co.,  Worcester,  Mass. 
Trolley  Tracka,  OTerhead 
Cobom    Trolley    Track    Mfg.     (3o., 

Holyoke,  Mass. 
Myers  k  Bro.,  F.  B..  AshUnd,  O. 
Troaaer  Hanger 

See  Haugers.) 
Trowela._llIaaoBa' 
Johnson.    Wm.,    Newark.   N.   J. 
Trow^ela,  Garden 
Avery  Stamping  Qo.,   CleTeland,    0. 
Johnson,    Wm.,    Newark,    N.   J. 
Pritehard-Strong  Co.,  29  Circle    St.. 
_  Bochester,  N.  Y, 
Tmeka,  Factofy- 
Orand     Rapids    Hand     Screw     Co., 
914  Jefferson  Are.,  Grand  Bapide, 
Mich. 
Tmeka,  Han^ 
Clark   Co.,    Geo.   P.,    The,    Windsor 

Leeks,  Ct. 
Trueka,  Nail  Ke* 
Peek-Hamre  Mfg.  (3o.,  The.   Berlin, 
Wis  •         ■ 
Tmeka,  Stove 
Arnde  Mfg.   Co..  Freeport.  lU. 
Tvbtiur,  steel 
American    Tube    &    Stamping    Co., 

Bridgeport,  Ct. 
Shelby    Steel   Tube    Co.,    Plttoburg, 

Pa. 
Tnrnbacklea 
Merrill   Bros.,    Maspcth,    N.    Y. 
Manning.   Bowman  &  Co.,   Meridcn. 

Turiaea 

(See  also  Cordage.) 


Tower  JkXjon  Co.,  95  Chambers  St., 

Vew   xork. 
WUllams   k  Co.,    J.    H.,    Brooklyn, 
W.  Y. 
Wafle  Irona 
BOj  Mfg.  Co..  Theo.  J..  Glrard,  Pa. 
ReadlBg  Hardware  0>.,  Heading,  Pa. 
WaaroB  Jaeka 

(See  Jacks.) 
.V^affoaa.  Coaater 
Hunt.  Helm,  Ferris  k  Co..  Harrard, 

'WwimovLUf  Delivery 

Sycamore    Wagon    Works.    109    Ed- 

ward  St.,  Sycamore,  111. 

W^aak  Boilera 

Berger,  L.  D.,  09  North  St..  PhUa- 
delphla.  Pa. 

Pritehard-Strong  Co.,  29  Circle  St.. 

Bochester.  N.  Y. 
"Waak  Tuba 

Prltchard-Strong  Co.,  29  Circle  St., 
Rochester.  N.  Y. 
IVaaber  dattera 

Lowentraut     Mfg.     Co..     P..     36-64 
_, Brenner  St,  Newark.  N.  J. 
l¥aakera 

Griffln  Mfg.  Co.,  The,  Brie.  Pa. 
IV^aakera,  Frietion 

Barnes  0>.,   Wallace,  The.   Bristol, 

'Waabinflr  Maehinea 

Boss  Washing  Machine  Co.,  Cincin- 
nati, O. 

Brammer  Mfg.  Co.,  H.  F.,  1469  W. 
Second  St.,  Darenport.  la. 

Eagle  Tool  Co.,  The,  Dept.  8,  Cin- 
cinnati, O. 

Glascock  Bros.  Mfg.  Co.,  Mvneie, 
Ind. 

Standard   Mfg.   Co..   The,  Shelby.  O. 

Waverley  Woodeuware  Wks..  St.  Jo- 
seph.  Mo. 

White  Uly  Washer  Co..  Dariinport, 

Waahinff    Maekinea  —  IV^ater 
Motor 

American  Washer  Co..  118  Sydney 
St.,  St.  Louts,  Mo. 

Cpffleld  k  Son.  P.  T.,  Dayton,  O. 
W^aate 

Bstes  Mills.  FaU  River.  Mass. 
IV^atckea 

New  Haven  Clock  Co.,  New  Haven. 
Ct. 
"Water  Coolera 

Buffalo  Mfg.  Co..  Buffalo,  N.  Y. 

Manning.  Bowman  *  CJo.,  Merlden.Ct. 
W^ater  Motora 
^(See  Motor*.) 

Cooley  Mfg.  Co..  108  So.  Canal  St.. 
Chicago.    111. 
W^eldinff  Platea 

i-Lar 


"Wire  Baaketa 

^.(See   Baskets.) 
W^lre  Gbaina 
(See  Chains.) 
Wire  Cloth 

Buffalo    Wire    Works   Co.,    Buffalo, 

N.  y. 

CllntoA    Wire    Cloth    (^.,    Clinton, 
Mass. 

Ludlow-Saylor  Wire  Co.,  St.  Lonla, 

Mo. 
New  Jersey  Wire  Cloth  Co.,  Tren- 
ton. N.  J. 
Wright  Wire  Co.,  Worcester,  Mass. 
W^lre  Clotk  Cabinet 

Roller  Cabinet    Wks.,   Sterling,    111. 
Wire  Clothea  Line 


PhlUips-Laffltte    Ck>.,  Penn  Bldg., 
PyiUdelphla,  Pa.  * ' 

Columbian  bS^  cS;  Auburn,   N.  Y.      PwiUoTSfHlSrfn'  P«n«  i»m- 

Bates^Mnto    jfall  R^vef,  MaM.  ^^^iKRSifSJ**  »9^-  P«°»  BM»- 


(See  Drills.) 
ValTea  and  Fittin^a 

Walworth  Mfg.  Co.,  128  Federal  St., 

Boston,   Mass. 
VaWea  and  Plnnvera 
Berger  Bros.  Co..  281  Arch  St..  Phil- 
adelphia, Pa. 
Berger.    L.    D..    69    North    2d    St.. 

PhlUdelphla.   Pa. 
Myers  &  Bro..  P.  B..  Ashland,  0. 
Val-rea,  Pnmp 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston,   Mass. 
Varniabea 

Adaav  k  Biting  Co.,  Chicago,  111. 
Beny  Bros..  Ltd.,   Detroit.  Mich. 
Carpenter-Morton    Co..    77    Sudbury 

St..  Boston,  Mass. 
Martln-Senour  Co..  The,  2514  Quarry 

St..   Chicago,    111. 
Ventilating  Irona 
^Drouve  Co.,  G.,  Bridgeport,  Ct. 
Ventilatora 

Dtonve  Co.,  G.,  Bridgeport,  Ct. 
Iwaa   Bros.,   Streator,    III. 
MIddletown    Mfg.  Co.,  Middletown.O. 
Ventilatora,  ReTolvinv 
^Berger  Bros.  Co.,  PhlUdelphla.   Pa. 
Vfaea 
/bernathy.  Vise   &  Tool  Co..  881   En- 

Klewood  Ave.,  ChicagOL  111. 
Coinmblan  Hdw.  Co.,  (Heveland,   O. 
Parker  Co.,  Chas..  Meriden,  Ct. 
Boek  Island  Tool  Co.,   Rock  Island, 
111, 


^PWUd^hia.  Pa 
Well  W&eeia 


Reading  Hardware  Co.,  Reeding,  Pa. 
Union  Elevator  k  Machine  0>.,   144 
—  Ontario  St.,  Chicago,  111. 
W^keel  barrowa 
McWhInnle      Wheelbarrow     Works. 

Poughkeepsle,   N.  Y. 
Syracuse^  Chilled    Plow    Co.,    Syra- 
cuse,  N.  Y. 
Whip  Diaplay  Raek 

Best,  John  H.,  Galva,  111. 
Wholeaalera,  Gen'l   Mdae. 
Butler  Bros.,  C»ilcago,  111. 
Wieklnv 
Bates  MIUb,  Fall  River,  Mass. 
W^indow  Cleanera 
Smith   Mfg.   Co..   F.   H..  48  and  60 
St.  John's  Court,  Chicago,   111.     • 
IVindow  Cord 
See  Sash  Cord.) 

Window  Faatenera 

(See  Sash  Fasteners.) 
IVindow  Locka,  Ventilating 
Holland  Mfg.  Co.,   Florence,  Mass. 
Window   Operating  Deirlcea 

Drouve    Co..    G.,    Bridgeport,    Ct. 
IVindow  Slffna 

(See   Decalcomania   Signs.) 
IVindovr  Sereena 

WSee  Screens.) 
ire,  Barbed 
Keystone  Steel  k  Wire  Co.,  Peoria, 
lU. 


(See  Clothes  Line.) 


W^ire  Cnttera 

Billings    k   Spencer    Co.,    Hartford, 

Ct. 
Bonner  Mfg.  Co.,   C.   E.,  Chrlsman, 

Wire-Drawing  Maekinerr 

Wright  Wire  Co.,  Worcester,  Mass. 
W^ire  Feneea 

«,i'^^   Fencing,  Iron    and    Wire.) 
W^ire  €k»oda 

Andrew  Wire  k  Iron  Wks.,  Beck- 
ford.  111. 

Bridgeport  Wire  Goods  Co..  Bridge- 
port. Ct. 

Buffalo  Wire  Works  Co.,  Buffalo. 
N.  Y. 

Parker  Wire  Gooda  Co.,  Worcester, 


Mass. 
re  liatklnff 

(See  Lathing.) 


Wire 


Wire  Naila 

(See  Nails.) 
Wire  Mata 
(See  Mats.) 
W^ire  Pllera 

Bonner  Mfg.   Co.,   C.   B..  Chrlsman, 
lU. 
W^ire  Reela 
Eureka  Fence  (3o..  Richmond.  Ind. 


Mossberff  Qo„  Frank.  Attleboro.Mass. 
Wire  Rope,  Iron  and  Steel 
^/5?*Jl«-Co.,.  Worcester.  Mass. 


"Wire   Speeial^iea 

(See  Articles.) 

1¥  i  r  e     Straiffbteninv     Va- 
obinea 

Shuster  Co..   F.   B..  The,   New  Ha- 
ven, Ct. 
Wire  Stretcbera 

Arcade  Mfg.  Co.,  Freeport,  III. 
Buraess-Norton    Mfg.    Co.,    Geneva, 

Hunt,  Helm,  Ferris  k  Co.,  Harvard, 

Keystone  Steel  k  Wire  Co.,  Peoria, 

Spring    Steel    Fence    k    Wire    Co.. 
Anderson,   Ind. 
Wood  Screwa 
_,(See  Screws.) 
W^renck,  RoTeraible  Cbain 

Bonner  Mfg.   Co.,   C.  E..  Chrlsman. 

WllliMns   k   Co.,   J.    H..    BrooUyn. 
N.  Y. 
Wrencbea 
Barnes  Tool  Co..  New  Haven.  Ot. 
Bemis    k    Call    Hardware    k    Tool 

Co..  Sprlttgfleld.  Mass. 
Billings  k  Spencer  Co..  Hartford,  Ot. 
Bonner  Mfg.  Co.,  0.  B.,   ChriwlMui, 

Goes' Wrench  Co..  Woreester.  Mass. 
Irland   Pipe   Wrench  Co..    15   Court 

Sq.,  Boston.  Mass. 
Lowentraut     Mfg.     Co.,     P.,    36-54 

Brenner  St.,  Newark.  N.  J. 
Mossberg  Co.,  Frank.  Attlebore,liaas. 
Page-Storms  Drop  Forge  Co.,  Sprlng- 

fleld.  Mass. 
Russell    k    Brwln    Mfg.    Co..    New 

Britain.   Ct. 
Star  Mfg.   Co..   CarpentersvlUe,   lU. 
Tower  k  Lyon  (^.,  95  Chambers  St., 

New  York. 
Vandegrift  .Mfg.    Co.,    Shelbyrnie, 

Ind. 
Walworth  Mfg.  Co.,  128-186  Federal 

Bldg.,   Boeton,  Mass. 
Wrenekea»  Fittinaa 
Williams   k   Co.,   J.    H.,    Brooklyn, 

N.  Y.  .  ~,  . 

Wringrera 

(See  Articles.) 
Yarn,  I^atk  and  Fodder 

Columbian  Rope  Co.,  Auburn,  N.  Y. 
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Advertised  extensively.  Mounted  on  dii^play 
cards.  Dealer's  profit,  100 per  cent.  Sold  by  lliU 
Hardware  and  300  Saddlery  Jobbers.  If  yours 
hasn't  th»m,  order  of  Saddlery  Jobber.  Write 
for  48- page  catalog. 

O.  B.  READ  MFG.  CO.,  Troy.  N.  Y. 


BOLT  CLIPPERS 


"EASY" 

''NEW  EASY" 

"ALLEN-RANDALL" 


H.  K.  PORTER 

Factory  and  Office 

6  Ashland  St.,Evtratt,Mass.,U.S.A. 


THIS  IS  THE  TRADE  MARK  OF  THE  GENUINE 

"STILLSON"  WRENCH 


IT  IS  A  GUARANTEE  of  Quality  and  your  Protection 
Against  Inferior  Imitation* 


WALWORTH    MT*G    CO. 

SOLS    MAKERS 

BOSTON,  128-136  Federal  Street. 

NEW  YORK  Office.  Park  Row  ^ttiIding. 

WFJTS  FOR  RED  BOOKLET  OF  TOOLS 


Reading  Lawn  Mowers 


Complete  line  of 
up-to-date  Mowers 
with  and  without 
Bail-Bearings, 
Finest  materials 
and  workmanship. 
Send  for  Catalogue 
and  Prices. 


READING   HARDWARE   COMPANY 

A  READING,  PA. 


NEW  YORK:    %  and  98  Reade  Street 
PHILADELPHIA  :    617  Market  Street 
CHICAGO:    105  Lake  Street 


3  yi 


!^    EC 


A  First-Class  Rubber  Hose,  7^  cents  per  fool 

%-incli  3-ply  wound  with  heavv  storl  wire,  cnnplctf  \\\\\\  brass  counlir^. 
and  bands.  WE  FULLY  WARRANT  tliis  li  >-c  for  the  season  of  lOoS.  an.! 
will  replace  anv  provinp:  defective.  Wo.  will  bo  i>ln»sed  to  baye  yoii  favor 
us  with  an  order  for  a  samiile  length. ra-nd. bavo  vlii  4;'<^  tna], 

before  yon  place  your  order  for  this  sH](.yi^^§^4i^We.^^end  for  illustrated 


aloftue  of  Rubber  Goods  and  Fittings. 


f^  star  Hack-Saw  Blades  1 


:Aj:i:x^x^E^f^s    i^A^r^r^s 


Are  uniform  Are  economical 
Are  just  right 


them,  try  them,  and  satisfy^ 
self  that  they  are  as  y^e  say 
as  their  mime  signifies— all  ST^ 
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Nicholson  File  Company  pr«vidScT4.T  1:  s.  a. 


RIUBS    AIND    RASPS 


ELM  OTY  End  Cutting  Bolt  Qippers 

Cots  8-8  to.  lolti.     InterchufeaMe  parti.     U  tai.  Iwm.  ^^ 


JaMiine^  Handles.  A  practical  tool  for  Harness  Makers. 
Boat  and  Wason  Builders,  Structural  Iron  Workers, 
Blacksmiths,  Etc. 

MANUFACTURED  BT 

TIE  WM.  SCHOLLHORN  CO.,  New  Haven,  Cmm. 

Makers  of  Bernard's  Patents,  Bernard.  Paragon,  Lodi 
and  Excelsior  Pliers.  Punches.  Nippers  and  Dividers 


BRISTOL'S 


•  t*.  u  &  Mkt.  oinct. 


Steel  Belt  lacing 


la  a  well  established,  standard  article,  sold  almost  en* 
tirely  through  supply  houses. 

Do  Yon  Carry  a  Slock?    It  WiU  Pay 

SEW  YORK 
HIOAOO 


rry 

Ask  for  Dealera  Proposition  AA 

THE  BBISTOL  CO..  WatirhBry,  Cobb 


READY  TO  APPLY       FINISHED  JOINT 


/ 

h 


Mr.  Merchant: 


We  are  advertising  KINGFISHER  lines  direct  to  customers  in  25 
popular  magazines.  This  means  talking  direct  to  25  million  people. 
We  receive  thousands  of  requests  for  prices.  If  you  handle  KING- 
FISHER lines  and  want  this  business,  tell  us  and  we  will  refer  cus- 
tomers in  your  town  to  you. 

E.  J.  MARTIN'S  SONS,  l}^  KintfUhw  St,  Rockville.  Conn. 


GEM 

Mall  Clipper 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper — a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  is  well  advertised  and  is  meeting  with 
large  sales  everywhere.  Sells  for  'Joe. 
The  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wade  margin  of  profit. 

A  handsome  metallic  display  standard 
free  to  dealers.     Write  for  prices. 

THE  H.  C.  COOK  CO.,  Ansonia,  Conn. 

Temporary  Ofrice :       505  Scott  Street.  San  Francisco 


For  fastening  all  kinds  of  construction  to  brick  or  stone 

it  li  unoqualed. 

The  MeCafcc  HMper  MiQ.  Co.   -   ■    New  York 

JOHN  SOMMER^'S  PER^FCCTION 
RED  CEDAR  FAUCETS 

First  Qiiality  Warranted  Finely  Finisliel 

Aladc   out  of   the   IJest  Selected    FIori<Ia   Red   Cedar 

Only  the  Genunie  are  stamped  in  the  wood,   with  our 

trade  mark— :\rALTi:SE  CROSS. 
Write  for  prices  on  all  kinds  of  Wood  Faucets. 

JOHN  SOMMER'S    SON 

3S5>365  CENTRAL  AVENUE  NEWARK.  N.  J. 


COVERT  MFC.  CO.,Troy,N.Y. 


sizes,  1%  to  2  Inch.  Sizes,  %  to  %  inch. 

We  manufacture  all  styles  and  sizes 
of  Harness  Snaps,  Chain,  Rope  and 
Web  Goods,  etc. 

Write  fjr  complete  catalogue 

Sold  by  ell  Jobbers  at  best  discounts 


WHY   SHOULD   YOl)   SUFFEl 
Be  Yonr  Own  GhiroiNNiisI 

THE    STAR    SAF-ETY    CORIV    RAZOR  Price  fitl.OO..  Full  descriptive  circular  mailed  on  re,^^ 

KAMPRE    BROS.,  8  READE  ST.,    INEW  YORK  CITY,  Mfr^.^iit^  ^&ay^hav2.t|f  RarJ 
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-  -^"""I^^ier  INDIA  OILSTONES  PAY!  '"  "TS^ 

s~i[  :  \facle    In    SO    different    stiapes    and    sizes    and    Coarse,   IVfedium    and 

Fine    Grits.     Send    for    Price   I^ist,   Dept.    B. 


:%IIMIVItKm>K!ljHN(il- 


uiiy  uia£icu  ijicci 
MFG.  SUPPLY  COMPANY 

^legheny.  Pa. 


i/\i/m 


s 


Pullman  Sash  Balances 

Have    >^ou   tried    ttiem  ? 

Easier  to  install  than  weights,  and 
No  unsightly  cords  or  chain  to  show 

Let  u«  send  you  our  complete  catalogue  of  Hardware  Spedaltiea 

AmIc    also  at>out  our    Screen    Door    Cliecks 


PULLIVIAIM     IVfFG.    CO. 

PULLMAN  COURT  -  ROCHESTER,  N.  Y. 

Oldest  and  Largest  Manufacturers   of  Spring  Sash  Balances  in    the   World 


WEA^AKE  SETS  FOR  A.LL  KINDS  OF  SAWS 

No.  3.    For  Cross  Cut  and  Circular  Saws.    Single 

Tooth. 
No.  4.    For  Double  Tooth  Saws. 
No.  5.    For  Timber  and  Board  Saws. 

CHAS.  MORRILL,  275  Broadway,  New  York 


1908— WHOLESALE  HARDWARE  DIRECTORY— 1908 

FOURTEENTH    A.NNUAX.    EDITION 

The  Information  given  in  this  Director^r  consists  of  a  brief 
description  of  the  Wholesale  Hardware  Houses  of  the  United 
States  and  Canada;  giving  the  Date  Established ;  Capital  5tock» 
if  incorporated ;  Territory  Covered ;  Lines  of  Goods  Handled*  etc. 

PRICE,    Sl.OO    POSTPAID 

DANIEL  T.  MALLETT  253  Broadway,  NEW  YORK 


All  Uses: 
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The  **Automobile''  Can 

For  Gasolene,  Benzine,  Naphtha,  Alcohol,  ^tc. 

HAS  A  CAPACITY  OF  ONE  GALLON 

No  automobilist  can  afford  to  be  without  one,  a8  it  will 
help  to  carry  him  at  least  tea  miles  and  prevent  being  "held  up" 
on  some  ''lone*'  country  road  for  laek  of  gasolene  in  the  tank; 
the  usual  experience  of  many  who  indulge  in  long  rides  with- 
out knowing  where  they  are  coming  out. 

THE  SPOUT,  as  shown  by  the  illustrations  on  this  page, 
when  not  in  use  is  inverted  and  concealed  inside  the  can, 
the  hennetieal  screw  cap  preserving  the  vohtile  and  explosive 
properties  of  the  contents. 

Heavily  Nickel-Plated  and  Beautifully  Finished 

Copperlzed  aad  Nlekel-Plated  OILERS,  LAMPS,  aad  OILER  SETS 

Send  for  Catalogue 

The  American  Tube  &  Stamping  Co. 

NEW  YOaK  OmCE,    100  Broadway       ::        BRIDGCPORX,   CONN. 

CaMe  AddreM:  **Wllni«tliote.*'BrMfCiort.     Codes:  Uebcr'i  and  ABC.  4th  Edtttoo. 


In  Answering  AiiVERTisEiiENTS  it  is  Desirable  that  You  Mention  HARDWARK  DKALKRS  MAGAZINE. 
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WE  SAVE  YOU 


A  T70U  may  be  able  to  save 

^^J^^^   X    *^  much  as  5  per  cent,  on 
^^Kl^r  the  first  cost  of  a  Wrench 

^H^  if  you  buy  a  "just-as-^ood" 
^  ^  (?)  substitute  for  the  "Goes." 
ff  But  you're  sure  to  lose  at  least  30  per 
cent,  in  strength,  serviceability,  durability 
and  actual  wrench  worth. 
ff  That  is,  while  you  may  pay  5  per  cent. 
more  for  the  genuine  *Xoes''  you  are 
certain  to  get  30  per  cent  less  troabk  and 
30  per  cent,  more  service  out  of  the 
original  than  you  can  ever  get  out  of  l^ny 
imitation,  no  matter  what  the  price. 
ff  Remember  that  wrench  making  is  a  fine 
art  with  us ;  we've  been  at  it  nearly  seventy 
years.  And  every  year  of  the  seventy  has 
brought  some  improvement — some  closer 
approach  to  wrench  perfection. 
4|  Don't  let  your  dealer  wheedle  you  into 
buying  a  "Near-Coes"  or  a  "Goes  Pattern," 
or  anything  else  in  the  wrench  line,  except 
the  Genuine  Coes  Wrench.  Look  for  the 
Star  Trade  Mark  on  the  package. 
if  Made  in  five  styles  and  forty-nine  sizes, 
which  range  from  4  inches  to  48  inches — 
one  or  more  of  them  will  meet  your  wrench 
needs.  By  the  way — write  for  our  Wrench 
Book. 

COES    WRENCH    COMPANY 


:Worcc8tcr,  Mass.: 


AfiiNTS  /  J-  ^'  Mccarty  6  CO,   -   -    n  Humy  StmC,  Hew  T«rk 
AGINTS I  jQQ,  ^  GRAHAM  6  CO,  US  Chimbtfi  Stmt,  New  Terk 


Consult    BUYERS*    REFERENCE    TO    ADVERTISEMENTS    on    Last    Pages. 
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THE  LOUNGING  CLERK 
He  is  just  as  useful  as  uftdistriduted  ^rvaXcd  matter. 

OUT  of  the  35,000  Hardware 
Dealers  in  this  country  many 
hundreds  are  now  customers 
of  the    Advertising    Service 
which  we  furnish  gratis  to  those  who 
carry 

Yale  Locks, 
Yale  Night  Latches, 
.     Yale  Padlocks  and 

Y  &  T  Blount  Door  Checks 
in  stock  and  wish  to  push  their  sale. 
You  very  probably  have   received 
one  of  our  books  of  Advertising  Sug- 
gestions. 

What  did  you  do  with    this  book 
that  was  so  thoroughly  worked  over  ? 
Did  you  read  it  and  heed  it  ? 
Did  you  realize  that  it  was  an  earn- 
est attempt  to  give  you  the  best  pos- 
sible assistance  ? 

Or  did  you  toss  it  aside  as  carelessly 
as  you  would  last  week's  newspaper  ? 
If  you  read  it,  did  you  follow  to  the 
last  letter,  and  persistently,  the  sug- 
gestions it  made  ? 

I  )id  you  avail  yourself  of  all  the 
opportunities  it  offered  ? 


Remember,  you 
would  surely  not     m^ 
let  your   clerks     ^ 
loaf  as  shown  in  the  above   picture. 

Did  you  order  the  printed  and  other 
matter,  and  then  let  it  lie  slumbering 
behind  your  counter? 

(Note  the  box  of  good  business- 
bringing  printed  matter  under  his  right 
foot  earning  nothing.) 

You  would  not  have  let  it  slumber 
if  you  had  known  its  real  and  vital 
power  to  make  business  for  you. 

If  you  sent  it  out  and  saw  results, 
did  you  get  enthusiastic;  send  for 
more;  issue  circulars  of  your  own; 
take  space  in  your  local  newspaper, 
and  push  a  good  thing  along  ? 

Did  you  write  to  us  and  ask  our 
advice  ? 

Did  you  systematize  the  work  ? 

Did  yau  take  charge  of  it  yourself, 
or  put  someone  else  in  charge  and 
hold  him  responsible?  (The  latter 
method  is  very  excellent  for  a  b'^sy 
man  {/*the  work  is  given  to  the  right 
person.) 


Next  month  we  are  going  to  tell  you  a  little  story  about  **  Mail  Order  Com- 
petition *'  and  suggest  how  to  meet  it.    Sorry  we  haven't  space  for  it  this  time. 

We  have  just  received  from  the  printer  a  pretty  interesting  and  useful  book  entitled 
"  (ieiiing  Yours  and  a  Lillie  More."  We  are  afraid  to  send  it  out  to  all  our  Customers  just 
yet,  as  we  haven't  the  force  to  deal  promptly  and  satisfactorily  with  the  letters  of  inquiry 
which  would  result.     If  you  would  like  an  advance  copy,  however,  we  \i\\\  be  glad  to  send  it. 

Dealers*  Advertising  Service 

The  Yale  &  Towne  Mfg.  Company 

9  Murray  Street,  New  York 

Talk  No.  3 


JN  Answering  Apvisrtisements  it  15  Uesiraji.^  that  You  Mention  HARDWARE  DEAI^ERS'MAQA?INE, 
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1,000,000    SOLD 

In  1908  will  be  our  record 

Shrp-Shavr  Safely  Razors,  25  ds. 

''lem  all  In  the  Blade'' 

Val«e  In  Blade        -       -        9f  Per  Cent. 
I  Val«c  In  Frame    .       -       .     i  Pcr  Cent. 

Total       -       IM  Per  Cent. 

Did  you  ever  see  a  man  shave  with 
a  frame  of  a  razor?  Why  invest 
$4.95  in  a  Frame  and  5  cents  in  Blades  ? 

.  Razor  complete  with  Blade,  in  carton, 
$2.00  per  dozen,  delivered  through 
your  jobber  or  direct. 

GUARANTEE 

Satisfaction  or  money  back,  no  ques- 
tions asked. 


Shrp-Shavr  Razor  Company        Smith  &  Hemenway  Compaiy 

108-110    DUANE    STREET,    NEW    YORK 

See  page  586  for  interesdng  article  on  this  little  Safety  Razor 


THE  UnCA  BLACK  BULL  STAPLE  PULLER 

The    stronaest,  the  handiest  and  meat  dnrahle  staple  pnller  made 


Only  the  Genuine 
bear  this  Mark 


CI  m  E> 


TRADE  riAlUt 


^  in  a  class  by 
themselves.  If  you  want  the  Best, 
insist  on  getting  the  UTICA  Brand. 

EVERY   TOOL    GUARANTEED. 

Wrilc  far  PUDK  PALMISTIY-A  h—k  ob  Pllm  wtd  Mppcrt  uA  fMr  wmm. 

fS!itlV!^'iSSU  Utica  Drop  Forge  &  Tool  Co.,Utica,N.  Ys,U.S.  A. 
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RUSSWIM  REVERSIBLE 
LIQUID  DOOR  CHECK 

The  Orlglnml 

Ehhmm  mght  of  l0fi  Hmnd  Doorm 

Without  Rovoning 

Either  th0  AK^m  or  St$Hng 

Advertiiinff  matter  bearing  your  name  and  address 
will  be  furnished  on  request. 

RUSSELL  A  ERWiH  Mi^,  GO, 

#                           MEW  BiUTAIM,  OOMRm 

NEW  YORK                                                PHILADELPHIA                                              CHICAGO 
WASHINGTON                                                LONDON                                     SAS  FRANCISCO 

_. 
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"The  Little  Things'' 


q  Everyday  trade  is  in  **  the  little  things." 

q  Get  the  everyday  trade  and  you'll  sell  more  big  things — 
because  more  folks  will  see  them. 

qSo,  as  a  matter  of  fact,  **the  little  things"  are  of  FIRST 
importance  to  YOU. 

^  That's  why  you'll  be  especially  interested  in  our  May  cata- 
logue, the  big  feature  of  which  is  a  special  sale  of  Leaders  in 
the  Notions  of  ALL  lines. 

4  The  May  Catalogue  also  shows  our  Fourth  of  July 

goods  complete. 

^  Plenty  of  other  timely  helps  for  ambitious  hardware  men  are 
in  that  May  catalogue  of  ours,  but  the  Special  Notion  Sale 
alone  is  reason  enough  for  making  sure  you  get  a  copy. 

q  It's  number  is  K  664.  Tell  us  NOW  to  send  our  May  cata- 
logue to  YOU. 


BUTLER  BROTHERS 

Wholesaiera  of  General  MerchmndUe 

New  York  Chicago  St.  Louis  Minneapolis 

Sample  Houses,  BALTIMORE       DALLAS 


® 
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To  Hardware  Clerks: 

Say,  Brother! 

Do  you  know  money  is  made  in  selling  goods  ?  The 
fellow  who  knows  how  to  sell  them  draws  a  biif  salary.  Great 
salesmen  are  the  result  of  the  careful  cultivation  of  natural 
selling  ability. 

Every  month  I  work  out  of  my  system  a  little  pamphlet 
called  7 he  Gimlet.  It  is  devoted  mostly  to  selling  ideas. 
Writing  The  Gimlet  is  not  my  regular^  job  —I  do  it  on  my  own 
time— it  is  a  labor  of  love.  The  Gimlet  is  absolutely  irresponsible 
and  therefore  it  emits  occasional  gleams  of  truth.  The  Gimlet 
carries  a  message  to  all  salesmen. 

Washington  Avenue,  in  St.  Louis,  is  one  of  the  great  streets 
of  the  world.  It  has  a  solid  mile  of  large  wholesale  houses.  It 
represents  millions  and  millions  of  dollars  in  sales.  Most  of  the 
leading  men  of  these  houses  "  got  there  "  through  "SUGGES  FIVE" 
selling  ability.  In  the  May  Gimlet  I  will  analyze  "SUGGESTIVE" 
selling  ability.  If  you  read  it  you  will  say,  "  I  knew  all  that  be- 
fore." "Yes,  but  did  you  ever  tell  anybody?"  That  is  the  call  of 
great  writers  like  me  -  to  say  what  people  think  but  have  never 
expressed. 

I  am  interested  in  clerks.  They  are  the  "  comers."  I  find  the 
old  man  puts  my  Gimlet  in  his  pocket  and  carries  it  home.  He 
grounds  the  electric  current.  I  therefore  now  make  a  special  offer 
for  hardware  clerks  only :  The  regular  damages  for  The  Gimlet  are 
24  cents  per  annum  ~  2  cents  per  copy.  The  postage  on  The  Gimlet 
is  I  cent  per  copy.  For  12  cents  in  stamps  1  will  send  The  Gimlet 
for  one  year  to  any  hardware  clerk  in  the  world.  Send  me  your 
name  and  address.    All  others  regular  rates — 24  cents.   Address 

MIKE  KINNEY,  Teamster  and  Editor 

Febnury.  March  and  April  have  been  issued.  Care  of  Norvell-Shapleigh  Hardware  Co. 

An  edition  weighs  juat  a  ton.  ST.  LOUIS,  MO. 

NORVELL  SHAPLEIGH  HARDWARE  COMPANY 

EstabllflheJ  184S  ST.    LOUIS 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Packs. 

Digitized  by  ^ 


oogle 


May.  im. 


HARDWARE-  DEALERS'  MAGAZINE 


923 


STANUEV 


V 
I 

C 
T 
O 
R 


Zia-ZAG  RULES 

SURB  SBLLrBRS 


We   are   now   manufacturing   a   more   complete    assortment   of 
ZIG-ZAG  RULES  than  ever  before. 


Your   attention    Is   especially   called  to  our 
latest   addition 

THE 

"VICTOR"  ZIQ=ZAQ  RULE 


This  Rule  supplies  a  demand  for  s  cheaper  rule  than  the 
"STANLEY"  ZIG-ZAG  Line,  made  with  the  same  care  and 
accuracy  as   the   "STANLEY,"   but  not    so    highly    finished. 

Sizes— Two  to  Eight  Feet. 

Finish— Yellow  or  White  Enamel. 


Write 

for 

Catalogue 


THE  STANLEY  RULE  AND  LEVEL  CO. 

NEW     BRITAIN,    OOIVIV*,    U*    S.    A. 
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ONE  DOZ^  SAMSON  SASH  CORD 

IN  addition  to  furnishing  the  best  quality,  we  use 
the    greatest    care    in    hanking,    packing    and 

labelling  our  goods.  We  endeavor  to  have  them 
reach  the  dealers  in  the  best  possible  condition, 
and  to  make  them  as  attractive  as  we  can  when  they 
are  put  on  sale. 

We  make  everything  in  the  wny  of  braided 
cord — all  sizes,  all  grades,  for  all  purposes.  Sash 
cord,  clothes  lines,  solid  braided  ropo^  ventilator 
cord,  awning  line,  masons*  line,  shade  Hne,  chalk 
lines,  etc. 

Write  ikow  for  catalogue,  samples,  and  ^  Spot 
Cord  j;>encil. 


Samson  Cordage  Works 

Boston,  Mass. 
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THE 

"Universar^ 

Coffee 
Percolator 


S«ctioiial  Viow  Showlntf  Iho  ''Univorsar'  Prindpto 

It  excels  all  other  ways  of  making  coffee  because  the  percolating 
process  is  practically  completed  before  the  water  boils. 

Coffee  made  in  it  is  easily  known  by  its  delicious  aroma,  its  fine 
flavor,  the  absence  of  the  bitter  taste  caused  by  boiling. 

The  "Universal"  is  made  in  three  styles:  "Empire"  and 
"Colonial/'  made  of  pure  aluminum,  and  a  pattern  in  high  grade 
Enamel  Ware,  all  in  four  sizes:  4  cups,  6  cups,  9  cups  and  14  cups. 
All  parts  are  interchangeable  and  can  readily  be  supplied. 

Manufactured  and  Ouarmntead  by 

Landerst  Frary  (Si  Clark»  New  Britain^  Cmiiw  V»  S.  K. 
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Coldwell  LawD  Mower& 


Hand HORSE- 


-Motor 


USED    EXCLUSIVELY    ON    NEW    YORK    CITY    PARKS 


SEND    FOR    CATALOGUE 


Coldwell  Lawn  Mower  Company 


CHICAGO 


NEWBURGH,    N.    Y. 

PHILADELPHIA 


SAVANNAH 


Our  Catalogue 

for   1908  now 

ready. 

Write    us  for 

prices. 


DO 


Chadbom  &  Coldwell  Mig.  Company 

NEWBURGH,     NEW     YORK 
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"CRONK"  QUALITY-"CRONK"  PRICES 


»E 


TKe  Cronk  &  Carrier  Mfg.  Co- 

ELMIRA,    N.  Y. 
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lVVov.%  AMERICAN  SCREEN  DCCR  CATCH 

XMB    FAMOUS    WMBBU    CAXCM 
THE   CATCH   THAT   LATCHCS         -  -  THi:  LATCH  THAT  CATCHIIS 


FOR 


80RKKN 

CUPBOARD 

OABINKT 


DOORS 


On  Right  Hand  Door 


Inatde  View. 


On  Left  Hand  Door 


WELLADVERTI8ED-8ELLS    ON    II T8     MERITS. 

Hardware  and  Implement  Dealers 

BE  READY 

to    meet  the  demand  which  we  are 
creatinsr  for  THE 

ois  Dairy  Separator 

ve  just  awarded  a  contract  to  the  largest  advev' 
agenqy  in  the  world  for  an  advertising  campais^n* 
It  once. 

asTgreg^ate  many  thousand  dollars.    Bound  to 
ilts  to  live  dealers. 

me  Among  Dairy  Separators 

Among  its  Advantages  are 
iomplete  Separation  Ease  of  Gleaning 

ase  of  Operation  Great  Durability 

nproved  Safety  Clutch  Low  Down  Supply  Can 

Involute  Turbine  Disc 

BACKED     BY     OUR     GUARANTEE 

I  Because  it  is  made  much  heavier  than  any  other  machine 
of  its  kind,  has  simplest  and  most  highly  perfected  speed 
lechanism  and  built  to  last  from  18  to  80  years. 

Catalogue  and  Prices. 

American  Hardware  Mfg.  Co.,  1213  fuiiob  sl,  Ottawa,ni. 
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The  Kahn  Fireless  Cooker 

The  only  Fireless  Cooker  that  eai  snccessfnUy  accomiriish  the 
triple  method  of  Roasttaig^Dry  Co(AiBg,  SteamlBg  and  Basting. 


The  economic  invention  of  the  century.  The  only  Scientifically 
constructed,  and  absolutely  reliable  fireless  cooker  made. 
Fully    covered    and    protected    by    the    Felix     Kahn     Patents. 


This  is  the  Cooker  which  was  anquallfiedly 

endorsed  by  the  Commissary  Depart- 
ment   of   the   United    States    Army. 


It  is  an  invention 
based  on  common 
sense,  and  is  im- 
mediately recognized 
by  the  public  as  the 
Fireless  Cooker 
which  will  absolutely 
do  what  is  claimed. 
It  has  many  imi- 
'  tators  but  no  com- 
petitors. You  can 
easily  prove  this 
yourself. 


DEALERS     every- 
where will  find  that 

every  KAHN  HRELESS  COOKER  sold 
win  sell  OtherSy  every  woman  will  want  one. 


WRFTE   FOR   PARnCMARS   AT   ONCE 

KAHN  HRELESS  COOKER  CO. 

35  Congress  Street,  Boston,  Mass. 


WAKREN  L.  CLARK,  Western  Sales  Agenf.  Mlssoiui  Trust  BMOm  St.  Loids,  Mo. 
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Easy 
Money 


Try  It 


It's  all  right  to  sell  other  Sawi  if  you  have  to— If  some  tight-fisted  customer 
who  can't  see  beyond  the  end  of  his  nose  insists  on  a  cheap  saw.  But  most  of 
your  trade  appreciate  good  tools  and  will  pay  you  more  money  for  an 


ATKINS 


SILVER  cilll/ 

STEEL  MW 


It  won't  require  more  than  thirty-seven  words  to  make  your  additional  profit. 
Say  to  your  customer,  **Here's  the  cheap  saw  — but  isn't  it  better  to  pay  a  little 
more  for  an  Atkins  and  avoid  frequent  filing  and  setting  and  make  your  work 
easy  all  day — every  day  ?     Money  back  if  this  isn't  true." 

Other  Dealers  do  It— why  not  yoa? 
It's  easy  and  It  pays. 


Ikto  to  oar  N«.  St.  ttm  m  ||«o«  m  If  I— Iw. 

••We    Help   You    to    Sell.** 

More  valuable  direct  and  indirect — personal  selling  assistance  than  anyone 
else  can  or  will  give  you. 

You  expect  to  sell  Atkins  Silver  Steel  Saws  some  day. 

Why  not  begin  now — to-day.  Write  your  Jobber,  our  nearest  Branch  House 
or  our  Home  Office. 

E.  C  ATKINS  &  CO.,  Inc. 


Atlanta, 
Minneai 


Thm  Silver  Stmml  Saw  People 
Chicaffo,    Memphis.      Home  Office  wad  Factory 


_   ,  iph 

kpoli8,NewOrlean9,N< 
York  City,  Portland,  SanFran- 
ciaco,  Seattle,  Hamilton,  Ont. 


Indianapolis 
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ling-    Alcohol 
Ttnaix  Oas  Stove 

For  Denatured  Alcohol 

Hot  leals  Without  Hot  Kitchens 

Sufficiently  powerful  to^  prepare  as  com- 
plete a  dinner  on  the  dining  table  as  on 
No.  76  Stove  ^^^  kitchen  gas  range. 

ACCESSORIES  USED  WITH  THIS  STOVE: 


Chafing  Dish 
Tea  Kettle 

Absolutely 
Non-Explosive 

The  possibilities  of 
chafing  -  dish  cookery 
have  been  doubled  by 
the  Manning-Bowman 
Alcohol  G^s  Stove.  It 
has  three  times  the 
heating  power  of  the 
regular  chafing  -  dish 
lamp,  yet  regulates  to 
a  simmering  flame  at 
a   touch. 

CHlFINfi  DISHES 

(With  Patent  "Ivory"  Enameled 
Food  Pans.) 

"METEOR" 

Circulating  Coffee  Percolators 


Cutlet  Dish  Plagon 

Walter  Plate  Warmer 

«*neteor"  Coffee  Percolater 


Tea  Pot 
Toaster 


No.  316/76  Alcohol  Gat  Ghafinff  Dish. 


Hotel  Ware,   Bathroom 
Furnishings,  etc. 


MANNING,  BOWMAN  &  CO.. 


MERIDEN, 
CONN. 


NBW  YORK 
25  West  Broadway 


SAN    FRANCISCO 
451  Bttsb  Street 


CHICAGO 
158  State  Street 


Catalogue  No.  53H  illustrates  complete  line 
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THIS    STOVE    BURNS 

DENATURED  ALCOHOL 

the  new  fuel.  It  is  safe,  odorless 
and  efficient  and  overcomes 
all  kerosene  troubles. 


(][  This  practical  Marine  Cooking  Stove  requires  only 
^'  one  i\ie\— Denatured  Alcohol— io  start  and  to  bum. 
It  is  the  most  economical  of  all  stoves,  consuming  only 
one  gallon  of  alcohol  in  thirty-five  hours  per  burner.  It 
burns  without  soot  or  smoke,  is  odorless  and  clean. 
It  is  finished  so  that  no  part  can  rust— cannot  get  out 
of  order  and  every  part  is  easy  to  get  at.  Operated 
safely  in  rough  weather.  Can  be  fastened  down  any- 
where and  holds  cooking  utensils  in  place  by  rails 
around  each  bumer.  The  fuel  is  easily  obtained  and 
being  in  liquid  form  can  be  transported  and  stored  in 
any  part  of  the  boat  without  danger.  Made  in  one, 
two  and  three  burners. 

All  Hardware  dealers  should  have  these  stoves  in 
stock.    Send  for  prices  and  descriptive  literature. 

ALCOHOL  UTILITIES  COMPANY 

156  West  23d  Street,  New  York 
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The  Original  Non^grind'Off^toothed  Bread  Knife 


Patented  7-17-'B8  ud  ll-tt-'M. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  using 
a  common  wedge  shaped  knife  edge. 

TO  SHARPED: — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

Muitadved  by  NORTH  WATNE  TOOL  €0^  Haltowell.  Me^  II.  S.  A. 


WHY   DOIN»T   YOU    SBUU 

-^^^^     KNIVES,    FORKS,    SPOONS? 

COSTS  YOU   LESS  than   tKe   STi^NDi^RD   plated   Kx\ife.      Is  absolutely  better 
tliaxi  is  possible  to  znaKe  a  plated  KxUfe  and  looKs  better  after  use. 


HEINISCH 


PAYS  YOU  A  BETTER  PROFIT  tban  jwl  haTtt  ever  made  on  flat  waf«.   Write  «t  eaee  for  i 
ASSOCIATBD  SILVER  COMPANY, 152-158  LAKB  ST^ CHICAGO,    U.S, 

IT  IS  NOT  EXPERIENCE 
ALONE     THAT    MAKES 

TAILORS'  SHEARS,  TRIMMERS,  SCISSORS,  TINKERS'  SNIPS,  Etc.,  known  everywhere  as  the 

But  practieal  ImproTemenCe  that  elffhty-t wo  years  of  experience  made  poesihle. 
It  pays  to  sell  Shears  of  a  Known  4|Dallty. 

R.  HEINISCH'S  SONS  CO.,   Newark,  N.  J.,  U.  S.  A. 

New  York  Office  and  Salesroom,  155  Chambers  Street. 


TKRE  AtE  600  TO  100  EYES  IN  EVEM 
DOZEN  PINEAPPLES 


PlNt 


aPP'f. 


CYER 


PAT.  aRANTKD  APR.  IS.  lOOS^ 


YAWAiAN'S    PINEAPPLE   EYER 

removes  everyone  of  those  eyes  without  wasting 
the  fruit.  Cuts  the  cleanest,  quickest  and  simplest 
of  any  on  the  market. 

It  will  pay  any  merchant  to  display  a  card  on 
his  counter.     We  furnish  them  one  dozen  on  a  dis- 

Kiay    card   with    easel    attachment,    giving   him    a 
andsome  profit.      Ask  your  wholesaler. 

M%.  by  YAWMAN  k  KNAPP  HTC.  GO.  Bodicsler,  N.  Y. 


noTcnKi»»- 

CLIPPERS 

standard  Qvality 
sad  Woritfliaiisliip 

Prompt  Shipmsiit 
Ri^htPricMT 


Simpis  IS  L  ._ 
tXmiuA  is  rnSi 


Send  for  Descriptive  Catalogue  and  Priees. 

EDWARD  h.  nOTCHKIftft 

RailrMd  kn»  BUDGEPORT.  CONN. 


BARRETX'S  STA.NDA.RD  GLASS  CUTTERS 


25  Styles  and  they  ail  cut.     On  the  msrket  15  years  and  used  the  world  over.     Cannot  we  intsersst  you? 
Write  for  prices.   W.    L.    BARREXT,    Mfr.,    Bristol*    Conil.»    U.    S.    A. 
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Star  Safety  Razor 


PAR    KXCELLENCE 


Best  by  Test  far  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

Tht  Star  Safftty  Raztrs 

■aka  austaMra  far  tha 

lEALERS 

Thay  clva  ahaalita 

aatlafaatlaR 

The  retail  prices  are  strictly 
maintained  for  the  benefit  of 
the  retail  dealers. 

Star  Safety  Razors   net   a 
larger  profit  than  any  other 
safety  razor  on  the  market. 
I  In  sets  to  retail  from 

$1.50to  $35.00 

You  can  suit  the  consumer's 
purse. 

We    extensively    advertise 

our  razors,  etc.,  in  all 

the  popular  magazines. 


Write  n»  for  onr  Agency 
Proposition,      Di»oonnt». 


mnd  CmtmlognoB 


Kampfe  Bros. 

8-iO-i2RMteSI.(MraY«rk 


See  Our  SAFETY  COBN  RAZOR,  Advertised  on  tkc  Back  Cover 
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Make   Money  by  Working  with   us 

Cuts  Expense  but 


seems  that  everybody  is  using  a 
safety  razor  nowadays  and  that  most 
of  them  are 


(( 


Gem"  Juniors 


There  are  three  important  reasons  for  the  astonishing  sale  of  this 
razor:  (i)  The  wide  publicity  we  are  giving  it  through  the  popular 
magazines;  (2)  the  excellence  of  the  razor  itself;  (3)  the  mouth  to 
mouth  advertising  it  gets. 

Upwards  of  15,000,000  readers  see  the  **Gem"  Junior  announce- 
ments every  month — big,  strikingly-displayed  ads  that  can't  fail  to  get 
attention. 

These  ads  bring  us  an  enormous  number  of  inquiries  direct ;  they 
send  a  host  of  buyers  to  dealers. 

We  want  to  divert  all  of  the  business  possible  to 
dealers;  but  to  do  it  we  must  have  their  co-opera- 
tion. Here,  then,  Mr.  Dealer,  is  a  chance  to  make 
good  money  by  working  with  us. 

Put  the  "Gem"  Junior  into  stock;  make  a  window  display;  have  a  demonstration  in 
your  store;  get  a  few  of  the  razors  sold  in  your  locality.  Then,  the  rest  will  be  easy, 
because  every  man  who  gets  a  "Gem"  Junior  is  delighted  with  it.  It's  "different"  from 
the  average  safety  razor.  It  cuts  without  any  of  the  hard,  unyielding  scraping  which 
some  safety  razors  give.  The  new  bar  is  a  wonder.  It  causes  the  edge  of  the  blade  to 
adapt  itself  to  the  curves  of  the  face,  and  gently  draws  the  skin  smooth  just  in  advance 
of  the  blade. 


We   Have   a   Profitable   New   Bl 
Enables  You  to  About 
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on    the  '^Gem^^   Junior  Safety   Razor 
Never  Cuts  You 


This  bar  is  being  prominently  featured  in  our  magazine  and 
other  ads  and  the  public  is  rapidly  becoming  acquainted  with  it.  You 
and  your  clerks  can  take  it  up  with  telling  effect  in  getting  a  customer 
interested  in  the  razor.  It  is  one  of  the  biggest  steps  ever  taken 
in  the  perfecting  of  the  safety  razor. 

We  Want  You  to  Get  Our  Dealers 
Proposition 

and  then  put  a  little  personal  work  on  the  proposition.  Go  at  it  big.  It  will  pay  you. 
Don't  start  so  small  that  you'll  be  quickly  cleaned  out  when  people  commence  to  order 
the  razors  lively.  We  suggest  that  you  include  a  few  of  No.  15  and  No.  20 — also  a  few 
automatic  stroppers. 

'    What  We  Will  Do  for  You 

In  addition  to  the  magazine  advertising  we  will  co-operate  with  you  in  many  other 
ways}  we  will  suggest  window  displays  and  demonstrations;  furnish  you  with  a  line  of 
good  advertising  matter  for  store  distribution;  write  personal  letters  to  your  customers, 
directing  them  to  your  store^ 

If  you  are  at  all  skeptical  about  your  ability  to  handle  the  best 
safety  razor  successfully",  just  send  for  a  sample  of  the  ^^Gem'' 
Junior  and  try  it  yo:urself.  Then  you'll  be  in  a  better  position  to 
recommend  it  to  your  customers. 

Gem  Cutlery  Go. 

34  Reade  St.,  New  York 

LONDON:  HAMBURG: 

35  Aldermanbury  4  Pickenhuben 


ade  and   Exchange  'Proposition — 
Double  Your  Money 
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THEPERFr 


Stropsltseir 


Any  man  with 
Common  Sense 
inside  and  a  Beard 


outside  kiiows: 


1.  That  a  razor  will  lose  its  fine  cut- 
tine  edge  by  the  time  he  has  used 
it  through  one  shave. 

2.  That  if  he  wants  a  clean  and 
comfortable  shave,  he  must  strop 
his  razor. 

3.  That  to  change  the  blade  after 
each  shave  is  expensive  and 
troublesome. 

4.  That  to  take  a  razor  apart  to 
clean  is  a  nuisance.  He  therefore 
buys  the  AutoStrop. 

THE  "LATEST  AND  BEST." 


AutoStrop  Safety  Razor  Co. 

Manttfacturers 
345  Fifth  Ave..      NEW  YORK 


Wiabusch  &  Hilgan  Ltd. 

SpeckU  Distributors  to  the 
Jobbing  Trade 

92  and  94  Walker  St..         New  York 
106  and  110  Lafayette  St.,  New  York 

WRITE  FOR  PRICES 


Standard  Set,  as  illustrated,  consists  of  Quadruple 
Silver-Plated  Self  Stropping  Razor— 12  AutoStrop 
Blades— One  Horse  Hide  Strop— All  in  Handsome 
Compact  Leather  Case— Size,  2^  z  3  inches. 
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quality!  -r-i^i 
TKLL8  I    i  rn\ 


■quality 

I    TKLL8 


No.  163. 


Embody  All  the  Esicittial  rcaftnra Rtqvirtd  inaGood 

Shear,  with  an  Excepttonaiiy  rtae  Catthis  Edge. 

Smmd  for  CmtmioM  J^o»  '^ 

XHB  A^XUAS  SHBAR  COMPANY 

CAST  SHEARS  SCISSORS  TINNER  SNIPS 

r,  coNN^  u.  a.  A. 


QQtard 


Raa&oir- 


THE  SIMPLEST  RAZOR  EVER  MADE 

TK«  ONLY  SAFKTY  RAZOR  wItK  th«  NATURAL  SLIDING  STROKE,  otita  tK«  bMffd 
Mid  does  not  aorape  It  off  llko  a  l»oo. 

ONLY  TWO  PARTS.1IANRLE  AND  BLADE         EASILY  CLEANER        INSTANTLY  ADJUSTABLE 

L ARGi:ST  PROFIT 

.Told  oMfy  through  dmmtmrm. 
J§n  inqmlrloM  from  our  big 
mdoortiaimg  eumpalgm 
tmrmod  ooor  to  domiora  im 
ioomiltw  from  which  im» 
qmiriom  mro  rocolvod. 

Tho  amiilmg  of  m  WJ§itD 
XtMZOM  momms  m  oatimfimd. 
customor^  mmd  mo  mtamd 
baeit  of  yoM  im  tho  gmarmm~ 

Cot  on^-half  slse.  *••' 

More  WARD  RAZORS  sold  in  same  leng^  of  time  on  the  market,  and  a 
smaller  percentag'e  returned  under  the  thirty-day  absolute  guarantee  than  any 
other  safety  razor  made. 

THE  WARD  SAFETY  RAZOR  CO^  751  Star  Bldc^  356  Dearbern  SU  CHICAGO 


TUCKS'    TOOLS 

(BEST  IN  THM  WORLD) 


TUCK  iVlF=fa.  OO.,  Broolcton,  M 


PERFECTION    SCISSORS    GRINDER 

Why  be  with  a  pair  of  dull  scissors  when  any  man,  woman  or  child 
can  grind  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  life  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

HRRRfkctttfd  iy    V.    P.    BVCK,    8»  LIrc^Ib  St.  iOSTOII.  MAM, 
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REVOLVER  DEALERS 


•hould  apply  to  Kiitlaiul  Broc.  &  Companjr  for  price*  and 
partkalan  concenuns  new  line  of  revolvers. 

HIGH  FINISH.     PERFECT  MODBL 

ON 

32  o 

^  M.50 

Dm'I  " 

fori 


».2$ 


UTOHATK  skell  ejeodns  revolvers,  guaranteed  perfect  and 
well  finished  goods.  32  and  38ca]iore,  on  a  bate  of  $2.75 
ead>.    ^^ 

IAHHI1U9S  automatic  shell  ejecting  revolvers,  on  a  base 
of  32  or  36  calibie.  $3.25  each. 


IcTtlvcn.  It  tr 
Mcallkre.  $1.75 
each. 


ttcaUfcreltvel- 
Ycrfl,  M  ccntt. 

CARTRIDGES 
—We  also  have 
a  new  line  of 
cartridgeswhich 
we  can  quote  to  dealers  at  interesting  prices 
Avpl/y  at  once  for  *th  of  July  retiuirements.    Address 

KIITLAND  BtOS.  &COh  90 Chambers  St,  New  York aiy 


The  Kind  of  Cfitlefy 
tliat  has  Good  Sell- 
ing Points 


^  Everything  in  our  Cutlery  is  given  the 
utmost  attention  before  it  leaves  our 
hands. 

9  We  use  onlv  the  best  of  material 
in  its  manufacture. 

q  UN-X-LD  CUTLERY  is  made 
RIGHT  and  STAYS  SO. 

^  There's  50  years'  experience  in 
back  of  that  claim. 

^  The  price  is  a  little  higher  than 
others,  but— 

q  When  a  Hardware  Merchant 
sells  UN-X-LD  cutlery  —  there's 
no  dissatisfaction  on  part  of  the 
buyer. 

^  Nothing  but  satisfaction  and 
words  of  praise. 

q  There's  a  good  lot  of  selling 
points  in  that. 

^  Suppose  we  tell  you  of  others  > 


NORTHFIELD 
KNIFE    CO. 

Nofthfleld 

Conn.,  U.  S.  A. 


•• 


HDHMITE"  OIL  STONES 

THAT  CUT  FASTER  AND  LAST 
LONGER  THAN  OTHER  MAKES 

In  all  standard  shapes  and  for  every  purpose.  Made 
from  the  hardest  and  toughest  electrical  product, 

''ADAMITE  •• 

ALSO 

Tbe  Largest  ManofactBrers  at 
RAZOR    HONES   In  tbe   Warld 

We  want  responsible  Agents  everywhere.  Send 
for  Catalogues  No.  i  and  No.  2  and  buy  direct  from 
the  manufacturers. 

NIAGARA  OIL  STONB  CO.,  North  Tonawanda,  N. Y.,  U.S.A. 
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GETT    THE    BEST 


A.etna  Dynamite 

Made    by 

Ttie   Aetna    Po^^vder    Co.,  .Chicago 


We  do  not  tell  mail  order  houses 


You 


Make 

Dtublt 
Prtfit 


SelUnf  Rapid 
Flrlao  Guns 


UH  Prtoe  $lf.M 

Write  for  trade  price 
THE    UNION    FIRE 


Two  rapid  firing  shot  guns  will  sell  as  easy  as  one 
of  any  other  pattern.   That  means  double  profit  for 
the  dealer.    This  six  shot  repeating  gun  will  shoot  as  fast 
as  you  can  count    Has  every  Improvement  known. 

A.R1WIS    COMPANY,     280   A^uburndale,   Toledo,    Otilo 


^VELVET  TREAD ""  Simplest  and   Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become 
popular  with  all  skaters. 

WJI   CARRY  A  FUI,X,  UNM  OF  MtlNK  9QU1PMMNT9== 


GMIGAlO€>    ROLrLrBR   SKAXB    CO.,   ^b  So.  Oanal  St«.  OHIOAOO 
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I  ^  HAMILTON  cJL  RIFLES  £r^  A 

I 

I 
i 

I 

I 
I 

THE    HAMILTON    RIFLE   COMPANY    % 

Box  iot  PLYMOUTH.  MICH..  V.  S.  A.       m 


etellBc  mm  B«y»*  ■lllc*. 

r  rifles  under  our  own  exclusive 

nfidently  claim  to  make   tke  I 

IfT  tke  BMcy. 

n    efficient   sporting   rifle,   with  hammer  action,  of  few  parts  and  cx- 

ingly   simple,    using   22    calibre  short  or  long  cartridges.     The  barrel 

and  steel  jacketed,  finished  in  blue  black  gun  finish.  Breaks  down  for  load- 
ng  shells.  Flat  stock  and  forearm  of  gum  wood.  A  beautiful  model,  sym- 
ell  balanced.    Barrel  is  16  inches  long,  length  of  rifle  over  all  80  inches. 

Prfcse$l.50 


W#.   •«?     pur    latest    model 

"™^"^'"     is  exactly  like  Na 

the  stock  and  forearm,  which 

nuine   Walnut   turned    beauti- 

led.    Price  $1.75. 

nodels  are   Nos.    15   price   $1.50,   19   price  $2.00, 
$3.00,  each  a  winner  in  its  class. 

Our  continuous  advertising  in  the  boys'  papers  will  bring  the  business 
to  you,  as  every  boy  will  want  one  and  you  should  have  a  stock  on  hand. 

For  Trade  Prices  mni,  CaUlocue  Aiiren . 


I 
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The  sled 
steers*' 


Flexible  Flyer  Z 

THE  MOST  POPULAR  SLED  IN  AMERICA  TODAY 

Sold  with  aatisfaction  and  profit  by  thooMuids  of 
Kardware  dealers.    Our  advertimng   creates  demand. 
Practically  indestructible.    Will   outlast  three  or- 
dinary sleds.    Handsomely  finished. 
Six  sizes— 36  to  101  inches  long. 
FLEXIBLE    FLYER    RACER.    56   inches   long, 
price  $4.25.    A  new  sled  buik  especially  for  speed. 
Write  for  illustrated  catalogue  and  prices. 

S.  L.  Allen  &  Co.,  box  hoo-h.  Philadelphia,  Pa. 

Patentees  and  Bianufacturers 


CeUuloic£  Colors. 

Brass.  Steel,  axicf 

NumlDers 

SolidhecC  Display 

sells  t&cKs 

SMppllecf  toy  Jobb«r« 
HavrKes-JacKson.  MaKer^.  New  YorK 


GLASCOCK'S  RACERS 


i  Strongest,  Speediest. 
Elegantly  Finished 
Cart  on  the  market. 
It  in  four  sizes  for  both 
ind  girls.  Wood  and 
frames.     Double  and 


* 


Advertised 
the  leading  i 

for     your 
benefH. 

Write  for  our 
illustrated  cata- 
logue. We  have 
real  talking  points. 


CLASCeCK  BIOS.  MFC.  CO..  Misde,  isi. 


ns  D  M  out  orftp 

A  Proposition  That  WiU  Interest 
Progressive  Hardware  Dealers 

^  We  have  absolute  faith  in  Carborundum  Sharpening 
Stones.     We  know  they  will  sell  and  keep  on  selling, 
if  properly  displayed. 

9  So  we  say  to  you— to  every  progressive  dealer— show 
your  willingness  to  co-operate  with   us  by  ordering  a 
small  stock  of  Sharpening  Stones  and  we  will  send  you  a 

Handsome  Quartered  Oak  and  Plate  Glass 

Display  Case,  Absolutely  Free 

H  Write  for  details  of  the  proposition.    It*s  worth  while. 

The  Carborun 

dum  Co.,  Niagara  Falls,  N.  Y. 

■ 

1 
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Lead   in 

Qualit>^9    Oesisrn,    Operation. 

Prices  riffht.  Cataloss  ready. 

BARNEY  &  BERRY,  Springfield.  Mass..  U.  S.  A. 


RieHARDSON 

Cushion    Frame,  Anti-Jar,   Ball    Bearing 

Roller  Skates 

''The  Good  Klnd»"  used  exclusively  in  all  of  the  largest  and  most 
successful  rinks  in  America.     Write  for  the  most  complete  Roller 
Skate    Catalogue    ever  published.      Tells    how  to    open   and 
operate  Roller  Rinks. 
Richardson  BaU  Bearing   Skale  Co.,  Ml  Wells  Street,    Chleaoa 


Union  Hardware  Company 

TORRINGTON.  CONN..  U.  S.  A. 

INe^v  Yoric   Offflo^t     9S   GhamlMirs  Street 
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"Fun  for  all  all  the  year" 


Wabash  Express  Wagons 
Wabash  Hyer  Wagons 
Wabash  Coaster  Wagons 
Wabash  Farm  Wagons 
Wabash  Limited  Hand  Cars 

(FOR    CHILDREN) 

Ask  for  catalogue  and  prices  through 
your  jobber  or  direct. 

Wabash  Manufacturing  Company 

Wabamti,  Ind. 


IT  KEEPS 

OFF 

FUES 

A  harmless  liquid  prepar- 
ation which  can  be  sprayed 
on  horses  and  cattle  and  will 
relieve  them  from  flies.  It  is 
a  fact  that  dairymen  have  no- 
ticed a  20  per  cent,  increase 
in  the  flow  of  milk  from  a 
herd  of  cows  after  commenc- 
ing to  use  Cow-Ease.  Cow- 
Ease  has  been  on  the  market 
eight  years  and  gives  satis- 
faction. 

Cow-E«so  pays  th# 
doalor  »0%  profit, 

o,  Minneapolis  and  St.  Louis. 


SOUK    IVIAIMUP-ACTURKR9 

GIIPEITEMI0IT0IG0.,I08TII,IU$., 

CAlPINTII-ROmil  CO.         IDBAU.  SPBHCDI.  BAKfUn  A  €0.        JANIIBT.  SBItfU,  UU  A  €•. 

77-79  Sudbury  St.,  Boston.  Mass.         Stale  Street  Bridge.  Chicago.  HI.       20-36  S.  Second  St..  Minneapolis.  Minn. 


M^NUfACTURKRS 

PAINTS  AND  VARNISHKS 
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the:    fort    GEORGE    HILL   CL.IIVIB 

(INe^iv  Yoric,  April  9th) 

First  contest  in  1908  to  determine  the  relative  merits  of  all  the  leading  makes  of 
automobiles,  both  American  and  Foreign 

SHOWS     A    SWEEPING    VICTORY 

for  the  • 

"FULL    JEWELED •• 


Thirty  H.P.  Stock  Roadster,  selling  at  $2,500 ;  time,  42  4-5  seconds.  Winner  in  its 
class,  gasoline  cars,  selling  from  $2,000  to  $3,000.  Winner  in  class  open  to  cars  of 
all  types  selling  for  $2,000  or  $3,000.  Made  faster  time  than  any  gasoline  car  selling 
for  $4,500  or  less.  Defeating  the  Pope-Hartford,  Stoddard-Dayton,  Knox,  Oldsmobile, 
Stearns,  Simplex  and  Renault  four-cylinder  cars ;  Stearns,  Stevens-Duryea  and  Hotch- 
kiss  six-cylinder  cars  and  THIRTY  OTHERS. 

The  Corbin  wins  because  it  is  a  30  H.  P.  car  that  actually  delivers  30  H.  P.  at 
the  rear  wheels — because  the  entire  car,  motor  and  transmission  runs  on  imported 
ball  bearings — because  the  construction  of  a  light-weight  car  allows  the  use  of  none 
but  the  best  materials. 

ASK  OWNERS  W  CeiBlN  CARS  H«W  THEY  STANB  UP  IN  EVEIY-BAY  USE 

CORBIN    MOTOR  VEHICLE    CORP'N.    New  Britain.  Conn. 


DO  IT  NOW 


NOW  IS  THE  TIME*  Mr.  Hard- 
ware Dealer,  for  you  to  get  some  of  that 
"AUTOMOBILE  TRADE."  Don't  wait 
until  your  competitors  get  it  all. 

Hardware  Dealers  all  over  the  coun- 
try are  now  increasing  their  business  by 
handling  this  splendid  and  profitable 
line  of  Automobile  Supplies. 

We  give  liberal  discounts  to  Dealers. 

WRITE  TO-DAY  for  our  1908  cata- 
logue and  wholesale  discount  sheet 


Tke  lotor  Gar  EijuipniQnt  Co. 

Maoiifactiirers  and  Wholesalers 
of  AUTO  SUPPLIES 

SS  Warren  Street       NEW  YORK 

ADDRESS  DEPARTMENT  H 
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HAM'S  "MATCHLt**" 
No    2  COLD  Bl*«T  LANTCnn 


Kemember,    HA.M*S 
are  tKe  only  genuine 

"COLD  BLAST"  LANTERNS 

on  tHe  marKet 

That's  why  they  excel  all  other  makes  in  burning  quali- 
ties; a  thorough  comparative  test  in  a  strong  wind  will 
convince  you  as  to  that. 

We  are  not  giving  away  life-sized  pictures,  but  we 
are  making  lanterns  that  have  all  the  latest  improve- 
ments and  we  can  guarantee  them  to  be  perfect  in 
every  respect,  or  we  will  replace  with  perfect  goods. 
The  old  saying  "A  satisfied  customer  is  the  best  ad- 
vertisement," holds  good  every  time  you  sell  a  HAM 
lantern,  as  they  are  bound  to  please. 

Think  it  over.  Don't  you  think  it  would  pay  you  to 
handle  Ham's  Lanterns?  They  cost  no  more  than  in- 
ferior goods,  still  they  are  worth  more. 

Let  Hs  send  you  one  of  our  handsome  new  catalogues. 
Address  "Dept.  L." 

C.  T.  HAM  MFG.  CO. 

ROCHESTER.    N.  Y. 


''Ohie"  Wire  ChsMoroiI  Oil  Can 

Holds  1  gal.  and  you  can  see  It.  .  ^  .. 

Full  heavy  Tin  Rings,  crimped  to  t^p  and  bottom. 
Glass  may  be  removed  from  Jacket  for  cleaning. 
Jacket  Is  made  of  colled  steel  spring  tinned  wire- 
woven  to  form  a  cushion  which  Is  practically  thump 
— ^  1. — V  « — #  T*  «- the  prettiest  Can 
lis  at  sight.   H  or 
t  your  Jobber  f  ..r 


Showing 
glass  Jar 
partially 
raised  for 
cisaning 


(patented) 
•MIO  LANTERN  CO.,  Tiffin.  Ohio,  Sols  Mfrs. 


Goods  Wen  UspLtred  Are  Half  SoUVHien  On 

BESTPORTABIC  REVOLVMe  WHIP 
RACK  AMD  DtSPUkY  STAMO 

Ornamental  as  well  as  useful.  Dis- 
plays from  ^  to  1^  Gross  Whips. 
Has  a  Revolving  Shelf  for  Displaying 
Oils,  Grease,  Soap,  Dressing,  row- 
ders.  Liniments,  Gall  Cure,  Combs, 
Brushes,  etc.,  etc.  The  only  Per- 
fect Whip  Rack  ever  made.  Shelf 
is  worth  half  the  price  of  the  rack. 
Whips  hanging  by  the  point  keep 
straight,  cannot  fall  out  and  are 
kept  in  order.  Gets  them  down 
and  to  the  front,  where  they  arc 
seen  and  sold.  The  Best  Whip 
Rack  is  made  entirely  of  steel  and 
iron,  bolted  and  clamped  together: 
is  built  like  a  bicycle.  Enameled 
Blue,  Painted  with  Gilt  Trimmings. 
Adjustable  from  8  feet  to  Q  feet 
10  inches  high.  Weight,  80  lbs. 
Boxed,   100  lbs. 

INCRf  ASES  SALES  OF  WmPS 

too  PER  CENT. 

Shelbyville,  Ind.,  Sept.-  4,  1907. 

JoHK  H.  Best,  Galva,  111.:  j 

Dear    Sir— We    regard    the    Best 
Portable   Revolving  Whip  Rack  and] 
Display  Stand  as  the  greatest  seller  | 
of  whips  that  we  have  ever  seen. 

Yours  respectfully, 

J.  G.  DePrez  Co.     j 

WiNsiDE.  Nebr.,  June  18,  1907.     1 
John  H.  Best,  Galva,  111.: 

Dear  Sir — I  have  used  one  of  your 
Portable  Revolving  Whip  Racks  and 
Displa3r  Stands  about  one  year,  and 
am  satisfied  it  sold  goods  enough  to 
pay  for  itself  three  times  over. 

Very  truly  yours,  E.  W.  Cullen.  ' 

Write  for  Catalogue  and  Prices. 

JMM  H.  BEST.  $18  Nsrik  St.  Calva,  IIL,  D.  S.  A. 
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SHALL  WE   SEND  YOU   ORDERS 

FROIVf    YOUR    LOCALITY??? 

Last  month  we  ofifered  you  a  handsome 
display  stand  free.     This  month  we  offer  to 
send  you  orders  for  our  Machines.    The  two 
herewith  shown  are  being  advertised  in  the 
farm  papers.    Orders  received  from  localities 
where  we  have  dealers  are  referred  to  them. 
Shall  we  send  the  orders 
received  from  your 
locality  to  you  ?   Recol- 
lect we  make  a  full  line 
of  grinders;  hand  pow- 
er, foot  power,  electric, 
belt  and  water  power 
for  grinding  and  sharp- 
ening    of     all     kinds. 
Write  to  us  for  our  full 
proposition    and   cata- 
logue. 128*000   sold. 

LUTHER  BROS.  CO., 


20,000   In   use. 


1014  Carver  Ave. 
MILWAUKEE.    WIS. 
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THE  BE8T  ICE  AND  ROLLER  SKATES 


^[7E   mre   the   oldest  •nd   largest  maniifise- 
▼▼     turers  of  skates  in  the  world.   Our  lines 
are  the  most  complete   on  the  maxicet,  and 
are  made  in  all  stjles  and  in^des. 

When  writing  tor  catalogue  please  let  ns 
know  whethec  jou  are  interested  in  Ice  or 
Roller  Skates. 

TIE  SUIUEL  WIKLOW  SUTE IFS.  St. 

Woroester*  Mass.*  U.S.A. 
llewTark.84aMiiAcnit     Unirn.  t  l^af  Um,  I.  C. 


m 


Direct  Connected  Water  Fans 
Belt  Driven  Fans 
Direct  Current  Electric  Fawi 
Water   and  Electric    Motors 


FANS  FOB  CEILING,  DESK,  WAU  OB  COLUMN 


We  guarantee  Satisfac- 
tion   and    Low   Prices 


THE  D.  L  BiTES  &  BltTIIER  C»..  VajiM,  •. 


The  Hold  'Em  ST-J^f.^Iii 


RIB    RAT    TRAP 


The  only  trap  made  from  which  escape  is  impossible, 
the  common  laced  trap;  sells  at  big  prof 
about  rats  getting  out.of  the  Hold  'Em.    Ask  your  jobber  for  them. 


more  than 


ipossible.    Costs  no 
sells  at  big  pront    No  complaints 


I  J.  C.  McCarty  Ac  Co.,  New  York,  N.  Y. 
}<  Henry  Keidel  Ac  Co.,  Baltimore,  Md. 


AGENTS^ 

( Wm.  P.  Horn  Co.,  San  Francisco,  Cat 

M..irf^t»«i  Worcester  Wire  Novelty  Co.,  Ganton,0. 


BIG  MONEY  HERE  FOR  DEALERS 

THE  SANITARY  HORSE  BRUSH 


Sells  easily  in  every  locality.  A  superior  brush  for 
Broominff  horses.  It  eliminates  duat.  Keeps  the  coat 
sleek  and  clean.  Destroys  disease  serms  and  insects. 
It  makes  the  daily  cleaning  of  the  horse  a  pleasant  duty. 

The  Reservoir  In  the  bscit  ioes  the  work 


Liberal  discounts  in  quantities.    Ask  al)Out  thia. 


MILWAUKEE    DUSTLESS    BRUSH    CO. 

ISO  Sycamore  St^  Mllwankce,  Wis. 


Sent  on  approvaL    All  charges  prepaid. 


ROBERTSON  << HORSESHOE  MAGNET**  HAMMERS 


(Trade  Mark) 


T«ADC 

0 

MARK 


Eyerylhammer  stamped  with  name  and  trade  mark 


For  BILL  POSTERS.  TRAVELING  ADVERTISERS^  UNDERTAKERS*  VPHOLSTERERS^  PAPER- 
HANGERS,  Etc  Also  Tack  Hammer  sise  for  household  and  feneral  use.  Forged  from  line  steel,  ivar- 
ranted  strong,  permanent  magnets. 

lUuHratfd  price  Utt  nuHtd  #»  request, 

ARTHUR  R.  ROBERTSON,  Sole  Hamfactorer  (Owim  of  uu  vimmAm  Mac^t  Tnd.  itoki),  144  OUrer  Street,  Bottoo,  Rass. 
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WILLIAMSON'S 


^€^.    8082 


C.  T.  WILLIAMSON  WIRE  NOVELTY  CO. 

M    BADGER    AVENUE.    NEWARK.  N.  J. 


r^" 


The 

CITY  JEWEL 

Mall  Box 

For  cltjr  free  de- 
liveries. 


Finished  in  a  hand- 
some dull  black 
rust  -  proof  baked 
enamel. 


RETAILS  FOR 
25  aodSS  cents 

A  large  proportion  of  the  city  trade  are  looking 
for  a  neat  and  durable  house  box  at  a  moderate 
price. 

Don't  let  your  competitor  be  the  first  to  show 
this  box  to  his  trade. 


Send  to-day  for  our     THE    PECK-HAMRE 
complete    catalog    of     MANUF'G  CO., 

Berlin.  Wis. 


rural  and  house  boxes. 


INSIST  en  yov  Jobber  selltaf  yo«tlie"6EM  llo.4  with 
sclf-dottaif  4oor "  rural  nuU  box.  It  costs  htan  bal  a 
trttte  Bore  than  the  commoo  kind. 


fnS'^POCHEl 

i 

Our  book.  No.  41,  nearly  ^ 
800  paces  in  all,  will  be 
mailed  free  to  any  dealer  who 
sends  his  business  card.  It 
illustrates  thousands  of  arti- 
cles for  all  kinds  of  Sports, 
including  Guns,  Revolvers, 
Fishing  Goods,  Canoes,  Ten- 
nis, Baseball,  Golf,  and  a 
general  line  of 

SPORTING  GOODS 

We  make  a  specialty  of 
Tents  and  Camp  Supplies  for 
which  there  is  a  growing  de- 
mand. Our  advice  to  Hard- 
ware Dealers  is  to  put  in  a 
sample  of  these  goods  and 
irprised  at  the  business  you  can  do. 

Single  Barrel  Guns 

We've  a  mighty  low  price  for  the  dealer  who 
didn't  buy  before  the  manufacturers  advanced 
the  prices.  Our  only  object  in  selling  them  so 
low  is  to  take  care  of  our  old  customers  and 
open  a  few  new  accounts  with  desirable  dealers. 

Send  for  Catalogue  No.  41 
and  our  trade  prices. 

.  NcwYORRSPORTINGOoODSCa  - 

Kll  T^RREN  STREET         NEW  YOHkwi 


COBBLERS'    OUTFTTS 


We  are  the  Originators 

and 
Largest   Manufacturers 

Get  Our  Prlees 

THE  ROOT  BROTHERS  CO.,  Plymouth,  0. 
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WITHOtrr   THE    WATBR 

rrS  CXEAN  BUSINESS  AND  CLEAR 
UBERAL   PROFIT— when  yoo  sell 


JEI-I-IXAC 

THE     PASTE    IN     POWDER    FORlWfl 

For  Paperhanirera,  Manufacturers,  and  all  who  use  Paste  in  tbdr  I 


A    two-pound    roll    makes    a    bucket    of  heavy,  wet  paste.    Instantly  prepared  with 
cold   water.      Produces  the    whitest   and  cheapest    paste    obtainable.      No    loss    to 
the  dealer  from  souring,  moulding,  lumping,     etc.       Clean,    sanitary,    handy.      A 
Splendid  Seller  the  Year  Round,    'Write  for  prices  and  a  full-sized  carton  free. 


In  Cases  of  M  Cartons 


*THg    MAW    WHO 
=:^=  JEIXITAC  " 


MAKES 


WEST     BROADWAY, 


S.     HOVX, 

CORNER     CHAIVIBERS     STREET,     NEW     YORK 


155  BENNETT  ADJUSTABLE  SCRAPER 

SOLID  STEEL    FINE  NICKEL  FINISH. 
RIGID  BUDE-NO  CHATTER-NO  KICK 


Use  any  Blade  to  the  Last  Half  Inch — Com- 
pare it  with  the  Best.     SELLS  ON  ITS  BIERITS. 

Position  of  Blade  or  Handle  Changed  In- 
stantly to  Suit  the  Work.  No  Special  Blade 
Necessary. 

MANUFACTURED  BT 

INEH  MFG.  COMPANY, 


BUFFALO,  N.  Y. 


Are  YOU  Infringing? 


A  dealer  who  handles  an  imitation  of  a 
patented  commodity  is  liable  for  infringement  as 
well  as  the  manufacturer  who  makes  it. 

The  Chi-Namel  Graining,  Staining  and  Var- 
nishing Process  is  the  only  one  protected  by 
patents  and  we  now  have  infringement  suits 
pending  against  both  manufacturers  and  dealers 
who  are  offering  to  the  public  imitations  of  the 
Chi-Namel  Process. 

Absolute  safety  for  the  dealer*  therefore  lies 
for  the  present  in  investigating  the  rights  of  any 
manufacturer  to  sell  him  a  Graining  Process,  be- 
fore making  an  investment  in  same. 

We  will  gladly  mail  copies  of  the  Chi-Namel 
Letters    Patent  to  any   dealer   requesting  it. 

The  Chi-Namel  Process  is  the  only  always- 
ready  method  of  graining,  staining  and 
varnishing  which  is  practical  for  successful  use  in  the  hands  of  the  house-wife  or  ama- 
teur wood  finisher;  it  interests  every  one  who  has  a  home  and  consequently  appeals  to 
every  dealer  in  Paints  or  Varnishes. 

If  there  is  no  Chi-Namel  Agency  yet  established   in   your   community,   we   shall    be 
glad  to  explain  to  you  our  exclusive  agency  proposition. 

THE  OmO  VARNISH  COMPANY,  Oeveland,  Oblo 


THE  OHIO  VARNISH  COMPANY 
Cleveland,  O. 

Sole  owners  of  The  Chi-Namel  Grain- 
ios,  Stainins  and  Vamiahins  Proceaa. 
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IMO\A/     I 

to  place  orders  for  Ice  Picks,  Cork  Screws,  Cork  Pullers,  Ice  Cream 
Dishers,  Spoons,  Lemon  Squeezers,  Lime  Squeezers  for  1908  business. 

No.  1 1 1 
8PRINC  PICK 

We  are  die  largest  manufacturers  of  this  line  of  goods,  all  of  which  are  designed  for 
up-to-date  requirements.     Finely  illustrated  catalogue  with  prices  and  discounts  will  be 
mailed  to  all  dealers  on  request. 
BRIB    SPBCIAUTV    CO.,  BHe,    Ra.,   U.   8.  A. 


is  in  a  class  by  itself. 
There  is  no  varnish 
so  satisfactory  to  the 
man  that  uses  it  and 
the  man  that  owns  the 
floor. 

Drop  us  a  line  and  we  will  send 
you  samples  of  wood  finished 
with  Liquid  Granite. 


BEIIT  IIOTIEIS.  Linited 

VARNISH  MANUFACTURERS 


Ntw  York 

263  Pearl  St. 

Botttn 

630  Atlantic  Ave. 

Phlltdtlphia 

26-28  Nr4th  St. 

Baltlmort 
29  8.  Hanover  St. 


crrABLiBNKB  i«es 

DETROIT 

Canadian  Office 
and  Factory 

Walktrvillt,  Ont. 


Chicago 

48-60  Lake  St. 
CinelnnttI 

420  Main  St. 

St.  Loalt 

112  So.  4th  St. 

San  Franeltco 
668  Howard  St. 


'Thera  b  aomctklBf  good  In  th*  inmt  H  w^ 
And  tkef«  ia  ■omct^if  bad  In  tha  ban  aff  «a; 

So,  it  doea  not  bchoora  anj  of  va 
To  apeak  ill  of  tba  raat  of  oa." 

TTN  ill  word 
'^  has  never 
been  spoken 
about 


CiKY*S 
DNIYERSAL 

BOX 
STKiPPINd 


by  any  one  who  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
all  over  the  world.  By  striving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  discounts 
on  application. 

Gary  Manafactaring  eompany 

19  &  21  ROOSEVELT  STREET 
NEW  YORK  CfTY 
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Yoist  Ctistomefs 
"The  Hofse'^ 


'nr^HE  HORSE""  is  the  title  of  A  new  illtis- 
tf  ated  booklet  of  32  pages^  issued  by  the 
Dfxon  G>mpany«  There  if  very  little  outter 
of  an  advertising:  nature;  the  book  is  deroted 
almost  entirely  to  interesting:  information  con- 
cerning: the  care  of  the  horse  in  and  otit  of 
the  stable*  <|  With  every  order  for  Dixon's 
Graphite  Axle  Grease,  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among 
such  customers  as  are  interested  in  horses* 
<|  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — free  on  request 


JOSEPH   DIXON   CRUCIBLE   COMPANY 

JERSEY  CITY,   N.  J. 


VT'OUR  stoves  will  sell  much  quicker, 
^  and  at  a  better  price,  if  polished  with 
Black  Kid  Stove  Polish. 

This  is  the  best  of  all  the  good  stove 
polishes  made. 

Six  or  twelve  five-pound  cans  to  a 
case.    Your  jobber  has  it. 


SNOW  FLAKE  AXLE  GREASE 

MANUFACTURED  BY 

The  Snow  Flake  Axle  Grease  Co.,  Fitchbur^,  Mass. 


Established  1850  Incorporated  1891 

Gerts,  Lumbard  &  Qo. 
Brush  Makers 

sp.cUH.,d^°c°^o«ue"G"  2<8  Mid  2f  Ra^tlpfc  SL,  CHICACO,  ILL. 
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6-S-4  Brings  Trade 


and  sells  the   C-S'^-WILL  NOT 
year  round 

at 
good  profit 


6-5-4  Is  so  thin  that  tt  cannot  611  tba  m«sb. 
6-6-4  has  ehemieal  properties  that 
disaolve  rust  Cis  water  does  salt. 


6-5-4  is  a  "repeater;"  every 
can  you  sell  brings  you  another 
customer    and    her    friends.  No vork.ShinCS itS«tf 

CROSBY  &  CO.,  Detroit,  Mich.,  U.S.A. 


THE  MARTIN-SENOUR  CO. 


MAKERS    OF^ 

MONARCH  HOUSE  PAINT        SENOUR'S  FLOOR  PAINT 

IMPtrCwtPnrt  (Tlit  Staadtfd  Brand) 

E-Z  FLOOR  AND  FURNITURE  STAIN 

"Woatav  white"      "BMiswilklnioii'' 


RED  SCHOOL  HOUSE  PAINT 

TlM  IUdtet''Re4*  for  Banis,loelg,6o. 

MARTIN'S  WHITE  ENAMEL 

**  Tht  white  that  itayt  whitt  * 


and  a  Full  Line  of  Paint  and  Varnish  Specialties. 


(OP  VS  A  LINE 

our  beautiful  four-color, 
trated  catalogue.  We  will 
I  it  to  you  gratis. 


2514  to  SS20  Qvarry  Street  aai  Archer  ATenue 
CHICAGO*  ILLS.,  U.  S.  A« 


142  aai  144  laspector  Street 
MONTREAL,  CANADA 
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«.«:^«.v           A        ^^  IMPROVED 
PATENTED           11                 ^^^ 

^^          1     HaDeaUelTM 

"^           1    OILERS 

MALLEABLE         1         *    T. 

1           Three  Sizes, 
HON.                  1        Nos.  11.12  and  13. 

Proper   Display 

PRODUCES 

Proper  Sales 

FRANK  MOSSBERG  CO.,  Attleboro,  Mass. 
CMcaco :  116  Lake  St.        S«n  Franckco :  132  Valencia  St. 

HAMMER'S  ADJUSTABLE  CLAMPS, 
HAMMER'S  M.  L  HANGING  LAMPS. 

in  the  Mark««t.    For  sale  by  all  the  principal  Hardware 
Dealers.    Send  for  Price  List. 

Malleable  Iron  Castlncs  of  saperlor  qaaUty,  and 
Hardware  Specialties  In  Malleable  Iron  made  to  order. 

lAMMEB  ft  CO.,  Bmlwd,  Cmu. 

SUPERIOR  TO  A.LL.  OTHER  PLIERS 

Tjnx     ,_^ 

"The  sure  grip  tool." 

High  Grade  Mechanics  Tools.    Our  Plumbers  Tools  are  all  made  from  high  grade  steel,  and  are 
especially  popular.    Conductor  Punches  a  special  feature. 

ALL  GOODS  FULLY  WARRANTED.     CATALOGUE  ON  APPLICATION. 

P.  LOWENTRAUT  MFG.  CO. 

Factory   and  Main  OIUcc.   S6  to  54   Brenner  Street.   NEWARK,   N.  J. 

Sales  Agents,  JOHN  H.  GRAHAM  &  CO..  113  Chambers  Street,  New  York  City. 

MOIVTB    WRB>IOH    CO. 


at 


IVIOIMTE 

WOOD   HANDLE 

SCREW     WRENCH 

ly,  will  not  crack  or  break.     Lower  Jaw  and 
h  machine  steel  studs  inserted  clear  to  base. 
te  for  sample. 
IN.   Pike    St.,    SHelbyvllle,  Indiana 


Put  up  in  sets  of  5  in  a 
box — 14  to  j4  inch  bolts — in 
finished  and  semi-finished. 

Write  for  price  lists. 

PAGE-STORMS  DROP  FORGE  CO.  (Inc.) 

Sprlngfleldt  IVIass. 


GENERAL  PURPOSE 

WRENCHES 
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Are  always  made  when  you 

SHOW  A  BEHIS  ft  CALL  WRENCH 


M  s.    ^^^^^xP!f  f^  W  WroKliis  a  strong,  serviceable  combination  of  -^ 

a  Nut  and  Pipe  Wrench,  that  enables  the  mechanic   to   tackle   any  kind   of  a  job   without 

the  aid  or  necessity  of  other  wrenches,    lead.  Bar  aai  Shank.  Oae  Plctt  Sled  W^^lmm 

.Parti  failcrcluuiieaMe.  ^^  »^»«^« 

ADJU8TABLE-8-NUT  WRENCH 

This  wrench  has  become  klsf  •!  Ms  daif,  by  its  many  advantages. 


is  wrench  has  become  I ^   ^    ^ ^,^^_ 

The  operating  nut  beinc  of  sufficient  'diameter  "to^allow" 

easy  adjustment  by  the  thumb  of  the  hand 

which  holds  it. 


Let's  Get  Acquainted 


BcMii «  CaU  Bartwar  e  «  Taal  Ca. 
SprlBflleMJ 


Send  for  Our  Catalogue. 


"Agrippa"  One  Jaw 

One  jaw  properly  designed  will  find  place  on  surfaces  of  Fittings  whkh  because  of  shape  no  other  tool 
would  reach.    **AGRIPPA**  will  do  all  the  work ;  the  kind  the  double  jaw  always  has  done  and  the  kmd 
^^^^                it  never  could  do.    The  complete  chain  hug  and  direct-angle-pull  makes  it  a  tool 
^^^B^             quicker  in  action  and  requiring  less  strength  to  operate  than  usual. 
■■^ Sold 

'*^^^'     J.  1.  WnXUMS  C  C0„  ~?S*&S"  irMUyiaKOkH* 


"VICTOR"  Reversible  Chain  Wrendi 


SI 
S¥ 
W 
Max    wil  n/wt.  y«juk  ukukk^    L.et'8  set  acquainted. 

C.  E;.    BONNER    IVIEG.  CO.   Chrlsman^  IlL 


In  six  Slsess 

11.  a  13.  1^  14.  15 


I  Note  the  haadle  Mlcli. 
with  a  re-cafforoMDcaC 

'  ia  the  shape  of  a  shoul- 
der upoB  the  haadle  to 
protect  or  ttreafthea 
the  Jaw. 
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like  a  THUMB  and  FINGER! 

THE  ELGIN  WRENCH  wUI  go  into  corners 


Are 

NEW  JAWS 

NICKEL 

/\      -  L 

PLATED 

^^^i» 

fM* 

^^i^ 

Packet 
CttTytag 

WiU  renew  the  Wreoch 
indefiiiitely. 

A  high  grade  mechanical  tool,  and  wide  selling  possibilities  to  ALL  your  trade. 
Mechanics  buy  some,  AGRICULTURAL  TRADE  buy  more. 

RATCHETING  ATTACHAfENTS  aod  DIES  are  extra,  bot  add  to  its  range. 

They  DO  THE  WORK  for  which  they  are  intended,  and  there  is  no  competition  from  other  tools. 

POXED    SETS    are    GOOD    SELLERS,    and    GOOD   SHOWCASE   DISPLAY. 

PRICE  LIST. 

Elgin  Wrenches  only,  per  dozen. $12.00 

Elgin  Extra  Jaws,  per  dozen 3.00 

Elgin      Rethrcading      Attachment 
only,    with    one    die,    or   insert, 

per  dozen   12.00 

Extra  Dies  or  Inserts,  per  dozen.     6.00 
Boxed   Sets,  each    C Black  Walnut 
Boxes)   5.30 

Our  Dies  are  all  hiffh  arade,  and  are 

made  by  a  die  maker  of  national 

reputation. 

I  WRITE    ANY    JOBBER    FOR 

I  DISCOUNTS. 

Manofaciiired  by  SXA.R  IVIFG.  CO.*  Carpentersvillet  111.*  U*  S.  A.. 


Always  at  Hand 

4  Sizes  of  Screw  Drivers  in 
one.  Simplicity  itself. 
Drivers  cannot  be  removed  or 
lost.  This  magazine  Screw 
Driver  is  one  of  the  best  selling 
articles  in  the  trade. 
Get  our  prices  and  discounts. 


"^  AaU^uTst:""-  The  BillUigs  ft  SpeRCcr  Co.,  Harttord,  Cmi. 


Consult    BUYERS*    REFERENCE    TO    ADVERTISEMENTS    on    Last"  Pages. 


Digitized  by 


Google 


May,  1906. 


tiAkDWAkE  bEALEkS'  MAGAZINE 


m 


Steel  Spiders,  Griddles 
and  Kettles 

dim  utensils  TlMit    Do   Not 
Warp.  Seord 

SpoU  Food. 


Th0  QmuOne  Brondea  "NBYBR-BRMAK." 
ImiUaUM§  Fool  ih€  FooU$h, 

THE  AVERYSTAMPING  CO. 

CLEVELANB,  OHIO 


tHdenI 
lonsekeepers 
Ise  Pelonze 
amUy  Scales 

(Warranted) 

hey  can  be  instantly 
d  justed  for  plate, 
Askct  or  scoop. 

CAPAcmr 


No.  EM  Stael  Plat! onn. 
No.  N5^TUe  Platform. 

The   Felouze   Seal 
are     invaluable     1 
proper  cooking;  indi 
|>ensable     in     preser 
mg.   They  keep  chc( 
on     your     purchase 
Soon    pav    tor    thei 
selves.    No  weights 
get     lost.     Absolute 
automatic.    The 
Scales  are  beautiful 
finished   in   black   e 
amel  and   are   artts 
cally  ornamented.  £ 
tra    Large    Dial    with 
Silver  center  and  gold 
border.     Very    attrac- 
tive.    Made    of    cold  rolled  steel. 

Dealers  thouldspeclfy  PELOUZE  Scales  in  ordering 
from  thHr  jobber.  Send  for  Cat.  "IT."  40  StyUs. 

PEI^OUZE:    SCAL.E:    &    IVIFG.   CO. 

403-413  Ohio  Street,  CHICAGO 


No.  T95  Tin  ScooR. 
No.  B95  Brass  Scoop. 


*4  have  caused 
three  other  car- 
penters  to  Sell 

their Planes 

and  buy  the 
CHAPLIN'' 


"Will  always 
have  a  Good 
word  to  say  for 
your  tools.  I 
consider  them 
The  Best  Made'' 


MANUFACTURED  BY 


Tower  &  Lyon  Co., 


95  Chambers  Street, 


NEW  YORK  CITY 
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We  shsOl  he  glad  to  send  you  Catalo^ 

describing 

The  Uttic  Beauty 

Dumb-Waitcr 
TKc  l(apid  Transit 

[>umb.Waiter 
The  Energy  Dumb. 

Waiter 
The  Little  GUnt  Dumb- 

Waiter 
The  Side  Poft  Hand 

Elevator 
The  Bacli  Guide  Hand 

Elevator 

Hand   Power  Passenger 
Elevator 

Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Lifts 
Power  Attachments  for 

Hand  Elevators 

ENERGY    ELEVATOR    COMPANY 

31^318   New  Str«efc>     f>HIL,ADBL,PHI>^,   PA. 


May,  1M 


ELEVATOBS 

AUTOMATIC 

HITCH  DOORS 

DUMB  WIITERS 

And  all  Appliances 
for  Same 

Manufactured  by 

O'Heili 
Elevator  Ge. 

626  Cherry  Street, 
PHILADELPHIA,  PA. 

Send  for  Catalog 


TURIMBUCKLES 


IVf  ERRII^L.    BROS.,      Mlaspetti,  N.  Y. 


Tht  artattst  HmI  at  Ltwtst  Cost 

Is  obtained  by  using  Clayton  &  Lambert 
Fire  Pots  and  Torches.     All  our  burners 
are  exceptionally  power- 
ful generators,  consum- 
ing but  half  the  gasolene 
others  require.     Easy  ad- 
justment,  quick    action, 
satisfactory  work  and  a 
wide    range    of    utility 
make  a  C.  &  L.  Fire  Pot 
or  Torch  a  money-saving 
and  money-makingprop- 
osition  to  you.       Every 
Jobber,  supply  at  P^^^ical    feature    that 
factory  price;  or  we  ^ver  twenty  years  suc- 
wiii  bhip  direct  If  cessful   experience  as 
cashaccompaniesthe  manufacturers  can   pro- 
duce,   finds    its    highest 
development  in  our  line.   Material,  construc- 
tion and  lasting  qualities  leave  nothing  to  be 
desired.     Read  our  booklet    It's  free. 


Na.  1  FDU  POT 
$<.•#  Net 


Clayton  I  Lamhert  Mfg,  Co., 


Dttrtlt.  Mich. 
U.  t.  A. 


ROOFING  SUTE 

SUTE  BLICKBOMDS 


-E«tabinliedl884- 


L  J.  JOHNSON  CO. 

38  PARK  KOW»  NSW  YORK 

QUARRIES;  Pctwaylvanla  and  Varm— t 

Prices  quoted  delivered  anywhere.   Booklet 
and  complete  Price  List  on  AppKcatioa. 


Wira  Inquiriea  Ghran  Oaiek  Altaiiti«a 
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ASY  TO  ORDER- 

Eaton  &  Prince  hand-power  eleva- 
,  tors  are  easily  ordered  through  our 
Folder  No.  44,  which  contains  full 
illustrated  plans,  details,  stock  sizes 
I  prices — are  as  easily  and  as  accu- 
ely  ordered  as  though  you  were  in 
'  office  in  Chicago  in  person. 

Immediate  ehipments  are  always  chtainahle — 
both  center-lift  and  comer-lift  patterns  are  contin- 
uously carried  in  stock  in  Chicago  in  various  sizes, 

Eaton   &   Prince  hand-power  derators  are  economical,   simple, 
safe,  satisfectory  and  serviceable — the  Folder  tells  all— to  be  had  of 

g^TON  ft.  Prince  (omr 

■■■■■■■■■■■■■■■■■a   CHICAGO 


BuiU  Upon  Honor 

Up-to-Date  Hardware  Delivery  Wagon 

for  progressive  hardware  deal- 
ers. Easy  to  load  and  light  of 
draft.     Best  grade  only. 

Mrtm  Catalog  upon  Rmqumst, 

Sycamore  Wagon  Works 

IM  EDWAM  STh  SYCMI9IE,  ILL 

QUIGK  SELLINa  lARDWARE  SPECIALTIES 

Best  QuHly  TfaiplUe  ani  Rellned 


CmI  ani  lat  I^^k 


J 


These  goods,  on  account  of 
their  construction  and  low 
price,  are  trade  winners  in 
every  sense  of  the  word,  as 
they  will  give  perfect  satis- 
faction to  the  purchaser  and 
to  the  retailer,  and  practically  sell  themselves. 

Write  for  prices. 


XHE    A.TLA.S    IWflFG.    CO.,       New  Haven,  Conn. 

New    York    RepretentatiTet:    J.    C    McCARTY  &  CO..  tl  Murray  St 
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SXOF» 

Just  one  word  before  70a  bay  that  show 
case.  Don't  go  and  bay  a  plain  oak  case 
at  a  quarter-sawed  oak  price. 

Qulncy  Special  Cases 

are  all  made  from  genuine  qnarter-sawed 
oak  and  sell  at  the  plain  oak  price.  Now 
don't  thank  us  for  the  advice,  but  send  for 
our  complete  catalos.  It  will  help  you  to  a 
better  equipped  hardware  store. 


QUINCY  SPECIAL,  NO.  500. 


QUINCY   SHOW   CASE    WORKS 

QVINCnr,  ILL. 


BI^OSSOIVI    OUT 

Hasn't  been  much   fun   in   merchandising  for  the  last  six 
months. 

Pretty  hard  winter  for  some  of  us. 

But  now  it's  Spring — the  real  new  year  is  just  beginning. 

Let's  do  business,  ^'letting  the  dead  past  bury  its  dead." 

All   of   which  is  another   wav  of  saying  that  the  time  to 
freshen  up  that  store  with  needed  new  equipment  is  now. 
I  Don't  buy  a  thing  you  can  do  without,  but  don't  choke  off 

the    natural   response   your   business   will   make   to   improved 
conditions. 

OUR    CASES    WITH    A    CONSCIENCE   and   DEPEND- 
ABLE  FIXTURES  are  ready  on  a  spot  delivery  basis. 

GRAND   RAPIDS  FIXTURES  CO^  S&SSfSSSSifXSiSE 

NEW  YORK:  744  Broadway.  ST.  LOUIS:  708  Washington  Ave. 

J.  H.  &  R.  R.  POTTER,  Agents  for  California,  Nevada,  Arizona  and  New  Mexico,  Box  260,  Oakland,  CaL 
D.  O.  TEALL,  Sales  Agent  for  Washington,  Oregon  and  Idaho,  617  Pacific  Block,  Seattle.  Wash. 
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INTERCtlANOEABLE 

LOCK-CORNER  SHELF  BOXES 

FOR  IHC  HARDWARE  TRADE. 


The  a.  H.  Green  Co.. 

9y-l«l  Warreo  St..  NEW  YOKH. 


963 


NASHUA  TILL  CO. 

MANUFACTURERS  OF 

Alarm  Cash  Drawer; 

NmKus.  N  VL.  V.  S.  A. 


eClUIG  STEP 
lidiirsfgrStires 


No  modem  store  Ifl  equip* 
ped  ap-to-d«te  without  the 

BICVCUB 

M  part  of  ita  oatflt. 

We  make  Ladders  to  tnm 

comers;  to  fit  all  kinds  of 
vneven  shelTlng;  to  work 
where  floor  Is  slanting;  to 
fit  any  special  reqnlre- 
menta-and  more  Ladders 
thaa  all  other  houses  com- 
blBed. 

Ask  abont  the  new 
I  track. 


CIRCUURt  FOR  THE  AtKINQ 

THE  BICYCLE 
STEP  LADDER  CO. 

66  Randolph  6troet 
Chicago,  III. 


SHELF  BOXES 

TO    ORDKR 

HEHRY  H.  SHEIP  MFC.  CO. 

C6luAi6Ai«.aiiiIttkl6lphSt,  niMclpU6,r6. 


BAVrKRN 

AOKirrs 


R.I.Y0UHS.|||ff.74ttSt..l.Y.GItr 


•CND  FOR  No.  22  CATALOOUC 

Coburn  Trolley  Track  Mfg.  Co. 

HOLYOKE,  MA88. 
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%tT 


CCtEPTCfWHSENDCP 

NewBrigMon.Pa 

jKlanufacfurcra. 


Hie  Taylor  &  Boggis  Foandry  Co. 

GLrBVBLrAJVD,    OHIO 

MANUWACTUMtSMS    OF 

ucn  OAT  noN  castings,  builders^  iardwau 

DamperSp  Damper  ClipSp  Oil  and  Gas 
StovcSp  Furnace  LampSp  Molasses  Gates* 
Letter  Boxes,  Hardware  Specialties. 


f^ 
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Spind 
with 
Saw-( 
Thre$ 


GRAND      RA.PIDS 

BENCHES,  TRUCKS,  CLAMPS 


JAWS 

Best  of  Michigan  Hard  Maple,  kiln  dried  vrith 
beveled  comers  and  oiled. 

SnNDLES 
Of  selected  Second  Growth  Hickory  with  Saw- 
Cut  Threads,  Tumbled  and  Waxed. 
Seventeen  sizes  in  stock, 

HAND      SCREW      CO. 

914  Jefferson  Ave.,  GRAND  RAPIDS,  MICH. 


ii^B  a  Foroo  Pump 

That  is  why  It  never  fails  to  work.  The  spout 
cannot  clog  as  it  is  always  full  of  oil.  Tou 
press  the  plunger— That's  all! 

Needed  by  every  user  of  farm  ImplementB, 
traction  engines,  gasoline  engines,  automobiles, 
and  all  kinds  of  machinery.  That  is  what  makes 
it  a  good  thing  to  sell. 

Made  in  4  sizes. 

Sold   by   Hardware  Jobbers.     Manufactured  by 

H.  ff«  BLOOMER,  KeUhskurg,  llh 


imm 


eOMBINATIOR 
eUSHION 

enniR  tips 

WITH  METAL  BUSHING 

For  Hard  Wood  and  Marble  Floors 

Made  of  heavy  sole  leather,  metal  bushing  and 
felt  washer.  Attached  by  naU  to  chair  leg.  It  Is 
noiseless  and  leaves  no  marks. 

SBND    rOR    CATAltOGUIS 

BLri^STIC    TIR    COMRANV 

370   A^tlantle    A. venue,       BOSTOIV,  lVflAS3.»  U«  S.  A.. 


PATENTED 


Carry  in  stocK  a  complete   line    of 

REFRIGERATOR  TRIMMINGS 
BUILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
I        COAT  and  HAT  HOOKS,  Etc. 

WRITE    FOR    CATALOGUE 
Special   Goods   Made  to   Order 

BRASS  GOODS  MFG.  COMPANY 

BROOKL.YN,    N.   Y. 
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MANUFACTURERS  OF 

COXXOIV 


TWINES,   MOPS,   WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 

!SUr5r£5;Ii.'"~--'  Fan  River,  •  Mass. 


Yazoo  Brand  Means  Qualify 


Having  had  many  demands  from  the  General 
Trade  for  an  assortment  of  Hardware  Twine,  we 
now  offer  YAZOO  Hardware  Assortment  No.  1, 
containing  324  balls  of  twine— 5  different  sizes  of 
twine  and  two  different  size  balls. 

216  bails  to  retaU  at  10c  per  baU  or    $21.60 

108  •*    ••    "    •*  isc  •*    ••  ••     f.ao 

Total  at  retail     S7.80 
Yaioo  Hardware  AssortBMotcoalfyoa     18.06 

Yoor  profit    $19.80 

Price  of  $18.00  for  Assortment  is  F.  O.  B. 

NEW  YORK. 
Over   166  per  cent  profit  on  your  investment. 
YAZOO    Hardware  Assortment  is  packed  in 
boxes  as  follows: 

lOc  slie,  twcBty-feor  1-4  lb.  kallt  (citlute)  ta  tax. 
15c    "     twdve  1-1  lb.    " 

9  b«zci  •!  each  ilsc  ta  caic 


ZOO    IVIIL.L.S,    Inc. 

Twines  and  Cordage   of  Every  Description 
i90-i92-i9«-i9«    West    Broadway,  NEW  YORK 
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SIlVERLAKE 


Our  NuM  iM  Stamped  on  tha  Coid 


^ 


SILVER  LAKE  bX»n   CORD 

RECOGNIZED  STANDARD  SINCE  1S4S 

Warranted  to  give  MtieffM:tion  when  used  with  weiffhtt  and  pulleys  recommended  in  our  oataloffue 

Made  in  all  sizes,  yaryin^  by  32ds  of  an  inch  in  diameter. 

Braided  on  our  own  machines  by  the  most  experienced  workmen. 

Made  from  selected  stock,  free  from  waste  and  imperfections. 

Hard  braid  and  smooth  finish  make  its  appearance  and  wearing  qualities  the  best. 

Our  name  stamped  on  every  foot  of  the  cord  itself  makes  identification  easy. 

Silver  Lake  Braided  Cord  Is  guaranteed  in  every  particular. 

Compare  these  few  features  with  ALL  the  best  points  you  know  of  other  sash  cords 

and  see  how  we  stand. 
Write  for  Catalog  B.    It  contains  valuable  information  regarding  our  braided  <u>rd. 

TMB    SILrVBR    LrAKE    CO. 


78    ChauriGy    Str^^t, 


BOfiTOIV,    MA.SS. 


u 


"Columbian" 


Manila  and  Sisal 


and 


44 


Eureka"  R  OPE 


Columbian  Rope  Co. 

Auburn,  New  York 
New  York  City  Office :  62  South  St. 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage 

Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn 

Jute  and  American 
Hemp   Twines 


Agencies  in  All  Principal  Cities 
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Dealers  Can  Make  No  Mistake  In  Ordering  the 

LITTLE  GIANT  FLOOR  SCRAPER 

for  their  trade,  as  we  guarantee 
the  machine  to  give  satisfaction. 
If  your  Contractor  customer  has 
floors  to  finish,  order  a  Little 
Giant  for  him  on  trial.  We  pay 
expenses  both  ways  if  not  satis- 
factory. 

YoM  Should  Carry  the 
^^Uttlc  Glanr  to  Stock 

Write  tta  at  once  for  special  terms. 


HURLEY  MACHINE  COMPANY 

lit  8«.  JdfcnM  St  lilt  FliMkrMi  IMe. 

CHICAGO  NEW  YORM 


Comliination  Steam  Cooker, 
lilk  Sterilizer  and  Froit  Conner 


Scientific, 
Sani.tary, 
Simple  and 
Satisfactory. 
Endorsed  b  y 
the  leading 
Dietetionsand 
Cooking  Ex- 
perts. Appeals 
especially  at 
this  time  to  the 
large  medium 
class,  as  price 
is  adjusted 
with  a  view  to 
larger  sales. 


THE    GELfi/i    MFG.    CO. 

Ctielsea  Station  Soston,  ft>fass. 


IS  YOURS 
AMONG  THEM? 

We  are  crowded 
with  orders  lor  |wan 
Post  Hole  Augers,Tile 
Drain  Cleaners.  Chim- 
ney Tops  and  most  oi 
our  other  specialties. 

The  jobbing  trade  is 
rushing  us  lor  prompt 
deliveries,  and  Hrst 
come,  get  the  goods. 
Be  sure  that  you  have 
our  augers,  cleaners, 
diggers,  etc..  on  hand, 
as  now  u  the  time  lor 
using  them.  We  don't 
want  you  to  lose  sales, 
so  wrarn  you  in  time. 

Iwan  Brothers 

Tlie  Hardware 
Specialty  Mfrs. 

SIrealor,  DUnois 
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10,000,000  Honsekeepefs 

ARE  READING  OUR  ADS. 

in  Good  Housekeeping,  Delineator,  Woman's 
Home  Companion,  Ladies'  World.  Woman's 
Magazine  and  other  women's  publications. 

Our  Dealer  in  Each  Town 

gels  the  benefit.  Are  you  that  dealer  ?  Belter 
write  immediately  ior  our  plan.  We  give  you 
the  biggest  end  of  the  profit.  We  have  the  goods 
and  can  show  you  the  money. 

THE  0-HI-O  COOKER  CO. 

516  Jefferson  Avenue,      TOLEDO,  OHIO 


Out  New  «Fotfg  Piece"  Dinner  PaJJ 

provides  sq>arate  compartments  for  the  different 
articles  which  make  up  a  dainty  lunch,  and  is 
designed  not  only  for  the  auto  party,  but  also  for 
the  great  army  of  men  and  boys  who  necessarily 
carry  their  dinner. 

The  noonday  lunch  away  from  home  is  much 
more  appetizing  when  put  up  in  a  clean,  roomy 
receptacle*  When  ordering  LAVA  AND  VOL- 
CANIC ENAMELED  WARE,  have  a  dozen 
of  them  put  in,  and  watch  them  go  like  ^^hot 
cakes.^ 
K  not   acquainted  with  our  ware,  send  for 

Illustrated    Catalogue   and    Prices   and   Free   Sample   Wash   Basin* 

Mention   Hardware   Dealers^   Magazine* 

THE  aEVELAND  STAMPING  &  TOOL  COMPANY 

OLEVEUAND,  OHIO 

ROBT.  F.  HAIX.  Portland,  Or«.,  P«ctfk:  Co—t  AK«nt.  SPENCE  MFG.  CO..  AKcntt.  St.  Paul.  Minn. 

Garland  Nut  and 
NuiF   Rivet  Company 

RIVETS 

PUMP  CHAIN PIttsbiirgh,  Pa> 
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YOU 


-TMK    BUVKR 


ARE  JUST  AS  KEEN  IN  YOUR  SEARCH  FOR 
QUICK  SELLING  ARTICLES 

AS  THE  MANUFACTURER  IS  IN  HIS  SEARCH  FOR  BUYERS  OF  SUCH  ARTICLES 

HERE   ARE   TWO  WINNERS 

OP   THE 

NIMBLE    NICKEL    VARIETY 


PATINTKKS  AND  MANUPACTUflKfIS 

WINDSOR  STEPHENS  &  00. 

WALTHAM,  MASS. 


IILK    BOTTLE    OPENER 
AND   STOPPER 


Revolving  Belt  Pnnehes 


TVBB8  FOR   RBVOLVUfG   PVMCHi:* 

7'     t       3      '4       5       6        7       8       9 

Write  for  Catelogne  of  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRDKiiPORT,  CONN. 
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OLDEST 


ESTABLISHED  1838 


LARGEST 


The  Frank  Miller  Co. 

Manufocturers  of  the  Preparatioiis  for  Use  on  Hamess  Known  as 

"THE  STANDARD  OF  THE  WORLD" 

Highest  Awards,   Centennial,  187( 
Highest  Awards.  World's  Fair,  1893 


I&RNES 

OIL 


Harness  Dressing 

HARNESS  OIL.  The  very  best  article  of  its  kind.    I.  X.  L  HARNESS   OH^ 

Preserves  and  softens  the    Unequaled  for  use  by  both  manu-        Second  in  quality  only  to 
leather    conseauently    adds    facturer  and  owner  of  harness.  our   Frank    MiUer  Harness 

life.    Compounded  with  pure 
neatsfoot  oil. 


Oil.    Superior  to  all  others. 


Carriage  Top  Dressing. 

Gives  an  elastic,  durable 
water-proof  gloss  and  is  posi- 
tively safe  to  use  on  Anest 

StOCK. 


HARNESS  SOAP. 

Unrivaled  for  cleaning  and 
softening  the  leather,  abso- 
lutely pure. 


EDGE,  COLLAR  AND 
HARNESS  INKS 


AXLE  on.. 

Superior  to    Castor    Oil; 
lasts  longer  and  will  not  gunu 


Our  preparations  are  uni- 
form in  quality  and  the  qual- 
ity the  best 


The  Frank  Mfller  Co. 

OFFICE  AND   FACTORY:  EUROPEAN  OFHCE: 

349  and  351  West  26di  St.»  NEW  YOiK»  D.  S.  k.    T^wer  Chambers^  Moorgale,  LONDON,  LC. 

Send  for  Price  Ust  and  Catalogue. 
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FLOOR  TOOLS  OF  MERIT 
FOX  FLOOR  SCRAPERS 

Dealers  make  good  money 
handling  our  line.  Get  your 
share  of  the  business  by  canvas- 
sing your  building  trade. 


Thegreat 
est  LABOI 
and  MONEY 
SAVING  car- 
penters'  too 
on  the  market. 
Built  on  right 
lines,  simple  in 
construction, 
easy  to  operate  and 
does  perfect  work. 
Will  save  its  cost  in 
a  couple  days  work 
and  last  a  lifetime. 
Every  carpenter 
needs  the  FOX  Na.  1 
FLOOISCRAPO. 


Write  us  for  prices 
(idvertising. 


Why  not  put  a  line  of  FOX  FLOOR 
SCRAPING  TC 


OOLS  in  your  sliow  win- 
dow and  let  us  refer  inquiries  to  you— we 


Eefer  to  sell  through  the  dealer-^and 
ve  planned  an  agaressive  cam- 
paign of  advertising  for  the  coming 


Thousands  of  deal- 
ers are  taking  advantage  of 
this  advertising— why  not 
you  ? 


TIE  FOX  CABINET  SCIAPEI 
m  lAiitiBST  WMvnuisiiiiCTOoioiiin 

HAIKCT.  The  body  slides  on  the  floor,  insur- 
ing a  cut  of  uniform  depth.  Blade  fastened 
with  a  handy  clamp— can  be  adjusted  or  re- 
versed in  a  second's  time-works  equally 
well  in  a  horizontal  or  perpendicular  position 
Never  leaves  waves.  Unequaled  for  floor, 
cabinet  and  bench  work. 


FOX  RUNUFACTURING  CO..  iw  secwn  st.  inh.«i«e.  wis. 


THE  OILS  FOR  SUMMER 

The  **Famou8''  Lawn  Mower  Oil,  in  Cans 
The  **Famous''  Bicycle  Oil,  in  Bottles 
The  **Excelsior"  Gun  Oil,  in  Bottles 
The  Russian  Seal  Reel  Oil,  in  Bottles 

Every  hardware  dealer  needs  the  above  named  oils  in 
his  stock.  The  season  is  on  and  customers  are  ready  to 
buy. 

These  oils  are  manufactured  expressly  for  the  purposes 
named,  and  are  the  best  that  can  be  produced. 

The  sizes  and  packages  are  handy  and  attractive,  and 
the  prices  show  excellent  profits  for  the  dealer. 

Write  us  at  once  for  special  Hardware  Dealers'  Prices — 
Very  interesting. 

EXCELSIOR  SUPPLY  CO.,  Dept.  H. 

ESTABLISHED  l«7i 

233-235-237  Randolph  Street,  Chicago. 
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Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND   FOR    CATALOG 

niEfi/FfaNfft/LEnO.  SMBMAW,  MtGH.,  U.  8.  A. 

Ne^w  York  Uondon,  Bnsland  Wlnd4K>i*,  Canada 


NEW   LINE 

**Pearoe"  Spring  Joint  Rule3 

_^ MST 

ilililiiiiilillJilililil^ilJ.iil.liffllii.l.iJiiillh]n,l,iil,i,l.iJ,|.l.|||.U?^ili,l;i,l/  PWCH) 
^z  02  RULE 

s^S       THE  OHAPIN-OTEPHENS  ffi.  S!i^ 

S^tU  V  ""■O"    Q    FACTORY  II  MARKET 


i  §  3     RULES,  LEVELS,  PLANES,  Etc.,  PINE  MEADOW.  CMM..  D.  S.  A. 
THE   BEST  AND  LATEST  IN  VISES 

The  Parker  Reinforced  Slide 

Solid  Steel  Bar  running  entire  length  of  slide,  making  it  the  strongest 


onary 

'  each 

D  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  PAKKER  you  get  the  Best, 


THE  eHARLBS  PARKER  COMPANY 

N.  Y.  SoLlesroom*  32  WoLrren  St.  Factori««»  Meriden*  Conn. 


Consult    BUYERS'   REFERENCE  TO   ADVERTISEMENTS   oh   Last   Pagss. 

Digitized  by 


Google 


May,  1906. HARDWARE  DEALERS'  MAGAZINE  975 


Al   Ne\^  Standapd   Eclipse   I^ev^el 


M^    •*«  firki  iri  r^His*BBV  "'^^  ^^^^^  Glawes.    One  Plumb  Glass 

IMO.  31  SOl^iD  CH ti.KK Y  g, ^^  Glasses  may  be  reversed  at  any  time ;  aU  easily  adjustable 

No.  32  THREE-PLY  CHERRY       All  Glasses  in  plain  view  from  either  side 
_ ,       __  «,*^«  ..^  m.M  M.  wjM^^^  A  ».tm^  Glasses  marked  with  two  indelible  lines 

No.  33  SOLID  MAHOGANY  ^^  rtmmlng.  o.  both  .ide. 

THE       BA.KE:R-^fC^«ILL.E:N       COMPANY,      Proprietor,  ol 
AKRON  SPIRIT  L^CVEL.  WORKS,  AKRON,  OHIO 


I 


win  yii 

sin  Linit 
-sill  thi 
llShtliid. 

COOK*8  PATENT  LBYBL. 


A  Tool  you  can  sell  qvlokly,  profitably  and  satisfactorily  to  Carpenters,  Masons,  Bricklayers,  and  all  who 

use  Levsls  or  Plumbs,  Is  ths 


:DAVIS  &    COOK    LEVEL 


Ths  different  Lerel— with  ths  bolb  seen  In  all  positions.  Under  or  ovei^-or  10  feet  away.  Yon  know  the 
trouble  with  the  old  slyle  bnlb-in-the-top  LeTel— useless  unless  yon  stand  over  them.  For  sale  by  all  leading 
jobbers.    Catalogue  on  application.    Hade  only  by 

DAVIS  &  COOK,       -        Watertown,  N.  Y.,  U.  8.  A. 


I  Combination    Try 
and  Mitre  Square 

JROSS  of  this  new  patented  Tool  Specialty 
ti  of  the  old  style  featureless  Try  Square.  Not 
UT  in  one  case  you  multiply  your  single  profit 
The  goods  on  your  shelves  and  a  little  Display 
I  fellow,  take  notice!  Your  best  profits  are  in 
'^ou  to  make  the  year  1908  a  profitable  one. 
lan  you  have  any  idea. 
;  if  not,  we  will. 

lY    AND    HARDWARE    CO. 

ur«iur«VILLE,    CONN. 
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**The  Production  of 
Finest  Quality  Obtainable 
Cliaracterizes  Our  Business.** 


Folding:  Handle  Drawing:  Knife 


Patented  April  28,  1007. 


No.  270 

Strktiy  High  Grade  in 
every  particnlar. 


Haadlet  Swwk  Into 
FOUR  POSITIONS. 


Made  with  7,  8«  0  and  10-inch  blades  for  stock  sizes.    Other  lengths  may  be  had  on 
special  orders.    Packed  )^  dozen  in  box. 

Quickly  adjusted,  and  when  parts  are  moved  into  place  the  lock  is  perfectly  solid 
and  secure  against  slipping  whiie  in  use.  Made  of  the  best  materials  and  all  parts 
finely  finished.  Beautiful  mahogany  stained  handles,  highly  polished,  fitted  with  heavy 
ferrules.  Sharpened  and  set  ready  for  use — with  temper  guaranteed  the  very  finest 
possible  to  produce.    THE  KNIFE  FOR  PRACTICAL  WORKMEN. 

MADB    BY 

THE  RELIANCE  EDQB  TOOL  COMPANY,  Youngstown,  Ohio 


74  Murray  Street,  New  York,  N.  Y. 


48  South  Canal  Street,  Chicaso,  III. 
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"ANDREWS  SPECIAjJIES" 

Sell  Easily  and  Quickly 
Please  the  Customer  and 
Pay  Good  Profits  to  the  Dealer 


The  "Androck"  Bread  Toaster 

Size,  9  inches  square 

A  Scientific  Ten  Gent  Toaster 

Toasts  all  over  alike  quickly  and  economically 


^i^-^Pi:^P^ 


Sectional  View,  showinir  how  all  the  heat  is 
delivered  through  the  small  funnel  shaped  holes 
directly  aarainst  the  hread. 


The  "Hummer" 
Flue  Stop 

The  sprinsf  steel 
hoop  is  so  formed 
and  attached  to 
cover  as  to  main- 
tain a  strong  pres- 
sure as^ainst  the 
side    of    the   flue. 

The  *' Hummer" 
cannot  be  blown 
out. 


Mrs.  Vrooman's  Sink  Strainer 

Advertised  in  High  Grade  Women's  Publica- 
tions with  twelve  million  readers.  The  sale  is 
larger  than  ever.   Are  you  iretting  your  share  ? 

Send  for  New  Catalogue 

Andrews  Wire  and  Iron  Works 

ROCKFORD,    ILL. 
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AccWental  Discharge  Impossible 


The  only  way  to  fire  this  revolver  is  to  pull  the  trigger  all  the  way 
back.  We  dwell  on  the  **  Hammer  the  Hammer"  feature  to  show  you 
that  you  can  never,  in  that  way,  or  in  any  accidental  way,  discharge  an 

IvER  Johnson 

Safety  Automatic  Revolvdr 

Pull  the  trigger  clear  back  and  it  fires  fast,  shoots  straight  and  hits 
hard.  Safety  feature  is  part  of  the  firing  mechanism.  No  buttons  to 
press,  no  *'levers  to  pull."  It  is  conceded  *'the  best  all-round  revolver." 
Over  2,000,000  now  in  use.  It  has  many  imitations — you  can  tell  the 
genuine  by  the  owl's  head  on  the  grip  as  shown  below. 

Our  advertising  in  the  big  national  magazines  and   the  sportman's 
papers  reaches  millions.     When  they  want  a  revolver  they  think 

^^ Hammer  the  Hammer" 

and  ask  for  that  kind.     Be  sure  they  get  it— owl's  head  on  the  grip  and  our 
name  on  the  barrel. 

Never  sold  direct  where  a  dealer  will  supply. 

Get  our  Dealer's  Catalogue  or  order  of  your  jobber. 

IVER  JOHNSON'S  IRMS  AND  CYCLE  WORKS 

302  River  Street,  FItohburg,  Maes. 

Pacific  Coast* Branch:  PHIL.  B.  BEKEART  CO.,  San  Francisco,  Cat 
Makers  of  Iver  Johnson  Single  Barrel  Shotguns  end  Truss  Bridge  Bicjrclet 
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THE   GOSPEL   OF  PRACTICAL  BUSINESS 

^T^he  Gospel  of  Practical  Business  is  a  mighty  interesting  one  to  preach.  Interesting, 
•*•  because  there  is  so  little  guesswork  or  theory  about  it.  Because  it  can  be  re- 
duced to  simple  terms  almost  as  certain  as  those  of  mathematics.  Its  sole  aim  Is 
simple  addition — the  adding  of  so  many  cents  to  a  dollar,  in  the  turnover.  The  re- 
tention of  the  diflference  between  cost  and  the  selling  price.  It  is  a  gospel  that  the 
Hardware  Dealers'  Magazine  has  been  teaching  in  the  years  of  its  existence.  That  it 
hopes  to  teach  in  many  years  to  come.  There  is  one  source  of  gratification  to  both 
the  makers  and  the  readers  of  the  magazine.  It  has  a  vast  accumulated  stock  of  in- 
formation and  experience  to  draw  upon.  Hardware  manufacturers,  jobbers  and  re- 
tailers from  all  parts  of  the  country,  are  willing  to  discuss  the  questions  of  business, 
and  to  yield  up  their  knowledge  for  the  education  of  others. 


T^he  articles  in  these  pages  from  issue  to  issue  on  store  and  factory  management  and 
^  on  the  scores  of  themes  that  grow  out  of  that  topic,  are  from  the  pens  or  by  the 
word  of  mouth  of  men  who  have  in  years  of  experience  mastered  the  hardware  busi- 
ness. They  are  not  the  theoretical  imaginings  of  college  professors  or  of  men  who 
are  paid  to  think  instead  of  work.  They  are  bits  of  personal  knowledge  that  business 
men  have  hammered  out  on  the  anvil  of  practical  business.  Each  one  of  them  can 
say:  "I  know  this  is  true,  because  I  have  done  myself  the  things  of  which  I  speak." 
Such  information  comes  from  first  hands.  The  credit  man  writes  of  credits.  The 
buyer,  of  his  methods  of  buying  goods.  The  manager,  of  the  handling  of  men.  The 
factory  superintendent,  of  the  making  of  goods.  The  window  dresser,  of  his  methods 
of  display.    So  on,  through  the  list. 


An  illustration  very  much  to  the  point  may  be  seen  elsewhere  in  this  issue;  one  of 
many  of  like  character.  A  man  who  has  for  years  been  studying  the  giving  of 
credit  and  the  collection  of  accounts;  a  man  whose  success  in  business  has  demon- 
strated the  correctness  of  his  methods;  writes  so  fully  of  what  a  credit  man  should 
do  or  should  avoid  doing,  that  his  article  becomes  a  course  of  instruction  for  any 
beginner  who  desires  to  learn  not  only  basic  principles,  but  the  details  of  operation. 
The  latter  want  is  supplied  in  a  series  of  forms  free  for  the  use  of  any  one,  and 
sufficient  to  set  the  beginner  on  his  feet  immediately.  This  special  article  is  cited  as 
one  of  many.  In  the  pages  that  follow  are  other  articles  of  information  about  which 
fully  as  much  could  be  said. 
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The  Customer  Felt  Oood 

The  clerk  who  had  stood  listening  to  the 
conversation  of  the  Hardware  store  pro- 
prietor and  his  customer,  discreetly  said  noth- 
ing until  it  was  over  and  the  latter  had  gone 
away  with  his  goods.  Then  he  went  up  to  his 
employer  and  said:  "Mr.  X.,  I  did  not  join 
in  because  I  did  not  care  to  take  the  hberty. 
And  yet  the  man  was  altogether  in  the  wrong, 
both  as  to  his  premises  and  conclusions,  and 
I  was  sure  you  must  have  known  it." 

"I  did,  James;  I  knew  it  as  well  as  any- 
body could,  but  as  it  was  not  a  large  matter, 
and  as  no  business  or  moral  principle  was 
involved,  I  thought  it  wise  to  let  him  have  his 
own  way." 

"But  why?  when  you  were  right,  and  knew 
you  were  right,  and  he  was  altogether  wrong?*' 

"Policy,  my  boy,  policy,"  responded  the  old 
man.  "When  I  was  as  young  as  you  are,  I 
should  have  looked  at  it  as  you  do. 

"I  could  have  put  him  in  the  wrong,  and 
proved  it  to  him  in  a  few  words.  But  it  would 
have  done  me  no  good,  and  made  him  feel 
mean.  Even  if  he  had  admitted  it,  he  would 
have  gone  away  with  an  unpleasant  taste  in 
his  mouth,  and  the  irritation  which  all  men 
feel  when  convinced  of  an  error  would  have 
made  him  feel  edgewise  toward  us;  perhaps 
so  much  so  he  might  never  have  come  back. 

"Now  he  has  gone  away  with  a  pleasant 
glow  inside  of  him.  He  feels  sorry  for  me, 
and  is  inclined  to  make  it  up  to  me  in  some 
way.  The  result  is  he  will  come  in  here  the 
next  time  he  wants  any  Hardware,  even  if  he 
goes  out  of  his  way  ten  blocks  to  find  me." 

The  Salesman's  Sure  Knowledge 
*i  "17  ^^^  salesman,"  says  a  manager  of  wide 
I-'  experience,  "should  know  the  article 
he  is  trying  to  sell,  in  order  to  present  to  his 
prospective  customer  a  plausible  argument. 
Without  familiarity  with  the  subject,  no  mat- 
ter how  quick-witted  he  may  be,  he  is  liable 
to  spoil  many  a  sure  sale.  The  fact  must  not 
be  overlooked  that,  as  a  rule,  the  country  mer- 
chant is  better  posted  in  a  general  way  as  to 
prices  and  values  than  the  salesman  who  only 
represents  a  single  line  of  goods.  This  is 
necessarily  true  as  the  result  of  the  daily 
teaching  he  receives  from  salesmen  represent- 
ing every  line  of  business.  Owing  to  this  fact, 
a  salesman  is  liable  to  find  his  supposed  easy 
victim  better  posted  on  the  line  of  goods  he 
is  trying  to  sell  him  than  he  himself  is.  Noth- 
ing will  spoil  his  prospects  quicker  than  this 
state  of  affairs.  Furthermore,  he  might  have 
been  posted  on  the  subject  by  a  competing 
agent  representing  the  same  kind  of  business. 
In  which  event  the  salesman  may  find  it  an 
embarrassing  duty  to  meet  some  pretty  strong 
arguments  against  his  own  goods.  No  matter 
how  false  the  statements  concerning  his  goods 
may  be,  an  impression  is  made  upon  the  mind 
of   the  merchant,  and  before   doing  business 


with  him,  he  will  demand  not  only  a  refuta- 
tion, but  a  reasonably  good  argument  to  prove 
his  own  sincerity. 

"This  is  where  a  knowledge  of  what  to  say 
is  absolutely  essential.  If  he  can  convince 
him  that  he  is  maligned  and  back  this  up 
with  better  prices  he  is  his  customer.  If  he 
cannot  the  merchant  will  have  nothing  to  do 
with  him.  The  unfavorable  impression  is  al- 
ready made  and  he  fails  to  remove  it." 

For  Non-Besident  Members 

In  speaking  of  the  success  of  the  Hardware 
Club  of  New  York,  Joseph  Gales,  chairman 
of  the  Admission  Committee  of  that  organi- 
zation, said  to  a  representative  of  the  Habd- 
WARE  Dealers'  Magazine  :  "You  might  make 
a  pertinent  suggestion  to  the  Hardware  trade 
at  large — that  while  New  York  members  have 
to  wait  twelve  or  fifteen  months  to  be  ad- 
mitted to  the  club,  those  living  twenty-five 
miles  outside  of  the  dty  limits  can  beccxrie 
non-resident  members  in  a  fortnight  All  it 
requires  is  the  introduction  of  two  members 
of  the  club,  and  the  opportunity  ought  to  be 
taken  advantage  of  while  it  remains,  as  there 
are  only  thirty-five  vacancies  in  the  list." 

Benewed  Bicycle  Business 

An  indication  that  the  bicycle  industry  4S 
by  no  means  a  dead  one  in  America,  was 
furnished  in  the  recent  meeting  of  the  Indiana 
retail  Hardware  dealers.  Nearly  every  one 
present  commented  on  the  fact  that  there  is  a 
greatly  increased  bicycle  business  at  this  time, 
and  a.  large  number  stated  that  they  proposed 
to  take  up  the  handling  of  wheels  again  in  a 
vigorous  fashion.  Some  of  the  dealers  had  not 
been  selling  bicycles  for  a  number  of  years, 
but  the  consensus  of  opinion  was  that  the  com- 
ing season's  record  of  sales  would  eclipse  any- 
thing that  has  been  seen  since  this  new  cen- 
tury begafi. 

Hardware  Auto  Delivery 

In  Jackson,  Mich.,  the  Smith  &  Winchester 
Hardware  Co.  is  one  of  the  first  to  recog- 
nize the  value  of  the  automobile  for  delivery 
purposes.  The  first  day's  work  even  with  a 
driver  who  sacrificed  speed  for  unusual  care 
and  consideration  of  other  vehicles,  the  show- 
ing was  better  than  expected,  and  the  mem- 
bers of  the  firm  believe  that  the  auto  and  the 
regular  quota  of  men  will  deliver  two-thirds 
to  three-fourths  more  freight  and  merchandise. 
The  auto  has  a  capacity  for  a  ton,  but  it  is 
rated  at  1,500  pounds. 

Demand  for  BoHer  Skates 

The  news  comes  from  Torrington,  Conn., 
that  so  general  is  the  roller  skate  craze 
throughout  the  country  that  the  Union  Hard- 
ware Co.  is  rushed  in  that  department  as  never 
before  in  its  history.  For  some  time  the  con- 
cern was  running  five  nights  a  week  over- 
time or  until  9  o'clock,  and  then  it  could  not 
keep  up  with  its  orders. 
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AN  IMPROVEMENT  IN  BUSINESS 

VERDICT  OF  JOBBERS 

The  Spring  Trade  Is  Good  as  Far  as  It  Goes,  With 
a  Steady  Improvement — ^The  Consumers  and  Re- 
tailers Are  Buying  for  Needs,  and  Stocks  Are  Run- 
ning Low-^Banks  Becoming  More  Open-Handed  in 
the  W^7  of  Money — The  Influence  of  the  Presiden- 
tial Year  Not  so  Much  of  a  Factor  as  in  Previous 
Years — ^A  General  Brightening  of  the  Skies  All 
Around. 

The  business  outlook  hais  brightened  somewhat  since  the  latest  previous  report, 
and  there  are  evidences  of  an  improvement  in  trade.  While  the  hardware  jobbers 
who  are  below  quoted  are  not  certain  that  conditions  are  as  good  as  they  might  be,, 
they  seem  generally  inclined  to  the  belief  that  they  are  improving. 

questionably.     Each  week  shows  a  little  im- 


Boston,  lEasB. 

Brown- Wales  Gj. :  Since  February  we  have 
found  a  gradual  improvement  in  busi- 
ness. There  are  more  orders,  but  they  are 
still  small.  Some  consumers  seem  to  pay  their 
bills  as  promptly  as  ever,  whilst  others  are 
slower  than  usual. 

We  believe  retailers*  stocks  are  low,  but 
they  do  not  seem  to  be  ordering  any  faster 
than  they  require.  Prices  are  reasonably  firm, 
which  seems  to  us  that  confidence  is  gradually 
being  restored.  It  is  a  slow  process,  but  as 
things  cannot  be  any  worse  than  they  were  in 
the  winter,  the  next  turn  must  be  for  the  bet- 
ter, even  if  it  is  gradual. 

Collections  with  us  have  been  excellent  up 
to  March,  during  which  month  they  were  much 
slower  than  usual,  but  they  are  improving 
again  in  April. 

We  have  not  had  much  occasion  recently  to 
know  how  the  banks  stand,  but  our  impression 
is  that  while  they  are  not  yet  in  -a  sensible 
•frame  of  mind,  they  are  gradually  growing  to- 
ward that  condition.  There  seems  to  be  plenty 
of  money  in  the  banks,  but  they  are  willing  to 
let  it  out  only  to  their  regular  customers. 

We  presume  that  a  presidential  year  has 
some  effect  sentimentally  on  business,  but  we 
doubt  if  conditions  would  be  much  different  if 
it  was  not  a  presidential  year.  It  would  appear 
that  the  present  conditions  were  due  after 
several  years  of  good  business,  but  we  firmly 
believe  that  just  as  soon  as  the  financial  world 
reaches  a  position  where  they  realize  that 
the  business  community  as  a  whole  is  sound 
and  worthy  of  confidence,  there  will  be  a 
great  improvement  in  conditions. 

Louisville,  Ky. 

Belknap  Hardware  &  Mfg.  Co.:  The  situa- 
tion on  the  whole  is  encouraging.  There 
is  a  larger  movement  of  cars  and  the  freight 
platforms  do  not  look  so  deserted  or  so  lone- 
some as  they  did  a  few  weeks  back.  The 
melancholy  empties  are  being  jostled  into  ser- 
vice, and  cease  their  function  as  gauges  of 
stagnation;  merchandise  is  on  the  move  un- 


provement  over  its  predecessor,  and  while 
comparisons  with  a  year  ago  are  not  as  cheer- 
ful as  they  may  be,  nevertheless  we  feel  our- 
selves to  be  on  the  up-grade. 

The  consumers  seem  to  have  plenty  of 
money;  they  are  simply  nursing  their  wads 
which  occupation  gives  a  certain  feeling  of 
importance,  which  we  all  experience  to  a 
greater  or  less  degree  before  spending.  That 
.  unhappy  feeling  as  -to  whether  we  have  spent 
wisely  is  a  part  of  the  after-performance  and 
calls  for  a  different  snap-shot. 

Retail  stocks  are  low  we  take  it;  in  fact  in 
this  part  of  the  country,  there  have  been  no 
hard  roads  all  winter  long  and  hauling  to  any 
great  extent,  barring  necessities,  has  been  al- 
most out  of  the  question.  Whether  we  shall 
ever  live  to  see  good  roads  throughout  the 
country,  that  shall  be  good  the  year  round,  is 
the  question.  Possibly  we  shall  see  airships 
dropping  down  select  brands  of  tools  from  the 
clouds  before  we  shall  see  solid  beds  to  our 
roads. 

We  have  had  a  superabundance  of  rain  in 
the  Ohio  Valley,  but  that  will  be  all  right 
presently. 

Collections  are  •  fair,  and  all  of  the  people 
that  we  meet  wear  as  good  clothes  as  they  did 
a  year  ago  and  eat  just  as  many  meals  per 
day.  With  the  proper  nominations  made,  we 
look  forward  to  renewed  prosperity. 

New  York  City 

Montgomery  &  Co. :  According  to  the  papers 
everybody  has  plenty  of  money,  but  ac- 
cording to  the  sales,  they  are  all  hoarding  it, 
for  certainly  business  has  not  "looked  up"  the 
way  we  expected  it  would.  We  are  optimistic 
and  are  hoping  for  the  best  right  along,  but 
we  believe  there  is  no  use  trying  to  fool  our- 
selves or  others  and  do  not  think  we  are  go- 
ing to  see  anything  like  a  good  healthy  revival 
until  after  the  elections.  A  presidential  year 
has  always  been  more  or  less  of  a  "holding 
back"  one,  and  we  think  this  is  going  to  be  no 
exception.  There  is  one  thing  sure,  and  that 
is  when  the  revival  does  come  there  will  be 
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plenty  of  business  because  everybody's  stock 
is  low,  and  to  do  any  amount  of  business 
everyone  must  buy  liberally.  This  applies  not 
only  to  the  dealer,  but  the  manufacturer.  We 
are  patient.  We  advise  our  friends  to  be 
patient.  A  good  time  is  bound  to  come  be- 
cause a  country  like  this  cannot  be  kept  down 
very   long. 

Schoverling,  Daly  &  Gales :  My  last  letter  said 
something  about  drifting;  I  think  we  can 
now  say  truly  that  we  are  beginning  to  sail. 
The  breeze  is  not  very  strong,  but  still  we  can 
feel  it  Last  month  was  only  3  per  cent,  be- 
hind 1907,  which  our  friends  say  is  not  bad. 

I  note  one  traveler  has  just  sent  in  twenty 
orders  in  three  days,  which  is  decidedly  en- 
couraging. 

In  reply  to  your  question,  most  of  the  con- 
sumers who  are  buyers  of  our  goods  have 
money,  but  they  are  more  inclined  to  hold  oft 
to  it  than  usual. 

However,  things  are  improving  in  this  re- 
spect and  the  spring  days  seem  to  have  stim- 
ulated our  customers  considerably.  Stocks 
are  running  down  very  materially.  It  was 
only  yesterday  I  observed  that  buyers  seem  to 
be  learning  what  they  could  do  without.  The 
general  report  would  be  fmprovement  in  all 
directions. 

In  bank  matters,  I  am  glad  that  the  idea 
of  a  currency  commission  is  growing  stronger. 
This  morning's  report  on  clearing  house  cer- 
tificates is  a  point  against  the  Aldrich  bill  and 
in  favor  of  the  Fowler  bill,  which  seems  to 
have  many  good  points,  although  the  idea  of 
the  commission  is  the  best  plan. 

Pittsburg,  Fa. 

Logan-Gregg  Hardware  Co. :  Recovery  from 
the  severe  depression  of  the  winter 
months  has  been  slower  than  we  expected.  The 
patient  had  a  severe  shock,  and  it  takes  time  to 
gather  strength  again.  We  suppose  Pittsburg 
has  felt  the  depression  as  much,  if  not  more, 
than  other  business  centers.  The  steel  busi- 
ness which  is  our  main  industry,  is  pro- 
verbially either  prince  or  pauper,  and  just  at 
present  is  posing  as  the  latter  character. 

Fifty  per  cent,  of  the  business  of  the  same 
months  last  year  is  about  what  our  manufac- 
turers and  miners  are  doing.  Merchants  are 
doing  better  than  this.  Probably  70  to  80  per 
cent,  of  last  year's  business.  They  are  getting 
the  larger  part  of  it  from  agricultural  dis- 
tricts, and  what  is  to  be  had  from  manufac- 
turing and  mining  towns. 

Now  as  to  the  future.  We  are  quite  hopeful. 
Money  is  accumulating  in  the  banks  and  get- 
ting cheap.  All  the  ordinary  sized  borrowers 
can  be  accommodated  now,  and  it  looks  as 
though  it  would  not  be  long  until  the  railroads 
can  get  what  they  need.  Although  quite  early 
for  crop  outlook,  the  present  outlook  is  favor- 
able-    Should  there  be   a  large  crop   of  the 


principal  products,  fall  trade  will  undoubtedly 
be  good. 

The  presidential  campaign  will,  of  course, 
have  some  effects  in  retarding  progress,  but 
cannot  hold  business  back  long  if  good  crops 
are  assured. 

Everybody  is  following  a  conservative 
course,  so  that  there  are  no  heavy  stocks 
thrown  on  the  market,  nor  do  we  think  sol- 
vent merchants  are  carrying  heavy  stocks. 
When  the  recovery  comes,  as  come  it  will,  it 
is  likely  merchants  will  find  themselves  short 
of  goods.  The  farmers  must  have  money  in 
their  pockets  and  in  their  banks  from  the  good 
crops  and  good  prices  of  the  past  few  years, 
and  they  will  spend  it  as  soon  as  they  are  as- 
sured that  the  turn  has  been  made  for  good 
times. 

There  is  some  difference  of  opinion  as  to 
the  policy  of  holding  prices.  Some  maintain 
that  a  cut  to  bottom  would  stimulate  buying 
and  start  the  idle  mills,  while  others  think 
that  no  more  goods  would  go  into  consumption 
at  low  prices  and  that  it  is  better  to  keep  them 
on  an  even  keel  in  both  good  times  and  bad 

Frequent  fluctuations  are  disastrous  to  profits 
and  to  be  avoided  if  possible,  but  the  great  law 
of  supply  and  demand  must  rule  in  the  end. 
If  prices  are  to  be  cut,  it  would  be  l)est  for  all 
concerned  to  do  it  now,  rather  than  wait 
several  months  and  then  have  to  do  it  Mer- 
chants are  buying  in  small  quantities  at  present, 
not  knowing  what  to  expect. 

Cleveland,  Ohio 

George  P.  Norton,  George  Worthington 
Co. :  There  has  been  a  marked  improve- 
ment in  the  trade  conditions  in  our  locality. 
Still,  as  stated  in  a  former  communication, 
there  has  been  very  little  falling  off  with  us  in 
the  volume  of  business  from  the  agricultural 
districts,  although  there  had  been  a  falling  off 
in  the  manufacturing  districts.  There  has, 
however,  been  a  marked  improvement  in  all 
sections,  and  our  trade  in  the  city  has  im- 
proved steadily.  While  we  do  not  think  that 
there  is  any  tendency  to  speculate,  we  are  in- 
clined to  think  that  most  merchants  are  buying 
what  goods  they  think  they  can  dispose  of 
within  a  reasonable  time. 

There  always  has  been,  and  we  presume  al- 
ways will  be,  a  tendency  on  the  part  of  the 
merchants  to  be  conservative  in  the  presiden- 
tial years,  but  we  think  that  this  presidential 
year  has  already  been  discounted  to  a  gxeat 
extent,  and  with  favorable  weather  conditions 
and  favorable  crop  conditions  from  now  on. 
we  will  have  a  substantial  trade  for  the  bal- 
ance of  the  year. 

It  has  been  our  suggestion  to  our  customers 
from  time  to  time  for  the  last  six  or  eight 
months  to  buy  such  goods  as  they  usually  sell 
and  to  anticipate  their  wants  for  a  reasonable 
amount  of  goods  and  we  think  a  great  many 
of  our  customers  have,  followed  along  this 
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line,  with  the  result  that  their  stocks  are  in 
fairly  good  shape.  We  believe,  however,  that 
there  will  be  a  satisfactory  demand  for  goods 
for  the  balance  of  the  year. 

We  think  the  situation  so  far  as  the  banks 
are  concerned  is  all  right  and  that  any  mer- 
chant can  get  a  reasonable  amount  of  money, 
provided  he  is  to  use  it  in  his  legitimate  busi- 
ness. There  is,  we  believe,  a  tendency  on  the 
part  'of  the  banks  to  frown  upon  outside  spec- 
ulation and  we  think  it  is  well  they  should  do 
so.  It  has  been  our  experience  in  the  ^  past 
that  the  merchants  who  have  looked  closely 
to  their  own  business  and  have  left  the  spec- 
ulation in  outside  stocks  and  outside  business 
to  others,  have  usually  been  winners  in  the 
long  run. 

The  weather  conditions  sO  far  this  spring 
have  been  very  favorable.  In  the  wheat  crop, 
which  is  one  of  the  main  crops  of  Ohio,  if 
nothing  unforseen  happens,  we  should  have  a 
bumper  crop  for  this  year.  The  farmers 
throughout  the  territory  in  the  several  States 
which  we  cover,  are  in  good  shape.  We  can 
see  no  reason  why  they  should  not  use  a  rea- 
sonable amount  of  goods,  and  none  for  appre- 
hension. Indeed,  we  have  considered  that  the 
merchants  who  are  conservative  optimists  are 
those  wTio  will  meet  with  the  greatest  suc- 
cess. 

Davenport,  Iowa 

Col.  James  R.  Nutting,  Sickels,  Preston  & 
Nutting  Co. :  One  of  our  best  and  most 
prosperous  iruit  growers  considers  the  fruit 
crop  assured.  We  asked,  "How  about  late 
frosts — especially  for  peaches  and  pears?"  He 
replied  that  killing  frosts  did  not  occur  oftener 
than  once  in  fifteen  years,  and  that  he  did  not 
anticipate  any  trouble  of  that  kind  this  year. 
He  also  added  that  in  his  opinion  this  would 
be  a  banner  fruit  season. 

Farmers  are  working  in  the  fields;  wheat 
is  sown  as  far  north  as  the  Dakotas.  The 
truck  gardening  is  well  under  way,  the  vege- 
tables that  are  raised  under  glass  are  coming 
into  market  very  freely  and  at  reasonable 
prices.  By  the  way,  this  branch  of  vegetable 
gardening  is  increasing  and  does  much  to  sup- 
ply the  table.  Pastures  are  green  as  in  June; 
hence  the  dairy  and  poultry  products  are  abun- 
dant, and  the  cow  and  hen  are  vety  much  in 
evidence  in  Iowa  now.  This  being  an  agricul- 
tural State,  these  conditions  suggest  a  prom- 
ising year  in  Hardware  as  well  as  other  lines 
of  commerce. 

Consumers,  as  a  rule,  have  plenty  of  money, 
a  handsome  balance  to  their  credit  in  the  sav- 
ings banks  and  a  heart  to  spend  it.  The  stocks 
in  the  hands  of  the  retail  dealers  are  very 
much  depleted.  This  is  proven  by  the  report 
just  received  at  this  desk  from  our  shipping 
department,  that  our  mail  orders  are  unusually 
heavy — much  larger  in  proportion  than  our 
agents'  sales — showing  that  customers  are  in 
such  urgent  need  of  goods  that  they  cannot 


wait  for  the  traveling  salesman  to  appear.  Yes, 
retailers  are  filling  up  rapidly,  to  .meet  the  de- 
mands of  their  local  customers.  Prices  seem 
satisfactory  and  people  will  not  decline  to 
build  or  improve  on  account  of  prices  of 
building  material,  especially  builders'  Hard- 
ware. 

Collections  are  very  good  indeed.  In  fact, 
the  banks  claim  that  their  commercial  paper  is  ^ 
and  was  paid  promptly  even  during  the  so- 
called  panic  last  fall.  You  will  remember 
that  Davenport  banks  are  and  have  been  very 
strong  at  all  times  and  they  still  remain  in 
business  on  Easy  street.  They  accommodate 
their  patrons  with  all  the  money  they  need 
for  legitimate  use  at  low  rates  of  interest,  but 
of  course  they  do  not  encourage  speculative 
investments. 

There  is  apparently  less  holding  back  in 
business  on  account  of  its  being  presidential 
year  than  usual  and  less  interest  taken  in  the 
policy  of  the  different  parties  than  in  the  ques- 
tion of  loaves  and  fishes. 

St.  Lotus,  Ho. 

Chas.  Niekamp,  Beck  &  Corbitt  Iron  Co. : 
Business  in  this  section  of  the  country  is 
picking  up  very  slowly.  There  is  not  the 
volume  by  a  good  deal  that  there  was  .  last 
year,  but  indications  for  better  business  are 
good  and  we  hope  that  those  are  right.  We 
find  that  our  business  for  the  month  of  April 
to  date  is  an  improvement  over  last  month's 
business  for  the  same  number  of  days.  Col- 
lections in  our  territory  are  fairly  good.  So 
far  as  our  traveling  men  report,  the  prospective 
election  does  not  enter  into  the  conditions  as 
yet. 

In  a  conversation  with  several  bankers  a  day 
or  two  ago,  it  was  their  opinion  that  the  elec- 
tion would  cut  quite  a  figure  in  this  year's 
business  and,  judging  from  the  way  that  they 
expressed  themselves,  they  had  better  infor- 
mation by  far  than  that  obtained  from  our 
sources.  We  feel  that  when  the  weather 
settles  down,  we  will  be  able  to  report  quite  an 
improvement. 

Saginaw,  Mich. 

RC.  Morley,  Morley  Bros. :  The  volume  of 
•  business  among  the  jobbers  is  very 
near  last  year's  high  record,  and  although  we 
know  that  the  manufacturers  have  been  doing 
very  little  business,  we  are  positive  there  has 
not  been  a  corresponding  decrease  in  consump- 
tion, but  that  contraction  of  stocks  is  respon- 
sible for  the  falling  off  of  business  of  the 
manufacturers.  There  has  been  a  vast  amount 
of  liquidation  since  last  October.  Merchants 
have  converted  their  stocks  into  cash  as  much 
as  possible,  and  have  been  much  more  ener- 
getic along  the  lines  of  collection. 

We  believe  that  the  stocks  in  merchants' 
hands  are  lower  than  they  have  been  for  some 
time,  and  as  soon  as  politics  cease  to  be  a  fac- 
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tor  in  the  situation,  which  will  probably  be 
after  presidential  nominations  are  made,  con- 
ditions will  be  more  normal.  Collections  are 
even  ahead  of  last  year,  which  certainly  shows 
that  in  this  section  at  least,  basic  conditions 
are  good,  and  the  low  rate  of  interest  at  which 
money  is  at  present  available  for  legitimate 
mercantile  purposes,  is  certainly  a  very  healthy 
indication  of  a  more  general  resumption  of 
business. 

Paterson,  N.  J. 

Edw.  Van  Winkle,  J.  A.  Van  Winkle  Co.: 
Paterson  is  particularly  hard  hit.  Our 
locomotive  industry  is  closed,  the  Passaic  Steel 
Co.  in  the  hands  of  a  receiver.  Machine 
shops  are  running  on  half  and  quarter  time, 
with  great  scarcity  of  orders.  The  silk  busi- 
ness is  bad,  with  the  outlook  very  poor.  A 
good  many  failures  have  taken  place,  due  to 
large  stocks  of  raw  silk  being  on  hand  with 
some  concerns,  and  a  great  reduction  of  price 
in  raw  silk  causing  many  concerns  to  go  to 
the  wall. 

We  really  think  the  outlook  in  this  territory 
is  worse  than  it  has  been  in  twenty  years. 
Further,  money  is  very  hard  to  collect.  Our 
banks,  however,  are  in  particularly  good  shape. 
There  is  not  a  bank  during  all  the  depressed 
times  that  has  refused  any  request  of  their 
clients.  I  really  believe  that  the  banks  are 
closer  to  their  clients  in  this  city  than  any 
other  city  in  the  United  States.  They  seem  to 
know  very  thoroughly  whom  they  are  doing 
business  with,  and  treat  them  accordingly. 

With  all  these  conditions,  for  some  unknown 
reason,  our  business  has  been  phenomenal. 
We  think  this  is  largely  due  to  good  help  and 
interest  in  their  duties  by -our  clerks,  and  we 
therefore  advocate  very  strongly,  if  a  concern 
wants  business  in  dull  times,  and  to  be  as 
nearly  up  to  standard  as  possible.  Have  full 
confidence  in  your  clerks,  be  close  to  them,  and 
our  prophecy  is  that  returns  will  be  satisfac- 
tory. The  particular  outlook  in  this  territory 
is  not  promising.  Several  contemplated  im- 
provements have  been  held  in  abeyance  until 
times  shape  themselves  more  satisfactorily. 

Omaha,  Neb. 

DBaum,  Jr.,  Baum  Iron  Co. :  Omaha 
•  seems  to  be  the  hub  of  prosperity.  Our 
banks  are  on  a  firmer  foundation  than  those  of 
any  other  city.  The  bank  clearings  are  on  the 
increase,  showing  substantial  gains  over  last 
year.  There  are  fewer  unemployed,  in  pro- 
portion to  population,  in  this  city  than  in  any 
other.  Retail  trade  is  better  here  than  else- 
where and  shows  substantial  increase  over  last 
year.  The  jobbing  trade  is  about  normal  for 
normal  years. 

Building  operations  continue  on  a  large 
scale  and  new  capital  is  constantly  coming  in. 
We  arc  informed  that  this  city  will  become 
one  of  the  main  distributing  points  for  the 
army,  which  will  add  largely  to  the  volume 
of  our  trade.    We  are  also  informed  that  there 


will  shortly  be  erected  a  wool  warehouse  with 
a  capacity  of  200,000,000  pounds.  This  will 
make  Omaha  the  largest  wool  market  west  of 
Boston.  We  now  have  the  second  largest 
packing  center,  the  second  largest  grain  mar- 
ket, and,  in  all,  have  one  of  the  best  of  Ameri- 
can cities. 

The  condition  of  the  country  tributary  to 
Omaha  is  very  good.  Collections  are  about 
normal  and  merchants  are  buying  as  their 
needs  dictate.  The  presidential  campaign  has 
a  slight  influence,  but  is  not  of  much  con- 
cern to  the  state  of  Nebraska,  as  our  people 
are  too  busy  thinking  about  their  richly  pro- 
ductive farms,  thriving  cattle  ranches  and 
prosperous  lines  of  business  throughout  the 
State. 

We  are  glad  that  we  are  the  hub  and,  if  it  is 
possible  by  close  attention  to  business  to  re- 
main so,  there  can  be  no  need  for  worry  in 
this  city  and  State. 

Little  Bock,  Ark. 

James  J.  Mandlebaum,  Fones  Bros.  Hard- 
ware Co. :  Most  of  the  consumers  have 
money,  and  while  we  could  not  say  they  are 
very  extravagant,  yet  they  are  willing  to  spend 
it  for  what  they  are  needing.  The  retailers' 
stocks  are  low  and  they  are  buying  as  their 
requirements  call  for.  No  complaints  are  be- 
ing made  as  to  prices. 

The  especially  hopeful  features  of  business 
found  in  our  territory  are  that  the  farmers 
are  in  good  condition  and  are  now  getting 
ready  to  put  in  their  next  year's  crop;  col- 
lections are  reasonably  fair  and  we  think  the 
banks  are  back  again  to  a  reasonable  frame  of 
mind,  but  previous  to  the  panic,  it  appears  that 
most  of  them  had  loaned  up  their  funds  too 
closely,  and  while  they  are  now  taking  care 
of  their  old  customers,  as  a  whole,  they  arc 
not  making  any  new  loans.  In  our  State,  the 
presidential  year  does  not  seem  to  affect 
business  much. 

Nashville,  Tenn. 

John  M.  Gray,  Jr.,  Gray  &  Dudley  Hardware 
Co. :  It  looks  to  us  like  general  condi- 
tions in  the  South  are  gradually  improving. 
Our  business  in  March  was  much  better  than 
we  anticipated  it  would  be,  and  while  the 
volume  of  our  sales  fell  off  something  like  18 
per  cent,  from  March  of  last  year,  we  feel 
pretty  well  satisfied  with  the  results. 

We  think  that  the  people  of  the  South  are 
in  good  shape.  The  consumers  have  money, 
and  while  they  are  not  spending  it  as  freely 
as  they  did,  they  are  buying  what  they  need. 

The  stocks  of  goods  of  the  retail  dealers 
are  not  large,  as  the  retailers  and  jobbers  have 
been  pursuing  a  policy  of  reducing  their 
stocks  for  some  months,  consequently  most  of 
the  dealers  are  carrying  light  stocks  at  pres- 
ent. Prices  are  all  right,  and  are  being  pretty 
well  maintained.  We  do  not  hear  of  any  cut- 
ting going  on. 

Collections   arc   very   satisfactory,   and   the 
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banks  are  getting  back  to  normal  again.  They 
are  loaning  people  money  who  are  entitled 
to  it,  and  charging  them  a  reasonable  rate  of 
interest,  and  are  accommodating  their  cus- 
tomers as  they  should. 

We  think  that  this  being  presidential  year 
will  have  more  or  less  effect  on  business,  as  it 
has  always  done  in  the  past,  but  we  believe 
that  a  little  later  on  when  the  crop  prospects 
can  be  foretold  and  the  presidential  election 
discounted,  that  the  summer  and  fall  trade  will 
open  up  very  satisfactorily,  and  we  look  for 
good  business  at  that  time. 

Beading,  Pa. 

AB.  Stein,  Stichter  Hardware  Co.:  Col- 
•  lections  arc  very  slow  at  the  present 
time,  and  we  are  at  a  loss  to  understand  the 
same,  as  we  know  some  dealers  have  the  cash 
in  bank  and  at  the  same  time  do  not  meet  their 
obligations  promptly,  and  only  help  to  de- 
moralize trade  and  stop  the  circulation  of 
money. 

The  retailers  are  only  buying  in  a  small  way, 
from  hand-to-mouth,  and  very  few  even  want 
to  buy  seasonable  goods  before  the  season  is 
open  and  have  a  demand  for  the  goods. 

We  think  the  prices  are  all  right  at  the  pres- 
ent time,  and  would  not  like  to  see  any  decline, 
as  it  would  only  help  to  demoralize  the  trade. 

We  do  not  think  trade  is  holding  back  on 
account  of  presidential  year,  but  more  on  ac- 
count of  newspaper  talk  in  regard  to  bank 
failures;  although  we  think  everything  will  be 
considerably  better  after  the  weather  is  set- 
tled. 

Syracuse,  N.  T. 

Burhans  &  Black  Co. :  Trade  in  New  York 
State  is  from  25  to  33  1-3  per  cent,  less 
than  one  year  ago,  during  the  same  period. 
We  have  information  from  manufacturers  also 
who  say  that  their  sales  are  affected  in  the 
same  ratio.  The  trade  from  now  on,  we  be- 
lieve, however,  will  be  much  better,  owing  to 
the  fact  that  the  retailer  will  have  much  better 
trade  conditions  as  soon  as  the  roads  are  bet- 
ter in  the  country  districts.  This,  of  course, 
has  much  to  do  with  business;  especially  in 
the  mountain  regions  and  towns  some  distance 
from  the  railway. 

Collections  are  what  we  might  call  good, 
and  the  banks  are  doing  their  duty  with  their 
customers  in  this  particular  section.  We  can- 
not help  but  think  that  the  future  will  be  much 
brighter  during  the  last  half  of  1908. 
Wilmington,  N.  C. 

MW.  Jacobi,  Jacobi  Hardware  Co.:  Con- 
•  ditions  in  oui^  section  are  not  as 
bright  as  we  had  reason  to  hope  that  they 
should  be,  owing  to  the  large  crop  of  cotton. 
It  seems  that  our  farmers  are  inclined  to 
speculate  and  hold  cotton,  which  they  have 
done  to  an  unusual  extent  this  season,  so  that 
to-day  there  is  a  large  amount  being  held 
which  they  expect   16   cents  per  pound   for. 


which  it  is  hardly  possible  for  them  to  get, 
as  it  is  not  in  keeping  with  the  prices  of 
cotton  goods  and  products  made  from  cotton, 
for  which  there  seems  to  be  little  demand, 
and  prices  are  ruling  much  lower. 

Our  banks  are  in  a  healthy  condition,  and 
have  not  yet  found  it  necessary  to  issue 
script,  nor  have  they  failed  to  make  currency 
payments. 

We  believe  that  merchants  are  inclined  to 
reduce  their  stocks,  as  they  feel  that  values 
will  rule  lower,  the  general  policy  being  to 
buy  from  "hand-to-mouth." 

There  has  been  considerable  curtailment  in 
building,  and  practically  little  or  no  work 
being  done  by  the  railroads,  who  are,  after 
all,  the  largest  consumers  of  labor  and  ma- 
terial in  our  country;  as  a  result  many  arc 
out  of  employment  and  business  necessarily  is 
affected. 

There  is  generally  a  feeling  of  caution 
exercised  during  presidential  years  by  our 
people,  but  we  do  not  believe  that  this  mate- 
rially enters  into  present  conditions,  our  con- 
dition being  more  of  a  reflected  one  from  the 
large  money  centers. 

Our  country  has  unusual  natural  advan- 
tages and  iacilities,  and  there  is  a  movement 
by  the  Carolina  Trucking  &  Development  Co. 
to  colonize  desirable  immigrants  in  our  sec- 
tion, which  we  feel  will  be  successful  and  of 
great  benefit  to  us. 

The  South  must  continue  to  grow,  and  we 
feel  that  despite  the  present  financial  cloud 
passing  over  the  United  States,  we  will  show 
substantial  gair\s  during  the  coming  year. 

Fort  Smith,  Ark. 

FB.  Dunlop,  Speer  Hardware  Co.:  It  is 
•  impossible  for  us  to  be  enthusiastically 
optimistic  regarding  conditions  in  this  section, 
at  the  present  time.  One  is  apt  to  judge  gen- 
eral conditions  by  his  own  surroundings  and 
environments  at  times,  and  while,  as  a  rule,  we 
endeavor  to  look  on  the  bright  side  of  things 
and  earnestly  look  for  the  rainbow  of  promise, 
yet  there  are  times,  when  surrounded  by  ad- 
verse circumstances,  one  is  apt  to  become 
pessimistic.  The  American  people,  however, 
are  a  resourceful  people  and  can  be  relied 
upon  to  recuperate  quickly  from  any  calamity. 

We  are  in  the  center  of  a  large  coal  mining 
district  and  the  miners  went  out  on  a  strike 
on  the  first  instant.  Several  thousand  miners, 
are  out  of  employment,  and  it  looks  now  as  if 
this  condition  would  exist  for  some  time  to 
come,  as  there  is  apparently  no  disposition 
upon  the  part  of  either  the  operators  or  the 
miners  to  make  concessions. 

There  is  very  little  demand  for  lumber  at 
the  present  time,  and  most  of  the  mill«  in  our 
territory  are  either  shut  down  or  are  working 
half  time.  Our  collections  arc  fairly  good,  and 
the  banks  have  begun  to  loosen  up.  Retailers* 
stocks  are  low,  and  a  general  feeling  of  con- 
servatism exists.    When  the  atmosphere  clears 
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up  a  little,  the  presidefitial  nominations  are 
over  and  faith  in  the  stability  of  the  market  is 
restored,  we  believe  business  will  again  resume 
normal  conditions,  though  slowly.  We  are 
optimistic,  but  conservatively  so. 

John  T.  Law,  Atkinson- Williams  Hardware 
Co.:  As  to  the  business  conditions,  and 
future  outlook  for  this  community:  It  is 
a  little  puzzling  just  at  the  present  time.  Since 
the  first  of  the  year  we  have  enjoyed  a  very 
fine  business,  and  the  outlook  has  been  very 
promising. 

The  late  financial  disturbance  affected  our 
country  districts  very  little,  if  any,  and  the 
only  resrt  trouble  we  experienced,  was  on  ac- 
count of  the  banks  not  being  able  to  make 
their  usual  loans.  Our  lumber  districts  were 
also  badly  affected,  but  with  these  exceptions, 
everything  has  been  about  normal.  The  banks 
have  some  time  since  resumed  their  normal 
condition,  and  their  reserves  are  greater  than 
ever.  The  lumber  people  are  again  finding  a 
market  for  their  output,  and  we  expect  all 
channels  of  trade  to  profit  thereby,  and  the 
past  healthy  conditions  to  prevail. 

Boston,  Mass. 

Bigelow  &  Dowse  Co.:  February  sales 
showed  a  loss  of  8  per  cent,  over  last 
year,  while  March  was  40  to  50  per  cent, 
ahead.  Collections  in  February  were  about  6 
per  cent,  less,  but  in  March  they  were  prac- 
tically the  same  as  last  year.  Trade  in  farm- 
ing communities  is  about  normal,  but  it  is 
bad  in  mill  towns. 

Customers  are  not  buying  in  advance  of 
their  wants,  but  are  not  carrying  large  stocks. 
All  seem  to  be  conservative  and  are  buying 
light,  but  often. 

Many  more  than  usual  are  drawing  on  the 
jobbers'  stocks,  in  preference  to  sending  their 
orders  to  the  factories. 

While  banks  are  conservative  in  their 
credits  there  is  plenty  of  5  per  cent,  money  to 
be  had  for  the  asking — we  look  for  sunshine 
and  clouds  for  business  enterprises,  until  after 
election. 

In  the  meantime  we  are  sparing  no  efforts 
to  keep  abreast  of  the  times — believing  every- 
thing will  be  in  better  shape  after  confidence 
returns,  than  it  was  before. 

Chicago,  HI. 

AC.  Bartlett,  president  Hibbard,  Spencer, 
•  Bartlett  &  Co. :  Trade  is  not  what  it 
was  a  year  ago,  nor  can  it  be  under  present 
conditions.  Railroads  are  not  purchasing  ma- 
terial, mines  are  not  being  worked  to  their  full 
capacity  and  manufacturers  have  curtailed 
their  output.  Retailers'  stocks  are  low;  con- 
sumers in  the  country  are  well  supplied  with 
money,  and,  were  it  not  that  they  had  heard  or 
read  of  a  panic  in  Wall  street  last  year,  would 
be  inclined  to  spend  it  freely.  Collections  are 
good.  Banks  are  normal,  except  for  their  over- 


crowded money  vaults.  A  presidential  year  is 
always  one  of  decreased  business. 

The  most  encouraging  features  are  that  re- 
tail merchants  are  buying  more  freely  than 
they  have  done  at  any  time  this  year,  and  that 
the  business  of  each  succeeding  month,  as 
compared  with  the  corresponding  month  of 
last  year,  makes  a  more  favorable  showing. 

The  country  is  rich,  and  if  the  crops  are 
good,  we  believe  that  the  footings  at  the  end 
of  the  year  will  be  satisfactory. 

Burlington,  Iowa 

Robert  Donahue  Iron  &  Hardware  Co.: 
While  our  January  and  February  busi- 
ness was  almost  equal  to  1907,  our  business  for 
March  is  almost  20  per  cent,  greater  than  the 
same  month  in  1907.  This  is  an  agricultural 
district,  and  the  prices  on  everything  the 
farmer  raises  (with  the  exception  of  hogs) 
has  been  maintained  all  through  the  period 
since  the  panic  began  in  October. 

The  farmers  have  plenty  of  money,  but  there 
is  the  feeling  that  we  must  all  go  slow.  Values 
are  high,  although  in  many  cases  there  has 
been  a  readjustment.  Stocks  throughout  the 
country  are  low,  the  railroads  are  not  buying, 
but  as  business  increased  in  March  with  the 
jobbers,  so  later  on  the  railroads  must  come 
into  the  market. 

After  the  presidential  nomination,  with  the 
crops  all  in  the  ground  in  good  shape,  we  be- 
lieve that  business  will  continue  in  good  vol- 
ume, although  we  are  convinced  that  values 
will  be  lower,  and  orders  will  be  small  but 
plentiful.    Collections  are  fair. 

Wilmington,  Del. 

Capelle  Hardware  Co.:  In  our  section  the 
consumers  seem  to  have  money,  but  are 
holding  it  fast.  .  In  our  home  town  money  is 
somewhat  scarce  among  the  consumers,  owing 
to  the  closing  of  several  of  our  largest  manu- 
facturing plants.  The  employes  of  these  con- 
cerns, realizing  that  food  comes  before  Hard- 
ware, have  forsaken  our  trade  that  they  may 
be  longer  able  to  patronize  the  corner  grocer. 
In  our  outside  territory,  however,  customers 
report  good  business,  but  a  decided  increase 
in  charge  accounts.  As  a  logical  result  of 
large  book  accounts,  the  retailers  have  allowed 
their  stocks  to  diminish  in  volume,  and  seem 
unwilling  to  stock  heavily  until  ready  money 
flows  more  freely. 

Regarding  prices,  we  feel  that  most  goods  in 
our  line  are  too  high,  but  hope  to  see  them 
sink  to  a  normal  level  before  long.  The  con- 
sumer seems  unwilling  to  pay  an  advanced 
price,  and  in  many  cases  will  go  without  rather 
than  do  so.  Then,  too,  it  offers  opportunities 
for  the  substitution  of  cheap  imitations  for 
standard  goods — a  practice  which  we  discour- 
age whenever  possible. 

Collections  outside  of  Wilmington  are  fairly 
good,  especially  among  the  smaller  trade.  The 
agricultural   interests  in  this  section  seem  to 
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have  plenty  of  ready  money,  and  those  of  our 
customers  who  depend  on  the  trade  of  the 
farmers  do  not  seem  to  have  felt  the  recent 
panic.  The  outlook  for  future  business  in  the 
rural  districts  seems  good,  as  crop  reports  are 
distinctly  encouraging 

You  ask  whether  people  are  holding  back  on 
account  of  presidential  year?  No,  not  for 
that  reason;  our  trade  seems  to  distrust  the 
good  intentions  of  those  who  have  framed  the 
new  currency  measure,  and  until  confidence  is 
restored  by  the  adoption  of  a  suitable  measure 
there  will  be  a  certain  fear  of  the  power  of 
vast  accumulations  of  wealth. 
Altoona,  Pa. 

WH.  Goodfellows'  Sons:  Trade  condi- 
•  tions  in  our  vicinity  are  no  better  now 
than  they  were  the  last  time  we  wrote  you,  if 
as  good.  About  3,000  men  have  been  laid  off 
by  the  Pennsylvania  Railroad  Co.,  which,  of 
course,  makes  money  scarcer  here.  You  ask 
if  consumers  hfive  money ;  we  think  very  little, 
if  any.  Retailers'  stocks  are  very  low  and  they 
will  not  replenish  at  present.  As  far  as  prices 
are  concerned,  the  only  goods  in  our  line  that 
have  declined,  are  window  and  plate  glass 
What  we  depend  on,  almost  entirely  is  build- 
ers* Hardware  and  glass.  There  is  practically 
no  building  contemplated  in  this  city  and  vi- 
cinity this  summer,  that  we  can  find  out.  G>1- 
lections  are  fairly  good  and  the  banks  are  dis- 
counting good  paper.  We  do  not  know  if 
people  are  holding  back  on  account  of  the 
presidential  election  or  not,  but  it  seems  more 
a  scarcity  of  money  and  work  than  anything 
else  at  present.  We  must  say  in  all  candor, 
that  business  is  very  dull,  and  with  little  pros- 
pects of  being  brighter  in  the  near  future.  We 
do  not  look  for  a  return  of  good  times  until 
after  the  election. 

Denver,  Colo. 

RE.  Dreyer,  Moore  Hardware  &  Iron  Co. : 
•  We  are  pleased  to  report  trade  condi- 
tions about  normal,  in  comparison  with  twelve 
months  ago.  We  believe  the  consumers  have 
the  usual  amount  of  money,  but  are  not  quite 
willing  to  let  go  of  it.  It  seems  to  be  the 
disposition  on  the  part  of  everybody  to  be 
doing  something  and  starting  the  summer 
work.  This  is  the  most  hopeful  feature  of  all 
in  our  state. 

In  some  sections  it  will  be  necessary  to  have 
more  moisture  to  insure  good  crops.  We  ex- 
pect the  state  will  have  the  average  farm  prod- 
ucts.' The  retailers'  stocks  are  low,  and  all 
classes  of  trade  seem  willing  to  buy  without 
fear  of  change  in  prices.  We  do  not  antici- 
pate any  special  features  to  bring  about  an 
abnormally  large  trade,  and  are  preparing  for 
an  average  year.  The  presidential  election 
should  not  have  much  effect  on  trade  condi- 
tions in  our  state. 

Possibly  there  will  be  few  large  enterprises 
itarted  during  this  year,  but  thoie  already  in 
progrcff  will  insurp  permanent  occupation  for 


skilled  and  unskilled  labor  which  is  now  in 
this  territory.  Collections  have  shown  some 
improvement  in  the  last  thirty  days,  and  with 
constant  effort  we  believe  that  within  another 
month  we  will  be  going  along  without  any 
special  reason  for  apprehension  in  regard  to 
the  future. 

Topeka,  Kan. 

WA.  L.  Thompson  Hardware  Co.:  In 
•  looking  over  the  situation  for  Kansas 
we  find  trade  is  about  equal  to  last  year,  bar- 
ring demands  from  our  western  railroads, 
which  have  fallen  off  considerably.  Of  course, 
Kansas  is  an  agricultural  country;  from  that 
standpoint  everything  looks  very  promising. 
Our  wheat  is  very  fine  and  we  have  a  large 
acreage.  Our  banks  are  in  good  condition  and 
can  take  care  of  any  legitimate  demand  that 
may  be  made  upon  them,  and  the  rates  are 
low.  Our  retailers  have  been  very  conserva- 
tive in  their  purchases,  but  are  buying  as  their 
demands  are  created,  barring  the  usual  opinion 
that  the  presidential  year  may  have  some 
effect  on  business. 

We  do  not  see  anything  to  prevent  us  get- 
ting through  the  year  with  a  good  business. 

Qninoy,  111. 

RTenk,  Tenk  Hardware  Co. :  Wc  are  es- 
•  pecially  pleased  at  this  time  to  report 
that  our  business  so  far  this  year  is  larger  than 
for  the  same  period  of  1907. 

Our  collections  have  been  and  are  entirely 
satisfactory;  however,  report  comes  from  our 
customers  that  the  consumers  have  consider- 
able ready  cash  or  cashable  goods,  such  as 
grain,  live  stock,  etc.,  but  are  inclined  to  be  a 
little  slow  in  sepiarating  themselves  from  cash. 

As  there  has  been  no  damage  in  this  locality 
to  the  fruit  crop  so  far,  on  account  of  unsea- 
sonable weather,  and  the  growing  crops  being 
in  splendid  condition,  we  feel  especially  enthu- 
siastic regarding  the  outlook  over  our  territo- 
ries for  the  balance  of  this  year.  Of  course, 
along  the  river,  there  is  liable  to  he  some 
floods;  also  insects  and  drouth  have  not  yet 
had  their  innings. 

Retailers'  stocks  in  this  locality  are  not 
heavy,  although  we  cannot  say  they  are  lOw — 
but  they  are  not  filling  up.  This  is  largely  due  to 
hopes  of  lower  prices  caused  by  the  actions  of 
some  of  the  very  largest  manufacturers  in  cer- 
tain lines;  also  some  jobbers — but  not  the  ''lo- 
cal fellows" — who  have  done  things,  sometimes 
through  their  salesmen,  which  smacked  of 
weakness.  While  the  actions  of  certain  manu- 
facturers are  to  be  regrrtted,  we  should  all  be 
thankful  for  the  suppoit  given  the  market  by 
the  larger  majority  of  level-headed  men. 

We  hear  of  practically  no  trouble  in  banking 
affairs,  as  was  the  case  a  short  time  ago. 

We  feel  that  this  being  presidential  year  has 
caused  more  talk  in  the  way  of  predictions  and 

anticipation  of  a  tet*\ip  tban  it  bai  actual 
effect* 
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General  conditions  have  very  much  encour- 
aged us  in  keeping  all  lines  of  our  stock 
"chuck  full,"  because  we  know  that  the  mer- 
chants will  need  the  goods,  and  we  want  to  be 
in  position  to  supply  their  requirements,  be- 
cause it  helps  wonderfully,  especially  our  rapid 
fire  mail  order  service. 

We  are  experiencing  about  as  much  trouble 
from  delayed  freight  shipments  as  we  did 
when  business  was  booming.  This  is  very  like- 
ly due  to  the  railroads  having  laid  off  so  much 
of  their  help  that  those  remaining  are  not  able 
to  handle  the  business  offered.  We  also  find 
that  some  of  the  manufacturers  are  getting  a 
little  behind  in  filling  orders. 

Fittsfield,  Mass. 

Peirson  Hardware  Co.:  Our  sales  for  the 
first  three  months  of  this  year  are  a  lit- 
tle under  10  per  cent,  less  than  for  the  corre- 
sponding months  of  last  year,  and,  analyzing 
these  sales,  we  find  that  our  cash  sales  are 
slightly  larger  than  last  year. 

Our  orders  from  the  country  trade  for  sea- 
sonable goods  were  not  placed  as  early  as 
usual,  but  are  now  coming  in  a  fairly  satis- 
factory volume.  The  fact  that  our  cash  sales 
are  increasing  seems  to  indicate  a  reasonable 
amount  of  money  in  circulation.  The  falling 
off  has  been  in  our  trade  with  the  mills,  which 
are  running  on  short  time,  or  are  temporarily 
closed  down,  but  in  talking  with  the  manu- 
facturers we  find  that  they  are  hopeful  of  be- 
ing able  to  resume  full  time  before  many 
weeks,  so  that  on  the  whole  we  look  forward 
to  a  fair  volume  of  business  the  present  year. 

Collections  have  been  somewhat  harder  than 
usual  the  last  two  months,  and  the  deposits 
in  the  national  banks  have  been  steadily  fall- 
ing off,  but  their  own  customers  have  been 
taken  care  of,  and  there  is  no  feeling  of  un- 
easiness as  to  money  matters. 

Building  operations  are  commencing  better 
than  we  had  expected,  and  we  think  skilled 
lal>or  will  be  fairly  well  employed  in  this 
section. 

After  spending  three  days  in  New  York,  the 
writer  comes  home  more  impressed"  than  ever 
with  the  feeling  that  the  late  business  trouble 
was  particularly  a  New  York  affair,  and  that 
New  York  people  need  bracing  up. 

One  representative,  a  New  York  man,  told  the 
writer  that  the  loss  in  business  there  had  been 
estimated  at  from  38  to  50  per  cent,  but  in 
view  of  the  situation  locally  and  of  the  reports 
from  other  parts  of  New  England,  it  strikes 
me  that  his  figures  must  be  largely  exag- 
gerated. 

The  Tone  Conventioiu 

The  joint  gatherings  of  the  Southern 
Hardware  Jobbers*  Association  and  of 
the  American  Hardware  Manufacturers'  Asso- 
ciation, to  be  held  at  Hot  Springs,  Ark.,  in 
June,  have,  on  second  consideration,  been  re- 
duced to  th^te  da^s  rather  than  the  four,  as 


was  first  announced — the  9th,  10th  and  11th. 
While  the  programmes  of  the  two  gatherings 
hare  not  been  carried  far  enough  forward  to 
be  officially  announced,  a  general  outline  of 
the  three  days*  proceedings  is  possible. 

The  opening  will  occur  on  Tuesday  at  10 
a.  m.,  and  will  be  the  usual  open  session,  to 
which  memtjers  of  both  associations  and 
guests  are  invited. 

The  meeting  will  be  called  to  order  by  John 
Donnan,  president  of  the  Southern  Hardware 
Jobbers'  Association.  After  brief  remarks  by 
this  gentleman,  there  will  be  an  invocation  by 
a  local  divine,  followed  hf  the  chorus  of 
"America." 

The  mayor  of  Hot  Springs  will  then  deliver 
an  address  of  welcome  'to  members  and  guests, 
after  which  the  following  subject  will  be  taken 
up  for  general  discussion,  "The  Recent  Panic, 
Its  Causes  and  Remedies." 

The  first  speech  will  be  made  by  a  member 
of  the  American  Hardware  Manufacturers' 
Association,  not  yet  chosen,  and  he  will  be  fol- 
lowed 'by  a  member  of  the  Southern  Hardware 
Jobbers'  Association.  There  will  follow  a  gen- 
eral informal  discussion  on  the  question. 

Then  will  come  the  report  of  the  reception 
committee,  outlining  the  social  features  of  the 
occasion,  which  have  not  as  yet  been  so  far  ar- 
ranged as  to  permit  of  special  mention.  The 
appointment  of  special  committees  will  follow, 
with  the  introduction  of  new  members,  visitors 
and  guests. 

At  2.30  p.  m.,  Tuesday,  there  will  be  a  sepa- 
rate executive  session  of  the  two  associations, 
and  the  entertainment,  features  of  the  evening 
are  to  be  yet  announced.  On  Wednesday  at 
10  a.  m.  there  will  be  special  executive  sessions 
of  the  two  associations,  followed  at  2.30  p.  m. 
by  joint  sessions  of  jobbers,  manufacturers  and 
other  representatives,  the  jobbers  being  on  this 
occasion  the  guests  of  the  manufacturers.  This 
session  will  be  opened  only  to  members  and  in- 
vited guests,  and  will  be  called  to  order  by 
Charles  W.  Asbury,  president  of  the  American 
Hardware  Manufacturers*  Association. 

The  special  subject  to  be  discussed  will  be: 
"Is  the  Policy  of  Protection,  in  its  broad  sense 
as  viewed  by  the  Business  Man,  detrimental,  or 
advantageous,  to  the  allied  Hardware  interests 
of  the  country?" 

Another  subject  for  discussion  on  this  occa- 
sion will  be,  "Should  not  Associated  Manufac- 
turers who  control  prices  protect  the  jobber 
against  decline  on  stock  on  hand?" 

The  programme  for  Thursday  has  not  yet 
been  even  tentatively  decided  upon. 

Despite  the  distance  and  the  warm  sug- 
gestiveness  of  southern  travel  in  June,  the  in- 
dications point  toward  a  gratifying  attendance. 
Both  Secretary-Treasurer  Mitchell,  of  the 
Manufacturers,  and  Secretary-Treasurer  Ker- 
sey, of  the  Jobbers,  are  gratified  with  the  in- 
dications shown  in  responses  froin  n^embers  of 
the  two  associations. 


Digitized  by 


Google 


HARDWARE  THE  WORLD^OVER 

A  MARKET  REVIEW 

The  Collated  Information  Received  by  an  Ameri- 
can House— The  Selling  of  Special  Lines — How  the 
Various  Nations  of  the  Globe  Stand  in  Purchasing 
and  "Paying  Power — Causes  for  Depression  or  Pros- 
perity. 

By  The  Simmons  Hardware  Co., 
St  Louis,  Mo. 


You  ask  for  a  statement  as  to  trade  condi- 
tions. We  infer  that  your  letter  was  sent 
to  jobbers  generally  throughout  the  United 
States,  and  as  their  replies  will  give  in  detail 
full  information  as  to  local  conditions  in  each 
particular  section,  any  statement  we  would 
make  would  be  but  a  repetition  of  the  infor- 
mation given  by  others,  as  our  local  business 
from  St.  Louis  and  our  various  branch  houses 
comes  from  every  State  and  territory  in  the 
Union. 

'  As  we  are  also  selling  our  special  lines  of 
Hardware  in  many  foreign  countries,  it  may 
interest  your  readers  to  know  what  the  pres- 
ent conditions  are  in  those  countries  where 
American  Hardware  is  being  marketed.  We, 
therefo|:e,  give  you  a  statement  as  to  the  trade 
conditions  at  this  time  in  the  following  coun- 
tries : 

CANADA. 

In  the  eastern  and  central  parts  conditions 
are  normal  and  the  volume  of  business  up  to 
the  average.  The  western  part  continues  to 
feel  the  effects  of  the  poor  crop  of  last  year 
and  the  reflex  of  the  financial  conditions  in 
the  United  States  during  last  fall.  Immi- 
gration, however,  has  again  started  into  that 
section  from  England,  Scotland,  Ireland  and 
the  United  States,  and  this  has  resulted  in  the 
starting  of  new  business  enterprises  and  a 
general  feeling  of  hopefulness  among  the  mer- 
chants. The  volume  of  business  will  be  short 
for  the  first  three  months,  but  the  balance  of 
the  year  should  show  an  average  trade  for  this 
territory. 

MEXICO. 

This  country  feels  the  effects  of  the  poor 
cotton  crop  of  last  year  and  the  shutting 
down  of  a  good  many  mining  enterprises, 
caused  principally  by  the  financial  conditions 
in  the  United  States.  The  volume  of  business 
for  the  first  three  months  will  be  somewhat 
less  than  it  was  last  year,  but  there  is  a  de- 
cided awakening  of  renewed  confidence  among 
the  merchants  that  promises  well  for  the  bal- 
ance of  the  year.  Our  salesmen  are  now 
sending  in  very  good  orders  and  the  merchants 
are  paying  up  fairly  promptly. 

CENTRAL  AMERICA. 

Conditions  normal ;  volume  of  business  nor- 
mal Results  for  1906  should  be  fully  as  good 
as  for  1907. 


CUBA. 

There  is  an  unsettled  feeling  among  the 
people  on  account  of  the  uncertainty  of  the 
stability  of  the  government  when  the  Ameri- 
can forces  are  withdrawn.  This,  coupled  with 
disastrous  strikes  and  the  shortage  of  the 
crops,  has  reduced  the  volume  of  business  for 
the  first  three  months,  and  we  do  not  look 
for  any  decided  improvement  in  the  country 
for  the  balance  of  the  year.  Customers  are 
not  paying  up  with  their  usual  promptness. 
Cuba  also  suffered  to  a  certain  extent  from 
the  financial  depression  of  the  United  States, 
but  not  to  as  great  an  extent  as  we  felt  it 
here  at  home. 

PORTO   RICO. 

Conditions  are  improving  all  the  time  and 
the  volume  of  business  should  be  larger  in 
1908  than  in  1907. 

UNITED    KINGDOM    OF   GREAT   BRITAIN. 

The  conditions  in  England,  Scotland,  Ire- 
land and  Wales  are  normal.  Business  is  rather 
better  than  usual,  and  there  is  no  feeling  of 
depression  such  as  we  are  having.  The  vol- 
ume of  business  this  year  should  be  fully  equal 
to  that  of  last  year. 

FRANCE. 

Conditions    are    normal.      The    volume    of 
American  goods  going  into  France  is  increas- 
'ing,  and  we  expect  an  increase  in  business  in 
1907. 

GERMANY    AND    SWITZERLAND. 

Conditions  good;  business  improving;  vol- 
ume of  business  for  1908  should  be  larger 
than  1907. 

The  business  conditions  in  the  balance  of 
Europe  not  mentioned  above  may  be  said  to 
be  normal,  excepting  Russia,  where  the  de- 
pression is  great,  and  we  cannot  hope  for  any 
great  amount  of  business  from  that  country 
during  1908. 

INDIA,    BURMA    AND    STRAITS    SETTLEMENTS. 

This  embraces  one  of  the  special  territories 
of  the  Far  East  Conditions  are  better  than 
usual.  The  unsettled  feeling  among  the  people 
seems  to  have  quieted  down.  The  crops  are 
fair  and  there  is  less  talk  about  hard  times 
than  usual.  The  exports  of  the  country  are 
growing  and  the  imports  of  American  prod- 
ucts are  increasing.  We  expect  an  improve- 
ment in  our  own  business  for  1908  over  that 
of  1907. 
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CHINA  AND  JAPAN. 

Conditions  in  China  are  normal.  We  should 
have  a  larger  volume  of  business  from  that 
country  than  in  1907,  because  we  are  working 
it  more  thoroughly. 

In  Japan  the  conditions  are  decidedly  bad. 
There  is  a  spirit  of  tmrest  among  the  people 
and  uncertainty  among  the  merchants.  Taxa- 
tion is  heavy,  which  reduces  the  purchasing 
power  of  the  consumers.  In  addition  to  that 
there  is  the  usual  effect  that  comes  after  a 
period  of  over-speculation  such  as  followed 
the  war  between  Japan  and  Russia. 

PHILIPPINE    ISLANDS. 

There  is  a  decided  feeling  of  unrest  among 
the  people  and  of  doubt  among  the  merchants. 
Our  own  business,  however,  is  somev/hat 
larger  than  heretofore — not  because  the  con- 
ditions are  better  than  they  were  in  1907,  but 
because  we  have  new  people  looking  after  our 
interests,  who  are  better  prepared  to  get  re- 
sults than  heretofore.  We  are,  therefore,  look- 
ing for  an  improvement  in  that  territory. 

AUSTRAUA,  NEW  ZEALAND  AND  TASMANIA. 

In  Australia  there  has  been  a  lack  of  the 
average  rainfall,  which  has  hurt  business  to 
some  extent.  The  crops  are  not  so'  good  as 
they  were  last  year,  and,  therefore,  our  busi- 
ness for  the  first  three  months  of  this  year 
has  fallen  off.  There  has  recently  been  an 
improved  feeling  among  the  merchants  owing 
to  the  reduction  which  is  contemplated  in 
their  new  tariff  on  some  of  the  lines  which  we 
are  sending  to  that  country.  We  have  already 
received  large  orders  for  seasonable  goods  and 
are  looking  for  a  continuation  of  our  usual 
business. 

New  Zealand  is  prosperous  as  usual,  al- 
though there  was  a  lack  of  rainfall  during 
the  past  year,  which  hurt  certain  sections. 
Both  the  North  and  South  Island,  however, 
are  prosperous.  There  was  a  feeling  of  satis- 
faction among  the  merchants  which  has  been 
evidenced  by  the  amount  of  business  that  is 
coming  to  the  United  States. 

Tasmania,  small  in  area  and  population,  but 
usually  prosperous,  is  enjoying  normal  condi- 
tions, with  the  prospect  for  business  fairly 
good. 

HAWAIIAN  ISLANDS. 

Conditions  are  normal.  Prospects  for  busi- 
ness somewhat  better  than  they  have  been. 
We  are  receiving  the  usual  amount  of  business 
from  that  section. 

ARGENTINE    REPUBLIC    AND    URUGUAY. 

In  Argentine  the  crops  have  been  very  good. 
In  certain  spots  there  has  been  some  depres- 
sion, but  as  a  whole  the  prospects  are  good 
and  we  expect  the  usual  volume  of  business. 

In  Uruguay  the  conditions  are  normal.  Busi- 
ness is  good  and  we  expect  the  usual  volume 
of  business  from  that  country. 

PARAGUAY. 

Conditions  arc  better  than  usual.    There  is 


a  possibility  of  a  gold  basis  being  established 
in  their  monetary  system  in  the  near  future, 
which  is  a  great  encouragement  to  the  mer- 
chants. Crops  have  been  good  and  the  vol- 
ume of  business  should  be  better  than  usual. 
In  the  balance  of  South  America,  taking  it 
as  a  whole,  conditions  can  be  classed  as  nor- 
mal. There  is 'a  decided  depression  in  Vene- 
zuela, but  this  is  a  very  small  part  of  the 
country.  The  balance  of  the  country,  with 
the  exception  of  Chili,  can  also  be  classed  as 
normal,  with  Chili  below  normal.  We  look 
for  no  falling  off  in  the  volume  of  business 
which  we  are  getting  from  that  country. 

BRITISH    WEST   INDIES. 

Conditions  are  somewhat  better  than  usual. 
Jamaica  is  recovering  from  the  great  earth- 
quake disaster.  The  balance  of  the  country 
is  in  fairly  good  condition.  We  expect  our 
regular  volume  of  business  in  1908. 

AFRICA. 

Conditions  are  very  bad  and  they  have  been 
so  for  several  years,  and  show  no  sign  of 
improvement. 

Sell  Amerioan  Lamps 

In  the  sale  of  lamps  and  lamp  ware  in  Bolivia, 
South  America,  American  manufacturers 
are  able  to  make  sales  in  competition  with 
Austrian  lamps.  One  well  known  American 
lamp  with  nickel  finish  is  in  fair  demand 
Hanging  lamps  are  quite  popular  and  are  found 
in  many  residences.  Bolivia  depends  almost 
entirely  on  kerosene  for  illuminating  purposes, 
so  that  the  demand  for  chimneys  is  a  constant 
one.  It  is  enhanced  by  the  atmospheric  con- 
ditions at  altitudes  ranging  from  10,000  feet 
upward,  which  cause  breakage  by  very  slight 
expansion  and  contraction.  Pittsburg  manu- 
facturers  appear  to  meet  the  requirements  by 
providing  a  chimney  that  shows  a  maximum 
of  durability  and  a  minimum  of  loss  under 
these  atmospheric  conditions,  and  their  wares 
have  an  established  demand.  The  Bolivian 
tariff  on  window  glass,  plate  glass,  mirrors, 
etc.,  is  30  per  cent,  ad  valorem. 

America  Largest  Seller 

During  1907  the  United  States  was  the 
largest  seller  of  agricultural  machinery 
in  Italy,  whose  wants  in  this  regard  are  in- 
creasing every  year.  During  1907  up  to  Oc- 
tober 1  imports  into  Italy  from  all  sources, 
and  taking  account  of  all  classes  of  machinery 
in  this  line,  amounted  to  7,365  tons,  of  which 
the  United  States  furnished  2,535,  Germany 
2,534,  France  504,  Great  Britain  1,299,  and 
Austria  493. 

During  1907  German  sales  were  largely  in 
plows,  harrows,  seeders,  mowing  machines, 
thrashing  machines,  root  cutters,  pumps,  boil- 
ers, and  manure  spreaders;  while  the  Ameri- 
can goods  showing  the  greatest  favor  were 
horse  hoes,  plows,  seeders,  harrows,  and 
rollers.  • 
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A  PRACTICAL  EXPOSITION 

The  System  Successfully  Followed  by  One  House->- 
Organizing  a  Department  of  Credit  and  CoUeption^- 
The  Weeding  Out  of  the  Dishonest— Forms  Which 
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Auditor,  Etc. — Specimen  Form  Letters  to  Customers, 
E(tc. 

By  John  F.  Hemenway, 
Smith  &  Hemenway  Co.,  New  York. 


I  am  asked  by  the  Hardware  Dealers'  Mag- 
azine to  ai^swer  the  following  six  ques- 
tions touching  on  the  financial  relation  between 
buyer  and  seller  and  especially  the  question  of 
passing  on  credits  and  making  collections. 

In  endeavoring  to  reply  to  these  questions  it 
is  desirable  to  know  that  the  viewpoint  is  with 
the  manufacturer  as  a  seller  of  his  product. 

First — How  have  you  organized  your  credit 
and  collection  department? 

By  means  of  subscrip'tion  to  commercial 
agencies  and  collection  agencies  by  or  through 
whom  ratings  and  reports  can  be  obtained  and 
collections  made.  The  organizing  of  the  col- 
lection department  by  a  manufacturer  means 
consideration  by  the  salesmen  of  the  standing 
of  those  from  whom  they  obtain  orders  and  in 
case  of  a  question  as  to  credit,  making  especial 
mention  of  it  at  the  time  of  sending  in  the 
order.  This  is  necessary  when  sending  in  an 
order  from  a  new  customer,  or  if  an  old  cus- 
tomer has  for  some  reason  become  slow  pay  or 
overextended. 

With  an  old  customer  your  own  office  ex- 
perience and  the  information  that  you  obtain 
through  outside  sources,  either  by  special  re- 
ports or  by  the  reports  of  collection  agencies 
of  claims  that  have  been  placed  against  the 
customer,  should  lead  to  a  correct  decision  as 
to  extending  further  credit,  and  the  amount, 
dating,  terms  and  how  much,  if  any,  overtime 
to  allow  should  the'  account  not  be  paid 
promptly  at  maturity. 

Second — How  do  you  judge  credits? 

In  answering  this  question  it  is  proper  to 
refer  to  the  above  and  add: 

From  the  opinion  of  the  salesmen;  ^ 

From  the  ratings  in  the  commercial  agency 
books  and  from  special  reports; 

From  references,  if  any  were  given. 

It  would  undoubtedly  be  well  to  mention  in 
this  connection  that  Hardware  being  an  old 
and  established  trade  and  having  many  firms 
long  in  business,  there  are  those  in  the  trade 
whose  credit  is  unquestioned.  There  are  others 
to  whom  credit  would  be  extended  to  a  limited 
amount,  either  large  or  small,  without  special 
reference  to  terms.  There  are  others  who 
should  be  limited  in  amount  and  whose  pay- 
ments should  be  prompt,  and  such  should  not 


be  granted  special  favors  either  in  the  amount 
or  in  time  without  there  seemed  to  be  a  good 
and  sufficient  reason.  Many  customers  have 
been  on  your  books  for  some  time,  and  to 
whom  you  will  have  extended  credit,  given 
extra  time  or  extended  an  unusual  amount 
under  special  circumstances  or  conditions  and 
the  amount  or  the  time  should  be  governed  by 
those  circumstances  and  conditions. 

Third — How  do  you  handle  touchy  or  uncer- 
tain customers? 

By  being  perfectly  straigfhtforward  and 
square  with  them.  By  stating  our  position 
frankly  and  avoiding  a  discussion  by  letter. 
By  having  troublesome  matters  of  claims,  or 
misunderstandings,  settled  by  the  salesman  if 
possible  on  his  next  visit,  rather  than  attempt 
to  settle  them  by  letters  which  may  be  mis- 
understood and  could  be  the  beginning  of 
unpleasant  feeling. 

Fourth — How  do  you  weed  dishonest  buyers 
out  from  among  safe  risks? 

This  is  one  of  the  difficulties  of  the  credit- 
man,  and  it  is  riglit  here  that  the  question  of 
good  judgment  and  small  losses  is  found. 

Knowing  your  line  and  the  probable  pur- 
chases of  a  dealer  in  a  given  locality  and  with 
an  average  stock,  one  should  be  quick  to  dis- 
cern an  order  which  seems  to  be  out  of  pro- 
portion to  requirements.  Any  unjust  claims 
for  shortages  and  other  allowances  indicate  an 
unfair  intention  as  does  a  persistent  delay  in 
paying  and  lack  of  attention  to  letters  or  other 
reminders  of  an  overdue  account.  Experience 
is  the  best  teacher  and  leads  one  to  judge  by 
certain  signs  which  may  crop  out,  either  those 
suggested  above  or  others  which  may  vary 
with  the  firm  or  individual.  Your  salesmen 
and  your  recent  attorney  report  should  be  of 
mutual  help;  if  both  are  honest  with  you,  the 
previous  discovery  of  some  apparent  weakness 
should  be  confirmed  by  the  report  from  either 
one  or  both  of  these  sources.  • 

Fifth — How  do  you  g^t  quick,  accurate,  in- 
side information  about  a  customer's  ability  to 
pay? 

From  the  commercial  agencies,  from  the  at- 
torney and  from  your  salesmen.  In  case  of 
doubt  the  references  of  the  customer  may  be 
relied  upon  for  the  first  sale  and  in  many  cases 
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other  later  sales,  provided  you  are  fortunate 
enough  to  know  any  of  the  references  given. 

Sixth — What  is  your  method  of  collection 
by  mail? 

The  custom  of  the  trade  is  to  send  out  state- 
ments of  account  monthly  and  that  seems  de- 
sirable. With  the  statement  of  account  a 
polite  request  for  payment  of  an  overdue  ac- 
count, either  with  or  without  notice  of  draft, 
is  of  undoubted  advantage. 

Drafts  through  your  own  bank  rather  than 
drafts  sent  by  you  direct  to  a  bank  in  the  city 
or  town  of  your  customer.  Reminders  if  drafts 
are  returned  uppaid.  In  a  chronic  case  or 
where  no  attention  is  paid  to  requests  for  pay- 
ment, to  drafts  or  reminders,  an  attorney  draft 
may  be  used  as  an  extreme  measure. 

There  are  certain  forms  of  letters  which  are 
effective  in  some  cases,  suggested  by  different 
collection  agencies  and  which  often  save  the 
usual  collection  fee. 

As  to  forms  in  connection  with  the  handling 
of  credits,  rubber  stamps  can  be  used  to  ad- 
vantage if  there  is  no  objection  to  them.  For 
instance,  to  prevent  oversight  of  an  order 
which  may  be  on  a  letterhead,  use  a  rubber 
stamp  with  the  word  "order"  in  letters  one-half 
inch  long.  If  you  wish  information  as  to  the 
rating  of  the  customer  use  a  rubber  stamp  with 
the  letters  "agency  rating"  in  small  letters  and 
below  which  will  be  a  sufficient  space  for  the 
rating  to  be  inserted. 

If  you   wish   to  know  your   experience  as 
shown  by  your  books,  a  rubber  stamp  can  be 
used  as  follows: 
Ledger  Folio.  I   I  jii 


Dun. 

Bradstreet. 

Acct.  opened. 

Method  of  payment  checked. 

Terms. 

How. 
Discounts. 

Prompt  at 
maturity. 

C.  0.  D. 

Credit  limit 

10 
days. 

30 
days. 

Slow 

Very 

slow. 

Sued. 

Remarks. 

Or,  if  this  is  too  elaborate,  you  can  change 
or  cut  out  to  make  it  meet  your  requirements. 

To  avoid  an  order  being  filed  without  having 
been  first  properly  handled  and  made  out,  use 
a  rubber  stamp  with  letters  one-quarter  inch 
long,  reading  "Orders  made  out."  If  you  make 
a  practice  of  acknowledging  your  orders  use  a 
rubber  stamp,  reading  "This  order  has  been 
acknowledged." 

FORM    LETTERS. 

These  can  be  used  to  decided  advantage  and 
should  be  made  up  by  the  creditman  in  a  scries 
of,  say,  fhree  letters  based  on  his  experience, 
the  first  of  which  should  be  a  little  more  than 
a  general  reminder,  and  succeeding  that  a  letter 
a  little  more  pointed,  and  the  last  one  should 
insist  upon  immediate  payment  or  state  plainly 
that  coUection  will  be  enforced. 


Some  creditmen  object  to  form  letters,  and 
while  a  letter  with  more  individuality  is  un- 
doubtedly of  greater  force,  a  form  letter  may 
answer  the  purpose  in  some  cases  and  espe- 
cially where  there  are  a  number  of  firms  to  be 
written  at  about  the  same  time.  Moreover,  the 
form  letter  suggests  ideas  to  be  used  in  the 
more  personal  or  individual  letter. 

Some  excellent  suggestions  for  form  letters 
are  made  in  the  April  number  of  the  HASOh 
WARB  Dealers'  Magazine,  which  may  be  taken 
by  the  creditman  as  a  guide  from  which  to 
make  up  his  forms,  making  such  changes  or 
additions  as  may  seem  wise  or  necessary  to 
more  fully  meet  his  needs. 

INFORMATION  BOOK. 

This  can  be  made  extremely  useful  and  a 
ready  reference  book  of  practical  information 
with  regard  to  credits.  Use  one  of  the  Chicago 
or  other  indexes  intended  for  the  ledger,  but 
kept  especially  for  this  purpose  and  made  for 
several  thousand .  names.  Have  it  well  bound 
and  with  outside  canvas  cover,  as  it  is  a  per- 
manent book  and  in  constant  use.  Insert  the 
name  and  address,  the  ledger  folio,  the  agency 
ratings  and  any  indications  desired  with  re- 
gard to  the  following: 

Amount  of  credit  if  limited;  terms  if  spe- 
cial ;  how  the  firm  pays ;  if  slow  pay. 

This  information  book  or  ledger  index  can 
also  be  used  for  the  black  list,  by  an  indication 
that  is  known  to  the  initiated,  but  unknown  to 
others.  A  simple  mark  is  all  that  is  necessary 
to  indicate  those  that  are  black-listed  and  to 
whom  you  do  not  care  to  extend  credit.  Be 
sure  to  enter  such  names  with  the  proper  mark 
and  also  C  O. .  D.  or  cash  in  advance  cus- 
tomers. 

The  ledger  is  •  frequently  in  use  when  it  is 
desired  to  make  reference  to  it.  An  informa- 
tion book  avoids  the  use  of  the  ledger  and 
thereby  obliging  the  bookkeeper  to  lose  time. 

FILING  reports. 

This  can  readily  be  done  in  connection  with 
the  information  book,  by  giving  eadi  name  a 
number  and  filing  the  special  reports  and  any 
information  that  may  be  received  under  that 
number.  For  such  purpose  use  a  special  en- 
velope, with  the  number,  name  and  address  on 
the  outside.  It  is  desirable  to  place  the  num- 
ber on  the  upper  left-hand  tromer  of  the  en- 
velope for  quick  reference. 

CARD  INDEX. 

Some  firms  prefer  to  use  a  card  index  for 
names  and  addresses,  quotations,  particulars  of 
standing  of  firm,  agency  ratings,  and  how  they 
pay  accounts.  This  information  can  be  readily 
kept  on  a  card  index  of  names  and  addresses, 
and  practically  all  the  information  given  in  the 
information  book  can  be  kept  on  cards  if  pre- 
ferred. 

In  some  cases  this  Is  quite  as  desirable  or 
possibly  more  so,  for  the  reason  that  the  cards 
are  more  frequently  referred  to  in  making  quo- 
tations, for  pricing  ordcrf»  cIil 
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In  the  use  of  either  the  information  book  or 
the  card  index  it  is  desirable  to  have  the  same 
kept  up  to  date  all  of  the  time,  as  otherwise 
one  could  be  misled  when  referring  to  it. 

Index  alphabetically  under  names  of  states 
first;  next  the  cities  and  towns  under  each 
state,  and  then  the  names  of  customers  ar- 
ranged alphabetically  under  the  cities  and 
towns.  Do  not  load  the  card  with  too  much 
data ;  condense  all  possible,  and  work  your  sys- 
tem well  to  insure  satisfactory  results. 

The  use  of  a  follow-up  card  is  of  advantage, 
especially  if  used  in  a  small  desk  card  index 
with  the  cards  arranged  under  the  dates  they 
should  have  attention.  A  simple  form  is 
shown,  which  can  be  used  for  this  purpose  and 
which  will  serve  as  a  "tickler"  to  demand 
attention  at  the  proper  time: 


FOLLOW  UP 

Name. 

Address. 

Letter. 

Order. 

Report  Asked  For. 

Draft 

, 

Remarks. 

Refer  To 

NOTATIONS  ON  LEDGEEL 

For  the  purpose  of  the  bookkeeper  and  to 
keep  him  informed  of  the  decisions  of  the 
creditman  with  regard  to  the  amount  of  credit, 
terms  or  other  particulars  and  especially  cash 
sale  customers  and  C.  O.  D.  customers,  it  is 
very  desirable  to  have  proper  notations  made 
on  the  ledger  under  the  firm  name  and  address. 
Usually  such  information  can  be  most  readily 
discovered  when  made  in  a  different  colored 
ink  from  that  used  regularly  on  the  ledger. 
This  will  be  entirely  according  to  the  wish  of 
the  creditman  and  the  co-operation  on  the  part 
of  the  bookkeeper. 

BOOKKEEPER. 

The  creditman  will  secure  good  results  by 
keeping  in  close  touch  with  the  bookkeeper  and 
preventing  any  account  becoming  mixed  up  so 
as  to  delay  settlement  With  some  large 
houses  a  bookkeeper  on  the  customers'  ledger 
is  apt  to  Ignore  a  running  balance  and  make 
statement  for  the  account  of  the  previous 
month,  leaving  the  old  balance  stand.  This  is 
prolific  of  trouble  and  annoyance  for  the 
creditman  when  settlement  time  comes  (as  it 
must  come),. and  is  likely  to  annoy  the  cus- 
tomer. Keeping  the  customers*  ledger  clean  is 
a  great  aid  to  the  creditman. 

AUDITOR. 

Many  business  houses  employ  an  auditor  to 
make  quarterly,  semi-annual  or  annual  audits. 
The  auditor  can  likewise  be  of  assistance  to 


the  creditman  if  the  scope  of  his  work  permits 
him  to  go  into  details.  If  he  does  not  go  into 
details  his  work  may  be  of  little  benefit  to  the 
creditman  except  that  the  report  of  the  auditor 
can  be  useful  to  keep  him  in  touch  with  the 
proportionate  amount  of  capital  employed  in 
credit  accounts.  This  amount  should  not  be 
too  large  or  some  other  account  may  suffer. 

Another  question  of  good  judgment  is 
"When  shall  I  force  the  collection  of  a  past 
due  account?" 

This  depends  on  the  customer,  the  amount 
of  credit,  how  long  past  due,  whether  or  not  a 
chronic  case,  and  if  you  have  real  information 
or  simply  that  you  are  suspicious  of  the  credit 
In  some  instances  it  is  desirable  to  be  lenient. 
In  other  instances  it  is  very  unwise.  Some 
creditmen  err  on  the  side  of  leniency  and 
others  are  too  severe.  It  would  be  difficult  to 
suggest  a  positive  rule  to  apply,  and  it  is  for 
the  head  of  the  house  to  instruct  the  creditman 
whether  he  prefers  sharp  action  in  all  cases 
without  exception. 

SUSPENSE  ACCOUNT. 

In  case  of  placing  a  claim  in  the  hands  of  a 
commercial  agency  or  attorney  for  collection  it 
is  desirable  to  take  it  immediately  out  of  the 
customers'  ledger  and  into  the  suspense  ledger, 
charging  it  to  suspense  account.  Placing  of 
such  accounts  in  a  suspense  ledger  enables  the 
creditman  to  keep  after  them,  filing  proper 
papers  in  bankruptcy  cases,  reminding  the  col- 
lection agency  of  the  claim  or  in  any  other 
necessary  way  keeping  after  the  claim  until  it 
is  positively  dead. 

It  is  far  safer  to  charge  off  the  suspense  ac- 
count at  such  periods  as  when  inventory  is 
taken  and  books  are  closed,  thus  closing  the 
suspense,  account  to  profit  and  loss,  because  the 
chances  are  that  if  collections  of  such  claims 
are  made  at  a  later  time  there  may  be  at  times 
a  credit  from  the  suspense  account  to  the  profit 
and  loss  account  rather  than  at  all  times  a 
debit. 

LOSSES. 

This  is  the  end  of  the  matter  and  the  credit- 
man  who  can  keep  his  loss  account  below  1  per 
cent,  on  the  sales  on  an  average  covering  a 
series  of  years  is  extremely  fortunate.  This 
remark  would  apply  especially  to  retail  busi- 
ness. 

The  conditions  since  October  have  been  of 
such  a  strenuous  nature  that  more  than  ordi- 
nary care  is  necessary,  and  the  use  of  discrimi- 
nation and  judgment  by  the  creditman  is  espe- 
cially required.  This  applies  not  alone  to  the 
extension  of  credit,  but  more  to  the  collection 
of  overdue  accounts. 

Doubtless  there  are  many  houses  whose 
credit  has  never  been  questioned  who  may  be 
at  this  time  behind  in  their  payments,  but  that 
this  should  occasion  doubt  or  fear  is  a  question 
that  the  creditman  must  answer  for  himself, 
and  apply  to  each  individual  case.  That  an 
qpusu^l  degree  of  prudence  is  necessary  every 
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creditman  will  admit  and,  while  collections  are 
bad,  in  many  cases  it  may  be  unwise  and  in 
some  cases  unjust  to  push  a  customer  when 
leniency  would  be  an  advantage  not  only  for 
the  present,  but  for  future  good  business 
relations. 

There  is  another  side  to  this,  and  that  is  the 
consideration  of  unscrupulous  debtors  who  may 
take  advantage  of  the  situation  and  delay  pay- 
ment unduly,  to  your  disadvantage.  For  pro- 
tection against  this  class  the  credit  man  re- 
quires more  than  the  ordinary  care,  and  the 
latest  and  most  up-to-date  information  may 
not  reveal  the  fact  of  such  advantage  having 
been  taken  by  the  debtor.  Yet  it  is  important 
and  often  extremely  desirable  to  obtain  spe- 
cific information  as  to  why  the  house  is  behind 
in  payments,  and  to  that  end  a  more  liberal 
use  of  commercial  agency  and  attorney  reports 


New  York, 


190. 


To 


Deak  Sir:  To  form  an  intelligent  opinion 
as  to  your  credit  and  believing  that  it  will  be 
to  your  advantage  we  ask  you  to  favor  us  with 
a  statement  and  request  that  you  fill  in  the 
blank  space  below,  completing  and  signing 
same  and  returning  to  us  at  your  convenience. 
We  assure  you  that  the  same  will  be  consid- 
ered strictly  confidential  and  remain, 
Very  truly  yours, 


Assets. 

Real  estate  

Machinery 

Stock  on  hand  Manf.  and  Unmanf.. 


DRAFT  FORM  WITH  STATEMENT  OF  ACCOUNT  DRAWN  FOR. 


I-S 


FOLIO 

STATEMENT 

No 

Smltb  &  l)cmcnwai?  Co. 

IM-llI  DUANE  STREET 

INVOICE 

jV>w  y^Jkf '. igo 

S Af  Sight,  Pay  to  tkt  order  of 

The  Importers  &  Traders  Natl.  Bank 

DolUrs 

Value  received  and  charge  to  the  account  of 

To                                                          )      Smith  <&•  Hememway  Co, 

- )  P^r _ 

is  undoubtedly  necessary  at  present  and  may 
be  necessary  for  a  few  months  to  come.  This 
care  and  attention  is  well  repaid  by  the  in- 
formation that  should  be  received  and  sales- 
men can  help  in  this  by  their  own  careful  at- 
tention to  these  questions,  under  the  direction 
of  the  creditman. 

In  many  instances  the  salesmen  have  more 
time  than  usual  for  looking  after  such  cases 
just  now;  also  for  making  collections  or 
placing  accounts  in  the  way  of  collection  when 
necessary. 

Believing  that  to  be  "forewarned  is  to  be 
forearmed,"  a  creditman  will  appreciate  the 
importance  of  such  care  at  times  of  financial 
stress  and  business  depression. 

FINANCIAL  STATEMENT 

It  is  sometimes  desirable  to  obtain  a  finan- 
cial statement  from  a  new  customer.  There 
are  numerous  forms  for  this  and  here  is  shown 
one  of  which  ii  simple,  while  there  ^re  others 
too  elaborate: 


Book  accounts  considered  good. 

Notes  considered  good 

Cash  on  hand  and  in  bank 

All  other  assets 

Total  $ 


Liabilities, 

Due  for  merchandise 

Mortgage  on  real  estate 

Borrowed  money  

Chattel  mortgage  

All  other  liabilities 

Capital  stock  paid  in 

Total  $ 

Insured  for  $ 

President 

Vice-President 

Secretary    

Treasurer   

Superintendent  

Keferencei   •** 
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The  above  is  a  full  and  correct  statement  of 

(insert  our  or  my)  financial 

condition  at  this  date  and  is  made  to  induce 

your  company  to  extend (insert 

us  or  me)  credit. 

Signed  


Gentlemen:    We  have  this  day  forwarded 
for  collection  your  note  as   above   indicated. 
Kindly  honor  same  at  maturity  and  oblige, 
Yours  very  truly, 


FORM      LETTER      TO      CUSTOMER     REGARDING 
ATTORNEY    DRAFT. 


Per. 


Dated. 


To 


TWO   FORMS   OF   REMINDERS    REGARDING    INACTIVE 
ACCOUNTS. 


Dear  Sir:    Please  take  notice  that  we  have 

this  day  drawn  upon  you  through 

Bank  of for dollars, 

as  per  ours  of  recent  date,  with  instructions  to 
bank  to  hand  claim  to  the  attorney  of  this 
company  for  collection,  if  not  paid  upon  pres- 
entation. 

Signed 

Subscriber  to .' 

Street  and  No 

City   


New  York, ,  190., 


To 


ATTORNEY   DRAFT   FORM. 


New  York 190.. 

At  sight  pay  to  the 

order  of  (Bank) 

Dollars, 

with  exchange  and  charge  to 

the  account  of 

To   


I- 

o  »^ 


8-^ 


-5» 


.-2 


A*    

Address 


Z 

o 

H 

z  o 
o  m 

o  o 

H 

!!!  D 
2> 
•   z 

7. 


FORM    FOR    NOTIFYING    CUSTOMER    OF    DUE    DATE 
OF  NOTE. 

By  changing  this  form  it  can  be  used  if  de- 
sired for  notice  of  draft. 

Office  of  


Name  of  maker. 

1 

1 

ll 

Amount. 

Indorsed  by: 

Our 

registrattoa 

number. 

Payable  at: 


Dear  Sir  :  Your  account  for  some  time  past 
has  "been  inactive,  and  we  regret  that  you  have 
not  continued  to  favor  us  with  your  orders. 
We  have  appreciated  your  trade  and  earnestly 
hope  for  a  continuance  of  it. 

You  can  rest  assured  that  we  can  make  im- 
mediate shipment,  and  both  our  goods  and 
prices  are  worthy  of  your  consideration. 

Write  and  let  us  know  the  outlook. 
Yours  very  truly. 


New  York, ,  190.. 


To 


Dear  Sir:  Having  received  no  reply  to  our 
recent  letter  regarding  your  account,  we  are  at 
a  loss  to  know  why  you  have  discontinued 
your  trade.  We  have  greatly  appreciated  your 
business  in  the  past  and  sincerely  hope  that 
you  will  continue  to  favor  us  with  your  orders. 

Your  communications  will  have  our  very 
careful  attention.  We  are  in  a  position  to  make 
prompt  shipment,  our  prices  are  right  and  we 
request  an  opportunity  to  prove  it. 

We  want  your  business. 
Yours  very  truly, 

AGENCY    FORM    LETTER    FOR    DELINQUENT    DEBTOR, 
NO.   1. 

New  York  City, 190. . 

To    

Dear  Sir  :    Your  indebtedness  of  $ 

and  int.  for  open  account  has  been  standing 
quite  a  long  time,  and  it  seems  that  you  are 
making  no  effort  to  settle  same. 

You  were  trusted  because  you  were  thought 
to  be  honest,  and  that  you  would  not  incur  a 
debt  that  you  did  not  intend  to  pay  promptly, 
but  your  delay  in  settling  justifies  the  serious 
questioning  of  this  good  opinion  of  you. 

Do  you  really  think  you  have  acted  uprightly 
and  honorably  in  this  matter?  Don't  you  feel 
ti^t  if  you  had  half  tried  or  denied  jrourielf 
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some  small  luxury  you  could  have  paid  this 
debt  long  ago? 

What  would  you  think  of  a  person  who 
would  ignore  and  neglect  a  debt  due  you,  as 
you  have  neglected  and  ignored  this  debt? 
Would  you  feel  that  your  confidence  and  kind- 
ness had  been  abused? 

Before  taking  other  steps  to  make  this  col- 
lection, this  last  appeal  is  made  to  you ;  to 
kindly  pay  the  debt  at  once,  or,  at  least,  frankly 
state  when  you  can  do  so,  and  in  that  way 
show  that  you  are  in  reality  as  honest,  upright 
and  honorable  as  it  was  thought  you  were 
when  you  were  trusted. 
Respectfully. 

AGENCY    FORM    LETTER    FOR    DELINQUENT    DEBTOR, 
NO.   2. 

New  York  City,  190. . 

To    

Dear  Sir  :    Several  days  ago  a  strong  appeal 

was  made  to  you  to  pay  the  amount  of  $ 

and  int.  that  has  been  due  a  long  time.  A  re- 
mittance has  been  patiently  awaited,  or,  at 
least,  a  reply  that  would  show  your  intentions 
were  to  make  an  early  settlement. 

Is  it  to  be  understood,  by  your  ignoring  these 
repeated  demands,  that  you  intend  to  evade  the 
payment  of  this  just  debt?  If  this  is  the  case, 
it  certainly  would  justify  the  thought  that,  pos- 
sibly, you  are  dead  to  every  sense  of  honor, 
honesty  and  gratitude. 

It  is  not  intended  to  threaten  or  annoy  you, 
but  the  law  gives  certain  rights  to  creditors, 
which  rights  will  be  exercised  to  the  fullest  ex- 
tent, by  adopting  such  lawful  methods  to  en- 
force payment,  as  will  teach  you  by  experience, 
that,  aside  from  a  question  of  honesty,  it  costs 
far  more  to  attempt  to  evade  the  payment  of  a 
just  debt,  if  such  is  the  intent,  than  it  does  to 
honestly  pay  it  in  the  first  place. 

If  the  tone  of  this  letter  seems  harsh,  or  if 
your  intentions  are  misjudged,  you  certainly 
must  realize  the  fact,  that  your  neglect  to  settle 
this  debt  is  the  cause,  and  you  can  readily 
place  yourself  right,  by  simply  remitting  the 
above  amount,  or  explaining  the  cause  of  your 
delay  in  settling. 

Respectfully, 


AGENCY    FORM    LETTER   FOR   DELINQUENT   DEBTOR, 
NO.  3. 


New  York  City, 


190. 


To 


Dear  Sir:  Two  communications  have  been 
sent  you  regarding  your  indebtedness  of 
$ and  int.,  all  of  which  you  have  com- 
pletely ignored. 


Nothing  can  be  inferred  from  your  inaction 
saye  a  gross  violation  of  the  confidence  reposed 
in  you  when  you  were  trusted,  and,  as  repeated 
derhands  for  payment  have  not  caused  you  to 
make  the  slightest  effort  to  settle,  this  claim 
will   now   be   placed   for   collection    with   the 

Mercantile  Agency,  who  make  a 

specialty  of  collecting  from  persons  who  can 
but  do  not  pay  their  just  debts,  to  which  class, 
however,  we  hope  you  do  not  belong. 

This  agency's  effective  methods,  for  bringing 
delinquents  to  time,  amicably  if  possible,  forci- 
bly if  necessary,  by  use  of  drastic  lawful  meas- 
ures, are  too  well  known  to  need  comment. 

Thinking  that  perhaps,  on  reflection,  you 
might  feel  ashamed  of  your  ingratitude,  after 
all  the  courtesies  that  have  been  extended  you, 
and  that  possibly  you  might  desire  to  arrange 
for  payment  of  this  debt  before  it  is  sent  to  the 
agency,  and  thus  avoid  the  costs  and  embar- 
.  rassments  incident  to  an  enforced  payment,  it 
will  be  held  for  TEN  DAYS  longer;  but  if,  at 
the  expiration  of  that  time,  you  are  not  heard 
from,  it  certainly  will  be  sent  to  the  above 
agency  for  collection. 
Respectfully, 

FORM    LETTER    TO   CUSTOMER    REGARDING   OVERDUE 
ACCOUNT,  NO.   1. 

To     

Dear  Sir:  Enclosed  find  usual  monthly 
statement  of  your  account  to  which  we  call 
attention  with  the  request  that  if  in  any  way 
incorrect  you  advise  us  immediately  and  give 
particulars. 

The  account  is  considerably  past  due  and  de- 
serves your  early  attention  and  remittance. 

Failing  to  hear  from  you  we  will  be  obliged 
to  make  draft  on  as  per  state- 
ment and  will  earnestly  request  that  you  honor 
the  same. 

Address. 

City 

FORM    letter    to    CUSTOMER   REGARDING  OVERDUE 
ACCOUNT,   NO.  2. 

To    

Dear  Sir:  Accompanying  find  a  statement 
of  your  overdue  account.  We  respectfully  ask 
for  an  immediate  remittance  in  settlement  of 
same. 

Unless  you  promptly  comply  with  this  re- 
quest, we  will  be  obliged  to  place  this  claim 
with  an  attorney  for  ^Ue^ion,  and  our  $q 
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doing  will  be  entirely  due  to  your  own  neglect. 

Address 

City 

COLOR  SCHEME. 

One  word  in  conclusion.  It  is  customary  in 
some  ofRces  to  use  paper  of  different  colors 
where  it  is  desired  to  easily  distinguish  one 
form  from  the  other,  as  in  card  indexes,  a  card 
for  certain  city  accounts  and  a  card  of  entirely 
different  color  for  other  accounts;  as  in  form 
letters  a  different  color  of  paper  for  each  letter 
of  a  series.  Draft  forms  on  paper  of  a  color 
different  from  that  which  is  generally  used  in 
the  office  and  the  same  with  a  form  for  notify- 
ing a  customer  of  the  receipt  of  order;  in  an- 
swering inquiries  about  orders;  for  notifying 
customers  of  draft  or  due  date  of  note. 

There  may  be  some  force  in  this,  and  it  is 
frequently  a  question  of  better  results  rather 
than  one  of  taste.  If  one  can  secure  better  re- 
sults by  using  paper  of  different  colors  for 
different  purposes  that  is  certainly  most 
desirable.* 

•Some  of  the  forms  given  in  the  above  may  pre- 
sent a  peculiar  appearance,  because  for  convenience 
of  printing  thev  are  set  up  in  single  column.  The 
reader  will  readily  understand  that  when  set  up  for 
practical  store  use  a  number  of  these  forms  will 
appear  in  enlarged  shape. 

Another  Practical  System 

By  F.  P.  May  Hardware  Co. 

Washington,  D.  C. 

For  the  use  of  our  credit  department  we  have 
a  case  in  which  is  filed  an  envelope,  four  by 
nine  and  one-half  inches,  for  each  customer. 
These  envelopes  contain  all  the  information  in 
our  possession  that  has  any  bearing  on  the 
credit  of  the  party  whose  name  appears  on  the 
outside  of  the  envelope. 

With  the  first  order  from  2^  new  customer, 
the  salesman  is  required  to  fill  out,  as  far  as 
possible,  and  send  in  with  the  order  a  report,  a 
blank  form  of  which  we  enclose  herewith.  If 
this  report  and  the  rating  of  .the  mercantile 
agency  are  not  entirely  satisfactory,  we  write 
for  a  special  report  and  in  some  cases  get  the 
information  from  parties  with  whom  the  cus- 
tomer is  dealing. 

Then  we  have  a  card  which  goes  easily  into 
the  envelope,  on  which  is  recorded  the  mercan- 
tile rating  of  each  customer.  These  cards  are 
gone  over  every  six  months,  and  any  change 
in  rating  is  noted.  This  enables  us  to  observe 
from  year  to  year  whether  the  customer  is  pro- 
gressing or  losing  ground.  On  these  cards  is 
also  noted  any  further  information  reflecting 
on  the  personal  character,  habits  and  responsi- 
bility of  the  customer. 

Our  terms  are  2  per  cent,  in  ten  days  or 
sixty  days  net,  and  each  month  all  statements 
showing  overdue  amounts  are  laid  aside  for 
special  attention.  In  cases  where  the  account 
has  probably  been  overlooked  a  simpler  re- 
minder, such  as  "Terms  sixty  days"  stamped 


on  the  statement  brings  a  settlement.  In  other 
cases  an  appeal  has  the  desired  result,  whereas 
in  some  cases  a  positive  demand  is  found 
necessary. 

You  wish  to  know  how  we  handle  touchy 
customers.  Our  customers  are  not  supposed 
to  be  touchy.  We  are  supposed  to  be  the 
touchy  party  when  an  account  is  overdue  and 
not  paid.  We  think  it  very  flat  to  ask  a  cus- 
tomer for  a  remittance  on  the  ground  that  you 
need  the  money.  When  an  account  is  due  you 
are  entitled  to  a  settlement,  and  should  ask  for 
it  without  making  any  apology  or  excuse.  It 
is  no  concern  of  your  customer  whether  you 
are  hard  up  or  have  a  large  balance  in  the 
bank. 

F.   p.   MAY  HARDWARE  CO.    BLANK. 

Name   


P.  O. 


County  . 
Business 


State 


Ship  to 


Date  Salesman. 

Commenced 


Succeeded  

In  Business  before. 


Character:    Honorable Tricky 

.Sober Careless. 


Habits:    Industrious.. 
Ability 


Stock  on  Hand .... 

Real  Estate  Value  

Age 

Married 

Bank          

Buvs  from   

• •••... <...•.•• 

Remarks    

Want  'American  Hardware 

Bardens  &  Co.,  Nichome,  Tairen,  Man- 
churia, reports  that  it  is  interested  in 
the  following  lines  of  gopds :  Builders'  Hard- 
ware, galvanized-iron  sheets,  asbestos,  wire 
nails,  building  material  of  all  kinds,  bolts, 
screws,  locks,  rubber  goods,  wires,  etc.  The 
firm  desires  to  correspond  with  American  con- 
cerns desiring  to  exploit  that  region  in  the 
above  lines  and  will  be  glad  to  furnish  any 
information  or  assistance  desired.  Corre- 
spondence may  be  condg^f ^^^51^^^!?^^^^  iC 
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/  Texas  Leases  Pistols 

A  big  cowboy  in  a  slouch  hat  and  the  other 
insignia  of  his  trade,  walked  into  a 
Hardware  store  at  Austin,  Texas,  and  slap- 
ping a  ten-dollar  bill  on  the  counter,  said  to 
the  clerk:  "See  here,  sonny,  I  want  a  good 
six  shooter."    One  was  shown  him, 

"How  much  is  it?"  he  asked  when  he  had 
looked  it  over. 

**1  can't  sell  it  to  you,"  the  clerk  replied,  "but 
I  will  lease  it  to  you  for  fifty  years  for  $15." 

"This  is  a  dad  blamed  funny  kind  of  a  joint," 
the.  cowboy  said.  "I  don't  want  to  lease  a 
gun;  I  want  to  own  it." 

He  started  to  walk  out,  but  was  called  back 
by  the  dealer,  who  explained  that  the  last 
legislature  passed  a  law  which  imposes  a  tax  of 
50  per  cent,  on  the  gross  proceeds  from  the 
sale  of  pistols. 

"If  I  sold  you  this  six  shooter  for  $15  I 
would  have  to  pay  the  State  a  tax  of  $7.50," 
the  Hardwareman  explained.  "I  can  lease  it 
to  you  for  fifty  years  and  won't  have  to  pay 
the  State  anything." 

The  cowboy  saw  the  point  and  leased  the 
gun. 

The  law  which  was  enacted  for  the  purpose 
of  taxing  pistols  out  of  existence  in  Texas 
has  been  in  effect  more  than  nine  months. 
During  that  period  only  two  pistols  have  been 
sold  in  Texas,  according  to  the  tax  receipt  rec- 
ords of  the  State  Comptroller's  office. 

One  of  these  weapons  was  sold  for  $15  and 
the  dealer  made  a  remittance  of  $7.60  tax  on 
the  sale.  The  other  pistol  was  sold  several 
weeks  ago  for  $10,  one-half  of  which  sum 
passed  into  the  coffers  of  the  State. 

It  is  said  that  dealers  all  over  Texas  are 
evading  the  new  law  by  leasing  pistols  for 
periods  of  fifty  years  and  more. 

One  Optomistic  Concern 

FW.  Devoe  &  Co.,  New  York  City,  paints 
•  and  varnishes,  are  inclined  to  the  belief 
that  there  is  business  enough  in  the  country  for 
everybody.  Said  one  of  the  managers  the 
other  day:  "Our  city  factory  is  running  three 
nights  a  week  overtime,  and  our  Brooklyn  fac- 
tory five  nights  a  week  overtime.  Our  whole 
trade,  wholesale  and  retail,  shows  a  gain  of  at 
least  6  per  cent,  in  the  last  three  months  over 
the  corresponding  three  months  last  year,  and 
the  retail  trade,  which  is  particularly  my  de- 
partment, showed  a  12  per  cent,  gain  in  the 
last  month. 

"No,  we  can't  see  any  hard  times.  We  have 
always  stood  with  the  people  who  looked  on 
the  bright  side  of  things,  and  so  far  as  we 
can  see  there  is  nothing  to  it  any  longer  than 
the  bright  side.  We  never  took  any  stock  in 
the  predictions  of  business  depression,  and  the 
result,  so  far  as  we  can  see,  showed  that  we 
were  right.  There's  nothing  wrong  in  our 
line  of  business." 

The  company  several  weeks  ago  collected 
from  the  newspapers,  a  series  of  news  reports 


indicating  that  the  business  prospect  was  not 
as  gloomy  as  some  would  have  people  believe. 
It  reprinted  these  in  a  large  pamphlet,  and  cir- 
culated the  pamphlet  in  the  trade  at  its  own 
expense.  The  firm  is  now  inclined  to  be  quite 
pleased  with  that  pamphlet  and  the  attitude  in- 
dicated in  it. 

Handling  the  Traveleirs 

By  W.  J.  Fickle, 
Virginia-Tennessee  Hardware  Co. 

In  the  handling  of  our  traveling  force,  we 
do  not  send  out  our  men  and  then  forget 
about  them.  They  would  not  allow  us  to  do 
this  even  if  we  were  inclined  to  do  so.  We 
issue  regular  change  sheets  to  our  men  as  often 
as  necessary,  generally  once  a  week;  further 
than  this,  we  go  over  all  of  their  orders,  and 
write  them  about  all  irregularities  that  we  dis- 
cover in  the  same.  We  do  this  every  time  wc 
discover  anything  that  is  not  regular,  if  it  is  as 
often  as  two  or  three  times  per  day.  We 
praise  them  when  we  think  they  deserve  it  and 
criticisize  them  when  we  think  they  are  in 
need  of  criticism.  In  addition  to  writing  them 
letters  and  sending  them  chanjje  sheets,  etc, 
we  have  personal  interviews  with  our  men  as 
often  as  possible. 

American  Hardware  in  Bemaad 

An  American  resident  of  Monterey,  Mexico, 
writes  that  agricultural  machinery  and 
implements,  also  fencing  wire,  are  in  brisk  de- 
mand, and  good  sales  are  being  made  of  such 
daily  by  the  wholesale  dealers.  Regarding 
mining  machinery,  Hardware,  and  edged  tools, 
the  American  products  hold  the  market 
throughout  the  republic.  With  very  few  ex- 
ceptions, American  machinery  is  preferred.  It 
may  be  added  that  manufacturers  of  Germany 
are  making  strenuous  efforts  to  secure  the 
Mexican  Hardware  trade,  not  without  a  grow- 
ing degree  of  success.  It  is  necessary  that 
American  Hardware  manufacturers  be  alive 
to  this  competition. 

One  Place  Looking  Hp 

A  report  comes  from  Salt  Lake  City,  Utah, 
that  the  Hardware  trade  is  happy  over 
the  steady  resumption  of  business  along  all 
staple  and  seasonable  lines.  One  large  con- 
cern has  had  to  add  two  delivery  wagons  for 
its  city  trade,  with  orders  coming  along  in  a 
most  encouraging  way.  There  is  a  strong  de- 
mand for  contractors'  supplies,  including 
scrapers,  sweepers,  harnesses,  farmers*  imple- 
ments, wire  fences,  etc.  General  business  is 
very  much  better  than  was  anticipated,  al- 
though the  demand  for  mining  machinery  is 
not  what  might  be  desired. 

In  Norfolk,  Va.,  a  movement  is  on  foot  to 
close  the  Hardware  stores  at  six  o'clock  in- 
stead of  seven.  As  is  usual  in  such  cases,  the 
clerks  are  behind  it.  Several  dealers  have 
agreed,  provided  they  can  all  be  brought  to  do 
likewise.  ^  t 
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HOW  TO  "KEEP-'EM-COMIN'** 

A  PRACTICALi EXPERIENCE 

The  Evolution  of  an  Idea  in  a  Retail  Hardware  Store— 
The  Problem  Was  Not  Merely  to  Get  People  Into 
the  Store  but  to  so  Attach  Their  Interest  That  They 
Would  Come  Again  and  Again — A  Matter  of  At- 
•  tention  and  the  Impression  of  an  Individuality — A 
Practical  Experience  of  a  Man  Who  Now  and  Then 
Indulges  in  a  New  and  Original  Idea,  and  How 
Those  Ideas  Were  Coined  Into  Cash. 

In  the  last  preceding  issue  of  the  Hardware  Dealers'  Magazine  there  were  relat^ed 
with  some  special  attention  to  detail,  the  experiences  in  a  particular  business  direction, 
of  John  Alexis  Adams,  a  Retailer  of  Hardware. 

Mr.  Adams  discovered  that  the  average  of  profit  on  his  sales  was  not  as  large 
as  it  might  be,  and  by  an  ingenious  arrangement  of  profit  partnership  with  his  clerks, 
reversed  the  proportions  so  that  more  goods  that  paid  a  good  profit  were  sold,  pro- 
portionately, than  those  that  paid  a  small  one. 

The  scheme  worked  so  well  that  the  clerks  were  better  paid,  while  the  proprietor 
made  more  money  on  a  not  increased  volume  of  business,  than  he  ever  did  before. 

In  this  issue,  Mr.  John  Alexis  Adams  exploits  another  practical  idea. 


A    MOMENT   OF   OBSERVATION. 

It  was  a  little  after  ten  o'clock  of  a  pleasant 
spring  morning  when  Mr.  Adams  mentally 
recorded  an  observation. 

He  was  standing  behind  the  cutlery  case  at 
the  front  of  the  store  when  three  people  went 
past  him  and  out  of  the  door.  Each  carried 
a  bundle,  as  evidence  that  his  visit  to  the  place 
had  not  been  in  vain.  They  had  evidently  had 
no  difficulty  in  securing  what  they  had  sought. 
Mr.  Adams  felt  satisfied  over  that  fact,  but  a 
second  one  that  immediately  obtruded  itself, 
set  him  thinking. 

"One  of  those  men,"  he  said  to  himself,  "has 
been  here  before,  as  I  remember  having  seen 
him,  although  I  do  not  know  his  name.  The 
other  two  I  have  never  seen  before.  Now, 
what  I  would  like  to  know  is  this :  Will  I  ever 
see  one  of  them  again?  Is  there  any  reason 
why  any  one  of  them  should  again  hunt  up  my 
store,  unless  it  happens  to  be  the  nearest  of 
its  kind,  when  he  happens  to  need  an  article  of 
Hardware?  I  did  not  even  bow  or  speak  to 
them,  much  less  do  anything  to  impress 
my  own  individuality  or  that  of  my  place  of 
business  upon  them. 

"What  reason  did  I  or  this  store  create  why 
they  should  go  out  of  their  way  to  trade  here? 

"I  wonder  how  many  possibly  permanent 
customers  we  let  slip  through  our  fingers  in 
the  course  of  a  year?  It  suddenly  strikes  me 
that  the  whole  duty  of  a  merchant  is  not  mere- 
ly to  get  people  into  his  store — it  is  to  so 
hypnotize  them  as  to  keep  'em  comin'." 

A    DAY   ON   A    WATCH    TOWER. 

The  next  morning  Mr.  Adams  called  to 
him  his  head  clerk  and  said,  "William,  I  shall 
do  little  in  the  way  of  selling  goods  to-day, 


but  intend  to  devote  myself  to  an  experiment 
— something  in  the  way  of  sticking  plaster  or 
glue.  I  want  to  make  an  investigation  in  the 
direction  of  holding  on  to  a  man  when  once 
we  get  our  hands  on  him.  Tell  the  boys  that 
if  they  see  me  talking  to  any  one  to  come 
close  so  as  to  be  able  to  take  him  off  my  hands 
in  the  way  of  actual  sales.  I  intend  to  spend 
the  day  like  Sister  Ann,  of  Bluebeard  fame,  on 
the  watch  tower." 

While  William  did  not  grasp  the  full  scope 
of  this  monologue,  he  caught  the  general  drift 
and  said  he  would  obey  instructions. 

Mr.  Adams  stationed  himself  on  his  pedestal 
of  observation,  so  to  speak,  at  the  front  of  the 
store,  where  no  one  could  pass  in  or  out  with- 
out his  personal  observation. 

He  made  it  his  business  to  become  acquaint- 
ed, in  a  business  way,  with  very  man  or 
woman  who  entered.  He  kept  it  up  ^11  day, 
and  when  at  night  he  looked  hack  on  his  day's 
work,  he  pronounced  it  good,  indeed. 

The  first  person  he  tackled  was  a  man  of 
all  work  in  the  employ  of  a  city  man  of  means, 
who  had  a  large  country  home  about  a  mile 
away. 

When  the  man  entered  Mr.  Adams  went  up 
to  him  and  said :  "I  was  looking  at  that  horse 
of  yours  while  you  were  hitching  him.  I  wish 
I  knew  how  you  do  it;  how  you  manage  to 
keep  him  in  such  condition,  with  so  shiny  a 
coat.  Yoii  ought  to  see  the  nag  my  wife 
drives;  I  can't  keep  his  bones  from  showing." 

The  man  wore  a  pleased  look. 

"That's  up  to  me,"  he  answered.  "I  rr^ake 
it  my  business  to  look  after  that  boss  myself — 
he's  a  sort  of  pet  of-.niine.  It's  careful  feed- 
ing, lots  of  elbow  grease  and  plenty  of  exer- 
cise that  does  it."  ^  t 
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From  the  horse  the  conversation  drifted  to 
the  place  where  the  man  worked,  his  duties  and 
responsibilities,  the  amount  of  Hardware  he 
purchased  and  used  up  in  a  year.  Then  to  his 
home  and  the  number  of  his  children.  Finally, 
Mr.  Adams  said,  "I  want  you  to  take  a  look 
at  that  horse  of  mine,  some  time,  and  tell  me 
what  to  do  with  him." 

"All  right,"  was  the  response ;  "the  next  time 
Tm  down  this  way  Til  drop  in." 

"Give  me  your  name,"  said  Mr.  Adams;  "I 
may  want  to  send  you  some  circulars  now  and 
then.  And  those  boys  of  yours,  bring  .them  in 
some  day  and  let  them  look  at  our  express 
wagons,  and  the  like." 

The  name  and  address  were  entered  in  a 
book  on  the  counter.  Then  Adams  turned  to 
a  clerk  and  said,  "Tom,  show  Mr.  Fuller  our 
watering  cans,  and  anything  else  he  may  need." 

In  a  half-hour  the  two  came  back,  each  car- 
rying a  large  bundle.  The  proprietor  held  out 
his  hand  and  said,  "Good  day,  Mr.  Fuller. 
Don't  forget  to  come  in  often." 

"You  bet  I  won't,"  was  the  hearty  response. 
"And  I  want  to  take  a  good  look  at  that  boss 
of  yours." 

"Clinched  I"  chuckled  Adams  to  himself,  as 
the  door  closed  behind  his  new  customer. 

HE  GATHERED  THEM   IN. 

Mr.  Adams  kept  it  up.  He  found  that  one 
woman,  the  head  of  a  large  household,  had 
recently  come  to  town,  and  was  looking  for  a 
church  to  which  she  could  take  her  member- 
ship letter. 

It  happened  that  her  denomination  was  the 
same  as  that  of  Adams  and  when  he  took  her 
address,  he  promised  to  notify  his  pastor,  who 
would  immediately  call  on  her.  In  less  than  a 
month  she  was  a  member  of  that  church  and 
had  opened  an  account  with  the  John  A. 
Adams  Hardware  Co.  She  had  come  to  re- 
gard its  proprietor  as  one  of  her  first-made 
friends,  and  when  her  bathroom  and  kitchen 
were  overhauled  the  store  got  the  Hardware 
end  of  the  job. 

There  was  .a  carpenter  who  had  been  in 
three  or  four  times  in  the  past  year,  but  as  he 
always  paid  cash  and  carried  his  goods  home 
no  one  knew  his  name,  or  anything  about  him. 

Mr.  Adams  had  not  talked  with  him  five 
minutes  before  he  discovered  that  they  had 
identical  fads — that  of  amateur  photography. 
The  proprietor  took  his  customer  into  his  pri- 
vate office  and  showed  him  a  number  of  his 
best  views.  The  other  man  promised  to  bring 
some  of  his  at  a  convenient  time.  He  left  his 
name  and  address  and  some  of  his  good  cash 
for  tools,  and  volunteered  his  promise  not  only 
to  come  in  whenever  he  needed  anything,  but 
also  to  bring  several  of  his  fellow  workmen 
along,  and  to  introduce  them  in  person,  to  his 
new-made  photographic  friend. 

In  the  course  of  the  day  Mr.  Adams  discov- 
ered a  number  of  facts  that  established  a  per- 


sonal line  of  communication  between  his  cus- 
tomers and  himself. 

He  formed  the  acquaintance  of  one  woman 
on  the  fact  that  their  daughters  were  in  the 
same  class  at  the  high  school,  and  the  mother 
so  warmed  up  over  this  simple  fact  that  just 
before  she  left  she  said,  "You  might  send  a 
man  up  to  measure  the  house  for  awnings  and 
screens.  We  have  only  just  finished  building 
it,  and  I  had  half  persuaded  my  husband  to  do 
without  them  this  year,  but  as  fly-time  ap- 
proaches I  am  more  inclined  to  have  them 
put  on  now." 

The  store  not  only  got  the  job,  but  sold  a 
range,  a  lot  of  stovepipe  and  some  stable  fix- 
tures, and  opened  a  steady  account.  Mrs. 
Adams  and  her  daughter  called  on  the  other 
lady  and  her  daughter;  the  call  was  returned, 
and  the  acqount  has  swollen  to  quite  com- 
fortable proportions  already. 

Mr.  Adams  ran  across  one  man  who  be- 
longed to  his  lodge. 

Another  who  owned  a  lot  across  from  his 
house. 

Another  who  agreed  to  put  a  new  porch  on 
his  house  and  take  it  out  in  trade. 
A  cousin  of  his  wife's  sister-in-law. 
A  man  whose  father  came  from  the  same 
town  that  the  Adams  family  originally  came 
from. 

A  farmer  who  agreed  to  deliver  the  Adams 
family  their  butter  and  eggs,  and  to  open  an 
account  on  the  strengjth  of  it. 

A  boy  who  agreed  to  bring  his  mother  in 
and  look  at  a  small  wheelbarrow,  and  who  on 
the  next  day  kept  his  word. 
Etc.,  etc.,  etc.,  etc. 

Trivial  bits  of  information?  Yes,  no  doubt 
about  it  Yet  they  were  of  enough  importance 
to  those  to  whom  they  directly  applied  to 
cause  them  to  leave  their  names  in  Mr. 
Adams'  book,  and  to  secure  their  promises,  in 
most  cases  cheerfully  volunteered,  to  come 
back  the  next  time  they  needed  anything  in 
the  Hardware  line. 

Said  Mr.  Adams  to  himself,  as  he  walked 
homeward  that  night: 
"There  is  one  thing  I  am  willing  to  bet  on. 
"I  have  fixed  my  name,  place  of  business 
and  personality  on  a  lot  of  folks  to-day,  and 
every  man  or  woman  of  them  will  be  in  again. 
And  if  I  don't  hold  them  for  good,  I'm  a 
goat!" 

Mr.  John  Alexis  Adams  was  shrewd  enough 
to  keep  things  going,  when  once  he  had  set 
them  moving.  "For  the  present,"  he  said  to 
himself,  "the  glad  hand  is  my  best  suit,  and 
ril  play  it  to  the  limit."  So  he  stood  by  the 
door,  and  not  a  man,  woman  or  child  escaped 
him. 

ENLISTING   HIS    MEN. 

Mr.  Adams  having  demonstrated  in  his  own 

case  and  to  his  full  satisfaction  his  theory  that 

personality    and    personal    acquaintance   have 

much  to  do  in  the  sale  of  goods  and  the  area- 
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tion  of  a  permanent  trade,  decided  to  extend 
the  operation  of  the  idea  through  the  whole 
establishment. 

He  set  a  night  when  his  four  clerks  could 
take  dinner  with  him  at  a  comfortable  restau- 
rant, where  a  private  room  had  been  set  aside 
for  himself  and  his  guests,  and  covers  laid  for 
four.  When  the  dinner  was  pretty  well  dis- 
posed of,  and  "the  boys"  had  eaten  themselves 
into  a  pleasantly  receptive  mood,  he  asked  for 
their  careful  attention  and  proceeded  to  tell 
much  the  same  story  as  is  above  related. 

"I  have  been  keeping  a  pretty  close  tab  on 
you,  Mr.  Adams,"  said  William,  the  head 
clerk,  when  his  employer  had  concluded  his 
narration,  "and  must  confess  that  at  first  I 
did  not  understand  what  you  were  up  to,  and 
more  than  half-suspected  that  you  were  wast- 
ing your  time  in  gossip. 

"But  when  I  saw  your  men  coming  back 
again  and  again,  and  all  of  them  acting  as 
though  they  had  a  sort  of  side-partnership  in 
the  place — and  especially  when  they  returned 
to  buy  goods — I  made  up  my  mind  that  you 
were  out  for  business  in  a  very  effective  man- 
ner, and  that  your  time  was  far  from  wasted. 
Wc  certainly  have  got  the  hooks  into  a  lot  of 
people  who  would  not  have  come  back*  without 
some  special  labor  or  inducement." 

"Something  has  happened  of  late,"  said 
Tom,  "to  stir  business  up.  We  have  never 
added  so  many  new  accounts  in  any  six  months 
as  we  have  in  the  two  just  passed." 

"Goods  have  been  moving,"  said  Harry, 
from  the  foot  of  the  table,  "no  matter  what 
the  cause  may  be." 

"Now  that  we  are  all  partners  in  profit-shar- 
ing," said  Mr.  Adams,  "and  as  I  cannot  in- 
crease my  profits  without  a  corresponding  in- 
crease for  you,  I  feel  more  free  to  prod  you  up 
than  I  otherwise  might. 

"An  that  I  have  been  doing  in  the  past  two 
months  you  boys  can  do  in  every  wbrking  day 
of  the  week.  I  want  each  one  of  you  to 
secure  for  himself  as  many  personal  customers 
as  he  can;  men  who  will  come  to  the  store 
because  of  him  and  want  to  be  waited  on  by 
him  when  once  here^ 

"A  little  personal  interest  will  do  it.  It  is 
not  a  waste  of  time  to  let  a  customer  know 
that  your  whole  purpose  with  him  is  not  mere- 
ly to  load  him  with  goods,  get  the  money  out 
of  his  pocket  and  then  shunt  him  onto  the 
sidewalk  as  soon  as  possible. 

"Learn  his  name,  so  that  you  can  use  it  the 
moment  he  comes  in.  Find  out  his  address, 
his  'business,  his  special  needs  in  the  Hardware 
line;  be  his  personal  friend  so  far  as  he  will 
let  you,  and  without  offense.  If  he  wants  to 
talk  about  his  troubles,  his  surroundings,  his 
ambitions,  or  anything  about  himself,  listen  to 
him.  Get  him  attached. to  you,  and  you  will 
be  surprised  to  see  how  far  he  will  go  out  of 
the  way  to  buy  of  you.  When  a  customer 
poffitB  in  aq<)  is  willing  to  wait  until  a  certain 


clerk  can  wait  on  him,  that  clerk  goes  up  in 
my  estimation.  The  personal  equation  cannot 
be  too  fully  developed  in  a  business  like  ours." 
Mr.  Adams  was  gratified  at  the  manner  in 
which  his  suggestions  were  received.  It  be- 
came a  pleasure  to  trade  in  that  store.  The 
"glad  hand"  might  well  have  been  chosen  as 
a  motto  to  place  over  the  door.  The  results  at 
the  end  of  the  year  are  expected  to  show  a 
large  addition  of  gain  in  justification  of  the 
experiment. 

The  Best  Hammers  He  Could  Make 

There  was  a  young  blacksmith  who  now 
and  then  made  hammers  for  the  people 
of  his  neighborhood,  in  a  small  country  town 
— perhaps  a  half  dozen  in  the  course  of  a  year. 
One  day  there  came  to  the  village  six  car- 
penters to  work  upon  a  new  church,  and  one 
of  these  men,  having  left  his  hammer  at  home, 
came  to  the  blacksmith  shop  to  get  one  made. 

"Make  me  as  .good  a  hammer,"  said  the  car- 
penter, "as  you  know  how." 

"As  good  a  one  as  I  know  how?"  said  the 
blacksmith.  "But  perhaps  you  don't  want  to 
pay  for  as  good  a  one  as  I  know  how  to 
make." 

"Yes,  I  do,"  replied  the  man;  "I  want  a 
good  hammer." 

The  blacksmith  made  him  one  of  the  best 
It  was  probably  the  best  hammer  that  had 
then  ever  been  made  in  the  world,  since  it 
contained  two  or  three  important  improve- 
ments never  before  combined  in  the  instru- 
ment. 

The  carpenter  was  delighted  with  it,  and 
showed  it  with  a  good  deal  of  exultation,  to 
his  five  companions;  every  man  of  whom 
came  the  next  day  to  the  shop  and  wanted  one 
just  like  it.  They  did  not  understand  all 
the  blacksmith's  notions  about  tempering  and 
mixing  the  metals,  but  they  saw  at  a  glance 
that  the  head  and  the  handle  were  so  united 
that  there  never  was  likely  to  be  any  divorce 
between  them. 

To  a  carpenter  building  a  wooden  house, 
the  mere  removal  of  that  one  defect  was  a 
boon  beyond  price;  he  could  hammer  away 
with  confidence,  and  without  fear  of  seeing  the 
head  of  his  hammer  leap  into  the  next  field 
unless  stopped  by  a  comrade's  head. 

When  all  the  six  carpenters  had  been  sup- 
plied with  these  improved  hammers,  the  con- 
tractor came  and  ordered  two  more..  He 
seemed  to  think,  and,  in  fact,  said  as  much, 
that  the  blacksmith  ought  to  make  his  ham- 
mers a  little  better  than  those  he  had  made 
for  the  men. 

"I  can't  make  any  better  ones,"  said  the 
blacksmith.  "When  I  make  a  thing,  I  make 
it  as  well  as  I  can,  no  matter  who  it's  for." 

Soon  after,  the  stordceeper  of  the  village, 
seeing  what  excellent  hammers  these  were, 
gave  the  blacksmith  a  magnificent  order  for 
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two  dozen,   which,  in  due  time,  were  placed 
upon  his  counter  for  sale. 

Then  came  a  bit  of  good  luck.  A  New 
York  dealer  in  tools  happened  in  the  village, 
securing  orders  for  his  goods.  As  soon  as 
his  eye  fell  on  these  hammers,  he  bought  all 
on  hand,  and  then  left  a  standing  order  for  all 
that  could  be  made.  The  blacksmith  hired 
several  men,  and  went  to  work,  and  that  was 
the  beginning  of  one  of  the  best  known  ham- 
mer concerns  in  the  world. 

They  Buy  Our  Haidwaxe 

i^'T^he  touring  habit,"  said  Antonio  Zucca, 
i.  president  of  the  Italian  Chamber  of 
Commerce  of  New  York,  "grows  more  and 
more  with  the  creation  of  new  steamship 
lines,  now  nearly  20,  plying  between  here  and 
Italy,  and  the  interchange  of  piersons  brings 
forth  an  interchange  of  products.  One  can 
see  now  in  the  stores  of  Italy  many  American 
articles — typewriting  machines,  electrical  ap- 
pliances, phonographs,  bicycles,  shoes,  razors, 
ironware,  Hardware  of  all  sorts,  and  many 
novelties — which  only  a  few  years  ago  were 
unknown  there.  And,  vice  versa,  the  depart- 
ment stores  in  American  cities  exhibit  Italian 
wines,  oils,  macaroni,  canned  goods,  and 
articles  of  Italian  industries — silken  ware, 
straw  hats,  gloves  and  works  of  art — which 
years  ago  were  only  of  sporadic  appearance 
and  some  quite  unknown  at  all.  More  care- 
ful packing  and  constancy  maintained  in  type 
and  quality  of  goods  exported  from  Italy  to 
America  have  contributed  to  enlarge  the  vol- 
ume of  business." 

A  Hardwareman  Hayor 

New  Britain,  Conn.,  is  not  only  known  as 
"the  Hardware  City,"  but  it  is  appar- 
ently determined  to  keep  a  Hardwareman  in 
the  office  of  mayor.  When  the  Hon.  George  M. 
Landers,  of  Landers,  Frary  &  Clark,  was 
.chosen  to  that  office,  as  a  promotion  from  the 
city  council,  he  was  chosen  by  a  majority  that 
testified  to  his  popularity  as  a  man.  Mr.  Lan- 
ders had  no  intention  of  accepting  a  second 
term,  but  the  voters  seem  to  have  taken  the 
matter  into  their  hands,  and  in  the  spring 
election  the  other  day  sent  him  back  by  a 
majority  that  was  a  powerful  indorsement  of 
his  public  service. 

In  speaking  of  his  services,  a  New  Britain 
newspaper  says:  "Mayor  Landers  gave  the 
city  a  good  business-like  administration.  From 
the  hour  he  took  the  oath  of  office  the  mayor 
labored  hard  to  put  the  municipal  machinery 
in  business  form." 

Interests  in  Alien  Hands 

The  United  States,  in  the  forthcoming  de- 
velopment of  its  foreign  trade,  might  take 
a  leaf  from  the  experience  book  of  France. 
That  country  considers  the  establishment  of 
Frenchmen  in  foreign  countries  to  be  of  para* 
mount  importance  in  the  development  of  for- 
eign trade,  and  the  president  of  an  important 


French  organization  remarked,  in  a  recent  ad- 
dress, "A  country  wishing  to  export  its  prod- 
ucts must  begin  by  exporting  men."  It  is  to 
be  regretted  that  similar  reasons  have  not  led 
our  Department  of  State  to  draft  more  liberal 
regulations  regarding  the  registration  and  pro- 
tection of  American  citizens  residing  abroad, 
who  may  thereby  become  familiar  with  foreign 
business  methods,  and  eventually  aid  in  the 
development  of  the  foreign  trade  of  our  coun- 
try. A  source  of  national  weakness  has  al- 
ways been  that  American  interests  abroad  are, 
to  a  large  extent,  in  alien  hands,  through  the 
lack  of  men  conversant  with  foreign  languages 
and  foreign  methods  of  business. 

A  Surprised  Mannf ax^tnrer 

A  special  United  States  agent,  who  has  been 
investigating  the  opportunities  for  the 
extension  of  American  trade  in  Spain,  declares 
that  one  drawback  is  a  habit  many  of  our  fac- 
tories have  of  utterly  ignoring  dates  of  ship- 
ments on  foreign  orders.  An  instance  was  re- 
lated of  an  order  for  several  hundred  stoves 
ordered  shipped  Oct.  1,  which  inferred  a  de- 
livery in  Spain  about  Nov.  20  to  Dec  1,  in 
good  season  for  the  cold  weather.  The  stoves 
were  shipped  from  New  York  on  Dec.  5  and 
the  firm  was  "quite  surprised"  at  their  cus- 
tomers complaining. 

Using  American  Tools 

An  American  observer  in  Germany  writes 
that  the  shipyards  of  that  country  have 
been  placing  some  extensive  orders  for  pneu- 
matic tools  during  the  past  few  days.  Inquiries 
have  been  made  for  machine  tools  of  American 
make,  suitable  for  warship  workshops.  These 
workshops  are  fitted  'up  on  board  the  large 
ships  after  the  manner  familiar  in  the  United 
States  service,  and  it  would  seem  as  if  the 
American  plan  is  being  followed.  The  German 
authorities  are  not  at  all  opposed  to  purchasing 
American  machine  tools  for  warship  equip- 
ment, although  the  impression  has  been  general 
that  only  domestic  made  machines  would  be 
accepted  for  such  purposes. 

A  Stringent  Patent  Law 

England  has  adopted  the  most  radically  pro- 
tective patent  law  ever  placed  on  record. 
Under  its  provisions  no  foreign  invention  can 
be  patented  and  no  patent  already  issued  holds 
good  unless  the  patented  article  or  process  is 
made  or  carried  on  in  the  United  Kingdom.  A 
number  of  German  firms  have  purchased  sites 
and  are  preparing  to  establish  branches  of 
their  industries  in  Great  Britain.  The 
result  will  be  to  enormously  increase  the 
capital  invested  and  to  provide  employment 
for  many  thousands  of  British  workmen. 


E.  P.  McNall,  who  runs  a  retail  Hardware 
store  at  Rock  Lake,  Washington,  evidently  is 
not  much  disturbed  by  the  talk  of  hard  times. 
He  hag  placed  an  order  for  a  full  carload  of 
wagons  and  another  for  a  carload  of  binders, 
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THE  REPLACEMENT  OF  EDGE  TOOLS 

The  Opinion  of  Several  Manufacturers  of  This  Line 
in  Regard  to  Claims  on  Tools  That  Have  Been 
Spoiled  by  Grinding— A  Point  on  Which  the  Trade 
Needs  Education— The  Plan  Followed  by  Some  Fac- 
tories Regarding  These  Claims. 


"I 


am  pleased  to  see/'  said  Fayette  R.  Plumb, 
president  of  Fayette  R,  Plumb,  Inc., 
Philadelphia,  to  a  representative  of  the  Hard- 
ware Dealers'  Magazine,  "that  you  have 
started  a  discussion  in  your  columns  concern- 
ing the  claims  made  for  the  replacement  of 
Edge  Tools  which  have  been  spoiled  in  grind- 
ing. This  is  a  point  on  which  the  trade,  as 
well  as  the  users,  need  considerable  education, 
as  we  can  testify  by  the  many  claims  made 
on  us  to  replace  Edge  Tools  which  have  been 
spoiled  in  this  manner.*' 

Asked  as  to  the  plan  they  follow,  Mr.  Plumb 
said: 

"We  do  not  like  to  be  arbitrary  in  our 
guarantee,  and  have  passed  more  tools  of  this 
character  than  we  really  should  in  justice  to 
ourselves.  Generally,  we  make  it  a  point  to 
call  the  dealer's  attention  to  the  injustice  of 
the  claim  even  though  we  are  passing  it. 

"We  feel  that  if  the  trade  could  only  under- 
stand, generally,  how  apt  the  temper  of  tools 
is  to  be  drawn  by  over-heating  in  grinding  or 
how  apt  such  over-heating  is  to  cause  cracks, 
this  evil  would  be  greatly  decreased. 

"It  takes  both  skill  and  care  to  grind  an 
Edge  Tool  properly,  even  under  the  best  con- 
ditions, which  are  a  fine  grit  stone  with  plenty 
of  water.  The  grinding  should  not  be  hurried 
and  pressure  should  not  be  placed  too  greatly 
on  the  tool.  At  the  least  sign  of  over-heating, 
the  tool  should  be  allowed  to  cool.  If  a  coarse 
grit  stone  is  used  or  one  on  which  there  is 
not  plenty  of  water,  the  danger  of  over-heating 
is  largely  increased. 

"We  believe  that  if  every  dealer  realized 
this,  and  if  he  made  it  a  point  to  find  how 
a  tool  had  been  ground  when  it  was  returned 
to  him  on  account  of  the  bit  being  soft,  that 
he  would  not  only  be  doing  a  justice  toward 
the  manufacturer;  but  would  be  conferring  a 
benefit  upon  his  customer, 

"We  shall  be  much  interested  in  hearing  the 
experience  of  other  manufacturers  and  of  the 
trade  on  this  point." 

THE    CHAPIN-STEPHENS    PLAN. 

When  F.  L.  Stephens,  secretary  of  the 
Chapin-Stephens  Co.,  Pine  Meadow, 
Conn.,  was  asked  his  views  on  this  subject,  he 
said: 

"In  the  replacement  of  Edge  Tools,  which 
have  been  spoiled  by  users  in  grinding,  we 
do  not  have  much  of  this  to  contend  with,  our 
principal  line  that  requires  grinding  by  the 
customer  being  Plane  Irons.  We  do  not  un- 
dertake to  replace  Plane  Irons  spoiled  in 
grinding  by  the  user,  and  hardly  ever  have 


any  requests  to  do  so,  but  any  defects  due  to 
material  or  workmanship  we  are  always  glad 
to  make  good. 

"As  to  teaching  a  mechanic  how  to  grirtd 
an  edge  tool,  it  is  hard  to  do  it  on  paper: 
Actual  practice  and  experience  must  necessarily 
be  the  principal  teachers.  It  goes  without  say- 
ing that  edge  tools  should  not  be  overheated 
by  grinding  on  emery  wheels.  Many  a 
good  tool  has  fttf^  spoiled  by  the  prac- 
tice of  grinding  so  rapidly  on  an  emery 
wheel  as  to  draw  the  temper  on  the  edge  of 
the  tool.  A  water  emery  wheel  will  do  good 
work  if  properly  used,  but  for  a  tine  edge  tool, 
the  use  of  a  rather  fine  grained  old-fashioned 
grindstone  with  plenty  of  water,  is  better  for 
the  average  mechanic,  not  only  on  account  of 
the  tool  being  kept  cool  on  the  edge  and 
ground  more  slowly,  so  that  the  operation  can 
be  watched  closely,  but  because  in  the  use  of 
emery  wheels  the  diameter  of  the  wheel  is 
usually  too  small  to  give  the  proper  bevel  in 
one  operation. 

"Of  course,  the  average  carpenter  depends 
upon  foot-power  or  hand-driven  grindstones 
and  does  not  use  emery  wheels,  but  in  shops 
where  emery  wheels  are  in  use,  we  think  a 
great  many  fine  edge  tools  are  spoiled,  espe- 
cially  where  dry  grinding  is  attempted." 

THE  TRADE  NEEDS  EDUCATING. 

Lohoff,  president  of  the  Evansville  Tool 
Works,  Evansville,  Ind.,  writes  as  fol- 
lows : 
To  the  Editor: 

"We  notice  in  the  April  issue  of  your  Maga- 
zine an  article  in  reference  to  the  replacement 
of  edge  tools,  and  as  the  same  interests  us 
very  much,  we  are  taking  the  liberty  of  ad- 
dressing you  in  behalf  of  the  same. 

"The  article  in  general  is  very  good,  and  if 
the  users  of  edge  tools  were  educated  on  these 
lines,  they  would  find  their  tools  to  give  much 
better  satisfaction.  You  make  mention  of 
grinding  on  dry  emery  wheel ;  this  should  be 
avoided  by  all  means,  as  it  is  almost  impos- 
sible to  get  good  results,  even  if  done- by  a 
skilled  operator,  as  there  is  great  danger  of 
drawing  the  temper  and  of  cracking  the  tool. 

"If  a  tool  is  properly  tempered  by  the  manu- 
facturer and  is  proven  by  test,  no  fault  could 
be  found  in  this  respect  after  careful  grind- 
ing by  the  user  on  a  grindstone  with  plenty 
of  water.  It  is,  therefore,  our  opinion  that 
no  tools  should  be  replaced  if  spoiled  in 
grinding  by  the  user.  A  great  many  jobbers 
have  been  in  the  habit  of  replacing  such  tools 
in  order  to  maintain  the  good  will  of  their 
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customers  and  at  certain  periods,  wh€n  tkey 
have  an  accumulation,  they  return  them  to 
the  respective  manufacturers  for  replacement, 
and  we,  of  course,  have  to  replace  them.  It 
would  be  of  a  great  benefit  to  the  manufac- 
turers to  have  the  trade  educated  as  to  the 
chance  of  spoiling  tools  in  grinding,  and  we 
hope  other  edge  tool  manufacturers  will  feel 
sufficiently  interested  to  give  their  views  re- 
garding this  important  matter." 

RUINED    BY    IMPROPER    GRINDING. 

A  well-known  company  engaged  in  the.  manu- 
facture of  edge  tools,  says,  through  one 
of  its  officers : 

"Our  line  of  edge  tools  is  not  warranted, 
irrespective  of  which  some  tools  are  returned 
to  us  for  inspection  as  to  whether  or  not  they 
are  defective  through  fault  of  manufacture. 
We  find  by  experience  that  the  larger  portion 
of  these  returns  are  tools  that  have  been 
ground  considerably  and  on  which  the  temper 
has  been  drawn,  more  or  less — and,  in  our 
opinion,  by  improper  grinding,  the  use  of  a 
dry  stone  or  an  emery  wheel.  When  examin- 
ing a  returned  shipment  our  first  act  is  to 
separate  those  that  have  been  ground  in  this 
way  from  those  that  have  been  carefully 
sharpened,  and  the  former  are  given  no  con- 
sideration whatever. 

"It  is  our  endeavor  to  furnish  every  first 
quality  tool  sharp  ready  for  use,  requiring 
nothing  more  than  that  the  cutting  edge  be 
whetted.  We  find,  irrespective  of  this,  that 
in  many  cases  the  cutting  edge  has  been 
ground — either  to  obtain  a  longer  bevel  or  to 
change  the  shape  of  the  cut;  hence  the  cutting 
quality  is  jeopardized  by  useless  grinding. 

"The  mechanic  should  be  careful  in  his 
selection  of  a  tool  at  the  time  of  making  a 
purchase  to  see  to  it  that  he  gets  one  that  is 
sharp  ready .  for  use.  These  can  be  had  of 
leading  makes.  He  should  appreciate  that  a 
tool  as  it  comes  from  the  maker  will  do 
more  and  better  work  than  after  it  is  re- 
ground.  In  other  words,  the  tool  as  received 
— if  of  a  reputable  brand — requires  nothing 
more  than  to  be  whetted  on  an  oil-stone;  and 
if  of  the  right  temper  and  with  a  true  bevel 
it  serves  for  a  long  time  by  being  whetted  in- 
stead of  being  ground. 

"Grinding  should  be  the  last  resort,  and 
when  done  under  no  circumstances  should 
other  than  a  grindstone,  running  with  plenty 
of  water,  be  used;  and  before  commencing  to 
grind  he  should  be  careful  to  see  that  the  face 
of  the  stone  has  been  turned  up  true.  This, 
with  plenty  of  water — and  we  cannot  attach 
too  much  importance  to  this — will  give  little 
likelihood  of  the  temper  being  drawn. 

"We  view  with  apprehension  the  introduc- 
tion of  emery  wheel  in  the  shop  and  on  the 
farm  to  the  exclusion  of  the  old  and  reliable 
grindstone,  for  two  reasons : 

"First — It  is  not  the  natural  instinct  of  the 
mechanic  to  run  an  emery  wheel  in  water;  in 


fact,  it  is  only  in  recent  years  that  tkey  kave 
been  used  in  this  way.  Consequently  he  is 
not  going  to  trouble  to  keep  the  water  pot 
full,  believing  that  he  can  safely  sharpen  his 
tool  without  doing  so,  and  without  drawing  the 
temper.  He  fails — in  fact,  unconsciously  draws 
the  temper,  condemns  the  tool  and  makes 
trouble  with  his  dealer,  back  through  the  job- 
ber to  the  manufacturer. 

"Second — Grindstones  have  always  been  run 
in  water;  it  is  the  natural  inclination  of  the 
mechanic  to  keep  them  wet,  and  it  is  only 
when  he  or  the  farmer  finds  the  water  frozen 
— or  is  too  indifferent  to  secure  a  new  supply 
— ^that  he  lets  the  stone  run  dry.  This,  we  are 
sorry  to  note,  is  often  done;  but  the  grind- 
stone is  the  lesser  of  the  two  evils  when  a 
tool  must  be  ground ;  and  we  wish  ther«  could 
be  a  law  enacted  that  would  prevent  emery 
wheels  of  any  kind — with  or  without  water- 
ever  being  used  for  this  purpose. 

"We  can  readily  tell  by  the  inspection  of  a 
tool  whether  it  has  been  sharpened  by  an 
emery  wheel  or  a  grindstone,  and  under  no 
consideration  will  we  give  credit  for  the  for- 
mer— and  the  latter  has  our  closest  scrutiny." 

VIEWS  OF  ANOTHER  MANUFACTURER. 

Said  another  maker  of  these  goods:  "From 
our  experience  along  this  line,  we  have 
found  that  the  average  user,  as  a  rule,  is  apt 
to  treat  the  matter  fairly.  There  are,  of 
course,  exceptions  to  the  rule,  and  such  excep- 
tions we  have  found  had  better  be  handled  as 
separate  and  district  cases. 

"In  the  line  which  we  manufacture  we  do 
not  hesitate  to  replace  any  tool  which  shows 
any  defect  in  the  material,  or  has  proven  im- 
perfect on  account  of  any  mechanical  mistake. 
We  do  not,  however,  under  any  conditions 
make  replacement  where  it  is  clearly  shown 
that  the  damage  or  injury  is  due  to  abuse 
either  in  use  or  by  ignorance  on  the  part  of 
the  user. 

"We  believe  that  it  is  due  to  the  consumer 
to  secure  from  the  dealer  sufficient  information 
regarding  the  handling  of  the  tool,  which  will 
insure  the  tool  against  damage  on  account  of 
ignorance  or  non-information  as  to  its  han- 
dling. Our  experience,  however,  proves  that 
the  larger  per  cent,  of  users  arc  inclined  to  be 
fair  in  matters  of  this  character." 

DISHONEST     ADVANTAGE    TAKEN. 

To  the  Editor: 

^*f\  ur   attention  has   been    directed   to  the 

w  article  on  the  replacement  of  edge 
tools  in  the  April  number  of  the  Hardware 
Dealers'  Magazine.  It  is  a  matter  in  which 
we  are  very  much  interested,  and  we  are  glad 
to  see  the  article  in  the  Magazine. 

"It  seems  to  us  that  there  can  really  be  no 
question  as  to  whether  an  edge  tool  that  has 
been  spoiled  by  grinding  or  in  any  other  way 
by  the  user  should  be  replaced  by  the  manu- 
facturer. If  he  has  turned  out  a  good,  sound 
tool,  free  from  flaws  and  of  proper  temper, 


Digitized  by 


GoogU 


May,  1908. 


THE  REPLACEMENT  OF  EDGE  TOOLS 


loos 


his  responsibility  is  at  an  end,  and  no  reason- 
able person  should  expect  the  manufacturer  to 
be  responsible  for  accidents. 

"Our  own  experience  has  been  that  the 
warranty  on  tools  is  dishonestly  taken  advan- 
tage of  in  a  great  many  cases.  The  user  of 
a  tool  breaks  it  out  of  good,  sound  steel  by 
rough  or  improper  usage,  and  then  attempts  to 
take  advantage  of  the  warranty,  and  make 
someone  else  stand  the  expense  of  the  acci- 
dent, so  he  takes  it  back  to  the  merchant  of 
whom  he  bought  it  and  claims  a  new  one, 
and  in  very  many  cases  the  merchant,  fearing 
to  offend  and  lose  him  as  a  customer,  will 
take  back  the  tool,  feeling  that  all  he  has  to 
do  is  to  return  it  to  the  manufacturer,  and 
make  him  stand  it. 

"We  have  found  in  the  past  that  many 
tools  returned  to  us  as  being  soft  in  temper 
have  been  rendered  so  by  the  user  grinding 
them  on  dry,  solid  emery  wheels,  which  heats 
them  up  to  such  an  extent  that  the  temper  is 
drawn,   the   same   as   though   they  had  been 


heated  in  a  fire.  Our  own  advice  to  me- 
chanics is  to,  in  all  cases,  use  a  grindstone 
running  in  water  or  with  plenty  of  water 
running  on  it  on  which  to  sharpen  their 
tools.     Very  truly  yours, 

"A  Manufacturer," 

NOT  TO  REPLACE  THEM. 

Another  maker  of  Edge  Tools  gave  his  ideas 
as  follows:  "In  our  opinion,  it  should 
be  the  rule  of  dealers  as  well  as  manufacturers 
not  to  replace  any  tools  which  have  been 
ground  by  the  users.  '  If  any  defect  develops 
in  a  tool  such  as  a  flaw  or  imperfect  temper, 
it  is  almost  invariably  found  out  before  the 
tool  has  seen  much  use.  By  the  time  a  user 
finds  it  necessary  to  grind  a  tool,  he  should  be 
satisfied  to  relieve  the  dealer  or  manufacturer 
from  further  responsibility.  Of  course,  if  a 
tool  is  ground  by  a  mechanic  who  understands 
his  business  such  grinding  will  not  result  in 
any  tool  being  returned,  but  those  tools  that 
are  returned  after  grinding  are  generally 
found  to  have  been  spoiled  in  the  grinding." 


THE  JOBBERS  ON  REPLACEMENT 


THE  BENEFIT   OF  THE  DOUBT. 

By  Tracy,  Robinson  &  Williams  Co., 
Hartford,  Conn. 

Concerning  the  replacement  of  Edged  Tools, 
we  would  say  that  we  have  no  cast-iron 
rule  in  regard  to  the  matter.  If  we  think  that 
a  tool  has  been  abused,  we  try  to  show  our 
customer  the  proper  way  to  treat  it,  and  also 
how  it  has  been  improperly  used.  If  he  will 
listen  to  reason,  we  can  often  convince  him 
that  the  fault  was  not  with  the  tool,  but  with 
the  user.  We  frequently  arrange  with  our 
customer  to  return  the  tool  to  the  manufactur- 
er, and  tell  the  customer  that  if  the  manufac- 
turer will  replace  it  we  will  be  glad  to  do  so. 
If  he  is  pig-headed  about  it,  we  often  replace 
the  tool  and  stand  the  loss  ourselves  rather 
than  to  send  him  out  of  the  store  to  work 
against  us. 

It  sometimes  happens  that  a  tool  is  brought 
to  our  store  which  was  never  sold  by  us,  and, 
of  course,  in  a  case  of  that  kind,  we  simply 
state  the  fact  to  our  customer  and  tell  him  to 
exchange  it  where  he  bought  it. 

We  dislike  very  much  to  have  a  customer 
leave  the  store,  feeling  that  he  has  not  been 
fairly  treated.  We,  therefore,  always  give  him 
the  benefit  of  the  doubt. 

THE   NUMBER    DECREASING. 

By  J.   W.   Fenner, 
W.  Bingham  Co.,  Cleveland. 

The  replacement  of  edged  tools  certainly 
gives  the  jobber  and  the  retailer  much 
trouble  and  annoyance.  As  a  general  thing, 
the  manufacturers  arc  liberal  in  their  treat- 
ment, and  the  same  policy  is  extended  through 
to  the  consumer.  Occasionally  some  manufac- 
turer has  a  reputation  for  good  goods  so  wejl 


established  that  he  can  be  more  independent 
and  the  burden  of  proof  then  falls  on  the 
customer.  Occasionally,  also,  some  association 
of  manufacturers  by  concerted  action  with- 
draws all  warrants  on  their  tools  other  than 
to  replace  tools  showing  defects  before  being 
used.  During  such  periods,  the  trade  is 
properly  warned  and  it  really  seems  as  if  the 
cases  where  the  dealer  has  to  replace  tools  on 
which  he  has  no  protection  is  more  than  off- 
set by  the  less  trouble  and  time  which  the  mat- 
ter as  a  whole  demands. 

Poor  grinding,  in  our  opinion;  is  not  the 
cause  of  much  difficulty.  It  is  the  man  who 
will  not  even  bother  to  grind  the  tool  that  ex- 
pects the  most  from  it.  Some  manufacturers 
furnish  printed  instructions  showing  the  flaws 
for  which  they  consider  themselves  liable. 
This,  of  course,  helps  especially  as  it  offers 
some  protection  to  the  dealer. 

For  some  years  it  has  been  our  custom  to 
have  the  buyer,  or  someone  familiar  with  the 
actual  making  of  the  fools  inspect  each  one 
that  has  been  returned  to  us,  and  we  endeavor 
as  far  as  possible  to  give  our  customers  such 
information  with  regard  to  the  nature  of  the 
alleged  defect  as  will  prevent  in  the  future 
acceptance  of  tools  for  which  neither  they  nor 
the  manufacturer  should  be  responsible.  This 
treatment,  we  think,  generally  pursued 
would,  in  time,  prevent  much  injustice. 

Most  annoying  is  the  case  of  a  man  who 
will  take  an  axe,  for  instance,  after  it  has 
shown  a  small  break  and  proceed  to  knock  the 
entire  bit  off  in  an  effort  to  prove  apparently 
that  he  has  strength  enough  to  break  it.  A 
demonstration  of  this  kind  is  hardly  con- 
vincingf  to  the  jobber,  who  is  often  ashan^ed 
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to  send  such  a  tool  back  tb  the  manufacturer 
for  replacement. 

On  the  whole,  the  number  of  tools  returned 
is  decreasing,  their  return  is  less  apt  to  cause 
any  unpleasantness  and  man/  of'  our  friends 
have  assured  us  that  they  would  be  quite  as 
well  pleased  if  there  was  no  warrant  or  guar- 
antee on  anything. 

A   MATTER   OF  PAST  RECORD. 

By   An    Eastern    Jobber. 

The  matter  of  replacing  tools  is  a  very 
broad  one.  Where  a  tool  has  been 
ground  or  attempted  to  be  made  over,  we  do 
not  replace  it.  Will  say  this,  however,  that 
in  each  individual  case  we  act  upon  the  cus- 
tomer's past  record.  If  he  is  a  good  customer 
and  not  a  proverbial  "replacer,"  we  usually 
give  him  the  benefit  of  the  doubt  and  cau- 
tion him  not  to  do  so  again. 

A  Booster's  Button 

There  is  a  so-called  "25,000  club,"  with 
headquarters  in  Billings,  Montana,  which 
seems  to  have  been  adopted  by  the  Billings 
Hardware  Company,  of  that  city.  The  club 
needs  a  motto  for  its  "boosters'  button,"  and 
the  Hardware  people  have  set  out  to  furnish 
it.  They  have  offered  four  cash  prizes  to  any 
one  who  supplies  the  best  phrase.  The  con- 
test is  open  to  all,  and  there  is  no  limit  to 
the  number  of  entries  one  person  may  make. 
The  only  restriction  placed  upon  the  con- 
testants is  that  all  communications  be  sealed 
and  signed  with  the  names  of  the  competi- 
tors. 

As  fast  as  received,  they  are  filed  away 
and  kept  for  the  time  when  the  executive  com- 
mittee of  the  "25,000  Club"  meets  for  the  pur- 
pose of  opening  them  and  deciding  on  the 
winner. 

A  Hardware  "Opening" 

The  WarnhoflF  &  McClees  Hardware  Store 
at  Wichita,  Kan.,  have  struck  upon  a 
novel  idea.  They  announced  a  special  spring 
"opening,"  which  ran  for  several  nights.  All 
the  town  and  surrounding  country  were  in- 
vited. 

One  thousand  articles  in  the  store  were 
tagged.  Every  person  who  entered  the  store 
during  the  hours  between  7  and  12  o'clock,  p. 
m.,  was  given  a  number,  and  instructed  to 
hunt  for  the  duplicate  number  in  the  store.  If 
he  found  his  number  on  an  article  in  the 
store,  it  was  given  to  him  with  the  compliments 
of  the  owners.  The  things  given  away 
ranged  from  a  25-cent  enamel  basting  spoon  to 
a  $36  double  oven  direct  action  gas  stove. 

One  hundred  and  fifty  prizes  were  drawn  on 
the  first  night,  among  them  being  a  $10  wash- 
ing machine,  a  $7.50  copper  nickel  plated  al- 
cohol tea  kettle;  several  $2.50  pearl  handled 
pocket  knives,  a  three-piece  carving  set,  and 
several  pieces  of  enamel  ware.  One  blushing 
maid  drew  a  cuspidor;  a  bashful  young  man 
received  a  folding  go-cart,  and  asked  that   it 


be  wrapped  securely  so  as  to  hide  its  identity; 
and  a  man  who  drew  an  empty  nail  keg,  was 
the  laughing  stock  of  many  persons. 

Warnhoff  &  McOees  have  never  lacked  ag- 
gressiveness in  the  prosecution  of  the  Hard- 
ware business ;  they  are  happily  located  in  new 
quarters,  which  are  elegant  and  well  appointed, 
and  contain  a  complete  line  of  shelf  and  heavy 
Hardware,  house  furnishing  goods,  and  sports- 
men's supplies. 

For  the  Coming  T^ar 

President  Eugene  Bissdl»  of  the  Hardware 
Club  of  New  York,  has  announced  the 
following  standing  committees  for  the  ensuing 
year:  Admission — Joseph  Gales,  chairman; 
Terence  F.  Curley,  Francis  B.  GrifHn,  Edward 
Stagg,  Richard  R.  Williams.  Finance— Will- 
iam Bishop,  chairman;  James  H.  Kennedy, 
J.  Leonard  Varick.  House — Edward  C.  Van 
Glahn,  chairman;  Henry  L.  Freeland,  George 
Henry  Sargent,  Arthur  G.  Sherman,  J. 
Leonard  Varick.  Librarjr — Thomas  F.  Keat- 
ing, chairman;  Alfred  D.  Clinch,  Edward  C 
Van  Glahn. 

A  Pushing  Hardware  House 

The  Bush-Phillips  Hardware  Co.,  of  Colum- 
bus, Ga.,  often  wakens  up  that  section  of 
the  country  in  a  lively  manner.  The  other 
day  it  made  a  grand  advertising  spread  over 
four  full  pages  of  a  Columbus  newspaper,  and 
it  is  said  that  none  of  the  clerks  had  any 
sleep  during  the  few  days  that  followed.  As 
this  is  but  one  of  similar  publicity  means  the 
company  has  recently  made,  it  must  be  the 
manager's   opinion   th'at  advertising   pays. 

Science  in  the  Store 

One  Indianapolis  retailer  of  Hardware  is 
alive  to  the  demands  of  the  times.  A  few 
days  ago  a  week's  course  of  lectures  in  the 
art  of  domestic  science  and  cookery  was  begun 
at  Lilly  &  Stalnaker's  Hardware  store,  by  Mrs. 
E.  E.  Wingfield  of  St.  Louis.  An  attractive 
menu  was  served.  One  demonstration  con- 
sisted of  various  kinds  of  baking;  demonstra- 
tions were  given  morning  and  afternoon. 

One  Time  Telling  Is  Hot  Sufficient 

A  man  in  business  must  make  himself  and 
his  merchandise  known  to  the  people. 
To  do  that  he  must  advertise;  he  must  keep 
his  name  and  the  kind  of  store  he  keeps  be- 
fore the  people.  They  need  to  be  told  how 
the  merchant  is  going  to  benefit  them.  Their 
interest  must  be  reached;  they  must  be  told 
how  their  wants  can  be  supplied  with  the  least 
expenditure  of  money.  One  time  telling  will 
not  suffice;  the  lessons  require  repeating. 


The  man   with   the  goods  must  first  know 
how  to  show  them. 


Opportunity  knocks  every  day,  but  we  go  to 
the  door  to  admit  it  about  once  in  a  lifetime. 
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Oppose  a  Taxiff  Commission 

Not  all  the  Hardware  and  iron  industries 
are  favorable  to  the  creation  of  a  per- 
manent tariff  commission — as  many  of  them 
are — may  be  discovered  in  the  two  opinions  ' 
that  follow.  Said  A.  F.  Huston,  president  of 
the  Liikens  Iron  &  Steel  Co.,  Coatesville,  Pa.: 
"We  should  be  strongly  opposed  to' a  perma- 
nent tariff 'commission.  No  one  would  know 
when  a  tariff  was  fixed,  as  it  would  be  liable 
to  change  at  any  day,  and  cause  general  busi- 
ness unsettlement.  It  is  bad  enough  to  have 
an  unsettlement  every  ten  years  or  so." 

John  H,  Eastwood,  of  the  Eastwood  Wire 
Mfg.  Co.,  Belleville;  JSf.  J.,  adds  his  opinion  as 
follows : 

"Our  opinion  as  to  whether  there,  should  be 
a  tariff  commission?  We' most  emphatically  re- 
ply in  the  negative.'  We  cannot  for  a  mbmeht 
entertain  an  idea  that  such  a  movement  wbiild  ^ 
be  satisfactory  to  the  business  interest  of  this 
country,  and  we  are  opposed  to  any  tinkering- 
whatever  with  the  tariff  as  it  now  stands. 
There  may  possibly  be  a  few  errors  which 
should  be  corrected,  but  once  you  start  in  to 
make  these  cprrections  and  the  deluge  will  • 
commence.  All  w^e  want 'is  for  Congress  to 
leave  alone  the  tariff  all  along  the  line,  and 
devote  their  attention  in  sonie  other  channels 
where  the  country  may  be  made  greater  and 
stronger,  and  not  into  a  tariff  controversy, 
which  would  be  disastrous  to  the  entire  busi- 
ness community  of  the  whole  United  States." 

Hot  a  Word  of  Instructiott 

Roland  R.  Dennis,  an  American  commercial^ 
representative  in  Tunis,  North  Africa, 
writes  as  follows  concerning  the  introduction 
of  American  Hardware :  "I  was  invited  to  wit- 
ness the  trial  of  a  new  American  implement 
that  had  been  ordered  out  by  some  enterpris- 
ing dealer,  hoping  to  develop  a  trade  in  it. 
The  tool  had  arrived  without  one  single  line 
of  instructions  as  to  setting  it  up  properly,  and 
later  I  learned  that  the  dealer  has  never  re- 
ceived a  word  of  directions  for  using  it.  I 
know  the  factory  where  the  tool  came  from, 
and  know  it  has  a  large  staff  of  typewriters 
and  a  splendid  organization  of  practical  men. 
Half  an  hour  spent  by  one  of  these  men  dic- 
tating hints  as  to  the  'don'ts*  and  the  *do's*  in 
working 'the  tool  would  have  been  invaluable 
to  their  would-be  good  customers  in  far-away 
Tunrs.-  The  dealers  in  question  understand 
English  very  well,  and  the  manufacturers 
would  therefore  have  had  no  need  to  translate 
the  hints  into  French.  It  is  just  this  kind  of 
thing  that  our  German  competitors  do  not  fail 
in,  and  that  makes  us  severely  and,  should  we 
not  add,  justly  crfticised  by  foreign  dealers, 
many  of  whom  are  most  anxious  to  make 
business  connections  with  us." 


Some  men  are  slow  and  sure- 
simply  slow. 


-most  of  them 


Proposed   Krearms    Ordfnance    for   New 
York 

At  a  recent  meeting  of  the  Board  of  Alder-  - 
■  men  of  the  City,  of  New  York  an  ordi- 
nance was  presented,  and  referred  to  a  cohi-  " 
mittee,  looking  to  a  more  stringent  oversight ' 
of  deadly  weapons.  The  reason  is  attributed  • 
to  the  present  lack  of  proper  laws  governing  ' 
the  sale  and  possession  of  revolvers,  dirks,  • 
pistols,  etc.  The  sponsor  of  this  ordinance 
believes  that  if  it  is  passed  it  will. prevent  the-' 
commission  of  crime  to  a  great  extent  by  com-  , 
pelling  wholesale  and  retail  dealers  to  exer- : 
cise  greater  care  in  their"  sale  and  also  to  • 
render  it  more  difficult  to  obtain  same.  It  is; 
proposed  to  charge  $5  per  annum  for  a  permit ' 
to  carry  concealed  weapons,  that  it  shall  be* 
unlawful  for  any  one  to  purchase,  borrow,  loan  • 
or  receive  any  revolver,  pistol,  etc.,  without 
having  a  license,  but  such  hcense  will  not  aii-^ 
thorize  the  carrying  of  same.  Any  one  wlio ' 
desires  to  take  out  a  license  for  selling  deadly.' 
Weapons  must  file  a  bond  of  $1,000,  with  twO  : 
sureties.  Any  One  selling,  loaning  or  giving  . 
a^Tiy  a' pistol  must,  within  twenty-four  hours,  - 
notify  the  superintendent  of  police,  giving  a 
full  description  of  the  ar-hi  and  also  of 'the  per- 
son, for  what  .purpose  the -gun  is  to  be  used,* 
etc.  The  dealer  is  also  required  to -keep  a' 
careful  record  of  all  sales  of  such  weapons.  A  . 
license  will  cost  50  cents.  •  .  •  ', 

A  Demonstration  Sale 

JM.   Davis   &   Sons,   Oakland,    Md.,   con- ; 
•      ducted  a  special  sale  from  March  9  to  20. 
It  was  well  advertised  in  the  local  newspaper  ' 
and  otherwise,  and  was  very  successful  in  at-  • 
tracting  a  large  number  of  people  to  the  store  ■ 
from   the   surrounding   country.     During   the 
sale  the  first  floor  of  their  building  was  occu- 
pied    by    demonstrators,     prominent    among 
whom  were'a  number  of  young  ladies  showing 
the    good    points    of    stoves    and    ranges,    by 
baking   small   shells  of  pastry   filled  with  ice 
cream  and  given  to  visitors.    Other  household 
articles   included  Dish   Washers,   "Universal" 
Coffee    Percolators,    ^'Asbestos"     Sad    Irons, 
"Ohio"   Steam  Cooker,  etc.     There  was  also 
shown  in  a  comprehensive  display  of  paints  a 
simple  method   of  graining  by  the  use  of  a 
rubber    grainer    and    *'Chi-Namel"    Varnishes 
and  Stains.     On  the  second  floor  a  "White" 
Gasolene  Engine  furnished  the  power  to  run- 
turn  shafts  made  of  fork  handles  and  belting 
made    from    sewing    machine    belts,    to    run 
Washing       Machines,       Clothes       Wringers, 
Chums,    Sewing    Machines    and    Ice    Cream 
Freezers,  as  well  as  the  family  cradle,  in  which- 
a  full  size  Teddy  Bear  was  rocked.    The  firm 
are  to  be  complimented  for  getting  up  such  a 
novel  display,  and  in  it  there  is  the  idea  for 
many    another    live    Hardware    concern    for 
attracting  trade. 

The  goods  that  are  good  help  to  make  tlie 
advertisement  good. 
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Has  Tried  the  FoUow-TTp  Plan 

The  follow-up  plan  described  in  the  April 
issue  by  the  Newbern  Hardware  Co.  is  a 
good  one.  I  only  have  a  small  business  here 
in  a  small  town,  and  have  no  chance  to  try 
some  of  the  plans  laid  out..  I  have  gained 
much  knowledge  from. your  Magazine. 

In  regard  to  the  follow-up  plan,  I  have 
been  using  this  plan  not  quite  so  extensively 
as  has  Mr.  Norvell.  I  have  only  a  small  busi- 
ness, but  by^  this  plan  I  have  been  able  to  sell 
from  6  to  30  buggies  each  year.  If  a  man 
comes  in  with  some  repairing,  I  will  ask :  "Are 
you  going  to  need  anything  in  the  line  of  a 
buggy,  carriage  or  harness  this  season  ?"  Some- 
times they  answer:  "I  may  later  on."  I  then 
find  out  as  nearly  as  possible  what  they  want, 
and  about  when  they  will  want  it.  I  make  a 
note  of  this  and  about  that  time  I  will  order 
the  job  or  make  up  the  harness  as  the  case 
may  be.  Then  if  I  should  not  see  the  party 
I  will. drop  him  a  personal  letter  to  call  and 
see  the  job,  or  ask  him  to  drop  in  and  see  me 
on  some  particular  business.  He  most  always 
comes  in;  then  he  sees  the  job  just  as  he  has 
given  his  opinion,  and  it  hardly  ever  fails  to 
suit.  When  this  is  done,  if  he  is  still  in  the 
notion  of  buying,  the  sale  is  about  two-thirds 
made.  Then  by  applying  the  proper  fireworks, 
as  Mr.  Norvell  says,  I  will  close  the  deal. 

I  know  this  plan  is  a  good  one,  or  I  could 
never  have  won  out  against  such  competition 
as  I  have.  My  competitor  here  has  a  large 
store  room,  and  the  first  thing,  when  I  went 
in  business  here,  three  years  ago,  he  put  in  a 
car  of  buggies  and  carriages  and  has  only  re- 
ceived about  three  jobs  since  that  time,  and 
still  has  some  of  the  first  ones  left. 

I  don't  suppose  my  plans  will  be  of  benefit 
to  many  or  be  worth  prmting,  but  I  will  say, 
if  my  brother  merchants  will  study  their  trade 
magazines  more  and  see -what  other  people 
are  doing,  they  will  reap  much  benefit.  Al- 
though I  am  not  in  the  Hardware  business 
now,  I  have  learned  much  from  the  Hardware 
Dealers'  Magazine. 

Oscar  F.  Downey. 

Follow-Up  Flan  Successfnl 

nphe  follow-up  plan,  as  outlined  in  the  April 
X  .  issue,  is  all  right.  It  makes  many  sales 
as  well  as  keeping  your  name  fresh  in  the 
minds  of  the  prospective  buyer.  We  send  in 
names  of  people  who  intend  to  paint,  or  people 
wanting  a  stove,  and  the  respective  manufac- 
turers pursue  the  method  given  in  the  April 
issue.  The  manufacturers  write  the  party, 
giving  our  name  as  the  agents  that  handle 
their  line.  We  know  of  many  sales  being  made 
from  these  letters. 

J.  Wright  &  Son. 

For  the  follow-up  system  in  my  business,  I 
have  used  something  quite  similar  to  that 
mentioned  on  page  844  of  the  April  issue.     I 


have  a  complete  mailiog  list  of  the  rural 
routes  in  this  county,  and  send  them  circulars 
several  times  during  the  year,  mentioning  the 
different  lines  that  I  handle.  I  keep  at  it  and 
find  it  a  good  way  to  advertise.  In  fact,  I 
think  it  better  than  newspaper  advertising,  al- 
though I  use  the  county  papers  to  advertise  in. 
Combining  the  two  makes  it  still  better.  I 
am  always  on  the  outlook  for  some  better 
way  of  advertising  or  something  that  will 
make  it  more  impressive  to  my  customers; 
therefore  I  always  look  forward  to  the  Hard- 
ware Dealers'  Magazine  for  new  pointers  in 
this  matter. 

E.  A.  Land. 

Keep  Not  Over  Two  Brands  in  Pocket 
Guflery 

In  the  sale  of  pocket  cutlery  it  is  our  experi- 
ence that  putting  the  best  goods  out  first 
yields  the  best  results.  We  keep  our  pocket 
cutlery  near  the  front  door  in  a  clean  plush- 
lined  case,  and  systematically  arranged  with 
the  higher-priced  goods  to  the  front  and  the 
cheaper  ones  to  the  rear  of  the  case.  When 
a  customer  steps  up  to  the  case  we  never  ask 
him  what  price  knife  he  would  like  to  look  at, 
but  at  once  hand  him,  say,  from  a  $1  to  $2 
knife  in  price  and  ask  his  opinion  of  it,  and 
often  a  sale  is  made  at  once.  Quite  a  number, 
of  course,  would  like  to  look  at  something 
cheaper  in  price  and  we  go  on  down  the  line. 

Quite  often  the  customer  will  land  on,  say,  a 
75-cent  or  $1  knife,  when  if  we  had  treated 
him  as  if  he  were  a  25-cent  man,  the  purchase 
he  would  have  made  would  not  have  been  more 
than  one-half*  the  amount  he  did  make,  or  the 
profits  to  us  the  same.  We  find  the  secret  of 
a  profitable  pocket  cutlery  business  is  to  have  a 
straight  line,  well  kept,  of  not  over  two  brands, 
that  we  have  confidence  in  ourselves,  and  then 
push  the  sale  of  the  higher-priced  goods. 

We  greatly  enjoy  reading  the  articles  from 
different  merchants  on  lines  like  this,  and  we 
request  all  the  clerks  in  the  store  to  read  them. 
We  use  in  all  our  advertising  matter  the 
phrase, 
"The  Old  Hardware  Store  on  the  Corner." 

Displaying  Cutlery 

The  plan  outlined  in  the  April  issue  about 
displaying  and  selling  Pocket  cutlery  is 
good,  and  I  think  would  be  a  good  plan  for  all 
Hardware  dealers  to  adopt.  I  use  a  regular 
cutlery  box  to  display  my  cutlery  and  have 
all  Knives  numbered  and  keep  my  duplicate 
cutlery  in  this  box,  but  the  plan  outlined  in  the 
April  issue  is  better  in  many  ways. 

E,  A.  Land. 


The  man  who  attends  to  his  own  business 
has  not  time  to  attend  to  the  business  of 
others. 
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A  New  Tork  Sporting  Goods  Store 

The  New  York  Sporting  Goods  Co.,  who 
now  occupy  four  floors  and  two  base- 
ments at  17  Warren  street,  New  York,  started 
in  1897  in  a  very  small  store.  The  first  day's 
sales  amounted  to  the  munificent  sum  of  2 
cents,  for  a  pair  of  trousers  guard,  which  a 
man  purchased  to  keep  the  snow  out  of  his 
shoe  tops.  President  P.  P.  Robinson  and  Sec- 
retary-Treasurer J.  E.  Murray  were  the  two 
employes,  together  with  *'Mike."  The  steady 
growth  of  the  business  brought  them  into  the 
jobbing  line,  and  this  department  is  now  the 
largest.  The  business  of  the  establishment 
comes  under  five  heads — Firearms,  Athletic 
Goods,  Fishing  Tackle,  Bicycles  and  Supplies 
and  Automobile  Accessories.  Each  department 
is  run  as  a  separate  store,  and  in  charge  of  a 


tunity  to  shoot  at  traps  and.  rifle  ranges.  The 
fishing  tackle  buyer  spends  his  spare  moments 
trying  to  decide  by  actual  experience  if  a  cer- 
tain bait  will  catch  more  fish  than  another 
kind.  The  business  has  attained  such  a  growth 
that  nearly  sixty  employes  are  on  the  payroll 
Most  of  the  business  is  done  with  the  dealer 
by  mail.  The  concern  issue  three  distinct  cat- 
alogues— Gun  and  Athletic  Goods.  Automobile 
Accessories  and  Bicycles  and  Supplies.  A  spe- 
cialty is  made  of  the  export  trade  and  corre- 
spondence is  carried  on  in  practically  all  for- 
eign languages. 

An  unique  feature  is  the  bi-monthly  inspec- 
tion of  the  business.  Two  officers  accompanied 
by  a  stenographer  start  in  at  the  top  floor  or 
sub-cellar  of  the  building,  and  look  into  every 
nook  and  corner.    Drawers  in  desks  arc  pulted 


Storting  Goods  Department  of  Nbw  York  Sorting  Goods  Co. 


buyer  or  manager,  who  is  expected  to  "make 
good."  Buyers  and  heads  of  stocks  are  re- 
quired not  only  to  familiarize  themselves  with 
the  methods  of  manufacture  and  value  of  the 
goods  they  buy,  but  to  actually  participate  in 
the  games  or  sports  for  which  their  goods  are 
used,  and  in  this  way  to  find  out  what  the  pub- 
lic wants  and  why.  The  camp  goods  salesmen 
are  encouraged  to  spend  their  vacations  in  the 
woods,  and  the  gun  man  is  given  an  oppor- 


out,  order  files  are  looked  over,  goods  removed 
from  shelves,  and  stenographic  notes  made, 
which  are  subsequently  embodied  in  a  report, 
the  manager  of  each  department  receiving 
same.  This  inspection  is  complete.  The  plan 
has  had  a  very  beneficial  effect  in  keeping  the 
store  and  stock  in  shape,  and  department  man- 
agers take  a  justifiable  pride  in  receiving  a 
complimentary  report  rather  than  one  of  com- 
plaint. 
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Neighborhood  Talk  About  Ton 

Arc  you  giving  as  much  attention  as  it  de- 
serves to  the  Neighborhood  Talk  about 
your  store?  Printed  matter  and  all  the  forms 
of  what  you  call  your  advertising  may  con- 
tinue forever  to  draw  people  in  to  make  first 
purchases.  But — it  is  what  they  finally  get  to 
saying  among  themselves  about  you  and  your 
store  that  will  fix  people  in  the  habit  of  trad- 
ing with  you. 

Could  you  put  time  to  better  use  than  in 
planning  how,  during  the  coming  season,  you 
could  get  more  and  better  Neighborhood  Talk 
about  you  and  your  store?  The  way  is  easy. 
AW  you  need  to  do  is  to  adapt  to  your  store 


more  than  it  advertises — which  thought  ex- 
pressed becomes  that  -  Neighborhood  Talk 
which  holds  old  and  gains  new  trade. 

Is  there  anything  too  difficult  about  this 
practice  for  you  to  follow  it? 

Profit  in  Proportion  to  Sales 

To  the  Editor: 

The  writer  was  very  much  interested  in  ar- 
ticle appearing  in  the  April  number  of 
the  Hardware  Dealers'  Magazine  under  the 
title  of  "Profit  in  Proportion  to  Sales." 

We  adopted  the  system  referred  to  in  June 
of  1907,  and  believe  that  results  more  than 
justify  additional  clerical  work,  and  do  not 
hesitate  to  advise  every  retailer   to  adopt  the 


Retail  Sales  Department  of  New  York  Sporting  Goods  Co. 


and  your  locality  the  practice  of  the  syndicate 
five  and  ten  cent  stores,  whose  owners  are 
pastmasters  in  creating  and  multiplying  Neigh- 
borhood Talk — which  practically  is  their  sole 
reliance  for"  advertising.  In  their  windows 
they  put  leaders — few  enough  and  each  start- 
ling enough  certainly  to  attract  the  attention 
of  passers-by  as  promises  of  the  marvelous 
values  to  be  found  within.  Entering,  the  cus- 
tomer finds  not  only  the  window  leaders,  but 
also  other  leaders — still  fewer  but  each  still 
more  startling  than  the  window  leaders. 

Thus  customers   are  immediately  impressed 
with   the   thought   that   the   store   gives   even 


system  at  once  in  addition  to  inspiring  intelli- 
gent co-operation  of  clerks  minimizing  the 
demands  for  special  concessions  in  prices  for 
friends.  It  is  a  great  satisfaction  for  the 
dealer  to  leave  his  business  knowing  what  de- 
partment is  paying  and  the  results  of  each 
day's  labor  and  effort. 

Charles  W.  Zum brook. 

She  Couldn't 

Maggie    (calling    upstairs) — The   gas    stove 
went  out,  mum. 

Mistress— Well— light  it! 

Maggie — It  went  out  through  the  roof,  mum. 
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Buns  His  Business  on  Cash  Basis 

To  the  Editor: 

I  am  glad  to  relate  my  experience  in  con- 
ducting a  cash  Hardware  business.  Previous 
to  Jan,  1,  1907,  we  did  an  extensive  credit 
business,  frequently  having  as  high  as  $6,000 
in  outstanding  accounts.  The  trade  here  had 
never  been  educated  to  pay  their  accounts 
promptly  and  it  was  a  difficult  matter .  even 
with  the  most  persistent  efforts,  to  keep  col- 
lections within  reasonable  limits. 

In   view   of  these   conditions,   I    decided   to 


the  conditions  to  them.  To  offset  these  I 
gained  new  customers  who  were  attracted 
by  the  advantages  of  the  cash  proposition. 
At  the  present  time,  with  very  few  excep- 
tions, the  offended  ones  are  back  doing  busi- 
ness with  me  again.  The  bulk  of  my  custom- 
ers are  farmers  who  depend  on  the  usual 
routine  of  crops  for  their  income.  There  may 
be  localities  and  conditions  where  this  system 
might  not  Se  successful,  but  it  works  here. 

I  would  not  advisj  a  retailer  to  attempt  to 
change  from  credit  to  cash  unless  he  makes 
up  his  mind  to  adhere  rigidly  to  his  plan.     If 
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change  to  the  cash  system,  and  sent  out  a 
circular  letter  to  my  cu.stomers  advising  them 
of  the  change  and  giving  my  reasons*  for  so 
doing.  I  do  not  Keep"  any  books.  All  small 
items  are  cash.  If  a  customer  wants  time  on 
a  range  or  a  bill  of  goods  I  take  his  note, 
drawing  interest,  if  I  know  him  to  be  respon- 
sible.    Otherwise  the  transaction  is  cash. 

My  business  for  1907  was  fully  as  good  as 
the  year  previous.  January  and  February, 
1998,  were  25  per  cent,  better  than  the  cor- 
responding months  for  HMJ7.  I  have  had  over 
fifteen  months'  experience  with  this  plan  of 
doing  business,  and  I  would  not  return  to  the 
credit  system  under  any  circumstances.  I 
sell  the  regular  Hardware  line  and  also  har- 
ness, blankets,  fur  coats  and  wire  fence. 
Some  customers  were  offended  at  being  re- 
fused  credit,   although    I    carefully   explained 


you  can't  refuse  a  man  credit  and  stick  to  it, 
don't  try  it.  The  advantages  of  this  system  . 
are  many.  It  eliminates  the  bookkeeping  and 
collection  expenses.  No  losses  from  bad  ac- 
counts. You  have  the  use  of  all  of  your  capi- 
tal. Your  entire  time  can  be  devoted  to 
furthering  the  best  interests  of  your  business. 
I  have  a  live  mailing  list  of  800  names  and 
send  out-  circulars  and  advertising  matt^jr 
every  thirty  to  sixty  days.  I  use  plenty  of 
space  in  our  local  paper.  The  "cash  system ' 
coupled  with  the  right  kind  of  advertising 
helps  to  solve  the  catalogue  house  problem. 
I  have  nearly  succeeded  in  driving  their  stove 
business  out  of  this  section.  Possibly  the 
"cash  proposition"  may  not  appeal  to  all  re- 
tailers, but  I  am  willing  to  confess  that  I  am 
mighty  enthusiastic  about  it. 

J.  B.  Haqaman. 
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blank  in  the  center.     I  stamp  my  cardboard  curtain,  however,  was  only  up  before  the  win- 
sheets,  then  cut  them  out.   All  price  tags  are  dow  about  nine  hours.    The  photo  does  not  do 
the  same,  and  the  price  inserted  with  pencil,  the   window   justice  at  all.     Combination   of 
brush  and  paint  when  needed.    When  red  is  colors,   classification  of   goods    and   arrange- 
the  background,  use  white  price  marks.    Each  ments  should  be  seen  to  be  fully  appreciated. 


"Star"  Design  Display  of  "Diamond  Edge"  Tools  by  Max  J.  Elliott. 

little  tag  carries  a  bit  of  advertisement  with  it.  A  "Star"  design  display  was  arranged  in  a 

The  window  was  designed  by  and  put  up  by  window.      As    background    I    used    a    heavy 

Max  J.  Elliott,  our  Hardwareman,  and  proved  black  curtain  draped  from  poles  in  ceiling  and 

unusually  attractive,  and  pushed  the  sales  up,  reaching  to  the  floor  and  swinging  very  full; 

too.    The  expense  of  this  window  was  $47  and  the  stars,  which  are  made  of  half-inch  lumber, 

required  eight  days'  work  dressing  same.   The  are  covered  with  a  cream-colored  canton  flan- 
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nel,  with  a  border  of  cotton  rope,  which  is 
heavily  bronzed,  the  goods  being  displayed  on 
the  star,  with  red  cardboard  stars  for  price 
marks.  The  stars  are  suspended  from  the 
ceiling  with  thin  black  wire,  llie  small  stars 
shown  in  the  background  are  made  of  bright 
tin,  with  pin  soldered  on  back  in  order  to 
stick  in  black  curtain,  the  brightness  of  the 
tin  grving  good  effect.  The  arrangement  of 
the  floor  does  not  show  in  picture  to  good  ad- 
vantage; the  same  6-inch  bevel  false  floor  is 
used  in  this  window  as  in  the  "Diamond 
Edge"  window,  and  is  covered  with  black  with 
large  white  star  laid  in  cehtcr^of  the  floor,  on 
which  planes  are  displayed.  For  border  on  the  . 
bevel  next  to  glass  I  made  white  stars  of  can- 
ton flannel  and  sewed  same  to  the  cloth.  The 
stars  on  which  auger  bits,  drill  bits,  etc.,  are 
displayed  on  stands  5  inches  in  height^  with 
the  star  points  clearing  the  floor  2  inches.  The 
upper  right-hand  comer  of  the  picture  presents 
a  bad  appearance;  this  is  due,  however,  to  the 
star  and  crescent  (which  doesn't  show  plainly) 
that  are  put  on  brackets  in  tjie  comer  posts 
of  the  window,  on  which  pocket  knives  are 
displayed,  and  point  inward.  The  unique  fea- 
ture of  this  window  is  that  behind  the  curtain 
is  another  design,  which  will  render  a  complete 
change  of  the  window  in  about  one  hour.  The 
bnly  changmg  to  be  done  is  the  floor,  whicji 
doesn't  take  very  much  time.  The  combination 
of  the  white  and  black  cloth,  with  the  golden 
rope  for  borders  and  red  cardboard  stars  for 
price  marks,  makes  not  only  a  pretty  window, 
but  very  effective.  These  are  all  time  expo- 
sure photographs  and  the  shadow  gives  a  very 
dark  appearance  and  by  no  means  shows  the 
beauty  and  effectiveness  of  the  window. 

The  company  have  a  very  attractive  window 
display  arranged  as  we  go  to  press.  The  de- 
scription follows : 

On  looking  at  the  photo,  one  would  imagine 
the  display  to  be  quite  small  and  very  much 
I  out  of  proportion,  but  such  is  not  the  case; 
this  is  due  to  position  in  which  the  camera  is' 
compelled  to  be  placed  in  order  to  get  the 
photograph  at  all.  The  depth  of  the  window 
doesn't  show  to  any  advantage.  The  result  is 
the  picture  doesn't  do  justice  to  the  beauty  and 
attractiveness  of  this  window.  The  back  or 
false  wall  is  made  of  half-inch  dressed  lumber 
and  in  sections,  with  a  close  fitting  door,  the 
center  of  which  you  notice  in  the  small  center 
circle.  The  door  opens  into  the  window  in 
lower  left-hand  corner.  For  a  background  I 
used  a  bright  red  canton  flannel,  which  is  black 
in  the  picture,  of  course.  The  circle  and 
strips  are  covered  with  white  of  the  same  ma- 
terial. For  borders  I  used  a  black  1-inch  silk 
sofa  pillow  cord,  which  does  not  show  at  all 
in  the  photo.  For  price  marks  I  used  red 
cardboard,  on  white  surface,  and  white  card- 
board on  the  red.  The  colors  of  red,  white 
and  black  all  work  in  harmony  and  appeal 
very  strongly  to  the  eye.    The  floor  is  covered 


in  red  with  edges  of  black  and  white  cord, 
with  planes  and  light  goods  displayed  thereon. 
The  overhead  piece  on  which  bits  are  displayed 
extends  out  just  4  inches  from  the  back,  giv- 
ing good  effect.  The  largest  circles  in  the 
back  are  30  inches  in  diameter  with  strips  oi 
6  inches  in  width  in  between  on  which  screw 
drivers  arc  displayed.  The  small  circle  in  the 
center  measures  22  inches  in  diameter;  the 
side  of  the  window,  which  is  the  same  pattern, 
but  being  narrower,  the  circle  on  which  trowels 
and  pliers  are  displayed,  are  somewliat  small- 
er, only  24  inches  in  diameter,  while  the  cen- 
ter circle  is  the  same  as  in  back  of  window. 
All  these  circles  are  made  separate,  dressed 
and  put  up  in  sections;  by  this  means  the  dis- 
play is  more  uniform  and  also  enables,  one  to 
handle  the  heavy  boards  rapidly  at^d^hot  so 
much  hard  work.  The  total  expense  of  tiiis 
display  was  $25,  and  required  five  days  to 
make,  dress  and  put  up.  The  curtain  was  be- 
fore the  window,  however,  eight  hours,  ren- 
dering a  complete  change.  The  unique  feature 
of  this  is  that  I  have  another  design  dressed 
on  the  wall  behind  this  false  wall,  and  with 
the  change  of  floor  I  can  make  a  complete 
change  from  this  to  a  complete  window  in 
about  one  hour. 

I  consider  this  one  of  the  best  "sellers"  I 
have  ever  put  up.  It  is  not  always  the  elabo- 
rate window  that  sells  the  most  goods;  but  I 
find  this  is  one  that  sells  the  goods  direct,  far 
more  than  the  star  design,  and  is  equally  as 
attractive. 

I  will  be  glad  to  hear  from  any  one  desiring 
any  information  in  regard  to  this  or  other 
Hardware  windows,  who  would  care  to  have 
the  benefit  of  my  four  years'  study  and  experi- 
ence along  this  line.  Max  J.  ELLioT*r. 

Washington  Birthday  Sale 

Gray  &  Dudley  Hardware  Co.,  Nashville, 
Tenn.,  in  order  to  increase  the  sales  on 
their  line  of  "Washington"  branded  goods, 
which  comprise  numerous  items,  have  a 
"Washington  Sale"  for  the  month  of  Febru- 
ary. The  company  start  about  Dec.  1  to  pre- 
pare their  traveling  salesmen  by  injecting 
broken  doses  of  enthusiasm  and  increasing  the 
dose  as  the  time  draws  nigh.  Incentives  arc 
offered  to  the  salesmen  and  to  the  merchants. 
Salesmen  are  divided  into  two  classes — sales- 
men who  work  the  larger  towns  and  those 
who  work  the  smaller  towns  and  the  country 
trade.  The  first  and  second  salesmen,  with 
the  six  next  ranking  salesmen,  constitute  the 
Washington  Honor  Roll.  The  leader  in  each 
class  is  known  as  Mr.  George  Washington 
Breast  and  Mr.  George  Washington  Shannon 
(leaders  in  the  last  February  Sale)  for  one 
year,  when  they  will  have  to  regain  the  title 
by  the  largest  February  sales.  Quite  a  rivalry 
exists  for  the  coveted  honors. 


Seek  only  the  approval  of  those  above  you  in 
authority  and  you  will  win  success. 
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THEORY  AND  PRACTICE  OF  ADVERTISING 

Importance  of  Securing  and  Properly  Distributing 
Manufacturers'  Advertising  Matter — Hardware  Busi- 
ness Needs  Large  Clientele — How  to  Compile  a  Mail- 
ing List  and  How  to  Get  Best  Results. 

By  O.  A.  Keysek^  Manager  Sales  and  Advertising,  The  Dover  Manufacturing  Co. 


Very  often  the  easiest  and  simplest  way  of 
doing  a  thing  is  the  most  successful.  An 
inexperienced  person  is  very  apt  to  imagine 
that  a  piece  of  work  requires  great  skill  and 
effort  and  therefore  tries  to  find  a  hard  way 
to  do  it.  Failure  can  often  be  traced  to  a 
sort  of  nervous  tendency  to  overlook  the  sim- 
ple methods  of  accomplishing  results. 

There  are  simple  methods  of  advertising 
within  the  capability  of  every  reasonable  and 
wid«-awake  dealer.  For  a  person  who  has 
ordinary  comipand  of  language,  the  prepara- 
tion of  a  newspaper  advertisement  or  a  poster 
is  not  a  trying  task.  In  ad.  writing,  the 
simple  and  straight-for-the-mark  method  is 
preferable,  and  demands  on  the  part  of  the 
writer  nothing  more  ingenious  than  a  definite 
idea  and  words  to  express  the  idea  clearly. 
Too  many  advertisements  have  the  appear- 
ance of  forced  cleverness,  a  style  which  dis- 
tracts the  mind  of  the  reader  from  the 
thought 

But,  even  if  a  dealer  does  not  feel  equal  to 
preparing  an  original  advertisement,  there  are 
avenues  of  profitable  publicity  which  require 
still  less  ingenuity,  and  it  may  easily  happen 
that  the  very  simplest  plan  will  prove  most 
fruitful.  While  these  elementary  methods  of 
advertising  afford  the  beginner  a  chance  to 
stimulate  trade,  they  are  just  as  profitable  for 
the  ejcperienced  advertiser  and  should  not  be 
neglected. 

manufacturers'  literature. 

Dealers  have  no  difficulty  in  securing  sell- 
ing helps  for  any  "specialty"  line  from  manu- 
facturers. Booklets,  catalogues,  leaflets,  "fly- 
ers," and  mailing  cards  are  cheerfully  fur- 
nished at  no  cost  to  the  merchant,  and  they 
have  a  decided  influence  on  sales  when  placed 
in  the  hands  of  persons  who  are  likely  to  be 
interested  in  the  articks  described.  It  is  a 
lamentable  fact  that  many  dealers  are  careless 
about  appropriating  these  helps. 

The  manufacturer  and  retailer  have  exactly 
the  same  interest  in  creating  and  supplying 
demand  for  the  manufacturer's  product.  The 
fact  is  that  the  retailer's  profit  on  a  single 
sale  is  much  greater  than  the  manufacturer's 
profit. 

Manufacturers  realize  that  a  large  part  of 
the  advertising  matter  furnished  to  the  trade 
is  wasted,  and  yet  they  find  that  it  pays  to 
keep  on  sending  out  these  selling  helps  be- 
cause the  part  that  is  used  produces  big  re- 
sults.   This  proves  that  dealers  who  make  use 


of  printed  matter  of  this  sort  sell  enough  more 
specialties  to  offset  the  cost  of  that  which 
other  dealers  throw  away.  If  you  have  been 
in  the  habit  of  discarding  the  circular  matter 
which  you  receive  from  manufacturers  whose 
products  you  sell,  just  remember  that  others 
are  making  up  the  loss  by  using  this  literature 
to  sell  goods. 

Business — ^particularly  new  business — does 
not  come  of  its  own  accord  to  those  who  are 
capable  of  taking  care  of  it.  You  have  to  be 
more  than  merely  "there  with  the  goods." 
When  you  destroy  a  bunch  of  circulars  which 
you  might  use  to  bring  some  article  in  your 
store  to  the  attention  of  possible  purchasers, 
you  throw  away  a  chance  to  go  beyond  your 
present  selling  limits  to  secure  additional 
business. 

Commercial  publicity  is  the  obtruding  of 
business  affairs  on  the  general  public  There 
is  so  much  to  occupy  the  people's  minds  that 
they  are  not  apt  to  give  your  business  a 
thought  except  when  articles  of  ordinary  use 
are  needed.  Under  such  circumstances,  your 
chances  to  sell  specialties  or  to  have  new  cus- 
tomers visit  your  store  are  rather  slim,  unless 
you  do  something  to  attract  attention.  The 
present  day  struggle  for  business  demands  that 
you  reach  out  and  touch  the  consciousness  of 
all  persons  who  may  be  influenced  to  give  you 
their  trade. 

What  more  effective  method  can  you  find 
of  turning  the  attention  of  the  buying  public 
to  different  articles  which  you  have  for  sale 
than  to  send  out  attractive  and  convincing 
printed  matter?  Such  advertising  has  a  good 
chance  of  being  noticed  if  it  reaches  the  per- 
son for  whom  it  is  intended  under  favorable 
circumstances.  A  booklet  or  circular  describ- 
ing some  useful  article,  which  presents  new 
features,  creates  a  distinct  impression  on  the 
mind.  A  particular  suggestion  is  more  apt 
to  be  remembered  and  acted  upon  than  a 
general  statement.  Such  a  specific  advertise- 
ment produces  a  definite  purpose  on  the  part 
of  tie  reader  to  call  at  the  store  where  the 
specialty  is  handled,  so  that,  even  if  no  sale 
of  the  article  which  attracted  the  visitor's 
attention  is  made,  there  is  still  a  chance  of 
selling  something  else.  Specialty  advertising 
gets  people  into  the  store,  and  that  livens  up 
business. 

Right  here  let  us  say  that  the  benefit  de- 
rived from  distributing  manufacturers'  selling 
helps  depends  a  great  deal  upon  the  style  and 
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argument  of  the  literature.  A  merchant 
makes  a  mistake  when  he  uses  anything  which 
is  not  "good  stuff."  It  is  better  to  throw  away 
poorly  gotten,  up  booklets  than  to  send  out 
anything  over  your  imprint  which  is  dull  and  . 
tiresome  so  that  it  will  have  a  nauseating 
effect  upon  the  reader.  It  might  be  added 
that  a  dealer  is  not  called  upon  to  distribute 
circular  matter  when  he  can  see  no  possibility 
of  thereby  increasing  the  volume  of  his  sales, 
or  in  some  way  building  up  his  business  either 
in  earnings  or  gocd-will. 

As  a  correlative  of  the  statement  regard- 
ing the  undesirability  of  sponsoring  poor  ad- 
vertising matter,  let  us  emphasize  the  fact 
that  well-written  booklets  or  circulars  sent 
out  over  your  imprint  will  reflect  credit  upon 
you  and  your  business.  People  will  associate 
with  your  store  the  favorable  impression  re- 
ceived by  reading  the  booklet.  People  will 
form  a  favorable  opinion  of  your  business 
through  well-written  and  artistically  printed 
trade  literature  which  you  send  oiit,  even 
though  you  have  nothing  to.  do  with  its  prepa- 
ration. 

Do  not  be  afraid  to  ask  manufacturers  for 
what  you  think  will  prove  good  advertising 
matter.  Remember  that  the  best  booklets  and 
circulars  arc  not  forced  on  the  trade  promiscu- 
ously, but  a  dealer  who  really  cares  to  make 
use  of  such  helps  can  have  the  best.  It  is  a 
good  plan  to  write  to  a  manufacturer  for 
samples  of  different  pieces  of  printed  matter, 
so  that  you  can  take  your  choice  of  booklets 
and  circulars  and  keep  a  supply  of  effective 
advertising  matter  on  hand  .without  investing 
more  than  a  few  cents  for  postage. 

You  may  be  objecting  that  all  such  adver- 
tising literature  is  intended  to  increase  the 
sale  of  special  lines,  while  you  depend  for  the 
volume  of  your  business  on  your  general 
sales.  You  have  not  the  time  to  drive  away 
at  any  one  article  because  your  possible  profits 
from  that  one  article  will  amount  to  only  a 
bagatelle  of  your  whole  earnings.  You  believe 
in  handling  specialties,  but  you  do  not  want 
to  give  them  undue  attention.  Improved  tools 
and  implements,  household  utensils  with  new 
features,  all  lines  which  represent  the  active 
progress  of  the  day,  are  put  in  the  same  cate- 
gory with  staples.  Modern  commodities,  de- 
pending for  their  sale  on  the  exploitation  of 
special  features,  are  given  no  distinctive 
prominence  in  your  store,  and  your  clerks 
worry  for  fear  of  talking  their  lungs  loose 
to  make  these  "new  fangled"  goods  move. 

Staples  will  sell  themselves.  If  you  get 
people  into  the  habit  of  coming  to  your  store 
and  treat  them  right,  you  need  not  worry 
about  their  purchasing  commodities  which 
have  come  to  be  necessities  in  this  age.  When 
you  particularize  your  publicity,  you  do  your 
business  just  as  much  good  in  a  general  way 
and,  at  the  same  time,  you  make  extra  sales. 

A  great  deal  is  said  in  the  advertising  world 


about  the  "bull's-eye  method."  The  idea  is 
that  the  reader's  attention  must  be  concen- 
trated on  some  particular  object  so  that  the 
impression  will  be  definite. .  Why  not  use 
some  specialty  as  the  bull's-eye  of  your  pub- 
licity? Just  as  the  bull's-eye  of  the  target 
acts  as  a  sight- focus  for  the  whole  target,  so 
the  advertising  bull's-eye  draws  attention  to 
the  whole  store. 

DISTRIBUTION    OF    CIRCULAR    MATTER. 

The  most  important  feature  of  the  question 
of  using  manufacturer's  circular  matter  is 
distribution.  The  effectiveness  of  a  booklet 
depends  upon  its  being  read  by  some  person 
who  can  be  persuaded  to  buy  the  article  de- 
scribed. There  is  a  tremendous  waste  due 
to  carelessness  in  circulating  advertising 
matter. 

A  very  easy  and  simple  way  to  get  rid  of 
manufacturer's  literature  is  to  leave  it  lying 
around  on  your  counters.  Visitors  may  pick 
up  a  booklet  and  glance  at  it  while  wailing, 
or  even  carry  it  home,  but  the  chances  are 
that  half  the  pile  will  be  blown  or  thrown  on 
the  floor  and  swept  out.  The  writer  not  long 
ago  found  at  least  seventy-five  out  of  a  hun- 
dred booklets  which  had  been  furnished  a 
certain  dealer  three  months  before  lying  on  a 
counter  covered  with  dust.  Those  hundrel 
booklets  placed  in  the  hands  of  likely  pur- 
chasers would  certainly  have  resulted  in  ten 
sales,  but  lying  around  in  such  condition  they 
were  worse  than  wasted.  A  retailer  cannoi 
feel  that  he  has  done  his  share  of  the  trade 
winning  when  he  does  not  try  harder  than 
this  to  place  selling  helps  where  they  will 
secure  the  attention  of  possible  buyers. 

It  is  a  great  deal  better  to  wrap  such  litera- 
ture in  packages,  because  people  are  more 
apt  to  have  time  to  peruse  a  booklet  or 
pamphlet  after  the  shopping  is  done.  ,  You 
score  a  strong  point  by  getting  the  advertis- 
ing matter  inside  the  home.  The  deficiency 
in  this  method  is  that  it  fails  to  reach  out 
beyond  the  present  limits  of  the  business. 
The  thing  to  strive  for  is  to  make  this  cir- 
cular matter  bring  new  people  into  your  store. 

HARDWARE  BUSINESS   SHOULD  BE  EXTENSIVE- 

Every  business  man  finds  it  necessary  to 
come  into  contact  with  as  many  people  as  pos- 
sible. A  Hardware  merchant,  especially,  needs 
a  large  clientele  because  he  deals  in  articles 
which  last  a  long  time.  A  few  dozen  fami- 
lies who  are  regular  patrons  cannot  support  a 
Hardware  store  as  they  can  a  grocery.  Slow 
consumption  in  the  Hardware  lines  must  be 
counteracted  by  wide  patronage.  Some  busi- 
ness is  intensive,  while  other  business  is  ex- 
tensive. Hardware  merchandising  belongs  to 
the  latter  class. 

When  some  retail  merchants  realize  that 
they  need  to  draw  new  custom,  they  begin  to 
shave  down  prices,  and  such  a  morement  often 
leads  to  more  loss  than  gain.  Price  redaction 
should  be  the  last  resort  of  advertising,  while 


Digitized  by 


Google 


May,  1908. 


THEORY  AND  PRACTICE  OF  ADVERTtSWG. 


t02l 


quality  and  specialties  cannot  be  emphasized 
too  strongly.  Let  a  dealer  who  is  "hard  up" 
for  patronage  push  several  practical  special 
lines  as  an  incentive  for  new  buyers  to  visit 
his  store. 

Another  way  to  secure  extra  business  is  by 
making  your  regular  customers  heavier  pur- 
chasers by  telling  them  about  all  the  latest 
improvements.  New  commodities  which  offer 
manifest  advantages  over  your  customers' 
present  equipment  will  open  the  way  for,  addi- 
tional sales.  New  things  for  the  farm  and 
kitchen  constantly  are  being  placed  on  the 
market,  and  a  far-sighted  stock  buyer  can 
often  put  in  a  line  which  will  enable  him  to 
turn  over  a  few  extra  dollars  as  a  profit. 

Let  us  take  a  concrete  case.  Just  suppose 
that  the  Smith  family  are  regular  customers 
of  yours.  Two  years  ago,  when  these  people 
started  housekeeping,  they  came  to  your  store 
and  bought  a  big  order  comprising  stoves, 
cooking  utensils,  cutlery,  laundry  accoutre- 
ments, a  lawn  mower  and  what  not.  Since 
that  time  the  number  of  their  Hardware  pur- 
chases could  be  counted  on  your  fingers,  and 
your  profits  from  the  trade  of  this  family 
would  hardly  feed  the  cat.  Now,  if  you  can 
get  hold  of  some  article  which  will  help  Mrs. 
Smith  in  her  housework  or  something  that 
Mr.  Smith  can  use,  you  may  be  able  to  make 
a  sale  in  the  family  provided  you  get  them 
interested. 

Do  not  wait  until  one  of  the  Smiths  visits 
your  store  before  you  tackle  them  about  that 
new  washer,  or  bread  mixer,  but  send  them  a 
booklet  describing  the  improved  method  and 
induce  them  to  make  a  special  call.  Every 
time  you  secure  a  specialty  which  you  think 
can  be  made  to  produce  extra  trade,  ask  for 
some  good  advertising  matter  which  you  can 
get  before  people  who  have  little  occasion  to 
come  into  your  store  and  who  therefore  sel- 
dom have  their  wants  in  your  line  stimulated 
by  looking  over  your  stock. 

DESIRABILITY     OF    A     MAILING     LIST. 

Having  decided  that  it  is  essential  to  reach 
the  public  at  large  with  manufacturers*  busi- 
ness-getting literature,  we  want  to  consider 
the  most  effective  methods  of  distribution. 

First  there  is  the  mailing  list.  We  know 
of  no  more  valuable  asset  to  a  retail  Hard- 
ware store  than  an  accurate,  down-to-date 
mailing  list.  Other  conditions  being  favor- 
able, a  properly  used  list  of  names  comprising 
the  good  customers  of  the  community  will 
constitute  a  source  of  steady  patronage. 

The  number  of  names  necessary  for  a  good 
list  depends  upon  the  community.  For  a 
town  of  ten  thousand  or  fewer  inhabitants, 
we  would  not  recommend  more  than  one 
thousand  names,  while  five  hundred  well- 
selected  names  are  more  to  be  desired  than 
a  thousand  taken  at  random. 

"How  would  you  go  about  securing  a  mail- 
ing list?"  is  a  question  asked  by  many  dealers. 


There  are  a  number  of  methods,  and  by  com- 
bining these  different  methods  a  complete  and 
accurate  list  may  be  acquired.  A  good  deal 
depends  upon  the  size  of  the  town  and  the 
acquaintance  of  the  dealer,  but  a  good  list  is 
not  acquired  in  a  day  under  the  most  favorable 
circumstances. 

Fairly  good  lists  sometimes  may  be  pur- 
chased from  persons  who  make  a  business  of 
compiling  lists.  A  dealer  is  sure  to  hear  about 
lists-for-sale  if  any  such  exist  in  his  town. 
There  are  certain  people  in  every  community 
who  can  furnish  the  names  and  valuable  in- 
formation regarding  the  residents  of  the  com- 
munity. Such,  for  instance,  are  the  county 
clerk,  the  census  taker,  and  the  tax  assessor, 
who  might  be  prevailed  upon  to  furnish  lists 
suitable  for  a  retail  merchant's  mailing  pur- 
poses. 

Postoffice  clerks  have  access  to  names  and 
they  can  furnish  valuable  information  as  to 
families  which  buy  from  catalogue  houses. 
Some  employe  in  the  postoffice  would  possibly 
be  willing  to  compile  a  list  of  persons  receiv-  ' 
ing  mail  with  a  check  mark  to  indicate  cata- 
logue house  patrons.  This  mark  would  open 
a  line  of  argument  which  might  be  the  means 
of  holding  local  trade  for  the  local  store. 
Rural  mail  carriers  can  furnish  the  names  of 
people  on '  their  respective  routes  and  at  the 
same  time  put  a  dealer  "next"  to  much  use- 
ful information  regarding  their  buying  quali- 
ties. If  the  mail  carrier  is  not  favorable  to 
this  plan,  some  other  person  can  secure  these 
names  and  "size  up"  the  "prospects"  by  a 
drive  over  the  rural  routes. 

Valuable  lists  may  be  secured  from  the  pay- 
rolls of  factories  and  mills.  Workmen  are 
usually  good  buyers  and  they  are  likely  to  read 
•any  attractive  advertising  literature.  The 
names  of  railroad  men,  school  teachers,  and 
other  employed  persons  may  be  obtained  in 
the  same  way,  while  labor  union  membership 
rolls,  as  well  as  rolls  of  other  organizations, 
afford  practical  lists. 

The  best  way  of  all  to  acquire  an  accurate 
mailing  list  with  points  of  interest  on  each 
person  represented  is  to  make  a  special  can- 
vass. While  it  might  not  do  for  a  dealer 
himself  to  go  about  from  house  to  house  with 
the  express  aim  of  securing  names  for  circu- 
larizing, still  a  dealer  could  send  somebody 
else,  with  a  side  issue  as  an  excuse,  to  obtain 
this  information.  Have  one  of  your  clerks, 
or  some  person  outside  of  your  business,  make 
a  house-to-house  canvass  of  the  town  and 
rural  community  with  the  manifest  object  of 
selling  some  article,  or,  better  still,  of  taking 
orders  for  some  good  household  specialty  in 
favor  of  your  store.  In  this  way  a  good  many 
people  would  be  induced  to  call  at  the  store. 

Such  a  store  canvasser  would  gather  a 
priceless  fund  of  facts  concerning  several  hun- 
dred people  who  might  be  induced  to  bring 
their  trade  to  your  store.     Your  advertising  ^ 
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could  be  directed  intelligently  to  a  list  of  pros- 
pects after  your  agent  had  talked  with  them. 
No  dealer  who  possessed  such  a  mailing  list 
would  find  it  so  hard  to  work  up  a  sale  on  a 
specialty.  Every  new  article  of  merit  would 
be  a  welcome  chance  for  such  a  dealer  to 
develop  new  sales  and  enjoy  additional  profits. 
With  the  trade  in  general  thus  organized  to 
introduce  modem  devices,  it  would  be  unnec- 
essary for  specialty  makers  to  spend  thousands 
of  dollars  to  advertise  direct  to  the  consumer, 
because  the  trade  would  be  capable  of  doing 
its  legitimate  share  of  merchandising— create 
demand  as  well  as  supply  it.  Mail  order 
spectres  would  lose  their  frightsomeness  under 
such  an  economic  arrangement  and  retailers 
would  control  the  channels  of  distribution. 

The  names  on  your  account  books  make  a 
fairly  good  advertising  list.  When  you  send 
out  statements,  you  have  a  chance  to  reach 
regular  customers  with  circulars  and  leaflets 
at  no  extra  expense  for  postage.  Such  a 
list,  however,  is  limited  to  names  of  persons 
whom  you  have  already  sold,  and  while  it  is 
effectivje  for  concentrative  advertising,  it  does 
not  extend  the  scope  of  your  publicity. 

A  list  should  be  alive  in  the  sense  that  it  is 
constantly  changing  in  personnel.  If  it  is 
originally  composed  of  names  of  persons  with 
whom  you  have  no  acquaintance,  it  is  a  good 
idea  to  check  the  list  frequently  to  determine 
what  results  arc  obtained  and  which  names 
are  fruitful  of  business.  After  having  sent 
out  six  to  ten  pieces  of  advertising  matter, 
you  can  drop  the  names  which  have  not  re- 
sponded; perhaps  not  drop  such  names  com- 
pletely, but  mark  them  "unfruitful"  and  keep 
the  others  in  a  "preferred  list." 

A  mailing  list  more  than  doubles  in  value 
by  being  classified  according  to  the  purchas- 
ing abilities  and  tastes  of  the  persons  repre- 
sented. To  do  this  your  stock  should  be 
classified  thus:  men's  personal  articles, 
women's  personal  articles,  kitchen  utensils, 
laundry  articles,  home  furnishings,  farm  im- 
plements, mechanical  supplies.  Now  let  some 
letter  stand  for  each  of  these  classes  of  com- 
modities so  that  by  placing  several  letters 
after  each  name  on  your  list,  you  can  tell, 
when  you  are  sending  out  a  special  booklet  or 
any  special  advertising,  which  names  should 
be  addressed. 

Some  such  method  of  aiming  special  adver- 
tising literature  directly  at  prospective  pur- 
chasers results  in  a  reduction  of  the  cost  of 
each  sale.  The  postage  item  is  cut  down  a 
great  deal  and  waste  of  printed  matter  is 
largely  eliminated  in  this  way. 

How  much  wasted  ammunition  there  is  in 
advertising!  It  is  said  that  in  a  battle  about 
one  shot  in  a  thousand  takes  effect.  A  great 
deal  of  circularizing  is  just  about  as  effective 
because,  as  with  soldiers  under  fire,  the  shoot- 
ing is  at  random. 

Try  to  become  acquainted  with  the  needs 


and  tastes  of  your  customers  and  prospective 
customers.  If  you  cannot  remember  each  one 
and  his  buying  habits,  keep  a  written  record 
of  these  things. 

THE   CARD  INDEX   SYSTEM. 

A  card  system  is  an  excellent  help  in  doing 
effective  advertising.  Each  person  who  re- 
sponds to  any  advertisement  should  be  ques- 
tioned in  such  a  way  as  to  furnish  data  re- 
garding his  or  her  purchasing  peculiarities,  to 
be  entered  on  a  card.  One  side  of  the  card 
might  be  used  as  a  credit  ledger,  but  even  if 
the  card  system  does  no  more  than  help  you 
to  know  your  trade,  it  will  be  well  worth 
while. 

A  carefully  classified  mailing  list  or  a  card 
system  will  enable  you  to  concentrate  special 
advertising  matter  on  the  most  likely  pros- 
pects. In  a  list  of  five  hundred  names  there 
may  be  only  two  hundred  which  represent 
possible  purchasers  of  a  farm  implement 
specialty  or  a  kitchen  utensil  specialty.  Why 
ask  a  manufacturer  for  five  hundred  pieces  of 
descriptive  literature  and  spend  $5  to  mail 
them  out  when  two  hundred  pieces  with  a 
postage  bill  of  $2  will  produce  the  same  num- 
ber of  sales? 

A  special  envelope  may  be  used  for  mail- 
ing manufacturer's  advertising  literature.  The 
C.  W.  Ireland  Co.,  Bainbridge,  N.  Y.,  have 
an  envelope,  which  measures  6x9  inches,  on 
which  are  printed  "ticklers"  to  remind  their 
mailing  list  trade  that  they  carry  a  variety 
of  stock  from  pails  to  roofiing.  Blank  lines 
are  left  for  the  address.  While  this  envelope 
affords  additional  advertising  space,  it  is  a 
question  whether  the  addressee  will  look  in- 
side as  readily  as  if  the  envelope  were  blank, 
giving  him  no  clue  to  the  contents  and  thus 
not  arousing  his  suspicion. 

When  you  send  out  a  booklet  by  mail,  it 
adds  60  per  cent.,  at  least,  to  the  effectiveness 
of  the  advertisement  if  you  include  a  circular 
letter  calling  attention  to  the  article  and  bring- 
ing out  one  or  two  points,  so  as  to  insure  the 
recipient's  perusing  the  booklet.  Do  not  say 
in  your  letter,  "Please  read  the  booklet  clear 
through,"  but  state  that  here  is  an  article 
which  you  personally  recommend.  Mention 
the  most  distinctive  points  of  superiority  and 
make  your  letter  so  short  that  nobody  will 
fail  to  read  it.  Try  to  arouse  enough  in- 
terest in  the  article  to  induce  the  prospective 
purchaser  to  study  the  manufacturer's  litera- 
ture. Another  excellent  plan  is  to  follow  up 
trade  literature  which  you  have  sent  out  by 
letters  a  few  days  later. 

Another  method  of  distributing  manufac- 
turers* trade  literature  is  by  special  carriers 
who  leave  the  booklet  either  at  every  house 
on  the  street  or  at  a  list  of  houses  which  you 
furnish.  In  rural  districts,  literature  may  be 
left  in  mail  boxes.  This  is  an  excellent  plan, 
provided  the  booklet  is  attractive  enough  to 
break  in  upon  the  attention  of  the  recipient 
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It  is  well  to  enclose  the  booklet  in  an  en- 
velope which  is  directed  in  such  a  way  as  to 
induce  the  recipient  to  look  at  the  contents. 
It  might  be  well  in  this  case  to  enclose  a 
short  circular  letter  as  when  you  use  a  mail- 
ing list 

Here  is  another  suggestion  from  a  merchant : 

"We  have  the  man  who  is  out  stop  at  the 
school  buildings  and  give  the  teacher  a  yard 
stick  and  all  of  the  scholars  a  foot  rule  ad- 
vertising our  leading  stoves.  We  also  save  the 
most  attractive  advertising  for  the  children; 
say,  give  a  boy  an  alphabet  book  and  his 
sister  a  cook  book,  etc.  They  always  carry 
them  home,  and  by  so  doing  it  does  not  take 
much  to  go  around  and  each  family  sees  some 
of  each." 

One  other  method  we  have  to  suggest  for 
effectively  placing  trade  literature.  Suppose  a 
woman  comes  into  your  store  and  is  inter- 
ested in  some  article  which  she  purchases. 
You  suggest  that  she  recommend  it  to  her 
friends,  and,  if  she  agrees,  you  ask  whether 
she  would  be  willing  to  take  a  booklet  for  one 
or  several  of  her  neighbors  whom  she  would 
be  likely  to  see  within  a  day  or  two.  This 
will  please  the  customer  and  will  also  appeal 
strongly  to  the  recipients. 

The  last  point  we  wish  to  make  in  connec- 
tion with  the  use  of  manufacturers'  trade  lit- 
erature is  that  there  be  a  close  connection 
between  the  booklet  sent  out  and  the  demon- 
stration in  the  store  to  the  inquirer.  The  sales- 
men should  catch  up  the  thread  of  interest 
created  by  the  booklet  and  should  carry  this 
interest  along  until  it  culminates  in  a  pur- 
chase. Unless  this  is  done,  you  lose  the 
momentum  by  dropping  the  connection  between 
the  manufacturers'  talk  and  your  personal 
selling  talk. 

Study  to  be  a  specialty  salesman.  There  is 
all  the  difference  in  the  world  between  a 
storekeeper  who  hands  staples  over  the  coun- 
ter and  the  modern  merchant  who  sells  scien- 
tifically. 

HANDBILLS. 

Under  the  head  of  Elementary  Publicity  we 
include  the  handbill.  A  man  does  not  need 
to  lay  claim  to  marked  ability  as  an  ad.  writer 
to  prepare  a  handbill  in  the  usual  style.  The 
"copy"  usually  consists  of  names  of  articles,  a> 
plenteous  sprinkling  of  adjectives,  and,  most 
important  of  all,  prices. 

Handbills  are  not  very  dignified  and  do  not 
lend  themselves  to  a  discussion  of  quality, 
but  they  can  be  used  to  good  advantage  in 
calling  attention  to  reduced  rates.  There 
should  be  more  than  the  mere  statement  of 
price  reduction,  however,  as  people  usually 
suspect  cut  rates  to  signify  cut  quality.  When 
you  make  a  run  on  some  line,  give  a  reason. 
Explain  why  you  are  able  to  offer  certain 
articles  below  regular  selling  prices.  Make 
the  bargains  genuine. 

Like    every    form    of   publicity,    a    handbill 


should  be  imbued  with  selling  energy.  Sales- 
manship is  the  force  or  quality  which  distin- 
guishes successful  advertising  from  fruitless 
advertising.  There  is  a  way  of  presenting  a 
business  proposition  so  as  to  arouse  the  de- 
sire to  possess.  Selling  energy  does  not  con- 
sist in  extravagant  statements,  but  in  the  sug- 
gestion of  gratified  ownership. 

A  handbill  must  catch  the  attention  at  a 
glance.  For  this  reason,  a  suggestive  display 
line  is  of  first  importance.  Some  merchants 
who  recognize  the  value  of  a  strong  headline 
make  the  mistake  of  starting  off  a  handbill, 
or  any  advertisement,  with  some  striking 
words  entirely  unrelated  to  the  business  at 
hand.  The  turnings  and  twistings  of  ideas 
employed  to  switch  the  reader  from  the  title 
sentence  to  common-place  matters  is  some- 
times amusing  but  more  often  disgusting. 

It's  no  use  to  try  to  "bamboozle"  people 
into  reading  your  stuff  by  starting  them  on  a 
false  scent.  Besides  offending  good  taste,  such 
a  head  line  diverts  the  reader's  thought  to 
more  exciting  events  and  makes  it  so  much 
harder  to  concentrate  his  mind  on  the  propo- 
sition presented. 

A  hand'bill  will  be  read  under  less  favorable 
circumstances  than  a  booklet,  especially  if  the 
contents  can  be  taken  in  at  a  glance.  As 
such  advertisements  usually  call  for  quick 
action,  it  is  desirable  to  get  them  into  people's 
tends  at  the  opportune  moment. 

It  is  better  to  make  handbills  small  enough 
to  be  passed  out  unfolded,  with  large  type 
which  can  be  read  on  the  street  or  in  the  car, 
from  the  sidewalk,  counter,  or  wherever  a  per- 
son may  happen  to  notice  the  bill.  Large 
bills  with  a  good  deal  of  "talk"  may  be  left 
from  house  to  house  or  sent  out  by  mail,  but 
the  characteristic  handbill  is  best  adapted  for 
distribution  on  the  streets. 

CIRCULAR  LETTERS. 

A  mailing  list  opens  up  a  splendid  oppor- 
tunity to  get  into  personal  touch  with  buy- 
ers. In  discussing  the  use  of  manufacturers' 
circular  matter,  we  mentioned  the  form  letter. 
It  is  natural  for  people  to  feel  more  confi- 
dence in  the  recommendation  of  a  local  mer- 
chant than  in  general  claims  of  superiority. 
There  is  no  better  way  to  inject  the  personal 
element  into  an  advertising  campaign  than  by 
sending  prospective  customers  circular  letters. 

It  is  not  necessary  or  possible  to  make  such 
letters  perfect  imitations  of  personal  letters, 
but  the  likeness  can  be  so  close  as  to  suggest 
individuality.  This  personal  element  is  lost 
if  the  letter  is  printed  in  ordinary  type.  Imi- 
tation typewriter  type  or  script  answers  the 
purpose  well  enough,  although  there  are  proc- 
esses of  printing  which  imitate  typewritten 
letters  much  more  closely  than  can  be  done 
with  a  regular  press.  This  work  is  rather 
expensive  unless  the  advertiser  owns  the  ma- 
chine.' For  a  merchant  who  does  a  great  deal 
of    form-letter    advertising,   a    multigraph    or 
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mimeograph    would    be    a    good    investment. 

To  induce  reading,  a  form  letter  should  be 
short  and  balanced  on  the  page  with  deep 
margins.  The  paragraphs  should  be  short 
with  ten  or  twelve-space  indentations.  If  the 
body  of  the  letter  is  single-leaded,  it  is  a 
pleasing  arrangement  to  double-lead  between 
paragraphs. 

If  regular  letter-head  stock  is  not  available, 
have  the  letter-head  set  up  with  the  letter  and 
•made  to  appear  as  much  like  business  sta- 
tionery as  possible. 

USE    1   OR  2-CENT  POSTAGE. 

The  question  of  postage  is  often  argued 
among  advertisers  who  use  circular  letters. 
Does  the  2-cent  stamp  make  enough  differ- 
ence in  the  reception  of  a  letter  to  equal  the 
difference  in  cost  of  mailing? 
.  Many  advertisers  insist  that  a  1-cent  stamp 
cheapens  a  letter  and  spoils  its  chance  of 
being  read.  They  argue  that^a  red  stamp 
gives  the  letter  entre  in  the  most  desirable 
society.  On  the  other  hand,  many  form-letter 
specialists  have  found  that  a  green  stamp  will 
accomplish  exactly  the  same  thing  as  the  stamp 
which  costs  twice  as  much — deliver  the  letter 
to  its  .proper  destination. 

It  may  be  true  that  many  persons  disdain- 
fully throw  away  an  unsealed  letter,  knowing 
that  it  contains  nothing  of  a  private  nature. 
The  trouble  is  that  a  person  who  is  so  narrow 
and  bigoted  as  not  to  look  inside  a  1-cent 
letter  for  fear  of  coming  upon  a  business 
proposition,  is  not  likely  to  spend  much  time 
in  perusing  such  a  proposition  after  having 
been  induced  by  a  2-cent  stamp  to  open  the 
envelope.  Not  everyone  to  whom  you  ad- 
dress a  form  letter  will  read  its  contents 
whether  you  send  it  sealed  or  unsealed,  but 
a  large  percentage  will  read  it  either  way. 
-  It  means  a  noticeable  loss  to  use  2  cents 
where  1  cent  will'  accomplish  the  same  re- 
sult. We  would  advise  those  who  have  not 
done  a  great  deal  of  advertising  by  means  of 
circular  letters  to  experiment  in  the  compara- 
tive results  from  first-class  and  third-class 
postage. 

The  most  important  part  of  a  form  letter  is 
what  to  say  and  how  to  put  it.  The  possible 
subjects  which  may  be  treated  are  as  numer- 
ous as  the  problems  of  a  business.  Ques- 
tions may  be  discussed  in  a  semi-personal 
Kyle  almost  as  freely  as  in  conversation. 

Take  the  question  of  mail-order  patronage, 
lilany  dealers  have  used  the  circular  letter  to 
convince  catalogue  buyers  of  the  error  of  send- 
ing away  for  merchandise  which  can  be 
bought  at  home  just  as  cheaply  and  with 
guarantee  of  satisfaction. 

F.  R.  Marrs,  of  Wolford,  N.D.,  has  used 
several  letters  which  put  this  question  up  to 
his*  fellow-citizens  in  an  inoffensive  but  irre- 
sistible manner.  Mr.  Marrs  saw  results  very 
shortly  aft«r  his  first  letter  was  mailed. 


We  have  received  many  such  letters  and  we 
cannot  sec  how  a  sane  and  lojral  citizen  of  a 
community  could  resist  the  arguments  in 
favor  of  his  trading  at  his  local  store— pro- 
vided the  dealer's  claims  were  backed  up  by 
honest  goods  and  courteous  treatment. 

A  large  subject  like  the  catalogue .  house 
question  should  be  dealt  with  in  a  series  of 
letters,  each  of  which  should  take  up  a  par- 
ticular phase  or  argument.  Each  point  should 
be  made  to  stand  out  distinctly,  with  no  sug- 
gestion of  interfering  with  the  reader's  liberty, 
but  an  assurance  of  pecuniary  advantage.  Use 
concrete  cases  to  illustrate  the  points  made. 
Put  yourself  in  the  other  fellow's  place,  or 
better  still,  have  a  friend  criticize  your  letters 
before  you  have  them  printed. 

Besides  argument,  each  letter  must  contain 
a  call  to  action — an  invitation  to  visit  the 
store,  a  challenge  to  investigate,  a  trial  offer 
— anything  to  put  the  thought  of  motion  (in 
your  direction)   into  the  mind  of  the  reader. 

Every  business  has  a  personality.  It  is 
something  intangible  and  indefinable,  but  it 
has  manifestations.  One  store  is  identified 
with  low  prices;  another,  with  high-grade 
quality;  another,  with  affability.  Such  a  store 
feature  makes  a  good  basis  for  circular  letter 
advertising. 

Circular  letters  may  be  used  with  excellent 
results  in  the  sale  of  seasonable  goods.  Every 
month  or  two  brings  a  new  line  to  the  front. 
Anticipate  the  season's  demand  by  calling  per- 
sonal attention  to  your  offerings  in  seasonable 
commodities.  If  people  expect  to  send  away 
for  such  goods,  they  are  likely  to  be  thinking 
about  it  several  weeks  ahead  of  time  and 
your  letter  must  prevent  the  sending  of  orders. 
.  A  retailer  who  makes  consistent  use  of  the 
form  letter  is  fighting  mail-order  competition 
with  its  own  most  effective  weapon.  Firms 
which  sell  by  mail  spare  no  time  or  expense 
in  preparing  follow-up  letters  with  the  sales- 
producing  quality  in  them.  It  is  the  circular 
letter  which  enables  the  "direct-to-you"  manu- 
facturer and  the  cataloger  to  secure  enough 
orders  to  pay  the  heavy  expenses  of  selling  at 
a  distance. 

If  a  stranger  can  write  to  your  neighbors 
so  persuasively  as  to  make' them  send  money 
away  for  an  article  they  have  not  seen,  can't 
you,  with  your  local  prestige,  write  letters 
which  will  make  people  call  at  your  store  to 
buy  goods  which  can  be-  examined  before  a 
cent  is  paid? 

Dealers  who  wish  to  take  a  correspondence 
course  in  form  letter  writing  are  recommended 
to  respond  to  a  number  of  mail-order  adver- 
tisements. Rules  often  bother  a  writer  more 
than  they  help,  but  good  examples  are  an  in- 
spiration. There  is  no  better— or  cheaper — 
way  to  acquire  the  knack  of  writing  order- 
pulling  letters  than  to  study  the  follow-up 
correspondence  of  manufacturers  who  sell  by 
mail.    Each  letter  sent  out  by  such  a  firm  is 


Digitized  by 


Google 


May,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


1025 


the  result  of  deliberate  effort  to  produce  a 
certain  effect  on  the  reader's  mind. 

It  is  worth  while  to  read  these  letters  time 
and  again,  analyzing  the  argument,  the  sug- 
gestion of  pleasure  in  possession,  the  bid  for 
an  order — everything  that  makes  the  letter  a 
"puller."  Keep  each  letter  for  reference  and 
compare  different  ones  to  discover  what  ele- 
ment touches  a  responsive  chord  in  your 
mind.  If,  perchance,  some  letter  induces  you 
to  act,  dissect  and  absorb  tliat  letter  so  that 
you  can  put  the  same  sort  of  selling  energy 
into  your  own  compositions. 

While  general   principles   may  be  appropri- 


esting  to  nearly  every  one.  The  arrange- 
ment, pricing,  etc.,  of  a  display  of  this  char- 
acter is  no  small  task.  Every  article  in  the 
window  is  priced  and  many  small,  neatly-let- 
tered, descriptive  cards  were  used,  each  giving 
a  good  selling  point.  Most  of  the  goods  are 
fastened  to  small  boards  which  are  covered 
with  black  cloth.  A  study  of  the, picture  will 
show  that  the  goods  on  each  board  are  nicely 
arranged.  The  bottom  row  of  boards  is  about 
12  inches  from  the  glass  and  at  a  slight  angle ; 
the  next  row  is  24  inches,  and  so  on  until  the 
top  row  is  reached,  it  being  four  feet  from  the 
window  glass.    The  display  was  designed  and 


A  Tool  Window  Display  by  Pickering  Hardware  Co.,  Cincinnati,  Ohio. 


ated  from  the  study  of  professional  letter  writ- 
ing, when  you  )'ourself  come  to  get  up  a  let- 
ter, you  should  be  natural  so  as  to  retain  the 
personal  element.  Your  stronghold  with  the 
local  trade  is  mutual  acquaintance  and  you 
cannot  afford  to  lose  your  identity  in  the  imi- 
tation of  others.  The  art  of  form  letter  writ- 
ing is  to  apply  the  principles  of  salesmanship 
to  your  own  proposition  in  your  own  language. 

A  Cinciimati  Tool  Window  Display 

In  the  accompanying  illustration  is  shown  a 
window  containing  several  hundred  items 
in  the  tool  line,  making  a  display  that  is  inter- 


placed  by  A.  J.  Hovekamp,  with  the  Pickering 
Hardware  Company. 

Appreciates  the  Window  Displays 

To  the  Editor: 

Since  I  have  become  a  subscriber  to  the 
Hardware  Dealers'  Magazine  I  have  fol- 
lowed very  closely,  and  with  great  apprecia- 
tion, your  illustrations  of  the  different  ways 
in  which  Hardware  windows  have  been 
dressed,  and  have  been  very  materially  bene- 
fitted. 

W.  E.  Gove. 
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SALESMEN  VS.  ORDER  TAKERS 

In  Relation  to  the  Hardware  and  Sporting  Goods  Trade. 


Gentlemen  of  the  Trade: 
To  which  class  do  your  clerks  belong? 

It  has  long  been  the  writer's  desire  to  give 
his  personal  views  in  regard  to  retail  clerks 
as  he  has  found  them  in  many  instances,  also 
his  idea  as  to  what  constitutes  a  Salesman. 

I  find  that  many  clerks  come  under  the  head 
of  "order  takers,"  and  that  very  few  are  what 
I  call  "Salesmen."  They  will  ask  a  customer 
what  he  wants,  about  what  price  he  wishes  to 
pay,  show  an  article  or  two  at  the  price  men- 
tioned, and  if  the  sale  is  made — well  and  good 
—they  take  the  money,  wrap  up  the  article, 
possibly  make  some  comment  on  the  weather 
or  on  any  handy  subject  that  is  foreign  to  the 
business,  and  bid  the  customer  a  pleasant 
"Good  day."  Such  clerks  are  "Order  takers" : 
drop  these  from  your  pay-roll  and  put  in  new 
men — Salesmen ! 

Another  clerk  of  this  class  will  "size  up"  a 
customer  by  the  clothing  he  wears,  and  will 
pass  out  an  article  at  a  price  which  he  thinks 
the  buyer  can  afford  to  pay.  A  friend  of  mine 
told  me  of  meeting  one  of  these  "Midget- 
brained"  clerks  recently  in  a  haberdasher's 
store.  My  friend  wanted  gloves.  The  clerk 
sized  him  up  for  a  $1.50  pair  and  passed  them 
out.  The  clerk  was  then  called  to  another  part 
of  the  store  for  a  few  moments  and  my  friend 
selected  some  gloves  from  another  box.  When 
the  clerk  returned,  he  stated  to  him  that  these 
gloves  were  satisfactory.  "But,"  said  the 
'Midget-brained'  party,  "those  are  $2.75  per 
pair,"  with  one  of  those  glances  which  seem  to 
say:  "they  are  too  expensive  for  you."  My 
friend  remarked  to  the  clerk :  "Did  I  say  that 
I  would  not  pay  $'2.75?"  and  bought  the 
gloves.  I  had  thought  that  the  person  who 
judged  a  man  by  his  clothes  was  a  thing  of 
the  past,  but  I  find  that  he  still  exists.  This 
clerk  is  not  even  an  "order  taker";  he  is  a 
"mistake,"  and  my  advice  to  you  is  "Get  rid 
of  him,  as  he  is  a  detriment  to  your  business." 

Other  clerks  will  begin  a  sales  transaction 
by  showing  articles  in  a  cheap  or  medium 
grade,  explaining  all  good  features  of  the  arti- 
cles, and  will  then  attempt  to  show  the  higher- 
priced  goods,  trying  to  explain  the  difference — 
which  is  a  difficult  thing  to  do,  when  a  cus- 
tomer has  once  seen  the  cheaper  articles  and 
heard  the  arguments  in  their  favor.  This  clerk 
is  no  Salesman.  Make  this  man  "come  back 
to  scratch  and  take  a  fresh  start,"  on  the  lines 
of  Salesmanship,  or  let  him  seek  fresh  fields. 

Salesmanship  means— to  the  writer's  idea- 
first  to  sell  what  a  customer  wants,  but  to  try 
to  induce  that  person  to  take  a  little  higher- 
priced  article  than  he  intended  to  purchase 
when  he  entered  the  store;  it  also  means  to 
attempt,  in  a  gentlemanly  way,  to  sell  one  or 


more  articles  that  his  customer  had  not  in- 
tended to  buy;  and,  instead  of  commenting 
upon  the  weather,  and  on  times  and  condi- 
tions foreign  to  business,  to  endeavor  to  im- 
press upon  the  purchaser,  in  a  tactful  way,  that 
he,  as  a  salesman,  is  an  expert  in  his  knowl- 
edge of  the  goods  which  he  is  selling,  and  that 
this  knowledge  is  at  the  disposal  of  the  pur- 
chaser; that  the  stock  in  his  particular  store 
includes  everything  pertaining  to  its  line;  that 
the  goods  are  of  an  excellent  quality,  and  that 
the  managers  of  the  store  are  connoisseurs  in 
that  line;  in  short,  that  the  store  of  the  "John 
Jones  Company"  (or  that  in  which  the  sales- 
man is  employed)  is  the  particular  place  where 
the  intending  purchaser  should  buy  his  goods 
in  their  line. 

The  Salesman  never  judges  a  party  by  the 
clothes  he  wears,  for  his  keen  judgment  and 
his  experience  teach  him  that  the  clothing  and 
the  pocket-book  seldom  match. 

Salesmanship,  to  the  writer's  mind,  is  not  to 
start  "at  the  bottom  of  the  ladder  and  work 
up,"  but  to  start  at  the  top  and  work  down: 
in  other  words,  he  believes  that  a  salesman 
should  produce,  for  the  inspection  of  his  cus- 
tomer, the  higher-priced  goods,  explaining  the 
good  features  of  same  and  gradually  work 
down  until  he  reaches  the  point  where  the 
customer  will  make  a  purchase.  His  argu- 
ments have  been  made  on  the  higher-priced  ar- 
ticles, and  it  does  not  need  as  much  argument 
for  the  articles  of  lower  price.  Thus  the  sales- 
man has  better  opportunity  to  close  the  de- 
tails of  the  sale. 

The  Salesman  also  realizes  that  the  volume 
of  the  business  of  his  house  will  be  larger 
on  the  basis  of  going  from  the  higher-priced 
articles  down  than  by  working  from  the 
cheaper  goods  to  those  of  higher  price. 

The  last  essential  which  the  writer  claims 
for  a  Salesman — which  covers  the  balance  of 
his  qualifications — is  Cleanliness.  Cleanliness 
of  person,  habits,  speech,  thought  and  in  his 
dealings  with  customers,  friends  and  employ- 
ers; in  other  words,  he  believes  that  a  sales- 
man's motto  should  be  to  this  effect:  Be  a 
clean  salesman  and  give  everybody  a  "square 
deal." 

Fred.   Johnson. 

Worfh  Double  the  Subscription  Frioe 

As  secretary  and  treasurer  of  this  company, 
I  have  read  your  Magazine  with  the 
greatest  interest  for  the  last  few  years,  and 
must  say,  I  am  so  well  pleased  that  I  would 
not  be  without  it  for  double  the  subscription 
price. 

Alf.  Baessler,  Sec.-Treas. 

Hallettsville  Hardware  Co. 
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^'Lippincott''    Water    Motor    Ice    Cream 
Freezer 

The  Lippincott  Water  Motor  Co.,  Newark, 
N.  J.,  are  placing  on  the  market  the 
"Lippincott*'  Water  Motor  Ice  Cream  Freezer, 
illustrated.  As  shown,  the  water  motor  and 
freezer  arc   fastened  together.     To  freeze  ice 


ways  that  will  suggest  themselves  to  the  user. 
The  "Lippincott"  Water  Motor  is  now  made 
in  five  sizes. 

^^uBswin"  Liquid  Door  Check 

Russell   &   Erwin    Mfg.    Co.,    New   Britain, 
Conn.,    and    94    Lafayette    street,    New 
York,    are    manufacturers   of    the    "Russwin" 


"Lippincott''    Water    Motor    Ice    Cream  Freezer. 


cream  by  water  motor  power  is  a  novelty  and 
repeated  experiments  have  shown  that  it  can 
be  done  readily.  The  motor  employed  is  the 
"Lippincott"  and  by  means  of:  the  reduction 
gears  the  large  number  of  revolutions  at  the 
main  shaft  are  reduced  to  about  50  to  1,  so 
that  the  speed  becomes  power  in  the  turning 
of  ice  cream  freezer  can.  It  is  stated  by  the 
makers  that  with  20  pounds'  maintained  pres- 
sure at  the  faucet  three  quarts  of  ice  cream  can 
be  frozen,  while  with  the  usual  city  water 
pressure  of  40  to  80  pounds  the  outfit  will 
operate  an  eight  or  twelve-quart  freezer.  The 
freezer  bucket  may  be  permanently  mounted, 
and  the  motor  will  run  a  washing  machine 
with  36  pounds*  pressure.  An  emery  wheel 
may  also  be  mounted  on  the  motor  spindle  or 
a  grindstone  on  the  freezer  spindle.  The  out- 
fit will  be  found  very  useful  in  a  number  of 


Liquid  Door  Check,  the  latest  model  of  which 
is  illustrated.     It  is  neat  and  unobtrusive  in 


"Russwin"  Liquid  Door  Check. 

appearance,  has  strength  to  operate  all  sizes  of 
doors  under  any  and  all  conditions,  and  it  pos- 
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sesscs  durability  to  withstand  the  severe  strain 
to  which  a  door  check  is  subjected.  This 
Check  can  be  applied  to  either  a  right  or  left- 
hand  door  without  reversing  either  the  arm  or 
spring.  A  coil-wire  spring  is  used.  The  liquid 
is  a  non-freezing  oil,  in  which  the  main  work- 
ing parts  are  immersed,  reducing  friction  to  a 
minimum.  The  possibility  of  leakage  has.  by 
the  use  of  gland  and  washers,  been  eliminated. 
The  working  parts  are  of  malleable  iron  and 
drop  forg-ed  steel,  machined  to  a  perfect  fit, 
all  parts  being  interchangeable  in  the  same  size 
of  check.  The  gland  is  made  in  one  piece  and 
gives  a  long  bearing  to  the  spindle.  This 
prevents  buckling  of  the  spindle  and  conse- 
quent wearing  on  the  ratchet  and  cover.  But 
one  piston  is  employed,  with  short  bearings  on 
a  long  carriage.  This  gives  a  smooth  and  even 
action.  The  escape  of  the  compressed  liquid 
is  through  the  valve  and  overflow  chamber  into 
the  piston  chamber,  and  there  is  no  great 
pressure  of  the  liquid  on  the  gland  and  wash- 
er surrounding  the  spindle.  For  this  reason 
the  check  will  work  equally  well  if  the  cham- 
ber is  but  half-filled  with  the  liquid.  Expan- 
sion and  contraction  of  the  liquid  have  no  ef- 
fect upon  the  working  of  this  Check.  Ball 
and  socket  joints  are  used,  and  the  arm  will 
not  bind.  By  means  of  a  simple  valve  screw 
the  checking  power  is  adjustable.  No.  A  is 
made  for  screen  and  light  inside  doors.  No.  B 
is  for  inside  doors  not  exceeding  3  feet  in 
width.  No.  C  is  for  outside  doors  not  exceed- 
ing 2*/^  feet  in  width.  No.  D  is  for  outside 
doors  not  exceeding  3  feet  in  width.  No.  E  is 
for  heavy  outside  doors  not  exceeding  3  feet 
in  width.  No.  F  is  for  extra  heavy  outside 
doors  and  large  doors  operated  against  very 
strong  drafts. 

"Clark's"  Improved  Bubber  Wheels 

The  Geo.  P.  Clark  Co.,  Windsor  Locks. 
Conn.,  are  offering  the  trade  "Clark's'' 
Improved  Rubber  Wheels,  one  of  which  (No. 
12)  is  illustrated.  These  Wheels  are  noise- 
less, and  do  not  wear  the  floors.    They  can  be 


peripheral  flange,  and  an  annular  rim  of  vul- 
canized rubber,  which  is  njounted  on  the  shoul- 
ders of  the  disk  and  firmly  compressed  between 
their  flanges  by  means  of  screws,  making  it 
easy  to  replace  worn-out  ru-bbers,  and  yet  ren- 


"Clark's"  Improved  Rubber  Wheel,  No.  12. 

dcring  it  utterly  impossible  for  the  rubbers  to 
slip  off.  Worn-out  tires  are  easily  replaced, 
making  the  Wheels  as  good  as  new.  Tires  on 
wheels  smaller  than  2%  inches  cannot  be  rc- 
phced.  Rubber  wheels  from  2%  to  25  inches 
diameter  are  furnished.  A  full  line  of  Wheels 
is  carried  in  stock. 

«Litfle  Sunshine"  Table  Lamp 

Incandescent    Lamp    Co.,    115    Fifth   avenue 
Chicago,  111.,  are  placing  on  the  market  the 
"Little    Sunshine"    Table    Lamp,    illustrated. 


Sectional  View,  "Clark's"  Rubber  Wheel. 
used  on  wood,  brick  and  concrete  floors  with 
great  saving.  They  are  particularly  adapted 
for  all  kinds  of  mill  and  warehouse  work,  and 
are  greatly  appreciated  in  hotels,  banks  and 
hospitals,  where  noise  is  troublesome.  They 
are  composed  of  two  compressing  metallic 
disks,  one  of  which  is  provided   with  a  hub. 


"Little  Sunshine"  Table  Lamp. 

This  Lamp  generates  its  own  gas  from  gaso- 
lene, and  through  the  medium  of  a  mantle 
gives  a  brilliant,  steady  light.  It  is  claimed  to 
run  eight  hours  at  a  cent  cost.  Being  portable, 
it  can  be  moved  about  at  will. 
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"City  JeweP'  House  Hail  Box 

The  Pcck-Hamre  Mfg.  Co.,  Berlin,  Wis., 
are  placing  on  the  market  the  "City 
Jewel"  House  Mail  Box,  illustrated.  It  is 
adapted  for  free  city  deliveries,  and  the  makers 
claim  will  meet  a  demand  for  an  attractive 
box  of  this  type  that  retails  at  a  nominal  price. 


Andrews  Wire  &  Iron  Works,  Rockford, 
III.,  in  their  latest  catalogue  No.  27  show  the 
lines  of  "Andrews' "  Specialties,  which  include 
"Vrooman"  Sink  Strainers,  "Higgins' ''  Flue 
Stops,  "Androck"  Bread  Toaster,  "Androck" 
and  "Ideal"  Carpet  Beaters,  together  with  an 
extensvie  line  of  Wire  Hardware.  The  latter 
embraces  kitchen  wireware.  Coat  Hangers, 
Closet  Racks,  Card  Racks,  Waste  Baskets, 
Letter  Trays,  Lamp  Guards,  Calf  Weaners, 
Plant  Stands,  etc. 


"City  Jewel"  House  Mail  Box. 

The  Box  is  made  with  a  newspaper  clip  in 
front  and  also  an  office  door  hole  in  the  back 
of  Box.  It  is  also  made  without  these  fea- 
tures. It  is  finished  in  a  dull  black  rustproof 
baked  enamel,  which  shows  up  well  when  con- 
trasted with  higher-priced  constructions. 

^^einiscli"  Tinners'  Snips 

RHeinisch's     Sons     Co.,     Newark,    N.    J., 
•      are  placing  on  the  market  "Heinisch" 
Tinners'  Snips,     ilhistrated.     This     tool     has 


McKenna  Bros.  Brass  Co.,  Pittsburg,  Pa., 
with  New  York  office  at  760  Broadway,  in 
their  No.  0  catalogue  show  a  very  large  line 
of  metal  display  fixtures.  While  many  of  the 
fixtures  shown  are  designed  for  stores  other 
than  Hardware,  yet  there  are  quite  a  number 
than  can  be  used  in  the  latter  class  to  good 
advantage.  The  book  comprises  over  125 
pages. 

Oennine  ''Bed  DeviF'  Anger  Bits 

WA.  Ives  Mfg.  Co.,  Wallingford,  Conn., 
•  whose  New  York  office  and  selling 
agents  are  Smith  &  Hemenway  Co.,  108  Duane 
street,  New  York,  are  placing  on  the  market  a 
new  and  improved  Auger  Bit,  known  as  the 
Genuine  "Red  Devil"  Auger  Bit,  illustrated. 
This  finely  finished  Bit  is  made  from  his^ 
grade  tool  steel,  hardened  and  tempered,  and 
is  guaranteed  by  the  manufacturers  to  bore  a 
smooth  hole,  to  have  a  small  amount  of  fric- 
tion, and  that  it  can  be  honed  and  sharpened 
on  an  ordinary  oil  stone.  Each  Bit  is  tested, 
boring  endways  in  wood,  before  it  leaves  the 


'Heinisch'.s"  Tinners'  Snips. 


"Vulcan"    pattern    ring     handles,     which     are 
japanned.     The   Snips   are    designed    to    cut 


factory.     Each  one  is  put  up  in  an  individual 
carton,  six  cartons  in  a  container,  s()  that  they 


Genuine  "Red  Devil"  Auger  Bit. 


curves  and  irregular  shapes,  being  especially 
adapted  for  cornice  work.  The  full  length  is 
13  inches,  length  of  cut  3  inches. 


are  protected  from  rust.  Sample  and  prices 
will  be  sent  on  application  to  the  New  York 
office. 
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Sanitary  Horse  Brash 

Milwaukee  Dustless  Brush  Co.,  Milwaukee, 
Wis.,  arc  placing  on  the  market  the 
Sanitary  Horse  Brush,  illustrated.  In  con- 
struction this  brush  is  made  similar  to  other 
high-grade  horse  brushes,  except  that  there 
is  a  steel  reservoir  back.  This  reservoir 
holds  kerosene  or  coal  oil,  which  is  fed 
through  a  circular  row  of  special  feed  tufts 
in  sufficient  quantities  to  lay  the  dust.  The 
reservoir  is  air-tight  and  the  feed  of  the  oil 


cattle  brush  and  keeps  the  skin  in  a  healthy 
condition.  The  manufacturers  offer  to  send 
a   brush   on   approval   to   responsible    dealers. 

^^Sager"  Chemical  Process  Axes 

Warren  Axe  &  Tool  Co.,  Warren,  Pa.,  are 
manufacturers  of  the  "Sager"  Patent 
Chemical  Process  Axe,  two  patterns  of  which 
are  illustrated.  This  Axe  is  hand  forged,  there- 
by eliminating  the  possibility  of  overheating  the 


Sanit.\rv  Horse  Brush,  Under  Side. 

is  regulated  by  simply  tightening  or  loosening 
a  screw  cap.  The  steel  back  is  practically 
indestructible,  and  in  the  manufacture  of  the 
brush  only  high-grade  material  is  used.  The 
cut  shows  he  feed  tufts.  This  makes  the 
brush  very  durable,  and  it  will  last  for  years. 
The  steel  back  is  copper  plated,  which  gives 
the  brush  a  very  attractive  appearance.  Each 
Brush  is  packed  in  a  neat  cardboard  bo.x  and 


Sanitary  Horse  Brush,  Top  View. 

bit  steel.  Each  Axe  receives  several  hundred 
blows  under  the  hammer,  thereby  thoroughly 
refining  the  steel,  which  largely  accounts  for 
its  toughness  and  ability  to  withstand  hard 
usage.  The  tempering  process,  peculiar  to 
this  concern's  goods,  is  said  to  take  twice  the 
time  ordinarily  required  to  temper  an  axe 
Natural  gas  supplies  a  uniform  heat  in  tem- 
pering.   The  natural  blue  color  of  the  "Sa^er" 


Double  Bit  Michigan  or  Crown  Pattern.       "Wisconsin"  or  Falling  Pattern  Single  Bit. 


can  be  displayed  to  good  advantage.  The 
makers  state  it  keeps  the  horse's  coat  sleek 
and  clean  and  destroys  disease  germs  and  in- 
sects. To  make  it  more  effective  in  keeping 
off  flies,. a  little  oil  of  pennyroyal  may  be 
added   to   the   kerosene.     It   is   an   excellent 


is  obtained  solely  from  the  special  tempering 
process  and  is  claimed  to  insure  perfect  tem- 
per. Polishing  is  avoided,  as  it  is  said  to 
draw  the  temper;  grinding  is  also  avoided  for 
the  same  reason.  Nothing  but  high  ^ade  cru- 
cible axe  bit  steel  is  used. 
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'^Lawn^fa'^  Canopy  and  Table 

Hurley  Machine  Co.,  153  South  Jefferson 
street,  Chicago,  111.,  are  placing  on  the 
market  the  "Lawneta"  Canopy  and  Table,  il- 
lustrated. The  Canopy  is  9  feet  in  diameter, 
and  the  framework  is  made  of  strong  steel  ribs 
which  cannot  bend  or  'break.  The  pole  sup- 
porting the  Canopy  is  inserted  in  a  pipe  which 
is  screwed  into  the  ground  for  out-of-door 
use.  The  Canopy  may  be  adjusted  to  any 
height  desired.  A  beautiful  effect  is  produced 
at  night  by  the  use  of  electric  lights,  the  Can- 
opy forming  a  brilliant  and  artistic  setting  for 
those  dining.  The  Canopy  is  made  of  heavy 
sail  drill,  in  the  following  colors:  Green  and 
white  stripes,  red  and  white  stripes,  orange 
and  white  stripes,  solid  tan  and  so4id  drab,  the 
fringe  matching  the  solid  color.  All  Canopies 
are  made  with  a  ring  on  each  rib,  and  curtains 
can  be  furnished  with  snap  rings,  to  be  hooked 
to  Canopy.    The  curtain  is  quickly  adjusted  for 


Coldwell  ''Regal"  Lawn  Mower 

Coldwell  Lawn  Mower  Co.,  Newburg,  N.  Y., 
are  placing  on  the  market  the  Coldwell 
"Regal"  Ball  Bearing  Lawn  Mower,  illustrated. 
The  manufacturers  state  that  a  common  fault 
with  lawn  mowers  generally  has  been  that  the 
drive  wheels,  having  too  short  a  bearing,  get 
loose  through  wear,  and  no  provision  has  been 
made  for  taking  it  up.  The  drive  wheels  of 
this  Mower  are  locked  fast  to  the  opposite  ends 
of  a  steel  s^haft,  which  is  supported  near  its 
ends  by  ball  bearings.  The  ball  bearings  are 
fitted  with  adjustable  cones,  by  means  of  which 
the  wheels  can  always  be  made  to  run  true,  no 
matter  how  much  the  machine  is  worn.  The 
ratchets  in  this  Mower  consist  of  three  large 


ells 
e^al 

Bail  Bearirxg 

Lawrv  Mower 


"Lawneta"  Canopy  and  Table. 

protection  from  the  sun  or  wind  from  any 
quarter,  and  it  also  affords  seclusion  for  the 
occupants.  The  Canopy  closes  as  easily  as  an 
umbrella.  The  table  is  made  of  an  artistic 
metal  design,  enameled  and  handsomely  deco- 
rated. It  is  40  inches  diameter  and  seats  six 
people  comfortably.  The  chairs  are  all  metal, 
strong  and  durable. 


H.  E.  Hessler  Co.,  Syracuse,  N.  Y.,  continue 
to  issue  monthly  price  list  and  catalogue  under 
the  name  of  "The  Stove  Repairer  and  Tin 
Shop  Supplier,"  being  a  78-page  book.  Net 
prices  to  dealers  only  are  given  in  connection 
with  condensed  illustrations  and  descriptive 
matter. 


Superior  Spring  Hinge  Co.,  123  South  Clin- 
ton street,  Chicago,  111.,  have  issued  a  new 
price  list  of  the  "Superior"  Spring  Hinges, 
Floor  Spring  Hinges,  Door  Holders  and  Ven- 
tilation Bolts. 


CoLDWEix's  "Regal"  Lawn  Mower. 

malleable  iron  pawls  located  in  each  of  the 
two  drive  gears.  These  are  the  largest  and  the 
slowest  moving  gears  in  the  machine,  thus 
providing  ample  room  for  a  suitable  .ratchet, 
and  their  slow  movement  reduces  the  wear  on 
the  pawls  to  a  minimum.  These  pawls  are 
guaranteed  indestructible  through  wear.  The 
revolving  cutter  bearings  are  provided  with 
split  bronze  bearings  by  means  of  which  one 
can  take  up  all  wear  and  keep  the  gears  always 
in  their  original  center  and  in  proper  align- 
ment. The  large  diameter  of  drive  wheels  in- 
sures lightness  of  draft.  There  are  five  blades 
in  the  revolving  cutter,  causing  the  Mower  to 
cut  fine.  The  machine  is  provided  with  their 
patent  terrace  mowing  arrangement.  The 
gears  are  stationary  when  the  mower  is  being 
drawn  backwards,  thu|)j^fj^^Jj^|r^|r;j^^g 


1032  HARDWARE  DEALERS'  MAGAZINE  May.  1906. 


''Fleur-de-LiB"  Surface  Butt  ''Diamond"    Grinder    With    Twist    Drill 

The  Griffin  Mfg.  Co.,  Erie,  Pa.,  are  offer-  Attachment 

ing  the    trade    the    New    "Fleur-de-lis"  T   uther  Bros.,  247  Madison  street,  Milwaukee, 

Surface  Butt,  illustrated.   Aside  from  the  orna-  l-#     Wis.,   are   offering  the  trade   the  "Dia- 

mental  effect,  the  chief    advantage    of    these  mond"  Hand  Power  Grinder  with  Twist  Drill 

Butts  is  the  ease  with  which  a  door  can  be  Attachment,  illustrated.    By  means  of  this  dc- 


\ 


"Diamond''    Grinder    with  Twist    Drill  Attachment. 

hung  with  them.    To  put  in  place,  mortise  and  vice  even  a  boy  can  readily  learn  to  properly 

fasten  square  part  of  Butts    in    jamb,    place  sharpen  a  twist  drill.    A  very  high  speed  can 

door  in  position  and   fasten  'ornamental  part  be  attained  by  means  of  the  gearing  employed, 

on  surface  of  door.    It  is  reversible  for  right  This  Grinder  the  company  are  advertising  and 

and  left  hand  doors  by  changing  knob  to  the  offering  to  farmers  on  ten  days*  free  trial,  and 


New  "Fleur-de.Lis"  Surface  Butt. 

opposite  end.     The  Butts  are  made  in  all  the  the  order  is  put  through  the  dealer  wherever 

different  kinds  of  electro-plated  and  japan  fin-  possible.     The  company  practically  guarantee 

ishes,  and  are  packed  one  pair  in  a  box,  com-  sales  on  this  machine.     Full  particulars  can  be 

plete  with  screws  and  directions  for  use.  had  upon  request. 
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Gas  Portable 

The  Turner  &  Seymour  Co.,  Torrington, 
Conn.,  are  offering  the  trade  the  No.  51 
Gas  Portable,  illustrated.  It  is  of  solid  cstst 
brass,  the  center  tube  being  11%.  inches  in 
height.  The  tripods  supporting  the  shade  are 
a  fraction  of  an  inch  higher.  The  desigfn 
shown  on  the  base  and  uprights  is  first  sunken 
and  then  filled  in  with  a  color  to  contrast  with 
the  finish  in  which  the  base  and  uprights  have 
first  been  made.     When  the  body  and  tripods 


fringes  not  only  actually  retarded  the  light, 
but  by  their  constant,  swinging  motion  caused 
shadows  that  were  irritating  to  move  across 
the  vision  of  one  reading.  The  company 
manufacture  Portables  in  all  grades  and 
heights,  and  the  rings  in  all  grades  from  rings 
without  bands  to  rings  having  bands  VA 
inches  wide.  The  Portables  are  also  fitted 
for  use  in  dwellings  or  offices  wired  for  elec- 
tricity. 


The  R(istand  Mfg.  Co.,  Milford,  Conn.,  in 
a  new  folder  show  several  varieties  of  their 
Brass  Fire  Place  Fixtures,  Brass  Candlesticks 
and  Brass  Door  Knockers.  The  makers  re- 
mark that  each  line  stands  in  a  class  by  them- 
selves in  individuality,  beauty  and  simplicity 
of  design.  The  concern  are  also  manufac- 
lurers  of  "Yale"  Metal  Polish. 

^'Standard''  Double  Acting  Floor  Hinge 

Standard  Mfg.  Co.,  Shelby,  Ohio,  are  offer- 
ing the  trade  the  "Standard"  Double 
Acting  Spring  Floor  Hinge,  illustrated.  The 
view  shown  is  that  of  the  Hinge,  which  is  let 
into  the  floor,  the  top  coming  level  with  the 
surface  of  the  floor,  with  the  socket  shown  let 
into  the  bottom  of  the  door  and  secured  with 
screws  through  the  socket  into  the  door.  This 
socket  has  two  set  screws,  with  which  the  door 
is  brought  to  perfect  alignment  after  it  is  hung. 
Means  are  provided  for  giving  the  spring  more 


Gas  Portable  No.  51. 

are  finished  in  old  brass,  the  simken  design  is 
of  dead  black.  The  oxidized  brass  base  and 
tripods  are  relieved  by  verde  green  coloring. 
One  of  the  fancy  band  shade  rings,  of  which 
this  concern  are  the  originators,  is  shown 
on  this  Portable.  The  ring  in  all  cases  is  fin- 
ished to  match  that  of  the  Portables  them- 
selves. This  ring  is  referred  to  as  being  an 
improvement  over  the  old  style  rings  as  the 


"Standard"  Double  Acting  Floor  Hinge. 

or  less  tension,  as  is  required  for  different 
doors.  To  do  this  the  company  have  provided 
a  finish  plate  covering  the  top  plate  of  the 
Hinge.  This  finish  plate  can  be  removed  when 
necessary  to  adjust  the  tension  of  the  spring. 
This  Hinge  can  be  used  where  steel  beams 
come  near  the  surface  of  the  floor  on  account 
of  the  slight  depth  required  to  be  cut  into  the 
floor,  about  1%  inches  for  ordinary  sized 
doors.  All  parts  are  made  from  steel — cone, 
ball  race  and  all  wearing  parts  are  hardened 
to  prevent  wear  and  assure  long  life.  The 
spring  is  of  the  compression  type,  with  spring 
plunger  guided  by  the  spring  which  forms  a 
cushion  to  take  up  the  side  motion  of  the 
plunger  at  each  swing  of  the  door  and  makes 
the  Hinge  practically  noiseless  in  its  action. 
The  hold-open  feature  is  one  of  its  strong 
points ;  a  door  hung  with  a  set  of  these  Hinges 
will  stay  open  when  swung  open  either  way. 
This  hold-open  feature  is  positive  and  is  not  a 
strain  upon  the  Hinge.  These  Hinges  are  fur- 
nished to  the  trade  in  all  finishes  demanded  in 
builders'  Hardware. 


Digitized  by 


Google 


I034 


HARDWARE  DEALERS'  MAGAZINE 


May,  19(*8. 


"Wagner"  Hay  Back  Fixtures 

Wagner  Mfg.  Co.,  Cedar  Falls,  la.,  are 
placing  on  the  market  the  "Wagner" 
Hay  Rack  Fixtures,  illustrated.  To  avoid 
the  wearing  off  of  cross  piece  ends  by  the 
front  wheel,  and  also  to  eliminate  the  danger 
of  gouging  out  of  spokes  of  front  wheel,  the 
rub  plate  goes  across  the  end  of  front  bottom 
cross  piece,  which  prevents  the  end  from  be- 
ing worn  away,  and  at  the  same  time  leaves 


"Wagner"  Hay  Rack  Fixture. 

nothing  projecting  to  catch  the  spokes.  An- 
other meritorious  feature  is  the  removable 
top.  By  having  a  rack  constructed  in  this 
manner,  it  is  lighter  and  easier  to  put  on  the 
wagon,  and  also  leaves  the  bed  of  the  rack 
to  be  used  for  trucking,  etc.  It  will  be  noted 
that  the  fixture  provides  for  the  top  of  the 
rack  being  removed  by  simply  loosening,  not 
removing  the  nuts  of  swing  bolts,  thereby  al- 
lowing the  parts  to  be  swung  out  of  the  slot 
and  the  top  of  the  rack  instantly  removed. 
To  remove  the  top  it  is  unnecessary  to  take 
off  any  of  the  nuts.  The  swing  bolts  are 
fastened  to  the  top  part  of  the  rack,  conse- 
quently cannot  lose  off,  and  are  always  ready 
and  in  position  when  you  wish  to  put  the  top 
on. 

''Sight  Feed"  Biveting  Haohine 

FH.  Smith  Mfg.  Co.,  Chicago,  III.,  are 
•  placing  on  the  market  the  "Sight  Feed" 
Riveting  Machine,  illustrated.  This  machine 
is  designed  to  meet  the  requirements  of  manu- 
facturers as  well  as  harness  makers,  repair 
shops,  livery  stables,  etc. — in  short,  for  every 
one  who  does  not  have  sufficient  rivets  to  war- 
rant the  use  of  an  automatic  machine.  In  using 
this  machine  the  operator  can  see  exactly 
where  the  rivet  is  to  be  set.  The  chuck  which 
holds  the  rivet  in  place  occupies  no  more  room 
than  the  ordinary  straight  plunger,  and  is  so 
constructed  as  to  grasp  the  rivet  very  firmly  by 
the  head  only,  thus  exposing  the  entire  length 
of  the  rivet  to  the  operator's  siglit  until  after 
the  work  is  practically  completed.  It  is  so 
small  in  diameter  as  to  permit  of  the  rivet  be- 
ing set  accurately  very  close  to  a  buckle  or 
other  projection  on  the  work.    The  rivet  is  fed 


to  the  chuck  by  hand,  the  chuck  itself  being  so 
made  as  to  allow  for  any  reasonable  variation 
in  the  size  of  the  heads  of  bifurcated  or  tubu- 
lar rivets  of  the  same  number.  Chucks  and 
anvils  for  Nbs.  1  and  3  rivets  arc  regularly 
carried  in  stock  and  are  made  interchangeable. 
The  height  from  top  of  lever  to  bottom  is  16 
inches.  The  width  from  front  to  rear  of  ma- 
chine is  12%  inches.  The  weight  is  17  pounds, 
and  complete,  with  foot-power,  is  26  pounds. 


Cross   Section,  Showing  Fixtures  in 
Position. 

The  body  of  machine  is  of  gray  iron ;  all  work- 
ing parts  are  of  steel.  The  finish  is  two  coats 
of  black  japan  with  gilt  lettering.  The  depth 
of  gap  from  center  of  rivet  to  rear  of  gap  is 
(j  inches.     The  greatest  distance  from  bottom 


*' Sight  Feed"  Riveting  Machine. 

of  plunger  to  top  of  anvil  is  1%  inches.  The 
length  of  rivets  that  can  be  set  is  3/16  inch  to 
%  inch,  inclusive.  A  loop  anvil  is  sent  with 
each  machine. 
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''Hallock''  Fireless  Cooker 

Hallock  Fireless  Cooker  Co.,  Grand  Rapids, 
Mich.,  are  offering  the  trade  the  "Hal- 
lock"  Fireless  Cooker,  illustrated.  The  Cooker 
is  a  strongly  built  chest,  30  inches  long,  15 
inches  square,  made  of  hardwood,  satin  mis- 
sion finish,  packed  with  a  hygienic  and  scien- 
tific non-conductor  of  heat,  and  has  brass  trim- 
mings. There  are  provided  with  the  outfit  two 
10-quart  kettles,  one  3-quart  pudding  dish  and 
one  wire  vegetable,  basket.  The  total  weight 
is  about  50  pounds.  The  chest  is  set  on  easy 
rolling  casters.     The  bails  at  the  ends  of  the 


"Hallock"  Fireless  Cooker. 

chest  are  removable  and  may  be  used  as  bails 
for  conveying  the  kettles  when  desired.  The 
cloth  linings  in  the  cabinet  are  attached  to 
wooden  frames,  which  may  be  taken  out  by 
removing  the  screws  that  hold  them  in  place. 


conductor  of  heat.  When  the  chest  is  closed 
the  heat  cannot  escape  and  the  water  in  the 
kettle  remains  at  about  the  boiling  point  for 
several  hours.  •Consequently,  the  food  in  the 
water,  or  in  an  inner  kettle  set  in  the  water, 
cooks  just  the  same  as  though  the  kettle  were 
kept  at  the  boiling  temperature  by  the  applica- 
tion of  heat  from  a  stove.  A  fireless  cooker 
is  especially  desirable  during  the  hot  summer  < 
season,  as  the  midday  meal  or  evening  meal 
can  be  prepared  in  the  morning;  standing  over 
a  hot  stove  for  several  hours  is  eliminated, 
with  the  ensuing  peace  of  mind.  The  use  of 
such  a  device  is  also  very  economical,  there 
being  no  expense  whatever  while  the  food  is 
being  cooked  in  the  Cooker.  In  the  fireless 
cooker  there  is  no  evaporation ;  all  the  good- 
ness and  flavor  are  retained  and  the  food  is 
thoroughly  cooked.  There  is  no  danger  of 
burning,  no  matter  how  long  food  is  left  in 
the  chest.  Boiled  onions  and  cabbage  can  be 
cooked  in  this  ■  device  without  any  odor  in 
the  house.  Oatmeal  cooked  for  five  minutes, 
while  the  supper  dishes  are  being  put  away, 
and  then  placed  in  the  Cooker  over  night  is 
ready  for  serving  the  next  morning  for  break- 
fast, without  reheating.  Practically  a  whole 
dinner  can  be  cooked  at  once.  If  a  person  is 
camping  out  the  food  can  be  heated  and  put  in 
the  Cooker  and  upon  the  party's  return  later 
in  the  day  it  will  be  ready  for  eating. 


Fort  Smith  Refrigerator  Works,  Fort 
Smith,  Ark.,  have  ready  for  distribution  their 
No.  22  catalogue  of  opalite-glass  lined  and 
odorless  white -wood  lined  Refrigerators. 
These  are  furnished  in  regular  sizes  and  de- 
signs and  special  designs  are  built  to  order 
of  any  size  or  shape  for  any  purpose.  The 
Refrigerators  are  for  residence,  club,  restau- 
rant, hotel,  groceries,  and  other  uses. 


**D.  &  M."  Laced  Baseball  Mitts. 


The  cloth  may  be  washed  when  desired  and 
returned  to  place.  Wood  covers  are  provided 
for  the  kettles.  When  necessary  the  kettles 
can  be  replaced  at  the  Hardware  store. 

The  principle  of  fireless  cooking  is  simple 
and  generally  understood  in  many  sections.  It 
is  simply  this,  to  bring  the  food  to  a  boiling 
point  on  a  flame  stove,  then  deposit  the  kettle 
into  a  chest  that  is  packed  with  a  good  non- 


''D.  &  H."  Laced  Baseball  Mitts 

Draper  &  Maynard,  Plymouth,  N.  H.,  are 
offering  the  trade  the  "D.  &  R."  Laced 
Baseball  Mitts,  illustrated.  These  Mitts  are 
designed  for  the  use  of  catchers,  basemen  and 
fielders.  The  Mitts  are  made  on  the  latest 
improved  patterns.  It  will  be  noted  that  the 
lacing  enables  the  player  to  adjust  the  pad- 
ding, as  his  preference  may  indicate. 
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^'Breeze''  Carburetcnrs. 

e  Breeze  Carburetor  Co.,  276  Halsey 
street,  Newark,  N.  J.,  are  offering  the 
trade  the  "Breeze"  Carburetors,  illustrated. 
This  device  is  equally  adapted  to  all  engines. 
It  will,  when  adjustments  are  once  properly 
made,  deliver  the  right  kind  of  mixture  to 
the  engine  at  all  speeds  at  which  it  will  work 
without  change  of  adjustment.  With  clean 
fuel  and  air  passing  through  the  Carburetor, 
it  requires  no  attention,  but  if  clogged  by  dirt 
it  can  be  easily  cleaned.  All  adjustments  are 
independent,  and  when  made,  stay  set.  Both 
gasoline  and  air  adjustments  are  placed  on 
top  of  the  Carburetor,  the  gasoline  valve  hav- 
ing figures  and  graduations  stamped  on  a  dial 
head  indicating  its  exact  position.  The  non- 
fluttering   auxiliary    valve    maintains   an   even 


engine  with  it.  The  proportion  is  determined 
by  the  adjustment  of  the  needle  valve.  As 
the  suction  increases  when  the  throttle  is 
opened  or  the  engine  runs  faster,  the  propor- 
tion of  gasoline  taken  up  is  greater  than  it 
should  be,  so  the  auxiliary  air  valve  is  pro- 
vided and  arranged  to  open  against  a  spring 
and  admit  pure  air  according  to  the  increased 
suction  of  the  engine.  By  proper  adjustment 
of  this  valve  spring  the  Carburetor  can  be 
made  to  furnish  a  uniform  mixture  to  any 
engine.  A  valve  is  provided  to  govern  the 
amount  of  mixed  gas  delivered  to  the  engine. 
The  AA  Carburetor  is  an  especially  small 
%-inch  for  motor  cycles.  It  is  made  of 
aluminum,  weighs  about  8  ounces,  and  i-^ 
built  on  the  same  principle  as  their  other  Car- 
buretors. 


"Breeze"    Carburetor    for     Autos    and 
Motor  Boats. 

addition  of  air  to  the  mixture  on  high  speeds. 
The  central  draught  for  main  air  and  gasoline 
spray  prevents  changing  of  fuel  level  on 
grades.  The  peculiar  construction  of  the 
needle  valve  causes  the  breaking  up  of  the 
fuel  into  small  particles,  giving  at  the  same 
time  economy  and  power.  The  purchaser  can 
have  vertical  or  horizontal,  or  male  or  female 
connection  to  engine.  The  Carburetor  is 
easily  detachable  from  flange  of  engine  pipe 
connection.  The  spun  brass  float  is  claimed 
to  obviate  all  need  of  adjusting  fuel  level. 
The  interchangeable  main  air  tubes  give  a 
wide  range  of  main  air  supply  and  still  main- 
tain the  correct  cone-shaped  air  passage.  It 
is  provided  with  a  simple  and  easily  detached 
hot  air  attachment.  The  Carburetor  consists 
of  a  fuel  chamber  provided  with  a  float  feed 
device  to  maintain  the  fuel  level  always  at  a 
pomt  just  below  the  spray  nozzle,  which  is 
connected  by  a  cross  tube  to  the  fuel  cham- 
ber; when  air  is  sucked  through  the  conical- 
shaped  main  air  tube  by  the  engine,  a  pro- 
portion   of    gasoline    is    drawn    np    into    the 


Sectional  View  "Breeze"  Carburetor. 

The  Cronk  &  Carrier  Mfg.  Co.,  Elmira,  N. 
Y.,  have  been  distributing  their  latest  cata- 
logue. There  are  preserfted  Barn  Door 
Hangers,  Automatic  Sliding  Door  Latch. 
Wrought  Steel  and  Malleable  Garden  Rakes. 
Grrrden  Mattocks,  various  style  Hoes,  Gra-^s 
Shears,  Turf  Edgcrs;  Fencing,  Button,  Flat 
and  Round  Nose,  Burner,  Gas,  Side  Cutting, 
Lineman's,  and  other  Pliers;  Cold  Chisels. 
Screw   Drivers,   Pruning  Shears,  etc. 


The  Reliable  Incubator  &  Brooder  Co.. 
Quincy,  111.,  report  the  sale  of  one  of  their 
Incubators  to  the  King  of  Spain.  Naturally, 
they  feel  very  much  elated  as  it  is  the  custom 
of  Spanish  royalty  to  refrain  from  purchasing 
articles  from  private  parties. 


Paragon  Mfg.  Co.,  Chicago  and  New  York, 
have  issued  a  descriptive  catalogue  of  the 
Sanitary  "Paragon"  Revolving  Cylinder 
Washing  Machine.  This  Machine  is  claimed 
to  be  adapted  for  both  wet  and  dry  cleaning 
of  clothing. 
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*Trviiijf'8"  Wizard  or  Gy-Kotary  Top 

Smith  &  Egoje  Mfg.  Co.,  Bridgeport,  Conn., 
are  offering  the  trade  "Irving's"  Wizard 
or  Gy-Rotary  Top,  illustrated.  With  but  one 
exception,  the  entire  Top  is  constructed  of 
cold  rolled  steel,  the  flywheel  only  being  made 
of  babbitt  metal,  solidly  cast  to  a  steel  spin- 
dle. The  outfit  comprises  Top,  pedestal,  spin- 
ning cord  and  illustrated  directions.  It  is  re- 
ferred to  as  being  a  miniature  rotary  engine, 
capable  of  several  thousand  revolutions  per 
minute,  and  can  be  handled  while  running  at 
full  speed.    It  maintains  its  equilibrium  at  any 


forations,  the  holes  increasing  in  size  from 
center  to  circumference  which  give  an  even 
distribution  of  heat  to  every  point  of  the  toast- 
ing surface.  The  device  is  easily  cleaned,  as 
it  has  a  loose  wire  rack.  It  will  toast  four 
large  slices  of  bread  and  prevent  crumbs  from 
falling  on  the  stove.  It  does  not  dry  out  the 
toast,   but   leaves  it  crisp   and  palatable. 

''Handihook'' 

August  Goertz  &  Co.,  Morris  avenue,  New- 
ark, N.  J.,  are.  offering  the  trade  the 
"Handihook,"  an  ever  ready  hanger,  as  illus- 
trated.   Its  features  are:     It  hangs  everything 


**Irving's"  Wizard  or  Gy-Rotary  Top. 

angle,  in  any  position  on  cither  end  or  side, 
however  placed.  There;  is  no  tedious  winding 
and  no  springs.  It  can  be  put  in  motion  by  a 
child  in  a  few  seconds  and  spins  for  over  five 
minutes,  and  performs  a  very  large  number  of 
scientific  tricks.  Some  of  the  positions  in 
which   it   spins  are  shown   in  this  connection. 

"Apex"  Bread  Toaster 

pex    Specialty    Co.,    75    East    Woodbridge 
street,  Detroit,  Mich.,  are  placing  On  the 
market  the  "Apex"  Bread  Toaster,  illustrated. 


A 


The  "Hanoi hook." 

that  is  "hangable";  it  is  handy,  there  is  no 
hammering,  no  screwing,  no  ugly  marks.  It  is 
simple — a  push  with  the  thumb  and  it's  in.    It 

Some  Positions  in  Which  Top  Spins. 
is  secure,  holding  up  to  10  pounds.  As  it  is 
inexpensive,  the  low  cost  permits  of  wide  use. 
Some  of  the  uses  include  the  hanging  of  pic- 
tures, signs,  cards,  calendars,  coats,  skirts, 
papers,  kitchen  utensils,  window  displays,  etc. 
The  device  is  made  with  a  fine  brass  finish, 
and  sells  at  a  low  price.  A  three-color  displny 
stand  is  furnished  free. 


The  makers  refer  to  it  as  being  scientifically 
built  and  utilizing  every  heat  unit.  The  heat 
distributor  is  an  inverted  cone  having  800  per- 


There  is  a  great  difference  between  the 
good-natured  salesman  and  the  good-tempered 
salesman. 
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'^Cleaner"  Bug  and  Carpet  Beater 

Holt-Lyon  Co.,  Tarrytown,  N.  Y.,  are  manu- 
.  facturers  of  the  "Qeaner"  Rug  and 
Carpet  Beater,  illustrated.  This  Beater  has  the 
twisted  wire  in  and  out  of  the  handle,  which 
greatly  strengthens  the  wire  directly  at  the 
handle,  which  is  usually  considered  to  be  the 
weakest  part  of  a  device  of  this  character.  One 
wire  goes  through  the  handle,  is  bent  back-  and 
driven  into  the  handle,  which  prevents  the 
handle  from  ever  coming  off.  There  are  six 
wires  in  the  head  where  they  are  needed,  and 


"Cleaner''  Rug  and  Carpet  Beater. 


only  four  wires  in  the  shank.  This  Beater  is 
especially  adapted  for  beating  heavy  rugs  and 
carpets.  Its  use  is  not  injurious  to  rugs  be- 
cause the  blow  is  divided  over  a  large  space. 
The  No.  11  has  head  10x14  inches,  length  32 
inches  and  weight  10  ounces ;  No.  10  has  head 
lOV^xlS  inches,  35  inches  in  length  and  weight 
13  ounces.  The  No.  10-X  has  head  11x16 
inches,  length  38  inches  and  weight  14  ounces. 


The  Lefever  Arms  Co.,  Syracuse,  N.  Y.,  an- 
nounce to  the  trade  that  hereafter  they  will 
give  added  protection  to  the  retail  dealer  by 
never  quoting  to  the  consumer  direct  from  the 
factory  at  a  price  less  than  approximately  10 
per  cent,  higher  than  their  established  mini- 
mum  retail   price,   f.   o.   b.   factory. 

*^Nip.It"  Strawberry  Huller 

Windsor  Stephens  &  Co.,  Waltham,  Mass., 
are  manufacturers  of  the  **Nip-It" 
Strawberry  Huller,  illustrated.  This  nickel 
plated  thin  sheet  steel  device  is  shown  full 
size.    It  fits  the  hand  nicely  and  with  the  deprcs- 


**Nip-Tt"  Strawberry  Huller. 

sions  near  the  ends  forms  a  holding  for  the 
finger  and  thumb  so  that  one  can  quickly  hull 
strawberries  without  getting  the  seeds  or  grit 
under  the  finger  nails,  and  without  staining 
the   fingers    of    the   hand    that   is    using   the 


Huller.  In  addition,  the  berries  are  left  in 
better  condition  after  being  hulled  in  this 
manner  than  they  would  be  if  hulled  with  the 
fingers  alone.  Any  soft  spots  in  the  berries 
can  be  readily  removed  with  the  device.  The 
normal  position  is  open  so  that  when  hulling 
the  points  are  brought  together  and  when 
pressure  is  removed  they  spread  apart,  ready 
for  the  next  hulling  operation.  Although  sell- 
ing at  a  small  price,  it  yields  a  good  profit.  A 
dozen  are  mounted  on  a  neat  display  card  for 
show  case  or  counter. 

''Gem"  Combination  Steam  Cooker 

The  Gem  Mfg.  Co.,  Chelsea  station,  Boston. 
Mass.,  are  offering  the  trade  the  "Gem' 
Steam  Cooker,  illustrated.  This  one  utensil 
combines  three  distinct  articles — cooker,  can- 
ner  and  sterilizer — which  were  formerly  made 
by  the  company.  It  is  made  of  XXX  tin,  has 
four  separate  and  distinct  compartments,  any 
two  of  which  can  be  used  as  a  unit  or  in  com- 
bination. The  manufacturers  remark  that 
they   have   omitted   all   spouts,   whistles,   con- 


"Gem*'    Combination    Steam    Cooker. 

denscrs,  traps,  etc.,  which  leaves  the  utensil 
free  from  corners,  holes  and  tubes,  so  that 
every  inch  is  accessible  for  thorough  cleaning. 
By  reference  to  the  illustration  it  will  be  seen 
that  the  lower  compartment  contains  potatoes 
and  green  corn,  the  second  compartment  is 
used  for  canning  fruit,  the  third  and  fourth 
compartments  are  used  for  cooking  a  fowl.  All 
of  these  operations  are  conducted  simultane- 
ously, and  over  one  gas  burner  or  flame. 
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Marine  Alcohol  Cookiiig  Stove 

Alcohol  Utilities  Co.,  156  West  Twenty-third 
street,  New  York,  are  offering  the  trade 
the  Marine  Alcohol  Cooking  Stove,  illustrated. 
This  Stove  requires  but  one  fuel  to  start  and 
burn,  denatured  alcohol.  This  fuel  is  practi- 
cally as  safe  as  water  to  use,  which  makes  it 
particularly  suitable  for  use  on  boats  of  all 
kinds.  The  alcohol  vapor  is  not  dangerous 
like  gasolene;  it  has  no  odor  as  has  kerosene, 
and,  unlike  the  latter,  there .  is  nothing  dis- 
agreeable about  handling  alcohol.  If  any  is 
spilled  over  the  hands  or  clothing,  no  damage 
is  done,  as  it  evaporates  quickly.  The  Stove 
burns  the  alcohol  with  an  intense  heat,  without 
soot  or  smoke,  and  it  is  odorless  and  clean. 
The  Stove  is  finished  so  that  no  part  can  rust, 
cannot  get  out  of  order,  and  every  part  is  easy 
of  access.  It  is  safely  operated  in  rough 
weather,  as  it  is  securely  fastened  down  any- 


handle.  The  body  is  dished  up  so  as  to 
spread  the  heat  to  the  outside,  but  is  pre- 
vented from  escaping  over  the  edges  by  the 
V-shape  of  the  feet,  thus  using  but  a  small 
amount  of  gas  for  the  toasting  process.  All 
the  heat  is  forced  to  rise  through  the  funnel- 
shaped  holes,  which  are  so  small  that  the 
flame  cannot  get  through.  It  makes  crisp 
toast,  browned  alike  all  over.  The  nominal 
selling  price  is  one  of  its  strong  features. 

"Polar  Star"  Ice  Cream  Freezer 

Smith  &  Hemenway  Co.,  110  Duane  street. 
New  York,  are  offering  the  trade  the 
"Polar  Star"  Ice  Cream  Freezer,  illustrated. 
It  is  made  from  XX  tin,  and  all  parts  of 
Freezer  are  retinned,  so  there  is  no  chance  for 
rusting.  The  makers  state  that  pure  cream 
can  be  made  in  the  home  with  practically  no 
labor.    The  total  weight  of  the  machine  is  214 


Marine  'Alcohol  Cooking  Stove. 

where  and  the  cooking  utensils  are  held  in 
place  by  rails  around  each  burner.  The  fuel  is 
easily  obtained,  and  being  in  liquid  form  can 
be  transported  and  stored  in  any  part  of  the 
boat  without  danger.  This  Stove  is  made 
with  one,  two  or  three  burners.  The  reservoir 
liolds  1  quart.  The  supply  pipe  leading*  to  the 
burners  is  so  constructed  that  there  is  no  ex- 
cess of  alcoliol  delivered  at  the  burner.  An- 
other important  feature  rs  that  heat  is  not 
radiated  to  the  side  of  an  alcohol  flame,  as  the 
full  amount  of  heat  is  delivered  at  the  point 
of  the  flame,  right  over  the  burner. 

"Androck"  Bread  Toaster 

Andrews    Wire    &    Iron    Works,    Rockford, 
111.,  are  placing  on  the  market  the  "And- 
rock"  Bread  Toaster,  illustrated.    It  has  plan- 


"Androck"    Bread   Toaster. 

ished    steel   body,    bright   finished   wire    cloth 
br^ad  rest,  9  inches  square,  and  tinned  wif^ 


"Polar  Star"  Ice  Cream  Freezer. 

pounds  for  the  2-quart  size  and  IM  pounds 
for  the  1-quart  size.  The  claims  made  for  this 
Freezer  are  that  it  will  make  cream  in  five 
minutes;  it  is  simple  in  construction  and  oper- 
ation, is  quick  acting,  is  sanitary  and  is  sold 
at  a  low  price.  It  comes  in  1  and  2-quart 
sizes.  The  1-quart  size  will  make  enough 
cream  to  serve  six  people  and  the  2-quart  size 
will  make  enougli  to  serve  twelve  people.  The 
ice  required  for  the  smaller  size  is  4  pounds 
and  1  pound  of  rock  salt;  for  the  larger 
Freezer  8  pounds  of  ice  and  2  pounds  of  rock 
salt  are  required.  The  1-quart  size  is  packed 
three  dozen  in  a  crate,  with  shipping  weight  of 
90  pounds ;  the  2-quart  size  is  packed  two 
dozen  to  a  crate,  with  shipping  weight  of  110 
pounds.  Sample  and  special  discount  will  be 
s^nt  to  the  trade  on  request. 
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''Ohio"  Wire  CuBhioned  Oil  Can 

Ohio  Lantern  Co.,  Tiffin,  Ohio,  are  manu- 
facturers of  the  "Ohio"  Wire  Cushioned 
Oil  Can,  ilhistrated.  The  wire  cushion  is  made 
with  full  heavy  tin  rings  crimped  to  top  and 
bottom.     The  glass  can  be  removed  from   the 


"Ohio"  Wire  Cushioned  Oil  Can. 

jacket  for  cleaning  or  any  other  purpose.  The 
jacket  is  made  of  coiled  steel  spring  tiimed 
wire,  woven  to  form  a  cushion  which  is  prac- 
tically "thump  and  knock"  proof.  The  unpro- 
tected glass  in  use  is  very  liable  to  breakage 
by  being  set  down  too  hard  or  knocking  some 


or  piece  of  wood  inside  to  get  the  depth  of 
contents.  One  view  shows  the  glass  can  partly 
removed  from  the  jacket  for  cleaning;  the 
other  shows  it  in  its  normal  position.  The  can 
shown  holds  a  gallon. 

The  T.  F.  Deck  Gravity  Level  Co.,  Toledo, 
Ohio,  have  issued  a  catalogue  descriptive  and 
illustrative  of  their  line  of  Gravity  Levels. 

American  Emery  Wheel  Works,  Providence, 
R.  I.,  have  issued  an  86-page  catalogue  of 
Emery  and  Corundum  Wheels  and  specialties. 
Tlie  wheels  are  furnished  for  a  large  variety 
of  purposes,  coming  in  many  sizes  and  shapes 
for  different  purposes.  In  the  book  there  arc 
a  number  of  interesting .  articles,  including 
Testing  for  Grade,  which  is  indicative  of  the 
exactness  of  the  concern  in  the  manufacture 
of  Wheels;  Automatic  Grinding,  Hand  Grind- 
ing, etc. 

"Daisy"  Fly  KiDcr 

Harold  Somers,  149  De  Kalb  avenue,  Brook- 
lyn, N.  Y.,  is  the  manufacturer  of  the 
"Daisy"  Fly  Killer,  illustrated.  It  is  a  tightly 
sealed  ornamental  tin  box,  provided  with  live 
holes,  into  which  are  secured  felt  wicks,  and 
contain  a  fly-killing  material.  When  filled  with 
water  and  the  cork  replaced  and  thoroughly 
shaken  up  the  fly-killing  material  inside  the 
box  mixes  with  the  water  and  is  absorbed 
through  the  wicks,  which  form  the  petals  of 
the  daisies.  The  wicks  thus  become  moist 
and  sweet  from  the  box  contents.  The  flies 
are   attracted  by  the   moisture   and   sweetness 


Removeu  from  Jacket  Partly. 

article  against  the  can.  The  cushion  takes  up 
these  jolts  and  knocks  and  very  largely  pre- 
vents breaking  the  can.  Another  imp<:»rtant 
advantage  is  that  the  user  can  at  all  times  see 
how  much  oil  remains,  without  going  to  the 
necessity  of  shaking  the  can,  sticking  a  straw 


"Daisy"  Fly  Killer. 

in  the  wicks,  and  after  getting  a  taste  of  it 
soon  die.  The  fly-killing  material  does  not 
act  instantly,  but  when  the  fly  has  once  tasted 
the  moist  wick  it  will  die  in  from  one  to  five 
minutes.  W^hen  the  contents  of  box  havt 
evaporated,  replenishing  with  water  will  ai 
once  restore  its  usefulness.  There  is  sufficient 
fly-killing  inside  the  box  to  last  through  the 
season.  The  box  is  3 Mi  x  6  inches  in  size  and 
neatly  lithographed  to  represent  daisies  in  a 
field.  It  finds  advantageous  use  in  hospitals, 
in  the  sick  room  and  in  a  room  when  a  person 
desires  to  lie  down  for  a  nap  and  not  be 
bothered  with  flics. 
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"Flexible  Plyer"  Racer 

SL.  Allen  &  Co.,  Box  1100  H,  Philadel- 
•  phia,  Pa.,  are  oflfering  the  trade  the 
-Flexible  Flyer"  Racer,  illustrated.  The  mak- 
ers refer  to  it  as  being  the  youngest,  best  and 
most  attractive  of  the  "Flexible  Flyer"  family. 
It  has  racy  lines,  lightness,  strength,  poise  and 
attractiveness.  It  is  built  low  and  rather 
narrow,  with  unusual  length  of  runner  extend- 
ing well  forward  and  to  the  rear,  insuring 
high  speed.  With  three  standards  on  a  side, 
it   is    extra  strong   and  the   springing  of   the 


scroll.  The  shafts  and  seat  are  furnished,  if 
desired.  The  box  is  16  x  34  inches,  wheels*  11 
and  15  inches  diameter.  The  No.  32  has  steel 
tired  wheels  and  the  No,  320  has  rubber  tired 
wheels. 

"Fox"  Cabinet  Scraper 

The  Fox  Mfg.  Co.,  Milwaukee,  Wis.,  are  of- 
fering the  trade  the  "Fox"  Cabinet 
Scraper,  illustrated.  The  body  of  the  Scraper 
slides  on  the  wood  insuring  a  cut  of  uniform 
depth.  The  blade  is  fastened  with  a  handy 
clamp  and  can  be  adjusted   or  reversed   in   a 


"Flexible  Flyer"  Racer. 


runners  by  the  steering  bar  is  easily  done. 
The  runner  steel  is  a  patent  section,  insuring 
successful  steering.  The  new  shape  front  is 
pleasing  to  the  eye  and  correct  form  for  speed. 
Ihe  finish  is  high  grade.  In  length  the  sled 
is  56  inches,  height  6%  inches  and  width  13 
inches.    The  weight  is  16  pounds. 

"Wabash"  Fkrm  Wagon 

Wabash  Mfg.  Co.,  Wabash,  Ind.,  are  manu- 
facturers of  the  "Wabash"  Farm 
Wagon,  illustrated.  This  miniature  real  farm 
wagon  has  end  boards,  end  rods,  reach  and 
fifth  wheel  and  all  necessary  braces.  The 
gear  braces  are  independent  of  the  box.  The 
bix  is  made  of  selected  cotton  wood,  light 
and    durable;    the   gear    is    of    well    seasoned 


moment.  It  works  equally  well  in  a  horizontal 
or  perpendicular  position.  It  is  said  never  to 
leave  waves.    It  is  especially  adapted  for  floor, 


"Fox"  Cabinet  Scraper. 

cabinet  or  bench  work  where  a  fine  finish  is 
desired.  The  body  is  6  inches  long,  W2  inches 
high   and    it   cuts   3VL»   inches   wide.     Its   con- 


"  Wabash" 
hard  wool.  "Wabash"  wheels  are  of  the  con- 
cern's own  design  and  used  exclusively  on 
their  own  Wagons  and  Hand  Cars.  They 
have  a  T  steel  rim  and  the  spokes  are  se- 
curely fastened  and  clamped.  The  rim  can- 
not settle  between  the  spokes,  thus  making  a 
smooth  and  easy  running  wheel  that  will 
stand  hard  and  rough  usage.  The  body  is  fin- 
ished in  a  rich  green,  while  the  gear  and 
wheels  are  a  bright  red  with  hand  striping  and 


Farm  Wagon. 

venient   size  permits  of  easy   carrying   in   any 
carpenter's  tool  kit. 


T.  R.  Almond  Mfg.  Co.  have  removed  their 
factory  and  main  office  from  Brooklyn,  N.  Y., 
to  Ashburnham,  Mass.  The'w  New  York  ad- 
dress will  be  at  40  Murray  street,  at  which 
place  a  well  assorted  stock  will  be  carried. 
The  concern  manufactures  Chucks,  Flexible 
Tubing,  etc. 
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"Chi-Namel"  Graining  Process 

The  Ohio  Varnish  Co.,  Cleveland,  Ohio,  are 
offering  the  trade  the  "Chi-Namel"  Var- 
nish for  Graining,  Staining  and  Varnishing. 
With  this  process  any  one  without  previous 
experience  can  put  a  new  surface  on  their  old 
floors,  doors,  wainscotings,  etc.,  which  will  be 
a  reproduction  not  only  as  to  color,  but  grain 
effect  of  any  kind  or  color  of  wood  they  may 
choose  to  imitate. 

It  matters  not  how  dark  or  full  of  imper- 
fections the  old  floor  may  be,  or  how  wide  the 
boards,  it  can  be  transformed  into  as  light  a 
wood  with  as  narrow  boards  as  desired. 
Cracks,  nail  holes  and  knot  holes  are  lost 
when  the  new  "Chi-Namel"  surface  is  applied. 
It  works  just  as  well  on  tin,  iron,  cardboard, 
oil  cloth  or  linoleum  as  on  wood — in  fact,  it 
can  be  used  on  any  flat  surface  that  can  be 
painted. 


services  of  a  corps  of  specially  trained  and 
instructed  lady  demonstrators  who  conduct 
"  'Chi-Namer  Schools"  for  a  few  days  in  their 
store  windows,  giving  personal  instruction  to 
the  housewives  and  others  in  the  use  of  the 
Graining  Process  and  also  in  making  a  series 
of  tests.  Among  these  tests  are  striking  a  "Chi- 
Nameled"  surface  a  sharp  blow  with  a  hammer 
to  show  that  it  will  dent  with  the  wood  with- 
out breaking,  cracking  or  showing  a  while 
spot;  dipping  into  boiling  water  to  show  that 
this  abuse  has  no  injurious  effect;  pouring  on 
alcohol  or  ammonia  to  show  that  it  is  less 
quickly  affected  by  these  injurious  liquids  than 
ordinary  varnish.  This  is  a  species  of  adver- 
tising which  leaves  the  dealer  in  position  to 
follow  up  the  demonstrator's  work  and  reap 
fully  100  per  cent,  of  its  results ;  he  is  free  from 
price-cutting,  for  he  has  no  nearby  competitor 
handling  the  line.  The  "Chi-Namel"  product-; 
are  not  marketed  through  jobbers,  but  sold 
direct  to  the  retailer  by  the  manufacturer 
This  makes  it  possible  for  the  dealer  to  make 
a  specialty  of  the  line  and  develop  a  far  larger 
business  than  would  be  at  all  possible  if  in  the 
hands  of  all  his  competitors. 

"Quincy"  Glass  Show  Case 

The  Quincy  Show  Case  Works,  Quincy. 
III.,  are  manufacturers  of  the  "Quincy" 
All-Plate  Glass  Show  Case.  No.  500,  illustrat- 
ed. The  concern  have  perfected  a  device  for 
an  all-plate  show  case  whereby  the  glass  is 
held  together  in  a  firm  way  without  holes  in 


Graining  with  "Chi-Namel"  Varni.sh. 

The  "Chi-Namel"  Varnish  (natural  or  in  all 
colors),  which  is  a  part  of  this  process,  is  also 
a  departure  from  the  ordinary  house  varnish 
in  respect  to  wearing  quality.  It  is  said 
to  have  very  long  life.  Floors,  table, 
tops,  dresser  tops  and  furniture  finished  with 
this  varnish  are  both  hammerproof  and  water- 
proof. Naturally,  these  cl'aims  for  endurance 
are  accepted  with  a  degree  of  skepticism  by 
those  who  have  had  experience  with  the  per- 
ishable sort,  and  the  only  way  to  carry  con- 
viction to  such  is  to  offer  a  practical  illustra- 
tion of  what  may  be  expected  from  the  goods. 
This  calls  for  an  advertising  and  selling  plan 
that  is  new  in  the  varnish  world.  The  "Chi- 
Namel"  plan  is  to  assist  the  dealer  who  has 
the  exclusive  agency  for  the  goods  to  make 
his  own  circle  of  patrons  acquainted  with  their 
superior   quality.     This   is   done   through   the 


"Quincy"  Glass  Show  Case,  No.  500. 

the  glass  or  connecting  rods.  Nothing  but 
quarter-sawed  oak  is  used  in  the  woodwork 
on  their  Show  Cases.  All  Cases  are  shipped 
K.  D.  in  order  to  save  freight  charges,  and 
make  a  feature  of  furnishing  a  screw  driver 
with  each  Case,  the  only  tool  required  to  set 
them  up.  The  company  also  make  a  high 
grade  line  of  store  equipments,  counters,  shelv- 
ing, tables,  etc. 

Bison  Mfg.  Co.,  Little  Valley,  N.  Y.,  in  their 
catalogue  show  their  line  of  "Bison"  Razor 
Strops  and  Razors,  as  well  as  "Reed's"  patent 
Strop  and  Case.  The  latter  has  a  strop  and 
space  for  two  ordinary  razors,  which  is  very 
convenient  for  travelers. 
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Tool  Sharpener  IKspIay  Stand 

Luther  Brothers  Mfg.  Co.,  Milwaukee,  Wis., 
manufacture  a  line  of  Hand  Tool  Sharp- 
eners in  all  sizes  and  styles.  These  machines 
are  fitted  with  Carborundum  wheels,  the  well- 


TooL  Sharpener  Display  Stand. 

known  abrasive.  In  order  to  make  easier  the 
proper  display  of  these  Grinders  the  company 
have  brought  out  the  Display  Stand,  illus- 
trated. It  is  approximately  36  inches  high, 
including  transfer  at  the  top,  and  carries  an 
assortment  of  from  twelve  to  fifteen  machines. 


The  Corbin  Motor  Vehicle  Corporation, 
New  Britain,  Conn.,  in  a  recent  folder  give 
some  splendid  views  of  parts  of  the  "Corbin** 
Automobile.  There  are  views  of  different 
styles  of  motors,  of  the  transmission  gear,  of 
rear  axle,  etc.  A  dozen  views  show  the  "Cor- 
bin" in  various  competitions,  on  the  track, 
hill  climbing,  endurance  runs,  sealed  bonnet 
contests,  etc. 


J.  C.  McCarty  &  Co.,  21  Murray  street,  New 
York,  have  been  appointed  sales  agents  for 
the  United  States,  outside  of  Greater  New 
York  and  Canada,  for  the  Acme  Ball  Bearing 
Sales  Co.,  56  Warren  street.  New  York, 
manufacturers  of  the  "Acme"  Ball  Bearing 
Casters. 

'Tarker's"  Double  Swivel  Semi-Steel  Vise 

The  Charles  Parker  Co.,  Meriden,  Conn.,' 
with  New  York  office  at  32  Warren 
street,  are  placing  on  the  market  "Parker's" 
Double  Swivel  Semi- Steel  Vise,  illustrated. 
This  new  construction  has  "Parker's"  solid 
steel  bar  slide  strengthener,  and  also  solid 
under  portion  to  the  front  jaw,  or  slide,  a  dis- 
tinctive feature  of  this  concern's  Vises.  The 
jaw  faces  of  this  series  are  made  of  high 
grade  tool  steel,  and  are  renewable  and  remov- 
able at  any  time  during  the  life  of  tbe  Vise. 
With  this  general  toolmaker's  double  swivel 
Vise,  it  is  not  necessary  to  remove  the  work 
from  the  vise  jaws.  The  tool  can  be  swiveled 
on  base  or  turned  in  a  barrel  without  touching 
the  Vise  screw  or  lever,  and  it  is  held  in  posi- 
tion by  a  turn  of  the  tightening  studs.  It  is 
made  in  45,  60  and  8(>  lb.  sizes,  opening  3%.  6 


"Parker's''  Double  Swivt.l  Semi- Steel  Vise. 


This  Stand  is  supplied  free  to  'dealers  hand- 
ling the  company's  goods.  Six  out  of  the 
twenty  distinct  types  of  machines  made  are 
shown  on  the.  Stand. 


and  7^^  inches,  respectively.  The  steel  faces 
of  series  of  the  45-lb.  size,  which  is  No.  429, 
are  milled  and  fitted  to  the  jaws  and  are  re- 
newable. 
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'Ulinois"  Dairy  Separator 

Th^  American  Hardware  Mfg.  Co.,  Ottawa. 
Ill,  are  oflFering  the  trade  the  "Illinois" 
Dairy  Separator,  illustrated.  It  is  the  new 
1908  model  ball  bearing  machine.  The  frame  is 
the  same  box  pattern  which  has  been  so  suc- 
cessfully used  by  this  firm  in  the  past.  All 
horizontal  shafts  run  in  ball  bearings  packed 
in  vaseline.  The  makers  state  that  actual 
experience  has  shown  the  ball  bearing  to  be 
superior  to  steel  or  bronze  bearings.  The  frame 
is  of  proper  height  for  easy  operation,  strong 
and  rigid,  all  high  speed  mechanism,  such  as 


"IixiNOis"  Dairy  Separator. 

worm,  worm  wheel,  safety  cliatch,  etc.,  and  are 
carefully  incased,  thereby  excluding  dirt  and 
dust  and  lessening  the  wear  of  the  Farm  Dairy 
Separator.  All  bushings,  shaftings  and  bear- 
ings are  of  high  grade  material,  developed  by 
long  experience  and  adjusted  so  that  a  mini- 
mum quantity  of  oil  is  required.  Every  part 
of  the  Separator  is  made  by  machinery  espe- 
cially designed  for  the  purpose,  which  insures 
uniformity  and  accuracy.  The  turbine  disc 
bowl  used  is  not  easily  thrown  out  of  balance. 
The  full  milk  enters  the  bowl  at  the  top,  passes 
to  the  bottom  and  is  then  distributed  through 
the  discs,  and  in  this  way  the  milk  is  subject 
to  several  distinct  separations.  This  bowl 
turns  easily  when  separating,^  and,  in  fact, 
easier   than   when   empty;  it   skims  clean^   as 


there  is  no  interfering  with  the  skim  milk  or 
cream  currents  during  separation.  The  turbine 
disc  performs  at  the  same  time  another  form 
of  separation  of  great  value  to  the  dairy;  it 
takes  out  all  of  the  filth,  all  of  the  bacteria, 
and  all  foreign  matter  that  gets  into  the  milk, 
no  matter  what  degree  of  care  is  exercised  in 
the  milking.  The  manufacturers  refer  to  the 
turbine  disc  bowl  as  being  recognized  as  the 
best  known  principle  of  cream  separation. 
There  are  no  sharp  angles  to  break  up  the  but- 
ter fat  globules,  and  as  the  croam  comes  out 
of  the  Separator  it  is  not  churned  into  froth. 
This  is  because  of  the  turbine  disc.  It  is  churn- 
able  cream — cream  from  which  butter  is  made 
— that  commands  the  highest  market  price,  k 
milk  and  cream  tester'  proves  that  the  separa- 
tion is  complete.  The  safety  grip  clutch  which 
this  machine  has  assists  the  operator  in  start- 
ing the  machine,  for  by  working  the  crank  as 
a  pump  handle  until  the  bowl  is  very  near  full 
speed  separation  can  be  started  quickly.  After 
the  milk  has  all  been  separated,  and  just  as 
soon  as  one  stops  turning  the  crank,  not  only 
the  crank  stops,  but  all  the  gears  on  the  ma- 
chine cease  to  revolve  and  the  bowl  only  con- 
tinues to  revolve  until  the  momentum  ceases. 
The  operator  can  stop  turning  at  any  moment 
he  wishes,  as  all  gears  and  shafting  stop  the 
moment  the  crank  stops;  this  eliminates  the 
source  of  danger  in  a  hand  separator.  The 
worm  wheel  and  worm  run  in  a  continual  bath 
of  oil,  for  the  waste  oil  from  the  feed  cups 
run  into  this  worm  wheel  reservoir.  The  worm 
is  distinct  and  separate  from  the  bowl  stem; 
it  is  enclosed  in  a  casement,  where  it  is  in  mesh 
at  all  times  with  the  worm  wheel,  so  that  it 
cannot  get  out  of  order,  and  where  no  dirt, 
dust  or  sand  can  reach  it.  The  worm  is  fitted 
with  two  phosphor  bronze  bushings,  so  that  it 
is  always  in  position  with  the  worm  wheel, 
wnich  gives  it  durahility.  The  worm  wheel  is 
much  heavier  than  is  usual.  The  Separator 
gives  clean  skimming, -is  so  easy  running  that  a 
ten-year-old  boy  can  readily  operate  it;  it  is 
durable  and  easy  to  clean.  It  is  built  in  three 
sizes,  Nos.  4,  5  and  7,  with  capacities  respec- 
tively of  350,  500  and  650  pounds  of  milk  per 
hour.  Our  pulley  power  attachment  can  be 
fitted  to  any  one  of  these  sizes,  if  desired,  at  a 
slight  additional  cost.  A  change  from  hand 
to  power  can  be  made  instantly. 


The  Bristol  Co.,  Waterbury,  Conn.,  has 
come  under  the  control  of  Prof.  William  H. 
Bristol,  45  Vesey  street.  New  York.  The  main 
office  of  the  Bristol  Co.  will  be  continued  at 
Waterbury,  with  branch  offices  in  New  York, 
as  above,  and  also  at  114  Liberty  street.  The 
combined  lines  of  both  concerns  now  give  :o 
the  new  owners  a  very  complete  line  of  Re- 
cording Instruments  for  pressure,  temperature, 
electricity  and  for  a  large  variety  of  other 
applications.  "Bristol's"  Steel  Belt  Lacing 
will  continue  to  be  made  as  heretofore. 


Digitized  by 


Google 


May,  1908. 


NEW  GOODS  AND  INVENTIONS 


1045 


"Eusswin"  Food  Cutter 

The  Russell  &  Erwin  Mfg.  Co.,  New  Britain, 
Conn.,  with  New  York  branch  at  94 
Lafayette  street,  are  offering  the  trade  the 
"Russwin"  Food  Cutter,  illustrated.  It 
is  of  simple  construction,  being  practically 
in  two  parts,  the  case  and  roll.  The  case  is 
hinged  in  the  middle,  permitting  the  roll,  with 
the  cutter  and  disk  attached,  to  be  removed 
bodily.  These  parts  can  then  be  taken  apart 
for  cleaning.  The  case  can  be  opened  wide 
and  easily  rinsed  and  wiped;  the  roll,  cutter 
and  disk  are  readily  freed  from  any  particles 
of  food  which  may  adhere  to  them.  The  gut- 
ter below  the  case  conveys  to  the  dish  any 
juices  which  may  escape  and  prevents  their 
dripping.  Four  knives  are  supplied  with  each 
machine — ^to  cut  coarse,  to  cut  fine,  to  pulverize 
and  to  make  nut  butter.  Substitution  of  one 
for  another  can  be  made  without  taking  the 


^'Samson"  Diagonal  Packing 

The  Revere  Rubber  Co.,  Boston,  Mass.,  and 
New  York  City,  have  recently  placed  on 
the  market  the  "Samson"  Diagonal  Packing, 
illustrated.  It  is  made  in  two  styles,  High 
Pressure  and  Low  Pressure.  This  Packing 
possesses  advantages  peculiar  to  itself.      The 


"Samson"  High  Pressure  Diagonal  Packing 

Diagonal  wedges  are  cut  from  a  point  off  the 
corner  which  insures  greater  strength  in  the 
wedges.  The  lubricating  feature  of  this  Pack- 
ing is  unique,  being  of  a  plastic  nature,  and  is 
placed  within  the  woven  cover  that  surrounds 


"Samson"  Low  Pressure  Diagonal  Packing. 


"Russwin"  Food  Cutter. 

cutter  apart  or  removing  its  contents.  Any 
article  of  food  which  can  be  cut  with  the 
chopping  knife  can  be  minced  with  this  ma- 
chine more  quickly,  quietly  and  thoroughly. 
The  knives  cut  the  food  and  do  not  tear,  grind 
or  mash  it.  Working  against  the  steel  disk 
they  sharpen  themselves  and  so  constantly  pre- 
serve their  edge.  The  cutters  are  nickel-plated 
and  all  other  parts  of  the  machine,  except  the 
disk,  are  heavily  tinned:  Three  sizes  of  Cut- 
ter are  supplied,  Nos.  1,  2  and  3,  cutting,  re- 
spectively, two,  three  and  five  pounds  per  min- 
ute. Each  machine  is  packed  in  a  pasteboard 
box,  and  six  to  the  case. 


Crescent  Tool  Co.,  Jamestown,  N.  Y.,  are 
distributing  their  new  catalogue  of  Pliers, 
forged  froip  hampiered  9ru^il)!c  s^e^l, 


the  cushion  as  well  as  the  extreme  outer  cover.  . 
The  Low  Pressure  Packing  is  made  with  a 
cushion  of  braided  flax,  each  strand  of  which 
is  plumbago  treated,  which  is  claimed  to  be  a 
decided  improvement  over  the  old  style  of 
twisted  hemp.  The  company  are  recommend- 
ing this  Packing  primarily  for  pump  service, 
although  the  High  Pressure  will  be  found  very  . 
efficient  on  steam  piston  rods.  Samples  will 
be  sent  to  any  interested  dealer. 


The  Kilborn  &  Bishop  Co.,  New  Haven, 
Conn.,  in  catalogue  No.  5  show  their  line  of 
Hardware  specialties,  which  comprise  Box 
Openers,  Cape,  Cold,  Floor  and  Plugging 
Chisels,  Linemen's  Climbers,  Pliers  and  Nip- 
pers, etc. 


Russell  &  Erwin  Mfg.  Co.,  New  Britain, 
Conn.,  and  94  Lafayette  street,  New  York, 
have  ready  for  distribution  price  list  No.  7, 
which  applies  to  their  catalogue  No.  9.  The 
various  changes  in  discount,  etc.,  harmonize 
with  the  reductions  in  builders*  Hardware 
made  in  January  last.  The  book  contains  277 
pages  and  has  the  new  goods  brought  oqt 
§ipc?  the  last  pripe  list  was  publl5h?4t 
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''Kahn"  Fireless  Cooker 

The  Fireless  Cooker  Co.,  92  State  street, 
Boston,  Mass.,  have  now  ready  for  the 
market  the  "Kahn"  Fireless  Cooker,  illus- 
trated Since  the  first  models  were  brought 
out  several  improvements  have  been  made,  in- 
cluding change  in  the  shape.  This  article, 
when  understood,  will  relieve  the  housewife  of 
a  considerable  amount  of  work  in  the  kitchen, 
especially  during  the  summer  season,  when  a 
heated    kitchen    is     the     most     uncomfortable 


taining  wall.  The  outside  pail  is  never  put 
on  the  stove.  Fig.  3  shows  the  Urgest  of 
the  inner  receptacles  with  its  metal 
cover.  It  snugly  fits  inside  the  Cooker 
or  pail.  Fig.  4  is  the  receptacle  that  holds  the 
hot  water  which  is  put  within  the  inner  pail. 
Fig.  3.     Fig.  4  has  a  rest  on  which  is  placed 


Fig.  1— "Kahn"  Fireless  Cooker. 

place  in  the  whole  house.  The  underlying 
principle  of  the  Fireless  Cooker  is  retained 
heat.  Food  to  be  cooked  in  a  Fireless 
Cooker  is  first  heated  on  a  stove,  over  a  gas 
burner  or  alcohol  stove,  or  otherwise,  for  a 
time  much  less  than  usually  required  in  roast- 
ing, cooking  or  steaming  in  the  ordinary  way. 
Fig.  1  shows  the  general  appearance  of  the 
Fireless   Cooker,   clamped,   and   in   use.     The 


Fig.  3 — Inner  Receptacle. 

outer  casing  is  of  sheet  metal,  in  a  neat  black 
finish  with  gold  bands.  The  inner  lining  is  of 
heavy  tin.  Between  the  two  is  a  non-conduct- 
ing material,  which  completely  surrounds  the 
Cooker.  It  is  somewhat  similar  to  the  insulat- 
ing features  of  a  refrigerator.  The  various 
inner  receptacles  are  placed  within  the  Cooker 
and  the  cover  clamped  on,  making  it  air-tight. 
Fig.  2  shows  the  cover  removed  and  the  gen- 
eral appearance  of  the  Cooker  with  heat-rc- 


FiG.  2 — Cover,  and  Interior  View. 

the  pail  which  contains  the  food.  The  inner 
receptacles  containing  food  are  first  heated 
over  a  stove,  the  time  varying  according  to 
the  articles.  Rice  requires  but  five  minutes 
initial  heating  before  being  transferred  to  the 
Cooker.  A  roast  of  beef  or  a  chicken  is 
likewise  given  initial  heating  on  a  stove  or 
over  a  burner,  the  time  required  varying;  a  12- 
Ib.  roast  took  7  minutes  for  searing,  then  15 
minutes  within  one  of  the  closed  inner  re- 
ceptacles while  over  a  stove,  and  then  was 
quickly  transferred  to  the  Cooker.     The  total 


Fig.  4 — Rest  on  Which  Receptacle  is  Placed. 

time  required  for  the  stove  heating  was  22 
minutes  and  then  was  left  in  the  Cooker  for 
three  hours.  No  further  heating  is  required 
as  the  food  can  be  at  once  served  for  the 
table,  being  thoroughly  cooked  or  roasted 
when  taken  from  the  Cooker.  The  manufac- 
turers claim  that  by  reason  of  their  patents 
the  "Kahn"  Cooker  is  the  only  one  that  can 
be  used  for  roasting. 
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Food  may  be  cooked  by  steam  or  by  the  dry 
process.  If  by  steam,  water  is  placed  in  the 
steamer,  and  a  rest  put  in  bottom,  while  the 
food  is  in  another  inner  cooker.  After  boiling 
on  the  stove  for  a  few  minutes,  it  is  quickly 
transferred  to  the  outer  vessel  or  Cooker,  and 
immediately  closed.  In  view  of  the  fact  that 
there  is  no  evaporation  of  the  water  and  no 
escape  of  heat,  the  cooking  process  continues 
the  same  as  if  on  the  stove,  only  in  a  less 
intense  manner.  By  means  of  the  triple  cas- 
serole cooker  three  different  methods  of  cook- 
ing can  be  done  simultaneously.  Boiling,  dry 
cooking 'and  steam  cooking  may  be  conducted 
without  in  the  least  interfering  with  each 
other.  The  various  foods  receive  the  initial 
heating,  and  then  each  in  its  own  compart- 
ment continues  to  cook  by  a  separate  process. 
Notwithstanding  different  lengths  of  time  are 
required  for  the  cooking  of  different  foods, 
when  done  on  a  stove,  it  will  be  found  that 
none  of  the  food  is  overdone,  but  on  the  con- 
trary will  be  juicy  and  properly  cooked.  There 
is  no  co-mingling  of  odors  for  the  reason  that 
the  pressure  of  the  heat  force  applies  equally  to 
all  fibres  of  the  food,  preventing  all  escape.  Nu- 
tritious juices  are  all  retained.  The  noon-day 
meal  can  be  prepared  while  the  breakfast 
dishes  are  being  put  away,  or  the  evening  din- 
ner can  be  prepared  while  the  lunch  dishes 
are  being  washed  and  put  away,  and  when 
the  Cooker  is  opened  the  meal  is  ready  to 
serve.  Where  the  Cookers  have  been  demon- 
strated in  the  few  stores  where  it  has  been 
introduced,  it  has  at  once  taken  well  with 
the  housewife,  who  can  readily  appreciate  its 
labor  and  time  saving  features,  as  well  as 
quickly  reducing  coal  and  gas  bills. 

The  current  issue  of  "Our  Drummer,"  the 
catalogue  of  Butler  Bros.,  New  York,  Chicago, 
St.  Louis,  Minneapolis,  etc.,  is  a  book  of  over 
350  pages.     There  are  numerous  price  reduc- 


Theo.  L.  Spiegelthal,  96  Reade  street.  New 
York,  is  manufacturers*  agent  and  distributer 
of  oil  heating  and  cooking  stoves.  Screen 
goods.  Lawn  Mowers,  Lawn  Settees,  Hose 
Reels,  etc. 


Sperry  &  Alexander  Co.  have  removed  to 
larger  quarters  and  are  now  ready  for  busi- 
ness at  20  Warren  street,  New  York.  The 
store  is  but  a  few  doors  from  Broadway,  oppo- 
site City  Hall  Park. 

The  Qark  Novelty  Co.,  Rochester,  N.  Y., 
manufacturers  of  Brass  Faucets,  metal  special- 
ties, etc.,  have  installed  a  nickel  plating  outfit 
and  will  hereafter  do  all  nickel  plating  within 
their  own  plant. 

Barthel  Blow  Lamp  Co.,  owing  to  the  rapid 
increase  in  business,  have  removed  to  more 
commodious  quarters  at  195  High  street,  Bos- 
ton, Mass.  The  concern  manufactures  Alcohol 
Blow  Lamps,  Alcohol  Stoves  for  household 
use.  Kerosene  Plumbers*  Furnaces,  Brazing 
Kerosene  Torches,  Gasolene  Torches,  etc. 


"Lippincott"  Alcohol  Stove 

AC.  Lippincott,  Newark,  N.  J.,  is  offering 
the  trade  the  "Lippincott"  Alcohol 
Stove,  illustrated.  The  Stove  shown  has  two 
burners,  but  one  and  three-burner  styles  are 
also  manufactured.  An  important  improvement 
in  this  style  Stove  is  the  burner,  which  is 
made  of  heavy  cast  bronze,  with  a  ilumber  of 
heat  conducting  ribs  projecting  from  it,  and 
w*hich  greatly  increase  the  efficiency  and  heat- 
ing effect.  The  burner  has  been  severely  tested 
without  any  cracks  showing  and  is  fully  guar- 
anteed. One  test  consisted  of  plunging  the 
burner  several  times  in  cold  water  after  heat- 
ing to  a  red  each  time.  The  middle  burner  of 
the  three-burner  Stove  and  the  right  hand 
burner  in  the  two-burner  construction  are  of  a 


"Lippincott"  Alcohol  Stove. 


tions  throughout  the  book.  "Specials"  in  vari- 
ous lines  are  given  on  colored  pages.  A 
comprehensive  index  at  the  end  of  the  cata- 
logue gives  quick  reference  to  any  desired 
item. 


larger  size  than  the  others,  for  more  rapid 
cooking.  Mr.  Lippincott  makes  a  single  and  a 
double  stove  of  copper,  either  nickel  or  silver 
plate,  iof  high  class  trade,  descriptive  matter 
and  prices  of  which  will  be  sent  upon  request. 
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^'Buffalo"    Oalvanized    Hardware    Grade 
Wire  Clofh 

Buffalo  Wire  Works  Co.,  Buffalo,  N.  Y.,  arc 
manufacturers  of  the  "Buffalo"  Galvan- 
ized Hardware  Grade  Wire  Cloth,  section  of 
which  is  illustrated.  This  Cloth  is  evenly 
woven  entirely  by  power  looms  and  galvanized 
by  the  "hot  process,"  which  thoroughly  solders 
and  fastens  each  and  every  intersection  of  the 
fabric  and  prevents  same  from  rusting.  This 
Cloth  is  regularly  carried  in  stock  in  all  widths 
from  24  to  48  inches,  in  2-inch  steps,  but  the 
makers  are  not  inconvenienced  to  supply  Cloth 


"Buffalo"     Galvanized     Hardware 
Wire  Cloth. 


Grade 


as  wide  as  72  inches,  which  can  be  woven  up 
at  short  notice.  Widths  narrower  than  24  and 
wider  than  48  inches  take  on  a  small  advance 
over  the  intermediate  widths.  The  concern 
also  make  Wire  Cloth  of  all  metals  and  suit- 
able for  all  purposes.  Artistic  metal  work  of 
all  kinds,  suitable  for  banks,  office  buildings, 
residences,  etc.,  is  another  of  their  lines. 

''Bardflley"  Air  Check  and  Spring 

Joseph    Bardsley,    151    Baxter    street,    New 
York,  is  offering  the  trade  the  "Bardsley" 
Air  Check  and  Spring,  illustrated.  This  Spring. 


size  and  requires  3  inches  of  space,  and  the 
larger  size,  No.  2A,  being  suitable  for  heavy 
screen  doors  or  ordinary  interior  doors  and 
requires  4  inches  of  space  back  of  the  door. 
The  parts  swing  on  pivots  and  the  pull  on  the 
spring  being  central  and  direct,  tliere  is  a  rea- 
sonable freedom  from  friction.  The  spring, 
which  is  of  the  round  wire  compression  type 
and  sufficient  length  to  insure  durability,  is 
covered  by  the  casing  bracket  on  the  door,  and 
its  strength  is  regulated  by  means  of  a  screw 
at  the  outer  end.  Should  a  spring  break,  a 
new  one  can  easily  be  put  in.  The  plunger  is 
a  leather  cup,  and  can  also  be  easily  replaced 
if  necessary.  The  cylinder  is  brass  and  the 
two  caps  of  pressed  steel,  the  one  at  the  outer 
end  having  a  hinge  joint  formed  on  it  at  one 
side  and  on  the  outer  side  a  U-shaped  spring, 
through  which  passes  the  vent-regulating 
screw,  and  which  holds  the  screw  from  shak- 
ing loose.  The  lever  is  of  malleable  iron  and 
the  back  casing  of  cast  iron.  To  free  the 
Check  so  t?hat  the  door  can  be  removed,  it  is 
only  necessary  to  lift  the  pin  from  the  jamb 
bracket.  It  is  neat  in  appearance  and,  being 
applied  on  the  jamb  side  of  the  door,  is  not 
conspicuous. 

Weeks  Scale  Works,  Buffalo,  N.  Y.,  owing 
to  increase  in  business,  have  found  it  necessary 
to  seek  larger  quarters,  and  are  now  located 
at  40  Goodell  street. 


H.  W.  Johns-Manville  Co.,  100  William 
street,  New  York,  have  brought  out  a  booklet 
descriptive  of  Asbestos  Wood,  a  fire-proof 
substitute  for  wood,  slate,  marble  and  fibre. 
Asbestos  Wood  is  harder  than  ordinary  wood 
and  takes  a  higher  polish.  It  can  be  worked 
by  wood-working  tools,  and  has  a  fibre  strength 


"Beardsley"  Air  Check  and  Spring. 


and  Check  has  been  gotten  up  for  screen  door 
use,  and  is  to  be  applied  on  the  inside  of  the 
door  and  to  either  hand  of  door.  It  is  at 
present  made  in  two  sizes,  the  smaller,  No.  lA, 
being  suitable   for  screen  doors  of  ordinary 


of  about  3,500  pounds.  Nails  can  be  driven 
into  it  with  the  same  ease  as  in  oak  or  maple, 
and  it  will  hold  screws  better  than  ordinary 
wood.  Thorough  tests  have  demonstrated  its 
fire-resisting  qualities. 
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Half-Hinnte  Bazor  Blade  Edges 

The  Half-Minute  Edger  Co.,  320  Broadway, 
New  York,  are  offering  the  trade  the 
Half- Minute  Razor  Blade  Edger,  illustrated., 
It  is  designed  to  strop  any  razor,  whether  it  be 
a  safety  blade  or  an  ordinary  razor.  The 
blade  is  held  rigidly  in  position  by  means  of  a 
rubber-covered  clamp  1%  inches  high,  which 
has  a  stout  steel  spiral  spring  at  back  of  clamp, 
which  by  pressure  permits  insertion  of  blade. 
The  cutting  edge  should  project  beyond  this 
clamp  about  %  inch,  and  for  adjustment  to 
accommodate  the  many  widths  of  blades  there 
is  a  travel  of  about  %  indh  inward  or  outward 
of  the  vertical  spindle  3/16x4  inches  over  all, 
which  is  fastened  at  any  desired  position  by  a 
thumb  screw.  This  need  be  changed  only  for 
varying  widths  of  blade.  The  two  flexible 
stropping  leathers. are  fastened  at  one  side  and 


to  turn  the  wheel  rapidly  about  forty  times 
and  then  slow  down  to  twenty  or  thirty  final 
strokes  to  produce  an  excellent  cutting  edge. 
A  cog  shield  at  the  bottom  prevents  any  con- 
tact of  razor  blade  with,  the  spindle. 


The  Ohio  Varnish  Co.,  Cleveland,  Ohio, 
have  issued  a  little  vest  pocket  size  booklet, 
entitled  "How,"  which  is  issued  now  and  then. 
The  first  issue  contains  several  pages  devoted 
to  a  discussion  of  what  constitutes  Salesman- 
ship, followed  by  interesting  particulars  about 
the  company's  varnish,  "Chi-Namel."  This 
booklet  is  supplied  to  dealers  for  distribution 
to  salesmen,  and  a  careful  reading  should  give 
the  latter  considerable  knowledge  about  the 
product  advertised. 

''Cracker  Jack"  Washboard 

Cook  Mfg.  Co.,  504  North  Commercial  street, 
St.  Louis,  Mo.,  are  placing  on  the  market 
the  "Cracker  Jack"  Washboard,  illustrated. 
The  important  feature  about  this  article  is  that 


Half-Minute  Razor  Blade  Edger. 

free  at  the  other,  laterally,  3  inches  from  top 
to  bottom  and  biased  so  that  the  width  of  3%- 
indh  tapers  to  2  inches.  The  leathers  are  of 
the  same  dimensions,  but  the  bias  on  one  is 
the  opposite  of  the  other,  so  that  in  operation 
there  is  a  diagonal  or  sweeping  motion  which 
imparts  to  a  razor  blade  a  better  cutting  edge, 
but  which  for  the  novice  in  free  hand  strop- 
ping is  difficult  to  acquire.  The  body  of  the 
Edger  is  an  iron  frame,  maroon  finish,  witlh 
polished  and  nickeled  working  parts,  its  outer 
dimensions  being  7  inches  top  to  bottom.  It 
can  be  fastened  to  table,  shelf,  etc.,  up  to  a 
thickness  of  1%  inches.  The  geared  flywheel 
3  inches  in  diameter  meshes  at  the  bottom  with 
a  %-inch  diameter  gear  wheel,  which  in  turn 
revolves  the  5/32-inch  vertical  spindle,  to 
which  one  of  the  stropping  leathers  is  fas- 
tened. The  other  stropping  leather,  similarly 
mounted,  is  turned  in  the  opposite  direction  by 
the  gear  of  first  spindle,  so  that  both  edges 
of  the  blade  are  simultaneously  stropped  out- 
wardly. The  directions  given  for  stropping  are 


.."Cracker  Jack"  Washboard. 

it  is  constructed  entirely  of  metal.  The  soap 
saving  device  is  simple  and  practical.  The 
legs  are  24x1  ^^x%  inches,  the  soap  board  is 
6x11  inches,  and  the  rubbing  surface  11x11% 
inches.  The  bottom  of  the  leg  is  lock  seamed 
and  the  upper  part  of  the  leg  is  riveted  to  the 
rubbing  surface.  The  soap  board  and  the 
cable  crimp  rubbing  surface  are  made  of  one 
piece.  The  entire  Board  comprises  four  sepa- 
rate pieces — ^two  legs,  rubbing  surface  and  soap 
holder.  The  Board  is  made  without  rivets  or 
solder.  The  back  of  the  rubbing  surface  is 
braced  with  two  galvanized  rods,  which  arc 
riveted  to  the  legs.  The  entire  Board  is  made 
of  galvanized  iron,  26  gauge.  The  Board,  by 
reason   of  its  construction,  is  clean,  odorless 

and  durable.  

Holt-Lyon  Co.,  Tarrytown,  N.  Y.,  in  their 
latest  catalogue  show  their  line  of  Hardware 
specialties.  These  comprise  "Holt's"  Improved 
Dover  Egg  Beater  and  Cream  Whip,  "Lyon's" 
Cream  Whips  and  Egg  Beaters,  Rug  and  Car* 
pet  Beaters,  Self- Adjusting  Flue  Stops,  etc 
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''Worthington"  lift  Screen 

Worthington  Roller  Screen  Co.,  Baltimore, 
Md.,  arc  offering  the  trade  the  "Worth- 
ington"  Adjustable  Lift  Window  Screen,  illus- 
trated. It  is  a  made-to-order  Screen,  and  four 
sizes  will  screen  any  window  to  a  fraction  of 
an  inch  from  22  to  46  inches.  The  Screen  is 
made  of  highly  finished  hardwood,  golden  oak 


The  Standard  Mfg.  Co.,  Shelby,  Ohio,  in 
their  latest  catalogue  show  their  Double  Act- 
ing Spring  Hinges,  which  arc  applied  to  doors 
and  put  in  floors. 


The  Kelly  Axe  Co.,  Charlestown,  W.  Va., 
notified  the  trade  the  middle  of  last  month 
that  all  prices  on  Chopping  Axes  were  with- 
drawn and  that  an  advance  has  been  made  on 


"Worthington"    Adjustable   Lift    Window* 
Screen. 

or  imitation  mahogany.  The  cloth  is  of  a  spe- 
cial treated  linen  mesh,  waterproof,  and  con- 
sequently will  not  rust,  and  its  life  is  claimed 
to  be  longer  than  that  of  regular  wire.  It  is 
not  affected  by  salt  air  or  sulphur.  It  is  neat 
in  appearance  and  is  an  ornament  to  any  win- 
dow. The  construction  is  so  arranged  that  a 
new  cloth  can  be  fitted  at  a  trifling  cost.  It  is 
adjustable  6.  inches. 


The  Success  Mfg.  Co.,  Gloucester,  Mass.,  in 
a  new  catalogue  show  their  line  of  "Success" 
sheet  metal  ^oods.  These  include  an  All-Steel 
Refrigerator,  All-Steel  Ice  Chest,  Ash  Sifters, 
Nursery  Washer,  Elevating  Clothes  Dryer, 
Sanitary  Garbage  Receptacle,  All-Steel  Medi- 
cine Cabinet,  etc. 


A.  J.  Smart  Mfg.  Co.,  Greenfield,  Mass., 
in  catalogue  No.  1  devote  all  the  pages  to  their 
line  of  Taps.  The  company  are  also  makers 
of  Di-'s,  Screw  Plates  for  Bolt  and  Pipe 
Threading,  Die  Stocks  and  Tap  Wrenches. 


J.  Stevens  Arms  &  Tool  Co.,  Chicopce  Falls, 
Mass.,  have  brought  out  another  and  later  edi- 
tion of  their  abridged  catalogue,  which  is 
pocket  size.  The  dealer's  imprint  will  be  made, 
provided  the  dealer  will  Ray  the  transporta- 
tion charges.  These  booklets  are  well  adapted 
for  circulating  hy  mail  or  distribution  from 
the  counter.  A  new  lot  of  "Stevens'"  card 
targets  are  now  ready,  and  one  is  included 
with  each  box  containing  a  "Stevens*"  Rifle. 

"Boamer"  Bait 

Joseph  E.  Pepper,  Rome,  N.  Y.,  is  offering 
the  trade  the  "Roamer"  Bait,  illustrated. 
It  is  a  floating  bait  that  has  white  legs  that 
are  always  working  when  in  the  water,  there- 
by attracting  the  fish.  It  works  and  looks  life- 
like. It  can  be  used  for  casting  or  trolling, 
and  is  said  to  be  especially  prolific  of  results 
when  used  near  lily  pads  where  bass  lie.  It 
is  made  up  in  different  color  combinations 
varying  from  a  yellow  and  green  head,  with 
white  and  yellow  belly,  green  back  and  green 
tail,  to  a  yellow  head,  white  belly  and  back  and 
a  yellow  tail.  Other  styles  are  either  all  white, 
yellow,  aluminum  or   red.     Triple  hooks  are 


Roamer"  B.mt. 


■  The  Monte  Wrench  Co.,  Shelbyville,  Ind., 
have  succeeded  to  the  business  of  the  Vande- 
grift  Mfg.  Co.,  manufacturers  of  Agricultural 
and  Pipe  Wrenches. 


secured  on  either  side  of  the  Bait  near  the 
head  and  there  is  also  the  triple  hook  at  the 
tail.  Spinners  are  provided  at  head  and  tail 
of  Bait. 
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NATIONAL  RETAIL  HARDWARE  CONVENTION 


The  annual  convention  of  the  National  Re- 
tail Hardware  Association  was  held  at 
St.  Louis,  March  24,  25,  26  and  27.  There 
was  a  good  attendance  of  delegates  and  most 
interesting  sessions  were  held.  President  S. 
R.  Miles,  Mason  City,  la.,  presided.  The 
entertainment  provided  by  the  St.  Louis 
Hardwaremen  was  of  a  character  long  to  be 
remembered  by  those  fortunate  enough  to  be 
participants.  In  his  annual  address,  Presi- 
dent Miles  gave  a  resume  of  what  had  been 
done  along  the  line  of  catalogue  house  work 
during  the  past  year.  In  speaking  concerning 
the  parcels  post  agitation,  the  speaker  stated 
that,  in  his  opinion,  the  reason  so  many  of 
the  daily  newspapers  gave  space  to  articles  fa- 
voring the  scheme  was  because  of  their  de- 
partment store  advertising,  houses  which,  as 
a  class,  are  supposed  to  be  in  favor  of  the 
scheme.  Local  Hardware  merchants  should 
make  an  earnest  effort  to  see  the  editors  of 
their  local  papers  and  have  them  study  up 
both  sides  of  the  question,  and  then  get  the 
publication  of  articles  from  the  side  of  the 
Hardwareman.  Such  a  plan,  if  consistently 
followed  out,  will  have  a  tendency  to  mould 
public  opinion  against  the  Parcels  Post  move- 
ment. 

The  catalogue  house  question  is  a  constantly 
changing  one,  and  the  plan  of  work  of  ,the 
Joint  Committee  must,  of  necessity,  be  changed 
in  order  to  meet  these  new  and  constantly 
shifting  conditions.  Concerning  the  making 
of  exhibits  at  conventions,  it  was  very  evi- 
det,  although  strenuously  denied,  that  manu- 
facturers in  one  line  combined  against  making 
exhibits  this  year.  In  view  of  the  great 
distance,  it  was  suggested  that  the  States 
on  the  Pacific  Coast  that  were  organized 
should  encourage  other  States  and  territories 
to  organize  and  to  form  a  Pacific  branch  of 
the  National  Association.  Without  in  the  least 
outlining  what  his  successor  in  office  should 
do,  he  suggested  it  would  be  a  wise  plan  to  get 
in  closer  touch  with  organizations  in  other 
lines.  In  the  work  against  the  Parcels  Post, 
it  was  shown  that  the  Hardware  trade  was 
practically  the  only  ones  opposing  the  measure. 
Reference  was  made  to  the  Mutual  Fire  Insur- 
ance feature.  A  very  large  increase  should 
be  made  during  the  ensuing  year  in  the  num- 
ber of  policyholders  in  the  various  compa- 
nies, and  if  the  individual  retail  Hardware- 
man  thoroughly  understood  that  in  paying 
premiums  into  the  Hardware  Mutuals  he  was 
placing  money  in  his  own  pocket,  he  would 
soon  take  a  different  view  of  the  matter.  Run- 
ning expenses  are  far  less  than  that  of  a  stock 
company,  and  all  excess,  amounting  in  some 
of  the  companies  as  high  as  50  per  cent,  of 
the  premiums  received,  are  rebated  at  the  end 
of  the  year. 

President  Miles  said  he  could  not  refrain 
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from  stating  that  the  Hardware  trade  is  to 
be  congratulated  upon  the  number  of  its 
strong  and  influential  trade  papers;  papers 
that,  without  exception,  stand  for  all  that  is 
good  in  Association  effort,  and  are  guarding 
zealously  and  loyally  the  interests  of  the  manu- 
facturer, the  jobber  and  the  retailer;  without 
losing  sight  of  the  interests  of  the  consumer. 
The  field  is  a  broad  and  growing  one.  The 
speaker  paid  a  high  tribute  to  the  hard- 
working National  Secretary,  M.  L.  Corey,  who 
had  worked  hard  year  in  and  year  out,  and  a 
very  large  portion  of  the  credit  for  the  suc- 
cess of  the  >(ational  Association  is  due  to 
him. 

Secretary  Corey's  Report. 
National  Secretary  M.  L.  Corey,  Argos, 
Ind.,  in  his  annual  report  gave  details  of  the 
voluminous  correspondence  that  had  passed  in 
and  out  of  his  office  during  the  year.  He 
stated  that  Texas  was  the  only  State  east  of 
the  Rocky  Mountains  that  was  organized  that 
was  not  affiliated  with  the  National.  He  be- 
lieved that  it  would  be  a  very  advantageous 
thing  to  have  a  conference  in  November  of 
all  the  State  secretaries.  The  attempt  was 
made  last  year,  but  no  date  acceptable  to  all 
could  be  found,  and  so  the  idea  was  given  up 
for  that  tiijie.  Future  State  conventions  will 
doubtless  have  added  drawing  cards  so  that 
all  members  will,  feel  well  repaid  for  the 
time  and  expense  involved  in  attending  their 
State  conventions.  The  harmonious  relations 
between  the  three  National  Hardware  organi- 
zations continues  and  increases  with  each  year. 
The  financial  report  showed  a  balance  of  over 
$8,400.    . 

ELECTION    OF  OFFICERS. 

President — ^A.  T.  Stebbins,  Rochester,  Minn. 

First  Vice-President— C.  H.  Williams, 
Streator,  111. 

Second  Vice-President — H.  L.  McNamara, 
Janesville,  Wis. 

Secretary — M.  L.  Corey,  Argos,  Ind. 

Treasurer — Frank  A.  Bare,  Mansfield,  O. 

Executive  Committee — Officers,  and  Nathan 
Roberts,  Omaha,  Nebr. ;  John  G.  Ferres, 
Johnstown,  N.  Y. ;  L.  C.  Abbott,  Marshalltown, 
la.;  F.  Alexander  Chandler,  Boston,  Mass. 

After  the  convention  adjourned  there  was  a 
meeting  of  the  State  Secretaries,  under  the 
leadership  of  that  hustling  Secretary,  Frank  A. 
Bare,  Mansfield,  Ohio,  a  very  important  and 
practical  work.  Dates  were  arranged  for  the 
1909  annual  meetings  of  a.  number  of  the 
States,  and  other  important  matters  were  fully 
discussed,  being  largely  executive  in  character. 

The  officials  of  the  National  organization 
deem  it  wise  to  give  less  publicity  to  the 
work  that  is  being  done  to  combat  catalogue 
house  competition,  but  the  various  committees 
have  been  doing  energetic  work.  It  was  con- 
sidered a  movement  of  caution  to  be  some- 
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what  conservative  about  the  distribution  of 
dividends  on  the  Mutual  Fire  Insurance 
policies  until  a  substantial  surplus  had  been 
accumulated,  to  provide  against  any  possible 
disaster  in  the  future. 

Among  tke  resolutions  adopted  was  one  to 
the  effect  that  the  National  Retail  Hardware 
Association,  representing  thirty-five  organized 
States,  place  themselves  on  record  as  being  in 
favor  of  the  enactment  into  laws  of  the  fol- 
lowing bills: 

A  national  pure  paint  law. 

A  national  pure  seed  law. 

A   national  good  roads  law. 

A  national  development  of  Atlantic  and  in- 
land waterways. 

For  the  better  preservation  of  our 'forests. 

For  honesty  in  advertising. 

In  the  way  of  entertainment,  an  abundance 
was  provided  for  the  delegates  and  the  ladies 
that  were  in  attendance.  Trolley  and  car- 
riage rides,  theatres,  receptions,  luncheons, 
visits  to  various  interesting  parts  of  the  city, 
including  the  Hardware  houses  of  the  Norvell- 
Shapleigh  Hardware  Co.,  Simmons  Hardware 
Company,  Witte  Hardware  Company,  etc. 
Th€  banquet  was  well  attended  and  there  were 
a  number  of.  excellent  speeches  made.  Among 
the  speakers  were:  S.  Norvell,  who  repre- 
sented the  Mayor  of  St.  Louis;  retiring  presi- 
dent, S.  R.  Miles;  W.  S.  Wright,  Omaha, 
president  of  the  National  Hardware  Associa- 
tion ;  Julius  C.  Birge,  of  St.  Louis ;  H.  T.  Kent. 

E.  C.  Simmons  on  Saleamanghip 

E.  C.  Simmons,  the  founder  of  the  Simmons 
Hardware  Co.,  St.  Louis,  gave  a  very  inter- 
esting talk  on  "Salesmanship,"  which  follows: 

He  first  called  attention  to  the  fact  that  the 
sales  of  the  Hardware  jobbers  of  St.  Louis 
are  more  than  the  combined  sales  of  all  the 
Hardware  jobbers  of  New  York,  Boston, 
Philadelphia  and  Baltimore.  Turning  to  the 
topic,  the  speaker  said :  "This  subject  has  been 
so  talked  and  written  about  in  the  last  five 
years,  and  so  frequently  the  subject  of  papers 
and  addresses,  that  I  feel  it  has  been  threshed 
out  until  there  is  but  little,  if  anything,  now 
to  be  said  about  it.  I  regard  good  salesman- 
ship as  of  the  first  importance  in  the  conduct 
of  the  retail  Hardware  business.  Here  let  me 
say  that  I  will  treat  on  salesmanship  both  of 
wholesale  and  retail  houses,  and  I  may  mix 
them  up  a  bit,  as  I  have  had  experience  in 
both,  and  they  are  so  interlinked  in  the  same 
qualities  that  one  can  hardly  speak  of  one 
without  reference  to  the  other.  Salesmanship 
is  the  most  important  factor  in  the  successful 
conduct  of  the  Hardware  business.  The  best 
evidence  I  can  give  of  the  sincerity  of  this 
statement  is  the  fact  that  during  all  of  the 
time  that  I  actively  managed  our  business  I 
gave  most  all  of  my  time  to  the  selling  of 
goods.  When  it  came  to  the  buying,  I  would 
do  that  largely  on  honor  of  the  man  I  was 


trading  with,  and  make  short  work  of  it,  I 
assure  you,  so  that  I  could  get  back  to  the  sell- 
ing end  of  the  business  as  quickly  as  possible. 
I  remember  once  buying  a  bill  of  Pocket 
Knives  of  Mr.  Graef,  who  afterwards  said  that 
1  bought  over  4,000  dozen  assorted  Pocket 
Knives  in  less  than  30  minutes.  Let  me  say 
in  passing  that  my  experience  in  trading  "on 
honor"  with  manufacturers  and  their  salesmen 
was  always  satisfactory,  for  never  did  one  of 
them  betray  the  trust  I  put  in  him.  Don't 
draw  the  conclusion  from  what  I  have  just  said 
that  I  do  not  regard  the  buying  end  as  im- 
portant, for  I  do.  The  stock  of  goods  you  have 
to  sell  is  the  foundation  stone  of  your  business 
house,  and  we  all  know  that  unless  our  house 
has  a  good  solid  foundation,  the  floods  and 
winds  will  soon  destroy  it ;  but  I  mean  that  the 
buying  is,  so  far  as  price  is  concerned,  far 
less  important  than  the  selling,  for  I  take  it 
that  the  difference  in  price  on  articles  of  equal, 
or  nearly  equal,  value  is  not  5  per  cent.,  and 
therefore  of  far  less  importance  than  the  sell- 
ing end.  The  old  adage  that  "goods  well 
bought  are  half  sold"  is  obsolete,  and  is  to-day 
misleading;  goods  should  be  well  bought,  but, 
if  so,  it  does  not  necessarily  follow  that  they 
are  half  sold.  It  requires  brains,  tact,  good 
nature  and  diplomacy  to  sell  th^m. 

In  a  recent  address  that  Mr.  Norvell  made 
in  this  city,  before  the  Retail  Hardware  State 
Association  of  Missouri,  he  referred  to  a  ntun- 
ber  of  men  who  had  prospered  and  become 
pronounced  successes  in  the  commercial 
world,  who  had  been  connected  with  our 
house,  and  he  named  R.  H.  Stockton,  J.  E. 
Pilcher,  C.  D.  Smiley,  J.  K.  Smith,  H.  M. 
Meier  and  C.  H.  Markle,  and  to  this  list  I 
would  add,  as  a  noteworthy  example,  the  name 
of  Saunders  Norvell.  All  of  these  men  pros- 
pered, and  have  taken  a  front  rank  among 
commercial  men.  To  these  names  should  also 
be  added  that  of  my  late  and  always  deeply  la- 
mented partner,  Isaac  W.  Morton,  who  was  a 
bookkeeper  and  then  a  salesman  for  us  be- 
fore he  became  a  partner  of  the  firm  apd 
afterwards  an  offcer  of  the  corporation.  I  have 
named  those  gentlemen  for  two  reasons :  First, 
because  it  makes  me  happy  to  have  it  sajd  that" 
so  many  men  profited  and  succeeded  in  such 
large  measure  by  the  association  with  our 
house,  and,  second,  because  I  want  to  impress 
it  on  your  minds  that  those  men  were  all  sales- 
men, and  that  their  success  in  life  is  due  to  the 
fact  that  they  were  good  salesmen.  Speak- 
ing of  the  wholesale  business,  a  good  road 
salesman  is  the  most  independent  man  en- 
gaged in  the  business.  His  wares  (and  by 
that  I  mean  his  salesmanship),  are  always  in 
demand,  for  during  alf  the  time  of  my  active 
direction  of  the  business  I  never  had  a  man 
who  applied  to  me,  and  who  impressed  me  as 
a  "cracker- jack"  salesman,  get  away.  No  mat- 
ter how  full  we  were,  or  how  dull  business 
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was,  I  always  engaged  him,  and  never  failed 
to  do  so  in  one  single  instance. 

The  qualities  of  a  salesman  have  been  so 
often  written  up  that  it  seems  superfluous  o 
recite  them,  but  in  simple  language  I  would 
say  he  must  be  "As  wise  as  a  serpent,  and 
as  harmless  as  a  dove."  He  must  have  capa- 
city, health,  industry,  fntegrity,  and  be  an  early 
riser.  Just  why  he  must  be  an  early  riser  I 
can  hardly  explain,  except  that  the  head  is 
clearer  and  one  is  able  to  plan  better  by 
early  rising  than  otherwise;  but  this  I  do 
know — that  all  of  those  men  whose  names  I 
have  mentioned  as  being  very  successful  sales- 
men have  been  early  risers.  Industry  is  es- 
sential, because  no  man  can  ^possibly  succeed 
in  large  measure  in  the  Hardware  business — 
wholesale  or  retail — unless  he  is  a  worker.  It 
is  a  business  of  such  great  detail  that  he  must 
work  hard,  real  hard,  or  go  to  the  "financial 
graveyard."  Health  is  necessary  to  enable 
him  to  do  the  work  required,  and  integrity 
must  possess  him,  because  if  he  is  untruthful 
he  cannot  command  the  respect  and  confidence 
of  customers,  and  without  that  his  success  will 
be  small.  To  these  qualities  must  be  added 
tact  or  diplomacy.  He  should  never  con- 
tradict a  customer — it  never  pays — one  may 
differ  pleasantly  without  contradicting.  He 
should  be  a  good  mixer,  and  cultivate  such 
habits  of  thought  and  conversation  as  will 
make  him  a  welcome  guest  wherever  he  goes, 
and  the  better  posted  he  is  on  general  topics 
outside  of  his  business,  the  more  welcome  and 
the  more  successful  will  he  be.  I  would  im- 
press upon  you^  minds  the  great  value  of 
good  "small  talk"  properly  applied  as  a  most 
important  help  to  any  salesman.  I  mean  this 
to  apply  to  the  retail  salesman,  as  well  as 
the  road  man  representing  the  jobber. 

I  am  often  asked  if  a  good  retail  sales- 
man will  necessarily  be  successful  as  a  whole- 
sale salesman.  I  say  most  emphatically  No — 
not  necessarily.  The  fact  that  he  has  been  a 
good  retail  salesman  is  greatly  in  his  favor, 
but  I  have  known  many  good  retail  salesmen 
to  make  absolute  failures  as  road  men.  The 
qualities  required  are  different  The  customer 
who  comes  to  the  retail  store  has  a  distinct 
want — ^he  asks  for  some  given  article  that  he 
needs,  and  it  is  then  up  to  the  salesman  to  sell 
it  to  him,  and  to  sell  something  else  if  possi- 
ble before  the  customer  departs.  But  with 
the  traveling  man  it  is  quite  the  opposite.  He 
enters  a  man's  store,  and  is  told  at  once, 
"There's  nothing  doing,"  "Don't  want  a  thing 
this  time,"  etc.  Then  is  when  the  master  me- 
chanic salesman  gets  in  his  work,  and  con- 
vinces the  merchant  he  does  want  something, 
and  before  ke  leaves  he  has  booked  a  hand- 
some order  from  the  man  who  didn't  want  a 
thing.  It's  a  contest  of  intellect;  a  triumph 
of  mind  over  mind,,  which  requires  brains  of 
an  experienced  and  high  order— it's  no  boy's 
work  I  assure  you. 


WHAT  CONSTITUTES  A  TRAVEUNG  SALESMAN. 

My  favorite  definition  of  a  good  traveling 
salesman  is  "one  who  helps  his  customers  to 
prosper,"  for  if  the  retail  merchant  does  not 
prosper,  how  impossible  it  is  for  the  jobber  and 
his  salesmen  to  prosper.  The  interests  are  so 
interlinked  that  they  are  identical.  Hence,  I 
say  that  a  salesman  who  is  not  truthful,  or 
who  does  not  try  to  do  his  level  best  for  his 
customer  at  all  times  and  under'  all  circum- 
stances, or  who  is  tricky  or  guilty  of  sharp 
practices,  is  a  fool.  A  salesman  must  be  ^ 
man  of  good  habits  to  succeed.  The  day  has  . 
gone  by,  thank  God,  when  treating  or  taking  a 
man  out  to  get  a  drink,  was  in  vogue  with 
desirable  merchants;  but  just  why  .a  retail 
merchant  will  continue  to  give  orders  to  men 
who  get  drunk  and  have  other  bad  habits,  I 
cannot  understand."  A  few  years  ago,  I  was 
talking  with  a  merchant  who  divided  his 
trade — giving  one-half  to  our  man,  and  the 
other  to  an  eastern  man — who  was  notorious 
for  being  under  the  influence  of  liquor.  I 
said  to  him,  "Don't  you  get  as  good  service, 
as  low  prices,  and  as  good  goods  from  us  as 
you  do  from  the  other  party  ?"  .  He  said,  "Yes, 
and  I  get  quicker  and  more  complete  ship- 
ments." I  then  said,  "Why  do  you  put  these 
two  men  on  an  even  basis?  This  man  has 
been  for  years  coming  to  you  under  the  in- 
fluence of  liquor;  my  man  never  has,  because 
he  does  not  drink,  and  besides  he  is  a, per- 
fect gentleman  from  his  toes  to  his  head." 
"Well,  the  other  party  is  a  good  fellow." 
"Yes,"  I  replied,  "but  my  man  has  always  been 
upright,  sober,  truthful  and  painstaking  to 
please  you.  Are  you  rewarding  him  for  his 
good  qualities?  I  think  not."  He  replied, 
"Well,  I  never  thought  of  it  that  way,  but  I 
believe  you're  right,  and  if  that  other  man 
doesn't  stop  drinking  I  will  quit  him  and  give 
your  man  all  my  business."  Now,  I  think  there 
is  too  much  of  this  "good  fellow"  sort  of  busi- 
ness, and  that  you  ought  not  to  give  your  or- 
dicrs  to  men  whose  habits  and  character  do  not 
command  your  respect.  If  a  man  is  not  worthy, 
turn  him  down,  and  patronize  the  worthy 
salesman,  and  in  that  way  compel  the  house 
to  send  out  good  men  and  men  of  high  char- 
acter. 

SALESMAN    MUST    KNOW    GOODS. 

In  the  Book  of  Proverbs,  Solomon  says: 
"The  principal  thing  is  knowledge;  therefore, 
get  wisdom."  There  is  no  line  of  business  in 
which  this  is  more  important  than  in  Hard- 
ware, and  I  would  impress  it,  with  all  the  em- 
phasis I  possess,  upon  every  man  within  the 
sound  of  my  voice  to-day,  and  if  haply  these 
remarks  should  be  published  in  any  trade 
journal,  upon  all  Hardware  merchants  and 
their  clerks  who  may  read  them — to  know 
your  goods — to  learn  if  they  are  good,  why 
they  are  so,  and  how  one  article  is  better  than 
another,  that  you  may  with  a  clear  conscience 
recommend   and  guarantee    them    and    sleep 
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sweetly  afterward.  Are  you  willing  to  pay  the 
price  of  success?  That  price  is  study  and 
labor — work— plenty  of  hard  work.  You  all 
like  to  buy  of  the  salesman  who  knows  his 
goods,  who  is  posted  both  as  to  prices  and 
quality,  who  can  quote  you  the  principal 
items  offhand  without  thumbing  his  catalogue 
and  keeping  you  waiting.  If  this  be  true,  as 
I  am  sure  it  is,  are  not' your  customers  like- 
minded  ?  Do  they  not  want  to  be  waited  upon 
by  people  who  know  what  they  have  and  the 
merits  of  same,  as  well  as  the  price.  When  I 
sold  goods  the  greatest  want  of  all  in  retail 
Hardware  stores  was  salesmanship.  A  good 
salesman  (whether  proprietor  or  clerk)  was  a 
great  rarity.  Since  then  this  is  greatly 
changed ;  most  all  successful  retail  stores  have 
very  good  salesmen,  and  many  proprietors 
take  great  pains  to  teach  their  clerks  the  gen- 
eral principles  of  salesmanship.  One  of  the 
best  salesmen  I  ever  knew  gave  me  this  reply 
to  my  question  as  to  what  he  considered  of 
first  importance  in  selling  goods,  "Know  'em 
and  Show  'em."  There's  a  whole  sermon  in 
these  five  words.  Know  your  goods  and  show 
them  mtelligently.  I  recall  an  incident  of  only 
a  few  years  ago  when  I  went  into  the  store 
of  one  of  our  customers  and  found  him  on  a 
ladder  counting  or  taking  stock  of  his  Tin- 
ware. He  greeted  me  with  "Good  morning," 
and  kept  on  with  his  work.  That  was  all  right, 
but  a  few  minutes  later  two  ladies  entered 
and  he  called  down  to  them  from  his  ladder, 
"Well,  what  is  it  this  morning?"  One  of  the 
ladies  said,  "I  want  a  six  quart  Granite  Milk 
Pan."  He  replied,  "We  haven't  any,"  and  kept 
on  counting  his  tinware  and  the  ladies  went 
out.  Such  a  merchant  can  never  succeed ;  this 
man  failed  within  two  years.  Perhaps  you 
will  say  I  am  taking  an  extreme  case  and  no 
such  things  exist  at  present.  Perhaps  not. 
This  was  10  years  ago,  and  merchants  are 
better  educated — more  polite,  tactful  and  re- 
sourceful now  than  then.  I  believe  this  is 
true,  and  largely  due  to  the  benefits  from 
membership  in  your  State  and  national  asso- 
ciations. Long  may  they  live  and  prosper! 
I  have  always  been  in  favor  of  them  and  con- 
sider them  a  great  benefit  to  each  and  every 
member,  because  you  come  together  in  the 
most  friendly  spirit  and  learn  from  ejfch  other 
how  to  improve  your  business  and  to  conduct 
it   more  profitably   and    successfully. 

ENCOURAGE  GOOD   MEN. 

I  believe  that  our  house  was  the  "pioneer" 
in  establishing  the  principle  of  paying  salesmen 
all  they  are  worth,  demonstrated  by  results, 
which  has  been  copied  (substantially)  by 
every  other  jobbing  Hardware  house  in  this 
country.  I  don't  believe  in  cheap  men  for 
salesmen.  If  you  get  a  good  man  or  the  "mak- 
ings" of  a  good  man,  develop  him ;  encour- 
age him ;  pay  him  all  he  is  worth.  Don't  wait 
for  him  to  ask  for  it — volunteer  it,  but  do  it 
on  th^  basis  of  payment  after  the  service  has 


been  rendered.  Encourage  the  sale  of  good 
goods  rather  than  cheap  goods.  They  are  the 
cheapest  in  the  end  and  will  give  greater  sat- 
isfaction and  also  pay  you  better  profits.  A 
good  hand  saw  is  cheaper  at  $2  than  a  poor 
one  at  50  cents.  If  a  party  buys  of  you  some- 
thing "cheap"  that  proves  unsatisfactory,  he 
will  always  remember  you  or  your  store  un- 
pleasantly and  never  think  of  the  price  or  how 
cheap  it  was;  whereas,  if  he  buys  a  good  arti- 
cle that  is  absolutely  satisfactory,  he  will 
not  only  remember  you  pleasant,  but 
will  speak  a  good  word  for  your  store  and 
recommend  his  friends  to  you  "because  you 
keep  good  goods." 

When  I  say  "try  to  sell  good  goods,"  I 
don't  meaji  that  I  would  not  keep  any  cheap 
or  low-priced  goods,  for  I  would,  just  to  show  1 
had  'em  but,  mark  you,  I  would  keep  them,  not 
sell  them,  so  far  as  was  possible.  I  would  show 
the  cheap  goods  first,  where  it  seemed  policy 
to  do  so,  but  would  say,  "Now,  these  are  cheap 
goods  and  I  cannot  recommend  them,  but  I 
have  something  here — ^producing  the  better 
goods — that  I  can  swear  by  and  guarantee  in 
the  strongest  terms  possible." 

GOOD    SALESMANSHIP    EXEMPLIFIED. 

Here  let  me  give  you  an  incident  that  oc- 
curred in  Florida  about  a  year  ago.  I  was 
in  the  store  of  one  of  our  best  and  most  in- 
telligent customers,  when  two  men  came  in 
(evidently  cai^^enters)  and  asked  for  a  hand 
saw.  The  clerk  took  out  two  standard  brand 
saws  and  laid  them  before  these  two  men, 
but  said  nothing.  One  asked  the  price,  and 
the  clerk  said,  "$1.50  each."  then  silence  en- 
sued again.  "Have  you  any  others?"  said 
the  carpenter,  and  I  motioned  to  the  clerk  to 
show  another  kind  he  had  on  the  shelf,  which 
he  did.  I  then  stepped  up  and  said,  "My 
friend,  I  know  that  to  be  one  of  the  best  hand 
saws  in  the  world."  I  took  it  and  "snapped" 
the  blade;  then  I  rung  it  with  my  finger  tips, 
and  said,  "If  you  buy  this  you  wil>  never  re- 
gret it."  "What's  the  price?"  said  he.  I  an- 
swered, "$2."  "Whewl  I  couldn't  give  $2 
for  any  hand  saw  on  earth."  I  said,  "All 
right;  I  took  you  to  be  a  good  carpenter  who 
wanted  the  best  tools."  He  responded,  "I  am. 
I'll  give  you  $1.50  for  it"  I  said,  "No;  $2  is 
the  lowest  price."  He  said,  "Well,  I'll  com- 
promise it,  and  give  you  $1.75  for  it."  I  said, 
"Not  on  your  life;  nothing  less  than  $2  will 
buy  it."  He  then  said  he  wouldn't  buy  a  Saw, 
and  started  for  the  door,  so  I  called  to  him, 
saying,  "If  you  buy  that  saw  you  will  like  it  so 
well  you  will  take  it  to  bed  with  you  every 
night ;  and  more  than  that,  you  will  kiss  it  be- 
fore you  put  it  in  bed.  Don't  forget  it  is 
sold  on  the  basis  of  'money  back  if  you  don't 
like  it.'  You  run  no  risk."  He  said.  "Well, 
I'll  take  it;  wrap  it  up."  When  they  hz''. 
gone  I  called  the  clerks  together  and  explained 
how  this  man  had  made  a  profit  of  $1  for  tlie 
house,  instead  of  about  35  cents,  as  he  started 
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out  to  do,  and  the  way  for  them  to  earn  good 
wages  was  to  sell  good  goods  at  good  prices. 
Three  days  later  this  carpenter  came  in  and 
bought  another  saw  of  the  same  kind,  paying 
$2  for  it,  to  take  to  a  friend,  who  was  work- 
ing some  60  miles  up  in  the  country,  and 
stated  that  the  other  was  the  best  saw  he  had 
ever  owned  or  used  in  his  life.  I  firmly  be-  ^ 
lieve  that  I  transmitted  to  him,  by  good  sales- 
manship, the  confidence  I  had  in  the  tool.  This 
winter,  when  I  visited  them  again,  the  pro- 
prietor referred  to  the  incident,  and  said  it 
had  been  a  great  benefit  to  his  clerks,  and 
they  often  talked  about  it. 

Speaking  of  good  goods,  have  you  noticed 
how  many  failures  there  have  been  lately  of 
the  5  and  10  cent  stores  and  racket  stores? 
Lots  of  failures  since  January  1.  That  class 
of  trade  cannot  stand  the  pressure  of  hard 
times  and  empty  dinner  pails. 

HAVE    A    CORDIAL   GREETING    FOR   CUSTOMERS. 

There  are  so  many  kinds  of  salesmanship  I 
cannot  attempt  reference  to  any  cgnsiderable 
number  of  them,  but  I  earnestly  recommend 
to  you  to  meet  and  welcome — by  personal  con- 
tact— all  of  your  customers  when  they  enter 
your  store.  A  cordial  grasp  of  the  hand  and 
welcome :  "How  are  you,  John ;  how's  the  wife 
and  babies;  is  the  gray  mare  over  her  lame- 
ness yet,  and  how's  the  farm  work  getting  on  ?" 
etc.,  etc. — is  worth  more  than  all  the  low 
prices  you  or  your  competitor  have  to  offer. 

A  friend  of  mine  started  in  business  in 
Minnesota,  and  was  not  successful.  He  came 
to  me  and  asked  if  I  could  tell  him  what  was 
the  matter.  I  replied,  "I  can't  tell,  but  I  will 
come  up  and  look  you  over — maybe  I  can  tell 
then."  I  did  so,  and  found  he  was  spending 
most  of  his  time  in  his  back  office,  figuring  on 
how  to  buy  something  2%  to  5  per  cent, 
cheaper,  and  working  on  his  books.  I  said: 
"Get  out  of  this — get  you  a  small  flat  desk — 
put  it  near  the  front  door — greet  all  your  cus- 
tomers— tell  them  you  are  glad  to  see  them — 
ask  what  they  want  and  then  call  a  clerk  to 
wait  on  them.  What  you  lack  is  personal  con- 
tact with  your  customers.  You  are  trying  to 
make  2%  to  6  per  cent,  in  your  buying,  while 
ypu  are  losing  33  1-3  to  50  per  cent,  in  the 
selling  end."  He  followed  my  advice,  and  is 
to-day  a  rich  man,  and  often  says  he  never 
got  a  start  until  he  put  his  desk  by  the  front 
door. 

I  strongly  advise  you  to  do  the  same — 
there's  nothing  like  personal  contact.  People 
want  it — they  expect  it — appreciate  it,  and  will 
have  it.  Don't,  I  beg  of  you,  spend  your  time 
in  your  back  office — keep  out  in  front — mix 
with  the  people — ^welcome  them — treat  every 
person  who  enters  your  store  as  an  honored 
guest,  if  you  would  succeed.  That  is  good 
salesmanship  of  the  highest  order. 

BRAINS  IN   SALESMANSHIP. 

Take  the  case  of  one  of  the  gentlemen  whose 
name  I  have  mentioned  as  having  prospered 


by  reason  of  being  connected  with  our  house 
— R.  N.  Stockton.  He  was  a  natural  born 
salesman  of  the  first-class;  he  sold  a  world 
of  cutlery,  chiefly  pocket  knives  and  razorsi 
to  druggists,  and  I  never  found  out  how  he  did 
it  until  after  he  had  left  us,  as  he  never  gave 
away  his  plans  or  methods  to  anybody.  It  was 
this:  He  learned  all  about  tooth  brushes,  how 
they  were  made,  what  bones  for  the  handles, 
where  the  bristles  came  from,  how  bleached, 
how  glued  in,  etc.;  in  fact,  all  there  was  to 
•  know  about  tooth  brushes.  Then  he  would 
go  into  a  drug  store,  leaving  his  cutlery  sam- 
ples by  the  door,  ask  for  the  proprietor,  and 
if  in  he  would  say:  "I  want  to  buy  a  tooth 
brush."  Then  he  would  talk  tooth  brushes  so 
intelligently  that  he  would  get  the  merchant 
interested  by  telling  him  a  lot  of  things  he 
didn't  know  before ;  then  he  would  buy  a  tooth 
brush,  thus  putting  himself  in  the  attitude  of  a 
customer.  Then  his  real  work  would  begin, 
for  he  would  draw  from  his  pocket  a  sample 
of  razor  or  pocket  knife  and  say,  "I've  got 
something  here  I  want  to  show  you;  you 
haven't  anything  like  it  and  it's  a  great  seller." 
And  from  this  he  would  get  a  start,  and  then 
bring  up  his  samples  and  end  up  with  a  fine 
cutlery  order.  That  is  what  I  call  brains  in 
salesmanship. 

When  in  Minneapolis  last  September  a  cus- 
tomer of  Hurty- Simmons  Hardware  Company 
told  me  this  story:  A  farmer  near  him,  who 
w^s  exceedingly  close  but  scrupulously  honest, 
and  who  had  the  catalogue  house  habit,  came 
to  him  to  buy  a  draw  knife,  and  on  asking  the 
price  of  the  best  knife  the  merchant  had, 
was  told  90  cents.  He  threw  up  his  hands  and 
said  he  would  never  pay  that  for  he  could  send 
to  the  catalogue  house  in  Chicago  and  buy  one 
for  25  cents.  The  merchant  argued  with  him 
about  quality,  but  to  no  avail,  and  he  did  send 
to  the  Catalogue  house  and  got  one.  When  it 
came  the  merchant  was  posted,  as  he  devised 
means  to  keep  himself  apprised  of  the  arrival 
of  the  draw  "knife.  A  week  or  two  later  he 
drove  out  to  this  farmer's  house,  took  him  the 
daily  paper,  had  a  little  pleasant  visit  and 
then  asked  to  see  the  draw  knife.  After  look- 
ing at  it  and  finding  it  wretchedly  bad,  he  ^said : 

"Mr. ,  will  you  do  me  a  favor?    Let  me 

loan  you  what  I  call  a  real  good  draw  knife 
for  a  week  or  two.  I  don't  think  you  know 
how  they  have  improved  those  goods  lately." 
The  farmer  said,  "Yes,  I  will ;  some  day  when 
I  am  in  town  I  will  get  one  from  you."  The 
merchant  said,  "I  have  one  in  my  buggy,  let 
me  leave  it,"  and  he  did  so.  The  result  was 
that  in  a  short  time  he  came  in  and  asked  the 
merchant  to  trade  draw  knives,  and  'let  him 
pay  the  difference,  which  was  done.  The 
merchant  says  the  farmer  is,  to  a  large  ex- 
tent, cured  of  the  catalogue  house  habit.  That 
merchant  was  a  salesman  sure. 

Some  people  say  that  salesmen  are  born,  not 
made.     I  don't  believe  it.     Almost  any  intellb 
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gent  man  can  succeed  as  a  salesman  if  he  is 
possessed  of  good  health  and  habits,  is  honest 
and  truthful,  and  is  willing  to  pay  the  price, 
which  is  work,  work,  and  real  hard  work. 
Pardon  the  repetition  in  reference  to  work 
and  my  dwelling  upon  it,  because  it  is  my 
confident  belief  that  unless  a  man  is  a 
"worker,"  he  had  better  never  enter  the  Hard- 
ware trade.  It  is  all  well  enough  to  have  am- 
bition, but  to  gratify  that  you  must  pay  the 
price. 

COLLECTIONS   VERY   IMPORTANT. 

Before  closing  I  want  to  take  advantage  of 
this  opportunity  of  speaking  to  you  on  one 
of  the  most  important  parts  of  your  business, 
and  a  feature  that  I  believe  is  sadly  neglected 
by  many  retail  Hardware  merchants,  and  thai 
is  to  collect  promptly.  Under  the  date  of  De- 
cember 31,  1907,  I  received  the  following  let- 
ter from  one  of  our  very  good  customers,  in 
which  he  said: 

"On  January  13,  1902,  you  wrote  us,  in  re- 
sponse to  our  letter  asking  you  to  give  us 
some  advice  and  tell  us  how  to  conduct  our 
business  (which  we  were  then  just  starting) 
successfully,  and  you  replied,  *Be  good  col- 
lectors.' This  may  seem  like  a  small  matter, 
but  these  three  words  have  done  more  to  give 
us  courage  than  all  the  other  advice  we  ever 
had. 

"We  reasoned  it  out  in  this  way :  If  you 
thought  that  a  wise  policy  and  had  been  suc- 
cessful with  it,  it  must  be  a  good  thing  for  us, 
so  we  put  it  into  practice.  The  result  is,  we 
have  taken  advantage  of  every  cash  discount 
since  our  store  was  opened,  and  are  worth 
twice  as  much  as  we  were  six  years  ago.  We 
thank  you  over  and  over  again." 

I  cannot  speak  too  strongly  on  this  subject. 
It  is  of  vital  importance.  Never  have  I  known 
any  merchant  to  achieve  any  material  success 
who  was  not  a  good  collector. 

Don't  be  afraid  to  ask  for  your  money  when 
it  is  due,  because  it  is  due.  More  failures  have 
occurred  in  the  last  half  century  because  mer- 
chants did  not  collect  promptly  than  from  all 
other  causes  combined.  Do  you  think  it  well 
to  put  your  judgment  against  such  a  record  as 
that?  I  hardly  think  so.  When  I  sold  goods, 
th©  weakest  spots  in  the  conduct  of  the  retail 
Hardware  business  were  lack  of  salesmanship 
and  not  being  good  collectors.  Perhaps  it  is 
so  yet.  Why  not  follow  the  example  of  the 
farmer,  who  sells  his  products  for  cash  only? 
Why  is  his  property  or  his  farm  product  any 
nearer  a  cash  article  than  your  merchandise? 
I  can't  see  why  it  should  be,  and  yet  it  is. 
Did  you  ever  hear  of  a  farmer  offering  to 
sell  his  hogs,  his  calves,  his  grain  or  his 
chickens  on  six  months'  time?  I  think  not, 
for  certainly  I  never  did,  and  yet  if  you  will 
permit  it,  he  willingly  asks  you  to  sell  him 
your  merchandise,  which  represents  cash  in 
'  labor  and  raw  materiai  just  as  truly  as  his 
farm  products.     If   tms   meeting   resulted   in 


nothing  else  than  the  positive  determination 
of  each  and  every  one  of  you  retail  dealers 
to  become  better  collectors — in  fact,  good  col- 
lectors hereafter — I  should  say  the  meeting 
would  be  a  great  success  in  the  best  sense. 

R.  W.  Shapleigh,  of  the  Norvell-Shapleigh 
Hardware  Co.,  St.  Louis,  spoke  on  the  topic, 
"Are  Goods  Well  Bought  Half  Sold?"  which 
will  appear  in  a  later  issue. 

Frank  Baackes,  vice-president  of  the  Ameri- 
can Steel  &  Wire  G>.,  Chicago,  made  an  ad- 
dress in  which  reference  was  made  to  the  busi- 
ness depression  and  to  the  maintenance  of 
prices.  He  believed  the  worst  to  be  over ;  that 
good  times  had  always  followed  a  period  of 
depression.  He  urged  Merchants  to  order 
goods  as  needed,  as  then  any  price  fluctuations 
would  not  hurt.  Labor  must  stand  its  share  in 
the  present  liquidation.  Do  not  be  pessimistic, 
but  be  conservative. 

C.  W.  Asbury,  Philadelphia,  president  of 
the  American  Hardware  Manufacturers'  As- 
sociation, delivered  an. address  in  the  course 
of  which  he  paid  a  tribute  to  the  organization 
of  the  various  State  associations  into  the  na- 
tional body.  He  referred  to  some  of  the 
things  with  which  the  manufacturers  had  to 
contend  in  the  way  of  proposed  legislation, 
such  as  the  anti-injunction  laws,  the  reduction 
of  hours  for  laborers^  etc  He  commended  the 
mutual  Rre  insurance  idea.  He  advocated  the 
members  to  give  preference  to  standard  goods 
of  quality,  as  in  that  way  they  would  always 
have  satisfied  customers. 

Texas  Hardware  Tobbera'  Convention 

^'T*  he  annual  convention  of  the  Texas  Hard- 
1  ware  Jobbers'  Association  was  held  the 
17th  and  18th  ult.  A  larger  percentage  of  the 
members  and  a  greater  number  of  manufactur- 
ers' representatives  attended  this  meeting  than 
any  previous  convention.  The  following  offi- 
cers were  elected  for  the  ensuing  year : 

President— Chas.  E.  Nash,  Fort  Worth. 

First  Vice-President— E.  A.  Peden,  Houston. 

Second  Vice-President  —  John  L.  Keith, 
Beaumont. 

Secretary-Treasurer  — R.  F.  Bell,  Fort 
Worth. 

Executive  Committee  —  F.  A.  Heitmann, 
Houston ;  G.  A.  Trumbull,  Dallas ;  W.  L.  San- 
ford,  Shermkn;  R.  L.  Penick,  Stamford. 


The  Mississippi  Retail  Hardware  Associa- 
tion will  hold  its  second  annual  meeting  at 
Greenwood  the  Uth  and  12th  inst  P.  E. 
Pegues,  Winona,  is  president,  and  John  E 
Sommers,.  Clarksdale,  is  secretary-treasurer. 
There* will  be  a  Hardware  exhibit  in  connec- 
tion with  the  convention. 


The  man  who  sits  and  waits  for  success 
to  come  to  him  is  generally  anticipated  by  the 
one  who  goes  out  after  her  with  a  stuffed 
club. 
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The  National  Association  of  Manufacturers 
will  hold  their  annual  convention  the  18th, 
19th  and  20th  inst.  at  the  Waldorf-Astoria, 
New  York  City.  The  annual  banquet  will  be 
held  the  last  day.  The  conventions  are  largely 
attended  each  year. 


The  annual  meeting  of  the  Maritime  Whole- 
sale Hardware  Association,  St.  John,  N.  B., 
will  be  held  in  July. 


At  a  meeting  of  the  Executive  Committee 
of  the  Illinois  Hardware  Dealers*  Association, 
held  the  9th  ult.,  at  Springfield,  it  was  decided 
to  hold  the  1909  annual  convention  at  Spring- 
field on  February  17,  18  and  19,  provided  the 
large  armory  can  be  secured  for  those  dates. 
There  will  be  an  extensive 'Hardware  exhibi- 
tion in  the  armory. 

Arkansas  Betail  Hardware  Association 

The  Executive  Committee  of  the  Arkansas 
Retail  Hardware  Association,  of  which 
Chas.  E.  Taylor,  Little  Rock,  is  secretary,  has 
fixed  on  June  9,  10  and  11  as  the  dates  for 
the  ninth  annual  convention  at  Hot  Springs. 
The  Southern  Hardware  Jobbers*  Association 
will  meet  at  Hot  Springs  at  the  same  time, 
and  it  is  anticipated  that  there  will  be  a  very 
lajge  meeting  of  the  two  associations  in  that 
city.  It  is  hoped  that  the  attendance  upon 
both  conventions  will  be  record-breakers. 

Carolina's  Hardware  Association 

The  officers  of  the  Retail  Hardware  Asso- 
ciation of  the  C^rolinas  have  prepared  a 
programme  for  the  annual  meeting,  to  be  held 
at  Wrightsville  Beach,  N.  C,  July  8,  9  and  10. 
An  interesting  meeting  is  promised.  The 
officers  include  president,  W.  N.  Everett, 
Rockingham,  N.  C. ;  first  vice-president,  E. 
Walker  Duvall,  Cheran,  S.  C. ;  second  vice- 
president,  R.  H.  McDuffie,  Fayetteville,  N.  C. ; 
tMrd  vice-president,  W.  H.  Smhh,  GaflFney, 
S.  C,  and  secretary-treasurer,  Paul  W.  Mc- 
Lure,  Greenwood,  S.  C. 

Oklahoma  Hardware  Convention 

The  fifth  annual  convention  of  the  Okla- 
homa Retail  Hardware  and  Implement 
Dealers'  Association  will  be  held  in  the  audi- 
torium at  Oklahoma  City,  Okla.,  July  14,  15, 
and  16.  Indications  already  point  to  the  event 
as  being  the  most  important  since  Oklahoma 
became  a  State.  Particularly  is  this  true,  as 
many  new  laws  are  being  enacted  and  the 
dealers  will  have  to  bring  up  many  questions 
of  legislation.  Both  business  meetings  and  ex- 
hibits will  be  held  in  the  convention  hall,  the 
meetings  in  the  morning  and  the  exhibitions 
during  the  afternoons.  D.  C.  Patterson,  Okh- 
homa  City,  is  the  energetic  secretary  of  the  or- 
ganization. 


Want  Catalog  and  Price  Lists 

fearly  last  month  the  Barrett  Hardware  Co., 
Joliet,  UK,  were  unfortunate  in  having  a 
disastrous  fire  destroy  their  entire  store. 
Catalogues,  price  listsj  etc.,  are  desired  from 
concerns  from  whom  they  have  been  purchas- 
ing goods. 


Herrick  Refrigerator  Co.,  Waterloo,  Iowa,  in 
catalogue  18  make  a  handsome  presentation  of 
the  line  of  "Herrick"  Refrigerators.  Inside 
and  outside  icing,  spruce  and  enamel-lined 
household  and  grocers'  constructions  are 
shown  by  fine  engravings.  General  and  sec- 
tional views  give  the  reader  an  excellent  idea 
as  to  the  construction  and  finish,  as  the  cuts 
are  in  colors.  Quite  an  extensive  variety  are 
shown,  as  the  book  comprises  68  pages. 

Robert  J.  Masbach,  80  Vesey  street.  New 
York,  has  issued  a  new  catalogue  of  Peanut 
Roasters  and  Warmers  and  Frankfurter  Boil- 
ers. The  Roasters  and  Warmers  are  adapted 
to  use  charcoal  or  gasoline  as  fuel  and  can  be 
furnished  to  burn  gas. 


Gregg  Hardware  Co.,  Detroit,  Mich.,  have 
issued  a  catalogue  of  Builders'  Hardware, 
Roofing,  Mechanics'  Tools,  Factory  and  Con- 
tractors' Supplies,  etc.  It  is  especially  gotten 
iip  for  architects,  builders  and  owners. 


F.  A.  Myers  &  Co.,  Ashland,  Ohio,  recently 
sent  a  long  letter  to  their  force  of  travelers 
explaining  the  position  and  conditions  of  the 
company.  The  factory  has  been  running  full 
time  with  a  full  force  since  August  last  and 
advance  orders  have  been  booked  that  will 
keep  the  plant  running  full  time  until  late  in 
the  season.  Naturally,  the  concern  takes  this 
as  being  indisputable  proof  of  the  esteem  in 
which  the  trade  hold  "Myers"'  Pumps,  Hay 
Tools,  etc.  Salesmen  are  urged  to  extra  effort. 
The  buying  power  of  the  consumers  has  not 
been  disturbed  to  any  extent,  and  therefore 
salesmen  have  been  urging  dealers  to  stock 
up  with  goods.  From  its  many  means  for  ob- 
taining information  the  company  state  that 
good  crops  will  be  harvested  and  consequently 
there  will  be  a  good  demand  for  their  line  of. 
tools. 

A  Large  Silverware  Order 

The  Meriden  Britannia  Co.,  International 
Silver  Co.,  Successor,  Meriden,  Conn., 
have  recently  secured  a  very  large  silverware 
order.  The  contract  covers  all  of  the  silver- 
ware that  will  be  used  by  the  various  railroads 
and  steamships,  as  well  as  hotels  and  restau- 
rants, comprising  tlie  so-called  Hnrriman  lines. 
At  the  present  time  these  lines  have  over  200 
dining,  buffet  and  private  cars,  and  in  addition 
there  are  the  restaurants,  hotels  and  steam- 
ships. The  lines  have  adopted  a  standard  style 
or  design  in  silverware,  and  the  arrangement 
made  will  run  a  number  of  years. 
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An  niinois  Show  Window 

At  the  last  convention  of  the  Illinois  Retail 
Hardware  Convention  there  was  a  win- 
dow display  contest.  E.  N.  Howell  Hardware 
Co.,  Dixon,  III.,  carried  off  first  honors  for 
the  best  window  display  made  in  townj  having 
a  population  between  5,000  and  10,000.  The 
display  is  shown  herewith.  Three  kitchen  cabi- 
nets are  shown,  and  the  assortment  of  kitchen 
utensils  is  quite  comprehensive,  both  on  the 
Hoor  and  on  the  wall.  A  chafing  dish,  perco- 
lator, teapot,  pitcher,  food  chopper,  double 
lx)iler,  salt  box,  nutmeg  grater,  egg  beater,  egg 
separator,  bread  mixer,  etc..  are  shown  on  the 
cabinets.     A   small  figure  of  a  child  is  shown 


tended  to  be  in  imitation  of  the  mouth  of  a 
cannon  projecting  through  the  walls  of  a  fort 
Now,  inside  the  packing  box,  locate  a  shelf 
at  a  suitable  height  so  as  to  conceal  from 
view  and  hold  an  electric  fan,  which  should 
be  so  adjusted  as  to  emit  its  full  supply  of 
air  through  the  pipe.  Cover  the  front  of  the 
box  with  painted  canvas  in  imitation  of 
masonry,  so  as  to  have  the  semblance  of  a 
real  fort.  On  the  parapets  of  the  fort  can,  if 
desired,  be  arranged  suitable  display  of  Hard- 
ware, but  the  floor  of  the  window  in  front  of 
the  fort  must  be  left  perfectly  free  and  clear 
from  goods,  in  order  to  allow  the  cannon  balls 
full    play.      For   cannon    balls    secure    a    half 


Kitchen  WARE  Show  Window  by  E.  N.  Howell  Hardware  Co.,  Dixon,- III. 


in  ihc  lower  right  hand  corner,  wearing  a  small 
pail  for  a  hat,  and  with  spoon  and  cake  pan 
in  Uie  hands,  and  other  articles  attached  to 
the  figure.  This  is  a  kind  of  display  that  will 
capture  the  eye  of  practically  every  woman — 
and  perhaps  some  of  the  men. 

We  Make  a  Fort  of  Hardware 

Take  for  a  background  for  your  window  a 
large  sized  packing  case,  nail  two  cleate 
across  the  bottom  of  the  case  on  the  inside^ 
crossing  the  lengthwise  boards  near  the  center, 
only  spaced  a  sufficient  distance  apart,  to  ad- 
mit of  the  cutting  out  with  a  compass  saw  of 
a  circular  hole  just  large  enough  to  take  in  a 
joint  of  stove  pipe.  Through  this  hole  place 
a  length  of  stove  pipe.  The  box  should  then 
be  placed  diagonally  across  the  back  of  the 
window  and  the  protruding  end  of  pipe  given 
a  downward  dip  and  aimed  as  it  were  some- 
what at  one  corner  of  the  lower  part  of  the 
glass  front  of  the  window.      This  pipe  is  in- 


dozen  red  or  purple  balloons  such  as  are  sold 
to  children  on  the  street. 

Carefully  let  out  the  gas  from  these  and 
inflate  with  air,  retying  the  ends.  Drop  them 
carelessly  in  one  corner  of  the  window  on 
the  floor,  so  that  the  air  from  the  pipe  will 
strike  them  full  force.  A  little  adjusting  of 
the  pipe  and  fan  may  be  necessary  to  obtain 
fhe  correct  results.  Then  turn  on  the  electric 
fan,  and  the  moment  the  air  strikes  the  cor- 
ner of  the  window  in  which  the  balloons  or 
balls  are  located,  they  are  set  in  motion  and 
blown  up  and  down  against  the  glass  of  the 
window,  ascending  to  a  certain  height,  then 
dropping  to  the  floor  until  the  air  again  takes 
them  up  and  they  arc  once  more  driven  hither 
and  thither  as  it  were  if  fired  from  the  mouth 
of  the  cannon  in  hot  succession.       F.  B.  M. 


Your  show  window  is  your  best  salesman  or 
your  worst  foe,  as  you  make  it.  It  is  the  only 
means  passers-by  have  of  judging  your  5^rc., 
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DO   SPECIAL   SALES   PAY? 

Do  Special  Sales  of  from  1  to  10  Days  Pay  for  Ad- 
vertising Purposes? — ^Is  it  Better  to  Use  Staples  or 
Specialties? — Many  Interesting  Letters  from  Mer- 
chants Who  Have  Had  Experience* 


live  Sales  With  Staple  Articles 

We  have  not  had  very  great  success  with 
special  sales  in  a  general  way.  How* 
ever,  we  have  had  fairly  good  success  with 
good  live  sales  of  staple  articles,  which  we 
would  consider  the  better  for  advertising  pur- 
poses. 

The  Bryan  Hakdware  Co. 

Sales  on  Staples  Give  a  Better  Impression 

We  believe  that  special  sales  from  one  to 
ten  days  pay  real  well,  especially  in  the 
couiitry  towns,  as  the  country  people  cannot 
come  to  town  on  certain  days,  and  that  gives 
them  a  better  chance  to  all  get  in  at  your  spe- 
cial sales.  In  the  cities  we  think  that  it  is  bet- 
ter to  have  one  day  only  for  special  sales  as 
people  watch  for  them  and  are  always  ready 
to  take  them  all  in,  especially  the  laboring  class 
of  people  in  the  cities  as  they  are  always 
watching  for  bargains.  Sometimes  it  is  a  good 
plan  to  use  staple  goods  for  a  special  sale,  as 
it  giv6s  people  a  better  chance  to  buy  and  they 
will  buy  staple  goods  that  they  do  not  need  in 
order  to  have  them  when  they  do  need  them. 
Specialties  are  nice  to  have  a  sale  on  if  you 
wish  to  advertise  something  new  or  make  a 
special  sale  on  some  new  article.  We  think 
that  a  staple  article  is  the  best  to  have  a  spe- 
cial sale  on,  as  it  leaves  a  better  impression  on 
the  public,  and  they  do  not  get  the  impression 
that  you  are  trying  to  sell  them  something  that 
is  not  good^  nor  something  that  they  do  not 
need. 

If  this  is  any  benefit  to  any  of  our  brother 
retail  dealers  we  are  glad  to  give  them  this 
information,  as  it  is  our  experience. 

PiLCHER  Hardware  Co. 


Have  special  sales  run  one  or  two  days  only. 
We  use  both  staples  and  specialties,  and  with 
satisfactory  results. 

Woodruff  Hardware  Co. 

A  Very  Good  Means  of  Advertising 

We  beg  to  advise  that  we  have  never  gone 
into  special  sales  of  from  one  to  ten 
days  for  advertising  purposes  very  thoroughly, 
and  while  we  have  never  followed -it  up  to 
an  extent  that  we  thought  it  was  a  paying 
proposition,  we  do  believe  that  where  special 
sales  are  put  on  at  regular  intervals,  and  kept 
up,  with  good  attractive  prices,  that  it  is  a 
very  good  means  of  advertising,  and  is  a  bet- 
ter paying  proposition  than  a  great  many 
others.  < 

Bailey-Downing  Hardware  Co. 


Have  a  Special  Sale  Every  Week 

Every  week  we  have  a  special  sale  devoting 
one  entire  window  to  its  display.  We 
aim  to  sell  items  in  season.  For  instance,  this 
week  we  thought  some  people  might  begpin 
house  cleaning.  We  are  selling  step  ladders 
for  69  cents,  toilet  paper  and.  holder  for  11 
cents  and  pruning  saws  for  trees. 

We  think  it  pays;  we  know  it  does.  The 
writer  had  about  seven  years'  experience  with 
the  largest  retail  store  in  Cincinnati.  I  am 
simply  adopting  their  custom.  A  new  customer 
sees  the  window  display,  comes  in  and  pur- 
chases, many  times  buying  other  items  also. 
And  again  perhaps  they  do  not  notice  the  win- 
dow ;  they  come  in  to  buy  something  they  need 
at  once.  If  the  purchaser  is  a  woman  she 
cannot  walk  the  length  of  the  special  sale 
counter  without  buying.  And,  whether  they 
buy  or  not,  the  window  is  a  great  advertise- 
ment. People  notice  the  reduction,  the  num- 
ber of  different  items,  and  decide  it  is  the 
place  to  buy. 

An  Ohio  Hardware  man. 

Under  Certain  Conditions^  Tea 

We  are  not  qualified  to  give  an  opinion  as  to 
special  sales,  as  it  is  one  of  the  ways  of 
selling  that  we  have  never  adopted.  Would 
say,  however,  I  believe,  under  certain  condi- 
tions, and  in  certain  Ideations,  and  if  properly 
handled,  such  sales  are  advantageous,  either 
on  staples  or  specialties.  A.  H.  Abbe. 

Better  to  Cat  Staples  Than  Specialties 

I  think  it  pays  to  hold  sales  periodically  and 
slash  staples.  Staples  are  wanted  and 
used  by  all  prospective  customers,  and  if  they 
can  effect  a  material  saving  they  invariably 
take  advantage  of  it.  I  believe  this  is  the  best 
for  the  reason  that  by  offering  the  inducement 
to  come  to  the  store  you  get  the  man  you 
want  -where  you  want  him.  Then  by  a  proper 
display  of  your  specialties  he  purchases  more 
than  he  intended  to  and  if  the  stock  in  general 
is  in  an  attractive  arrangement  it  indelihly  im- 
presses him  that  he  can  get  so  and  so  at  this 
or  that  place.  I  believe  that  any  advertising 
which  brings  the  people  out  is  good,  and  thaf  s 
all  you  can  expect  from  advertising.  It  is  up 
to  the  merchant  or  his  clerks  to  make  it  pay  or 
otherwise.  Advertising  specialties  may  do,  but 
I  believe  in  trying  to  interest  the  majority,  and 
staples  seem  to  do  that  better  than  specialties. 
Then  why  take  the  big  profits  away  by  cutting 
specialties?  A.  B.  Kimpel._ 
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Use  Staples;  Oet  Profit  on  Specialties 

I  have  always  claimed  special  sales  were  a 
good  advertisement  if  lived  up  to  as  ad- 
vertised, thereby  gaining  the  public  confidence 
in  the  store.  I  believe  the  most  benefit  would 
be  derived  by  using  staples.  After  people  get 
in  your  store  and  they  are  made  to  feel  wel- 
come, you  can  usually  sell  them  specialties 
which  carry  a  larger  profit.  J.  J. 

Oood    Advertising    Sells    Gk)od    Goods 
at  a  Profit 

We  never  hold  special  sales,  except  to  in- 
troduce a  new  line  of  goods,  or  to  close 
out  a  slow-selling  one.     In  the  case  of  intro- 


column  width  and  six  inches  deep.  Both  have 
an  illustration  at  top  to  call  attention  to  ads. 
A  line  cut  shows  in  the  Baseball  ad.  and  a 
half-tone  in  the  other,  the  latter  making  a 
good  representation  for  a  daily  newspaper. 

Prefers  Seasonable  Goods 

Special  sales  of  from  one  to  ten  days  do  pay, 
in  my  opinion.    I  believe  the  best  thing  to 
advertise  are  seasonable  goods,  for  the  reason 
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Specimens  of  Seasonable  Special  Sales  Advertising  in  Daily  Newspapers. 

that  the  purchaser's  attention  is  more  firmly 
attached  to  the  line  of  goods  advertised  and 
are  more  likely  to  appeal  to  his  wants.  This 
will  draw  him  to  your  store,  and  your  adver- 
tising, therefore,  has  accomplished  its  purpose. 
ITien  it  is  up  to  the  Hardware  merchant  for 
results.  E.   Shafer. 


ducing  a   new   line,   we   generally   advertis 
under  value  prices — but  not  so  cheap  that  the 
regular  price  would  look  excessive. 

The  sales  must  show  a  profit.  In  the  case 
of  slow-selling  goods,  we  make  the  price  so  out 
of  proportion  to  the  regular  price  that  we 
make  a  quick  clean-up. 

We  would  not  consider  it  good  merchandiz- 
ing to  hold  special  sales  on  standard  or  good 
goods,  for  advertising  purposes  only,  as  many 
of  us  have  to  live  out  of  the  profits  of  the 
business.  We  are  firm  believers  in  advertising 
and  we  know  that  it  pays  if  done  timely,  and 
is  straightforward  and  honest,  and  that  you 
make  good  your  promises  as  stated  in  your 
advertisement. 

Good  advertising  will  make  good  goods  sell 
at  a  profit  any  time. 

We  enclose  copies  of  ads.  of  seasonable 
goods  we  are  calling  special  attention  to  just 
now. 

Callahan  &  Douglas. 

Editor's  Note.— Original  size  of  the  Baseball 
ad.  was  two  columns  wide  and  five  inches 
deep.     The  Fishing  Tackle    ad.    was    double 


We   find   special   sales   of  almost   any   kind 
pay    well. 

Harvey  Mercantile  Co. 


We  believe  special  sales  pay,  and  also  be- 
lieve one  ought  to  have  both  staple  and 
special  goods  to  be  used  for  that  purpose. 
Rockwell  &  Hammond. 


We  have  special  sales  and  find  the  scheme 
pays.     Do  not   use   staples  or  specialties. 

L.  C.  Klein. 


We  have  tried  special  sales  and  find  that  an 
occasional  one  pays  as  advertising;  that 
is  all.    We  use  specialties  for  the  greater  part. 
McKinley  Hardware  Co. 
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Sales  Three  or  Four  Times  a  Tear 

As  to  special  sales,  three  or  four  times  a 
year  I  have  special  sales  of  one  day  only. 
My  last  sale  was  on  granite  ware,  all  seconds 
in  quality.  I  use  hand  bills  to  advertise  the 
same,  which  are  furnished  by  the  concern 
from  whom  I  purchase  the  ware.  While  the 
prices  seem  low,  such  as  an  enameled  tea  ket- 
tle for  44  cents,  a  coflfee  pot  for  19  .cents,  an 
8-quart  Berlin  kettle  for  29  cents,  yet  the  net 
profit  is  10  per  cent,  and  the  advertising  I  get 
is  far  more.  I  certainly  do  know  it  pays. 
While  the  sale  is  on  I  push  other  goods  hard. 
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COME  EARL\»AND  TAKE  YOUR  PICK 

J.  W.  lElGHTON 

LIVERMORE.    -  '^^  10WA 

Circular  Used  by  J.  W.  Leighton. 

and  often  get  a  line  on  new  customers.  By 
all  means  have  a  special  sale  once  and  then 
you  will  find  out  how  profitable  it  is. 

J.  W.  Leighton. 
Editor's  Note — One  of  the  circulars  sent  by 
Mr.  Leighton  is  reproduced  herewith.  Its  gen- 
eral form  is  seen,' but  in  the  original  it  shows 
up  well.  Another  circular  for  a  sale  shows 
the  enameled  ware  items  with  cut,  regular  and 
sale  price  and  sizes;  just  enough  to  attract 
attention. 

Considers  One-Day  Sales  Better 

Do  special  sales  of  from  one  to  ten  days  for 
advertising  purposes  pay?    I  would  say 


Yes.  Use  staples  by  all  means,  something  that 
customers  are  posted  on  the  regular  price; 
they  will  then  be  attracted  by  thfe  reduction 
and  make  it  a  point  to  get  to  your  store  after 
the  "bargains."  Special  sales  of  specialties  are 
of  no  particular  value  as  customers  are  not,  as 
a  rule,  posted  on  the  regular  price,  consequent- 
ly are  not  sure  you  are  making  any  reduction. 

Make  your  special  sales  one  day  in  each 
week  is  far  better  than  to  run  them  five  or 
ten  days  in  succession* 

Use  galvanized  ware  for  one  sale,  enameled 
ware  for  another,  glassware  another,  lanterns 
another,  but  do  not  cut  price  of  j^oods  below 

cost.  L,  M.   BURLISON. 

Beoently  Had  Their  First  Special  Sale 

We  never  had  a  special  sale  until  Feb.  1  to 
15,  1908,  and  found  it  to  pay  very  well. 
We  used  staple  articles,  but  some  were  shop- 

Astonishing  Price  Reductions  I 

FEBRUARY  1st  to  15th. 


A»o«btf|«l%ir«nlMyNhM^MBMld,«iMl  H  is  nnrmnry  to 
iF«fi.K  we  Ihoiiflit  b«t  to  pim  tlMMtik^oonlwto  «  MlamtlMr  tban 
moretben.    W«  •!»  imJad*  •  fW  ^Mib  fra.  iIm  rtan. 

Such  lren«miouil7  low  |»k«  «  tiM  Mwrt  dMt  of  iM>«^^ 
haw  iMv^  hdhn  ben  fLotd  witlni  yow  pup,  , 

Now  for  Um  gTMt  ade  jmi  have  ben  looking  for. 

COME  EARLY  AND  OFTEN. 

No  natter  what  jou  aM|:  have  ttpectod,  the  rwlHy  wdl  far  mr- 


)rwl  Hnt,^  $M.r. 


I-Hmh  C»lliM««I       ... 
JHM  P 


tUmtttum 


"■'•   •  •  - -.i  •••  ';      ««o« 

I  SlMrplnCraMiS^^MMOT...'       ^*     ^  ,    teao 

Hotk  MhUM  WlUkw  ^      AiOM 


1740     ■*«•••  l>SB 

!>«•     f-eoto'iftoo 

alUM     •MClotJM 


Tofi  fc^giii  u4  Mkh^jW.   . 


•»•»    «1MI>7>M 


MARTIN  (ft  BRACE, 

Medina*  New  York; 

Handbill  Issued  for  Special  Sale. 

worn.     We  enclose  copy  of  a  handbill  which 
we  got  out  for  the  February  sale. 

Martin  &  Brace. 

Have  Bange  Demonstrations 

We  have  never  had  any  special  sale  days  as 
we  deal  mostly  in  Hardware  staples. 
We  have  range  demonstrations  for  advertising 
cooking  exhibits  for  one  week,  which  brings 
people  to  our  store.  We  display  all  our  spe- 
cialties as  nicely  as  we  can.  We  have  found 
this  to  be  the  best  advertising  to  bring  peopla 
to  the  store. 

Olwin  &  TuLLtS, 
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SeU  a  Well  Known  Specialty  at  a  Low  Price 

We  are  enclosing  a  few  newspaper  ads. 
whith  we  have  run  at  different  times  in 
regard  to  special  sales.  We  think  that  special 
sales  can  be  used  to  advantage  for  two  differ- 
ent purposes,  first  as  a  means  of  getting  rid 
of  an  overstock  of  goods,  or  of  shopworn  and 
damaged  goods,  and  secondly  for  advertising 
purposes  by  impressing  upon  the  public  that 
the  Hardware  dealer  can  sell  goods  as  cheap 
or  cheaper  than  the  department  store.  We  do 
not,  however,  advocate  the  use  of  staples  for 
sales,  as  a  sale  price  may  disarrange  the  reg- 
ular schedule  of  prices  on  that  particular  line 
of  goods.    We  think  it  is  much  better  to  take 


medium.  If  the  article  is  something  thai 
everybody  can  use  such  as  5  or  6  feet  granite 
pudding  pans  to  sell  for  10  cents,  10  or  12 
quart  granite  rice  kettles  to  sell  for  25  cents, 
these  kind  of  sales  make  everybody  know 
where  you  are  treated,  and  it  requires  very 
little  advertising.  The  goods  can  be  bought 
and  sold  at  a  profit  by  the  dealer  at  a  special 
sale,  and  still  be  a  big  bargain  to  the  con- 
sumer. In  our  town  of  ten  thousand  I  gen- 
erally buy  18  to  24  dozen  gross  of  the  article 
I  am  going  to  sell,  then  sell  only  one  to  a 
person,  take  no  telephone  orders,  lay  nothing 
away  for  anybody,  make  them  come  to  your 
store  if  they  want  the  bargain.    By  so  doing 


A  Sale: 

that  is  A  Sale. 


WHEN  we  have  m  tale  of 
o<idi  and  endfPjnre  don't 
buy  in  a  lot  of  .goods 
Mpeciallv  for  it  and  sell 
tbem  on  at  a  few  cents 
more  or  "less '.tHan  their  regular 
prices.  '  But  wo  take  goods  we.  are 
so  tirod  oC  seeing' in  our  stock  that 
we*  Diuclii  prefei^tfieir  room  to  their 
compafiy.  No  faulr  of  the  goods 
however.  They  hive  simply,  be* 
com*  shopworn  /rom  'WAlting 
around  ^or  someone  to  buy..  Ybu 
won't  know  how  much'  we  ^slike 
them  until  you  see  th<e  prices ure've 
marked  on  them.  -For  insttiice, 
there's  m  live  dollar  knife  cleaning 
machine  marked  ninety-eight  cents  ^ 
and  a  dollar-fifty  bellows  at  fifty- 
eight  But  they  may  be  ,  gone  to- 
morrow.   Do  it  now. 
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odda  and  ends  that  bivt  accttfiirtaWl 
during  the  year.    These  foods  atmi   ' 

not  with  any  rsf^rsnce,  t 

rdglnaliy  cost,  but  at.pik , 

«cnow  wiU  quickly  (Isaa  our  4DUKtsn$  If 
them.  . 

Rei:anll]i;  PrIcesV 

We  cou'd  quote  a  hundred  bat  Aa 
articles  may  be. gone  before  Ihb  adf? 
published.    YouTllfind  many  Uke  these  t 
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Some  Special  Sale  Ads  That  Sold  the  Goods  in  Connecticut. 


some  well  known  specialty  and  sell  that  at  a 
particularly  low  price. 

Each  year  at  inventory  time  we  have  a  sale 
of  odds  and  ends,  and  this  year  after  some  of 
the  goods  had  been  sold  we  took  the  greater 
part  of  the  goods  left  and  had  a  one  cent  sale, 
lasting  for  about  three  days.  In  that  time  we 
sold  over  two  thousand  articles,  and  although 
we  received  hardly  enough  for  them  to  cover 
our  expenses,  still  we  felt  that  it  was  worth 
while  for  advertising  purposes  alone. 

The  John  E.  Bassett  &  Co. 
Geo.  J.  Bassett. 

One  to  a  Person;  No  'Phone  Orders 

I  have  never  run  a  sale  more  than  one  day 
at  a  time  and  have  had  them  mostly  on 
Saturday  beginning  at  a  certain  time,  say  9 
a.  m.,  and  do  not  sell  before  that  time,  and  I 
certainly  do  think  they  pay  as  an  advertising 


at  night  when  you  go  to  your  cash  register 
you  will  find  you  have  had  200  to  300  different 
people  in  your  store  that  day. 
Does  it  pay?  M.  C.  Parsons. 

Use  Ooods  That  Are  in  Demand 

We  use  goods  that  are  in  demand  and  that 
the  people  want  whether  staple  or  spe- 
cialties with  good  results;  but  remember  to 
put  the  price  so  it  will  attract  attention. 

E.  E.  Steele  &  Son. 

Special  Sales  Pay  When  Gtoods  Are  Bought 
Bight 

Special  sales  pay  only  when  goods  are  bought 
right  and  sold  at  a  profit  If  you  can  get 
a  special  price  on  other  staples  or  specialties 
you  can  then  profitably  make  special  sale;  not 
otherwise. 

Blackwood,  Green  &  Co. 
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Special  Sales  Should  be  Short 

Our  experience  is  that  "Special  Sales"  of 
''Special  Goods"  do  pay  financially  and 
otherwise.  We  have  done  considerable  ex- 
perimenting along  these  lines  and  find  the  best 
results  are  obtained  by  advertising  four  or 
five  days  before  the  sale  begins,  then  rush  the 
sale  for  about  two  days  and  stop,  do  not  let 
it  drag  along. 

For  example,  put  out  your  advertising  Sat- 
urday for  a  sale  on  the  following  Friday  and 
Saturday;  trim  your  display  window  with  the 
goods  to  be  sold;  make  it  as  attractive  as 
possible  so  that  all  the  passersby  on  Sunday 
will  see  the  goods  and  the  "Sale  Price." 


good  crowd  in  your  store  sometime  during  the 
first  day,  then  put  a  word  in  your  newspaper- 
man's ear  about  what  a  success- your  sale  is, 
and  how  it  pays  to  advertise,  etc.,  and  he  will 
write  up  a  nice  little  story  about  your  sale,  the 
big  crowd,  etc.,  and  that  it  continues  another 
day.  This  simple  little  move  on  your  part 
gives  you  a  good  "Ad"  for  nothing  and  in- 
sures a  good  crowd  the  next  day. 

Here  is  the  most  important  part  of  the 
whole  scheme:  Instruct  the  clerks  to  call  eacb 
customer's  attention  to  a  Coffee  Percolator,  a 
Bread  Mixer,  some  Nickle  Ware,  or  some- 
thing you  may  sell  them  at  regular  prices,  and 
you  wilLbe  surprised  at  the  amount  of  regu- 


I   INVENTORY 

1 - 


W/H  tre.tikiiil^  8|oc|i— the 
W  •niual  iiottse  cletnioc  of 
•  tutineu  house.  It's  • 
foodtbinifor  us  in  oiiay  wtys 
•nd  for  our  customers  In  one 
rest>ect  «t  Itssi,  for  we  sre'  oontln- 
usllv  running  across  fsg  ends  of 
stpGl  end  shopworn  foods  which 
we  sre  Isylng  out  for  our 

ANNUAL   5AI.E  OF 

Odds  and   Eods. 

Some  sre  slikhdv  dsmiiged— not 
enooch  to  hurt.  All  will  be  sold 
St  such  low  prices  tliat^he  ofi|itttl 
cbst  will  be  lost  sicht  of. 

SALB  STARTS  rFRIDAY. 


SLEDS 

at    reduced,  prices. 


THE  Winter  has  .been  late  in 
coming  in  but  it  ha«  reached 
ut  at  latt  and  will,  probably 
ttay  a  while. .  The  sleighing  isn't; 
badtnd  the  coasting  is  still  better, 
^ledless  children  all  want  sleds  and 
Xhtj  ought  to  iMve  them.  Also 
they  ought  to  have  our  sleds  for 
onrt  are  the  good  sleds— the  kind 
that  reach,  the  bottom  of  the'  hill 
oh  broken. 

We  have  a  large  stock  of  sleds 
on  band.  *  We  need  the  room  they 
occupy  and  we  want  to  sell  them 
at  once.    To  do  so  we  shall  make  a 

10%  Reduction   on  every 
.sled  in  the  store. 

50  owtfsnpwnrda. 


Post- Holiday  Sale 


of  Razof  Sets  and 
Some  Holiday  Goodsj 

Cm  order  that  u*e  mlRht  not  run! 
shorten  certaio  hcllday  coQi*  «»« 
bought  mors  than  w.*  nee.cd.  We 
nave  kome  left— -more  thai  we  ne^d  fo> 
reRular  »tock.  We  are  willing  to  sell  M 
a  reduction.  * 

Art  you  inter 9Sied? 

j^T  Among  them  are  cne  or  two  chsf* 
HI  ing  dishes,  punch  bowls  and  orv- 
^**»»n«  sets— swell  patterns— 100' nide 
to  kerp  long  In  stock.  The  rcdtfciion  i(i 
price  will  be  consUersble 
Are  you  intertted? 
We  mention  only  a  few. 

llizirM  Mm $1.51  it Nv  14.89 
AluorSrt  Ihittis  MSitm  ?.5I 
IMfNNrcililirtlitwttU.5liiiiv4.7i 
A  hMl  Ml  tilt  fftt  ttlSlit  •*  lijk 
AMgMtlitffii  7.Nfi|lt  m 


1 1  ■■■iiMia«<ajSai|ifaii  ^»ii\iaisi 


Good  Selling  Talk  for  Special  or  Any  Other  Sales. 


They  go  home  and  talk  about  it,  tell  their 
neighbors,  etc.,  and  the  result  is  when  the 
sale  opens  there  is  something  doing,  and  if 
the  bargains  are  good,  the  excitement  will 
keep  up.  until  the  close  on  Saturday  niglit. 

If  your  sale  is  for  Friday  and  Saturday, 
have  the  goods  all  out  of  sight  before  you 
leave  the  store  Saturday  night;  do  not  let  it 
drag  along  into  Monday,  for  if  you  do,  some 
one  will  feel  offended  because  they  can't  have 
some  on  Tuesday,  etc. 

The  best  results  are  obtained  with  special- 
ties, for  if  you  have  a  sale  on  staples,  there 
are  always  those  who  for  months  after  will 
want  to  argue  with  you  about  that  "Sale 
Price."  On  special  goods,  if  you  have  some 
of  the  goods  left,  put  them  upstairs,  out  of 
sight  for  awhile,  when  you  may  have  a  mixed 
sale,  then  you  can  work  them  off. 

Se  sure  and  plan  in   some  way  to  get  a 


lar  goods  you  can  dispose  of  by  a  little  PUSH 
at  such  a  time. 

The  Knapp-Cramer  Hardware  Co. 

Never  Use  Staples  for  Special  Sales 

We  believe  in  special  sales,  but  never  on 
staple  goods.  It  is  an  easy  proposition 
for  any  clerk  or  dealer  to  give  away  staple 
goods.  We  believe  a  merchant  can  make  spe- 
cial sales  on  profitable  lines.  Last  fall  we  had 
two  of  these  sales,  one  on  enamel  ware,  with 
great  success;  also  one  on  roasters  during 
Thanksgiving  time,  with  good  success. 

We  don't  believe  any  dealer  can  increase  his 
trade  or  make  friends  by  selling  staple  goods 
at  cost.  Special  lines  can  be  handled  in  this 
manner  just  as  well,  and  at  a  profit  of  at  least 
enough  to  carry  on  the  running  expenses.  We 
generally  figure  15  per  cent,  on  sales  of  this 
nature.  Abbott  &  Son. 
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Staples  Better  Than  Specialties 

We  find  that  in  different  seasons  of  the  year 
special  sales  are  big  winners  in  every 
.  respect,  and  in  some  cases  the  sales  are  phe- 
nomenal. We  find  that  the  sales  of  staples  at 
special  prices  will  catch  more  trade  than  spe- 
cialties— that  part  of  the  consumers  do  not 
know  anything  about  specialties;  but  if  the 
dealer  advertises  some  staples,  at  a  very  low 
price,  and  intermingles  a  few  specialties  at  reg- 
ular prices,  it  will  be  found  to  be  very  success- 
ful in  the  way  of  sales  and  profits. 

Junius  W.  Hamilton. 

Special  Sales  Create  Other  Business 

A  special  sale  of  from  one  to  ten  days  is 
exceedingly  popular  with  us.  It  not 
only  advertises  a  special  line,  but  brings  people 
into  the  store  and  creates  other  business.  Dur- 
ing a  week's  sale  on  special  ranges  during  Feb- 
ruary we  sold  forty-two  ranges.  This  we  have 
since  found  has  stimulated  our  business  in 
other  lines  up  to  the  present  time.  Our  sales 
since  this  sale  have  been  more  than  thirty 
ranges,  making  a  total  of  seventy-three.  We 
think  this  will  prove  the  results  we  have  ob- 
tained. McQuESTEN  &  Sawyer  Co. 

Is  Undecided  Whether  to  Try  It 

Special  sales  is  a  question  which  I  would 
very  much  like  to.  have  answered.  I  have 
thought  of  the  matter  as  a  means  of  advertis- 
ing, but  have  been  undecided  as  to  the  best 
method  and  am  in  the  same  position  as  the 
young  Hardware  dealer  who  asks  for  informa- 
tion. I  hope  some  good  brothers  will  give  us 
light  on  the  subject  through  the  medium  of 
the  Hardware  Dealers'  Magazine. 

G.  M.  Augur. 


We  think  it  is  advisable  to  conduct  special 
sales,  but  without  any  tricks,  and  al- 
ways include  articles  in  the  sale  with  which 
the  people  are  familiar  and  that  they  know  are 
reduced  prices. 

Morris  Hardware  Co. 

Special  Sale  on  Stoves 

We  do  not  have  any  special  sales  in  our 
Hardware  and  furnishing  business,  ex- 
cept Range  exhibitions,  when  we  allow  $5 
worth  granite  ware  with  each  range  sold  dur- 
ing 10  days'  exhibition.  Our  sales  have  been 
very  satisfactory  in  this  way. 

We  serve  hot  biscuits  and  coffee  to  cus- 
tomers during  the  exhibition,  showing  baking 
qualities  of  ranges. 

J.  F.  Riedv. 

Used  Honse  Famishing  Ck)ods 

We  know  that  special  sales   pay  in  them- 
selves and  also  as  an  advertising  me- 
dium, especially  during  quiet  times  when  peo- 


ple are  looking  for  such  sales.  We  have  tried 
it  ourselves,  and  find  it  more  profitable  in 
house  furnishings  or  articles  w^hich  attract  the 
ladies'  attention.  We  made  a  special  sale  on 
articles  for  housecleaning  this  spring.  We  ar- 
ranged a  large  counter  with  all  articles  for 
housecleaning  purposes,  making  special  prices 
on  all  articles,  had  price  cards  printed  in  plain 
figures  on  each  article.  Then  we  made  a  list 
of  our  articles  and  prices  and  carried  an  ad. 


SPECIAL     SALE 
At  The  Hardware  Store 


Ckiod  Qual.  step  Laddefs  »c.-«t» 
Wood  Serab  Pall  .  •  iS^-M-Me. 
Galv.  ^  ••  »  ••^^•-40-«0c. 
Scrub  Bvaataes  .  i.tM*-*^**«* 
Mop  Sticftp .  .  ,  •  •  t0^i5-»e. 
«  Hoada^r  •  •  •  •  if-M-Me. 
Duaters  ....••  -IS-tft-tf^c;* 
Feather  Daatera  •  •  60e.<43«M 
Carpet  Beatera  .  .  .  i0-»-i5e. 
Taefc  Hammera  >  •  •  S-l<^i5e* 
TaefcCiawa     .    •    .   •    i0.1$*«e^ 


Call  and  see  our  lailte 
table  well  filled  with 

Sseful     AHIdes     for 
prlng  House  Cleanhig  • 

KeHoqg  &  Mead 

K  A  TO  NAB,    N.    Y- 

Newspaper  Ad.  of  Special  Sale. 

in  our  local  papers  for  two  weeks,  and  watched 
results.  We  found  this  sale  was  a  help  to  us, 
as  the  ladies  came  and  saw  what  we  had  to 
offfr,  and  even  thoug-h  they  didn't  buy  they 
would  teir  some  one  else ;  in  other  cases  they 
would  come  in  the  store  and  see  the  price  card, 
and  would  buy  at  first  sight. 

This  is  our  experience.  We  also  know  of  a 
grocery  in  our  town  which  has  made  special 
sales  on  Saturdays  for  over  a  year,  and  they 
hav€  surely  made  it  pay,  or  else  they  would 
have  stopped  long  before  this  date. 

We  think,  as  a  general  thing,  that  staples  are 
better  and  use  them  when  it  is  a  time  for  the 
article,  i.  e.,  houseckaning  articles  in  spring, 
fruit  jars  and  kettles,  etc.,  in  the  time  of  abun- 
dant fruit,  etc  We  hope  this  may  be  of  some 
help  to  our  fellow-dealers. 

Kellogg  &  Msao. 
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Do  Not  Cut  Prices  on  Staples 

Special  sales  do  pay.  Use  specialties.  The 
man  that  cuts  prices  on  staples  is  an  out- 
law and  in  the  end  only  pulls  down  prices  to 
a  permanent  basis,  and,  nine  times  out  of  ten, 
ends  in  failure.  ,  F.  Palmer. 

«  TTses  Mailing  List 

For  this  year  I  have  adopted  a  plan  of 
sending  out  by  mail  a  monthly  bargain 
sheet  with  cuts  and  general  description  of 
seasonable  goods  both  in  specialties  and 
staples,  and  find  they  bring  good  results,  espe- 
cially in  getting  to  the  catalogue  house  com- 
petitor. H.  C.  Thompson. 

Never  Sell  Any  Goods  Except  at  Profit 

We  have  found  that  special  sales  do  pay. 
We  have  them  at  nearly  all  seasons  of 
the  year  on  some  few  articles  in  stock  and  we 
find  we  get  good  results.  We  usually  take 
some  staple  articles  and  make  a  special  price 
on  them  for  about  ten  days,  during  which  time 
we  keep  a  nice  window  display  of  the  same 
goods,  with  both  regular  and  special  prices 
marked  in  plain  figures.  We  always  buy 
enough  of  every  line  of  goods,  so  that  we  will 
not  run  short;  always  have  enough  for  a  good 
display  in  the  window  at  the  beginning  of  the 
season.  We  always  sell  the  goods  at  a  profit 
until  about  the  close  of  the  season,  when  we 
make  a  special  price  and  close  out  the  re- 
mainder. 

We  usually  have  about  two  ten-day  clearing 
sales  during  the  year.  About  midsummer  we 
place  on  sale  all  our  spring^  and  summer  goods 
at  reduced  prices.  We  get  up  some  good  ads. 
for  these  sales;  have  bills  struck  off  and  send 
a  man  around  to  every  house  to  distribute  the 
handbills.  During  these  sales  we  also  have 
some  special  for  each  day,  and  use  our  window 
for  all  they  are  worth.  We  make  special  prices 
on  goods  in  our  kitchen  line  every  day  during 
the  sale ;  this  is  to  induce  the  ladies  to  come  in. 
We  value  their  trade ;  they  are  the  best  buyers. 

We  conduct  our  midwinter  sale  on  the  same 
plan  as  the  summer  sale,  and  find  that  these 
sales  enable  us  to  buy  a  better  assortment  at 
the  beginning  of  the  season  and  we  usually 
move  off  nearly  all  the  stock  each  summer  and 
winter. 

These  sales  in  a  small  toWn  cause  our  cus- 
tomers to  feel  we  are  as  wideawake  as  the  city 
merchant.  Many  times  our  customers  remark 
when  coming  into  our  store  that  they  almost 
feel  they  are  in  a  big  department  store  in  the 
city.  The  customers  say  we  keep  changing  the 
interior  of  the  store  and  windows  so  often  they 
find  something  new  and  different  nearly  every 
time  they  come  in. 

We  have  found  special  sales  pay  us  good 
profits.  We  never  sell  any  goods,  even  during 
a  sale,  without  some  small  profit,  except  where 
the  goods  are  damaged  or  out  of  date. 

S.   N.  GODLEY. 


Used  Enameled  Ware 

I  have  used  10  and  25-cent  assortments  of 
enameled  ware  for  special  sales.  Put  it 
in  the  window.  They  sell  out  good,  pay  small 
profit  and  bring  people  into  the  store,  who  buy 
other  things. 

W.  O.  AlKMAN. 

We  do  not  have  special  sales  for  the  reason 
that  we  are  located  in  a  small  place  and 
our  trade  is  local.  We  are  the  only  Hardware 
dealers  in  the  town,  and  we  think  special  sales 
would  not  benefit  us.  We  are  regular  readers 
of  the  Magazine  and  find  much  in  it  that  is 
very  interesting. 

J.  H.  EsTES  &  Son. 

We  have  not  been  very  long  in  the  Hard- 
ware business,  but  think  the  matter  of 
special  sales  a  good  one — sometimes  on  special 
lines  and  again  on  regular  goods,  but  never  to 
be  run  longer  than  the  time  stated,  ten  days. 
M.  G.  &  J.  M.  Van  Lara. 

Used  Fencing  and  Stoves 

Special  sales  pay  when  run  for  advertising 
purposes,  and  are  also  profitable  provid- 
ing you  show  the  people  you  are  making  a 
good  price  as  an  inducement.  For  this  pur-^ 
pose  we  use  staples  with  which  our  customers 
are  acquainted.  E.  T.  Wenger. 

[Editor's  Note.— A  circular  or  handbill 
which  Mr.  Wenger  sends  is  printed  in  display 
type  on  yellow  paper,  calling  attention  to  two 
carloads  of  Fencing  which  he  offered  as  a 
special  sale  from  April  1  to  11,  inclusive. 
The  terms  made  were  "Cash  with  the  order," 
but  the  Fencing  could  be  taken  whenever  de- 
sired. During  this  Fence  sale  special  prices 
were  also  made  on  Steel  Ranges,  with  the 
same  terms  applying.] 

Eelates  Experience  of  a  Becent  Sale 

We  had  a  special  sale  the  1st  of  April.  We 
had  several  objects  in  view  in  making 
this  sale,  the  diief  of  which  was  to  relieve  the 
congested  condition  of  our  agricultural  ware- 
house. We  had  large  posters  placed  in  all  the 
outlying  districts  for  two  weeks  in  advance, 
stating  that  such  a  sale  would  be  held,  and 
offering  a  discount  for  cash  on  such  articles 
as  we  were  not  bound  to  maintain  the  price. 
We  also  had  notices  in  the  local  papers.  Cof- 
fee, doughnuts,  crackers,  cheese  and  cigars 
were  furnished  free  from  12  until  2  o'clock. 
The  sale  was  very  gratifying  in  every  way, 
and  we  sold  a  large  quantity  of  goods,  and  it 
has  been  the  means  of  selling  many  more 
since  that  time.  Next  year  we  will  have  an- 
other sale,  and  we  can  now  see  our  way  clear 
to  make  this  much  larger  and  better  than  this,, 
our  first  attempt. 

The  F.  T.  Bush  Hardware  Co. 


Digitized  by  ^ 


.oogle 


io66 


HARDWARE  DEALERS'  MAGAZINE 


May,  1908. 


Bo  Not  Use  Staples  for  Special  Sales 

Special  sales  of  from  one  to  ten  days  pay, 
but  do  not  use  staples  as  there  is  too  little, 
money  in  them.  The  one  we  received  the  best 
results  from  was  filling  our  window  with  10c. 
articles,  on  none  of  which  the  profit  was  less 
than  25  per  cent,  and  upward. 

Our  window  displays  and  decorations  of  sea- 
sonable merchandise  of  one  week  standing 
bring  us  large  sales  of  the  particular  goods  dis- 
played and  are  a  fine  advertisement 

Smith  Hardware  Co. 

Think  Town  Too  Small 

Special  sales  have  not  been  a  success  with 
us.    Perhaps  our  town  is  too  small;  pop- 
ulation about  4,000. 

CONTRYMAN   &  Co. 

[Editor's  Note. — Messrs.  Contryman  &  Co. 
think  their  town  too  small  to  have  special 
sales.  Quite  a  few  of  the  towns  represented 
by  letters  from  Hardware  dealers  in  this  con- 
nection have  a  population  of  less  than  4,000.  In 
the  majority  of  cases  the  writers  favor  the 
proposition  of  special  sales — the  aim  being  to 
get  the  people  into  the  store.  Perhaps  some 
fellow-Hardwaremen  in  towns  of  a  similar 
population  will  give  our  subscriber  the  benefit 
of  their  experience,  which  we  will  be  glad  to 
publish  in  the  next  issue.] 

I  have  special  sales  during  February  and 
March  of  each  year,  and  they  have  proven 
profitable.  W.  S.  Fogle. 

I  would  say  No.  Make  a  legitimate  profit 
and  hold  firm  on  staples. 

T.    W.    BODELL. 


We  have  never  practised  special  sales,  but 

should    think    it    would    be    better    to    offer 

specialties  than  staples.    Special  sales  give  an 

opportunity    for   getting   rid   of  hard   sellers. 

W.  L.  COLUNS  &  Co. 


I  do  not  believe  in  special  sales  as  they 
give  your  competitor  an  opportunity  to  come 
back  on  some  other  article. 

D.  R.  Ballmer. 

Gk)od8  Sold  at  Cost  do  Not  Fay 

Our  experience  is  that  they  pay  if  the  goods 
are  sold  at  a  profit.  A  special  sale  of 
goods  at  cost,  as  an  ad.,  does  not  pay.  A  spe- 
cial sale  of  a  single  line  of  goods  at  a  small 
profit,  we  think,  is  a  good  drawing  card,  and 
we  have  several  such  sales  every  year. 

Dorchester  &  Rose. 

Dislike  Special  Sales 

We  very  seldom  have  a  special  sale  and 
when  we  do  it  is  to  clean  up  or  unload 
on  something  which  we  do  not  care  to  handle 
regularly.  We  dislike  special  sales  from  the 
fact  that  they  more  or  less  establish  prices 


and  it  is  hard  to  get  back  to  the  regular  prices 
without  some  dissatisfaction. 

Clark  Hardware  Co. 

Provide  a  Way  to  Get  Customers  in  the 
Store 

It  has  never  been  our  policy  to  do  much  ad- 
vertising about  special  sales,  but  when- 
ever we  have  done  so,  we  have  always  used 
staple  goods,  and  have  always  found  that  it 
pays  to  do  it  occasionally. 

It  has  been  our  experience  that  if  you  can 
provide  a  way  to  get  customers  into  your 
store,  that  it  not  only  means  the  sale  of  the 
article  advertised,  but  in  many  cases  it  sells 
other  goods.  That  is  the  object  of  every  dealer, 
to  get  customers  into  the  store,  and  then  it  is 
up  to  the  clerks  to  make  good.  This  is  our 
idea  of  it. 

Church  &  Morse, 
£.  £.  Richmond. 

For  Disposing  of  Oventodc 

Special  sales  oftentimes  pay;  it  depends 
where  you  are  located.  In  some  localities 
it  hurts  your  profit,  as  they  expect  to  buy  the 
article  afterward  at  the  same  price.  Others 
will  buy  just  the  article  you  are  offering  and 
nothing  else.  I  have  a  special  sale  if  I  am 
overstocked  on  any  particular  thing. 

John  F.  Hawkins. 

Does  Not  Apply  to  a  Fanning  Section 

I  have  never  had  any  "special  sales"  and  do 
not  think  it  would  work  well  in  this  lo- 
cality, being  a  farming  community.  We  think 
it  well  to  let  things  of  that  kind  rest,  unless 
driven  to  it  by  competition. 

*    New  England. 

The  More  People  Yon  Get  the  More  Sales 
Made 

We  do  not  have  any  special  one  to  ten  days* 
sales.  However,  in  some  places,  no 
doubt,  it  pays,  as  it  attracts  more  people's  at- 
tention, and  the  more  people  you  can  get  in 
the  store,  the  more  sales  are  likely  to  be  made. 

Helm  &  Baird. 

Never  Cut  Prices 

It  would  be  a  very  difficult  matter  for  us  to 
fully  reply  about  special  sales.  In  our 
eighteen  years  of  business  here  we  have  never 
as  yet  held  a  special  sale  on  any  article.  We 
have  always  strictly  stuck  to  the  rule  of  a  fair 
margin  of  profit  and  we  never  cut  prices  except 
on  defective  or  shop-worn  articles.  If  our 
competitors  are  cutting  prices  on  certain  arti- 
cles we  do  not  enter  into  the  competition,  but 
simply  do  not  offer  the  goods  for  sale.  When 
the  fight  is  over  we  usually  get  rid  of  our  stock 
with  a  fair  profit  and  no  loss.  Our  stock  is 
confined  principally  to- all  makes  of  standard 
staple  articles.  Hmnsohn  Istpsi, 
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Have  Not  Had  Satisfactory  Experience    * 

Our  experience  with  special  sales  has  not 
been  very  satisfactory,  or  at  least  we 
could  trace  very  little  extra  business  to  them 
directly.  Our  idea  of  the  Hardware  business 
is  constant  plugging.  Having  the  goods  when 
called  for,  fair  and  honorable  treatment  for 
all,  selling  good  goods  and  getting  good  prices. 

McRXe  &  Son. 

So  Not  Favor  Special  Sales 

In  our  town  of  3,000  people  we  know  per- 
sonally each  customer.  We  do  not  think 
it  profitable  to  our  business  to  make  a  price, 
on  regular  stock,  that  we  cannot  maintain  for 
our  customers  of  next  week  or  next  month. 
We  make  no  special  sales  except  to  close  out 
undesirable  merchandise.  A  "city"  store  may 
conduct  special  sales  where  it  is  not  desirable 
for  us.  J.  B.  Kingsbury  &  Co. 

Thinks  Town  Too  Small 

I  do  not  have  any  special  sales  of  from  one 
to  ten  days,  for  I  do  not  believe  it  would 
pay  in  a  small  village  (400).  If  I  were  in  a 
larger  town;  say,  1,000  or  more  inhabitants,  I 
should  have  these  special  sales,  for  I  think 
they  would  pay,  but  think  I  would  have  spe- 
cialties for  the  occasion. 

C.  C.  Shepherd. 


Special  sales  do  not  pay  in  small  towns,  but 
I  think  they  do  in  cities.  I  use  a  personal 
letter  every  now  and  then  and  consider  it  the 
best  form  of  advertising  I  can  use;  it  is  also 
the  cheapest.  J.  M.  Hungerford. 

In  Small  Town  Prices  Are  Demoralized 

Do  special  sales  pay?  I  think  not.  In  my 
*  estimation  in  a  small  town  they  demoral- 
ize prices.  I  think  your  young  man  would 
better  let  the  people  know  that  he  sells  at  fair 
prices  and  good  goods,  and  he  will  be  a  winner. 

F.  Brown. 

Avoid    Special    Sales    for    Advertising 
Purposes 

If  the  "Young  Hardware  Dealer"  in  search 
of  information  desires  to  put  his  business 
on  a  firm  foundation  and  desires  to  remain  in 
business  for  a  long  period  of  time,  I  should 
advise  him  to  cut  out  all  special  sales  for  ad- 
vertising purposes.  Buy  good  goods,  sell  at 
a  moderate  profit,  treat  his  customers  fairly, 
and  be  honest  in  his  advertising. 

L.  G.  Mattison. 

Does  Not  Favor  the  Plan 

We  do  not  hardly  know  how  to  answer. 
When  I  started  in  business  I  first 
bought  in  with  a  man  that  had  a  well  estab- 
lished trade,  and  when  I  bought  my  partner 
out  you  see  I  did  not  have  any  experience  of 
this  kind.    But,  if  I  ever  did  come  up  against 


a  proposition  of  this  kind,  I  would  not  have 
any  special  sales,  but  would  simply  let  the 
community  know  that  I  was  there  and  ex- 
pected to  do  business  in  a  fair  and  square 
business  manner,  and  they  will  learn  that  you 
are  there  very  soon.  This  thing  of  jumping 
up  and  making  the  public  believe  that  you  are 
going  to  raise  and  put  a  church  in  under  it 
never  did  appeal  to  me.  I  saw  a  plan  of  that 
kind  tried  before.  Now,  this  is  simply  my 
plan,  and  the  way  I  would  do  if  I  were  going 
to  start  again.  L.  W.  Simon. 


w 


Special  Sales  Bo  Pay 

e  have  the  best  results   with  specialties. 
The  Hamilton  Supply  Co. 


"Special  Sales"  for  a  Week  Pay 

I  find  special  sales  for  a  week  pay,  particu- 
larly when  you  can  secure  some  season- 
able article  as  a  job.  I  have  bad  iron  garden 
rakes  at  15  cents  each,  which  I  bought  as  a  job 
lot.  I  frequently  have  specialties,  but  with 
poor  results.  S.  O.  Cummins. 

Beports  Dissatisfaction 

TI7e  have  tried  both  staple  and  speciahies 
VV  for  week  and  two  week  sales  and  have 
never  had  any  satisfaction  from  any  of  them. 
If  your  store  is  located  where  the  largest 
street  traffic  is,  more  results  would  follow; 
our  store  is  on  a  side  street. 

Our  best  advertising  has  been  fence  signs — 
some  one  thing  put  up  in  the  spring,  another 
in  the  fall — these  signs  are  placed  in  the  most 
conspicuous  places. 

Wagner's  Hardware  Store. 

Not  Favorable  to  It 

Special  sales  from  one  to  ten  days  pay  to 
advertise,  when  it  is  for  advertising  pur- 
poses, but  from  a  financial  standpoint  it  does 
not  pay.  We  are  in  a  small  country  town  (450 
population)  and  our  business  reached  over 
$35,000  last  year,  and  I  attribute  our  success 
to  doing  what  we  agree  to  <}o.  A  satisfied  cus- 
tomer is  the  very  best  advertisement  a  young 
man  can  get. 

We  made  a  special  sale  of  fencing  at  one 
time  for  two  days,  and  there  were  a  number  of 
persons  came  in  after  the  sale  and  wanted  the 
same  price  that  his  neighbor  had  received, 
saying  that  he  did  not  know  of  the  special  sale, 
and  it  was  very  difficult  to  explain  why  he  had 
not  been  informed.  There  is  much  that  could 
be  said  against  the  special  sales  and  not  very 
good  argument  for  them. 

A  strict  adherence  to  price,  treat  every  one 
right,  work  with  the  object  in  view  of  suc- 
ceeding, and  if  a  person  cannot  win  along  these 
lines  he  had  better  follow  the  avocation  that  he 
is  better  suited  for  than  to  try  to  sell  Hard- 
ware. J.  M.  Weaver. 
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A  Strikiiig  Window  Display 

ED.  Rhoades,  Rensselaer,  Ind.,  got  up  a 
•  striking  window  display,  as  shown  in 
the  accompanying  cut.  Mr.  Rhoades,  in  com- 
menting on  it,  says: 

I  wish  to  say  a  few  words  in  reference  to 
the  details  of  my  window  trim  that  a  photo- 
graph will  not  bring  out.  The  ellipse  in  which 
the  words  "Prisco  Lantern.s"  and  **Best  Made" 
are  suspended,  and  are  cut  out  of  a  solid 
wood  background,  the  white  letters  are  flush 
with  the  white  background,  but  the  red  cheese- 
cloth background  immediately  back  of  the  let- 


ties  of  a  Trisco*  are  manifested  in  its  light." 
Show  cards  are  of  paramount  importance  in 
attracting  attention  to  a  'show  window  dis- 
play. In  this  respect  these  show  cards  have 
performed  their  function.  Dozens  and  dozens 
of  people  stop  daily  to  see  the  display,  com- 
menting on  the  artistic  appearance  of  the 
whole,  also  the  qualities  of  the  "Prisco"  Lan- 
terns. The  six  pedestals  on  which  the  ele- 
vated lanterns  rest  are  12  inches  in  diameter, 
and  are  of  three  different  heights,  3-6-9  inches, 
respectively,  and  are  arranged  in  a  semi-drcle, 
the  lowest  ones  being  placed  in  front. 


A  Striking  Window  Display  by  E.  D.  Rhoades,  Rensselaer,  Ind. 


ters  is  set  at  a  distance  behind  them  of  nine 
inches.  This  has  a  tendency  to  make  the  let- 
ters stand  out  as  if  they  were  unsupported  in 
mid-air.  The  shelf  on  which  the  lanterns  rest 
is  not  a  straight  12-inch  board,  but  is  sawed 
in  a  scroll  shape.  On  the  front  of  the  shelf, 
and  following  the  graceful  lines  of  the  same, 
is  tacked  a  red  cheese-cloth  box-pleated  ruffle. 
The  six  show  cards  are  14  x  22  inches,  and 
are  handsomely  colored.  The  photo  gives  only 
a  faint  idea  of  their  artistic  merit.  The  sign 
back  in  the  right-hand  corner,  which  is  hid- 
den from  view  by  the  one  in  front  of  it,  can 
plainly  be  seen  from  the  side  window,  and 
bears  the  following:     "The   Practical   Quali- 


Mr.  Rhoades  makes  some  interesting  sug- 
gestions for  increasing  sales,  which  follow: 

I  really  think  it  impossible  to  lay  too  much 
stress  oh  window  trimming  as  an  advertising 
medium.  Having  decided  to  use  the  window 
display,  the  next  question  that  confronts  the 
retailer  is:  What  kind  of  a  trim  shall  I 
place  in  my  window?  This  is  of  great  im- 
portance in  making  your  window  a  success. 
I  will  say  again  that  the  best  display  is  the 
one  that  embodies  art.  You  may  approve  of 
novelty  trimming;  that  is  all  right,  but  after 
it  has  once  been  seen  the  party  is  satisfied,  and 
he  passes  your  window  time  after  time  with- 
out even  glancing  in.    On  the  other  band,  if 
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the  trimmer  has  displayed  any  artistic  Icnowl- 
edge  in  arranging  his  trim,  his  work  will  be 
more  of  a  success  as  an  ad.,  because,  when  a 
person  first  looks  at  it,  he  will  be  pleased 
with  its  appearance  and  docs  not  tire  of  it, 
but  will  stand  and  study  each  little  detail,  and 
when  he  again  comes  in  sight  of  your  window 
he  cannot  resist  stopping  to  admire  the  artistic 
display.  More  time  and  attention  should  be 
given  to  the  background  and  show-card  writ- 
ing than  in  the  arrangement  of  the  goods 
themselves.  Notice  the  window  trimmers  in 
the  cities  who  have  chaj-ge  of  the  large  de- 
partment store  windows,  and  you  will  see  that 
three  or  four  times  as  much  time  is  spent  in 
fixing  the  background  and  floor  of  the  win- 
dow than  it  takes  to  properly  place  the  articles 
to  be  shown.  Do  not  think  that  your  busi- 
ness can  make  a  good  display  without  spend- 
ing any  money,  for  such  a  thing  is  impos- 
sible. On  the  other  hand,  it  costs  consider- 
able to  properly  do  such  work,  but  if  you  will 
follow  window  trimming  you  will  soon  be 
convinced  that  it  is  not  a  waste  of  capital, 
but  money  well  invested.  Change  your  win- 
dow often ; ,  let  no  trim  stay  in  longer  than 
two  weeks.  Do  not  copy  after  other  windows, 
but  show  originality,  design  something  dif- 
ferent than  has  ever  been  shown.  Your  work 
must  be  neat  and  clean,  each  piece  of  goods 
must  be  well  cleaned,  and  polished  before  it 
is  placed  in  the  window.  It  must  look  new, 
and  not  convey  the  impression  of  being  last 
year's  stock.  Displays  must  be  appropriate 
for  the  season  of  the  year.  Every  holiday 
should  find  your  window  containing  a  trim 
suitable  for  the  occasion.  Just  a  few  words 
in  regard  to  show  cards:  They  must  be  neat 
and  artistic,  like  the  window  trim ;  they  should 
be  colored,  but  be  careful  not  to  use  colors 
that  fight,  remembering  at  the  same  time  to 
use  colors  that  are  contrasting,  in  preference 
to  those  that  blend  and  harmonize  with  the 
color  of  the  card.  After  the  show  cards  are 
completed  they  should  be  placed  in  a  con- 
spicuous place  in  the  window,  in  front,  if 
possible,  as  they  can  be  read  easier  than  if  in 
the  background.  Let  the  wording  on  each 
card  be  in  as  few  words  as  it  is  possible  to 
express  yourself. 

Improving  a  Hardware  Store  With  $500. 

This  is  a  subject  that  covers  a  great  deal  of 
territory,  and  depends  to  a  great  extent 
on  the  condition  of  the  store  we  wish  to  im- 
prove. Nearly  all  retail  Hardware  dealers  in 
this  territory  carry  paint,  and  although  I  have 
often  heard  them  talking  paint,  and  its  virtues 
to  their  customers,  I  have  noticed  that  a  large 
majority  of  them  are  very  timid  about  using 
it  to  improve  the  appearance  of  their  own 
place  of  business.  To  use  an  old  expression: 
"Why  don't  they  practice  what  they  preach?" 
Of  course  it  is  a  great  deal  of  trouble  to  tear 
down  stock  while  the  work  is  being  done,  and 


replace  it  afterwards,  but  of  course  this  work 
should  be  done  during  the  winter  months  when 
business  is  quiet,  and  you  have  plenty  of  time 
to  do  the  work  thoroughly.  The  small  sum  of 
$25  spent  with  a  first-class  painter  in  painting 
ceiling,  walls,  and  shelving,  if  it  needs  it,  with 
some  light  attractive  color  will  bring  results 
that  are  both  pleasing  to  the  eye,  and  also 
the  pocketbook,  for  people  like  to  buy  goods 
in  a  store  that  is  light,  clean  and  attractive. 

Next,  I  would  have  good  display  windows, 
kept  clean,  and  filled  at  all  times  with  a  dis- 
play of  seasonable  goods.  I  believe  that  at- 
tractive window  displays  will  always  pay  their 
way  by  calling  the  attention  of  persons  passing 
your  place  of  business  to  articles  they  need 
and  they  are  often  the  means  of  a  sale  that 
otherwise  would  be  lost.  As  a  Silent  Sales- 
man a  good  show  window  cannot  be  sur- 
passed. 

After  I  had  done  my  painting  and  had  my 
window  put  in  the  condition  I  wished,  I  would 
take  what  money  1  had  left  and  invest  it  in 
a  couple  of  good  floor  cases  with  plate  glass 
tops,  and  a  few  sections  of  some  good  stand- 
ard glass  front  shelving,  such  as  "Warren's," 
and  if  my  allowance  were  greater  would  have 
all  my  shelving  of  the  glass  front  variety. 

In  my  work  as  traveling  salesman,  selling 
a  general  line  of  shelf  Hardware,  cutlery,  and 
sporting  goods  to  the  retail  trade,  I  have  seen 
a  great  many  stores  where  an  investment  of 
$100  or  less,  spent  in  the  right  way,  would  im- 
prove its  appearance  100  per  cent  The  gen- 
eral inside  appearance  of  the  average  Hard- 
ware store  is  too  often  neglected,  and  I  for 
one  would  be  glad  to  have  every  retail  dealer 
in  the  country  take  the  same  pride  in  making 
the  interior  of  his  store  attractive,  as  he  does 
in  selling  the  goods.    Try  it.    It  will  pay. 

Clarence  Higinbotham. 

Vise  Business  Good 

To  the  Editor: 

We  find  a  decided  increase  not  only  in  in- 
quiries but  substantial  orders.  We  might 
add  here  that  we  have  really  felt  the  depres- 
sion very  little,  the  present  demand  being  such 
that  we  have  been  forced  to  run  the  factory 
double  turn. 

We  attribute  this  largely  to  the  special 
character  of  goods  which  we  manufacture, 
a  vise  being  in  common  use  in  every  shop, 
hotel,  factory,  garage,  etc.  Our  foreign  orders 
have  also  materially  aided  in  this  respect.  A 
very  thorough  follow  up  system  may  also  be 
responsible  for  some  of  this  business,  as  many 
of  the  orders  are  the  direct  result  oi  the  sec- 
ond or  third  letter. 

The  Pittsburgh  Automatic  Vise  &  Tool  Co., 
G.  P.  Blackinton, 
President  and  General  Manager. 

An  advertisement  ought  to  show  on  its  face 
that  it  is  intended  for  people  who  are  now  liv- 
ing. 
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DENATURED  ALCOHOL 

Many  Facts  Are  Given  That  Are  Not  Commonly 
Known — Hardware  Merchants  Should  be  Posted — 
A  Business  That  Will  Assume  Large  Proportions 
Within  a  Pew  Years — ^Possible  Questions  Answered 
—Utilities  Which  Should  Have  a  Market  in  Every 
Section. 


The  law  removing  the  tax  of  $2.07  per  gallon 
from  denatured  alcohol  went  into  effect 
Jan.  1,  1907 ;  a  supplementary  law  enacted  by 
Congress  went  into  effect  Sept.  1,  1907.  This 
second  law  liberalized  the  terms  of  the  first 
law  and  made  possible  a  system  of  distribution 
under  which  denatured  alcohol  will  soon  be 
obtainable  at  reasonable  prices  in  all  sections 
of  the  United  States. 

Denatured  alcohol  is  distinctly  a  farm  prod- 
uct. It  may  be  distilled  from  corn,  potatoes, 
and  other  farm  products. .  It  is,  therefore,  the 
ordinary  alcohol  of  commerce  to  which  the 
word  "denatured"  has  been  applied  to  signify 
that  its  nature  has  been  changed  by  rendering 
it  undrinkable,  or  unfit  for  use  as  a  beverage, 
before  passing  free  of  tax  from  the  control  of 
the  Government.  Its  principal  use  as  a  fuel  is 
for  lighting,  heating  and  cooking  purposes. 

The  relative  economy  of  denatured  alcohol 
for  illuminating  purposes  is  clearly  established 
by  the  official  report  of  the  Electrical  Testing 
Laboratories  of  New  York  City.  A  test  shows 
that  an  incandescent  mantle  alcohol  lamp  burn- 
er and  a  round  wick  center  draught  kerosene 
oil  lamp  resulted  as  follows:  The  candle- 
power  hours  obtained  from  one  gallon  of  de- 
natured alcohol  were  1,740  and  only  484 
candle-powers  of  light  were  obtained  from  one 
gallon  of  kerosene,  so  that  over  three  and 
one-half  thnes  as  much  light  may  be  obtained 
from  one  gallon  of  denatured  alcohol  as  from 
one  galk>n  of  kerosene.  The  cost  to  operate 
a  household  denatured  alcohol  lamp  burner 
yielding  over  45  candle-power  of  light  is  less 
than  1  6/10  cents  per  hour  with  alcohol  at  60 
cents  per  gallon,  and  1  cent  per  hour  with  al- 
cohol at  35  cents  per  gallon.  One  gallon  of 
denatured  alcohol  at  60  cents  is  as  cheap  as 
kerosene  at  18  cents,  and  one  gallon  of  alcohol 
at  a  cost  of  35  cents  is  as  cheap  as  kerosene 
at  10  cents.  Tests  made  by  other  authorities 
show  that  alcohol  will  produci  from  two  to 
four  times  as  much  light  as  kerosene. 

CHARACTER    OF    DENATURED    ALCOHOL   LIGHT. 

Denatured  alcohol  with  an  incandescent 
mantle  gives  a  brilliant  steady  light,  which  is 
far  easier  on  the  eyes  for  reading  or  working 
than  any  other  kind  of  artificial  light.  It  is 
smokeless,  odorless  and  absolutely  safe.  Since 
the  combustion  is  perfect  it  is  impossible  to 
have  smoky  chimneys,  and  as  the  wick  docs 
not  come  in  contact  with  the  flame  it  needs  no 


trimming,  and,  therefore,  will  la&t  an  indefinite 
time.  The  cost  as  compared  to  the  average 
incandescent  light  is  claimed  to  be  about  one- 
third,  in  favor  of  the  alcohol  burner.  Kero- 
sene lamps  get  oily  on  the  outside  unless  the 
utmost  vigilance  is  used.  Alcohol  lamps  are 
always  clean  as  the  liquid  evaporates  quickly. 
Kerosene  stained  hands  are  repulsive  and 
must  be  very  thoroughly  washed  before  the 
odor  is  eliminated.  Alcohol  spilled  on  the 
hands  soon  evaporates  and  leaves  the  hands 
clean  and  without  odor.  Alcohol  burners  need 
but  very  little  attention  compared  to  the  aver- 
age kerosene  burners. 

DENATURED  ALCOHOL  FOR  COOKING  PURPOSES. 

Denatured  alcohol  as  a  fuel  for  cooking  is 
absolutely  safe,  clean  and  odorless.  As  the 
combustion  is  perfect  there  is  no  smoke,  ashes 
nor  dust.  By  the  use  of  proper  appliances  all 
kinds  of  food  ca(i  be  cooked  rapidly,  easily  and 
far  more  cheaply  than  the  same  cooking  can 
be  done  with  coal.  Meats,  fish,  fruits  and 
vegetables  can  be  cooked  with  greater  precision 
than  with  coal,  because  the  control  of  the  alco- 
hol gas  flame  admits  of  a  finer  adjustment 
than  can  be  possibly  attained  with  any  stove  or 
range  burning  coal.  Food  cooked  with  dena- 
tured alcohol  is  said  to  have  a  more  charac- 
teristic flavor,  and  is  more  delicate.  All  foods 
can  be  cooked  with  less  waste  and  labor  and 
with  fewer  utensils.  Further,  cooking  with 
denatured  alcohol  can  be  done  in  cool  and 
pleasant  rooms  free  from  dust,  smoke  and  bad 
air;  that  much  of  the  fine  cooking  commonly 
done  in  great  discomfort  on  a  hot  stove  can 
be  done  directly  on  the  table  at  lunch,  break- 
fast or  supper,  in  the  presence  of  the  family, 
and  done  better,  more  neatly  and  at  a  great 
gain  in  comfort,  convenience,  good  taste  and 
good  nature.  The  denatured  alcohol  cooking 
stove  which  vaporizes  the  alcohol  and  mixes  it 
with  the  air  and  bums  th«  gas  resulting  from 
the  mixture  is  comparatively  unknown  to  the 
American  public.  The  idea  was  first  practi- 
cally applied  in  Germany,  where  many  millions 
of  gallons  of  denatured  alcohol  are  used  annu- 
ally for  cooking  purposes  by  families  of  mod- 
erate means.  It  is  the  most  economical  method 
of  burning  alcohol,  as  it  produces  an  intensely 
hot  blue  flame,  which,  at  50  cents  per  gallon 
for  alcohol,  has  been  found  to  be  cheaper  than 
coal  at  $7  per  ton. 

The  denatured  alcohol  lamp  burner  is  rc- 
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quired  to  perform  several  functions  which  are 
not  essential  in  producing  a  light  from  kero- 
sene. Denatured  alcohol  burned  in  a  liquid 
from  the  wick,  as  in  the  case  of  kerosene, 
merely  emits  k  blue  flame  of  no  illuminating 
value  and  must,  therefore,  be  vaporized  or  con- 
verted into  a  gas  and  .  burned  in  an  incan- 
descent mantle  to  produce  the  brilliant,  steady, 
ideal  light  for  which  this  new  liquid  fuel  is 
rapidly  becoming  famous.  An  entirely  differ- 
ent burner  is,  therefore,  necessary  for  burning 
denatured  alcohol.  A  wick,  which  never  comes 
in  contact  with  the  flame,  draws  up  the  alco- 
hol from  the  bowl  or  reservoir  of  the  lamp. 
Then  by  exterior  combustion  the  alcohol  is  • 
heated  in  this  warm  chamber,  vaporizes,  .is 
mixed  with  the  air,  and  the  gas  resulting  from 
the  mixture  when  ignited  makes  the  mantle 
incandescent.  Along  the  burner  runs  a  recu- 
perative rod  terminating  at  the  top  by  a  metal 
plate,  which  receives  the  heat  of  the  mantle 
and  returns  it,  thus  producing  evaporation 
anew.  The  denatured  alcohol  lamp  gives  a 
brilliant,  soft  light  and  its  peculiar  quality  en- 
ables one  to  distinguish  the  natural  colors  im- 
possible with  other  forms  of  light. 

SAFETY  OF  DENATURED  ALCOHOL. 

In  view  of  the  many  questions  asked  as  to 
the  safety  of  alcohol  burning  devices,  such  as 
sad  irons,  cook  stoves,  lamps,  heaters,  lights:. 
etc.,  it  would  strike  one  as  being  rather  hu- 
morous if  it  were  not  almost  pathetic  at  the 
lack  of  knowledge  thus  displayed.  With  but 
very  few  exceptions,  all  of  us  have  not  for- 
gotten with  what  freedom  we  have  been  han- 
dling a  higher  proof  alcohol  than  denatured  for 
many  years.  Flavoring  extracts  are  large- 
ly alcohol,  and  yet  the  housewife  will  pour 
the  extract  into  a  receptacle  in  the  kitchen, 
under  a  gas  flame,  near  a  stove,  and  in  many 
cases  very  close  to  a  flame,  and  yet  without 
ever  a  thought  that  it  is  in  the  least  dangerous. 
A  person  will  rub  down  with  alcohol  and  not  a 
thought  of  danger,  even  though  working  close 
to  a  flame.  Perfumes  are  95  per  cent,  alcohol 
and,  as  in  the  case  of  the  extracts,  they  have 
a  higher  ^roof  alcohol,  and  therefore  more  in- 
flammable, than  denatured  alcohol.  Is  it  any 
wonder  that  those  who  think,  for  we  all  know, 
of  the  time  wasted  in  asking  such  questions. 
By  the  number  of  questions  asked  it  might  be 
assumed  that  denatured  alcohol  was  something 
entirely  new  being  put  upon  the  market,  but  it 
is  the  same  thing  with  a  different  name.  Its 
future  possibilities  are  very  great,  indeed. 
There  is  such  a  wide  field  for  alcohol  burning 
devices  that  one  cannot  comprehend  the  great 
number  of  uses  to  which  it  will  be  put  within 
a  very  short  time.  Where  city  gas,  at  a  rea- 
sonable price  is  not  available,  denatured  alco- 
hol in  cook  stoves  will  find  a  large  and  very 
^j^t^nsive  Sfile  w]iep  once  the  hou§e>yife  com- 


prehends its  cheapness,  the  cleanliness  in  use 
and  above  all  the  great  safety.  Should  any 
alcohol  be  spilled  upon  the  floor  and  catch  fire, 
a  dash  of  water  will  at  once  extinguish  the 
flame,  whereas  in  the  case  of  gasolene  the 
flame  would  only  be  spread.  There  is  no  soot, 
no  odor  and  no  smoke.  This  means  clean 
kitchen  utensils  and  a  clean  kitchen;  so  clean 
and  convenient  that  the  alcohol  burning  utili- 
ties are  now  being  extensively  used  right  on 
the  table,  with  the  advantage  that  when  food 
is  done  it  can  be  immediately  served.  Dena- 
tured alcohol  will  soon  be  an  aiticle  that  can 
be  had  in  any  Hardware  store,  and  in  the  light 
of  approaching  events  it  behooves  the  progres- 
sive Hardwareman  to  inform  his  customers  of 
the  advantages  of  alcohol  burning  devices,  for 
there  is  such  a  wide  field  in  the  large  city 
home,  in  the  home  in  the  smaller  cities  and 
towns,  and  especially  to  the  farmers,  both  in 
the  house  and  around  the  farm. 

Gh)od  Advice  About  Betnrning  Goods 

To  the  Editor: 

I  noticed  in  the  April  number  of  the  Hard- 
ware Dealers'  Magazine,  under  the 
heading,  "The  Injustice  of  Substitution,"  that 
a  number  of  your  correspondents  advised  re- 
turning of  the  goods.  About  thirty-five  years 
ago  a  man  came* to  me  with  a  sample  of  wrap- 
ping paper  and  wanted  me  to  order  some  for 
him  from  New  Yprk.  I  sent  the  sample  and 
got  prices  that  were  satisfactory  to  my  cus- 
tomer and  ordered  the  goods.  When  they 
came  in  I  advised  my  customer  that  the  papei 
was  in  the  store,  and  he  came  in  to  get  it.  But, 
on  examination,  he  found  that  it  was  not  what 
he  ordered,  and  advised  me  to  return  it.  I  did 
so.  There  was  about  $80  worth.  In  a  few 
weeks  I  received  a  letter  from  the  house  where 
I  had  bought  the  paper,  saying  that  there  was 
some  paper  consigned  to  them  that  they  had 
not  ordered,  and,  that  as  it  evidently  was  the 
paper  they  had  shipped  me,  they  would  hold 
it  subject  to  my  order,  and  that  for  the  amount 
that  they  had  charged  me,  and  was  yet  unpaid, 
they  would  attach  any  goods,  that  they  might . 
find  being  shipped  me  from  New  York.  I 
went  to  a  lawyer  for  advice,  and  got  the  fol- 
lowing: "When  you  ship  goods  you  assume 
to  own  them,  as  you  have  no  right  to  send 
other  people's  goods  anywhere.  It  is  possible 
that  the  sender  of  the  goods  had  a  nearby 
place  where  he  could  put  the  goods  with  very 
small  loss.  The  safe  plan  is  to  notify  the 
sender  of  substitute  goods  that  the  goods  are 
held  subject  to  their  order.  Then,  if  there  is 
trouble  he  will  have  to  come  to  you  to  fight 
the  case.  Otherwise  you  will  have  to  go  to 
him  to  fight  and  that  is  sometimes  very  expen- 
sive. The  fact  that  he  will  have  to  come  to 
vou  will  often  help  to  settle  the  case  with  very 
little  lo^s/'  Wt  p.  POCARDVS, 
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i^n^hc  retail  Hardware  business  is  not  what 

JL  it  used  to  be."  How  often  have  you 
heard  this  remark  made  during  the  past  two 
or  three  years?  Is  the  retail  business  of  the 
country  towns  falling  oflF?  Is  the  demand  for 
shelf  and  heavy  Hardware  decreasing  in  the 
country  town,  or  to  what  can  you  attribute 
the  reason  for  hearing  this  remark  so  often? 

Several  years  ago  this  remark  was  seldom 
made,  but  now  if  is  a  common  expression 
among  retail  dealers.  That  the  demand  for 
goods  has  increased  is  shown  by  the  tonnage 
of  goods  received  at  any  town,  and  yet  you 
hear  the  retail  dealers  in  the  country  towns 
complaining  that  the  Hardware  business  is 
not  what  it  used  to  be.  Some  one  else  is 
selling  the  goods  we  retailers  used  to  sell. 

Some  of  you  will  immediately  attribute  the 
cause  to  foreign  competition.  If  this  is  the 
case,  it  simply  means  that  mail  houses  are 
selling  the  goods  which  the  retailers  ought  to 
sell.    Why  are  they  doing  so? 

In  the  first  place,  if  the  retailers  are  charg- 
ing more  for  a  certain  class  of  goods  than  the 
mail  order  houses  are,  the  consumer  will  send 
away  for  the  goods  rather  than  to  pay  the 
home  man  a  higher  price  than  he  can  get  them 
for  elsewhere. 

When  the  retail  dealer  purchases  goods  of 
a  wholesale  house,  he  lays  aside  all  question 
of  home  loyalty  as  well  as  any  question  of 
sentiment,  and  buys  his  goods  at  wholesale 
where  he  can  get  them  at  the  lowest  price.  It 
makes  little  difference  to  the  average  retail 
dealer  whether' he  purchases  his  goods  of  the 
wholesale  house  6ne  thousand  miles  away  or 
of  the  wholesaler*  doing  business  in  his  home 
State. 

At  almost  every  convention  you  wi'.l  hear 
individuals  get  up  and  argue  against  a  whole- 
sale mail  order  house,  and  in  nine  cases  out 
of  a  hundred,  you  will  find  that  they  are  pur- 
chasing goods  of  these  houses  if  these  houses 
can  sell  them  goods  at  a  lower  price  than  the 
traveling  salesman  can  who  represents  a  local 
jobbing  concern. 

The  retailer,  therefore,  buys  his  goods 
where  he  can  get  them  at  the  lowest  price, 
and  the  consumer  does  the  same  thing.  When 
the  consumer  buys  a  bill  of  merchandise  from 
a  mail  order  house  the  home  retailer  always 
puts  up  some  illogical  argument  about  the 
quality  of  the  goods.  He  does  not  stop  to 
realize  that  he  is  not  the  person  who  judges 
the  quality  of  goods  the  consumer  desires  to 
purchase.  If  the  quality  of  goods  were  not 
satisfactory  to  the  consumer  he  would  in  all 
probability  not  reorder  again  from  the  mail 
order  house,  but  did  you  ever  notice  that  in 
every  community  there  is  a  large  list  of  regu- 
lar mail  order  house  patrons,  and  they  con- 
tinue year  after  year  to  purchase  nearly  all 
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their  goods  from  the  mail  order  houses.  They 
are  perfectly  satisfied,  too,  with  the  merchan- 
dise which  they  are  getting  for  their  money. 

Obviously  then,  it  is  impossible  for  the 
retail  dealer  to  go  out  into  the  consumer's 
territory  and  tell  him  that  he  does  not  know 
what  quality  is  and  that  he  is  lacking  in  in- 
telligence when  it  comes  to  buying  goods,  and 
that  he  should  come  into  the  retailer's  store 
and  leave  the  question  of  quality  entirely  to 
him.  It  doesn't  seem  to  take  well  with  the 
consumer. 

Suppose  a  consumer  would  step  into  our 
stores  and  tell  us  we  did  not  have  the  ability 
to  purchase  our  goods,  wouldn't  there  be 
trouble  at  once?  If  it  is  a  question  of  prices 
and  we  are  asking  too  much  for  our  goods, 
the  consumer  cannot  be  blamed  for  sending 
away. 

He  has  a  perfect  right  to  buy  goods  where 
he  can  get  them  at  the  lowest  prices,  just  the 
sarrie  as  we  have  when  we  buy  our  goods. 
The  average  retailer  you  know  always  did 
like  to  boast  about  his  buying  ability.  It's 
just  the  same  with  the  consumer.  It's  human 
nature,  and  human  nature  is  a  mighty  hard 
thing  to  eliminate  from  the  human  race. 

Perhaps  the  retailer  hasn't  educated  the 
consumer  to  believe  in  his  ability.  If  this  is 
true  the  mail  order  house  situation  can  be  laid 
at  the  door  of  the  retailer,  and  I  am  sorry  to 
say  that  in  90  per  cent,  of  the  cases  this  is^ 
true. 

All  the  people  know  about  the  retail  dealer 
is  what  he  himself  tells  them.  Foreign  con- 
cerns have  bepn  talking  to  the  people  for 
fifteen  years  about  their  ability  and  the  home 
retailer  hasn't  said  a  word  about  his  ability, 
and  yet  we  expect  the  people  to  know  all 
about  us  when  we  never  have  told  them  any- 
thing worth  knowing  about  our  ability.  They 
are  giving  their  business  to  firms  who  educate 
them  to  do  so,  and  we  as  retailers  got  all 
worked  up  about  it  because  they  did. 

The  facts  of  the  matter  are  that  the  retailer 
has  been  given  an  equal  chance  to  get  the 
business,  but  on  account  of  his  listlessness  in 
going  after  it,  he  didn't  get  it.  Then  we  got 
very  much  excited,  and  still  about  all  we  have 
done  is  to  inform  the  consumer  that  he  could 
have  purchased  the  same  goods  at  a  lower 
price  from  us.  We  don't  do  this,  however, 
until  he  has  made  his  purchases.  What  the 
consumer  wants  to  know  is  what  our  prices 
are  before  he  buys  the  goods.  We  retailers 
are  not  telling  him,  and  that  is  where  all  the 
trouble  is. 

BUSINESS     BELONGS    TO    ONE    WHO    GETS    IT. 

If  competitors  are  getting  business  by  cer- 
tain methods  and  we  retailers  positively  refuse 
to  adopt  such  methods,  it  does  us  little  good 
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to  wail  about  the  fact  that  we  did  not  get  the 
business. 

There  was  a  time  when  the  retail  business 
was  a  snap  so  far  as  competition  was  con- 
cerned, but  quick  transportation  facilities, 
rural  free  deliveries,  telephonic  communica- 
tions and  other  modern  methods  have  brought 
new  competitors  into  the  field  of  the  retail 
dealer,  and  instead  of  keeping  pace  with  the 
times,  the  retail  dealers  have  put  up  a  tremen- 
dous howl  because  some  one  else  was  getting 
the  business  which  they  claimed  belonged  to 
the  home  man.  The  retail  business  of  the 
country  belongs  to  the  man  who  can  get  it. 
There  is  no  sentiment,  no  love,  no  friendship 
mixed  up  in  the  commercial  world  when  it 
comes  right  down  to  a  question  of  dollars 
and  cents,  and  the  retail  dealer  to-day  who 
realizes  this  is  the  one  who  will  make  a  suc- 
cess in  his  business.  Progress  has  changed 
the  condition  of  things  in  the  retail  business. 
It  is  absolutely  impossible  to  block  the  wheels 
of  progress,  but  you  will  find  hundreds  of 
retail  dealers  attempting  to  do  this  very  thing. 
Instead  of  adapting  ourselves  to  the  modern 
methods,  we  are  trying  to  stay  the  wheels  of 
progress  in  order  that  we  may  conduct  our 
business  as  our  grandfathers  conducted  it. 
We  arc  doing  business  with  our  grandfathers' 
brains  and  blaming  people  because  they  are 
forging  ahead  with  the  times.  The  whole  agi- 
tation about  the  catalogue  houses  simmers 
down  to  one  fact,  and  that  fact  is  that  we 
retail  dealers  are  frantic  because  some  one 
else  is  getting  the  business  with  newer  meth- 
ods and  we  still  persist  in  using  the  old. 

A  mail  order  house  promoter  once  said: 
"Give  me  the  mail  order  ho'use  business  and 
in  ten  years  I  will  make  every  town  a  village, 
every  village  a  hamlet,  and  wipe  every  hamlet 
out  of  existence."  Some  one  was  telling  me 
the  other  day  that  in  certain  eastern  States 
every  third  town  was  a  whistling  post,  and  I 
have  noticed  that  there  are  places  now  where 
the  trains  have  ceased  to  whistle  as  they  pass 
through.  These  little  towns  previously  did  a 
thriving  business,  but  foreign  competition 
killed  them  off.  Foreign  competition  killed 
them  off  because  the  retailers  positively  re- 
fused to  advance  as  the  times  advanced,  and 
you  will  -find  them  to-day  barely  existing 
where  they  might  be  living  luxuriously  in  a 
thriving  trading  point. 

Did  you  ever  stop  to  realize  that  we  retail 
dealers  as  a  rule  have  attempted  to  block 
nearly  every  new  proposition  which  has  come 
up  within  the  last  five  years?  When  the  ques- 
tion of  rural  free  delivery  came  up  the  retail 
dealers  in  the  country  towns  said  that  it  was 
not  a  good  thing  because  it  would  be  too  ex- 
pensive to  the  government  to  have  the  mail 
delivered  out  in  the  country  to  the  farmer's 
gate,  and  that  if  it  was  delivered  the  farmer 
wouldn't  come  to  town  for  his  mail,  and  con- 
sequently he  wouldn't  buy  as  many  goods  as 


he   formerly    did.     But   rural    free   deliveries 
came. 

How  many  towns  do  you  find  with  stores 
so  wonderfully*  attractive  that  a  visitor  in  that 
town  immediately  gets  the  buying  craze  when 
he^hits  the  sidewalk?  When  the  question  of 
rural  telephones  came  up  the  retailers  opposed 
this  idea  because  they  said  i(  would  place  the 
farmer  in  a  position  so  that  he  could  telephone 
to  the  adjacent  towns  and  find  out  which  town 
was  paying  the  highest  prices  for  hogs,  and 
the  town  that  paid  the  highest  prices  would 
get  all  the  business.  But  rural  telephones 
came  just  the  same.  When  trolley  systems 
were  being  promoted  the  merchants  located 
in  the  small  'towns  opposed  it  because  they 
said  that  the  large  towns  would  get  all  the 
business,  but  the  trolley  system  came  just 
the  same. 

Now  we  have  another  proposition  before  the 
people  the  Parcels  Post  bill.  Retailers  arc 
vigorously  opposing  this  bill  because  they  say 
that  it  will  plunge  the  government  into  debt 
to  such  an  extent  that  it  will  be  absolutely 
prohibitive.  As  soon  as  we  retail  dealers  be- 
gan to  oppose  the  Parcels  Post  bill  the  con- 
sumers in  every  locality  began  to  work  for  it, 
the  mail  order  houses  are  working  for  it, 
nearly  every  magazine  is  boosting  for  it  until 
the  question  has  become  so  serious  that  even 
certain  Congressmen  have  changed  their  atti- 
tude to  a  great  extent  during  the  last  year 
and  a  half.  I  remember  one  Congressman 
who  used  to  assure  me  that  he  would  stand 
against  Parcels  Post  absolutely,  but  now  he 
informs  me  that  he  intends  to  stand  up  for 
the  "substantial  interests"  of  his  district,  and 
we  all  know  that  he  regards  the  farmers  as 
the  "substantial  interests."  I  am  thoroughly 
opposed  to  parcels  post  in  all  its  details  for 
other  than  selfish  reasons,  but  while  I  am 
spending  my  money  to  prevent  its  passage,  if 
possible,  I  am  also  spending  a  like  amount 
to  prepare  myself  for  the  emergency  in  the 
case  that  the  bill  ever  passes. 

It  has  been  demonstrated,  therefore,  that 
the  retail  dealer  hasn't  very  much  to  say  in 
shaping  the  events  of  the  commercial  world, 
because  if  he  had  been  able  to  steer  these 
events  to  suit  himself,  there  would  be  fewer 
competitors  to-day  than  there  are.  The  ques- 
tion is  simply  this:  If  the  retail  dealer  is 
willing  to  progress  as  the  times  do,  and  to 
adopt  methods  which  other  people  adopt  in 
getting  the  business,  he  will  get  his  share  of 
the  business,  but  if  he  attempt^  to  do  business 
in  the  old-fashioned  way  when  the  consumer 
clamors  for  the  new  way,  he  will  not  get 
much  business.  Mail  order  houses  have 
stepped  into  our  community,  have  taken  a 
large  percentage  of  the  cash  business  away 
from  us,  and  have  dumped  the  credit  business 
which  is  undesirable  > into  our  stores. 

ADVERTISING    WILL    GET    THE    BUSINESS. 

There  is  but  one  thing  left  for  us  to  do.    If 
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we  do  that  we  succeed,  and  if  we  don't  do  it, 
we  fail.  Advertising  will  get  the  business. 
If  the  retailer  will  advertise  he  can  get  the 
goods  to  meet  any  competition,  but  no  whole- 
saler is  going  to  spoil  a  live  bargain  by  put- 
ting it  in  a  dead  retailer's  store. 

Somebody  has  said:  "We  know  we've  got 
to  advertise,  but  we  can't!  I'm  not  as  smart 
a  man  when  it  comes  to  writing  ads.  as  the 
man  who  gets  $15,000  per  year  for  doing 
nothing  else,  and  yet  I've  got  to  be  if  my  ad- 
vertising is  going  to  sell  any  goods  beside  his 
ads."  That's  the  truth,  the  Simon  Pure  genu- 
ine, old-fashioned  truth !  Trade  papers  have 
devoted  hundreds  of  pages  pounding  adver- 
tising into  the  minds  of  the  retailer.  In  many 
instances  it  is  a  scientific  business  made  suc- 
cessful by  experts,  and  whenever  our  ad.  was 
placed  by  the  side  of  one  of  these  expert  ads. 
it  looked  like  30  cents.  It  ruined  our  store's 
alylity  in  the  consumer's  mind.  We  have  done 
our  best  but  we  have  failed  so  far  in  our 
advertising.  Then  how  can  it  be  done?  Syn- 
dicate it — work  it  out  economically,  skillfully, 
and  produce  better  r.ds.  than  mail  order 
houses  do  at  a  lower  cost.  Back  your  adver- 
tising up  with  merchandise — not  trash-— com- 
pete in  price,  which  is  easily  done,  and  the 
problem  is  solved.  Solved  only  for  the  real 
merchant— not  the  man  who  is  not  a  mer- 
chant nor  who  never  will  be. 

I  recently  heard  a  man  stand  up  in  a  con- 
vention and  say  that  catalogue  houses  never 
bothered  his  town!  He  also  said  that  his 
best  advertising  was  on  his  wrapping  paper! 
Investigation  showed  that  69  base  burners  and 
steel  ranges  had  been  shipped  into  the  town 
in  the  month  of  November.  When  confronted 
with  this  proof,  he  said,  "I  knew  they  sent 
in  a  few  stoves,  but  that's  all  they  did  ship 
in  "  These  are  the  retailers  who  are  holding 
the  live  wires  back.  They  are  barnacles  that 
serve  only  to  hinder  the  ship  of  progress,  and 
the  sooner  they  go  the  better  it  is  for  the 
retailers  and  the  wholesalers  and  their  com- 
munities. I'd  like  to  call  your  attention  to  a 
new  movement  in  the  mercantile  world  which 
has  attracted  almost  national  attention  in  the 
last  six  months,  and  which  has  solved  many 
a  hard  problem  for  retail  dealers.  It  is  called 
the  Berkley  System,  and  some  of  you  may 
have'  heard  of  it  as  over  ^,500  stores  are  now 
using  the  service.  These  1,500  stores  have  all 
the  advertising  that  the  largest  concerns  in 
the  world  have,  all  filed  in  a  central  office.  A 
small  retail  dealer  with  a  hundred  customers 
can  advertise  as  eflFectively  as  a  department 
store  with  10,000.  He  is  able  to  do  this  more 
effectively  because  he  does  not  have  to  buy 
any  cuts  nor  to  write  any  advertising  matter, 
and  his  work  is  all  done  by  machinery  which 
it  is  impossible  f^r  the  largest  mercintile 
firms  to  install.  The  question  of  prices  and 
competitive  articles  has  all  been  eliminated 
and  the  retailers  in  these  1,500  towns  do  not 


have  to  spend  one  minute  in  getting  up  ad- 
vertising copy.  If  they  desire  to  advertise 
they  can  select  any  article  from  their  stock 
which  they  desire  to  advertise  and  without 
buying  a  cut  or  writing  advertising  copy  they 
can  get  up  attractive  advertising  to  the  con- 
sumer, have  it  folded  and  addressed  by  ma- 
chinery, or  they  can  fill  any  space  they  desire 
in  their  local  newspaper  without  purchasing 
cuts  or  having  the  printer  spend  any  time  in 
attempting  to  set  up  display  advertisements. 
When  you  have  reduced  the  expense  to  the 
retail  merchant  so  that  he  can  convince  his 
customers  at  a  less  amount  of  money  than  the 
mail  order  houses  can,  when  you  haVe  ar- 
r-  ged  and  syndicated  his  advertising  so  that 
he  does  not  have  to  spend  hours  every  week 
in  getting  up  the  copy,  you  are  letting  the 
large  concerns  create  the  demand  for  the 
goods  which  costs  a  tremendous  amount  of 
money,  and  the  retailer,  having  the  advantage 
of  being  a  home  man,  and  appearing  just  as 
large  in  the  eyes  of  the  consumers,  he  finds 
that  meeting  the  competition  of  foreign  con- 
cerns is  an  extremely  easy  matter  when  he 
has  worked  the  proposition  out  in  a  scientific 
manner  and  on  an  inexpensive  basis. 

A  Hint  to  the  Office  Boy 

A  frown  of  disapproval  darkened  the  man- 
ager's usually  good-natured  face.  He 
was  noting  the  air  of  lofty  indifference  with 
which  one  of  the  office  boys  was  speaking  to 
a  plainly  dressed  caller. 

"Those  boys  need  a  hsson,"  growled  the 
manager,  and  his  black  eyebrows  drew  closer 
together.  Then  he  went  forward  himself  to 
speak  to  the  caller,  and  ,with  flattering  cour- 
tesy gave  the  information  desired.  Returning 
to  his  desk,  he  hastily  penciled  a  note,  which 
he  gave  to  the  head  office  boy.  Five  minutes 
later  there  was  a  brief  conclave  in  the  vault, 
while  the  head  boy  read  aloud  the  note  from 
the  manager. 

"Each  of  you  three  boys  must  write  mc  a 
letter,  giving  your  ideas  of  the  duties  of  an 
office  boy,  and  the  manner  in  which  those 
duties  should  be  performed.  Hand  me  the 
letter  to-morrow  morning."  The  three  youn- 
sters  looked  at  each  other  uneasily.  Their 
popular  "boss"  had  his  own  ways  of  testing 
people. 

"  'T won't  be  no  snap  to  fix  up  that  letter 
right,"  said  the  first  boy.  "And  then  he'll 
make  us  live  up  to  it,"  added  the  second. 
"And  fire  us  if  we  don't"  muttfcred  the  third. 

An  unusual  seriousness  and  courtesy  marked 
the  demeanor  of  the  boys  during  the  remain- 
der of  the  day,  and  the  manager  whistled 
softly  an  optimistic  little  air  in  the  intervals 
between  his  remarks  to  the  stenographer. 


Every  employe  is  an  advertisement  of  one 
sort  or  another.  If  he  cannot  be  a  good  ad- 
vertisement he  has  no  right  to  be  a  bad  one. 
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TRY  THIS  AND  NEVLR  GO  BROKE. 


A  RBBUA  DEVIBRD  BY  BENJAMIN  FRANKUN»  IN  WHICH  IS  SET  FORTH  THB  PHXUIDBLPHIA  PHILOSOPHER'S 
VIEWS  REGARDING  THE  BEST  MEANS  OF  AVOmiNO  THB  PANGS  OF  POVERTY. 

(TRANSLATION.) 

AT  this  time,  when  the  general  complaint  is  that  **  money  is  scarce/*  it  must  be  an 
act  of  kindness  to  inform  die  moneyless  how  Aey  cart  ieenfprce  dieir  {>urse.     I 
will  acquaint  all  widi  Ae  true  secret  of  'money^atching — 4he^  certain  way  to 
fill  empty  purses— and  how  to  keep  them  always  full.     Two  simple  rules*  well 
observed,  will  do  the  business. 

First,  let  honesty  and  indushy  be  diy  constant  companions. 
Second,  spend  one  cent  every  day  less  than  thy  clear  gains. 
Then  shall  thy  purse  soon  begin  to  thrive,  thy  creditors,  will  never  insult  diee,  nor 
want  oppress,  nor  hunger  bite  diee.  nor  nakedness  freeze  thee.     The  whole  hemisphere 
will  shine  brighter,  and  pleasure  spring  up  in  every  comer  of  thy  heart.     Now,  there- 
fore, embrace  these  rules  and  be  happy. 


Digitized  by 


Google 


GETTING  AFTER  TRADE 


For  a  growing  concern  to  constantly  main- 
tain their  regular  trade  and  to  get  new 
customers  requires  considerable  thought  and 
energy.  A  consistent  following  up  of  a  list  of 
names  brings  results  that  amply  repay  the 
effort  put  forth.  The  Barrett  Hardware  Co., 
Joliet,  111.,  a  month  ago  sent  out  to  their  farm- 
er patrons,  and  prospective  customers,  the  cir- 
cular letter  reprifited  herewith.  It  was  printed 
in  imitation  typewriter  type.  It  will  be  noted 
that  details  concerning  the  Fencing  are  given, 
the  reason  why  it  has  long  life,  etc.  The  letter 
follows: 

Dear  Sir — Fencing  is  one  of  the  most  im- 
portant problems  with  which  the  modern 
farmer  has  to  contend.  Wire  has,  of  coursfi, 


service  after  more  than  fifteen  years'  use. 
And  certainly  there  is  no  reasori  why  the 
heavier  and  stronger  Climax  Field  Fence 
should  not  last  even  longer. 

And  the  reason  of  the  greater  durability  of 
Qimax  Fence  is  because  then  entire  fence  is 
galvanized  after  weaving,  and  only  the  very 
best  quality  of  zinc  spelter  is  used  for  the 
purpose.  Then  for  every  100  pounds  of  fin- 
ished fence  there  is-  about  20  pounds  of  gal- 
vanizing, while  in  the  ordinary  fence  the 
galvanized  coating  represents  only  about 
2  pounds  out  of  every  100  pounds  total 
weigfht.  This  makes  a  difference  of  ten  to 
one  in  the  character  of  the  rust-proof  coat- 
ing in   favor  of  Climax,   which   will  give 


Binder  Twine 

This  is  just  to  advise  jou 
that  we  are  now  ready  to 
take-  orders  for  .Binder 
Twine. 

We  placed  ouf. order 
early  for  first  quality 
Standard  Twine;  the  same 
make 'we  furnished  last 
year. 

Andy  according  to  our 

custom,  we  guarantee  you 

the  following  interesting 

prices: 

8^  centt  per  poimd,  September 
itt;  or  9j^  centt  per  pound,  cash  on 


Easy  Running 
Washing  Machines 

Thb  is  a  matter  tn  which  every 
woman  la  m  teres  ted* 

All  houaewircs  cspedally. 

Upwards  of  n  dozen  of  the  beat 
makca  in  the  ^^ntry  are  at  your  aer- 
▼ice  when  you  come  to  this  atore  to 

"  saa  ■ 


If  there'f  n  new  prinapk  which 
aaanrea  km  wear  on  the  pothea,  be  ■ 
sure  our  nachtnea  have  it. 

If  there's  a  denes  or  method  by 
which  the  opemtion  of  the  waaher  la 
made  easier,  that  too  ibrma  n  part  ok, 


Barrett  Hardware  Co. 

JoUet,  III. 


Juat  come  in  and  aee  them  all  to-, 
gemet,  and  then  decide  which  will 
auityou  beat. 

I3.50  to  |ia.oo. 

Barrett  Hardware  Co* 

Joliet,IU. 


'Interested  in 
Raising  Chickens? 

Tea»  we  aell  incubatoes;  too. 

But  we  might  as'  well  bc.'fimnk, 
and  tell  you  thef  are  not  the  .cheap- 
eat  makea  you  can  boy« 

Don't  believe,  you  want,  the  cheapo 
eat,  however. 

Certainly  we.  do  not  care  to  sell 
that  kind. 

Because  they  wont  give  you  th« 
service  you  want  and.  heve  n  right  to 
expect 

But  the  Petaluma  will.  It  Ss 
made  of  California  Red  Cedtf  ,  and  ia 
a  high  grade  haitcher  at  a  -reasonable 
price.  It  has  many  special  ftatnraa 
which  make  jt  superior  to  all  bchcc 


We'll  be  glad  to  supply,  catalogue 
on  application. 

Barrett  Hardware  Co. 
Joliet,  111. 


Form  op  Envelope  Circulars  Gotten  Out  by    Barrett  Hardware  Co.,  Jouet,  III. 


permanently  taken  the  place  of  the  old  rail 
fence.  But  all  too  often  rusting  commences 
very  shortly  after  the  wire  fence  is  erected, 
and  the  days  of  that  fence  are  numbered, 
for  the  life  of  the  wire  is  in  its  galvanizing 
and  early  rusting  is  due  both  to  the  poor 
quality  of  the  galvanizing  material  and  the 
very  thin  coating  frequently  put  on  the  wire. 
V  Appreciating  these  facts,  we  have  spent 
several  months  in  a  thorough  investigation 
of  the  merits  of  practically  all  the  fences 
now  on  the  market,  and  at  last  have  a  fence 
which  we  can  recommend  to  our  customers 
as  being  everything  a  really  good  fence 
should  be. 

It  is  the  Gilbert  &  Bennett  Climax  Field 
Fence,  made  by  the  same  people,  and  by  the 
same  process,  as  the  famous  Climax  Poultry 
Netting.  We  kno»w  of  many  instances  where 
Climax  Poultry  Netting  is  still  giving  good 


you  some  idea  of  its  better  lasting  quality. 

Certainly  such  a  fence  will  withstand  rust 
many  years  after  the  fence  made  of  so- 
called  "Galvanized"  wire  has  become  a  total 
wreck.  And  to  show  our  own  faith  in  the 
higfh  quality  of  G.  &  B.  Climax  Field  Fence,  • 
we  arc  perfectly  willing  to  give  each  pur- 
chaser a  guarantee  that  it  will  not  rust  for 
ten  years,  at  the  same  time  believing  it  will 
give  excellent  service  for  twenty  to  twenty- 
five  years. 

So,  if  you  are  interested  in  securing  the 
best  fence  to  be  "had ;  if  you  want  to  greatly 
reduce  the  ultimate  cost  of  your  farm  fenc- 
ing; if  you  want  to  get  the  greatest  possible 
fence  satisfaction,  just  come  in  and  let  us 
tell  you  more  about  this  splendid  fence. 
Yours  very  truly, 

Barrdtt  Hardware  Co. 
The  company  also  have  envelope  enclosure? 
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which  they  send  out,  each  one  complete  in  it- 
self. We  reproduce  three  of  them  in  this  con- 
nection. Others  refer  to  Paint,  Cream  Sepa- 
rators, etc.  The  original  size  is  S%x6  inches, 
printed  in  a  dark  blue  or  purple  ink  on  a  white 
rough-surfaced  paper.  The  impression  created 
is  favorable,  even  before  one  reads  What  is 
printed  thereon.  The  saying,  "If  you  want 
business,  go  after  it,"  is  certainly  emphasized 
in  what  the  Barrett  Hardware  Co.  are  doing. 
It  is  not  too  early  to  go  after  the  country 
trade  and  endeavor  to  interest  them  in  what 
are  called  "city  conveniences."  The  Barrett 
people  got  out  a   folder,   entitled   "City  Com- 


ashes  to  carry  out  of  the  living  room; 
no  coal  to  carry  in;  no  cold  halls;  no 
shivering  as  you  dress  in  the  morning; 
no  draughts;  your  house  is  heated  just 
as  you  wish  it.  When  you  want  a  room 
warm,  turn  on  register  or  radiator; 
when  you  are  through  with  the  heat, 
turn  it  off. 

If  you  have  never  given  this  subject 
any  thought  or  investigation,  you  have 
no  idea  how  cheaply  and  easily  it  can 
be  done.  Once  done  you  would  never 
be  without  it  at  any  price.  Ask  some  of 
your  friends  who  have  tried  it.     Let  us 


TocL  Window  Display  by  Barrett  Hardware  Co.,  Jcliet,  III. 


forts  for  the  Country  Home,"   which  we  re- 
produce herewith  in  type  form: 

bere  are  a  great  many  people  now- 
adays who  are  living  outside  of 
the  cities  and  yet  are  enjoying  all 
the  comforts  of  city  life.  One  of  these 
comforts  is  a  heated  house.  Country 
homes  may  be  successfully  and  econom- 
ically heated  with  either  a  Hot  Air  Fur- 
nace, Steam  or  Hot  Water.  Any  one  of 
these  systems  are  easily  installed  in 
houses  already  built  with  very  little  in- 
convenience to  the  occupants  of  the 
house. 

You  would  be  surprised  to  know  how 
little  dirt  we  make  in  putting  them  in 
old  houses.  It  is  not  necessary  to  tear 
up  everything,  only  a  little  here  and 
there,  and  we  put  everything  back  in 
fine  shape. 

Only  one  fire  to  take  care  of  and  that 
in  the  cellar  out  of  the  way.  Have  you 
ever  thought  how  much  it  means?     No 


give  you  an  estimate  on  the- work.  We 
consider  it  no  trouble  to  look  over  your 
house  and  give  you  a  figure_even  though 
you  do  not  decide  to  put  in  a  heating 
plant. 

A  heater  having  been  installed  in  your 
house  you  are  prepared  for  a  bathroom 
and  plumbing. 

What  would  be  more  exhilarating 
than  a  bath  in  a  nice,  white  enameled 
iron  tub  after  a  hard  day's  work  in  the 
h^at  and  dust  of  a  July  day— or  on  a 
cold  winter's  day,  you  may  have  plenty 
of  hot  water  in  your  tub  by  simply  turn- 
ing a  faucet. 

Connect  the  kitchen  sink  and  give  the 
good  housewife  the  convenience  and 
pleasure  of  plenty  of  hot  water  when 
she  wants  it  and  as  she  wants  it.  It  will 
be  a  pleasure  to  give  you  all  the  in- 
formation we  possess  as  to  your  particu- 
lar wants,  just  for  the  asking. 

We  guarantee  all  our  work  and  are 
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sure  we  can  please  you.    We  have  fitted 

up   a  great  many  country  homes   most 

satisfactorily  and  have  yet  to  know  of 

any  one  who  regrets  the  outlay  or  would 

omit  his  heating  apparatus  and  plumbing 

conveniences  for  double  the  cost. 

After  one  reads  the  above  it  almost  makes 

him  wish  he  was  living  in  the  country,  so  he 

could  spend  the  money  to  install  the  articles 

referred  to  and  enjoy  the  benefits  mentioned. 

When  you  can  get  a  person  in  that  state  of 

mind  you  have  almost  got  your  hands  on  the 

order.     Go  after  business  similar  to  this  and 

catalogue  houses   will    not   bother  you   much. 

A  Hardware  Locomotive 

An  attractive  window  display  was  gotten  up 
by  Aug.  Melohn,  50  East  Belmont  ave- 
nue, Chicago,  111.,  representing  a  locomotive. 


easily  been  made  to  this  display  by  having 
steam  come  out  of  the  gas  cock  whistle,  mak- 
ing a  connection  with  a  closed  vessel  that  con- 
tains boiling  water. 

Oood  Advertising  Out  of  Misfortune 

Between  midnight  and  daybreak  of  a  recent 
night  some  person  threw  a  limestone 
rock  about  a  hen's  egg  size  through  the  Hard- 
ware s^how  window  of  W.  A.  Guenther  &  Sons, 
Owensboro,  Ky.,  and  thereafter  immediately 
took  Pistols  to  the  value  of  $300  and  a  few 
minor  items.  Including  this  loss  and  replacing 
the  plate  glass  window,  the  concern  was  out 
about  $80.  Knowing  there  was  no  use  of  "cry- 
ing over  spilled  milk,"  the  concern  at  once  pro- 
ceeded to  fill  the  window  with  revolvers  and 
other  guns  of  higher  value  than  those  in  the 
window  at  the  time  of  the  robbery.     On  one 


A  Hardware  Locomotive  De.signed  by  Augusf  Melohn,  Chicago. 


It  attracted  much  attention.  A  garbage  can 
set  on  a  one-burner  gas  plate  was  used  for 
boiler;  a  bicycle  lamp  was  used  for  headlight; 
a  funnel  and  picture  chain  served  as  bell  and 
bell  strap;  a  gas  cock  stood  for  whistle;  the 
cow  catcher  was  made  from  a  piece  of  tin; 
tin  pot  covers  were  employed  for  drive  wheels ; 
a  5-foot  rule  inserted  into  a  pint  pail  was 
used  as  drive  wheel  bar;  a  pint  pail  was  util- 
ized for  steam  chest ;  the  cabin  was  made  from 
four  ash  sifts;  a  wash  board  and  a  roasting 
pan  were  the  top  of  cab;  the  sides  were  made 
from  roofing  paper ;  the  tender  was  made  from 
roofing  paper  tacked  on  a  washboard ;  six 
bread  pans  were  the  wheel  supports;  pint  pail 
covers  answered  as  wheels ;  aluminum  house 
numbers  were  put  on  cab  and  tender;  5- foot 
barn  door  track  did  duty  as  railroad  track; 
the  smokestack  was  made  from  5- inch  pipe  and 
a  pipe  ring. 
Editor's     Note— An     addition    could    have 


card  was  the  following  in  large  letters:  "This 
is  the  Rock  that  got  Four  Guns  last  night." 
On  another  card,  which  was  partially  covered 
with  a  lot  of  silver  dollars,  was  written: 
"These  are  the  Rocks  thatjt  will  take  to  even 
get  one  Gun  hereafter."  Then  followed  the 
signature  of  the  concern.  Naturally,  the  win- 
dow attracted  a  great  deal  of  attention ;  during 
the  week  possibly  several  thousand  persons 
came  to  view  the  broken  glass.  By  this  means 
the  firm  turned  their  misfortune  into  an  adver- 
tisement that  resulted  in  recouping  at  least  a 
portion  of  the  loss  sustained.  This  incident 
will  show  to  what  good  advantage  a  wide- 
awake concern  can  make  out  of  wliat  is  usu- 
ally considered  a  piece  of  misfortune. 

A  Eazor  for  ^'Social  Purposes" 

Sah,  Boss,  I'd  like  a  razher. 

What  kind,  Sambo?     A  Safety? 

No,  sah,  just  want  one  for  social  pnrp^s'^5. 
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BUSINESS  METHODS  IN  A  HARDWARE  STORE 


By  W.  H.  Stepanek.- 


In  these  progressive  times,  when  modern  and 
original  ideas  are  being  so  steadily  ad- 
vanced and  business  questions  are  so  frequently 
discussed  by  men  in  all  walks  of  life,  no  Hard- 
ware man  can  afford  to  miss  such  a  convention 
as  we  have.  The  question  of  profitable  sales- 
manship is  one  that  is  constantly  before  the  re- 
tail dealer.  Having  his  business  well  under- 
stood, his  trade  partly  established,  and  wishing 
to  satisfy  his  customers  and  pushing  for  more, 
he  knows  that  an  exact  system  in  his  store  will 
reduce  friction  to  a  minimum  in  handling  his 
customers,  and  will  further  his  sales  as  per- 
haps no  other  factor  will  do.  What  then  about 
his  system?  He  wishes  to  avoid  insane  sim- 
plicity of  little  worth,  and  red  tapeism — a  posi- 
tive damage — and  to  further  sales  by  a  com- 
prehensive and  smoothly  running  system  be- 
tween the  two-mentioned  extremes.  It  is  for 
the  reason  that  taking  stock  in  the  retail  Hard- 
ware business  is  such  a  Herculean  task  that 
the  Hardware  man  has  become  discouraged  at 
the  outset  when  the  question  of  system  in  his 
business  is  broached.  Inventory  has  always 
been  looked  upon  as  the  first  and  necessary 
step  in  order  to  properly  regulate  one's  profit 
and  call  attention  to  losses,  and  study  of  the 
business  as  regards  the  selling  end.  But  in- 
ventory at  frequent  times  is  not  possible  in 
this  business  by  reason  of  the  immense  amount 
of  work  it  entails. 

How  is  a  Hardware  man  to  keep  close  tab 
on  his  sales?  How  is  he  to  know  whether  he 
is  making  or  losing  money  in  his  tin-shop  or 
sporting  goods  department?  How  is  he  to 
know  whether  he  is  getting  all  that  is  due  him 
in  his  house  furnishings  department.  Are 
his  average  profits  being  sustained  in  the 
Hardware  Department.  To  be  master  of 
one's  craft,  to  have  one's  hand  on 
the  helm  and  be  able  to  read  the  compass  cor- 
rectly, one  must  be  able  to  make  comparisons 
every  day,  week  or  month.  These  compari- 
sons are  and  must  be  of  vital  necessity  in  scan- 
ning the  business  horizon  for  sales — ^how  they 
can  be  most  profitably  made.  If  this  is  not 
possible,  the  leaks  are  liable  to  sink  the  ship. 

It  is  a  relief  for  a  Hardware  man  to  be 
able  to  leave  to  his  bookkeeper  what  formerly 
required  many  minutes  or  hours  of  his  own 
time  each  day.  It  is  a  relief  not  to  answer 
many  questions  throughout  the  day.  It  is  a 
relief,  in  a  word,  to  reduce  his  business  to  such 
a  system  that  he  will  have  the  leisure  to  work 
out  new  preparations,  formulate  new  plans  to 
interest  the  buying  public  and  advance  his 
business  until,  unharassed  by  a  thousand  petty 
details,  he  will  find  himself  growing  and  ex- 
panding. Did  you  ever  stop  to  think  how 
much  your  own  presence  is  required  every  mo- 
ment   at    your    work;    how    dependent    your 


clerks  are  on  you  for  prices ;  how  many  kicks 
you  have  from  your  customers  because  so 
often  no  two  clerks  charge  the  same  for  an 
odd  quantity  of  an  odd  article?  How  often 
your  memory  serves  you  badly  in  buying  and 
selling  goods! 

INTEREST     THE    CLERICAL     FORCE. 

One  of  the  means  of  effecting  sales  in  any 
line  of  retail  trade  is  to  interest  the  clerical 
force  in  the  work  of  selling.  Once  thoroughly 
interested  in  their  work  and  in  the  welfare  of 
the  employer  and  his  business,  their  capacity 
for  salesmanship  increases  in  a  direct  ratio 
with  their  interestedness.  When  the  Hard- 
ware man  has  taken  the  initiative  and  shown 
the  clerks  what  system  means  and  the  labor 
it  saves,  they  will  be  stimulated  to  take  interest 
in  his  business,  they  will  add  their  own  per- 
sonality to  the  work,  suggest  and  give  ideas, 
and  be  a  constant  source  of  help  and  pleasure 
and  not  a  source  of  constant  irritation  to  their 
employer  by  negativeness  and  dependence  for 
every  petty  detail  connected  with  their  work. 
No  business  man  can  ignore  the  importance  of 
cost  and  selling  prices,  and  prices  should  al- 
ways be  kept  uniform.  Under  no  circum- 
stances should  the  clerks  be  allowed  to  make 
special  prices.  As  they  have  no  excuse  for  not 
knowing  the  regular  price,  a  customer  may  be 
sure  of  being  charged  the  same  price  for  any 
article  or  any  quantity  of  goods,  no  matter 
by  whom  he  is  served. 

AN    IMPROVED    BOOKKEEPING    SYSTEM. 

At  first  thought,  one  might  ftel  that  to  adopt 
a  system  to  cover  the  above  outlined  plan  might 
require  too  much  work.  But  he  will  be  sur- 
prised to  find  how  little  time  and  energy  the 
head  of  the  business  will  have  to  devote  each 
month  to  accomplish  this.  I  have  been  using 
such  a  system  in  my  Hardware  business  for 
the  last  ten  years,  and  have  found  that  it  filled 
a  long-felt  want.  The  plan  is  so  simple  that 
a  boy  or  girl  out  of  high  school  can  take  it 
and  with  but  little  study  is  soon  fitted  to  take 
hold  of  the  work.  When  in  book  form  there 
will  be  given  illustration  and  detail  of  sales, 
charges,  cash  and  journal  department,  ledger, 
invoices,  credit  memoranda,  goods  returned, 
continuous  inventory,  recapitulation  of  depart- 
ments, expense  reports,  report  on  salesmen, 
tin-shop,  etc. 

No  Hardware  merchant  can  afford  to  shut 
his  eyes  to  the  progress  that  has  been  made 
within  the  last  few  years  in  accounting  meth- 
ods. If  he  wishes  to  keep  pace  with  the  times, 
he  will  carefully  study  the  uses  and  advantages 
of  the  system  that  is  fast  coming  to  play  an 
important  part  in  modern  and  up-to-date 
Hardware  business  methods.  He  will  study 
how  he  can  utilize  this  method  to  best  ad- 
vantage in  his  own  store,  and  by  expending 
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a  little  thought,  he  will  be  greatly  surprised  at  - 
the  improved  services  this  system  will  bring 
him.  It  will  stop  losses  and  leaks  in  his  busi- 
ness. It  will  increase  his  sales  by  friendly 
rivalry  among  his  clerks.  It  will  keep  his 
clerical  force  from  forgetting  to  make  charges. 
It  will  show  him  the  daily  sales  of  each  clerk 
and  how  many  sales  are  made.  It  will  show 
him  the  daily  profit.  It  will  enable  him  to 
check  up  the  daily  sales.  So  many  salesmen 
are  inclined  to  cut  prices,  but  with  this  sys- 
tem he  will  have  complete  check  on  his  clerks. 
It  will  be  to  him  what  no  cash  register  can 
possibly  be — a  positive  tab  on  the  cash  as  well 
as  the  charges.  It  will  give  him  a  continuous 
inventory.     In  case  of  fire,  adjustment  is  made 


,1  ,with  outlines  for  twenty  departments.  Goods 
returned.  Continuous  monthly  department  in- 
ventory. Expense  report.  Report  on  sales- 
men, their  sales  and  number  of  customers 
waited  on.  Methods  and  details  in  tin-shop 
and  cost  of  and  price  charged  for  work.  Sell- 
ing goods  on  the  instalment  plan.  Lease  and 
collection  system  fully  explained. 
•  This  system  I  have  been  using  for  ten  or 
more  years,  and  it  embodies  many  valuable 
features  not  generally  used  by  Hardware  mer- 
chants, and  is  very  simple  in  plan. 

A  Connly  Fto  Display 

Displays   at   county  iairs,    where   they  are 
properly    conducted,    and    where    local 
conditions  favor,  are  still  considered  good  ad- 


DisPLAY  AT  County  Fair  by  Holuster  Hardware  &  Plumbing     Co.,  Cortland,  N.  Y. 


easy,  for  with  but  little  figuring  an  accurate  in- 
ventory at  the  time  of  the  fire  is  obtainable. 

To  carry  on  the  work  just  outlined  will  not 
require  more  than  fifteen  to  eighteen  minutes 
extra  daily  in  a  Hardware  business  of  say, 
$40,000  to  $50,000  annually.  It  will  show  him 
at  the  end  of  each  month  just  how  much  he  is 
making  in  each  department,  thereby  giving  him 
opportunity  to  curtail  or  cut  out  unprofitable 
departments.  It  will  guide  a  buyer,  as  he 
knows  how  much  goods  he  has  in  each  de- 
partment and  can  refer  back  to  preceding 
months  or  years  for  comparison.  This  system 
provides   for  invoices  and   credit   memoranda 


vertising  when  properly  done.  The  exhibition 
made  by  the  Hollister  Hardware  &  Plumbing 
Co.,  Cortland,  N.  Y.,  at  the  last  county  fair 
was  commendable.  As  the  firm  name  indicates, 
a  plumbing  and  a  Hardware  business  is  con- 
ducted, a  separate  store  for  each.  ElectHcal 
supplies  are  also  carried  in  the  plumbing  store. 
The  illustration  herewith  shows  one  section  of 
their  booth  at  the  county  fair;  articles  are  so 
clearly  shown  that  enumeration  is  unnecessary. 
The  business  of  the  concern  is  conducted  along 
•  modern  lines.  Show  windows  are  kept  in  ex- 
cellent condition.  Their  advertising  methods 
are  along  peculiar  and  effective  lines. 
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old  article  can  be  made  to  look  like  new.  and, 
as  you  can  notice,  has  a  variety  of  colors  on  it, 
as  follows:  The  lig^hter  color  shows  the  Flat 
Yellow,  or  first  coat;  then  the  dark  color  on 
one  part  of  the  chair  is  Porch  Red  and  on 
another  part  Porch  Green,  which,  of  course, 
does  not  show  in  the  pfhotograph. 

There  are  cards  placed  on  the  chair  calling 
attention  to  these  facts',  although  they  a**e 
somewhat  indistinct  in  the  photograph.  Fo»* 
instance,  on  the  right-hand  side  of  the  chair 
is  a  card  which  reads,  "This  is  it — Chi- 
Namel";  another  card  reads,  "Porch  Red," 
etc. 

The  back  of  the  window,  at  the  upper  part, 
was  decorated  with  Chinese  fans,  umbrelhs, 
lanterns  and  crepe  paper,  and  boards  showing 
the  different  colors  of  Chi-Namel  applied 
after  the  graining  had  been  done,  represent- 
ing rosewood,  mahogany,  etc. 

This  window  attracted  a  great  deal  of  atten- 
tion, and  used  in  connection  -with  its  com- 
panion window  on  the  lower  side  of  the  en- 
trance, in  which  we  had  a  woman  demonstrat- 
ing at  the  same  time,  effected  very  large  sales 
of  these  goods. 

On  the  two  Saturday  nights  during  which 
this  demonstration  was  in  progress,  it  was 
necessary  for  the  police  to  clear  the  sidewalk 
in  front  of  the  entrance  to  our  store,  so  great 
were  the  crowds  attracted. 

Wright- Dan  A  Hardware  Co., 
A.  J.  Lowery. 

KeacU  the  Magazine  from  Cover  to  Cover 

We  read  your  Magazine  from  cover  to 
cover  and  learn  something  constantly 
from  carefully  reading  same.  Would  not  do 
without  the  Hardware  Dealers'  Magazine. 
The  Hardware  business  being  entirely  new  to 
the  writer,  you  can  readily  see  what  a  great 
help  the  Magazine  is  to  me. 

Wilder  Bros. 


Treat  all  customers  alike,  rich  or  poor,  black 
or  white.  Remember,  they  are  all  human,  and 
with  that  same  kind,  courteous  treatment  you 
will  have  them  on  your  list  as  "regulars"  for- 
ever. 


The  Buyers'  Creed 

I  believe  in  having  goods  in  stock  when 
they  are  called  for.  This  is  the  first  duty  of 
a  good  buyer. 

I  believe  in  being  out  of  goods  when  the 
season  is  over.  This  is  the  second  duty  of  a 
good  buyer. 

I  believe  in  getting  the  extra  five  per  cent, 
when  I  can.  This  is  the  third  duty  of  a  good 
buyer. 


Modesty  may  be  a  splendid  personal  virtue, 
but  it  is  out  of  place  in  business.  If  you  have 
a  good  article  to  sell,  don't  be  too  modest  to 
say  so. 


Plumbing  Handiwork 

To  the  Editor: 

We  are  sending  you  a  photograph  of  a  piece 
of  plumbing  work  done  by  one  of  our 
plumbers,  Mr.  E.  J.  Sallenbach.  It  is  a  por- 
tion of  the  equipment  of  a  bathroom.  The  pipe 
and  fittings  are  of  standard  stock  variety.  The 


chief  point  of  interest  centers  in  the  lion's 
head,  the  mouth  being  the  outlet  for  the  tub. 
Above  the  lion's  head  will  be  the  outlet  for  the 
» shower.  This  lion's  head  was  hammered  out 
of  a  heavy  piece  of  sheet  lead  by  hand,  with- 
out moulds  or  pattern  of  any  kind,  having  as  a 
guid^e  merely  a  flat  printed  picture  of  a  lion. 
J.  C.  ZiNSER  Hardware  Co. 
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Displaying  Seasonable  Goods 

1  display  screen  doors  by  hinging  them  to  a 
2x4  and  also  hinge  each  door  to  an- 
other. In  this  way  they  can  be  closed  up,  tak- 
ing but  little  room,  similar  to  a  folding  screen. 


Revolving  Platform  in  Window. 

Window  screens  I  put  in  a  rack  that  is  pro- 
vided with  casters.  This  rack  is  made  of 
strips  1%  X  %  inch,  with  a  partition  between 
each  size. 

In  displaying  garden  tools  in  the  show  win- 
dow, I  have  a  circular  platform  three  feet  in 


Rack  for  Window-  Screens. 


diameter,  with  a  center  post.  The  platform 
revolves,  the  power  being  furnished  by  a  hot 
air  engine  located  inside  the  store.  There  is  a 
pully  underneath  the  platform  and  a  cord  is 
used  for  a  belt.  This  method  attracts  con- 
siderable attention,  and.  the  platform  can  be 
used  for  other  purposes. 

S.  O.  Cummins. 

Displaying  Farm  Tools 

We  have  not  found  a  very  satisfactory  way 
of  displaying  window  and  door  screens. 
We  believe,  however,  that  goods  well  displayed 
are  half  sold  and  always  take  advantage  of 
any  suggestions  along  this  line.  As  we  are 
located  in  a  small  cotmtry  town  and  as  our 


store  is  about  like  the  average  store  in  a  town 
of  this  size,  our  display  room,  especially  our 
window  space,  is  limited.  However,  we  be- 
lieve in  using  what  we  have  to  the  best  ad- 
vantage. We  change  our  display  about  every 
week  or  10  days. 

The  writer's  experience  with  displays  has 
been  that  the  more  original  and  out  of  the  or- 
dinary the  display,  the  more  it  attracts,  and 
this  is  the  motive  of  any  window  display. 
We  often  find  ourselves  awake  at  nights,  think- 
ing up  something  for  window  display  that  will 
be  different  from  the  other  fellow. 

In  regard  to  displaying  garden  tools,  we 
have  a  display  in  our  window  now  which  is 
very  suggestive  and  which  is  doing  good  work. 
Our  window  space  is  about  eight  feet  wide 
and  three  feet  deep.  We  put  an  inch  strip 
around  this  space  and  filled  with  good  black 
dirt.  As  we  need  the  light  from  the  window, 
we  cannot  use  solid  background,  but  instead, 
we  built  a  miniature  woven  wire  fence,  and 
in  this  space  and  on  the  dirt  is  a  very  good 
foundation  for  garden  tools,  garden  plow  and 
a  number  o^f  packages  of  seed  will  add  to  the 
reality  of  display.  If  window  space  is  large 
enough  we  would  suggest  a  typical  farm 
scenery,  including  house,  bam,  fences,  wind- 
mill, etc. 

By  all  means  be  original  and  diow  by  your 
displays  and  advertising  that  you  are  a  leader 
and  not  an  imitator. 

In  making  up  displays,  you  will  find  just 
such  suggestions  as  this  and  many  others  by 
reading  carefully  your  Magazine^  and  then 
adding  to  or  changing  to  suit  your  particular 
case.  Bondurant  Hardware  Co., 

Frank  E.  Scott. 

Displaying  Gh)ods 

To  the  Editor: 

In  the  displaying  of  door  screens  we  have 
many  ideas.  One  season  we  displayed 
them  as  per  sketch  herewith,  taking  three  or 
four  styles  that  a  dealer  may  have,  attaching 
T-hinges   to    the    doors   and   then    arranging 


5ide  /TJeuat/on  ^^(^  Jfleu, 

Garden  Tool  Rack. 

them  on  a  board  7  feet  high  and  about  5  or  6 
inches  wide.  In  this  way  you  can  swing  the 
doors  to  good  advantage  and  display  them  in  a 
proper  manner.  This  year  we  are  going  to 
insert  two  casters  in  each  sample  of  our  doors 
and  keep  the  doors  in  stalls  purposely  made 
for  tliem.  We  never  believe  in  carrying  a  full 
stock  of  doors,  as  tiiey  take  up  valuable  room. 
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We  always  arrange  samples  and  sell  from 
them.  By  the  use  of  casters  on  doors  we  can 
roll  them  around  and  we  think  it  will  be  a 
much  better  way  than  we  have  been  doing. 

We  have  always  displayed  window  screens 
in  racks  built  for  the  purpose.  Certain  size 
racks  for  certain  size  screens. 

We  enclose  sketch  of  our  garden  tool  rack. 
On  this  rack  we  spent  considerable  time  and 


thought.  Judging  from  previous  experience,  we 
believe  we  have  an  ideal  rack,  one  that  takes 
up  but  little  room  and  on  whidi  can  be  dis« 
played  a  full  line  of  garden  tools — rakes,  hoes, 
etc.  Between  the  sides  on  one  end  we  arrange 
shelves  in  which  we  have  placed  boat  oars, 
long  shovels  and  hoe  handles,  etc.  Here  we 
also  hang  our  tackle  blocks. 

F.  A.  Hull  &  Son. 


APPROACHING   CUSTOMERS 


When  it  is  possible  I  always  greet  my  cus- 
tomers at  the  door  and  ascertain  their 
wants.  After  the  purchase  is  made,  if  I  have 
something  new  i  will  work  it  in  the  conversa- 
tion ;  otherwise  I  talk  seasonable  goods.  Very 
often  when  customers  "look  around"  they  are 
seeking  a  present  for  a  friend,  and  in  such  a 
case  I  endeavor  to  assist  them  by  mentioning 
articles  suitable  for  gifts.  I  first  find  out 
whether  it  is  for  a  lady  or  a  gentleman,  and 
then  act  accordingly.  L.  Hoeltje. 

Good  Advice  from  an  Experienced 
Hardwareman 

If  possible  a.  customer  should  be  met  at  the 
front  door. with  a  pleasant  smile,  a  word 
of  greeting,  and  a  warm  clasp  of  the  hand. 
This  is  especially  important  with  the  farmer 
who  greatly  appreciates  these  little  courtesies. 
He  naturally  warms  up  to  the  merchant  who 
shows  enough  interest  in  his  home  affairs  to 
ask  about  them.  Perhaps  the  city  man  is 
equally  susceptible  to  this  kind  of  flattery,  but 
the  chances  are  he  will  be  more  reserved  in 
showing  it.  It  pays  to  remember  the  little 
incidents  that  are  constantly  happening  to 
one's  customers  and  when  the  chance  occurs 
refer  to  them  in  a  friendly  way,  congratulating 
him  on  his  good  fortune  or  expressing  sympa- 
thy for  bis  losses. 

This  attitude  should  be  real  and  not  merely 
assumed.  It  can  be  a-s  easily  cultivated  as  a 
taste  for  history,  science  or  any  other  branch 
of  learning,  and  should  be  more  for  the  effect 
it  will  have  on  our  own  characters  than  for 
financial  gain,  though  that  will  come. 

If  we  look  as  though  we  were  glad  to  see 
him  personally  when  a  customer  comes  in,  the 
.  chances  are  that  we  will  feel  a  little  glad,  and 
will  perhaps  speak  a  little  more  pleasantly 
than  we  otherwise  would.  If  we  let  our 
mouths  stretch  in  a  "wide  expansive  smile" 
the  reflex  action  will  cause  the  smile  to  sink 
in  and  make  us  feel  the  better  for  it.  This  is 
easily  tested.  If  we  screw  our  features  up 
into  a  glum  sour  scowl  and  then  let  it  relax 
and  broaden  into  a  sunny  smile  it  will  show 
instantly  the  effect  of  the  facial  muscles  upon 
the  spirits.    Try  it. 

Yes,  we  should  meet  the  customer  at  the 
door,  meet  him  cheerfully,  and  as  a  friend. 
The  clerk  who  waits  for  a  customer  to  come 
back  to  where  he  has  taken  root,  or  until  he 


stops  at  some  certain  line  of  goods  in  which 
he  is  interested,  is  not  a  salesman;  he  is  only 
a  waiter,  and  not  a  good  waiter  at  that.  He 
should  be  given  a  week's  wages  and  advised 
to  seek  a  more  restful  position. 

If  occasion  offers  the  salesman  should  al- 
ways call  the  customer's  attention  to  any  other 
articles  he  thinks  may  appeal  to  him,  or,  as  a 
matter  of  general  interest,  unless  he  appears 
to  be  in  a  hurry,  when  he  should  be  thanked 
and  invited  to  return. 

When  a  customer  seems  to  have  come  in 
just  to  "rubber  around"  he  should  not  be  fol- 
lowed too  closely,  as  this  is  offensive  to  some 
people,  but  his  actions  should  be  noted,  and 
when  his  interest  seems  to  be  awakened  the 
salesman  should  happen  around  just  in  time 
to  call  his  attention  to  the  good  points  of  the 
article  attracting  his  attention.  To  show 
goods  merely  as  an  object  of  interest,  yet  in 
such  a  way  as  to  excite  the  ctrstomer's  desire 
to  possess  it,  is  real  salesmanship. 

The  good  salesman  should  be  neat  and  clean, 
but  not  foppish;  attentive,  but  not  obsequious; 
polite,  but  not  servile ;  cheerful,  but  not  boister- 
ous; show  interest  in  his  customer's  affairs, 
but  not  curiosity;  endeavor  his  utmost. to  ef- 
fect a  sale^  without  being  too  insistent;  have 
the  utmost  faith  in  his  wares,  know  all  their 
talking  points,  and  be  able  to  express  them  in 
an  agreeable  way. 

T.  J.  Mathews. 
When  a  Customer  Enters  Onr  Store 

When  a  customer  enters  our  store  we  mean 
to  have  our  clerks  greet  the  customer  and 
ascertain  what  the  customer  is  interested  in 
or  wishes  to  buy.  After  the  customer  has 
made  a  purchase  we  do  not,  as  a  rule,  suggest 
or  try  to  sell  other  goods  unless  it  is  some  one 
we  arc  very  well  acquainted  with  or  the  goods 
happen  to  near  where  they  are  trading,  and 
then  it  would  be  only  such  goods  as  we 
thought  they  might  be  interested  in.  If  we 
have  a  novelty  or  a  specialty  that  is  attracting 
the  attention  of  the  public  we  are  very  apt  to 
call  attention  to  such  an  article.  If  a  customn 
wishes  to  look  around  we  think  it  better  in  a 
general  way  to  allow  him  to  do  so  without 
i.ny  one  accompanying  him.  We  think  a  clerk 
can  use  a  lot  of  discretion  in  cases  of  this 
kind;  some  people  wish  to  have  suggestions 
made,  others  prefer  to  be  let  alone. 

Lyon  &  Ewaux 
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Oklahoma  Window  Displayi 

Harry  Mead  Co.,  Shawnee,  Okla.,  have 
some  good  window  displays  during  the 
various  seasons  of  the  year.  A  spring  goods 
display  of  lawn  accessories  is  shown  in  thi^ 
connection.  The  hose  is  sliown  in  various  coils 
at  the  side  and  back.  Lawn  mowers,  grass 
hooks  and  shears,  etc.,  are  in  the  foreground. 
To  represent  a  lawn  earth  was  placed  in  tlie 
window  and  some  artificial  flowers  gave  a  nat- 
ural appearance.  The  green  grass  appearance 
was  simulated  by  dyed  excelsior,  and  the 
bright  colors  of  the  flowers  and  decorated 
lawn  mowers  gave  an  effect  that  no  photo- 
graph can  reproduce. 

A  tool  window  display  shown  a  short  time 
ago  is  also  reproduced  herewith.  A»large  cir- 
cular saw  occupies  the  center  of  the  window, 


It's  just  as  easy  and  you'll  feel  better  and  so 
will  they. 

Show  goods  to  your  customers  as  you  would 
to  your  friends.  Get  .out  anything  and  every- 
thing which  you  think  will  -  interest  them. 
Help  make  the  selections  and  don't  get  rest- 
less or  impatient  while  the  customer  is  decid- 
ing what  to  buy.     It  has  spoiled  many  a  sale. 

When  you  know  a  thing  from  "A  to'Z,"  you 
get  enthusiasm  and.  sincerity  into  your  talk. 
Your  argument  is  cohvindng  and  it's  easy  for 
you  to  sell  goods.  But  it's  hard  work  and  it's 
unpleasant,  too,  trying  to  sell  something  you 
don't  know  Anything  about. 

Don't  argue  with  customers.  Give  them  the 
benefit  of  your  experience  and  advice,  but 
don't  try  to  force  upon  them  goods  they  don't 
want. 


Tool  Window  Display  by  Harry  Mead  Co.,  Shawnee,  Okla. 


while  the  frame  is  made  up  of  cross-cuts,  with 
bits,  hack-saw  blades,  etc.,  around  same.  Panels 
in  the  background  and  sides  show  trowels,  bits, 
chisels,  hammers,  hatchets,  dividers,  squares, 
braces,  wrenches,  etc.  On  the  floor  of  the  win- 
dow are  artistically  arranged  monkey  and  pipe 
wrenches,  axes,  hammers,  mauls,  planes,  etc. 

How  a  Clerk  Can  Increase  His  Salary 

Your  salary  comes  out  of  the  gross  profits 
you  make  for  your  employer.  Make  more 
money  for  him  and  you  will  make  more  money 
for  yourself. 

Study  every  customer  and  cultivate  his  ac- 
quaintance. It  will  help  you  increase  your 
sales. 

Learn  the  name  of  each  customer  who  comes 
into  the  store. 

Calling  a  person  by  name  goes  a  long  way 
toward  breaking  down  that  barrier  of  reserve 
which  otherwise  is  so  hard  to  get  around. 

Be  glad  to  see  people  when  they  come  in. 


Don't  make  claims  for  your  goods  that  you 
know  the  goods  won't  back  up.  The  customer 
finds  out  the  truth  in  the  end  and  few  custom- 
ers will  let  you  have  a  second  chance  to  give 
them  the  worst  of  it. 

Try  to  send  every  customer  away  satisfied. 
A  satisfied  customer  is  the  kind  that  comes 
back. 

Don't  hide  the  "stickers"  under  the  counter. 
Get  them  out  and  try  to  sell  them.  Often  the 
proper  display  of  an  article  means  the  differ- 
ence between  "sellers"  and  "stickers." 

Any  one  can  sell  new,  well-advertised  goods, 
but  it  takes  a  mighty  good  salesman  to  keep 
the  odds  and  ends  and  hard  sellers  cleaned  up. 

Be  a  salesman,  not  a  clerk.  Leiarn  to  do 
things.  Have  a  little  initiative.  Don't  always 
wait  to  be  told. 

Look  around  and  see  what  there  is  to  do— 
and  do  it.  That  is  the  kind  of  man  who  gets 
ahead  nowadays. 
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Don't  forgot  about  the  store  the  minute  you 
get  outside.  Keep  it  in  one  corner  of  your 
mind  all  the  time. 

You  often  have  a  chance  to  drop  a  hint 
among  your  friends  about  new  things  "down  at 
the  store."  It  can't  do  any  harm  and  may 
make  business. 

Get  into  the  habit  of  doing  these  things.  You 
know  the  way  to  get  more  money  is  to  "show" 
your  employer  you  are  worth  it. 

Flint  Knapping 

At  Brandon,  in  Suffolk,  England,  there  still 
survives  an  industry  nearly  as  old  as  cre- 
ation itself — the  industry  of  flint-knapping — 
that  is,  the  chipping  of  flints  for  old-fashioned 


edged  striker.  This  is  done  with  the  rapidity 
of  a  steam  hammer.  A  singfle  worker  can  turn 
out  as  many  as  2,000  flints  in  a  day. 

Most  of  the  flints  are  exported  to  South 
America  and  West  Africa,  for  the  use  of  trap- 
pers and  dusky  warriors  who  have  no  more 
modern  firearms  than  the  flint-lock  muskets  of 
a  hundred  years  ago. 

But  in  former  days  the  British  Government 
was  the  chief  customer  of  the  Brandon  flint- 
knappers,  who  supplied  the  whole  British  army 
with  gun-flints.  And  even  now  the  govern- 
ment occasionally  flnds  a  use  for  these  flints, 
for  during  the  last  Boer  war  16,000  flints  were 
supplied  to  the  troops  at  the  front  for  use  in 
tinder  boxes. 


Lawn  Accessories  Display  by  Harry  Mead  Co.,  Shawnee,  Okla. 


gun-locks  and  tinder-boxes.  The  method  em- 
ployed to-day  is  precisely  the  same  as  that 
which  our  Neolithic  ancestws  must  have  used 
to  prepare  their  flint  arrow-heads  and  knives. 
Eighty  thousand  prepared  flints  are  turned 
out  every  week  by  the  dozen  or  so  of  flint- 
knappers  who  still  ply  their  ancient  craft  at 
Brandon.  The  method  of  working  is  as  fol- 
lows :  Huge  blocks  of  the  black  flint  are  split 
into  quarters  with  a  heavy  hammer,  each  quar- 
ter is  flaked  into  small,  sharp  pieces,  and  final- 
ly each  flake  is  trimmed  or  knapped  into 
double-backed  squares  with  a  peculiar  sharp- 


Many  flint-knappers  earn  about  $10  a  week. 
In  the  heyday  of  the  craft  the  earnings  were 
much  greater,  and  there  are  old  men  in  Bran- 
don who  will  tell  you  of  the  days  when  the 
flint-knappers  used  to  parade  the  town  on  a 
Saturday  night  with  £5  notes  pinned  to  their 
caps. 

There  is  one  very  serious  danger  in  the  flint- 
knapper's  trade.  It,  in  many  cases,  tends  to 
produce  consumption.  The  knapper  inhales 
minute  particles  of  flint,  which  cut  into  the 
tissues  of  the  lungs.  The  work  is  well  paid, 
and  there  are  always  men  to  do  the  work. 
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Bulletin  of  New  Dealers 

(REQUESTS    FOR   CATALOGUES   AND  INFORMATION.) 

Special  reports  have  been  received  at  the  office  of  tlie  Habowarb  Dbalbks'  Magazine  from  the  foUowms 
new  dealers  (or  change  in  style  of  firms)  since  last  bulletin,  stating  the  goods  which  they  handle  or  expect  u> 
handle.  These  reports  are  sent  to  us  direct  from  the  dealers  themselves,  and  are  therefore  reliable.  They 
want  the  latest  catalogues,  special  circulars  or  price-lists  relating  to  the  classes  of  goods  they  handle.  Thr 
ntunbers  indicate  classes  of  goods  handled. 


1  Builders'  Hardware 
t  Machinists'  Tools 
t  Carpenters'  Tools 

4  Cntlery  ft  Plated  Ware 

5  Tinware 

•  Woodenware 

7  Rope  and  Twine 

8  Pumpt 

•  Agrieultural  Goods 

10  Bicycles 

11  House  Fumbhings 

12  Guns  and  Ammunition 


18  Building  Papers 
14  General  Hardware 
16  Electrical  Supplies 

16  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Ranges 

19  Furnaces 

80  Saddlery  Hardware 

81  Vehicles 

88  Lead  and  Iron  Pipe 
88  Tin  Plate  and  MeUls 


84  Cabinet  Hardware 

86  Hone  Shoes 

80  Plasterers'  Tools 

87  Paints  and  Dili 

88  Glass  and  Putty 

89-  Blacksmiths'  Supplies 
SO  Fishing  Tackle 

81  Sportinig  Goods 
88  Butchers'  Tools 
88  Hose 

84  Weather  Strip 

85  Belting 


88  Lawn  Mowers 

87  Lamps 

88  on  Stoves 

89  Stationers'  Hardware 

40  Refrigeraton 

41  Shoe  Nails,  Soles,  etc 
48  Wood   Mantels,   etc. 
4X  Plumbers'  Supplies 

44  Steam  Fitters^  Supplier 
4:»  Yacht  ft   Boat  Hardware 

46  Washing  Machines 

47  Incubators 


Arkansas 

Mulberry :    Mulberry  Hardware  Co. 

Retail  (recently  incorporated),  1  to  5,  inc., 
7,  8,  9.  12,  13,  14,  18,  21,  22^  25,  26,  29,  30, 
41,  44,  46. 

Calif  omia 

El  Centro:    El  Centre  Hdwe.  &  Impt.  Co. 
Re'ail   (opened  new  store),  1  to  10,  12,  13, 
14,  18,  20,  21,  22,  24,  26  to  33,  36,  38,  40, 
43,  44. 

Colorado 

Grand  Junction :    Ross  Hdwe.  &  Supply  Co. 

Retail  (succeeded  John  Wright  Hdwe.  Co.), 

I  to  8,  10,  12,  14,  18,  22,  24,  25,  26,  28  to 

86,  38,  40,  44,  46.     -  • 

Las  Animas:    The  Tyson-Branson  Hdfwe.  Co. 

Retail   (succeeded  H.  W.  Vtgar);  1  to  9,  12,' 

14,  19,  21,  24,  26,  27,  28,  30,  36,  38. 
Saguache:    Alexander  Hdwe.  &  ^Lumber  Co. 

Retail  (succeeded  Lawrence  &  Williams),  1, 
3,  4,  5,  7  to  10,  12  to  14,  18,  20  to  22.  25  to 
35,  37,  41,  46. 

Idaho  ' 

Cottonwood :    John  Hoene. 

Retail  (bpeiie:!  new  stipre),  l.to  10,  12,  13, 
14j  18,  21,-22.  25,  27,  *28,:29,"'31,  '33,  35,  37, 
41,'43j.44:>^  ^    ' 

Grang!^v.i% :..  Efmers-Wood  Co.,'Ltd. 

Retail    (succeeded  EarPG.  Wood),' 1   to  9, 
•     k;  13;  >14,-18,  ^.to  41,  43,  44: 
Rupert:    Howell  &  Towyen. 
Retail  (opened  new  store),  1  to  5,  7,  10,  14, 

15,  18,  24,  29,  32,  37,  38. 

niinois 

Itasca:    Frank  W.  KircHhoff. 
Retail  (succeeded  Aug.  Tonne),  1,  3  to  12, 
14,  15,  18  to  22,  24,  30,  31,  33, 35  to  39, 43. 44. 
Rockford :    Forest  City  Hardware  Co. 
Retail  (opened  new  store),  1  to  7,  11,  13,  14, 
17,  18,  19,  23,  26,  30  to  34,  36,  38,  40,  43,  44. 
Rockford:    Lawson-Peterson  Hardware  Co. 
Retail  (succeeded  Lawson  &  Peterson),  1  to 
7,  10,  14,  18,  19,  23,  24,  26,  33,  34,  36,  38, 40. 


Indiana 

SuUivan:    Scott  Hardware  Co. 
Retail   (formerly  Scott  Bros.),  1,  3  to  8,  10. 
12,  13,  14,  18.  19,  21,  22,  25  to  29,  33  to  SH 
38,  40,  41. 
Winchester:    C.  E.  Magee  &  Son. 
Retail  (formerly  Hobbick  &  Magee),  1,  3  t) 

8,  11  to  15,  17,  18,  19,  23  to  38,  41,  43,  44. 

Iowa 

Elliott:   D.  C.  Reynolds. 
Retail  (formerly  Reynolds  Bros.  &  Carsnn). 
1  to  7,  10,  12,  14,  15,  18,  21,  23,  26,  29,  30, 
31,  36,  38,  41. 
Riverside:    Heitzman  &  Thomann. 
Retail  (formerly  R.  H.  Heitzman),  1  to  1-. 
14,  16  to  26,  29  to  38,  40,  41,  43,  44. 
Waterloo:    H.  D.  Bachtell. 

Retail  (opened  new  store)-,  1  to  5,  7,  10,  14. 
•       18,  19,  23,  26,  30,  31,  32,  33,  36,  38,  40. 

Kansas 

Downs:'  Blank^nsHip  &  Hahrtenkratt. 

Retail  (formerly  J.  W.  Bla;ikenship),  1  to  5. 
V       7,  8,  10,  11,  12,.  14,  18,  19,  22,  23.  24,  26  to 
■^   '    38,  40,  41,  43,  44.       • 
Humboldt:    E.  W.  Trego. 

Retail   (succeeded  Leming  &  Martin).  1,  '^• 
4,  5,  7,  8,  9,  12,  14,  18.  20,  21,  22.  23,  25.  30, 

.   31.  33,  36,  37,  40,  43,  44. 
Laharpe:    T.  B.  Shannon. 

Retail   (opened  new  store),  1.  3.  4.  5,  7,  8, 

9,  11,  12,  14,  18.  21,  30,  31,  33,  36,  38.  40. 
Lyndon :    Lyndon  Hdwe.  &  Plumbing  Co. 

Retail  (succeeded  S.  B.  Johnson),  1  to  5,  7, 
8,  9,  11,  12,  13.  14,  18  to  28,  30,  32  to  44. 
Ottawa:    Franklin  County  Hardware  Co. 
Retail  (succeeded  C.  B.  Voorhis),  1  to  4,  7, 
12,  13,  14,  20,  21,  26,  27,  29,  30,  31,  33,  34, 
35,  36,  41. 
Ozawkie:    N.  W.  Bramwell. 
Retail  (opened  new  store),  1,  3  to  10,  12,  13, 
14,  18,  20,  21,  24  to  31,  35  to  38,  40,  41. 

MassachnsettB 

Haverhill:   Hanscom  Hardware  Co.,  Inc. 
Wholesale   and   Retail    (formerly   Hanscom 
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Hardware    Co.),  1  to   4,  6,  7,  8,  9,  12,  13, 
14,  16,  17,  22,  24  to  36,  43,  44,  45. 

Michigan 

Evart:    Postal-Becker  Hardware  Co. 
Retail     (succeeded     Postal-Kleisner     Hard- 
ware Co.),  1,  3,  4,  5,  7,  8,  12,  13,  14,  16,  18, 
19,  22,  25,  26,  27,  28,  30,  31,  33,  36,  38,  40, 
41  43,  44. 
Grand  Rapids:    Behler  &  Cox. 
Retail  (succeeded  John  Ten  Hopen),  1,  3,  4, 
5,  7,  12,  13,  14.  19,  20,  22,  23,  26,  27,  28,  30, 
33,  34,  36,  37,  41. 

Diissouri 

Oak  Ridge:    A.  T.  Richter. 

Retail   (succeeded  D.  W.  Peterson),  1  to  8. 

11,  12,  13,  14.  18,  22,  24,  26  to  39,  41. 
Silex:    Z.  A.  Heisserer. 

Retail  (succeeded  J.  P.  Mudd),  1  to  5,  7,  8, 

12,  13,  14,  18,  22,  26,  27,  28,  30,  31,  36,  38. 

Nebraska 

Alexandria:    Luke  Shay. 
Retail   (succeeded  J.  J.  Roush  &  Co.),  1,  3 
to  7,  9,  12,  14,  18,  19,  26.  29,  30,  33,  36,  37, 
40,  46,  47. 
Kearney:    Wright  &  Lund. 
Retail  (formerly  J.  C  Wright),  1,  3  to  7,  10, 
12,  14,  18,  19,  20,  23,  24,  26,  29,  30,  31,  33, 
36,  38,  40,  41,  46,  47. 
Maywood:    W.  B.  Votan. 
Retail  (succeeded  H.  H.  Cleveland),  1  to  14, 
18  to  22,  24  to  38,  40,  41,  42. 

New  Hampshire 

Portsmouth:    Muchemore  &  Rider  Co.,  Inc. 
Wholesale  and  retail  (formerly  Rider  &  Cat- 
tor),  1  to  4,  7,  8,  13,  14,  17,  22,  24  to  34, 
36,  41,  44,  45. 

New  Jersey 

East  Orange :    John  A.  Winters. 
Retail  (opened  new  store),  1  to  7,  10,  13,  14. 
24,  36,  40,  46. 

New  York 

Brooklyn:    Thayer,  Wilkinson  Co. 
Retail  (opened  new  store),  1,  3  to  6,  9  to  11, 
14  to  16,  24,  27,  28,  31,  34,  36  to  40. 

Ohio 

Allensville:    Reisinger  &  Cecil. 
Retail   Topened  new  store),  3  to  6.  9,  12  to 
14,  18,  20,  21,  25,  27,  30,  37,  41,  46. 

Oklahoma 

Muskogee:   Creek  Hardware  Co. 
Retail   (opened  new  store),  1  to  10,  12,  13, 
14,  18,  20  to  26,  29  to  33,  36  to  43,  46. 
Waurika:    Waurika  Hardware  Co. 
Retail   (opened  new  store),  1  to  10,  12,  14, 
18  to  47. 

Oregon 

St.  John :    D.  R.  Norton. 
Retail  (succeeded  Potter  &  Gould),  1  to  5, 
7,  13,  14,  18,  26,  27,  28,  30,  31,  33,  36,  37,  38. 
Willamina:    Ivie,  Payne  &  Thornton. 


Retail  (opened  new  store),  1  to  9,  12,  13,  14, 

18,  20,  21,  ^7,  30,  33,  36,  37,  38. 
Woodburn:    M.  J.  Lindahl. 
Retail  (formerly  Lindahl  &  Swenson),  1  to 

8,  10,  14,  18,  22,  27,  28,  37,  43. 

Fennsylvania 

Du  Bois :    Prothero,  Bailey  &  Goodwin. 
Retail  (opened  new  store),  1  to  7,  10  to  14, 
18,  27,  28,  30  to  34,  36,  37,  40,  41,  46. 
Wellsboro:    Roberts  Hardware  Co. 
Retail   (opened  new  store),  1  to  IX),  12,  13, 
14,  15,  18,  19,  22  to  38,  40  to  44,  46. 

Texas 

Alvin:   J.  W.  Carlisle. 

Retail    (succeeded  Alvin  Hardware  Co.),   1 
to  5,  7,  8,  9,  10,  12,  14,  18,  20  to  26,  29  tc 
33.  36,  38  to  41,  43,  44,  46,  47. 
Belton :   J.  L.  Wilson  &  Sons. 

Retail  (succeeded  Wilson  &  Austin),  1  to  5, 
7,  8,  9,  10,  12,  14,  18,  20,  21,  22,  25  to  29. 
33,  34,  35,  36.  38,  43,  44. 

Washini^ii 

Olympia:    McNeil,  Schlosser  &  Co. 
Retail  (opened  new  store),  1,  7,  8,  13,  18,  22, 
23,  33,  35,  43,  44,  45. 

Wisconsin 

East  Troy:    Dickerman  Hardware  Co. 
Retail  (formerly  H.  Dickerman),  1  to  8,  10, 
11,  13,  14,  16,  18,- 19,  22,  23,  27,  29,  33,  34. 
35.  36,  38,  40,  43,  14. 
Eau  Claire:    Burnham-Benson  Hdwe.  Co. 
Wholesale  and  retail  (succeeded  Luebkemnn 
Hardware  Co.),  1  to  7,  10  to  14,  17,  18,  19. 
•      24  to  34,  36,  37,  38,  40,  41. 

A  multitude  of  small  pocketbooks  make  a 
large  volume  of  trade,  and  low  prices  draw 
them  into  activity. 

Touching 

One  touch  of  nature  makes  the  whole  world 

kin, 
One  touch  of  humor  makes  the  whole  world 

grin. 
One  touch  of  pathos  makes  us  brothers  every 

one. 
One    "touch"    for    money    makes    the    whole 

worjd  run. 

A  Hardwareman's  Creed 

1 — I  will  dispel  from  my  mind  any  thoughts 
of  hard  times. 

2 — I  believe  there  is  more  to  be  gained  by 
push   and  aggressiveness  than  by  idle  talk. 

3 — I  believe  times  are  what  we  make  them; 
I  will  add  my  influence  toward  making  them 
good. 

4 — I  will  not  allow  the  investment  I  have 
in  my  business  to  remain  idle. 

5 — I  am  going  to  get  rid  of  the  old  stock  and  - 
restock  with  new. 

6 — I  am  going  to  run  my  business  on  busi- 
ness principles. 
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Who  Makes  the  Goods? 

Any  manufacturer  who  desires  to  have  his 
goods  represented  in  our  card  index  oi 
Manufacturers'  Goods,  and  will  send  us  3x5 
cards  filled  in,  we  will  gladly  give  them  space 
in  our  files.  Items  can  be  indexed  and  cross- 
indexed.     For  example: 


Landers,  Frary  &  Clark  announce  the  re- 
moval of  their  Boston,  Mass.,  oflfice  to  No.  157 
Summer  street. 


PERCOLATORS.  COFFEE 


LANDERS,  FRARY  &  CLARK. 
NEW  BRITAIN,  CONN. 


Goods  can  also  be  cross  indexed  as  in  this 
instance : 

CcFFEE  Percolators. 

Landers,  Frary  &  Clark, 

New  Britain,  Conn. 

The  Information  Department  of  the  Hard- 
ware Dealers'  Magazine  is  now  answering 
several  hundred  inquiri/5s  each  month.  This 
service  is  free  to  subscribers.  In  making  in- 
quiries, please  enclose  stamped  addressed  en- 
velope for  reply.  If  we  have  the  information 
on  file,  immediate  reply  is  made;  otherwise  the 
answer  is  made  as  soon  as  we  obtain  same.  . 

Names  and  addresses  of  makers  of  the  fol- 
lowing goods  are  desired : 

No.  311.     "Acme"  Hook  Spoon. 

No.  312  "Dandy"  Hot  Dish  Lifter  and 
Utensil  Holder. 

No.  313.  "Harring'cn"  Tea  and  Coffee 
Percolator. 

No.  314.    Indispensable  Tool. 

No.  315.     Common  Zinc  Oil  Cans. 

No.  316.     "Reyncicls"   Wire  Gauge. 

No.  317.     "Shannon"  Shelf  Cleats. 

No.  318.  Cast  Iron  Nickel  Plated  Hose 
Nipples  and  Caps,  %  or  M»-inch. 

No.  319.  Wooden  Clothes  Line  Supporter, 
a  device  which  has  a  sort  of  a  double  hook. 

No.  320.    "Laclede"  Barn  Door-  Hanger. 

No.  321.    "Calor"  Can  Openers,  Chisels,  etc. 

No.  322.    "Sprague"  Can  Opener. 

No.  323.  "Little  Giant"  Force  Pump,  for 
cleaning  wash  bowls. 

No.  324.  ''Preferred"  or  "Perfection"  Can 
Opener. 


M.  W.  Hanscom,  who  has  been  the  head  of 
the  Hanscom  Hardware  Co.  and  its  predeces- 
sor for  forty-three  years,  has  retired  and  has 
been  succeeded  by  John  S.  Mason  and  U.  W. 
Leavitt.  The  business  will  be  run  under  the 
same  name  and  will  be  incorporated. 


Carl  Kaufman,  general  manager  of  the 
Motor  Car  Equipment  Co.,  55  Warren  street. 
New  York,  is  on  a  two  months'  European  trip 
for  the  purpose  of  getting  the  latest  things  in 
Automobile  equipment  and  supplies. 

George  Krause  Hardware  Co.,  Lebanon,  job- 
bers, have  issued  a  small  catalogue  for  dealers 
only,  in  which  are  presented  some  spring  and 
summer  goods,  such  as  screen  goods,  lawn 
mowers,  paints  and  varnishes,  sporting  goods, 
hammocks,  ice  cream  freezers,  etc. 


Masbach  Hardware  Co.,  84  Warren  street. 
New  York,  in  their  current  catalogue  of  148 
pages  have  a  volume  that  comprises  1,8(N» 
items.  Condensation  has  been  made  necessary 
by  reason  of  the  large  number  of  goods  pre- 
sented. In  practically  all  cases  illustration? 
have  been  reduced  to  a  smaller  size  than  is 
usually  shown,  so  that  many  items  are  present- 
ed to  a  page.  Goods  catalogued  include  a  gen- 
eral line  of  shelf  Hardware,  tools,  cutlery,  etc. 
A  comprehensive  alphabetical  index  is  given  a: 
the  end  of  the  book. 

An  niinois  Hardwareman 

An  Illinois  Hardwareman  says  in  his  ad- 
vertisement :  "The.  chief  study  of  this  store 
is  to  satisfy  its  customers."  And  this  is  the 
true  philosophy  of  selling,  in  a  nutshell. 

State  and  National  Paint  Legislation 

nn  he  Eastern  Paint  Manufacturers'  Associa- 
A  tion,  of  which  Benjamin  Moore,  Brook- 
lyn, N.  Y.,  is  president,  in  view  of  the  paint 
,  legislation  which  is  cropping  up  in  many  sec- 
tions, have  adopted  a  resolution  in  which  Ihey 
express  themselves  as  being  opposed  to  all 
pernicious  paint  legislation.  The  Newaric  Paint.. 
Oil  and  Varnish  Club,  Newark,  N.  J.,  also 
adopted  resolutions  which  voiced  their  senti- 
ments as  being  against  any  paint  legislation  in 
New  Jersey.  The  Paint  bills  were  killed  in 
committee.  At  a  hearing  before  the  Marshall 
Paint  bill  in  Washington  last  month,  A.  S. 
Somers,  of  New  York,  spoke  against  its  enact-, 
ment  for  the  reason  that  if  the  bill  passed  it 
would  be  necessary  for  every  paint  manufac- 
turer to  make  public  the  results  of  many  years' 
work  in  arriving  at  the  proper  combination  of 
colors  to  produce  certain  results,  the  propor- 
tions of  various  ingredients  to  make  certain 
kinds  of  paint,  etc.  Without  the  incentive  of 
proper  remuneration  for  discovery,  as  matters 
now  stand,  there  would  be  no  progress  in 
making  better  paints  and  colors,  for  the  reason 
as  soon  as  they  were  marketed  all  details 
would  have  to  be  made  public. 
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MYSTIC 
Soup  Spoons 


STAR     (*)     BRAND 

silver  plated  knives,  forks  and  spoons  for  over  half  a  century 
have  been  known  to  the  trade  as  of  the  highest  giade 
produced.    Every  piece  bearing  the  stamp 

*  ROGERS  &  BRO.  A-1 

has  over  fifty  years  of  experience  back  of  it. 

Send  for  catalogue. 

We  are  always  ready  to  aid  the  dealer  in  his  advertis- 
ing, and  supply  cuts  and  printed  matter  without  cost.  Send 
for  booklet,  "Advertising  Hints  and  Suggestions,  etc." 

ROGERS  &  BROTHER,  ^aterbury.  conn. 

Intematlomil  Silver  €•••  Successor 
New  York  Warerooms:  9-11-13  Maiden  Lane 


CREST 

Tea  Spoons 
Butter  Knife 
and  Sugar  Shell 
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The  SWAY  of  the  SWING 


ERE  IS  A  PLEASURE  in  the  innocent  joys  of  childhood— a  happy 
delis:ht,  which  attests  to  the  sway  of  the 

OLD  APPLE  TREE  SWING 

StronfiT*  convenient  and  cheap,  made  from  powerful  chain,  galvanized  to  pre- 
vent rust,  it  has  swunsr  into  favor  wherever  shown.  4  Get  the  Children  a  Swinsr 
that  is  safe.  Furnished  complete  with  Seat  and  Screw-eyes  and  Handles  of  rubber 
hose.  Any  boy  can  put  it  up.  Adjusted  by  simply  movinsr  the  hook  from  link 
to  link.  H  Purses  open  easily  where  the  pleasure  of  the  linle  ones  is  concerned. 
Why  not  sway  to  the  popular  demand  ?  Stock  the  line  to-day.  Push  it.  Display 
It  and  swing  big  profits  your  way. 

ONE    OF   THE   JOYS    OF    SUMMER    TIME    FOR    CHILD    AND   ADULT 

Write  na  for  dealer's  price 


ONEIDA. 


COMMUNITY,    Ltd. 

ONEIDA,    N.  Y. 
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STEPHENSON 
Bar   Belt  Dressing 


:lS: 


Clean  Merchandise 


Ton  may  EHPTT  the  box  bot  yon  ean't  SPUL  the  contents 

A  dozen  Pound  Sticks  in  a  neat  box  is  all  most  mills  care  to 
buy  at  one  time — $4.80  net. 

Such  orders  come  to  us  by  mail  (advertising  does  it)  and  we 
send  them  right  back  to  the  nearest  Dealer. 

This  creates  good  feeling  and  hearty  co-operation. 

"Send  us — same  as  before"  is  a  wonderful  tonic  to  the  Dealer, 
and  STEPHENSON  Dressing,  with  the  Man  with  the  Cog-Wheel 
Face,  is  the  "same  as  before"  kind. 

How  about  YOU  ? 

Don't  you  want  to  sell  it  over  and  over  again  to  the  concerns 
who  buy  belting  of  you  -  and  to  those  who  don't } 

You  cao. 

Stephenson  Mig.  Co.,  Albany,  N.  Y. 

Our  ad.  on  pas^e  507  of  March  issue  and  861  of 
April  issue  of  this  Magazine  should  interest  you 
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1908  WHOLESALE  HARDWARE  DIRECTORY 


FOURTEENTH   ANNUAL  EDITION 


The  information  given  in  tiiis  Directory  consists  of  a  brief  de- 
scription of  the  Wholesale  Hardware  Houses  of  the  United  States 
and  Canada,  giving  the  Date  Established,  Capital  Stock,  If  Incor- 
porated, Territory  Covered,  Lines  of  Goods  Handled,  Etc.,  Etc. 


PRICE    $1.00,   POSTPAID 


DANIEL  T.  MALLETT,   PubUsher,   253  Broadway,  New  York 


REVOLVING   CASES 


Made  in  SO  different  styles  and 
simes.  Send  for  descriptive  book* 
let  and  price  list.. 

American  Bolt  &  Screw  Case  Co. 

DAYTON.  OHIO,  V.  S.  A. 


RETAIL  HARDWARE  AND  SPORT- 
ING GOODS  DIRECTORT  (Thomas) 

An  up-to-date  list  of  the  Retail  Hardware  and 
Sporting  Goods  Dealers  of  the  United  Stateii 
and  Canada ;  giving  the  financial  ratings  of  all 
names  and  the  street  numbers  in  cities. 

Made  up  on  removable-leaf  plan.  Rerlslons 
claimed  to  be  made  during  the  year  and  reyised 
leaves  mailed  to  the  holder  of  the  book. 

PHce,  \S10,00  Postpaid 


DANIEL    T.    MALLETT 

28S  Broadwajr  NEW   YOUC 


Ad 

Aotomatic 

aerk 


that  watches  your 
interests  while 
you  are  out.  :    : 

Detects  Omissions  and  Errors.  Shows  Day's  Work  at  a  daace 
SAVES  MONEY  SAVES  LABOR 

Standard  Gash  Register  Go. 

30  CKestixut  Streck,     .     WabMK,  Indiana 
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HILL'S  FAMOUS 

CLOTHES  DRYERS 

Recognized  the  world  over  as  the  best  desisrned,  best 
constructed  and  most  popular  Dryers  ever  manufactured 

For  La^wn^  Housetop,  Balcony  or  Fire  Erscape 


Hiirsl;*  Champion"  Dryer  for  the  Lawn 

HALF  A  MILLION  IN  USE  AND  NOT  A  DISSATISFIED  CUSTOMER 

The  Reel  is  made  of  best  material  throughout.  It  is  self-lasteninff  and  loclcs  to  post  wlien  in  use,  and 
beins  made  separate,  can  be  easily  removed  when  not  in  use.  The  post  sets  in  a  socket  in  the  irround 
and  can  also  be  removed,  thus  leaving  no  obstruction  at  all  in  lawn  between  wash  days  Fitted  with 
either  wood  post  painted  or  steel  tubinff  post  galvanized. 

All  Castings  of  beat  refined  Malleable  Iron  and  Galvanized 

Extensive  adtfertising  brings  us  inquiries  fi^om  all  sections  whtch  toe  refer  to  dealers  who  ^ell  our 
Dryer.     Are  you  a  dealer  in  Hill  Dryers  T 

MANUFACTURED  ONLY  BY     ^ 

HILL    DRYER    CO.»   315  Park  Ave..  Worcester,  Mass. 

Partial  List  of  Distributors  of  Hill's  Fannous  Dryers  i 

Bufifalo — The  Republic  Metalware  Co. 

Baltimore — The  Carlin  &  Fulton  Co. 

Chicago — Hibbard,    Spencer,   Bartlett   &   Co.;   The 

Republic  Metalware  Company.   * 
Detroit,  Mich. — Buhl  Sons  Company. 
Duluth,  Minn. — Marshall- Wells  Hdwe.  Co. 
ELansas  City,  Mo. — The  Richards  &  Conover  Hdwe, 

Co. 
Los  Angeles,  Cal. — Waterhouse  &  Price  Co. 
Minneapolis,  Minn.— Janney.  Semple,  Hill  &  Co. 
New  York  City — The  Republic  Metalware  Co. 


Omaha,  Nebr.— Wright  &  Wilhelmy  Co. 
Oakland,  Cal.— Waterhouse  &  Price  Co. 
Philadelphia— The  Biddle  Hdwe.  Co. 
Pittsbura— The  Clydesdale  Co. 
Portland,  Ore. — VVatcrhouse  &  Price  Co. 
Rochester,  N.  Y.— Mathews  &  Boucher  Co. 
San  Francisco— Waterhouse   &  Price  Co. 
Seattle,  Wash.— Waterhouse  &  Price  Co. 
St.  Paul,  Minn.— Farwell,  Ozmun,  Kirk  &  Co. 
Sioux  City,  la. — Knapp  &  Spencer  Co. 
Utica,  N.  ir.— W.  B.  Parry  &  Son. 
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Wire  Cloth  Cabinet 


For  storing  and  measur- 
ing wire  cloth.  Top 
especially  ruled  for  cut- 
ting glass.  Two  revolv- 
ing rollers  hold  the  roll 
of  wire  cloth  and  keep 
from  loosening  while 
measuring. 

Height  of  Cabinet,  32 
inches;  length,  70  inches; 
width,  32  inches;  made 
of  solid  oak.  Stores 
22  rolls. 

A  useful,  durable  and 
handsome  fixture.  Will 
last  a  lifetime. 

Save  time  and  to- 
ercase  your  prof  its 
by  using  a  device  made 
for  the  purpose  Write 
for  price  list  and  circu- 
kr  to-day.  Sold  for 
easli  or  on  montli- 
ly  payments. 


What  iho  Hardware  Merchants  havo  ioM  uss 

Gentlemen:  We  like  the  Roller  Cabinet.  Can  watt  on  customers  faster 
'*3  to  1."  Stock  is  always  in  good  condition.  Occupies  small  floor  space. 
Thought  price  too  high.    Would  not  be  without  it  for  twice  the  cost. 

IRVING  A.  SIBLEY,  SOUTH  BEND,  IND. 

Gentlemen :  Wynn's  Patent  Roller  Cabinet  is  one  of  the  most  useful  fixtures 
I  have  in  my  store.  I  would  not  be  without  it  for  double  the  price  I  paid  for 
it,  and  I  heartily  recommend  it  to  every  hardware  man. 

THOMAS  E.  CONNOR,  EVANSTON,  ILL. 

Gentlemen :  I  have  used  your  Roller  Cabinet  for  only  one  season,  but  I  have 
found  it  to  be  one  of  the  best  and  most  useful  pieces  of  furniture  in  my  store,  both 
for  wire  cloth  and  cutting  glass. 

JOHN  ALBAND,  STREATOR,  ILL. 

Roller  Cabinet  Works,  Sterling,  III.,  U.  S.  A. 


BLACK  SILK  15?. 


V  E  is  the 

SH    I    NAME 


Always   usetl  ter  fine  exhUbMon   work. 


Sterling^  UUnois^  Um  S.  Am 

SiBtion  O 
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ock  Fireless  Cookers 

ley  for  dealers..  Our  extensive  mapfpz'ne  advertis- 
ling  ten  million  pe"pl«*  every  month,  is  bringing 
^IGHT  INTO  THE  STORES  of  our  dealers  al 
Jnited  States.  Get  your  order  in  NOW  and  reap 
lare  of  the  harvest. 

1,500  Sold  in  One  City 

lonths  shows  what  can  be  dono,  Bijj  profits  for 
rs  everywhere. 

The  "Hallock"  has  many  exclusive  PATENTED 
features  and  is  pronounced  by  the  buyer  of  one  of  the 
largest  retail  stores  in  America  "the  best  Cooker  on 
the  market.'* 

The  "Hallock"  is  sanitary,  PRACTICAL  and  reli- 
able. Will  last  forever,  requires  no  fuel  and  a  child 
can  operate.     We  furnish  advertising  matter. 

This  will  be  the  biggest  seller  this  season.  Every 
sale  backed  by  our  positive  guarantee.  Write  AT 
ONCE  for  prices  and  descriptive  matter. 

You  ought  to  have  your  order  in  NOW ! 

HALLOCK   FIRELESS    COOKER    CO. 

GRAND    RAPIDS.    MICH. 


Do  You  Handle  Brass  Fire  Place  Fixtures? 


Yesi 


Q  Then  you  have  never  had  a  better  opportunity 
to  purchase  Andirons,  F. resets  and  Fenders  than 
now.  Qlf  you  have  our  catalogue,  make  up  a 
list  of  your  requirements  for  Spring  or  Fall,  and 
we  will  enter  your  order  now  and  give  you  the 
advantage  of  the  present  metal  market.  Q  We 
will  deliver  when  you  say  so. 


THE    ROSTAIMD    WIFG.    CO.  """c^rN""." 

Andirons,  Fenders,  Firesets,  Candlesticks,  Door  Knockers  and  Hardware  Specialties 
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OVER  50,000  TONS 

of  CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  half  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
fence,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
been  the  standard  in  their  line. 

Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
types  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constantly  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  plant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement  suggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  are 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be  shipped  on  sight. 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproof ing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CLINTON,  MASS. 

Branch  offices  at 

NBIV  YORK  BOSTON  CHICAGO  SAN  FRANOSCO 
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A  Sign  of  Good  Business 


for  the  dealer  and  manufacturer 
is  a 

Meyercord  Decalcomania 
— WINDOW  SHiN= 


A  Mynvord  Sifii 

ouprodBOKi  i»  iiintau«)  qqq^  fQf  |||^  Dianofactiirers 

on  account  of  its  originality  of  designs,  beautiful  coloring  and  because 
it  is  transferred  quickly  on  windows  and  doors  of  the  stores  where 
their  goods  are  solcL 

Good  for  the  dealer  because  the  high  character  of  these  signs 
impress  the  public  with  the  importance  of  the  product  they  advertise 
and  the  fact  that  It  Is  for  sale  right  here  noiv.  Probably  no  sign 
in  the  world  means  more  to  manufacturers  and  dealers  in  actual  dollars 
and  cents  than 

Meyercord  Decalcomania  Window  Signs 

Occupying  the  most  valuable  advertising  space  available 
(Windows  and  Doors)  Free.     These  beautiful  signs  con- 
stantly familiarize  the  public  with  your  product  and  create        ^ 
direct  sale.      Send   in   the  comer  coupon   to-day. 
We*ll  do  the  rest.    The  cost  is  hardly  an  item. 


The  Meyercord  Company   ^^# 


1107-1112  Chamber  of  Commerce  //^^/    .     ■■''  / 

CmCAGO  //^^    //// 

American  Manufacturers  of  ;^  /  ^      .'   .o*    ^   5? 


Guaranteed  Decalcomania 
Transfers 
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A»K    for       «« 

The  Nail  Set  with  a 
reputation  for  highest 
quality.  Name  on 
each  one.  Accept  no 
Bubfttitute.  Insist  on 
the  yenuine.  Regular 
sizes,  2.  3,  and  4/32. 

Made  by 


S  Y'JR.  A.CLJSE  ^^       Cop    Rolnt  Nail   Seto 


SYRACUSE  TWIST  DUU  CO.,  at  9M  Crape  St.*  Syracase,  N.  T. 


The  ''BESTYET**  STKOPPEK  is  indeed  the  best  yet.  It  enables 
you  to  strop  BOTH  EDGES  of  your  blade  WITHOUT  taking  it  out  of  the 
frame  (the  old  way)  BOTH  EDG£S  BEING  EXPOSED  (see  cut  above). 
The  "BESTYIT"  is  constructed  on  SCiENTIPIC  PRINCIPLES.  The 
EVEN  BALANCE,  and  the  THICKNESS.  a.Hsures  a  PEKFECT  bevel  and  an  EVEN  stroke,  the  resuh  of 
which  enables  you  to  strop  your  blade  to  PEKFECTION. 

Those  using  the  GILLETTE  razor,  also  ALL  other  razors  with  SINGLE  and  DOUBLE  EDGE  blades, 
can,  by  using  the  "BESTYET**  use  the  blades  MANY  times,  thus  reducing  the  cost  of  shaving  to  a 
MINIMUM,  to  say  nothing  of  the  COMFORT  derived  by  giving  your  blade  a  few  strokes  on  ANY  KIND 
of  a  strop  with  the  **BESTYET"  STKOPPEK. 


Retails  for  50  cents  esch.    For  prices  write  to 

JOHN  G.  BESTGEN  &  CO.,  Patentees  and  Manufacturere, 


FOR  SALE  BY  ALL  nRST  CLASS  lOBBERS. 
161  Summer  St,  Boaton,  Mass.,  U.  S.  A. 


BUILDING   PAPERS 


A  line  of  aU  gradea  suit- 
able for  the  Hardiif«sre 
and  BullitlAia  Tniites. 


C.  B.  HEWITT  & 


Write  for  Sample  Book  and  FHce^.  — 

BROS.,  48   Beekman  Street, 


Headqusrters  for   HARDWARE    WRAPPING 
snd    WOODWORKING  GLUES. 


PAPERS 


NEW  YORK  CITY 

Eastern   Agents   for   CONGO  NEVER-LEAK   ROOFING 
Send  for  Samples  snd  Priee  List. 


THE  ^4A«JESTIC 

COAL   OR   WOOD 


Are  rapidly  coming  Into  general  use,  and  belne 
specifled  by  leading  architects.  Are  advertlned 
in  the  leading  periodicals.  Ask  your  Jobber,  or 
write  us  for  prices. 

MAJESnC  FURNACE  AND  FOUNOIY  CO. 
3  West  Street  Huntington,  Ind. 


ICE  PICKS— 16  strles.  Needle  pointed,  higfaly  tempered, 
pick  points  sre  GROUND,  aot  forged,  whereby  crystaliiatioa 
of  points  is  prevented.  This  ipeaas  111161  to  the  pmrfanser. 
more  to  the  consdentioos  buyer.  ICE  CHISELS— 8  styles, 
msde  of  tempered  steel.  LEMON  SQUEEZERS  of  the 
HIGHEST  GRADE,  msde  of  solid  shiminiim.  also  of  porce- 
lain snd  of  HTood.  UME  SQUEEZERS-l  styles,  solid 
sluminum.  ICE  SHREDDERS  -  tempered  stedUadcs.  ICE 
PLANES  with  double  edged,  hardened  and  tcs^icrcd 
knives,  dischsrging  sutomstically.    Alto  oM  style  ice  pbnca. 

Catalog  for  the  Ashing 

THE  gii.x:hrist  company 

NBWARiC.  N.  J. 
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DEIIEIS  DOIUIIS 


THREE  IN  ONE  is  the  fastest 
selling  oil  on  earth.  Your  trade 
is  not  limited   to  any  particular 
class.     Everybody  uses  Three  in 
One.      It's    the    only    non-gum- 
ming lubricant    It  is  unexcelled 
for    cleaning    and    polishing.     It 
positively   prevents    rust    in    any 
weather  or  climate. 
THREE   IN    ONE   is  an    unusual    oil    com- 
pound   with    hundreds  of     uses     and     millions 
of  users.  It's  the  best  for  you,  too — makes  per- 
manent customers  and   your  profit   is    100   per 
cent,  and  50  per  cent. 


We  help  you  tell  THREE  IN  ONE.  Write  for  full 
particulars  aad  atk  about  our  new  celluloid  signs 
and  transparencies.    Free  to  dealers. 


THREE  IN  ONE  OIL  COMPANY 

42  Broadway,  New  York 


District 

Sales 

Offices 


r  New  York.  N.  Y.  Hudson  Terminal  Bldiri. 
Chicago,  III.   Cummerolal  Nat.  Bank  Bldg- 
Pittsburg.  Pa.    Frick  Bldg. 
Philadelphia,  Pa.    Pennsylvania  Bldg. 
St.  Louis,  Mo     3rd  National  Bank  Bldg. 
San  Francisco,  Cal.    Crocker  Bldg. 
Portland.  Ore.    Wells  Fargo  Bldg. 
Salt  Lake  City,  Utah.    Oo^ly  Bldg. 
Denver.  Culo.    Majestic  Bldg. 
New  Orleans,  La.    Malxon  Blanche. 
Atlanta,  »a.    Candler  Bldg. 
Seattle,  Wash.    Alaska  Bldr.- 


Denatured  Alcohol 

Giidrdnteed  t^ 

US-lndustridl  Alcohol  Co. 

Tr  CoBfena  to  Uoitod  Stotw  OevwMMDt  SpMlfleMloM 

♦  Speciattiprepared/6r  ♦ 
Li9htin^.Hedting.andCooHlng 
inaf^HBxms  where  Mffh/wo^akohol 
gimbestmults.  Upon  requestwe 
"wiUsendlistofSuppb/ Depots  in 
aUprincipal  Cities 
US.Industrid]  Alcohol  Co. 
lOOVNTiIIiam  St.  Newark 
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There  lost  Be  Some  Yirtoe  in  a  Clipper  That  Increases  in  Sales 

to   such  ao  extent  that  eveo  DOUBLING  and  TRIPLING  the  prodHCtkm  FAILS  to  OVERSTOCK  it 


18  a  beauty. 

Q  The  principle  for  distributing  the 
tension  is  correct 

Q  The  concave  grinding  is  a  feature. 


Q  The  idea  of  testing  each  plate  to  a 
constant  tone  pitch  is  good. 

q  Added  to  this  the  COATES  clipper 
methods  make  it  sell. 


COATES  CLIPPER  NANVFACTVRING  CO..  Worcetter.  Nms.,  U.S. A. 

Sole  Selling  Agents :    JOHN  H.  GRAHAM  &  CO.,  113  Chunben  St,  New  Yotfc 


CLIPPERS 


fue— The  Largest  Power 
les  to  the  lightest  and 
it  barbers^  band  clip- 


Priest's  Single 

No.  9 

A  Perfect  Power 

Clipper  and  Groomer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


rials  ODly  osed. 

All  parts  interchangeable : 
reduces  co8t  of  main- 
tenance. 

Why  not  gel  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  quoted  on  request. 


American  Shearer  Manufacturing  Co.,  Makers 
Wiebusch  &  Hilger,  Ltd.,  seiiiog  Agents,  New  York 
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Howland  Pump  Oiler 


Used  the  world  over.  Standard  everywhere.  Pumpt 
th«  oil  to  the  bearingi  at  the  first  stroke  and  in  jnst  the 
quantity  desired. 

For  sale  by  aU  jobbers  in  the  U.  S.  and  Canada 

MAPLE    CITY    MFG.  CO. 

MONMOUTH,  ILLINOIS 


AU  Of  the  Dost  nlth  HaUthe  Work 


The  Arrow  tells  why 
Patent  applied  for 


^ 


LOOSE  lEAD 

TAKES 
TIB  STRAIN 
FLAIL.    DLJST    BEATER 

Manafactured  by 

USEFUL  ARTICLE  CO.,  420  Aibnni  Ave.,  Rdfato,  N.  Y. 


THE 


A.VUUU  uuijr  uii  vrvuiuuv  j^njnoxxM^NO   GOODS. 

Avoid  any  imitation.    The  mark  is  imitated— the 

quality  of  the  goods  never. 

Water,  Oas  and  Steam  Fitters'  Tools,  and 
Machines  for  Pipe  Catting  and  Threading. 
Write  for  Complete  OateOog. 

THE  ARMSTRONG    MF*G.  CO. 

191  lCB«wlloa  St.         Brldscport.  Cmmm. 


GENUINE  BARNES 

PIPE  CUTTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot   Power    Sawing    Machines 
Braao  Tubular  Steerins  Wlieeia  for  Yachts 

MANUFACTUBED  BY 

The  Barnes  Tool  Company 

NEW  HAVEN,  CONN.,  U.  S.  A. 


**Arrow  Brand"  Barbed  Wire 


For  the  eonrenieaoe  of  oar  dctlcri  and  their  customers  we  put  up  our  celebrated  "Arrow 
Brand"  Barbed  Wire  in  80  rod  Reels.  This  effects  quite  a  saving,  as  it  avoids  the  waste  and 
inconvenience  of  random  length  reelr 

It  is  made  on  the  wdl-known  Glidden  Type,  of  high-grade  galvanized  steel  wire,  and  is  a  high- 
grade  article  in  every  respect 

It  is  much  move  prontable  to  the  dealer  than  ordinary  barbed  wire.  You  are  missing  a  valuable 
opportunity  if  you  do  not  carry  in  stock  a  quantity  of  this  popular  specialty.  Let  us  quote  you 
on  it 


KEYSTONE  STEEL  &  WIRE  COMPANY, 


PEORIA,  ILLINOIS 


ACME  SAW  TOOTH 

Carrugated  Joint  Fasteners,  Either 
Parallel  or  Divergent  Oormgation. 

DRIVES  EASILY— CinrS  CLEAN 

Pat  up  in  cartons  of  1,000  each  for 
shelf  hardware  trade. 

SOLC  MANUFAOTUBimS 

ACME    STEEL    GOODS    CO. 
CHICAGO  2S  Elm  BU  NEW  YORK 
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SCREEN    SPRINGS    AND    LIFTS 


No'w  Im  th«  time  to  Stoek  Up  t>«for«  Ply  Time 

aSSD  FOX  aAUM,B  CAKD  ASD  FUICBS 

THE  WALLACE   BARNES    CO..  Sprinl  Makers.  Bristol,  Conn. 


eRNAMHNTAL  PIPE  STRAPS 

TIm  most  perfeolly  cut  and  brlfhtest  tinned 
scraps  erw  sold 

Malleable  and  Wrought  Hooks 

Quality  the  best  that  can  be  made.    Pall  line  of  Valres 
and  pioneers.    Aak  for  samples,  cataloir  and  prices 

BBRGBR  BROS.  &€>.,  Manaffactarers 

231  mad  237  Accb  StMl.  PIILAOELPRIA^  fA. 


xars  DUPLEX 
WIRE  STRETCHER 


PatcBtctf  Jam.  2«tk.  19M 


Wire  always  under  control.-  Stretches 
any   required    distance    without   re- 
leasing^  the  wire.     The  mast  perfect 
tool  of  its  kind  ever  invented. 
Sells  at  sight  on  its  merits. 


BfJRGESS-NORTON    IWf FGe    CO.»   Geneva,  iii. 


**1    Want    a    Darrouir 

One  tliat's  light,  ttrong  and  wIimU  tatUy."    Yoo  have  htard 

cttstomtn  order  that  way.      The  Syracutt  Ns.  ^S  Mcdlmi. 

No.  79  Largt  will  talic  cart  of  them 

SYRACUSE       CHILLED      PLOW    CO. 

Syraoua*.  N.  Y.,  V.  8  A* 


SCREW    CA.L.KS 

WRENCH 


Q 


HALF    SIZE 


i 


N9  \V  4  N9\VlD0  (**av  k  ukd  m  CAW^mians  bmack) 

NORTH  a  PFEIFFER  CO.,  New  Britain*  Coan. 
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WIRE  CLOTH 


Largest  Assortment.  All 
Meshes.  All  Kinds.  Steel 
Galvanized  and  other  ma- 
terials.   Write  us— lit  iir  li.  S-E  litaligH. 

BUFFALO  WIRE  WORKS  COMPANY 


Wll 


Tfie  Old  Reliable— Always  Satisfactoty 


Poultry  Netting 
Farm  and  Lawn  Pencil^ 
Window  Screen  Wire  Clotli 
Goal  Screens 

All  kinds  of  Wire  Cloth— From  all  kinds  of  wire 

THE    NEW    JERSEY   WIRE    CLOTH    COMPANY 

XRKIMXOIM,     IM.    U. 


GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire  Fastener 

Sold  by  all  Jobbers 

Manufactured  only  by 

J.  L.  Clark  Mannfactnring  Co. 

Rockford,  Illinois 
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WRIGHT  WIRE  COMPANY 

.  WORCESTER,  MASS. 
Wire  Cloth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wire  Clothes  Lines 


■ ' 

''fialvanized  flex  Nettiflgs 
andWir&Qotli*' 

WIRB   GUOTH,  dl  kinds 
or  Brod2e. 
Coid,  Ore  or  Saod. 

Hardware,  Foundry  and  CoaL 

QuaUtT  rieht.  Prices  rlffhL 
Write  for  them. 

The  Lndlow-Saylor  Wire  C*. 

ST.   LOUIS,   MO..  U.  S.  A. 

THK  BIGELOW  WI|UB  FLT  KILLER 

PATKNTCD 

Indispenaable  for  the  household. 


SANITARY  WIRE 
SINK  BRUSH 


J.  r. 


Prevents  contasion.  Kills  but  does 
not  crush  the  fly  or  mosquito. 
Popular  with    all    housekeepers. 

BIGELOW,  Ma.nulA.oturer 
Woroostor,  Mslss. 


Non-absorbent. 
No  disease  fferm  can 
adhere  to  the  brush 

NKW  YORK  AOCNT8: 

WILSON  BROS..  107  Chambera  St^  N.  Y. 


Display  Holder 


FLOOR  SPRIHC  HIHCES  AND  DOOR  HOLDERS 

Bmmi  mml  ttrnmimmi  Ymi 

Order  from  jroor  Jobber.    If  he  hasa't  them,  write  as,  bnt  lake  ns  lakfllltBle 

ntwusM         SUPERIOR  SPRING  IINCE  CO.       m  ■.»»«. 


RcwTsrk 


1» 


Cllmloa  SUCMeagOk  111. 


UsA«felci.CaL 


SpriDii  Steel  Stock  aad  Poultri  Feoce 


Made  ef  High  Csrboo  Spriag  Wire.     Suitable  for  all 

pnrpeses.    Farm  Gates  and  Fence  Streicbers. 
SfmiNQ  STEEL  FENCE  A  WIRE  CO.,  ANDERSON,  IND. 


HARTWELL   BROS.,  Inc.  chicaco  hkichts,  ill,,  u, %. % 


Maaufacture  a  fuU  line  of  HICKORY  and 
OAK  HANDLES.  Aho  Genuine  Hand- 
Made  Split  Second-Growth  Handles. 


ATTRAGTIYK  LABELS.  ( 
to  handle  exclusive  branda. 
SHIPMENTS. 
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Watrous    Automatic 
Door  Gatch 

T^vo-thlrds  Actual  Size 

OPEN    ^  ^ATKNT   A^FLIED  PON  CLOSED 


For  screen  doors,  storm  doors,  office  gates,  etc.  Holds  the  door  tight  shut 
and  prevents  sagging  open  at  the  top  or  standing  ajar. 

Neatest,  cheapest  and  best  acting  door  catch  on  the  market  No  templet 
needed.  Anyone  can  put  it  on  in  two  minutes.  The  lightest  trip  and  the 
strongest  hold.  Mounted  Model  frame  free  with  each  first  order  of  three 
dozen  or  more.  If  your  jobber  docs  not  carry  it  write  us  and  we  will  give 
you  name  of  someone  covering  your  territory  who  does. 

Japanned  Steel  Door  Inttons 

Half  the  weight  of  the  cast,  much  stronger, 
and  will  not  break.  No  higher  in  price  and 
twice  as  good.  Made  in  all  sizes  from  1% 
to  2^  inches.  Insist  on  having  them.  Car- 
_  ^  ..  J  ^  r*^d   ^y  *"  leading  jobbers.     Write  tis  for 

Patent  applied  for  samples  and  name  of  nearest  jobber. 

Patent  applied  for. 

THE  E.  L  WATBOUS  MFG.  CO^  Des  Moines,  Iowa 


LAWSON  MFG.  CO.,  40  Dearborn  Si..  Chicago.  111.  ^^^^^^^ 

NEW  YORK  OFFICE.  101  Reade  St.  BOSTON  OFFICE.  224  Franklin  St.     CMimim§mmJif.^y 
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C  Jl 

'   SPRIM 


UTlS 


A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


B 


E 
N 


nilPU-ENP  tPMNS  BUTT 


eHWMO  nMR  RINM 


CNICAQO  SPilNtt  lUn 


CHICAGO        ^'^^§^'>^       NEW  YORK 


-TMK   ORIOIIMAL. 

FLEUR  DE  LIS 
SURFACE  HINGE 


STRONG.  MASSIVE  AND  PLEASING 
TO  THE  EYE 

B«ipar«  of  lnfrlng0mmntM.   Don' t  got  stung 

TIE  GRIFHII  MF6.  CO.,  ERIE,  PI. 


STANLEY'S  STEEL  . 
CORRUGATED  STRAP 
and  T  HINGES 


LEADERS  IN  THEIB  UNB 

*  »  ■ 
fPor  Sale  by  All  Jobbora 

Send  for  "Antohiography  of  a  Yankee 
Hinge.''    Mailed  Free 


THE   STANLEY    WORKS 


i9  Chambers  Stt» 


NSW  BBITAIN, 
.     CONN. 
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Bommer  Screen  Door  Hinges 

WROUGHT    SXEEL. 

The  flies  are  comingr,  how  are  you  fixed  on  screen  door  hing^es?  Do  you 
stock  the  rifl^ht  sort?  Bonuner's  No.  9i0  is  »  new  departure  in  screen  door 
hinges,  and  is  by  long  odds  the  most  attractive. 


Style  900-Non-Holdback 

Wrought  Ste«l  Japanned. 
Has  two  bearing  Joints,  no  matter  whlcli  end 
of  hinge  is  oppermost.  doubling  its  strengHi 
and  dnrablllty.     The  best  and  hand- 
somett  screen  door  hlDge  ever  pro- 
duced. 


Style  999-Holdback 

Wrought  Stsel  J»panned. 

Detachable  From  Door  Without  Unserewlng. 
Three  parts  only.  -No  links  or  rivets. 

The  spring  and  pintle  is  made  of  one  single 
piece  of  oil  tempered  steel  wire. 


No.  900 


Bommer 

Spring  Hinges 

are 

the  Best 

^The  Springs 
Never 
Go  Lame 


No.  999 


B»— fr  Bnlken,  NTn.,  ISS  It  171  ClassM  Avene,  ItmU)*,  II.I. 


Ten  Reasons  Why 
.^      "SHELBY 
dMIPIOr 
DOIME- 
•ACUNG 

SPRING  mNGES  seU 


1st.    HoM  Open  Feature  Positive. 

M.    Hardened  8 teel  Bearinfs. 

8rd.    Ball  Bearings  at  top  of  hinge  post  (out  of 

the  way  from  water  and  grit). 
4th.    Lateral  Adjustment  fortinlng  up  the  door. 
5th.    Hinge  and  Floor  Plate  separable  (easy  for 

the  carpenter  to  apply). 
0th.    Spring  Pirot  for  top  of  the  door  (easy  and 

quick  to  set  up  or  take  down). 
7th.    (Quietness  in  Action. 
8th.    Neatness  in  Design. 
9th.    Right  Up-ToDatiB. 
10th.    26  per  cent.  More  Value  and  Cost  no  more 

than  others. 


The  Sfandard  Mfg.  Co. 

Skdbgr.  Ohto.  D.  S.  A. 


Door  Springs 

DO  NOT  BUY  UNTIL  YOU 
KNOW  ABOUT  THE 

**  Wagner 
Jointed  Spring^ 


WRITB  FOR  OUR  COMPI,ETE 
CATAI^OG 


WAGNER  MFG.  CO^  Cedar  FaUs,  Iowa 


^^^Ad/UM^I 


IVCi         IwwLflO  HUDSON.  N.  Y. 

CLCVAT0R5-C0NVCT0R5  Arlington,  mass 

SEND  FOR   CATALOG  CHICAGO.  ILL. 
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THE    VERY    LATEST 

Prouly  Double  Acting  Hoor  Hinge 

Ball  Bearing  and 
d^iia«.  Bearing 

AU  Wearing 
P^irts 
Hardened 
Steel 

AUgnment  adjustment  operated 
from  one  side  of  door  only 

Finishing  plates  cover  entire  hinge 

Will  hold  back  at  95  degrees. 

No  mortising  door  in  any  part— just  notched  out 

A«k  iM  for  further  information-IT  WILL  SELL 


T.  C.  PROUTY  CO..  Ltd. 


Albion,  Mich. 


NOTK  ITS  SIMPLICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaws 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  for  Catalogue 


NKW   YORK 

laa  LISKIITY  ST. 
DKNVKR, 


CHIOAQO 
1ia    LAKK 
MCPHKK  SUILDINO 


BEITS  the  GRIIDSTORE 


or  Foot 

Designed  for  House,  Farm 
and  Shops 

Will  last  a  lifetime.  Best  of  materials  used. 
No  belts  to  break,  and  no  chains  connecting 
gear   wheels  to  buckle. 

No  water  required,  and  positively  wiU  not 
draw  temper. 

Mechanics,  Fanners  and  the  Handy  Man  will 
buy  at  a  glance.  .Several  sizes  from  4  lbs.  to 
22  lbs.     Send  for  Catalogue.     - 

ROYAL    MANUFACTURING   CO. 

203  E.  Walnut  St.,  Lancaster,  Pa., U.S.  A. 

New  York.  176  Fnlton  St..  Herbert  Pttner  &  Co..  Utr%. 
Chicago.  113-1  IS  Michifan  St..  E.  G.  Cnrtk  &  Son.  Mgrt. 
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The**Worldr  Carpet  Sweeper 

THE  FAMOUS  BISSELL 

Representing  thlny-two  years  of  development,  and 
typifying  tue  nlgtiest  standard  of  carpet  sweeper  excel- 
lence, the  acknowledged  leader  In  every  country  on  tbe 
globe,  wherever  carpets  and  rugs  are  used. 


1^  the  pioneer  sweeper  In  foreign  countries  as  well  as  at 
dome,  and  reals  Its  clalm<i  for  patronage  on  merit,  and  the 
reputation  It  has  earned  for  durability  and  easy,  thorough 
sweeping. 

A.S  carpets  and  rugs  are  of  similar  texture  the  world 
over,  It  is  obvious  that  the  carpet  sweeper  that  gives  the 
highest  satisfaction  In  one  country,  must  necessarily  give 
SAbisfaction  in  every  country. 

The  carpet  sweeper  is  an  article  of  utility  and  not  a 
piece  of  furniture,  and  therefore  is  exempt  from  the 
necessiiies  of  varied  construcilon  to  meet  the  tastes  of 
the  people  of  differ  nt  countries,  as  would  be  the  case  in 
an  arti'-le  of  furniture. 

The  BISSBLL  has  demonstrated  its  superiority  in  every 
country,  and  no  appeal  to  local  prejudice  has  ever  affected 
the  growing  demand  for  the  BIKSE  LL. 

BISSELL  C4KPET  SWECPES  CO.,  Grand  Kapids,  Mlcli. 

Largest  and  Oaly  Exclusive  Carpet  Sweeper 

Makers  in  the  World 

BR4.\CHB8 

New  York       Niagara  Falls      Canada    .  London      Paris 


Wood    Mantels 

FOR  EVERYBODY 

Bot  we  mU  tham  to 

DEALERS   ONLY 

i8  years  experience  in  making 
the  most  complete  and  up-to-date 
mantels. 

Writm  for  frmm  eataimguo. 

W>e  mONTON  WOOD 
MANTEL   CO. 

nONTON,  OHIO 


ONE  WRITING  ONLY 


Day  l>ook  and 
ledg^er  posted,  and 
customers  have 
an  itemised  state- 
ment— a  11  this 
with  one  writinsr. 
Justtlilnk  what  a 
'  saving  of  time  it 
means,  and  what 
a  complete  under- 
standinfiT  with 
your  trade  is  as- 
sured. 

Acconlfr  always 

ready  to  seUlc 
Forgotiea  ckarge 


iharMgUy 
ficd. 


Iwavf 
tads- 


IIlDstratten  ab»T«  ihows  tor  No.  MO 
RoU  Top  M od«L 


These,  and  many 
other  facts,  are 
reasons  why  you 
should  investi- 
cate  the 

'    luber 
Perfect  System 

Adaptable  to 
every  business 
where  charffle 
sales  are  made: 


WtM€  for  particuian 

HUBER  ACCOUNT  REGISTER  COMPANY 

Boftelo,  N.  Y^  IT.  8.  A. 


USED  ON 

AUTO  ANTI-8KIDDING 
CHAIN  TIRE  GRIPS. 

DRILL  PRESSES. 

TEXTILE  MACHINERY 

WIND  MILIS,  Etc. 


Made  In  8  sizes .  from 
1/8"  tt  6/18"  wire. 


TWIST    L.INK    MACHINE 


IBOS^ 


ONE  OF  OUR  SPECIALTIES. 

frrm'fbe'raL^r '''"''''  WOODHOUSE  CHAIN  WORKS,  TRENTON,  N.  J. 

Also  Manufacturer  of  All  Kinds  of  Welded  Link  Cham. 
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COFFEE  that  has  been  ground  for 
weeks  does  not  have  the  de- 
licious flavor  of  that  which  is 
freshly  grounds 

The  strei:^:th  and  aroma  of  the 
coffee  are  retained  in  the  air  ti^ht 
hopper  of  the  Gystal  G)ffce  MilL 

The  mechanical  equipment  is  the 
best  that  25  years*  experience  can 
produce* 

We  make  70  other  patterns  of 
mills  and  400  articles  that  have  been 
factors  in  the  success  of  thousands  of 
merchants* 

Our  Catalogue  is  free* 

ARCADE  MFG.   CO. 

FREEPORT,  ILL. 


It  Pa^s  to  Sell 

Columbian 

Spring  Jamb  Hinges 

Spring  Floor  Hinges 

Coat  and  Hat  HooKs 
Wrot  Steel  Registers 

BlacKsmitKs*  Vises 

MacKinists'  Vises 

Joist  Hangers 

QUALITY  AND  PRICE  RIGHT 

The  Columbian  Hardware  Company 

Ask  forl908  Catalog  CLEVELAND,  O.,   U.  S.  A. 
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American  Ring  Co./^- 

MANUFACTURERS    OF 

Cast  and  Wrought  Brass  Furniture  Trimmings 
in  great  variety.  Batii  Room  Accessories, 
attractive  in  design  and  strong  in  construction. 
Upholstery  Trimmings    ::    Upholstery  Nails 

BRANCH    OFnCES 


New  York:  1  Hudson  St. 
Boston :  171  Sommer  St. 


Chicago :  5M  Heywoith  Bids. 
San  Francisco:  Jtt  Market  St. 


Holland  Ventflating  Window  I 

BURGL.AJI    PROOF*  RETTAII^S    F*OK 

Locks  window  open  Jast  as  securely  as  when  closed. 
I>e  broken  or  pried  off— by  actual  test  has  withstood 
hundred  pounds  pressure.  Cannot  be  worked  from  the 
Up-to-date  architects  are  specifying  it. 

Your  Profit*  Will    Be    Good 
because  of  its  large  sale.     There  is  a  crying  demand  for 
such  a  device  in  every  household.    Be  the  first  in   your 
vicinity  to  satisfy  this  demand.    Ask  for  a  Lock  on  your 
business  stationery  and  we  will  send  one  free. 

GIVE    IT    A    TRY 

Three  Dozen,  express  paid,  on  receipt  of  price,  $6.00. 
entirely    of   hardened   steel   in    five   finishes   to    match   bui 
hardware.    Your  Jobber    will  get  it  for  you;  or,  write  us  di 

Holland  Hfg.  Co^  20  Park  St.,  Florence,  Hj 


Mr.O 

Hardware 

Dealer 

You  should  idi  the 
ShdbjrScreeo  Door 
Hinges,  because 
they  are  superior 
to  an  others,  and 
more  money  in  them 
for  you. 

WVfte/br 
prices. 

THE 

SIELIYSPIIN6 

HINGE  CO. 


Syracuse] 

Steel      I  Bracket 

Sink 


o. 


This  bracket  Is  detachable  and  much 
more  easily  placed  than  the  ordinary 
cast  bracket. 

Descriptive  ciroalars  and  prices  on 
application.   Mannfaotared  by 

I.  E.  lESSLER  CO.t  Syraeose,  N.  T. 
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MBHWW 

Lawn 
Sprinkler 

N*  baU  kcarli«i: 


rare; 
Ike   leail 


raft  Mt: 
ten  udcr 
Wm  pres- 
»vcn  tlie 
arts  wtife 


GENUINE 
PHILADELPHIA 
LAWN  MOWERS 
FOR  1908 

The  Philaddphia  Lawn  Mower  Go. 

31f  1  to  31t7  Chettaut  Street 

PHILADELPHIA,  PA.,  U.  S.  A. 

Before  orderiof  tend  for  Catatoff  and  Pricca. 


IL  NAILS 


ir  6  Seymour 
i{.Co. 

ton*  Conn.  • 


PHENIX 

HANGERS  AND 
FASTENERS 

Solve  the  Problem 

ScrccBi   aad 


Baally  hoxkg  or  remoT«d 
from  Inaide.  Cleftn 
WlDdowa,  Ideal  Veatl- 
lation.  No  fllea,  solid 
comfort.  Retail  at  lOc., 
16c.,  aOc.  and  aOc.  per  set 
wlthacrewa.  Por  cata- 
logue and  trade  dia- 
coonta  addreoB 


Pheilx 


Stiarpener 

BIO   SBLI^BR.        GOOD   PROFIT. 

from  ena  to  ena  ana  PVCS  y^e  "Eureka"  learns  the  man  to  adjust  his  mower,  which  is  necesr 

tne  proper  SilCar.  sary  to  know,  as  there  is  no  mower  inal  will  adjust  itself. 

EUREKA    SHA.RF>E:NER    C0\«F»ANY,       Detroit,    \«ictii0an 


''SNAP''  HOSE  COUPLING 

Rut   up   In   Display   Boxes; 
THE  NELSON  *   MORRISON  IfFG.  CO.*      Pewlii.  Illteeto 


Sellers  and 
'i::       Profit-Makers 

12      Simple,   Durable, 
^^     Always  Tight 


Ttli  "BEST  YET** 

A  RIVETING  MACHINE  OF  QUALITY 
FOR  TUBULAR  or  BIFURCATED  RIVETS 

It's  made  of  malleable  iron,  bts  a  punch  for  buckle  holes 
a  pocket  for  rivets  and  adjusts  itself  automatically  to  the 
length  of  the  rivet.    Made  and  GUARANTEED  by 

F.  n.  SMITH  MfO.  CO. 

CHICAGO,    U.S.A. 

SOLD  BY  LEADING  JOBBERS 
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REVERO"  ^  Reel  Goods 


A  GARDEN  HOSE  PRACTICALLY  INDESTRUCTIBLE 

Lriffht  Stronsi  Very   Flexible 

RRBB     Of     AISY     TBISOBINCY     TO      KIISK     OR     SBRARATB 

''REVERO*'  Hose  is  seamless  throus^hout. 

The  construction  consists  of  a  special  double  braiding  of  tightly  twisted  cotton  yam. 
,  The  cover  is  composed  of  tough  flexible  rubber  to  withstand  wear  and  abuse. 
The  complete  hose  is  vulcanized  in  our  patented  rigid  mould  under  a  high  internal 
pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  inseparable  body. 

The  Dealer  will  appreciate  the  fact  that  '*  REVERO  "  is  made  in  continuous  lengths 
up  to  500  feet,  thus  avoiding  remnants. 

Made  in  %  inch,  ^  inch  and  %  inch  sizes. 
Dealers  in  Garden  Hose  will  find  it  to  then:  advantage  to  write  us  for  samples  and  prices. 

REVERE    RUBBER    COMPANY 

.  BOSTOIV,    MASS. 


NEW  YORK 
NEW  ORLEANS 


PHILADELPHIA 
MINNEAPOLIS 


-  Branches  - 


PITTSBURG 
SAN  FRANCISCO 


CHICAGO 
PORTLAND,  ORE. 


IT  IS  THE  ^^  MIST-LIKE  SPRAV  '™at  maices  the 

FOUNTAIN  SPRINKLER 

THE  BEST  SELLER  ON  THE  MARKET 


This  beautiful  mist  effect  is  not  produced  by  any  other  sprinkler  made 
Retail  price,  $1.00.    Send  for  sample  post  paid  at  wholesale  price  and  let 
us  show  you  what  it  is  like. 


The  FOUNTAIN  is  the 

Sprinkler  that  makes  the  observer 
ask  his  neighbor  where  h^  can 
get  one  like  it 

The  Standard  Stamping  Co. 

MARYSVILLE,    OHIO 

Have  you  one  of  the  hand- 
some display  easels?  They  help 
sell  the  Fountain. 

Ask  OS  how  to  gel  one  FREE 
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ThP  MA  UMnhW  nqd  BesI  SclliBg  CRASS  CARRIER  m  liie  aarkcl 

kL^  Adfnstablc 

If  ER^  Adlootal 

rOR^  Ad|iistabl< 
torn  Metal  Froi 

■  your  i«bbcn-lf  thty  havt 

e  make  the»e  carriers  In 
ular  slsee  to  lit  IX  In.  to 
and  18  In.  to  S2  In.    We 
^     also  make  special 
^        sizes  to  order. 


lUSEMFCCO. 

ION  CITY,  ILL. 

I  .y  located  In  Ohlcaffo»  111. 


XHE    EASY    LAWN-A^OWER    SHA.RPE^aE:R 

A  ready  sell^ir.    ^  Ice  nutrgln  of  profit.    The  EASY  stuirpener  Is  the  only  sharpener  ihat 
can  be  at^^ushed  Instantly  and  without  first  adjostins  screws  which  makes  the  use  of  other 
sharpeners  almost  Impossible  by  any  one  other  than  an  experienced  person  or  mechanic 
SHARPENS  ANY  SIZE  LAWN-MOWER  29  TINES  FOR  35  CENTS. 

Detroit,  Mich..  Sept.  »)Th,I907. 
National  Machine  A  Stamping  Co.  Gentlemen:— I  have  used  yonr  sharpener  as  well 

as  the which  Is  the  only  competitor  that  you  have  and  am  frank  to  say  that  the 

EASY  has  given  me  the  most  satisfaction.    Respectfally  yonrs,  Chas.  Miranlt. 
Send  for  catalog  and  prices.   Note  :  We  also  manufacture  Dishwashers  and  other  labor 
savlnc  machines  for  the  house 
NATIONAL  MACHINE  dc  STAMPING  CO..  Detroit,  Michigan*  U.  S.  A. 


.,11  --^^^ 


^^Bf 


The  1908  Model  of 
IDEAL  LAWN  MOWEl 

Will   grind    oither   right   or    left-hand  mow< 
moving   ratchets  or  wheels,  with   handle   on 
(>-inch   genuine   carborundum   grinding   whe< 
as.  easy  running   as   any   other.     Has  brass 
automatic  stop  ieed,    and   no   slipping  belts, 
shafts  used,  and  tested  perfectly  true.    We 
are  the  originators  of  Lawn  Mower  Grind- 
ers, and  five  years'  experience  has  shown 
us  how  to  make  them  perfect.  .Others  imi- 
tate as  near  as  they  dare. 

Send  for  circular  describing  our  new 
method  of  grinding  lawn  mowers.  Satis- 
faction guaranteed. 


THE    ROOT    BROSe    CO. 

RLYlifOfJTH,    O. 


€iif  Gm&i^i  €rasi  CMdcn 


sua 

■Me  F»o««  f^^^ 
b  regular  duck  boi- 
in  tw»  slaes,  whldb 
•  or  make  of  umm 
ad  arenannteid 
«lre  ntltiacilaa.  * 

k  MaBufoctvnid  Iqr 

TkiSpMiaMy 


LaH 


1 


*5 

1 

0 


S«lHng  Agent*.  J.  C.  NoCAKTY  ft  CO. 
U  N\in»y  mtMMt,  Smt  Tarfb  S.  T. 
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<icvcloped  that  would  endure  fairly  well  if  the 
top  surface  was  given  a  coat  of  heavy  water- 
proof paint  every  two  years. 

Now  comes  Amatite — with  a  mineral  surface 
which  requires  no  painting  and  which  will  last 
longer  without  painting  than  the  other  kind  did 
Vfith  constant  painting. 

The  top  surface,  being  mineral,  is  unaffected 
by  weather  or  climate.     It  really  protects. 

The  waterproofing  material  in  Amatite  is 
pitch — the     best     resistant     to    water     known. 


it    is  ^werless    against    pitch. 

Roofings  of  twice  the  price  often  do  not 
protect  as  well  because  tncy  are  not  water- 
proofed with  pitch. 

Amatite  is  easy  to  lay — any  one  can  do  the 
work.  We  furnish  you  free  nails  and  liquid 
cement  for  laps. 

Investigate  the  cost  of  Amatite  In  your  lo- 
cality.   You  will  be  astonished  at  its  low  price. 

Samples  and  Illustrated  Booklet  free  on  re- 
quest to  nearest  office. 


BARRETT   MANUFACTURING    COMPANY, 

New  York  Chicago  Boaton  Philadelphia  Cleveland  Cincinnati 

Minneapolis  New  Orleans         Bt.  Lools  Allegheny  Kanaas  City 
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ICE  CREAM  FREEZERS 


New  York  Agents :    John  H.  Graham  &  Co.,  113  Chambers  St. 
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WATER 

'  FILTF.BS.— There  is  a  de- 
mand for  filters  that  will  i/o 
the  work  -  A   display  of  the 

i  LYNN  will  convince  you. — 
Highest  grade  filter  on  the 
market.— Prices  to  attract. 

CINCINNATI.  OHIO 

rh.  White 

Mop  Wringer 

tho  much  imitat- 
ed, is  never 
equaled. 

It  wrings  the 

mop   SO  dry 
with  such  per- 
fect ease! 

ASK. FOR  CATALOG 

WHITE  MOP 
WRINGER  CO. 

FULTONVILLE, 
NEW  YORK                           

Guarantees 
Satisfaction. 

Ives'  Patent  Window  Stop  Adfnsler 

Preyents  Draf  ts»  Dost  and  Window  Rattliog 

PATENTED.                        ^                                       ^ 

The  ooty  Stop  Adjuster  made  from  one  piece  of  metal  with 
solid  ribs  and  heavy  bed  that  will  not  cup,  turn  or  bend  in 
tisfatenins  the  screw.   Manufactured  only  by 

THE  H.  B.  IVES  CO.,  New  Haven,  Conn.,  U.  S.  A. 

Fifty-page  Cat  logue  Mailed  Free. 

% 

PiBoalkcllarlief 


and  m  Candle  are  all  yon 
need  to  make  a  permanent 
^        repair. 

WARE,   Etc.,    Etc 

USE 

Par  5al«  Btuymimn 
fTT  TO  THE  TRADE 

i  Street,  Bostaii,  Mass:? 

The    ««A.KIN    HUISKEIR**. 

].— It  has  a  spring  mounted  point— a  new  and  superior  featur0\ 
2.— It  holds  the  hand  tirmly  together  making  it  impossible  to  jar 
HANDLE  OR  8TBAIN  WBI8T  and  does  not  penetrate  the  ear  when  le- 
moving  the  husks.  &— It  removes  more  husks  than  other  pins  or, 
hooks  do.  4.— It  slips  over  mitten  or  glove  and  It  is  impossible  to 
blister  the  hands  or  fingers.  5  —It  has  been  thoroughly  tested  bv- 
practica  1  buskers  and  pronounced  In  every  way  sailsfactory.  ^  - 

For  Sale  by  all  Jobbers. 
SMITH  &  DAVIS,  84»le  Manlactiirert.  AA«CS,  IA«: 


1\ 


(PATENTKD.) 


SOMETHING  DIFFERENT.     SOMETHING  NEW 

Thm  only  REJ§L  TOJ§STER 
for  gaM  and  ga»oUnm  mtooms 

Gas  companies.  Department  Stores  and  Hardware  dealers  find  it  a 
HOT  SELLER.    Retails  8Sc. 

Write  to-day  for  our  proposition. 

APEX  SPECIALTY  CO.       DETROIT,  MICH. 
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A  REAL  ASSET 

A  good  line  of  washiDg  machines 
ia  nowadays  considered  one  of  the 
real  assets   of    every    j[>rosperous 
dealer,  as  it  is  one  of  the  lines  that 
net  him  a  neat  profit  every  year. 

There's  no 

■ilslakbig  abMl  the                                 1 

''BrammerUne" 

It's  goad— aU  the  way  IhrMgli 

ASK  FOR   PARTICULARS 

H.  F.  BRARffllER  MFG.  CO. 

DAVENPOKT,  IOWA 

Eagle  Mop  Wringers 

have  be*n  TESTED  and  PROVEN 

^HE> 

BE>«ST 

8  Years  on  tHe  MarKet 

< 

More  Sold  th&n  &11 
Others    Combined 

ILEA50N 

Best  Built       Most  Practical 

EAGLE  COOPERAGE  WORKS 

Jot*  Manufaetufn 
CIRCLEVILLE.   OHIO 
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"BOSS"  Clothes  Washer 

Positively  the  most  satisfactory  washer  ever  put  on  the  market.  Is  the  most  profitable  for  the 
dealer  to  handle  because  It  sells  Itself,  stays  sold  and^every  one  makes  a  pleased  customer  and 
will  cause  the  sale  of  others. 


Made  in  three 
sizes. 

Can  also  be 

operated 

by  power. 


It  is  constructed  on  the  proper  principle  and  we  can  positively  state  and 
flfuarantee  it  to  wash  dotl^es  cleaner,  quicker  and  with  less  operative  power 
and  less  injury  to  clothes  than  any  other  washer. 

Place  your  order  through  your  nearest  jobber  and  insist  upon  your  wants 
being  supplied  with  the  genuine  ''Boss/'  bearing  our  label,  which  is  your 
protection  against  inferior  substitutes,  ifor  the  discerning  public  will  have 
none  but  the  genuine  ''Boss.*' 

THE  BOSS  WASHING   MACHINE   COMPANY 

CINCINNATI,    OHIO 


HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware   Works,  Mfrs. 

ST.  JOSEPH,  MISSOURI 


I 


The  Real  Loose  Handle  Pot  Cover 

The  Spring-In  Handle  Pot  Cover,  the  only 
one  that  does  not  require  hammering.  Put  out 
in  two  different  sized  cabinets.  If  you  do  not 
know  the  proposition  write  to-day. 

Lasher  Mfg,  Csm 

OAVEMPORT,  IOWA 

Also    Makers    of    the    KITCHEN    KUMFORT    PLATE    SCRAPER 

■  — - — — — — <p 
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he  White  Washer 

The  Greottest  of  etll 

Momentum  WasKers 

A  Few  Points: 

DOUBLE  BALL  BEARING  FLY  WHEEL  UNDER  THE 
TUB:  HIGHEST  SPEED:  EASIEST  RUNNING: 
QUICKER  REVERSE:  FOOT  POWER  ATTACHMENT: 
TUB  OPENS  WHEN  MACHINE  IS  IN  FULL  MOTION: 
FIVE  YEARS'  GUARANTEE:  SOLD  TO  ONLY 
ONE    DEALER  IN  EACH  TOWN. 

Get  Acquainted  with  the  WHITE  WAY 

WHITE  LILY  MFG.  COMPANY 

1531  Rockingham  Road  Davenport.  Iowa 


The  Coffield 

Power 

Washing 

Machine 


(|  Stricdy  a  self-working  washer,  operated  by  the  City  water  pressure  and  some- 
thing the  people  want.  (|  The  Motor  is  made  of  brass  throughout  and  will  not 
rust  It  is  simple  and  strong— never  gets  out  of  order  and  will  last  a  lifetifne. 
<f  The  tub  is  built  from  a  selected  grade  of  Louisiana  cypress,  the  best  material 
obtainable  for  the  purpose;  filled  and  varnished  in  a  natural  finish.  The  entire 
construction  is  such  as  to  make  this  the  most  durable  and  sanitary  Washer  on  the 
market  4  DONT  MISTAKE  THE  NAME.  The  "COFFIELD"  is  the  BEST 
Motor  Washer  on  the  market-  and  the  one  you  want  to  handle.  A  good  machine 
—a  good  profit  to  you,  Mr.  Dealer— and  money's  worth  for  your  customer.  That 
is  our  combination. 

WRITB  us  TO-DAY  FOR  DESCRIPTIVE  CATALOG  AND  PRICES. 
YOU  WILL  BE  INTERESTED. 

P.    T.    C0FFIE:L.D    &    SOIM^  Dayton^  Ohio 


Headquarters  for  Quick  Selling  Specialties 

WRITE  US  rOR  PRICES   AND   DISCOUNTS  ON 

FIVE  AMf  TEN  CENT  GOODS 

NICKEL  PLATED  HAMMERS.   ETC. 

Onr  line  Is  not  equaled  in  qiiaUty,  style,  finish  and  price.      Let  us  provt  this  a$9ertion. 
Our  Catalogue  will  Interest  you. 
FRANKLIN   SPECIALTY  CO.,       Sll  Clierrv  St..   Readlnot   Pa* 
NEW  YORK  OFFICE:    S.  J.  EinenmaMn,  102  Ciiunbers  St. 
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■Mrs  DOVei  Efi€  BEATEIS 


We  guarantee  to  beat  e^KS  In  20  seconds  to  perfection. 
Whips  oream  elegantly.    B«>aters  are  made  in  4  sises,  10, 
15.  Wand  26c.  each.    Send  for  price  list  catalogue. 
MOL,T.UVOIN   CO.,  Tarry  town^  IN,  Y. 

It  Will  Pay  You 

to  get  our  prices 

TEA  AND  COFFEE 
STRAINEILS 

Sample  on  request. 

Pwtor  Mach.  8  ttomp'f  Wks. 

Cfwiory,  Nieh. 


I 


CONSUUX    XMie     MOUDI^R 

and  yon  will  bundle  DOB  SON 

MOLDERS'    TOOLS 

Estoblished  1886 

'WM.  DOBSON 

No.  7M  Cmiiflstota,  N.  Y. 


LAmm 

THE  PHILLIPS-LAFFITTE  CO. 

Ptam  BilMlM.  PhllUtlpbla.  Pa< 


WELDWa 
PLATES 


PARKER  WIRE 


GoMpaiiy 


Manufacturers 

•JSTm.!  Wire  Hardware 

Write  Vm  lor  PrIcM 

N«w  Y«rk  Ofiot,  107  ChAmWn  StrMt 


Hchrfi'i  Patau  ■•JtftMifi  dipper 
,H6hrmiH.Ct^StPMil»lflMU_ 


LioM.  Sfftmy,  PMiwr/iO,  Dumftla.  No.  1  cuts  S-4  or  IsMt 
No.  S  cuts  9-16  or  less;  No.  8  cuts  M  or  less;  No.  4  outs  M  or 
lees.     Cuts  close  to  work     Highegt  TesUmoniala  from  JnK 


Angle  Benders 

We  make  hand-power  btaA- 
•n  for  formlni  ABgles  te 
■took  1-ln.  thick  aiMBBder. 
Llfffatetock  eaahehMtcoM 


WALLACE 

•  w. 


SUPPLY 
St. 


COMPANY 
CBfCAGO^IU.. 


<«YANKKE^  CANANDBOTIUI 


A    BIO    LEADER   AT    lOo 


'  Costs  you  no  more  than  the  ordinary  " 
Write  us  for  nam*  of  noarost 
Jobber. 

Taylor   \«fa.  Co. 

HARTFORD,  CONN. 


AiERICAN  TCGL  CHEST  CO. 


Mt  Wcit  H4 


Factory  and  Salearooiii: 
wiMiSt,  NEW  YMUU  C&A. 


TOOL  CHESTS;  aU  tizoa,  complete  with  toole,  for 
Bova,  Youths,  Gentlenieii,  Farmen,  Railroads 
and  Carpenters'  use;  also  Tool  Cabinets,  Machin- 
ists', Electricians'  and  Pipe  Fitters'  Empty  TOOL 
CHESTS.    Asents  for  Steel  Tool  Chests. 

SEND  for   LATEST   CATALOCUE 

ABKRMA-rMV 

RAPID  ACTINC  VISES 


For  Pattenunakers,  CabiaeC- 
makent  Csrpcelcrt  sad 

MANUAL  TRAININa  SCHOOL  EQUIPMENTS 

Particalsri  sod  Trsdc  Discounts  Upon  Applicstion 

THE   ABCRNATHY  VISE   *  TOOL    COMPANY 

331  Engle%vood  Avq„  Chicago,  lU, 

ORNAMENTAL  FENCES 


Iron  or  Wire* 
halltto 
your  order. 


The  ftneetat  lowest 
pricea.  Satlsfiie- 
' "      guaranteed 


EaCarariaa 

No.  4  MONARCH  TACK  PtJLLER 


Made  of  STEEL,  nicely  nickel  plated.  NOT  of  the  CHEAP 
CAST  IRON  type.  The  only  thing  cheap  about  it,  is  the 
PRICE.    Manufactured  by 

The  Bills  Manuracturlng  Co..  Mllldale.  Cena. 


Ha.  It. 


Pat 


^!m 


BIGGEST  SELLER  Dlijnond^iik  Cleaner 


IN 


WIRE  GOODS 

The  only  Smokeless  Broiler,  and  ideal  Toaster  for  gas 
or  oil  stoves,  also  French  Fryer.  One  doz.  in  hox.  In- 
itructions  with  each  broiler.     Immediate    Shipments. 


No.  27 

Steel  and  Rubber  t 
soraping  edge,  gets  ^ 
into    the   comers. 
Drains  the  refuse.     Heavily  __ 
panned  and  Baked,  best  and  most 
practical  Cleaner  on  market. 

e6#   Bridgeport    Wire   Goode   Co. 
BRIDOBPORT,  COlfH. 
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The  20th  Century 
Mall  Box 


Finished  in  Aluminum 
or  dead  black. 

Inside  dimensions 
lfx5Hx29|inclies. 

Order  by  NAME  from 

YOUR    JOBBER, 

ff.F.IElSEIIFC.CO. 

MUbI 
CnCAGO, 


WE  ^ 

9  MAKE  -^ 

IIHTLE  BI9 


1  BK  AND 

WATER  MOTORS 


"Really  and  truly,"  the  only 

line  which  will  be  found  latia- 

factory  from  the  standpoint  of 

the  dealer  and  user.    Why  not 

a  few  in  your  show  window  and  let 

ns  refer  our  inquirers  to  you? 

UPPINCOTT  W.  Bi.  ft  I.  CO. 

N«wark»  N.  J. 


by  not 


UMBRELLA 
CLOTHES  BAR 

Handy  In  Laundry,  Kitchen  and 
Nnrscry  • . .  Handy  Everywhere. 
Bach  arm  one  piece,  kiln  dried 
hardwood,  works  Independently 
NIARTCR088  CO.  Mfrs. 
40  DMrbom  Strttt,  CHICAGO 


OAMER^BAIT 


J      br  MinctiM  tk*  6dL     It  M  tV> 
(•.(  m  inn  hmt  Uy  ra*  >tan 

uw  dauBjr  Uf    rr  rLOAT* 
Mc*  7S  cMti  «ck  ky  mil 
r    n^«fM>q^  goME,  N.  Y. 

Length  of  body  894  inch. 


CLENDENNIN    BROS.,    Baltimore.    Md.,    Solderine 


Coppers,  Copper  Nails  and  Tadn,  topper  Rivets  and 
"^      .  B^ass  Shoe  Nails,  Iron  Cobbler's  Nails,  Sheet 
Ingot  Copper,  Shoe  Tacks. 


Bnrs.  B^assJ 
ind  In 


C  G.  Hiissey  &  ComiMuiy 

PITTSBURGH»  PA. 

ManufaeturmrM  of 

COPPER 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Tkeks 
Copper  Gaskets. 


«*THE  ARROW  CAN" 

Trrnd*  Mmrk  rtfistertd  U.  S, 

Pat,  Ojffic€ 

FOR  ASHES  AND   GARBAGE 

Mode  in  Sis  Sizes 

Fo**  full  Particulars 

and  Prices  write  to 

THK  ARROW  CAN  CO. 

SS  Warm  St,  OW  ¥•■! 

Sole  Agents  for  Canada,  Thoa.  Dav- 
Idson  Mfg.  Co.,  Montreal,  Canada 


aUl 

i  Neat,  clean,  ot nsment. 
al,  convenient,  cheap- 
Lasts  all  season.  Ab- 
solutelv  harmless,  can- 
not spiU  or  tip  over,  will 
not  soil  or  injure  any- 
thing. Guaranteed 
effective.  Price  ILK  per 
dos.  P.O.  B.-  Broolclyn. 
flroes  lots  delivered. 


■IROLD  SOMIRS,  Ml  DcEalh  Ave..  Breekiyn.  il.T. 


Hard^^vare  Stores  For  Sale^  etCe 


SEND  for  Optical  trade  cau 
pastes,  magnifving  glasses,  etc. 
son  street,  Chicago. 


Manasse,  8S  Madi- 


PITEITS 

and  Foreign  Patents. 
Patents  Applications.' 


HUBERT  E.  PEC^  #96  F  St,  N. 

W..  Washington.  D.  C.  Consul  ' 

Expert    in    Patent   Causes.    U.    _ 

Send  for  leaflet  on  '^Rejected 


A.DVBRTISIIVa      RiXTBS      70      CBIVTS      A.      UIIVB 
MeWIINNIE  WHEEL   BARROW   WORKS 

POUOHKEEPMIB.  1%.  v..  U.  e.  A. 

Manufacturer  of  all  kinds  of 
Wooden,  Steel  Tray  and  Steel 
Tubular 

Wbccl   BsrroYirs 

for  railroad,  coal,  stone, 
mortar  and  garden  use. 

WANTED— Exclusive  sales  agency  for  New  York  ter- 
ritory for  some  standard  machine,  tool,  or  hardware 
spMial^.  Address  "Exclusive,**  care  Hardware 
Dealers^  Magazine,  968  Broadway,  New  York. 

SEND    for    Optical    trade    catalogue,    including    com* 
c.  Lw  Ml  '■ 


TEN  ADS.  that  sell  hardware,  with  snappy  newspaper 
cuts,  $5.     I'^rank  Armstrong,  Des  Moines,  Iowa. 

HARDWARE,  FURNACE  ANO  TIN  SHO^  FOR  SALE 

An  established  business  for  sale,  consisting  of  Hard*. 
ware,  Stoves,  Ranges,  House  Furnishing  &>ods.  Fur- 
naces and  Mantels,  in  a  manufacturinte  city  of  60.00a, 
near  to  both  coal  and  oil  fields.  Stock  invoices  $14,000, 
but  can  be  reduced.  Splendid  location  and  favorable 
lease  on  building.  Address  "Hardware  Sale,*'  care 
Hardware  Dealers   Magzine,  f  68  Broadway,  New  York. 


CogiULT   BUYERS'    REFERENCE  TO   ADVERTISEMENTS   o«    Lm   J^fik^'^'^^S*^^ 


May,  1906. 


INDEX  TO  ADVERTISERS 


11^7 


I' 


A 

Abcrnathy  Vise  &  Tool  Co.  1125 

Acme  Steel  Uooda  Ck> 1105 

Aetna  Powder  Co.,  The... 942 

Aiaz   Mfg.    Co 1139 

AlalMistine  Co 927 

Alcohol  UtiUties  Co 933 

Allen  ft  Co..  8.  L 944 

Am.    Bolt   St  Screw   Caae 

Co 1096 

American  Hdw.  Mfg.  Co.  929 

American    Bing    Co 1 1 15 

Am.  Safety  Baaor  Co....  939 
Am.  Shearer  Mfg.'  Co....  1104 
American  Tool  Cheat  Co.  1126 
Am.  Tube  k  Stmpg.  Co. .  915 
Andrews  Wire  ft  IronWks.  977 

Apex  Specialty  Co 1121 

Arcade   Mfg.    Co 1114 

Armstrong    Mfg.  Co.,  The.llO'i 

Arrow  Can  Co 1120 

Associated  Sllrer  Co 934 

Atkins  ft  Co.,  E.  C 931 

Atlas  Mfg.   Co.,  The 361 

Atlas  Shear  Co.,  Tho....  940 
AutoBtrop    Safety    Uacor 

Co 938 

Ayery  Stamping  Co 969 

B 

Baker-McMUlen  Co 975 

Barnes  Co.,  Wallace.  The.1106 

Barnes    Tool    Co 1106 

Barney  ft  Berry,   Inc 946 

Barrett.   W.  L.   934 

Banett   Mfg.    Co 1119 

Bates  ft  Bro.  Co.,  D.  L..  960 
Bemis   ft   Gall    Hardware 

ft  Tool  Co 967 

Bennett    Mfg.    Co 962 

Berger,  L.  D.  1108 

Berger   Bros.   Go 1106 

Berry   Bros.,    Ltd 953 

BesC  John  H 948 

B^tgen,  John  0 1102 

Bicycle  Step  Ladder  Co..  963 

BIgelow,  J.  P 1108 

Bluings  ft  Spencer  Co...  968 
BlaseU  Carpet  Swpr.  Co.  1113 
Black  Silk  Stove  Pol.Wks.1008 

Bloomer,  R.  B 965 

Bommer  Bros 1111 

Bonner  Mfg.  Co..  C.  E..  967 
Boss  Washing  Mach.  Co..  1123 
Brammer  Mfg.  Co..  H.  F.1122 
Brass  Goods  Mfg.   Co....  966 

Bridgeport  Chain  Co 921 

Bridgeport  Hdw.  Mfg.  Co.  976 
Bridgeport  Wire  Gds.  Co.ll26 

Bristol  Co.,   The 1140 

Bnck     V.    P     940 

Buckley  Rubber' Co'..'  J. W.  1139 

BufTalo    Mfg.    Co 97U 

Buffalo  Wire  Works  Co..  1107 
Burgess- Norton  Mfg.   Co..  1106 

Burlington  Basket  Co 946 

Butler  Bros 920 

C 

Carborundum  Co.,  The. . .  944 
Carpenter-Morton   Co.    ...  946 

Gary   Mfg.    Co 963 

Chadbom  ft  Goldwell  Mfg. 

Go 926 

Chapin-Stephens  Co..  The.  974 
Chicago  Roller  Skate  Co. .  942 
Chicago  Spring  Butt  Co..  11 10 
Clark  Mfg.  Co.,  J.  L....1107 
Clark  Co..  The  Geo.  P.. 1113 
Clayton  ft   Lambert  Mfg. 

Co.    960 

Clendennin    Bros 1126 

Cleyeland  Stmpg.   ft  Tool 

Go.    969 

Glereland  Stone  Co 110^ 

Cleyeland  Wire  Spring  Go.  1105 
Clinton  Wire  Cloth  Co... 1100 
Coates  Clipper  Mfg.  Co..  110 1 
Cobum  Trolley  Track  Mfg. 

Qq ^3 

Goes' Wrench  do."  ...*.!!!!  916 

Coffleld  ft  Son.  P.  T 1124 

Goldwell      Lawn      Mower 

Co.    926 

Columbian  Hdw.  Co.,  The.  11 14 

Columbian  Rope  Co 967 

Cook  Co.,  H.  C 1140 

Corbln  Motor  Vehicle  Cor- 
poration     047 


Coyert   Mfg.   Co 1140 

Cronk  ft  Carrier  Mfg.  Co.  928 
Croeby    ft   Co 966 

D 

Dana   Mfg.  Go 1120 

Dayis  ft   Cook 976 

Dixon  Crucible  Co.,  Joa. .  964 

Dobaon,  Wm 1126 

Draper  ft  Maynard  Co...  063 

Droescher,   S.    R 1139 

Drouye  Co.,   The  G 914 

E 

Eagle  Cooperage  Works..  1122 
Eaton  ft  Prince  Co.,  The.  961 

Elastic    Tip   Co 966 

Bills  Mfg.   Co..  The 1125 

Energy   Eleyator  Co 960 

Enterprise  Fdry.  ft  Fence 

Co 1125 

Erie  Specialty  Co 963 

Bstes  Mills   966 

Eureka   Sharpener   Co 1116 

Excelsior  Supply  Co.  .942,  973 

F 

Fox   Mfg.   Go 973 

Franklin    Specialty    Co...  1121 

G 

Garland  Nut  ft  Rlyet  Go.  969 

Gem  Cutlery  Co 936-987 

Gem    Mfg.    Go 968 

Gerts-Lnmbard  ft  Co 964 

Qifford-Wood  Go 1111 

Gilbert  Mfg.    Co..  The...  947 

Gilchrist  Co..   The 1102 

Glascock  Bros.   Mfg.  Co..  944 

Goerti  ft  Co.,  August 1126 

Grand  Rapids  Fixture  Go.  962 
Grand  Rapids  Hand  Screw 

Go 965 

Green  Co.,  A.  H.,  The...  963 
Griffin  Mfg.  Co..  The.... 1110 

M 

Hallock    Firelesa    Cooker 

Co 1090 

Ham  Mfg.  Co.,  C.  T 948 

Hamilton   Rifle   Co..   The.  943 

Hammer   ft    Co 966 

Hammond.    B 914 

Harrington  ft   Richardson 

Arms  Co 913 

Hartwell   Bros 1108 

Hawkes-Jackson   Co 944 

HelnlBch's   Sons  Co..    R..  034 
Helse  Mfg.   Co.,   W.   F...1126 

Helwig  Mfg.   Co 1125 

Heasler  Co.,   H.   E 1115 

Hewitt  ft  Bros..    C.   B...1102 

HUl   Dryer  Co 1097 

Holland   Mfg.    Go 1116 

Holt  ft  Lyon  Co 1126 

Hotchkiss,  E.  8 934 

Hoyt,  Arthur  S 962 

Hnber  Acct.   Register  Co.  1113 

Hurley   Machine  Co ; .  968 

Hussey  ft  Co..  C.  G 1126 

I 

International   Stiver   Co..  1003 
Ironton  Wood  Mantel  Co.1113 

lyes  Co.,  The  H.  B 1121 
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Co.     1126 

Lowentraut  Mfg.  Co.,  P. .  966 
Ludlow-Saylor  Wire  Co..  1108 
Lufkin  Rule  Co.,  The....  974 

Luther    Bros.    Co 949 

Lynn  Filter  Mfg.  Co 1121 

M 

Majeatlc  Fum.  ft  Fdy.  Co.llQ2 

Manasae,   L 1126 

Manning,   Bowman  ft  Co.  932 

Maple  City  Mfg.   Co 1106 

Martcross  Co 1126 

Martin-Seymour  Co 966 

Martin's  Sons.  E.  J 1140 

McCabe  Hanger  Mfg.  Co.  1140 
McWhinnle     Wheelbarrow 

Works    1126 

Merriam  Mfg.  Co 941 

MerrlU   Bros.    960 

Meyercord    Go. ,    The 1 101 

Miller  Co.,  Frank  972 

Miller  Lock  Go 914 

Millers  Falls  Go 1140 

Milwaukee  Dustless  Brush 

Go 960 

Monte  Wrench  Co 966 

Morrill,   Charles    914 

Mossberg  Co.,  Frank 966 

Motor  Car  Eqntpm't  Co..  947 
Myers  ft  Bro.,  F.  E 968 

N 

Naahua  Till  Go 963 

National  Mach.  ft  SUmp- 

ing   Co 1118 

National  Tube  Go 1103 

Nelson-Morrison  Mfg.  Go.  11 16 
New    Jersey    Wire    Cloth 

Co 1107 

New  York  Sporting  Goods 

Go 961 

Niagara  Oil  Stoye  Co 941 

NlchoUs  Mfg.   Go 976 

Nicholson  File  Go 1140 

Nickel  Plate  Stoye  Polish 

Go 954 

Northfleld   Knife    Co 941 

North  Bros.   Mfg.   Co....  1120 

North  ft  PfeifTer  Co 1106 

North   Wayne  Tool  Co...  984 
Norvell  -  Shaplelgb    Hard- 
ware Co 922 

Noyelty    Mfg.    Go 1119 

o 

Ohio  Cooker  Co.,   The....  969 

Ohio  Ijintem  Co 948 

Ohio  Varnish  Co 962 

O'Neill    Eleyator   Co 900 

Oneida  Community.  Ltd..  1094 

P 

Page^torms  Drop  Frg.  Co.  966 
Parker  Wire  Goods  Co..  1126 

Parker  Co.,   Ghas 974 

Peck,    Hubert   B 1126 

Peck-Hamre   Mfg.    Co....  961 

Pepper.  Joseph  B 1126 

Pelouae  Scale  ft  Mfg.  Go.  969 

Phoenix  Mfg.  Go 1116 

Philadelphia  Lawn  Mower 

Co 1116 

PhllUps-Laffitte  Co..   The.  1126 

Pike  Mfg.  Co 918 

Porter.  H.  K 1139 

Porter  Machine  ft  Stamp- 
ing Works 1125 

Pritchard-Strong  Co..  The  949 
Prouty  Co.,  Ltd.,  T.  G..1112 
Pullman  Mfg.  Co 914 

O 

Qnincy  Show  Case  Go...  962 

R 

Read  Mfg.  Co.,  6.  B 1139 

Reading  Hdw.  Co 1189 

Reliance  Edge  Tool  Co...  976 

Reyere   Rubber  Go 1117 

Richardson  B.B.  Skate  Co.  946 

Robertson,    Arthur    R 960 

Rock  Island  Tool  Co 1112 

Roller  Cabinet  Works 032 

Rollman  Mfg.   Co 1120 


Root  Broa.  Co.,  The. 961.  1118 

Rostand  Mfg.    Co ..1009 

Royal  Mfg.  Go 1112 

Ruasell  ft  Brwin  Mfg.  Oo.  919 

8 

Samson  Cordage  Worka. .  9S4 

Schollhom   Co.,    Wm 1140 

Shelp  Mfg.  Go.,  H.  H...  963 
Shelby  Spring  Hinge  Co..  1116 
Shelby  Steel  Tube  Co 1103 

(See  Nat'l  Tube  Go,) 
Sherwood  MtL  Wrkg.  Co.ll07 

Silyer  Lake  Co.... 96T 

Slmonda  Mfg.   Go 977 

Smith   ft  Dayla 1121 

Smith  ft  Bgge  Mfg.  Co..  971 
Smith  ft  Hemenway  Co..  918 
Smith  Mfg.  Co.,  F.  H...1116 
Snow  FUke  Axle  Grse.  Co.  964 

Solderene    Go 1121 

Somers,  Harold   1126 

Sommer's  Son,  John  1140 

Specialty  Mfg.   Co 1118 

Spring     Steel     Fence     ft 

Wire  Go IIOS 

SUndard  Cash  Regstr.  Co.  1096 

Standard  Mfg.   Co 1111 

Standard  SUmplng  Go...  1117 
SUnley  Rule  ft  Level  Go.  028 

Stanley   Works    llio 

Star  Bzpanalon  Bolt  Co..  913 

Star  Mfg.  Go 968 

SUrrett  Co..  L,  8.,  The.  970 
Stephens  ft  Co.,  Windsor.  971 

Stephenson  Mfg.  Go 1096 

Stevens     Anna     ft     Tool 

Co.,    J 1138 

Stowell  Mfg.  Go 1126 

Superior  Spmg.  Hinge  Co.1108 
Sycamore  Wagon  Works.  961 
Syracuse  Chilled  Plow  Go.  1106 
Syracuse  Twist  Drill  Co.. 1102 

T 

Taylor  ft  Boggls  Fdy.  Go.  964 

Taylor  Mfg.   Co... 1126 

Three-in-One   OU   Go 1103 

Tower  ft  I^on  Co ,  969 

Townsend   Co.,    C.    C.    ft 

B.    P.    964 

Tuck  Mfg.   Go 040 

Turner  ft   Seymour   Mfg. 

Co.,    The    1116 

U 

Union  Cutlery  ft  Hdw.  Co.  976 
Union  Etey.  ft  Mach.  Co.  962 

Union  Fire  Arms  Co 942 

Union    Hardware    Co 946 

U.    S.    Industrial    Alcohol 

„Co.    1103 

Useful  Article  Co 1106 

Utica  Drop  Forge  ft  TVtol 
Co 018 

W 

Wabash   Mfg.    Co 946 

Wagner   Mfg.    Co 1.1111 

Wafj  Mfg.  Supply  Co.,  P.  914 

Wallace   Supply  Go 1125 

Walworth  Mfg.  Co 1139 

Ward  Safety  Baser  Oo. . .  940 
Warren  Axe  ft  Tool  Go.  .1126 
Watrous  Mfg.  Co.,  B.  L.llOO 
Wayerly  Wdnware  Wks..ll28 
White  Lily  Mfg.  Co.....  1124 
White  Mop  Wringer  Co..  1121 
WUIiams  ft  Co.. T  H. . . .  967 
Williamson  Wire  Noyelty 

Co.,  C.  T 961 

Winslow  Skate  Mfg.  Co..  960 
Woodhouse  Chain  Wks...lll3 
Worcester    Lawn    Mower 

Co.    1118 

Worcester    Wire    Novelty 

Co 960 

Wright   Wire    Co 1106 


Tale  ft  Towne  Mfg.  Go. .  917 
Yawman    ft    Knapp   Mfg. 

Co 984 

Yaioo   Mills    066 


5M 
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CAREFULLY  CONSULT  the  advertising  iMges  for  announcements  of  seasonable  goods  and  ^pedsl 
offers.    It  |MV8  every  Buyer  to  keep  posted. 

If  you  don't  find  what  you  want  write  us.  We  have  a  complete  catalogue  file  which  we  place  at  your 
service. 


AbraalTe   Materials 

Carborandam  Co.,  Niagara  FaUs,N.T. 
Pike  Mfg.   Co.,   Pike.   N.   H. 
Accoont  Rearlater 
Huber  Account  &  Register  Co.,  Buf- 
falo. N.   Y. 
AdJastera.  Blind 
ColumMan  Hdw.  Co.,  Oleveland,  0. 
Ivea  A  Co.,  H.  B.,  New  Haven,  Ct. 
Millers    ralla   Co..    28   Warren    St., 

New    York. 
BoaseU    A    Brwiu    Mfg.    Co.,    New 
BriUin.    Ct. 
Adjastersy   Gaaemeat 
Beading  Hardware  Co.,  Reading,  Pa. 
Buaseir  A    Brwin    Mfg.    Co..    New 

BriUln.    Ct. 
Yale  A  Towne  Mfg.  Co.,  0  Murray 
St.,   New  York. 
Ad|a«tars«    Hammoelc«    Rope 

aad  Strap 
Oevert  Mfg.  Co.,  Troy.  N.  Y. 
Adjastera,  "Window  Stop 
Ivea  Co.,  The  H.  B..  New  Haven.  Ct. 
Afrrltoaltaral  IBdae  Tools 
North   Wayne  Tool   Co..    Hallowcll, 

Me. 
Acrlealtaral    Impleiaenta 
Allen    A  Co.,    S.    L.,    Box   1100   H, 

Philadelphia.    Pa. 
Ifyera  A  Bro.,  F.  B.,  Aahland,  O. 
AdTertlalBff  Noveltlea 
Taylor  Mfg.   Co..    Hartford,   Ct. 
Alooliolf  Denatnred 
Alcohol  Utilities  Co..   166  West  23d 

St..    New   York. 
Benr  Bros.,   Ltd..  Detroit,   Mich. 
U.    S.    Industrial    Alcohol    Co..    100 
WiUlam  St..  New  York. 
Alcolftol  Utlllitlea 
Alcohol  Utilities  Co..   166  West  28d 

St..    New    York. 
Alcohol  Vapor  Stovoa 

(See  Stoves.) 
■Aadlroae 

(See  Fireplace  Goods.) 
Aasle  Benders 

(See  Benders.) 
AaVlle 

Colamblan  Hdwe.  Co.,  Cleveland.  0. 
Apple  Oattera 
Rollman  Mfg.  Co.,  Mount  Joy,  Pa. 
Apple  Parera 

l&Bading  Hardware  Co.,  Reading, Pa. 
Artlflelal  Mlanow  Bait 
Pepper,  Joseph  E.,   Rome,  N.   Y. 
Aali  Caaa 
Axnm  Oaa  Oe.»  18  Warren  St..  N(>. 

York. 
Beiier.    L.    D.,    60    North    2d    St., 

Filladelphla,   Pa. 
Gem  Mfg.  Co.,  Chelsea  Station.  Bos- 
ton, Mass. 
Aali  Sifters 

Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton. Mass. 
Hill  Dryer  <3o.,  816  Park  Ave.,  Wor- 

eester,  Maaa. 
Aaser  Blta 

BusaeU    A    Brwin    Mfg.    Co..    New 
BriUln,  Ct. 
Aaffer  Blta»  ESxpanalTe 
Tewer    A    Lyon    Co.,    06    Cbsmbrrs 
St.,  New  York. 
Aaffera*  IDartli  and  Poat  Hole 
Iwan  Brothers.  Streator,   ill. 
Union    Blevator  A   Maeb.    Co..    144 
(Hitario  St.,   Chicago,    ill. 
Aatomatlo  Traeica 
Peek-Hamre  Mfg.O>.,  The,  Berlin, 
Wla. 


Antomobile       Anti-Sklddlnar 
CbsUn 

(See  Chain.) 
AatomobUe  Jacks 

(See  Jacka.) 
Aatonaoblle  Lanapa 

(See  Lamps.) 
Antomobile  Sappllea 

Excelsior    Supply    Co.,    233-87    Ban- 

dolph  St.,   Chicago.   111. 
Gilbert  Mfg.  Co.,  The.   New  Haven, 

Ct. 
Motor  Car  Bqulpment  Co.,  66  War- 
ren St..  New  York. 
New   York    Sporting   GU>oda  (3o.,    17 
Warren  St.,  New  York. 
AatomobUe       Tnblaar       and 
Rlma 
American    Tube    A    Stamping    Co., 

Bridgeport.  Ct. 
AatomflTbllea 
Corbin    Motor    Vehicle    Corp.,    New 

Britain,   Ct. 
Stevens  Arma  A  Tool  Co.,  J.,  Chlco- 
pee  Falla,  Maaa. 
AvHa,  Brsul,  Belt  aad  Serateb 
Tuck  Mfg.  (3o.,  Brockton.  Maaa. 
Ax  Haadlea 

(See  Handles.) 
Axes  and  Hatcbeta 
Arcade   Mfg.   (3o..   Freeport,   111. 
Burgess-Norton    Mfg.    Co.,    (Geneva, 

Warren  Axe  A  Tool  (3o.,  Warren,Pa. 
Wiebuach  A  Hllger,  Ltd.,  0-16  Mur- 
ray St.,  New  York. 
Axle  Gresuie 

Snow  Flake   Axle  Grease  (3o.,  The, 
Pltchburg,  Mass. 
Axle  Greaac    Grapblte 
Dixon    Crucible    Co.,    Jos.,    Jersey 
City.  N.  J. 
Axle  bll 

(See  OIL) 
Babbit  Metal 
Pbilllps-Laffltte     Ck>.,     Penn     Bldg., 

Philadelphia,  Pa. 
Baby  liralkera  and  Jumpera 
Glascock  Bros.  Mfg.  Co.,Muncie,Ind. 
Baea 

ArUcles.) 

,     „  Ofllce  Railing 
Buffalo  Wire  Wka.  (3o., Buffalo.  N.Y. 
Ludlow-Saylor  Wire  (3o.,  St.  Lonia, 


Bans 

(See  ArUc 
Bank  and 


Mo. 

Wright  Wire  <3o., 
Baroed  "Wire 


Worcester,  Maaa. 


(See  Wire.) 
Barrel  Svrlngra 

Glascock  Bros.  Mfg.  Co.,Mnncle,Ind. 
Baae  Ball  Shoe  Platea 

Wlnslow    Skate    Mfg.     Co..    Sam'U 
Worceater,  Mass. 
Baae  Ball  Sappllea 
Draper-Maynard  Co..  Plymoutb.N.H. 
Baaketa,  "Wire 
Andrews  Wire  A  Iron  Wks..   Rock- 
ford,   111. 
Batb  Room  Fltttnva 
American  Ring  Co..  Waterbury,  Ct. 
Buffalo  Mfg.  Co.,   Buffalo,  N.   Y. 
Manning,   Bowman  Al  Co.,   Merldcn. 

Ct. 
NoYclty  Mfg.  Co..  Dopt.  K..  Water- 
bury,  Ct. 
Parker  Co.,  Cbas..  Tho.  Mcrlden.  Ct. 
Pritchard-Strong  (To..   20  Circle  St., 

Rocheater,    N.   Y. 
Taplln  Mfg.  0>.,  New  Britain.  Ct. 
Beatera 

iSee  Carpet  Whips.) 
la  and  Gonsa 
Moaaberg  Co.,  Frank.  A  ttleboro. Maaa. 


Beading  Hardware  Co.,  « 
BuaseU    A    Erwln    Mfg.    Oe., 

:        JD,    Ct. 
Wall    Mfg.    Supply    Co.,     P., 


Britain,   Ot 
¥all    Mfg.    I 

fheny,  Ta. 
t  Dneaal 


New 


ABe- 


.  ^neaalBff 

Dixon    Omeible    (>>..    Joa.,    Jerstj 

City,  N.  J. 
Stephenson  Mfg.  Co.,  Albany,  N.  Y. 
Belt  Hooka 

iSee  Hooka.) 
t  Laetaar,  Steel 
Bristol  Co.,  Waterbury,  Ct. 
Belt  Pancbea 

IBee  Pnnchea.) 
tm,    Rabber,    Cot-foa    and 
Tbreaber 
Buckler    Rubber    (3o.,    J.    W.,    M 

Warren  St.,   New  York. 
Revere  Robber  Co..  77  Bedford  St., 

Boaton.   Mass. 
Beneb  Serevra 

(See  SerewB.) 
Beacbea*    Cablnet-Makera, 
Grand     Bapida     Hand    Screw    m.. 
•14  Jeiferaon  Ave.,  Grand  M^fUa, 
Mich. 
Beadera,  Aagrle  s&ad  By* 
Wallace    Supply    Co.,    916    Gardes 
City  Block.  Chicago,  IIL 
Bicycle  Bella 

(See  Bella.) 
Bicycle  Ijampa 

(See  Ijampa.) 
Bicycle    Sappllea    aad    Saa- 

drlea 
Excelsior    Supply    (3o.,    283-87    Ran- 
dolph St..   Chicago,  111. 
Myers  A  Bro.,  F.  B.,  Aahland,  9. 
New    York  Sporting  Gooda  Oa.,   17 

Warren  St.,  New  York. 
Smith  A  Bgge  Mfg.  Co.,  Bridgeport. 

Ct. 
Btcydea 
Johnson's    Arms    A    Cycle    Werku 

Iver,   Fltchburg.   Maaa. 
Binder  TvHae 

(See  Twine.) 
Bird      Caffc      Sprln^a      aad 

Gbalna 
Turner  A  Seymour   Mfg.   Oe.,  Tsr 

rington,   Ct. 
Bit  Braces 
MlUera   Falla   Co..   28   Wanea  8t, 

New  York. 
Reading    Hardware    (3o.,     Beading, 

RuBseU    A    Brwin    Mfg.    Ce.,    New 

Britain,   Ct. 
SUnley    Rule    A    Level    Co.,    New 

BriUin,  Ct. 
Blta 

(See  Auger  Bits.) 
Blackboards,  Slate 
Johnson  Co.,   B.   J.,   88  Park   Bew, 

New  York. 
BlankSy  Fork  aad  Kmtfe 
Union  Cutlery  A  Hdw.  Oa.,  Baloa- 
vlUe.  Ct; 
BUnd  Adjnatera 

(See  Adjuatera.) 
Blocks,  Obala 
Yale  A  Towne  Mf^.  Oe.,  f  Manny 
St..   New  York. 
Blocks,  Tackle 
Union  Blevator  A  Machine  0>..  144- 
146  OnUrio  St..  Chicago,  111.    ^ 
Union  Hardware  (}o.,  TorriBgtss,Ot 
Boat  Hardware 

(See  Marine  Hardware.) 
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BoatSf  CaBTas 

GUseoek  Bros.  Mfg.  Co.,Hancie,Iiiil. 
BoUeni«  Wasli 

i8M  WMb   BoUera.) 
Bolt  aad  Sat  Maeblaery 
Waterlmiy-Farrel  Fdry.   ft  Machine 

Co.,  Waterbary,  Ct. 
Bolt  Clippers 
Helwlff  Mfff.  Go.»  St  Paul,  Minn. 
Porter,   H.   K.,    Ererett,   Mass. 
SelMilhoni  Co.,  Wm.,  New  HaTen,Ot. 
Bolt%  ¥irroiiKbt  Metal 
ITM  Co.,  The  H.  B.,  New  Hayen,  Ct. 
Bolts  aad  Nats 
Omrland    Nat    &    RlTet    Co.,    Pltts- 

hmg.  Pa. 
Borins  Maeblmes 
AJaz  Mfg.  06.    ~—^ 
Box  HlBffes 

(See  Hinges.) 
Box  Loelcs 
~M  Locks.) 
le  toeaers 

m  £  Co..  Windsor,  Waltham, 


06.,  Plttsbarg,  Pa. 


Stepheiia  < 

Taplln'Mfg.  Co.,  New  Britain,  Ct. 

Tarlor  Mfg.  Co.,  H"" — "    "" 
Bottla  Stoppers 

TkirtSii  Mfg.   Co..    New   BrlUln.   Ct. 
BotOa  Stoppers,  Milk 

Stepbans  it  Co.,  Windsor,  Waltbam, 


Co.,   Hartford.  Ct. 


Box  Hooks 
Lowentniit    Mfg.     Co.,     P.,     86-64 

Brenner  St.,  Newark,  N.  J. 
Box  Opeaers 
Bonner  Mfg.  Co.,  C.  B.,  Ohrlsnian, 

IlL 
Lowentraat     Mfg.     Co..     P.,     86-64 

Brenner  St.,   Newark,   N.   J. 
Box  Straps,  GoraerSt  Hasps, 

ete. 
Acme  Steel  Ooods  Co.,  Cblcago,  III. 
Carr  Mfg.  Co.,  19-21  Rooseyelt  St.. 
New  York. 
BoxeSf   Hard'vrare,   Skelf 
Qreen  Co.,   A.   H.,   07   Warren  St., 

New  York. 
Sbelp  Mfg.   Co.,   Henry   H.,   Colnm- 
bla  Aye.   ft  Randolph  St.,   Phlla. 
Boxes,  Mail 
Heine   Mfg.    Co.,    W.    F..    66    Union 

Park  Court,   III. 
Hessler  Co.,   H.   B..   800  North  Sa- 

llna  St.,  Syracuse,  N.  Y. 
Merrlam  Mfg.  Co..  Durham.  Ct. 
Peck-Hamre  Mfg.  Co^  Berlin,   Wis. 
Reading  Hdw.   Co.,   Reading,   Pa. 
Taylor  ft  Boggls  Fdry.   Co.,   Cleye- 

land.  O. 
Boxes,  Miter 
Millers   FaUs    Co.,    28   Warren   St.. 

New  York. 
Smith  ft  Hemenway  Co.,  108  Doane 

'St.,  New  Yerk. 
Tower   ft    I>on    Co..    06    Chambers 

St.,  New  York. 
Boxes,  Raral  Mail 
Hessler  Co..  H.  B..  600  No.  Sallna 

St.,  Syrteuae,   N.  Y. 
Peck-H&ire  Mfg.  Co.,  Berlin,  Wis. 
Boxes,  Tia,  Statioaers' 
Merrlam   Mf|^_  Co^  Durham,   Ct. 
BraeketSt  Koldlnv 
Orlffln  Mfk.   Co..   Erie,   Pa. 
Stanley  Works,  New  Britain.  Ct. 
Braekets.  Ironinar  Board 
_BosUnd  Mfg.  Co..   Mllford.   Ct. 
'  B«  Xamp 


Braekets.  ajmjdv 

Arcade   Mfg.   Co.,    Freeport.   111. 

Reading  Hardware  Co.,  Reading.  _  ^. 

Wagner  Mfg.  Co..  Cedar  Falls,  la. 
Braekets,  Roof 

Wagner  Mfg.  Co.,  Cedar  Falls,  la. 
Braekets*  Skelf 

AtUs  Mfg.   Co.,   New  Hayen,   Ct. 

Griffin  1^.  Co..  Brie,  Pa. 

Reading  Hardware  Co.,  Reading,  Pa. 
»lf   ft     Brwln    Mfg.   Co.,    New 


Pa. 


BriUln.  Ct. 

Stanley  Works,  New  BrlUln.  Ct. 

TapUn  Mfg.   Co.,   New  BriUln.    Ct. 
Braekets.  Sbow  Case 

Nashua  Till  Co.,   Nashua.  N.   H. 
Braekets,  Stair  Rail 

Reading  Hardware  Co..  Reading,  Pa. 
Braekets,  Steel  Siak 

Hessler  Co..  H.  B.,  Syracuse,  N.  Y. 
Brass  aad  Copper 

Hussey  ft  Co.,  C.  G..  PltUburg,  Pa. 


Itte    Co.,     Penn     Bldg., 


M  Plates 

IpsTaffltte    Co 

PhlladelphU,  Pa. 


PhlUl] 


Brasiaa  Po^vrder 

PhllUps-Laffltte     Co..     Peon     Bldg., 

PhlladelphU,  Pa. 
Bread  Bllxers 

Gem  Mfg.  Co..  Chelsea  Station.  Bos- 
ton,  Mass. 

Landers,  Frary  ft  Clark,   New  Brit- 
ain, Ct. 

Manning,   Bowman  ft  Co.,   Meridcn, 
Ct. 

Pritchard-Strong  Co.,   29  Circle  St., 

Rochester,  N.  Y. 
Bread  Toasters 

J  See   Toasters.) 
ekiayers'    Hand   Protect- 
ors 
Bzcelalor  Implement  Co.,  Troy.N.Y. 
Broilers  (Smokeless)  Wire 
Bridgeport  Wire  Goods  Co.,  Bridge- 
port. Ct. 
Brooders,  Poaltry 
Reliable  Incubator   ft   Brooder.  .Co.. 

Broom  bolders 

Bennett  Mfg.  Co.,  The.  420  Auburn 

Aye.,   Buffalo,   N.    Y. 
Brasbes.  Floor 
Milwaukee  Dustless  Brush  Co.,  MH- 

waukee.  Wis. 
Brushes,  Paiat,  Bte. 
Gerts-Lumbard  ft  Co.,  208-210  Ran- 
dolph St.,  Chicago.  111. 
BrasaeSy  Sanitary  Horse 
Milwaukee  Dustless  Brush  Co.,  Mil- 
waukee,  Wis. 
Bnlldiaar  Papers 

(See  Paper.) 
Barniskers 

Tuck  Mfg.  Co..  Brockton.  Maaa. 
Baskiaars*  Adjastable  Pipe 
Armstrong  Mfg.   Co.,   291   Knowlton 

St..   Bridgeport.  Ct. 
Bnteaer  Knives 
Forschner    ft    Sons,    Chas.,    206    B. 
19th  St..  New  York. 
Batcker    Sa^vrs 

(See  Saws.) 
Batts,  Door 

Griffin  Mfg.  Co..  The,  Brie,  Pa. 
Russell    ft    Brwln    Mfg.    Co.,   New 

Britain.  Ct. 
SUnley  Works,  New  Britain,  Ct. 
Yale  ft  Towne  Mfg.  Ck>.,  9-16  Mur- 
ray St..   New  York. 
Cake  Mixers 

Landers,  Frary  ft  Clark,  New  Brit- 
ain. Ct. 
Pritchard-Strong   Co..  29  Circle  St., 

Rochester.  N.  Y. 
Cake  Tnraers 
Arcade  Mfg.  Co.,  Freeport,  111. 
Calks,   Boot 
North    ft    Pfelffer    Mfg.    Co.,    New 
Britain.    Ct. 
Calks,  Screw 
North    ft    Pfelffer    Mfg.    Co.,    New 
BrlUln,    Ct. 
Calks,  Skoe 
North    ft    Pfelffer    Mfg.    0>.,    New 
BrlUln,    Ct. 
Calks,  ^teei 
North    ft    Pfelffer    Mfg.    (3o..    New 
Britain,    Ct. 
Calipers  and  Dividers 
Lowentraut    Mfg.     Co..     P.,     36-54 

Brenner   St.,    Newark,    N.    J. 
SUrrett  Co..  L.  S.,  Athol.  Maaa. 
Calkiajr 
Estes  MUls.  Fall  RWer.  Maaa. 
Caa  Opeaers 
Arcade  Mfg.   Co.,  Freeport,  111. 
Bills  Mfg.  Co.,  The,  Milldale,  Ct. 
Lowentraut     Mfg.     Co.,     P..     86-64 

Brenner   St.,    Newark.    N.    J. 
Pritchard-Strong  Co.,   29  Circle  St., 

Rochester,  N.  Y. 
Smith  ft  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Taylor  Mfg.   Co.,  Hartford,  Ct. 
Caas 

(See   Articles.) 
Carbide  of  Silicoa 
Carborundum     Co.,     Niagara     Falls, 

Carboraadam 

Carborundum     Co..     Niagara     Falls, 

N.  Y. 
Luther  Bros.   Co.,    114  Canrer  Are.. 
Milwaukee.    Wis. 
Carboraadaai  Paper  A  Cloth 
Carborundum    Co..     Niagara     Falls, 

N.  Y. 
Carboraadant  'Wkeels 
Carborundum    (?o.,     Niagara    Falls, 

N.  y. 


Carpeater  Aproas      • 

_    (See  Aprons.) 

Carpet  Pias  aad  Soekets' 

Turner  &  Seymour   Mfg.    (k>..    Tor- 

rington.  Ct. 
Carpet   Stretckers  " 

Hunt*  Helm.  Fettis  Str  Co.,  Harvard, 

lU,  .         .. 

Carpet  Sweeper* 
Blssetl  'Carpet  Sweeper  Co.,   Grand 


Rapids,   Mich. 
Carpet  wkipi 

Andrews  Wire  ft.  Iron  Works.  Rock- 


ips'aad  Beaters 


ford.   ni. 
Bennett  Mfg.  Co..  The.  420  Auburn 

Ato..  Buffalo.  N.   Y. 
CkMley  Mfg.  Co.,  108  So.  Canal  St., 

Chicago,   III. 
Elx  Mfg.  Co..  Theo.  J..  Glrard,  Pa. 
HoU  ft  Lyen  CJo.,  Tarrytown.  N.  Y. 
yseful .  ArUcle     Co..     420     Auburn 

Atc..   Buffalo,  N.  Y. 
CarrlenrsKHay 
Myers  ft-Bro..  F.  B..  Ashland.  O. 
Carrfatf«  Heaters 
Chicago  Flexible  Shaft  Co..  180  On- 

Urio  St..   Chicago,    111. 
Standard  Stamping  Co..   Marysyllle. 

Ohio. 
CartSf   Haad  aad  Barrel 

Myers  ft  Bro.,  F.  B..  AshUnd,  O. 
Carvers'  KaiToSt  "Wood 
Smith  ft  Hemenway  Co.,  108  Duane 

St..  New  York. 
Cases 

(See   Articles.) 
Casenteat    'Wiadoiv    Fastea- 
ers 

(See    Fasteners.) 
Cash  Dra^wers,  Alaria 

Nashua  Till   Co..    Nashua^   N.   H. 
Casters,  Faraitare 
Clark   0>.,    Geo.    P.,   The.    Windsor 

liocks,    Ct. 
Reading  Hardware  Co.,  Reading,  Pa. 
Casters,  Rabber  "Wkeel 
Elastic  Tip  Co.,  870  AtlanUe  Ave., 

Boston,  Mass. 
Cash   Reffisters 
SUndard     Cash     Register     Co.,     80 

Chestnut    St.,    Wabash,    Ind. 
Castiaars,  Malleable  aad 

Steel 
Hammer  ft  Co.,  Branford.  Ot. 
Catchers,  Grass 
Krause   Mfg.   Co..    Zion   City.    O. 
Specialty    Mfg.    Co..     St     Anthony 

Park,  Minn. 
Catehes,  Bara  Door 
Reading  Hardware  Co.,  Reading,  Pa. 
Catches,  Refriaerator 
Braaa  QooOb  Mfg.  Co.,  Brooklrn^N.Y. 
Reading  Hardware  Co^  Reading,  Pa. 
Catches,  Screea  Door 
Automatic  Door  Catch   Co..   218  E. 

67th  SU  COiicago,  111. 
Reading  Hardware  (To.,  Reading,  Pa. 
Watrous  Mfg.  Go,,  B.  L.,  TOe,  Des 

Moines,   Iowa. 
Challasr  Dishes 
Buffalo  Mfg.  Co.,   Buffalo.    N.    Y. 
Manning,  Bowman  ft  Co.,Meriden,Ct. 
Chaia 
Bridgeport    Chain    Co.,    Bridgeport, 

Ct. 
Oneida    Community,    Ltd.,    Oneida, 

N.  Y. 
Smith  ft  Bgge  Mfg.  Co.,  Bridgeport, 

Ct. 
Turner  ft  Seymour  Mfg.    <3o..   Tor- 

rington.  Ct. 
WooAiouse  Chain  Wks.,  Trenton  N.J. 
Chaia  Aachor 

Woodhouse  Chain  Wks..  Trenton  N.J. 
Chaia,    Aato    Aatt-Skiddiaff 
Woodhouse  Chain  Wks..  Trenton  N.J. 
Chaia  Blocks 

(See  Blocks.) 
Chaia,  Cable 

Woodhofiise  Chain  Wks.,  Trenton  N.J. 
Chaia,    Craae 

Woodhouse  Chain  Wks..  Trenton  N.J. 
Chaia,  Coaveyor 

Woodhouse  Chain  Wks.,  Trenton  N.J. 
Chaia,   Dredsrinff 

Woodhouse  Chain  Wks.,  Trenton  N.J. 
Chaia,   I«oar 

Woodhouse  Chain  Wks.,  Trenton  N.J. 
Chaia,  Panip 

Garland  Nut  ft  RlTCt  Co.,  Pitteburg. 
Pa. 
Chaia,  Steam  ShoTel 
Woodhouse  ChalQ  Wks..  Trenton  N.J. 
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CluUk  Unes 

SilTer  Lftk*   Go.,   78  Cbaancey  St.. 

BostOD,  Iteas. 
CHeek  Retn  Loop 

Beftd  Utm,  Co.,  O.  B.,  Troj,  N.  T. 
Clierry  Stones 

RoUmaii  W^,   Co.,   Mount  Joy,   Pa. 
CBlmnor^C'ops.  lleTolTtAff 

Xwan  Bras.,  Strestor,  XIL 
CIHaola 
Reliance    Bdfe    Tool    Co.,    Toiing«> 

town.  O. 
BQMell    Sc    Brwin    Mfg.   Co.,   New 

BriUln,  Ct. 
Tuck  Mfg.  Co.,  Brockton,  Maak 
CliisolSy   Box 

(See  Box  Openen.) 
Cltrlstiiaas  Tree  uoldem 
North  Bnw.  Mfg.  Co.,  Philadelphia, 
Pa. 
Cli«tea»  Coal  aad  "Wood 
Majestic  Fnmace  &  Foundry  Co.,  23 

West   St.,    Huntington.    Ind. 
Cistern  Tops 

Wagner  Mfg.  Co.,  Cedar  FaUi,  la. 
Clamps 

Grand     Rapids     Hand     Screw    Co., 
•14  Jefferson  Ave.,  Grand  Rapids, 
Mich. 
Hammer  St  Co.,  Branford,  Ct. 
Williams  ft   Co.,   J.    H.,    Brooklyn, 
N.  Y. 
Cllpperst  Flayer  Nail 
Cook  Co.,  H.  C,  The,  Ansonla,  Ct 
Clipping  Maeklnesy  Hair 
American  Shearer  Mfg.  Co.,  Nashaa, 

Brown   ft   Sharps  Mfg.    Co.,    ProTl- 

Chicago'  riezible  Shaft  Co.,  180  On- 
tario St.,  Chicago,  111. 
Costoii  OUpper  Mfg.  Co.,  Worcester, 

■dward   8.,    Bridgeport, 


Coat  Haiisr«rs 

iSee  Hangers.) 
fee  aad  Sploo  Mills 


Arcade  Mte.  Co.,  B^seport^  111. 
Landers,  Fwir: 
Bin,  Ct. 


ary  ft  Clark,  New  Brit- 


Brlt- 


Ot. 
Wlebuch  ft  Hilger,  Ltd.,  9-16  Mnr- 

ittj  St.  New  York. 
OUpplnr  Kaelilnes*  Horse 
AaiMlcan  Shearer  Mfg.  Co.,  Nashua, 

N    H 
Ohleago'  Flexible  Shaft  Co.,  180  On- 
tario St..  Chicago. 
Wiebusch  ft  Hilger,  Ltd.,  0-15  Mur- 
ray St..  New  York. 
Cloolcs 
New  Haven  Clock  Co.,  New  HaTen, 
Ct. 
Clothes  Bars 
■ly  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Martcross  Co.,  40  Dearborn  St.,  Chi- 
cago, 111. 
OlotHes  Dryers 
Hill  Dryer  Co.,  816  Park  Atc.,  Wor- 
cester, Mass. 
Clothes  Lime  Fasteners 
Bennett  Mfg.  Co..  The,  420  Auburn 
ATe..   Buffalo,  N.  Y. 
Clothes  Llaes 
Columbian  Rope  Co.,  Auburn,  N.  Y. 
Bates  MiUs,  Fall  BiTer,  Mass. 
Samson  Cordage  Wks.,  Boston,  Mass. 
SIlTer  Lake  Co.,   78  Chauncey   St., 

Boston,  Mass. 
Clothes  LdaeSf  "Wire 
Wright  Wire  Co.,  Worcester,  Mass. 
Clothes  lirrlavers 
American  Wringer  Co.,  The,  N.Y.O. 
Glascock  Bros.  Mfg.  Co.,Mnncie,Ino. 
Coaly  Carrlagr^  Heaters' 
Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago.  111. 
Standard  Stamping  Co.,   Marysrllle^ 
Ohio. 
Coal  Chatea 
(See  Chutes.) 
Coal  Ble'ratorn 
Oifford>Wood  Co.,  Hudson,  N.  Y. 
Coal  Hods 

Buffalo  Mfg.  Co..  Buffalo,  N.  Y. 
Coal  Vases,  Brass 
Buffalo  Mfg.  Co.,  Buffalo,  N.  Y. 
Coaster  Sleds 

(See  Sleda.) 
Coastei^  ITaffOBS 

(See  Wagons.) 
Coat  and  Hat  Hoohs 
(See  Rooks.) 


Parker  <3o.,  Chas.,  Merlden,  Ct. 
Coffee  Peroolators 
American  BOrer  Co.,  BrlstoL  Ct. 
Buffalo  Mfk.  Co..  Buffalo,  N.  Y. 
Landers.  Frary  ft  Clark,   New  Bi 

aitt,  eft. 

Manning,  Bowman  ft  Co.,  Meriden.Ct. 
Coffee     Pereolhtors,      Aato« 
matle  IBleetrlo 
American  Silrer  Co.,  Driatol,  (}t. 
Coffee  Pots 

Gem  Mfg.  Co.,  Chelsea  Station,  Bos- 
ton,  Maas. 
Condaetor  Pipe 
Berger    Bros.    Co.,    281    Arch    St., 

PbiladelphU,    Pa. 
Conductor      Pipe      Haas«iFs, 

Wire 
I  wan  Bros..  Streator,  111. 
Cooklaff  utensils 
AToiy  Stamping  Co.,  ClST^Iand,  O. 
Clereland    Stampiag    ft    Tool    Co., 

Cnereland,  O. 
Landers,  Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Copper 

(See  Brass  and  Copper.) 
Copper  Gaskets 
Hussey  ft  Ck>.,  C.  G..  Pittsburg,  Pa. 
Motor  Car  Bqulpment  (To.,  66  Wai^ 

ren  St.,  New  York. 
Cordaare 

Columbian  Rope  Co.,  Auburn,  N.  X. 
Samsou  (3ordage  Wks.,  Boston,  Mass. 
surer  Lake  Co.,   78  Chaimeey  St., 

Boston,  Mass. 
Yasoo  Mills.  100-6  West  Broadway, 
New    York. 
Cork  Sore'vrs  and  Pollers 
Arcade  Mfg.  Co.,  Freeport.  111. 
Brie  Specialty  Co.,  Srto,  Pa. 
Gilchrist  Co..    The,    886   Bank    St., 

Newark,    N.   J. 
Parker  0>^  The  Chas.,  Merlden,  Ot. 
Smith  ft  uemenway  Ck>.,  108  Duajs? 

St.,  New  York. 
Williamson    Wire    NoTelty    (k>..    C. 
T.,  66  Badger  Ave.,  Newark,  N.  J. 
Cora  Poppers 
Mlddletown    Mfg.    Co.,    Middletown, 

Corporation  Cooks 

Walworth  Mfg.  Co.,  188  Federal  St., 

Boston,  Maas. 
Comndnm  "Wheels 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Cotton  Waste 
Bates  Mills,  FaU  BiTer.  Mass. 
Co'w  Base 

Carpenter-Morton  C!o.,  Boston,  Mass. 
Cranes 
Yale  ft  Towns  Mfg.   Co.,   0  Murray 
St.,  New  York. 
Cmolbles 
Dixon    Crucible    Co.,     Jos..     Jvrsey 
City,  N.  J. 
Crndble  Steel 
American    Tube    ft    Stamping    Co., 
Bridgeport,  Ct. 
CnltlTators 
Allen   ft   Co..    S.    L.,    Box    1100    H, 

Philadelphia.   Pa. 
Syracuse  (Jhllled  Plow  Co.,  Syracuse, 

N.  Y. 
Cop  Hooks 
Turner  ft   Seymour   Mfg.    Co.,    Tnr- 

rtngton,  Ct. 
Cnrry  Combs 

AdTsnce  Mfg.  0>.,  Racine  Junction, 
Wla. 
Cnrtaln  and  Screw  Rln^s 
Turner  ft   Seymour   Mfg.    Co.,    Tor- 

rington,  Ct. 
Cnspldors 
Buffalo  Mfg.  Co..    Buffalo,   N.   Y. 

Cntlery 

(See  also  Knires,  Raiors,  Shears, 
etc.) 

Landers,  Frary  ft  Clark,  New  Brit- 
ain,  Ct. 

Northlleld  Knife  Co^  North&eld,  Ct. 

Norrell-Shapleigh  Hdw.  (3o.,  St. 
Louis,   Mo. 

Parker  Co.,  Chas.,  The,  Merlden,  Ct. 


Smith  ft  Hemenway  Co..  108 

St.,  New  York. 
Cntters 

(See  Articles.) 
I>alrr  Maehtnea 

(See  Articles.) 
Dampers 

Arcade  Mfg.  Co.,  Frteport,  ML 
Taylor  ft  Boggis  Fdry.   Co.,   CItt^ 

land,   O. 
Dash  Rein  Fasteners 
Read  Mfg.  Oo..  O.  B.,  Troy.  N.  Y. 
Deealeomania  Slgras 

(See  Signs.) 
Denatnred  Aleohol 

(See  AloohoL) 
Diaphragms 
Revere  Rubber  Co.,  77  Bedford  St., 

Boston,  Mass.      ' 
Dish  Mops 

Bates  MUlB,  FaU  RlTer.  Maas. 
Door  Bells 
(See  Bells.) 
Door  Bolts 

Griffin  Mfk.  Co.*  The.  Brie.  Pa. 
Door  Bnttons,  Steel 
Watroua     Mfg.     Co.,    B.     L.,     Des 

Moines,   la. 
Door  Oatehes- 
American  Hardware  Mfg.  Co.,   UOS 

Fulton  St..  Ottawa,  111. 
Watroos    Mfg.     Co.,     B.     L.,     Des 


Moines,  la. 
Door  Cheeks  and  Sprinas 
Pullman  Mfg.  Co..  Rochester.  N.  Y. 


Hardware    Co.,     Reading, 
Brwin    Mfg.    Co.,    New 
Co.,  9  Murray 


Reading 

Pa. 
Russell    ft 

BriUin.  Ct 
Yale  ft  Tbwns  Mfg. 

St.,   New  York. 
Door  Hangrors 
(See  Hangers.) 
Door  Holders 
Superior  Spring  Hinge  Co.,   123  So. 

Clinton  St..  Chicago^   111. 
Reading  Hardware  Co,,  Reading,  Pa. 
Door  Knobs 

(See  Locks  and  Knobs.) 
Door  Pnlls 

Ck>lumbian  Hdwe.  Co.,  GleToland,  O. 
Door  Springs 
(See   Springs.) 
Door  Strips,  Aatomatle  Iron 
Wagner  Mfg.  (3o.,'  Cedar  Falls,   la. 
llra^MTlns  Knives 
Reliance     Bdge   Tool    Co.,    Youngs> 

town.   O. 
RnsMill    ft    Brwin    Mfg.    Co.,    New 
Britain,    Ct. 
Draipvlnff  Knives,  Folding 
Reliancs    Bdge    Tool    Co.,    Youngs- 
town,  O. 
Russell    ft    Erwin    Mfg.    Co.,    New 

BriUin,  Ct. 
Dravrer  Pnlls 
Griffin  Mfg.  Co..  The,  Brie,  Ps. 
Reading  Hardware  Co.,  Reading,  Pa. 
Dressings 

(See  Articles.) 
Drills,  Hand,  Breast,  ete. 
Millers   Falls  Co.,   28    Wanvn   St., 

New  York. 
Smith  ft  Hemenway  Co.,  108  Dunns      , 

St.,  New  York. 
Syracuse  Twist  Drill  Co.,  n4  Graps 

St.,  Symcuse,   N.   Y. 
Drills,  Star  and  Pipe 
Star  Expansion  Bolt  0>..  147  Cednt 

St.,  New  York. 
Drop  Forirlnars 
Barnes  Co.,  Wallace,  The,  BrtstoL  Ot. 
Billings   ft   Spencer    Co.,   Hertford, 

Ct. 
Page-Storms       Drop      Forgs      Oo., 

^ringfleld,  Mass. 
Williams  ft  Co.,   J.    H.,   Brooklyn, 

N.  Y. 
Drop   ForgrlAas,  ▲ntomohtlo 


nas. 

Drop 


Page-Storms 

Springfleld,  Mass. 
Williams  ft   - 


Forgs       Oo.. 


Co.,   J.    H.,   Brssklyn, 

N.    Y. 
Dryers 

(See  ArUdes.) 
Drying  Stoves 
DroUTs  Co.,   G.,   Bridgeport,  Ot. 
Dnmb  liralters 
(See  BlcTstors.) 
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▲etna  Powder  Co^  Chicago,   III. 
B«Te  Troaarh  Hmasers 

(See  Hangers.) 


Ho) 


Co.,  TariTtown,  N.  Y. 


Urs  Beatem 

Jolt  ft  Ijron        .  

Ta^  Ifff.  Co.,  TtM*.  New  BriUlu, 

Turner   ft  Seymour   Mfg.   Co.,   Tor- 

rlngton,  Ct 
Bl«»«frie«l  Soppltc^s 
Smith  ft  Bemenwa7  Co.,  108  Doane 

St.,  New  York. 
Bleetrle  Cookfsv  as4  Heat- 
Ittir  Appmr«t«a 
(See  Artlclea.) 
BleTAtor      Bneloa«re>      aa4 

Cabs 
Buffalo  Wire  Wka.  Co.,  Buffalo,  N.T. 
Ludlow-I^lor  Wire  Co.,8t.Loiita,lle. 
Wright  Wire  Co.,  Worceeter,  liaaa. 
BleTatora  aad  Dymb  Walt- 
er* 
Baton  ft  Prince  Co.,  Chicago,   111. 
Bnergj    Blevator   0>.,    214-218   New 

St.,  Philadelphia.   i*a. 
O'Neill  Blevator  Co..  (06  Cherry  Bt., 

Philadelphia,  Pa. 
Union  BleTator  ft  Machine  Co.,  144- 
146  Ontario  St.,  Chicago,  III. 
BleTAtora.  lee 
Glfford-Wood  Co..  Tindson.   N.   Y. 
Bmerjr  Wheel  Dreaaera  and 
Cnttera 
Warren    Axe   ft   Tool   Co.,    Warren, 
Pa. 
Bmery  W^heela 
Pike  Mte.  Co^  Pike,  N.  H. 
Baameied  Ware 
Cleveland  Stamping  ft  Tool  (}o..  The, 

Clereland;  O. 
Bnamela 

iSee  Palnta.) 
Baenteheoa  Piaa 

(See  Pina.) 
Bzpanaloa  Bolta 
McT^abe  Hanger  Mfg.  Co..  The.  825 

Weet  26th  St.,  New  York. 
Star  Bxpansloo  Bolt  Co.,  lat  and  2d 

Sta.,   Bayonne,   N.   J. 
Bztenaloa  Roda 
Turner   ft  Seymour   Mfg.    Co.,   Tot- 

rlngton,  Ot. 
Rye  Beadera 
(See   Bendera.) 
Faetorjr  Tmeka 

(See  Trucks.) 
l*ana,    Bleetric   and    Water 
Bates  ft  Bro.  Co.,  The  l>.   L.,  Day- 
ton,   O. 
Farmlnar  Implementa 

(See  Agricultural  Implements.) 
Farni  Gatea 
(See  Gates.) 
Faatenera,    Caaement    W^ln- 

dow 
Wes  (3o.,  The  H.  B.,  New  Haven,  Ct. 
Faateaera,  Corrnsated 

Acme  Steel  Goods  Co.,  Chicago,  111. 
Faateaera,  Saah 
Ives  Co.,  H.  B..  New  ffaven,  Ct 
Watrous     Mfg.     Co.,     B.     L.,     Dos 
Moines,  la. 
mceta.  Bri 
Landers,  Frary  ft  Clark,  New  Brit- 


Fanceta.  Braaa 
ders,  Frary  ft 
a  In,  Coi 


Smith  ft  Hemenway  Co..  106  Duane 

St.,  New  York. 
Walworth  Mfg.  Co..  128  Federal  St, 


Faneeta*  Iron 

North  Broa.  Mfg.  Co..  Philadelphia, 

Pa. 
Walworth  Mfg.  Co.,  128  Federal  St., 

Boston.  Mass. 
Faneets*  Molaaaea  and  Tar- 

nlali 
Parker  Co.,  Chas.,  The,  Merlden,  Ct. 
Faneeta*  W^ooden 
Sommer's  Sons,  John,  86S-866  Central 

Ave.,  Newark,   N.  J. 

Fenee  Stretehera 

(See  Wire  Stretchers.) 
Fenee  Tool  (Combination) 
Bonner  Mfg.  Co.,  C.  E..  Chrlsman, 
IlL 
Fenelnsy  Iron 
■nternrlae    Foundry    ft    Fence    Co., 
Indianapolis,  Ind. 
Fendnir,  W^lre 
Clinton    Wire    Cloth    C^..    Clinton, 
Mass. 


Enterprise  Fonndry  ft  Fence  Co.,  In- 
dianapolis,   Ind. 

Eureka  Pence  BJfg.  Cti^  Richmond, 
Ind. 

Keystone  Steel  ft  Wire  (>».,  PeorU, 

New  Jersey   Wire  Cloth  Co.,  Tren- 
ton, N.  i. 
Spring  Steel  Fence  ft  Wire  Co.,  An- 
derson^ nd. 
Wright  Wire  Co.,  Worcester.  Mass. 
Fllea  and  Raapa 
Nicholson  File  Co.,  Providence,  B,  I. 
Bnssell    ft    Brwln    Mfg.    Co.,    New 
BrtUIn,  <». 
FUtera.  Water 
Buffalo  Mfg.  Co.,  Buffalo.  N.  Y. 
I^nn  Filter  Mfg.  Co.,  Cincinnati,  O. 
Flnver  Nail  Cllppera 

(Ses  OUpoerL) 
Flreleaa  Cookera 
Hallock  Flreless  Cooker  Co.,  Grand 

Rapids,    Mich. 
Kahn   Flreless   Choker  Co.,   36  Con- 
gress St.,    Boston,    Mass. 
Flreplaee  Gooda 
RosUad  Mfg.  Co.,  MUford,  Ct. 
Fire  Doora 
0»bum  Trolley  Track  Mfg.  Co.,  Bol- 

«*y®''?^  ¥■■■• 

Fire  Pota 

CUyton   ft  Lambert   Mfg.    Co.,    De- 
troit. Mich. 
Fire  Hoae 
Revere  Rubber  Co..  77  Bedford  St., 
Boston,   Mass. 
FlNblns  Taekle 
Martin's  Sons,  B.  J..  IH  lOngllsher 

St..  RockTlUe.  Ct. 
Flahlnv  Taekle  Boxea 
llerrlam  Mfr.  Co.,  Durham.  Ct. 
Five  and  Ten-Cent  Qooda 
Butler   Bros.,    New   York.    Chicago, 

St.   Loula   and   MInneo polls. 
Franklin  Special^   Co..  811   Cherry 

St..  Readlnc.  Va. 
Flxtorea.  Bleetrle  I«lirht 
Novelty ^Mfg.  Co.,  Waterbury,  Ct. 
Fllea,  Splnnera«  ete. 

(See   ArtlflcUl   Bait.) 
Floor  Serapera 

(See   Scrapers.) 
Floor  Hlnvea 
(See  Hinges.) 
Floiver-Bed  Ooarda 
Wright  Wire  Co..  Worcester.  Mass. 
Fine  Stopa 
Andrews  Wire  ft  Iron  Wks.,   Rork- 

ford.    111. 
Clark  Mfg.  Co..  J.  L..  Rnekfonl.  111. 
Holt  ft  Lyon  (3o.,  Tarry  town,  N.  Y. 
Fine  Tklmble 
Weber-Klrch  Mfg.  (}o.,  Keokuk,  la. 
Fly  Klllera  - 

Somers.    Harold,    140    DcKalb   Aye., 

Brooklyn.  N.   Y. 
Fljr  Klllera,  W^lre 
BlgHlow.  J    F..  Worcester,  Mass. 
Football  Snppllea 
Draper  ft   Maynard   Co..   Plymouth, 
N.   H. 
Food  Ckoppera 
Dana  Mfg.  Co..  Cincinnati.  O. 
Landers,   Frary  ft  Clark.   Ni*w  Brit- 
ain.  Ct. 
Rollman  Mfg.  Co.,  Mnnnt  J»y,  Pa. 
Russell    ft    Brwln    Mfg.    Co,    New 
Britain,  Ct. 
Foot  Preaaea 
(See  Presses.) 
Force  Pnnipa  or  Cupa 

(See  Rubber.) 
Forka 

(See  Agricultural  Implements.) 
Fonndry   Rlddlea 

Wright  Wire  Co.,  Worcester,  Mass. 
Fonn tal na.  Iron 
Mott    Iron    Wks.,    The    J.    L..    5th 
Ave.  and  17th  St.,  New  York. 
Fmlt  Jar  Rlnva 

(See  Rubber.) 
Frnlt  Preaaea 
(See  Presses.) 
Fnrnaeea 

(See  Soldering   Furnaces  and  Gas 
Fumacea.) 

Fnrnltnre  Trlmnilnfra 

American  Ring  (^..  Waterbury.  Ot. 
Oanie  Trapa 
Abingdon  Trap  Co.,  The,  Abingdon, 


Oneida    0>mmunlty.    Ltd.,    Oneida. 
N     Y 
Oarbaare  Cana 
Arrow  Can  Co.,  36  Warren  St.,  New 

York. 
Gem     Mfg.     Co..     Chelsea    Station, 

IkNitou,    Mass. 
Garden  Hoae 
Buekley     Rubber    (}o.,    J.     W.,    69 

Warren  St.,  New  York. 
Myers  ft  Bro.,  F.  B..  Ashland,  O. 
Revers  Rubber  Co.,  Boston,  Mass. 
Oard«n  Toola 
Arcade  Utg.Co,,  Freeport,  111. 
Cronk  ft  (Jarrler  Mfg.  Co.«  Blmlra, 

N.   Y. 
Garnlent  Hanirera 
^   (See  Bangern.) 
Gaa  Fnrnaeea 

Chicago  Flexible  Shaft  Co..  180  On- 
tario St..  (HUcago,  IIL 
Gaa  Heaiera 
Turner  ft  Seymour  Mfg.   Co.,   Tor- 

ring  ton,  Ct. 
Gaa  Lanipa,  Inverted 

(See  I^amps.) 
Gaa  Pllera 

(See   Pliers.) 
Gaaketa 
Revere  Rnliber  Co.,  77  Bedford  St.. 
Boston.   Mass. 
Gatea.  Steel  Frame 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

CSatea.  Wire  Farm 

Spring  Steel  Fence  ft  Wire  Co.,  An- 
derson, Ind. 
Ganvea 
Ghapu-flteTens   Co.,    Pine    Meadow. 

Williams  ft  Co..   J.    B..    Brooklyn. 
N.  Y. 
Ganse,  Sklnirle 

Wagner  Mfg.  Co..  Cedar  Falls,   la. 
Germicide 

(See  Cow  Base.) 
Glaaa  Cnttera 

Barrett.  W.  L.,  Bristol,  Ct. 

Smith  ft  Bemenway  Co.,  106  Duane 

St..    New  York. 
Glaaa  Cat  tin*  Boarda 

Lufkin  Rule  (3o..  Saginaw,  Mich. 
Glaaa  Skelvea 

Novelty  Mfg.  Co..  Waterbury,  Ct. 
GloTea*  Baaekall,  ete. 

Draper-Maynard  Co.,  Plymouth.  N.U. 
Goav* 
^^  (See  Bells.) 
Oine 

Carpenter-Morton    Co.,    77    Sudbury 
St.,  Boston,  Mass. 

Hewitt  ft  Bros.,  C.  B..  48  Beekman 
St.,   New  York. 
Gopher  Trapa 

Abingdon  Trap  Co.,  The,  AMngiea, 

Gongrea 

Reliance    Edge    Tbol    Co.,    Youngs- 


town.  O. 
rapk^t 


Grapklte 

Dixon    Crucible    Co.,     Jos.,    Jersey 

City,  N.  J. 
Graaa  Catehera 

(See  (Catchers.) 
Graaa  Hooka 
North    Wayne  Tool    Co.,    BaUoweU, 
Me. 
Graaa  Skeara 
(See  Sheara.) 
Greaae 

(See  Articles.) 
Greaae  Cnpa 

(S«*e  Lubricating  Appliances.) 
Grlddlea 
Advance  Mfg.  Co.,  Racine  Junctl<ia. 
Wis. 
Orlndera 

(See  Lawn   Mower  Grinders.) 
Grlndlnir  Wkeela 
Carborundum  0».,  Niagara  Falla.N.Y. 
Luther  Bros.   Co.,   114  Carrer  Ave., 

Milwaukee,    Wis. 
Pike  Mfg.  Co..  Pike,  N.  H. 
Royal  Mfg.  Co..  206  B.  Walant  St., 
Lancaster,  Pa. 
Grlndatone  FIztnrea 
Reading  Bardware  Co.,  Reading,  Pa. 
Grlndatonea 

ClcTeland  Stone  Oi.,  OleTeland,  O. 
Grlndatonea,   BfeFcle 
ClOTeland  Stone  Co.,   OleTeland,  O. 
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Odb  Cleaners 

Union   Hdw.    Co..  Torrlngton,   Gt. 
Guns 
Harrington    &    RIcharda   Arma   Co., 

322  Park  Ave.,  Worceator,  Maaa. 
Hopklna    &    Allen    Arfna    Co..    Tlye. 

Dept.   B.,   Norwich,   Ct 
Johnaon'a    Arma    *     Cycle     Worka, 

Irer,  Fltcbburg,  Maaa. 
Parker  Go.  Chaa..  Tbe.  Merlden,  Ot. 
Saraffe   Ami   Co..   568  Tomer  St., 

Dtlca,  N.  Y.  _ 

Bterena  Arma  ft  Tool  Co.,  J..  Ohlco- 

pee  Falla,  Maaa. 
Union  riie  Artna  Co..  The  260  Am- 
bumdale,    Toledo,    0. 
Haelc  Sa^ra 
(See  Sawa.) 
HeJr  Clippers 

(See  Clipping  Machtnea.) 
Hame  •  Fasteners 
Bridgeport    Chain    Co., .  Bridgeport. 

Ct 
Hammer  Handles 

(See  Bandlea.) 
Haminaera,  Drop 
Blllinga    ft    Spencer    Co..    Hartford, 

MerriU  Broa.,  MaarH^tb.   N.   Y. 
Hammers^  Hand 
Arcade  Mfg.   (Jo.,   Prreport.   111. 
BiUinga  ft  Spencer  Co.,  Hartford,  Gt 
rraakun  Specialty  Co.,  Reading,  Pa. 
Bobertaon,    Arthur    R..    144    OUrer 
St.,  Boatoo.  Maaa. 
,  Haaamers.  Masnet 

Bininga  ft  Spencer  Co.,  Hartford.  Gt. 
Bobertaon,  Arthur  R..  144  Oliver  SL. 

Bos^n,  Maaa. 
Hiktaalners,  Ifiekel  Plated 
Pranklln  Specialty   Cc^,    811   Cherry 

St..   Reading.   Pa. 
Pritcbard-Strong  Co.,  The,  29  Circle 
St..  Rocfaeater.  M.   ¥. 
Hand  Cars,  B07S' 
Olaacock  Broa.   Mfg.  Cn..Munc1o,Tiid. 
Wabaah    Mfg.    Co.,    Wahanb,  .Ind. 
HapdeafTst 

(See  Police  Snppllea.) 
Handles,  Tool 
Snultfa  ft  Beknenway  Co..  108  Duane 

St.,  New  York. 
Tack  Mfg.  Co..  Brockton.  »raaa. 
Handleiiy  Wooden 
Hartwell    Bros..     Chicago     Helgbta. 

111. 
Hand  Sereura 
(See   Screwa.) 
Hanarers^  Barn  Door 
Coburn    Trolley     Track     Mfg.  .  Co.. 

Holyoke.  Maaa. 
Orlffln  Mfg.  Co..  The,  Brie,  Pa. 
Hunt,  Helm,  Ferrla  ft  Co..  IlarTard, 

111. 
McCatw    Hanger   Mfg.    Co..   826    W. 

2&th   St.,    New   York. 
^yera  ft  Bro.,  F.   B.,   Aabland,  .0. 
Reading  Hardware  Co..  Reading,  Pa. 
Hanarers,    Coat,   Foldins 
Pullman  Mfg.  Co.,  Rocbeater.   N.  Y. 
Hangrers,  Have  Tronar^ 
Berger    Broa.    Co.,    231    Arch    St, 

Philadelphia.   Pa. 
Holbrook.  Mfg.   Co.,   Tbe.   Attleboro, 

Maaa. 
Hanjgers,  Fire  Door 
Ck>bum     Trolley    Track     Mfg.     Co.. 

Holyoke,  Maaa. 
Grtffln  Mfg.  Co.,  The,  Erie,  Pa. 
McCabe    Hanger   Mfg.    Co.,   826    W. 

26th  St.  New  York. 
Myera  ft  Bro..  F.  B.,  Aabland,  O. 
Hanarers.  Garment 
Bennett  Mfg.  Co..  The.   420  Auburn 

Ave,    Buffalo,    N.    Y. 
Cooley  Mfg.  Co.,  103  So.  Canal  St., 


g.  Co..  New  Britain.  Ct 


Chicago.   III. 

TapUn  Mfg.  Cc.  -^      ._ 

Wright  Wire  Co.,    Worcester,  Maaa. 
Hanaers,   House   Door 
Arcade  Mfg.  Co.,  Freeport,  111. 
Chicago  Spring  Butt  Co.,  Chicago. 
Coburn     Trolley     Track     Mfg.     <3o., 

Holyoke,  Maaa. 
McCabe    Hanger   Mfg.    Co..   826   W. 

26th   St..   New   York. 
Prouty  Ck>.,  T.  C,  Albion,  Mich. 
Hanarers,  Sash 
Watroua     Mfg.     (^..     B.     L.,     Dea 

Molnea.  fa. 


Hanffers,    Sereen    and  Wln- 
doirr 
Phenlz   Mfg.   CJo.,   Milwaukee.    Wla. 
Hardware  Jobbers 

Butler    Broa..    New    York,    C!hlcago. 

St.  Loula  and  Minneapolla. 
Norrell-Sbaplelgh     Hdw.     Co..     St 
Louli.   Mo.  f      . 

Hardware        Mannfaetnrers' 

Aventa 
Smith    ft    Hemenway    0>..    1(^110 

Duane  St.,  New  York. 
Wlebuach  ft  Hllger.  Ltd..  »-16  Mar- 
ray  St.  New  York. 
Harmonleaa 
Hobner,    Mm.   475   Broadway,   N.Y.O. 
Harness  Dressinjr 
Frank    Miller    Co..    The.    804    Weat 
26th  St..  New   York. 
Harness  Snaps 
Covert  Mfg.  Co..  Troy.  N.  Y. 
Reading  Hardware  (k>..  Reading.  Pa. 
Harness  Straps 
Corert  Mfg.   Co..   Troy,   N.   Y. 
Hasps  and  Staples 
Orlffln  Mfg.   Co..  The,   Brie.  Pa. 
Reading  Hardware  Co..  Reading.  Pa. 
Hatebets 

(See  Axes  and   Hatchets.) 
Hay   Knftwea 

Bly  Mfg.  Co..  Theo.  J..  Glrard,  Pa. 
Iwan  Bros^  Streator.  lU. 
Hajrtns  Toola  __ 

Bont,  Helm.  Ferrla  ^  Co.,  Barrftrd, 

IlL 
Kyero  ft  Bro.,  T.  ■..  Ashland,  O. 
Heaters 

(See  Articles.) 
Hedse  Trlnamers 
Kampfe    Bros.,    8    Reade   St..    New 

York. 
North   Wayne  Tool   Co.,    Hallowell. 
Me. 
Heel  Plates 
Grlffln  Mfg.  Co..   Erie.   Pa. 
Root  Broa.   Co.,   Plymouth,  O. 
Hlnares,  Blind  and  Gate 
Parker  Co..  Chaa..  Tbe.  Meriden.  Ct. 
Hinares.  Box 
Acme  Steel  Gooda  Co..  Chicago,   III. 
Hinses»  Floor 
Bommer  Broa.,   Brooklyn,  N.  Y. 
Columbian  Hdw.  Co..  Cleveland,  O. 
Lawaon  Mfg.   Co.,  40  Dearborn  St., 

Chicago,    III. 
Prouty  Co.,  Ltd.,  T.  C.Alblon.Mlch. 
Shelby  Spring  Hinge  Co..  Shelby,  O. 
Standard   Mfg.    Co.,    Sbolby.    O. 
Superior  Spring   Hinge  Co.,    128   So. 

Clinton  St..   Chicago,    111. 
Hlnares,  Jamb 
Lawaon  Mfg.   Co..  40  Dearborn  St.. 
Chicago.   111. 
Hfnires,  Sprlnar 
Bommer  Broa.,  Brooklyn.  N.   Y. 
Chicago   Spring    Butt    Co..    Chicago. 

Columbian  Hdw.   Co..   Cleyeland.    O. 
Hunt  Helm,  Ferrla  ft  Co..  Harvard. 

III. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Hlnares,  Strap  and  T 
Oriffln  Mfg.  Co.,  Brie.  Pa. 
Stanley  Worka,  New  BriUin,  Ct. 
Hlnares.  Wlndo^r  and  Screen 
Arcade  Mfg.  Co.,  Freeport.   III. 
Hip  Rein  Supporters 

Read  Mfg.  Co.,   0.   B.,  Troy,   N.   Y. 
Hltcblnv  Rinffs*  Hxpanslon 
McCabe    Hanger   Mfg.    Co..   326   W. 

25tb    St.,    New    York. 
Hods,  Mortar  and  Brick 
(Stoel.) 
Cleveland    Wire    Spring    (3o.,    Cleye- 

land,    O. 
Hoes 

(See  Agricultural  Implomonta.) 
Hoists.  Clinin 
Yale  ft  Towiie  Mfg.   Co..  9  Murray 
St.,  New  York. 
Hoists,  Blectric 
Yale  &  Towne  Mfg.  Co.,  9  Murray 
St.,   New  York. 
Hollow  IVare 
Avery  Stamping  Co.,  Cleveland,  O. 
Cleveland     Stamping    ft     Tool     Co., 

Cleveland.  O. 
Hooks,  Belt 
Briatol  Co..  Waterbury,  Ct. 


Hooka,  Coat  and  Hat 

Atlaa  Mte,  Co..  New  Baveq.  Ct 
Wright  Wire  <Jo..  Worcester,  Haas. 
Williamson  Wire'  Novelty  Co.,  G.  T.. 

66  Badger  Ave..  Newark,  |l.  J. 
Hooks,  Conductor 
Berger    Broa.     Co.,   281     Arch     St.. 

Philadelphia.  Pa. 
Iwan  Broa..  Streator,  lit 
Hooks,    Monldlnv 
Wllllamaoo  Wire  Nov.  Co..  66  Bad- 
ger Ave..  Newark,  N.  J. 
Hooka,  SafetF  ladder 


TapUn  Mfg.  Co..  New  BriUlm,  Ct. 
looka.  Wall  find  W^oodwork 

Goetx    ft    Co.,    276-»4    Morria    Ave., 


Newark.  N.  J. 
Horse  Mowers 

Chadbom  ft  Goldwell  Mfg.  Co.,  New- 
burgh.  N.  T. 
Goldwell    Lawn    Mower    Co.,    New- 

burgh.   N.   Y. 
Horaeanoe  Nail  a 

(See  Nalla.) 
Horae  Pokea 

Bly  Mfg.  0>..  Theo.  J.,  Glrard.  Pa. 
Horae  TTatl  Ban  da  and  Tlea 

Read  Mfg.  Co..  O.  B..  Troy.  N.  Y. 
Hoae 

(See  Garden  and  Fire  Hoae.) 
Hoae   ConpUnara 
Nelaon  ft  Morriaon  Mfg.  Co..  Peoria. 

111. 
Hoae  Nosalea 

Myers  ft  Bro..  F.  B..  Aahlaod,  O. 
Hoae  Raeka 
Specialty    Mfg.    Co..    St    Anthony 

Park.  Mlmi. 
Honae  Nnmbera 
Turner  ft  Seymour   Mfg.    Co.,  Tbe. 

Torrington.  Ct 
Hnakera 

Smith  ft  Davla.  Amea,  la. 
Hjrdranta 

Myera  ft  Bro.,  F.  ■..  Ashland,  O. 
HjdranUe  Preaaiea 
Waterbary-Farrel  IV>iuid]7  ft  Macb. 

Co..  WaterbQiy.  Ot 
lee  Cbiaela 
QUchrlst    Co.,    The,    286   Bank   St, 

Newark,  N.  J. 
Ice  Cream  Dlabea 
Bennett  Mfg.  Co..  The.  420  Anbom 
Ave..  Buffalo.   K.   Y. 
lee  Cream  Freesera 
Dana  Mfg.  Co.,  Cincinnati,  O. 
North  Bros.  Mfg.  Co..  Phlla,  Pa. 
Ice  Pleka 
Arcade  Mfg.  Co.,  Freeport  DL 
Brie  Specialty  Go.,  Brfe.  Pa. 
Franklin  Specialty  Co..  Beading.  Pa. 
Glfford-Wood   Co..    Hodaon,    NT  Y.; 

Arlington,   Maaa. 
Gllchriat   Co..    The.    286    Bank    St. 

Newark.  N.  J. 
Prltchard-Strong  Co.,   29  Circle  St.. 

Rocheater,   NT  Y. 
Ice  Toola 
Arcade  Mfg.  Co..  Freeport.  IIL 
Glfford-Wood   Co.,    Hudaoo,    N.    Y.: 

Arlington,  Maaa. 
Inaect  Po^rder 
Hammond.     B..     Flahkill-on-Hudaon. 
N.    Y. 
Inaulatlnar  Paper 

(See  Paper.) 
Iron  Stands 
Franklin  Sp<>c1alty   Co.,   311    Cherry 

St..  Reading,  Pa. 
Jacka 

Covert  Mfg.  Co.,  Troy,  N.  Y. 
Biyera  ft  Bro.,  F.  B.,  Aabland,  0. 

Joeker  Stick 
Bly  Mfg.  Co.,  Theo.  J..  Glrard.  Pa. 
Jolat  Haiypera 

Columbian  Hdw.   Co..   Cleveland.  0. 
Kettle  Scrapers 

(See  Scrapera.) 
Kejr  RInsa 
Smith  ft  Bgge  Mfg.  Co..  Bridgeport 

Ct. 
Smith  ft  Hemenway  Co..  108  Doaae 

St..  New  York. 
WilliamaoD  Wire    Novelty    Go..    66 

Badger  Ave..   Newark.   N.  J. 
Kick  Platea 
(}riffln  Mfg.  Co.,  Brie,  Pa. 
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Biwiding  Hdw.  Co.,  Beadlnf,  Pa. 
RoMell    k    Brwin    UtgTOo,,    New 

Britain.  Ct. 
Yale  A  Towne  Mfg.  Co.,  9  Unmj 
St..  New  York. 
Ktteken  Ware,  Wire 
Bridgeport  Wire  Goodf  Go.,  Bridge- 
port, Caan. 
Knife  Blanlcs 

(See  Blanks.) 
Knives 

(See    Botcher,     Mincing,    Pocket, 
etc.) 
Knobs,  Repair 
Pritchard-Strong  Co..  29  Circle  St., 
Eocbeater,   N.  T. 
Krant  Cntters 
Atkina  ft  (}o.,   B.   C,   Indianapolis, 
Ind. 
Ladders,    Lonar    and    flSxten* 

sion 
Berger,    L.    D.,    60    North    2d    St, 
PhUadelphla,  Pa. 
Ladders.  RolUnv  Skelf 
Bicycle   Step   Ladder   Co.,    86   Ran- 
dolph St.,  Chicago,  111. 
Cobum    TroUe7    Track    Mfg.    Co., 

Holyoke,  Mass. 
Myers  ft  Bro.,  F.  B.,  Ashland,  O. 
Ladders,  Step 
Smith  ft  Son,  F.,  cninton,  la. 
Lamps 

Hammer  ft  Co.,  Branford,  Ct. 
Lamps,  Automobile 
Ham  Mfg.  0>.,  C.  T.,  Bocbester,N.Y. 
Motor  Car  Bqnlpment  Co.,  66  War- 
ren St.,  New  York. 
Lamps.  Drl-vinK 
Ham  Mfg.  Co.,  C.  T..  Rochester.  N.Y. 
Lamps,  Inverted  Gas 
Ramsdell   Inverted   Lamp  Co.,  The, 

1128  Broadway,  N.  Y. 
Lamps,   Motor  Cyele 
Motor  Car  Bqnlpment  Co.,  66  War- 
ren St.,   New  York. 
Lanterns 
Ham    Mfg.    Co.,   C.    T.,    Rochester, 

N.   Y. 
Pritchard-Stront  Co..  29  Circle  St., 
Rochester..  N.  Y. 
Lateb,  Barn  Door 
Wagner  Mfg.  Co.,  Cedar  Falls,   la. 
Latobes 

Peck-Hamre  Mfg.   Co,,  The,  Berlin. 
Wla. 
Latbinct  W^ire 
Buffalo  wire  Wks.  0>..Bnffalo.  N.Y. 
Clinton     Wire    Cloth    Co.,   Clinton, 

Mass. 
Lndlow-Saylor   Wire    Co.,    The.    St. 
Louis,  Mo. 
La^rn  Fnrnitnre 
Buffalo  Wire  Wks.  Co..Bafralo,  N.Y. 
Lawn  Guards 
Wright  Wire  Co.,  Worcester.  Mass. 
Laim  Hoover  Grinder 
(>»ldwell    Lswn    Mower    Co..    New- 

burgh.  N.  Y. 
Root  Bros.   Co.,  The,   Plymouth.  O. 
Lairrn  Mo^rer  Sbarpener 
Bnreka  Sharpener  Co..  Detroit,  Mich. 
National  Machine   ft  Stamping  Co.. 
Detioit.  Mich. 
Lawn  Mowers 
Ohadbom  ft  Gold  well  Mfg.  Co.,  New- 


OUchriat    0>.,    The,    286   Bank   St., 

Newark,  N.  J. 
Landers,  Frary  ft  Clark,  New  Brit- 


Parker  ft  CkK,  Chas.,  Meriden.  Ct. 

Sommer*s  Son.  John.  Newark.  N.  J. 
Levels 

Baker-McMillen  Co..  The,  Akron.  O. 

Cnuipln-Stephens  Co..   Pine  Meadow, 
Ct. 

Darla  ft  Cook,  Watertown,  N.  Y. 

Stanley  Rule  ft  LeTel  Co.,  New  Brit- 
ain,  Ct. 

Tower  ft  Ljon  (>>.,  96  Chambers  St., 

New    York. 
Ligrbtins  Systems 

Consolidated    Oaa    ft    Blectric    Co., 
(Chicago,  111. 

Ererready  Gas  Co.,  Lake  and  Cortie 
Sts.,    Chicago,    III. 
Lines 


Mtllc  Bottle  Raelc 

Bennett  Mfg.  Co..  The,  420  Auburn 
Ave.,  Bnffalo.  N.  Y. 
Mineinar  Knives 

Arcade  Mfg.  Co.,  Freeport,  111. 

Smith  ft  Hemenway  (>o.,  108  Duane 
St.,  New  York. 
Mirrors,  Adjustable 

Novelty  Mfg.  Co..  Waterbury,  Ct. 
Miter  Boxes 


(See  Boxes.) 
old        "  — 


(See  Artleles.) 
clcs  and  Ki 


Loclci 


^nobs,  Door 

Co.,  Reading,  Pa. 
rln    Mfg.    Co.,    New 

is  Fdry.    Co.,  (HeTS- 

Mfg.  Co.,  0  Murray 


burgh,  N.  Y. 
k>]dweU    U 


Coldwell    Lawn    Mower    Co.,    New- 
Philadelphia  Lawn  Mower  Co.,  Phil- 
adelphia,  Pa. 
Reading  Hdw.  (>>..  Reading,  Pa. 
Worcester   Lawn   Mower   Co.,    Wor- 
cester. Maas. 
La'wn  Sprinklers 
NoTelt/  Mfg.  Co..  Waterbury,  Ct. 
Specialty    Mfg.     Co..     St.     Anthony 

Park.  Minn. 
Standard  Stamping  (}o..   Maryiyllle, 

Ohio. 
Turner  ft   Seymour   Mfg.    Co.,    The, 

Torrington,  Ct. 
La^rn  B^iilnss 
Myers  ft  Bro.,  F.  B..  Ashland,  0. 
Lawn  Trimmers 

(See  Grass  Trimmers.) 
Leatber  Goods,  Sporting 
Draper  ft   Maynard    Co..    Plymouth. 
N.  H. 
Lemon  S^ueesers 
Arcade  Mfg^  Co..  Freeport.  111. 
■rts   SpeeUlty   Co.,    Brie,    Pa. 


da  Co.,  Chicago,  111. 

rln    Mfg.  *Co.,    New 

re 

oth  Co., cninton, Maas. 
Nlre  Co.,   St.   Louie, 
Mo. 
Wright  Wire  Co.,  Worcester,  Mass. 
LovKinar  Tools 
Warren    Axe    ft    Tool    Co.,    Warren, 
Pa. 
Lnbrieants 

(See  also  OIL) 
Dixon   Crucible     Co.,     Jos.,     Jersey 
City.  N.  J. 
Lnnon   Kits,  Auto  Touring 
Motor  Car  Equipment  Co.,  66  War- 
ren St.,  New  York. 
Macbinerir 

Waterbnry-Farrel  Foundry  ft  Mach. 
Co.,  Waterbury.  Ct. 
Macbinists'  Tools 
BllUngB  ft  Spencer  Co.,  Hartford.Ct. 
Brown    ft    Sharpe   Mfg.    Co.,    Provi- 
dence.  R.   I. 
Starrett  Co.,  L.  S..  Athol.  Maes. 
WllUama    ft   Ck>.,    J.    H.,    Brooklyn, 
N.  Y. 
Mail  Boxes 

(See  Boxes.) 
Manieure  Goods 
Cook  Co.,  H.  C.  The.   Anaonia,  Ct. 
Smith  ft  Hemenway  Co..  108  Duane 

St,  New  York. 
Mansers 

(See  Stable  Fixtures.) 
Mantels 

Ironton  Wood  Mantel  (>o..  fronton,  O. 
Manufacturers'  Airents 

(See  Hardware.) 
Mateb  Safes 
Bnffalo  Mfg.  Ck)..  Biifralo.   N.   Y. 
Smith  ft  Hemenway  0>.,  108  Duane 

St..  New  York. 
Mats,  Flexible  Steel 
Acme  Steel  Goods  Co.,  Chicago.   III. 
Mats,  Rubber 
(See   Rubber.) 
Mats,  W^ire 

Clinton    Wire    CHoth     Co..*   Clinton. 
Maas. 
Meat  Cboppers 

(See  Food  Choppers.) 
Metal  CeiUnirs 

(See  Ceilings.) 
Metal  NoTelties 
O>ok  Co.,  H.  C.  The,   Anaonia,  Ct. 
NoTelty  Mfir.  Co.,  Waterbnry,  Ct. 
Metal  Polisb 
(See  Polisb.) 
Metals,  Embossed 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Metals,  Perforated 
Clinton     Wire     Cloth     Co.,    Clinton, 

Maas. 
Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Mierometers 

Starrett  Co.,  L.  S.,  Athol.  Mass. 
Milk  and  Cream  Testers 
American  Hardware  Mfg.  Co.,   1206 
Fulton  St..  Ottawa,  lU. 


Molders'  Tools 

Dobson.  Wm.,  Canastota.  N.  Y. 
Mop  wrinarers 
Dana  Mfg.  Ck>..  Cincinnati,  0. 
Eagle  Cooperage  Wks^  CirclSTille.O. 
Bly  Mfg.  Co.,  Theo.  J.,  Girard,  Pa. 
Ollchriat   Co..    The.    286   Bank    St.. 

Newark.   N.   J. 
White  Mop  Wringer  Co.,  Fultoorills. 
N.  Y. 
Mops 

Arcade  Mfg.  Co..  Freeport,  111. 
Eagle  (Cooperage  Wka..  Circlerille,  O. 
Eatea  MiU.^all  Rlrer,  Maas. 
Motor  Can 

(See   Automobiles.) 
Motor   Cycle    Supplies  ' 

Motor  Car  Bqnlpment  (3o.,  55  War- 
ren St.,   New  York. 
Motors,  Electric 
Bates  ft  Bro.  Co.,  D.  L.,  The.  Day- 
ton, O. 
Motors,  Water 
Batea  ft  Bro.  0>.,  D.  L.,  The.  Day- 
ton, O. 
Llpplncott.  W.  M.  ft  I.  Dept.,  New- 
ark, N.  J. 
Monldinir  Hooks 
Forsyth  Mfg.   Co..   306  Terraco  St., 

Bnfltalo.  N.   Y. 
Williamson    Wire   Nov.   Co..  C.    T.. 
66  Badger  ATe..  Newark.  N.  J. 
Mouse  Traps 
Abingdon  Trap  Ck)..  The,  Abingdon, 

Animal  Trap  Co.,  Lltlts,  Pa. 
Hotchkiaa,  B.  S.,  Bridgeport  Ct 
Mo^rers 

iSee  Horse;  aee  Lawn.) 
1  Clips 
(See  Clippers.) 
Nail   Pullers 
Bridgeport     Hardware     Mfg.      Co., 

Bridgeport   Ct. 
MorrilC  Chas.,  275  Brosdway,  N.'  Y. 
Smith  ft  Hemenway,  108-110  Duane 

St.,  New  York. 
Tower    ft    Lyon    Co.,    95    Chambers 

St,  New  York. 
Natl  Sets 
Syracuse  Twist  Drill  (}o.,  084  Orape 

St.,  Syracuse,   N.   Y. 
Tuck  Mfg.  Co.,   Brockton,   Msss. 
Nails,  Copper 

Hussey  ft  Co.,  C.  O.,  Pittsburg,  Pa. 
Nails,  Horsesboe 
Wiebusch  ft  Hllger,  Ltd.,  9-16  Mur- 
ray St.   New  York. 
Nails,  Picture 
Turner  ft  Seymour   Mfg.   Co.,   The. 

Torrington,   Ct 
Nails,  Rubber  Head 
Blaatic  Tip  Co.,   870  Atlantic  Ato., 
Boston.  Maaa. 
Nails,  Upbolsterjr 
Turner  ft  Seymonr  Mfg.    Co..   The, 
Torrinston,   Ct. 
Nails,  ^Wire 
Keystone  Steel  ft  Wire  <3o.,  Peoria, 

111. 
Townsend  (?o.,  C.  C.  ft  B.  P.,  Mew 
Brighton,  Pa. 
Neclc  Rein  Holders 

Read  Mfg.   Co..  O.  B,  Troy,   N.  Y. 
Needles,  Macbine 
Bxcelalor    Supply    Co..    233-37    Ran- 
dolph St.,  Chicago.  111. 
Nippers 

(See  Pliers  and  Nippers.) 
Nut  Crackers 

Arcade  Mfg.  Co.,  Freeport,   111. 
Nuts 

(See   Bolta  and   Nuts.) 
Oil,  Axle 

Miller  Co.,  Frank,  349  W.  26th  St, 
New   York. 
Oil  Cans,  Spout  and  Faucet 
Wall    Mfr.    Supply    Co.,    P.,    Alle- 
gheny, Pa. 
Oil  Cans,  IVire  Cusbioned 
Ohio  Lantern  Co.,  Tlfflo,  O. 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 


Digitized  by 


Google 


1134 


BUYERS*  REFERENCE  TO  ADVERTISEMENTS 


May,  1908. 


Oil  Cspii 

(8m  Lvbrlcfttlng 
Oilers 


Pipe  Hanveraf  Steel 

<8«e  HmiiMn.^ 
Pipe  Hoolu  and  8tr«pa 
B«rfer  Bro«.  Co^  281-337  An 

niUdelphU.  Pa. 
Pipe  Stoelca  and  Die* 
Walworth  Mfg.  Go..  128  rederal  St. 

Boston.   Mam. 
Pipe     Tape^     Reaaaera     aad 

DrlUa 
Walworth  Mff.  Co.,  128  Federal  St. 


kreh  St. 


Pipe  Tiaea 

Walworth  Mff .  Co..  128  Federal  St.. 

BoetOD.  ICaM. 
Wllllaflu  ft   Co..   J.    B..    Brookljni. 

Piatola 

(See  alio  BeToWera.) 
Johnson's    Arms    it    Cycle   Works. 

iTer.  Fltchbarff.  Mass. 
StoTens  Anns  ft  Tool  Co..  J.,  Chlco- 


Pot  OoTers,  Kitebea 

811   Cherry 


LUbm  Utm.  Co..  DaTenport,   U. 

~    "      '      Ida 


pee  rails. 


Turner  ft   Seymonr  Mfg.   (>o..   The, 

Torrlngton.  Ct 
Pietare  Kaoba 
Tnmer  ft  Seymour  Mfg.   Co..   The, 

Torrlngton,  Ct. 
Piaeapple  Byer 
Tawman  ft  Knapp  Mfg.  Co.,    Eoch- 
ester.    N.    Y. 
Ptaa,  Baeateheon 
Turner   ft  Seymour   Mfg.    Co.,   The. 

Torrlngton,  Ct. 
Pipe  Cattera 
Barnes  Tool  Co.,  New  Haven,  Ct. 
Walworth  Mfg.  Co..  128  Federal  St.. 
Boston,   Mass. 


Piteb 
Barrett  Mfg.  (?o..   New  York. 
Plaaea 
(Hia pin-Stephens  Co.,   Pine  Meadow. 

Ct. 
SUnley    Rule    ft    Level    <3o..    New 

BrlUln,  Ct. 
Tower  ft  Lyon  (3o.,  95  (Chambers  St., 

New  York. 
Plate  Cleaaera 
Laaher  Mfg.  0>..  Daveapert,  la. 
Plated   IW-are.  Ifiekel 

(KnlTes  and  Forks,  i 
Union  Cnti^rw  ft  llanlware  (^..  Vn 

louTlUe,  OL 
Plated  Ware.  SllTer 

(Knlyes  and   Forks.) 
Union  Cutlery  ft  Hdw.  (3o.,   Union- 

Tllle,  Ct. 
Plated  Ware.  Silver 
American  Silver  Co.,  Bristol,  Ct. 
Associated  Silver  Co.,  108-168  Lake 

St,  Chicago,  IlL 
International    Silver    (3o.,    Merldea, 

Ct 
Oneida    Cnmsannlty,    Ltd.,    Oneida, 

N.  Y. 
Pliera   aad   Nlppera 
Billings   ft   Spencer    Co.,    Hartford, 

Ct. 
Bonner  Mfg.   Co.,  C.   B.,  Chrlsman, 

111. 
Cronk  ft  Carrier  Mfg.   Co.,   Blmlra, 

N.   Y. 
Lowentraut     Mfc.     Co..     P.,     36-54 

Brenner  St.,  Newark,  N.  J. 
Monil,   Chas.,    270  Broadway,   New 

York. 
Smith  ft  Hemenway  Co.,  108  Daaae 

St.  New  York. 
Schouhom  Co.,    Wm.,    New    Haven, 

Ct 
Utlca  Drop  Forge  ft  Tool  Co.,  Utiea, 

N.  Y. 
Ploiva 

Syracuse    Chilled    Plow    Co.,    Syra- 
cuse, N.  Y. 
Plamb  Boba 

Beading  Hardware  Co.,  Beading,  Pa. 
SUrrett  Co.,  L.  8.,   Athol,  Mass. 
Tower  ft  Lyon  Co.,  90  Chambers  St., 

New  York. 
Plaaibera*  Braaa  Ck»oda 
Landers.  Frary  ft  Clark,  New  Brl^ 

ain,  <3t 
Plnnabera'    Toola 
Lowentraut     Bifg.     Co..     P.,     36-64 

Brenner  St,   Newark,   N.  J. 
Pocket  Kalwea 
Northfleld   Knife   Co..    Northfle1d,Ct 
Wlebusch  ft  Hllger.  Ltd..  9  Murray 

St,  New  York. 
Police  Snppliea 
Tower  ft  Lyon  Co..  90  Chambers  St., 

New  York. 
PoUab,  Stowe 
Black   Silk     Stove     Polish     Works, 

SterUng,    111. 
Dtxon    Crudble    Co.,     Jos.,     Jersey 

City,  N.  J. 
Nickel  PUto  Stove  Polish  (}o.,  Chi- 
cago,  111. 
Poreelala  Kaobs 
Turner  ft  Seymour  Mfg.   (^.,   The, 

Torrlngton,    Ct. 
Poat  Hole  Diararera 

(See  Augers.) '__ 


Pot  8taa(__ 
Franklin  Specialty  Co. 

St,   Beadlac.  Pa. 
Poaltrr  NefHaar 
Cllntoa    Wire    Cloth    Co..     Clinton, 

Mass. 
Lodlow-Saylor  Wire  Co.,  St.   Loala^ 

Mo. 
New  Jersey  Wire  Cloth  Co.,   Tiea- 

ton,   N.  J. 
Wright  Wire  Co.,  Wocceater,  Mass. 
Povrder 
Aetna    Powder    Co.,    The,    Chicago, 

Preaaea,  Meat  aad  Pratt 

Brte  Specialty  Co..  Brie,  Pa. 
Praaiaa  Bbeara 

(See  Shears.) 
Pry  Bar  aad  NaU  PaUer 

Bonner  Mfg.   Co.,  C.   ■.,  Oirlsaisn, 

Paaipa 

Myers  ft  Bro.,  F.  B.,  Ashland,  O. 
Paaebea,  Belt 

Bemis    ft    Call    Hdw.    ft   Tbol    Co.. 

Springfield,   Mass. 
Lowentraut,     Mfg.     Co.,     P.,    S6^ 

Brenner  St,   Newark.    N.   J. 
SchoUhom  Co.,  Wm.,  New  Haven,Ct 
Smith    ft    Igge    Mfg.    Co..    Bridge- 
port Ct 
Paaebea*  Ooadaetora* 
Bridgeport    Hardware    Cow, 

port   Ct 
Lowentraut,     Mfg.     Co.,     P..    S6«4 

Brenner  St,  Newark.    N.  J. 
Schollhora  Co.,   Wm.,    New  Baves. 
Paaobea,  Haad 
Morrill,  Chas..  270  Broadway,  N.  Y. 
Paab  Carta 
Syracuse    Chilled    Plow    Co.,    Syn- 

cuse,  N.  Y. 
Paab  Platea 

OrifBn  Mfg.  Co..  The.  Brie,  Pa. 
Patty  Kaiwea 
Smith  ft  Hemenway  Co..   106  Duane 

St,  New  York. 
Rake,  Self-Cleaalaar 
Cronk  ft  Carrier  Mfg.  Co.,  The,  81- 
Ralcea 

Cronk  ft  (Carrier  Mfg.   Co.,   Blaira. 
N.  Y. 


(See  Stovea.) 
Ratebet  Drilla 
BUUnga  ft  Speneer  Co.,  Hartfer^JQt. 
Ratebet     nipe     Btoelci    aflll 

Diea 
Wahrortb  Mfg.  Co.,  128  PederalSt 

Boatoo,  Mass. 
Rat  Trapa 
Abingdon  Trap 


III. 


The,      NIsgaca 


Co.,  The,  Abtagdea. 

Hotcbklss,  B.  8.,  BrldgMoiV  <f; 
OneldaOonuannlty,    u£rvm^ 

N.   Y. 
Smith  ft  Igge  Mfg.  Co.,  BrMgefoH, 

Ct 
Worcester   Wire   Novelty    Co.,  (3»" 

ton,    O. 
Raaor  Blade  Holder 

(See  Baser  Stroppers,  Safety.) 
Raaor  Gaarda 
Weiss.    L.    T.,    SOT    Taaffe    Piece. 

Brooklyn,  N.  Y. 
Raaor  Hoaea 
Carborundum     Co., 

Falls,  N.  Y.  ^ 

Droescher.    S.    B.,    TO   Wanes   St* 

New  York.  _ 

Niagara   Oil  Stone  Co..   North  Tod- 

awanda,  N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  R. 
Raaor  Stropper,  SafetF 
Bestgen  ft  Co..  J.  O.,   191  '^ 
St,  Boston,  Mass. 
Raaor  Stropa 
Kampfe  Bros.,  8  Beads  St.  N.  Y. 
Eddy  Bifg.  Co.,  Worcester,  Mais. 
Raaora 
Droescher,    S.    B.,    TO   Wsrrea   St. 

New  York.  _ 

Smith  ft  Hemenway  Co.,  108  !>■«■* 

St.,  New  York. 

Raaora»  Cora  „    ^ 

Kampfe  Bros.,  8  Beads  St,  N.  x- 

Raaora,  Safety  .^ 

American    Safety     Baser    Oe..  *" 

Broadway.   N.  Y.  *    ^.. 

AuteSttop   Safety    Baior  Go.»  S45 
Broadway.    New    York. 
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0«oi  Cutlery  Co.,  34  Reaae  St.,  New 

Tork. 
Kampfe  Bros.,  8  Bcade  St.,  M.  T. 
Ward   Sufetj   Raaor   Co.,   191   Itar 

Bids.,  Ohieaso. 
Reaatera 
Brown   it  Shmrpe  Mfg.    Co.,    Ptot!- 

dence,  B.  I. 
Tuck  lite.  Go^  BrocktoD.  IfsM. 
RecordOiiir  laatranests 
Bristol  Co.,  WatarlMiry,  Ct. 
Keels 

(See  rishinc  Beels.) 
Refrigerator    Basket 
Barllngton    Basket   Co.,    Borliogton, 
la. 
Refrlsrerator  Drip  Faa 
Gem     Mff.     Co.,     Chelsea    SUtlon, 
Boston,   Mass. 


Refrigerator  Trliamlaaai 

Aresde  Mff.   Co^    Preeport.    ilL 
Brass    Goods    Mff.    Co.,    Brooklyn, 


N.  Y. 
Revtstersy  Wall  and  Floor 

Berser,   L.   D.,   00   No.   Seeond  St., 

PblUdelpbls,    Pa. 
ReloadlavTooU 
Union  Hdw.  Co.,  Torrtngton,  Ct. 
ReTolTera 
Harrington  ft  Etctaardaon  Anns  Co., 
822  Park  Ave.,  Worcester,   Msss. 
Hopkins   ft   Allen   Anns   Co.,   Dept. 

B,  Norwich.  Ct. 
Johnson's  Arms  ft  Cyele  Wks.,  Ivor, 

168  Elver  St..  Fltchbarf,  Mass. 

Re  vol  via  V  Cases,  Hardivare 

American   Bolt   &   Screw   Case   Co., 

Dayton,    O. 
Riddles 

(See  Screena.)   (Foundry  Biddies.) 
Rifles 

Hamilton  Etfle  Co.,  Plymouth.  Mich. 
Hopkins  ft  Allen  Arms  Co.,  Dept.  B, 

Norwich,  Ct 
Sarage  Arms   Co..   5B8  Turner  Bt., 

Utlca.   N.   Y. 
Stevena  Arms  ft  Tool  Co.,  J.,  Chlco- 
_  pee   Palla,   Maas. 
Rivet  Maeblnea 
Watarbury-Parrel  Fdry.   ft   Machine 
__  ea.,  Watertmry..  Ct. 
Rlvetlaar  Maehlnea 
Itoot  Arcs.  Co..  The,  Plymouth.  O. 
RlwetlBS  Maehlnea,  Hand 
Smith  M&.  Co..  r.   H..  48  snd  00 

St.  John's  Court,  Chicago,   111. 

Rivets 
«arland    Nut    ft    Elvet   (>>..    Pltts- 

burg.    Pa. 
Lowentraut,     Mfg.     Co.,     P.,     38-04 

Brenner  St.,  Newark.    N.  J. 
Townsend  Co.,  0.  0.  ft  B.  P.,  New 

Brighton.   Ps. 
Roller  Spates 

(See  Skstes.) 
Roof  Ooatlnir*  Asphalt 

Barrett  Mfg.    Co.,   Now   Yorlc. 
StoweU  Mte.  Co.,  Jersey  City.  N.  J. 
Rooflna  Paper 

(See  Paper.) 
Rooflns,  Slate 
Jirfmson   Co.,   B.  J.,   88  Park   Bow, 

New  York. 
Rooflnva*  Prepared 
Barrett  Mff.  (3o.,  New  York. 
Bercer,    L.    D.,    08    North    2d    St., 

Philadelphia.   Pa. 
Stowell  Mff.  Co.,  Jeraey  City,  N.  J. 
Rope 

(See  (Cordage.) 
Rahher  Frnlt  Jar  RlnirM 
Buckley  Eubber  Co.,  J.  W..  68  War- 
ren St..  New  York. 
Rabher  Foree  Caps 
Buckley  Bubber  Co.,  J.  W.,  80  War- 
ren St.,   Now  York. 
Blastlc  Tip  Co.,  370  Atlantic  Ave., 

Boston,   Maaa. 
Rnbber  Goods,  Meehanleal 
Eevere  Enbber  Co..   77  Bedford  St., 
Boston,    Maas. 
Rubber  Mats 

Buckley  Eubber  Co..  J.  W..  80  War- 
ren St..  New  Tork. 
Eerere  Eubber  Co.,  77  Bedford  St., 
Boston.    Maaa. 
Rubber  Mattlnv 
Buckley  Enbber  Co..  J.  W.,  60  War- 

ron  St.,  New  York. 
Elastic  Tip  Co.,  870  Atlantic  Are., 
Boston,    Maaa. 


Rnbber  Paohlnir 

Buckley  Enbber  Co..  J.  W.,  60  War- 
ren St..  New  York. 
Eevere  Enbber  Co.,  77  Bedford.  St., 

Boston.   Maaa. 
Rnbber      Tips*      Cane      and 

Crnteh 
Elaatic  Tip  Co..  870  Atlantic  Ave.. 
Boston,  Maaa. 
Rnbber  Tlpst  Slotted  Sereur 
EUatic  Tip  Co..  870  Atlantic  Ave., 
Boston.   Mass. 
Rnbber   Tnblnff 
Eerere  Eubber  (^..  77  Bedford  St., 

Boston.  Mass. 
Rnlea 
Chapin-Stephens  0>..   Pine   Meadow, 

Ct, 
Ohesterman    ft    Co.,     Ltd..    Jamss, 

Sheffield.  Kng . 
Lufkin   Eule  Co..   Saginaw.   Mich. 
Stanley    Enle    ft    licvel    Co.,    New 

BriUln.  Ct. 
Wiebuach  ft  Hilger,  Ltd..  0-16  Mur- 
ray St..  New  York. 
Sad  Irons,  Asbestos 
Dover  Mfg.   Co.,  Canal  Dorer,  O. 
Safety  Rasors 

(See  Easors.) 
Salamanders 
DrouTe  (}o.,  O.,  Bridgeport,  Ct. 
Sand  Paper 

4 See  Emery  Paper.) 
(See  Carborundum  Paper  ft  Cloth.) 
Sash  Balaneea 
Pullman  Mfg.  C3o.,  Eocfaeater,  N.  Y. 
Sash  Chains 
Bridgeport    Chain    Co.,-  Bridgeport, 

Ct. 
Oneida  Community  Co..  Oneida, N.Y. 
Smith  ft  Egge  Mfg.  Co..  Bridgeport, 

Ct. 
Sash   Cord 

Bstea  Mills,  Pall  Elver.  Maas. 
Samaon  Cordage  Wks., Boston,  Maaa. 
Silver   Lake   Co.,   78   (Thauncey   St., 

Boston,   Msss. 
Sash  Fasteners 
(See  Paatenera.) 
Sasilft  Hansers 
(See  Hangera.) 
Sash  Lifts 

0)lumbian  Hdw.   Co.,  Cleveland,  O. 
Grtffln  Mfg.  Co.,  The,  Erie,  Pa. 
Sash  Looks 
Ives  Co.,  H.  B..  New  Haven.  Ct. 
Beading  Hdw.   Co.,    Beading.    Pa. 
EuaseU    ft    Brwln    Mfg.    Co..    New 

Britain.   Ct. 
Shelby  Spring  Hinge  Co..  Shelby,  O. 
Taylor  Mfg.   Co.,  Hartford.  Ct 
Yale  ft  Towne  Mfg.  (3o.,  0  Murray 

St.,  New  York. 
Sash  Pnllejrs 
Beading  Hdw.  Co..  Beading.  Pa. 
Euaaell    ft    Erwin    Mfg.    Co.,    New 
Britain,  Ct. 
Saw  Clanap 
Smith  ft  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Tower    ft    Lyon    (}o.,    05    Chambera 

St.,   New  York. 
Sa^r  Handles,  Cross-Cnt 
Ely  Mfg.  CTo.,  Tlieo.  J..  Olrard.  Pa. 
Sa^r  Jointer 
Pike  Mfg.  Co.,  Pike.  N.  H. 
Sa^r  Sets  and  Tools 
Atkins,   E.   C,   ft  C^o.,    Indianapolis, 

Ind. 
Lowentraut     Mfg.     Co.,     P.,     86-64 

Brenner  St.,    Newark,    N.    J. 
Morrill,  (Hiaa.,  275  Broadway, N.Y.O. 
Smith  ft  Hemenway  Co.,  108  Duane 

St..   New   York. 
Sawlnv       Machines       (Hnnd 
and  -Foot  Power > 
Barnes  Tool  Co..  New  Haven.  Ct. 
Sa^rs.  Hack 
Atkins,    E.   C,  ft  Co..   Indlaiiapolls, 

Ind. 
Millera    FalU   Co.,    28   Warren   St., 

New  York. 
Union  Hardware  Co.,  Torrington,  Ct. 
Saws»  Handf  etc. 
Atkins,    K.   O.,   &  Co.,    Indiana  polls, 

Ind. 
Norvell-Sbaplelgh      Hardware      Co., 

St.  T^ula,  Mo. 
Slmonda  Mfg.  Co..  FItchburg.  Alass. 
Sairrs,  lee 
Oifford-Wood   Co.,   Iludaon.    N.    Y. 


Saws,    Kerhole 

Bridgeport     Hdw.    Mfg.    Co.,   The, 

Bridgeport,    Ct. 
Scales 
Landera,  Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Oagood  Scale  Co.,  Binghaifrton,  N.Y. 
Pelouae    Scale    ft  .Mfg.    Co.,    403-18 

Olilo  St..   Chicago,   111. 
Beading  Hdw.  Ck>.,  Beading,  Pa. 
Stlropaon    Scale    ft    Mfg.    Co.,    )00 

Park  Place,  NorthvlUe.  Mich. 
Scissors 

(See  Sheara.) 
Scissors  Grinder 
Buck,  V.  P.,  82  Uncoln  St.,  Boston, 

Maaa. 
Scrapers.  Floor  and  Cablaet 
Bennett  Mfg.  Co.,  The.  420  Auburn 

Ave.,   Bnffalo,   N.   Y. 
Fox  Mfg.   0>..  185  Second  St.,  Mil- 
waukee, Wis. 
Hurley  Machine  0>.,   153  So.  Jeffer- 

aon    St.,    Chicago,    111. 
Scrapers,  Foot 

Beading  Hdw.  (3o..   Beading,  Pa. 
Screen  and  "Window  Han  vers 

(See   Hangera.) 
Screens,  Goal*  Sand,  etc. 
Buffalo  Wire  Wka.  Co..  Buffalo. N.Y. 
Clinton     Wire    Cloth     Co..    Clinton, 

Maaa. 
Ludlnw-Saylor  Wire  Co.,   St.    Louis, 

Mo. 
New  Jeraey   Wire   Cloth  0>.,   Tree 

ton,  N.  J. 
Wright  Wire  Co.,  Worceater,  Maaa. 
Screens,  "Window 
Sherwood  Metal  Working  Co.,  Syra- 
cuse,   N.   Y. 
Screw  Drlwers 
Arcade   Mfg.    Co.,    Freeport,    111. 
Blllinga  ft  Spencer  Co.,   The.   Hart 

ford,  Ct. 
Bridgeport      Hardware     Mfg.      Co.. 

Bridgeport.   Ct. 
North  Broa.  Mfg.  Co.,  Phlla.,  Pa. 
EuaaeU    ft    Brwln    Mfg.    Ck>..    Nes 

Britain,  Ct. 
Stanley    Eule    ft    Level    Co.,     Nam 

Britain,  Ct 
Tower  ft  Lyon  Ck>..  06  (Hiambera  St.. 

New  York. 
Tuck  Mfg.  Co..  Brockton,   Msss. 
Screw  nachlne  Prodncts  to 

1  In.  Diameter 
Bamea  Co..  Wallace,  The. 
ScreiT  Pnlleys 
Turner  ft  Seymour   Mfg.   (>>.,    The. 

Torrington,   Ct. 
Screws*  Coach  and  Lav 
McCabe   Hanger   Mfg.   Co.,    825   W. 

25th  St.,    New  York. 
Screws,  Hand  and  Beneh 
(Aapin-Stephena  Co.,   Pine  Meadow, 

Ct. 
Grand     Baplda     Hand     Screw     Co., 

014  Jefferaon  Ave..  Grand  Eaplds, 

Mich. 
Beading  Hardware  (^.,  Beading.  Pa.  - 
Screirrs,   Machine   and    Csip 
McCabe   Hanger   Mfg.    Co.,   825  W. 

25th  St.,    New   York. 
Screws    and    Washers,    Stop 

Bead 
Ivea  0>..  The  H.  B.,  New  Haven,  Ct. 
Scre^rSf  Wood 
Parker  (;o..  Chaa.,  The,  Meriden,  Ct. 
Scribes,  Timber 
Bemta    ft    Call    Hdw.    ft    Tool    Co., 

Springfield,   Maas. 
Scythes 
North   Wayne  Tool   <}o..    nalloweU, 

Mp. 
Scrthe     Stones     and     Whet- 
stones 
Carborundum  (3o.,  Niagara  Fat1s,M.Y. 
Cleveland   Stone  Co.,   Cleveland,   O. 
Pike  Mfg.  Co..   Pike.   N.   H. 
Separators,  Dairy  Cream 
American  Hardware  Mfg.  Co,,   1S08 

Fulton  St.,  Ottawa,  HI. 
Sharpeners 

(See  Articles.) 
Shears  and  Scissors 
Atlas  Shear  Co.,   Bridgeport,  Ct. 
Bridgeport     Hardware     Mfg.     Co., 

Heiniach?  ^na'  Co.,    E.,    Newark, 

N.  J. 
Wiebuach  ft  Hilger,  Ltd.,  0  Murray 

St.,   New   York.  ^    ^.    , 

WI88  ft  Bona  Co.,  J..   Newark.   N.  J 


Mention  Hardwire  Qealerf'  Magazine  when  corresponding. 
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SbeAVflf  OraMi 

Smith  ft  Hemenwaj  Co.,  108  Doant 

St..  New  York. 
Shears.  PrvnlBs 
Oronk  it  Carrier  litff.  Co.,  Blmira« 

N.   Y. 
Wlebnech  ft  Hllger,  Ltd.,  d  Morraj 
St.,  New  York. 
Shears,  Sheep 
Chicago  Flexible  Shaft  Co..  180  Ob- 

Urte  St.,  Chlcafo,  lU. 
Smith  ft  Hemenwaj  Co..  106  Dnaae 

St.  New  York. 
WlebUMh  ft  HUser.  Ltd..  0  ICarraj 
St..   New   York. 
Sheet  Metal  Speelaltles 
Bridgteport  Wire  Oooda  Co..  Bridge- 
port, Ct. 
Shelf  Boxes 
(See  Bozea.) 
Shelf  Ladders 
(See  Laddera.) 
Shellae    Bleachers 
Berrj  Broa..   Ltd..    Detroit.  Mich. 
ShelTlnar»  Hardware 
Warren   Mfg.    Co..    J.    D.,   Chicago. 
UL 
ShiBSle  Gangre 

(See  G  a  ogee.) 
Shoe  Holder  and    PoUsher 
American  Hardware  Mfg.  0>..  1203 

rnlton  St.,  Ottawa,  ifl. 
Shoe  Lasts  and  Stadds 
Boot  Broa.   Co..   The,    Pljmonth.  O. 
Shot  Qvan 

(See  Qona.) 
Shovels,  Spades  aad  Seoops 
ATei7   Stamping  Co.,   Clereland.  X). 
Show  Cases 

Grand    Rapida   Flxtarea  Co..   Grand 
Bapida.  Mich. 


Soldorene  Sttclcs,  Alaaalnaaa 

Solderene  Co.,  58  State  St.,  Boaton, 


Solderlay  Coppers 

Olendennln  Broa..  Baltimore,  Md. 
Solderltts     Fnrnacey     Kero* 

seae 
Bamea  Tool  Co..  New  Haven.  Ct. 
SolderlnsT  Pvraaees 
Caajtop   ft   Lambert   Mfg.   Co..    De- 
troit,  Mich. 
Solderlagr  Sets 


S. 


Qnlncy  Show  Case  Co.,  Qulncy.    111. 
Msrsa*  Deealeomaala 
Merercord    Co..    The.     (Camber    of 

(Commerce.  Cnicago.  111. 
SllTorware 

(See  Plated  Ware.) 
Sink  BrashestWire 
Bigelow.  J.    r..  W( 
Slnlc  Cleaaers 


orceater.  Maaa. 


Bridgeport  Wire  Oooda  Co..  Bridge- 
port, Ct. 
Slak  Strainers 

(See  Strainers.) 
Skate  Sharpeners 

Smith  ft  Hemenway  Co.,  108  Duane 

St.   New  York. 
Skates,  Ice 
Barney  ft  Berry,  Springfield.  Maaa. 
New  York   Sporting   Gooda  (3o.,    17 

Warren    St.,   New   York. 
Union  Hdw.  Co.,  Torrlngton,  Ct. 
Wlnalow   Skate    Mfg.    Co.,    Samuel, 

Worceater.    Maaa. 
Lowpntraut     Mfg.     Co.,     P..     86-54 

Brenner  St..   Newark,   N.  1. 
Skates»  RoUer 
Barney   ft  Berry,   Springfield,   Maaa. 
Chicago    Boiler    Skate    Co..    65    S. 

(3ana]  St,  Chicago,  111. 
Cycle  Skate  ft  Sporting  Oooda  Co., 

87  Park  St.,  New  York. 
New    York   Sporting   Gooda  Co.,    17 

Warren   St.,    New   York. 
Blchardaon  Ball  Bearing  Skate  (3o., 

601   Wella  St,   Chicago,   111. 
Dnlon  Hardware  Co.,  Torrington.  Ct. 
Wlnalow   Skate    Mfg.    Co.,    Samod. 

Worceater,  Maaa. 
Skirt  Hanarers 

(See  Hangera.) 
Skjrllvht  Gearlnir 
DrooTe   Co.,   O.,   Bridgeport   Ct. 
Sleds 
Allen   ft    Co.,    8.    L.,    Bos    1100    H. 

PhlUdelphla.   Pa. 
Hnnt  Helm,  Perrla  ft  (?o.,  Haryard, 

in. 

Wagner  Mfg.  Co.,  Cedar  Palla,  la. 
Sao^r  Shovels 

Avery  Stamping  Co..  Cleveland,  O. 
Solderene 

Solderene  (3o.,  68  State  St.,  Boaton, 


Solderene  Flax  Stleks 

Solderene  Co.,  63  State  St.,  Boaton, 

Maaa. 
Solderene  Paste 

Solderene  Co.,  63  State  St.,  Boaton, 


Arcade  Mfg.  Co..  Preeport    IH- 
Spark  Guards,  "Wire 

Bnffalo  Wire  Wka.  Cq^  Buffalo,  N.Y. 
Spoke  Shades 
Stanley    Bale    ft    Level    Co.,    New 

BriUln,  Ct. 
Spoons  and  Forks 

(See  Plated  Ware.) 
Spoons,  Tinned 

Atlaa  Mfg.  (^..  New  Haven,  (». 
Sportlnff  Goods 
Cycle  Skate  ft  Sporting  Oooda  (X>., 

87  Park  St,  New  York. 
Draper-Maynard       Co.,       Plymouth, 

N    H 
New'    York   Sporting   Gooda   Co.,    17 
Warren  St.,   New  York. 
Spraytnir  Machines 
Myera  ft  Bro..  P.  B.,  Aabland,  O. 
Standard  SUmplng  Co.,Maryavllle^  O. 
Sprlngr  Hlngres 

(See  Hlngea.) 
Springrs 
Bamea   Co.,   Wallace,   The,    Briatol, 

Ct. 
Tuck  Mfg.  Co.,  Brockton,  Maaa. 
Sprlnirs,    Door 
Middletowu    Mfg.    Co..    Middlotown, 
O. 

Sonares,  Steel 
NlchoUa  Mfg.  Ck>..  Ottnmwa.  la. 
Buaaell    ft    Brwin    Mfg.    Co..    New 
Britain,  Ct. 
Squares.  Try,  Mttre,  etc. 
Stanley    Rule    ft     Level     Co.,     New 

Britain,  Ct. 
Starrett  Co.,  L.  S^  Atbol,  Maaa. 
Onion  Cntlery  ft  Hardware  0>.,  Un- 
lonvllle,  Ct. 
Stanptnc  Sheet  Metal 
Avery   Stamping  Co.,   Cleveland,   O. 
Cleveland    Stamping    ft    Tool    (3o., 

Cleveland,  O. 
Moaaberg  Co.,  Prank.  Attleboro,Maaa. 
Tuck  Mfg.  Co..  Brockton.  Maaa. 
Staple  Pnller,   Fence 
Bonner  Mfg.   (3o.,   C.    B.,  Chriaman, 

111 
Utica  Drop  Forge  ft  Tool  Co.,  Utlca. 
N.   Y. 
Staples,  Wire 

Keyatone  Steel  ft  Wire  Co..  Peoria, 
111. 
Townaend  Co.,  C.   C.  ft  B.  P.,  New 

Brighton,  Pa. 
•  Wright  Wire  Co..  Worceater,  Maaa. 
Steak  Ponnders 
Arcade  Mfg.  Co.,  Preeport,  111. 
Wagner  Mfg.  Co..  (3edar  Falla,   la. 
Steam  Cooker  and   Baker 
Gem      Mfg.     C^o.,     Chelsea    Station, 

Boaton,  Maaa. 
Ohio  Owicer  Co.,  The,   Toledo,  O. 
Steel 
American    Tube    ft    Stamping    Co., 
Bridgeport,  Ct. 
Steel  Stamplnjgs.  Cold  Rolled 
Advance  Mfg.  Co.,  Racine  Junction, 

Wis. 
American    Tube    ft    Stamping    Co., 

Bridgeport,  Ct. 
Bamea   Co..    Wallace,   The,    Bristol, 

Ct 
Griflln  Mfg.  Co..  The,  Brie,  Pa. 
Moaaberg  Co..  Frank  AttIeboro,Maaa. 
Steel  Ware,  Cookfngr 
Avery   Stamping  Co.,    Cleveland.    0. 
Cleveland     Stamping,  ft    Tool     Co., 
Cleveland,  O. 
Step   I^ndders 
(See   l<«ddera.> 
Stocks  and  Dies 
Armstrong     Mfg.     Co.,     Bridgeport, 
Ct 
Stop       Bead       Screws       and 
Wnshers 
(See    ScrewB.) 


StoTO  Lnsta.  Self  Sklnlnsr 

Crosby   ft   Co..   Detroit    Mich. 
stove  Polish 
(See  Pollah.) 
StOTe  Trucks 
(See  Trucks.) 
Stoves,  Alcohol  Vapor 
Alcohol  Utilltiea  Co.,   156  West  83d 

St.,   New  York. 
Llpplncott,   W.   M.   I.   I.  Co.,   New. 

arte,  N.  J. 
Manning,   Bownun   ft  Co.,    Meriden, 

Ct. 
Stoves,  Oil  and  Gasoline 
Taylor   ft   Boggla   Pdy.   Co.*   dcvs- 

land,  O. 
StratnerSf  Tea  and  CoSTee 
Porter  Machine  ft  Stamping  Worka, 

Gregory,  Mich. 
Stmlners.  Sink 
Andrewa  Wire  ft  Iron  Wka.,  Bock- 
ford,  111. 
Pritchard-Strong  Co.,  88  Circle  8U 

Bocb<*ater.  N.  Y. 
Strawherrr  Hnller  • 
Stepbena  ft  Co.,  Windsor,  Walthais, 

Stretcliers,  Pence 

(See  Wire  Stretchers.) 
Strops 

(See  Baser  Straps.) 
SwlnvMff  Porch  and  Lavm 
NaUoosl   Yentnator  Co..   148  Sosth 

Jefferson  St,   Chicago.   llL 
Table  Ware 

(See  Plated  Ware.) 
Tackle  Blocks 

(See  Blocka.) 
Tacks,  Brass 

American  BIng  Co., 
TackSy  Copper 

Huaaey  ft  0%,,  C.  Q, 
Taniale  Ketttes 

(See  Kettles.) 
Tanks 

(See  Articles.) 
Tapes*  Measnrlnv 
-     '  ft     Co..     Ltd. 


Waterlmry.  Ct 
Pittabuig.  Pta. 


Sheffield,  Kng. 
Lafkln    Bols    Co..    Ssginaw.  Mich. 
Starrett  Co.,  L.  8.,  Atbol,  Maaa. 
Wleboach  ft  Hllser,  Ltd..  8-»  Msr- 

ray  St.,  New  York. 
Tapplnir  Machines  for  Street 

Walworth  Mfg.  Co.,  138  Pederal  St. 
Boaton,   Maaa. 
Taps  and  Dies 

Armstrong  Mfg.  Co.,  Bridgeport  Ct 
Telescopes 
KIrtland    Broa.    Co..    I>ept.    H,    80 
Chambers  St^  New   York. 
Temperlnsr  Po^rder 
Phllllpa-Laffltte     Co.,     Penn    BIdg., 
Phiradelphla.  Pa. 
Thnmb  Tacks 
nawkea-Jackaon   (}o..  82  DnaseSt*, 
New  York. 
Ties*  Horse  and  Cove 
Bridgeport    (Thain    Co.,    Bridgeport 

Ct 
Oneida   (Community.     Ltd.,     OneMa, 
N.  Y. 
TtUnv  Spades 

I  wan  Broa..  Stssator.  lit 
Tin  Boxes,  Cash,  Bond*  etc 

(See  Boxea.) 
Toasters,  Broad 
Andrews   Wire  ft  Iron  Wka..   Boek- 

ford.    111. 
Apex   Specialty  Co. 
Middletown    Mfg.    Co.,    Mlddletown. 

O. 
Standard    Stamp*g   0>.,  Maryv(ne,0. 
Tongrs.  Maehlnlst 
Bamea  Tool  (^.,  New  Haven,  Ct 
Tool  Ba«s 

(See  Artldea.) 
Tool  Chests  and  Cahlnets 
American    Tool    CHieat   Co.,    808  W. 
Houston  St.,  New  York. 
Tool  Racks 
Horrlck  Co..  F.  A.,  Jacksm,  Mieh. 
Tool  Steel 

rhillipa-Laffltte    Co.,     Pans    BMg.. 
Philadelphia,   Pa. 
Tools 

(See  Artidea.) 
Torches,  BSngrlne 
Hammer  ft  Co.,  Branford,  Ct 
Wall    Mfg.    Supply    Co.,    P.,    Alle- 
gheny.  Pa. 
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Torebeai,  Plnmbera'  '^ 

Clayton   ft    Lnmbert   Mfg.    Co.,    De- 
troit. Mlcb. 
Towel  Bars 
Tajplln  Utg.  Co.  Tbe,   New  Britain, 

Traps 

(8c«  Articles.) 
Trays,  CrvHtb 

Baffalo  Mff(.  Co..   Buffalo.    N.    Y. 
Tree  Guards 
Baffalo  Wire  Wka.  Co..  Boffalo.N.Y. 
Wrlflit  Wire  Co..  Worcester.  Mats. 
Trellis  Work 
Wrtfht  Wire  Co..  Worceiter.  Maaa. 
Trouey  Tracks,  Overhead 
Colmm    Trolley    Track    Mfg.     Co.. 

Holyoke.  Maaa. 
Mjers  it  Bro..  F.  B.,  Aabland.  O. 
TroDser  Haagrer 

ise  Hangera.) 
Tro^relSf  Masons* 
Atklna  &  Co..    E.    C, '  IndlanApollB, 

Ind. 
Johnson.    Wm..    Newark.    N.   J. 
Tro^rels,  Garden 
Arery   Stamping  Co.,   Cleveland.    O. 
Prltehard-Strong  Co..  29  Circle    St.. 
Bocheater,  N.  T. 
Traeks.  Paetory 
Grand     Baplda     Hand     Screw     Co.. 
914  Jefferaon  Ave..  Grand  Baplda, 
Mich. 
Tracks,  Hand 
Clark   Co.,    Geo.    P..    The,    Wlndaor 
Lecki.  Ct. 
Tracks,  Mall  Kes 
Peck-Hamre  Mfg.  Co..  Tbe.   Berlin. 
Wis. 
TrvckSf  Stove 

Areade  Mfg.   Co.,  Freeport,  IB. 
TablAjr,  Steel 
American    Tube    &    Stamptng    Co.. 

Bridgeport.  Ct. 
Shelby    Steel    Tube    Co..    Plttabnrg. 

Pa. 
Tarabackles 
Merrill    Bros..    Maspcth.    N.    Y. 
Manning,   Bowman  ft  Co..   Merldcn. 

Ttrlnes 

<8ee  alao  Cordage.) 
Cemmblan  Rope  Co.,  Anbam.  N.  Y. 
Bates  MlUa,  Fall  BlTer.  Maaa. 
Yaeoo  Mllla,  100-96  Weat  Broadway, 
New  York. 
Twist  Drills 
(See  Drills.) 
Valves  and  Flttlnvs 
Walworth  Mfg.  Co..  128  Federal  St., 

Boston.   Maaa. 
Valves  and  Plnaarers 
Berger  Bros.  Co..  2S1  Arcb  St..  Phil- 
adelphia, Pa. 
Berger,    L.    D.,    59    North    2d    St.. 

Phlladelpbla.   Pa. 
Myers  ft  Bro..  F.  B..  Ashland,  O. 
Valves,  Pvmp 
Revere  Rubber  Co.,  77  Bedford  St.. 
Boston,   Maaa. 
•  Varnishes    and   Japans 
Ohio  Vamiah  Co.,  Cleveland,  O. 
Adam«  ft  Biting  Co..   Chicago,   III. 
Berry  Bros..  Ltd..  Detroit.  Mich. 
Carpenter-Morton    Co..    77    Sudbory 

St.,  Boston.  Maaa. 
Martln-Senour  Co..  The,  2514  Qnarry 

St..   Chicago,    111. 
Ventllatlas  Irons 
Dronve  Co.,   G.,  Bridgeport.  Ct. 
Ventllatlnir   Window    Locks 
HolUnd    Mfg.     Co.,     20    Park    St., 

Flor»»nce,    Mass. 
Ives  Co.,  The  H.  B.,  New  Haven.  Ct. 
Ventilators 

Dronve  Co.,  G.,  Bridgeport,  Ct. 
I  wan  Broa..   Streator.    111. 
Mlddletown    Mfg.  Co.,  Mlddletown.O. 
Ventilators,  Revolvlngr 
Befger  Bros.  Co..  PhUadelphla.  Pa. 
Vises 
AWmathy  Viae   ft  Tool  Co.,  S81   Bn- 

flewood  Ave..  Chlcagou  111. 
Osiamblan  Hdw.  Co..  Cleveland.   O. 
Parker  Co..  Chaa..  Merlden.  Ct. 
Eock  laland  Tool  Co..   Rock  Island, 

ni. 

Tower  ft  Lyon  Co..  95  Chambers  St, 

Hew   York. 
WUllams   ft   Co.,    J.    H..    Brooklyn, 

Waiie'  Irons 

Wj  Mfg.  Co..  Thco.  J..  Olrard.  Pa. 
^^dlag  Hardware  Co..  Beading,  Pa. 


Waffon  Jacks 

(See  Jacka.) 
Waffons.  Coaster 

Hunt.  Helm.  Ferrla  ft  Co..  Harvard. 

111. 
Wabaah  Mfg.   Co..   Wabash,   Ind. 
liVaffons,  Delivery 
Sycamore    Wagon    Works.    109    Bd- 

ward  St..   Sycamore.   111. 
Wajgonsy    BSxpress 

Wabaah  Mfg.   Co..   Wabash.   Ind. 
IVaffons,  Farm 

Wabaah  Mfg.  Co..  Wabaah.   Ind. 
"Wnulk   Boilers 
Berger.  L.   D.,  59  North  St..  Phila- 
delphia. Pa. 
Pritchard-Strong  Co..   29  Circle  St., 
Bocheater.  N.  Y. 
IPVask  Tubs 

Pritchard'Strong  Co..  29  Circle  St., 
Rochester,  N.  Y. 
IVasher  Cotters 
Lowentraut     Mfg.     Co.,     P.,     36-54 
•Brenner  St.,  Newark.  N.  J. 
"Wasliers 

Griffin  Mfg.  Co..  The.  Brie.  Pa. 
IVaskers,  Friction 
Barnes   Co.,    Wallace,   The.   Bristol. 
Ct. 
^Washlnic  Machines 
Boss  Waahlng  Machine  Co.,  Cincin- 
nati. O. 
Brammer  Mfg.  Co..  H.  F..  1469  W, 
.  Second  St..  Davenport.  la. 
Glaacock    Bros.    Mfg.    Co..    Munde, 

Ind. 
Standard   Mfg.   Co.,   The,  Shelby.  O. 
•  Waverley  Woodenware  Wka.,  St.  Jo- 
aeph.  Mo. 
White  Lily  Waaher  Co..  Davenport. 
la. 
W^asklnjg    Rlaoklnes  —  Winter 
Motor 
American    Waaher  Co..   118   Sydney 

St..  St.  Loals.  Mo. 
Coffleld  ft  Son.  P.  T..  Dayton.  O. 
IPVaste 
Batea  Mllla,  Fall  River.  Maaa. 
IVatckes 
New  Haven  Clock  Co.,  New  Haven, 

Ct. 
Water  Coolers 
Buffalo  Mfg.  Co..  Buffalo,   N.  Y. 
Manning,  Bowman  ft  Co.,  Meriden.Ct. 
Water  Motors 

(See  Motors.) 
liVeaners 
Cooley  Mfg.  Co..   103  So.  Canal  St., 

Chicago,    111. 
Weldlnir  Plates 
PhllUps-Laffitto    Co.,     Penn     Bldg.. 
Philadelphia.  Pa. 
Weldlnar  Powder 
Phllllps-Laffltte    Co..     Penn     Bldg.. 

Phiradelphla.   Pa. 
Well  Wbeels 

Reading  Hardware  Co.,  Reading.  Pa. 
Union  Elevator  ft  Machine  Co..   144 
Ontario  St.,  Chicago.  III. 
Wkeel  barro-ws 
McWhInnle      Whe«'lbarrow      Works, 

Ponghkeepsle.   N.  Y. 
Syracuae    Chilled    Plow    Co..    Syra- 
cuae.   N.  Y. 
W^hlp  Display  Rack 

Beat,  John  H..  Galva.   111. 
Wholesalers,   Gen'l   Mdse. 
Bntler  Bros.,  Chicago,  111. 
IVIcklnv 
Eatea  Mllla,  Fall  River.  Maaa. 
liVlndovr  Cleaners 
Smith  Mfg.  Co..    F.^..  48  and  60 

St.  John'a  Conrt.  Chicago.   111. 
W^lndo^r  Cord 
See  Sash  Cord.) 
WIndo'W  Fasteners 
(See  Sash  Faateners.) 
W^lndow    Ventllatlnsr    I^ocks 
(See   Ventilating  Window   Locks.) 
W^lndovr   OperatlngT   Devices 

Drouve    Co..    G..    Bridgeport.    Ct. 
Window  SIvns 

(See   Decalcomania   Signs.) 
Window  Screens 

WSee  Screens.) 
Indow    Stop    Adjusters 
(See   Adjiiaters.) 
Wire.   Barbed 
Keyatone  Steel  ft  Wire  Co..   Peoria, 

in. 

Wire  Baskets 

(See    Bnaketa.) 


Wire  Chains 

(See  Chains.) 
Wire  Cloth 
Baffalo    Wire    Works   Co..    Buffalo. 

N.  Y. 
Clinton    Wire    Cloth    Co..    (nintes, 

Maes. 
Lndlow-Saylor  Wire  Oo.^  St.  Leols. 

Mo. 
New   Jersey  Wire  Cloth  Ck>..   Tres- 

ton,  N.  J. 
Wright  Wire  Co».  Worcester.   Mass. 
Wire  Cloth  Cablaet 

Roller   Cabinet    Wka..   Sterling,    HI. 
Wire  Clothes  Line 

(See  Clothes  Line.) 
Wire  Cotters 
BUllnga    ft   Spencer    Co..    Hartford, 

Ct. 
Bonner  Mfg.  Co.;  C.   B..  Chrisman. 
III. 
Wlre-Dra^rlns  Machinery 
Wright  Wire  Co.,  Woreeater,  Mass. 
Wire  Fences 

(See    Fencing,  Iron    and    Wire.) 
W^lre  Goods 

Andrew  Wire  ft   Iron   Wks..   Beck- 
ford.  111. 
Bridgeport  Wire  Goods  Co.,  Bridge- 
port, Ct. 
Baffalo    Wire    Works '  Co.,    Baffalo. 

N.  Y. 
Parker  Wire  Goods  Co..   Worcester. 


Wire  l4tthlnv 

(See  Lathing.) 
^Wlre  Nails 
(See  Nails.) 
W^lre  Mats 
(See  Mats.) 
Wire  PUers     * 
Bonner  Mfg.   (3o..  0.   B..  Cbrlsman, 
lit 
Wire  Reels 
Boreka  Fence  Co.,  Richmond.  lad. 
Mossberf  Co..  Frank.  Attleboro.Mass. 
W^lre  Rope,  Iron  and  Steel 
Wright  Wire  Co.,   Worcester,  Mass. 
IVIre   Specialties 

(See  Articles.) 
Wire     StralshtenlBS     Ma- 
chines 
Shoster  Co.,   F.   B.,  The,   New  Ha- 
ven. Ct.  i  •«" 
Wire  Stretchers 
Arcade  Mfg.  Co..  Freeport.  lU. 
Borpss-Norton    Mfg.    Oo.,    Geneva. 

Hont.  Helm.  Ferris  ft  Co.,  Harvard, 

111. 
Keystone  Steel  ft  Wire  Co..  Peoria, 

111. 
Sprine    Steel    Fence    ft    Wire    Co.. 

Anderson.  Ihd. 
W€M>d  Scre^rs 

(See  Screws.) 
Wrench,  RcTcrslble  Chain 
Bonner  Mfg.   Co..   C.   B..  Chrlsudn. 

ni. 

Williams   ft   Co..    J.    H..    Brooklyn. 

N.  Y.  . 

Wrenches 
Barnes  Tool  <3o..  New  Haven.  Ct. 
Bemls    ft    Call    Hardware    ft    Tool 

Co..  Springfield.  Maaa. 
Bluings  ft  Spencer  Co..  Hartford.  Ct. 
Bonner  Mfg.  (?o..  C.  B..   Chrtsoias. 

111. 
Coes  Wrench  Co..  Worcester.  Maai». 
Irland   Pipe  Wrench  Co..    15  Court 
'  Sq..  Boston,  Mae*. 
Lowentraat     Mfg.      Co..     P.,    3G-54 

Brenner  St..  Newark.  N.  J. 
Monte   Wrench   Co..    81    North   Pike 

St.,  Shelbyvtlle,  Ind. 
Mossberg  Co.,  Frank.  Attleboro.lIass. 
Page-Storms  Drop  Forge  (^.,  Sprisg- 

field,  Maaa. 
RnsseU    ft    Brwln    Mfg.    Co.,    New 

BriUfn,  Ct. 
Star  Mfg.   Co..  Carpentersvllle,   111. 
Tower  ft  I^yon  Co.,  86  Chambers  St.. 

New  York. 
Warren    Axe   ft   Tool   Co.r  Warren, 

Pa. 
Walworth  Mfg.  Co.v  188-lM  Federal 

Bldg.,   Boston,   Maaa. 


Wrenches*  Flttlnas 

Williams   ft   Co..    J.    H.,    Bn 


lyn. 


N.  Y. 
Wrinarera 

(See  Articles.) 
Yarn,  Lath  and  Fodder 

Colamblan  Rope  Co..  Anboro,  N.  Y 
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SPEATIN  < 

dlery  Rifl< 

No.  80 

E  BULL'S-EYE   KINU 

ie    to    take    the    famous   .2 

^ENS  R.  F.  Cartridge. 

I  only  .25  caliber  Rim  Fire 

Repeating   Rifle  on   th< 

market. 
r   Repeaters  are    the    hardes 
ing  and  most  accurate  Riflej 
iir  class. 


Order  from  your  Jobber. 
Send  for  descriptive  matter. 

evens  Arms  &  Tool  Co. 

p.  O.  Box  225 
CHICOPEE  FALLS,  MASS. 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    ok    Lam   Pages. 


Digitized  by 


Google 


Advertised  extensively,  j 
cards.  Dealer's  profit,  lOOj 
Hardware  aiid  30USHddler 
hasn't  them,  order  of  Sadd 
for  4d-page  catalog. 

O.B.  READ  MFG.  C 


i 


> 


BOLT  CLIPPERS 


<« 


EASY 


ff 


"NEW  EASY" 

"ALLEN-RANDALL" 


H.  K.  PORTER 

Ftctory  tnd  Office 

6  Ashland  St.,Evtrttt,Mass.,U.S.A. 


THIS  IS  THE  TRADE  MARK  OF  THE  GENUINE 

"STILLSON"  WRENCI 


1 


IT  IS  A  GUARANTEE  of  Quality  and  your  Protectioi 
Againat  Inferior  Imitationa 


H^ 


WALWORTH    MT'G    CO, 

SOLE    MAKERS 

BOSTON.  128-136  Federal  Street. 

NEW  YORK  Office.  Park  Row  Building. 

EUROPEAN  AGENTS: 


H.  Munzinff,  180  Upper  Thames  St.,  London.  England 
H.  Munzing  &  Co.,  Paris,  France. 

WKITE  FOR  RED  BOOKLET  OF  TOOL 


Reading  Lawn  Mowers 


Complete  line  of 
up-to-date  Mowers 
with  and  without 
Ball-Bearings. 
Finest  materials 
and  workmanship. 
Send  for  Catalogue 
and  Prices. 


READING   HARDWARE   COMPANY 

A  READING,  PA. 


NEW  YORK:    96  and  96  Reade  Street 
PHILADELPHIA :    617  Market  Street 
CHICAGO:    165  Lake  Street 


A  First-Class  Rubber  Hose,  7^  c 

%-inch  .rply  wound  witli  hmvy  sU;c-l  %ylrc,  c^'^Pl/'li;  v. 
and  bands.  WE  I-ITJA'  WAUKANT  this  hnse  »;'  . '^  ,^ 
will  replace  any  provinp  dofcctivr  \\c  will  ^^  ','•,,, 
us  with  an  orrU-r  for  a  sample  Kt.,;th.  and  [^'^^  ^^  S^'nd 
ht'fnrv  vnii  nlncc  vour  ordr^  *-'•  ♦'"■^  Q-nsxiu  s-Jicw:..  .^3: 


ninpie  icn^ui,  .m-i   ...^•-    .  ■ 


ar  Hack-Saw  Blades 


C^r^COR^     F'A.I^J^^ 


Are  nara    Are  tougn 

Are  uniform  Are  economical 

Are  just  right 

C0.9     SS    ^V^rairrorx 


lor  every  anu  aii sorts oi  work, 
thenif  try  them,  and  satisfy  j 
self  that  they  are  as  we  sav) 
as  their  name  signifies— all  Sti 

^tx*ee»t9    JJ^Jo^w    Yd 


Nicholson  File  Company  ppovid«^rRTi:  s.  a 


FILES    AIND    RASPS 


THE  WM.  SCHOLLHORN  CO. 

New  Hmvcii,  Cobb. 

turers  of 

*^c/8LE  s-^^  Bernard's 
Pttent 
Pliers,  Nippers,  Pnacbes,  etc 


brisxol.'s  pateivt 
sxa.gge:re:d  poiimx 
steel  belt  laciimg 

Should  be  cmrried  in  stock.    It  will  pay. 

The  Bristol  Co.,  Waterburyt  Conn. 


READY  TO  APPLY 

IVEW  YORK 


FINISHED  JOINT 

CHICAGO 


Mr.  Merchant: 


We  are  advertising  KINGFISHER  lines  direct  to  customers  in  25 
popular  magazines.  This  means  talking:  direct  to  25  million  people. 
We  receive  thousands  of  requests  for  prices.  If  you  handle  KING- 
FISHER lines  and  want  this  business,  tell  us  and  we  wiU  refer  cus- 
tomers in  your  town  to  you. 

E.  J.  MARTIN'S  SONS,  l}i  Kingfisher  St..  Rockville,  Conn. 


GEM 

Mall  Clipper 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper— a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  is  well  advertised  and  is  meeting  with 
large  sales  everywhere.  Sells  for  '2*»c. 
'J'he  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wide  margin  of  profit. 

A  handsome  metallic  display  standard 
free  to  dealers.     Write  for  prices. 

THE  H.  C.  COOK  CO.,  Ansonia,  Cobb. 

Temporary  Office :       505  Scott  Street.  San  Frandico 


For  fattening  all  kinds  of  constmctlon  to  brick  or  stone 
it  la  unequaled. 

The  McCabc  Hanger  Mfg.  Co.   -  -   New  York 


JOHN     SOMMER'S     PERFECTION 
RED    CEDAR    FAUCETS 

First  Quality  Warranted  Finely  Finished 

Made   out  of  the   Best  Selected   Florida  Ked  Cednr. 

Only  the  Genuine  are  stamped  in  the  wood,  with  »'ur 

trade-mark— MALTESE  CKOSS. 
Write  for  prices  on  all  kinds  of  Wood  Faucets. 

JOHN  SOMMER'S    SON 

355-365  CENTRAL  AVENUE  NEWARK.  N.  J. 


Covert  Mfg.  Co.,Troy,N.Y. 


"King  '  Loop  "King"  Round  Eje 

Made  Hi  AU  Sizes 
We  manufacture  all  styles  and  sizes  of  Harness 
Snaps,  Cham,  Rope  and  Web  Goods,  Etc 


Wrtto  for 
Catalogue 


Sold  by  an 
LeacUntf  Jolabars. 


WHY    SHOULD   YOU  SUFFC 
Be  Your  Own  CUropodisl 

THE    STAR    SAPRTY    CORN    RAZOR  Price  «1.0O.    Fall  descriptive  olrcnUtrmulM  on"'* 

IPPB  BROS.,  8  READB  ST.,    ISBW  YORK  CITY,  JVIfrs.  Star  Safety  Shaving  Ka' 


an,  i:: 

f  arc  iv  T 

Slfcliric;-. 


See  fall  page  annoancement  on  page  1153 
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TEN   CENTS 
A  COPY 


mt 


ONE  DOLLAR 
A  YEAR 


4  190^ 


•C^fS-' 


A 
IVIAGA 


IN 


a^   Published  by  Daniel  T.  Mallett  at  253  Broadway,  New  York 


50WWtK*«|*nijin,r 


HFG.  SUPPLY  COMPANY 

Allegheny,  Pa. 


4/'^ 


/ 


I 


Pullman  Sash  Balances 

Have   you   triedi   ttiem? 

Easier  to  install  than  weigrhts,  and 
No  unsigrhtly  cords  or  chain  to  shoi^ir 

Let  us  send  you  our  complete  catalogue  of  Hardware  Specialties 
A.sk    also  a1t>out  our    Screen    Door    Ctieeics 


PULLlVfAN    IVIFG.    CO. 

PULLMAN  COURT  -  ROCHESTER.  N.  Y. 

Oldest  and  Largest  Manufacturers  of  Spring  Sash  Balances  in   the  World 


WE  a/iake:  sets  for  all  kinds  of  saws 

.MORRILL'S N0.3!i«affi«scT8  "SPECIAL."    For  Hand  Saws. 

Nos.  3  and  4.    For  X  Cut  and  Circular  Saws. 
No.  5.    For  Timber  and  Board  Saws. 


CHAS.  MORRILL,  275  Broadway,  New  York 


We  make  SAWS.  lAHHERS.  HATCHETS 
and  other  STAPLE  HARDWARE 

Can  quote  interesting  prices 

CENTIAL  lAIDWARE  CO.    PhOadelplila.  Pa. 

NEW  YORK,   C.  E.   PEABODY  &  CO.,    155  CHAMBERS  STREET 


BUILDING  PAPERS 


WHt9  for  Sample  Book  and  Prices. 


A  line  of  all  grades  suit- 
able for  the  Hardivare 
and  Building  Trades. 


C.  Ba  HEWITT  &  BROS.,  48  Beekman  Street,  NEW  YORK  CITY 


Hcadqoarten  for  HARDWARE    WRAPPING    PAPERS 
tod    WOODWORKING  GLUES. 


Eastera  Areata  for  CONGO  NEVER-LEAR  ROOFING 
Send  for  Samplea  and  Price  list. 


Money  Made  by  Three 

YOURSELF.  OURSELVES 
and  the  CUSTOMER 


Every  hardware  house  catering 
for  builders'  hardware  should  have 
circulars  of  the  LOVELL  WINDOW 
OPERATOR.  Easy  to  install,  sim- 
ple of  operation.  Just  the  thing 
for  power-houseSp  mills  and  build- 
ings of  all  kinds  where  long  lines 
of  sash  or  windows  are  to  be  oper« 
ated.  Send  us  your  inquiries  and 
orders. 


The  G.  Drouve  Company,  Bridgeport,  Conn. 


Western  Office:  40  Dearborn  St,  Chicago.  DL       "Anti-Huvius"  SkXhrD.7iiSsto%e.,  Vem 


I 
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WE  SAVE  voir 


% 


% 


A  ^OU  may  be  able  to  save 

^^J^^^  I  as  much  as  5  per  cent,  on 
^^fl^^  the  first  cost  of  a  wrench 
ml^^  ii  you  buy  a  "just-as-good" 
^  ^  (?)  substitute  for  the  "Goes/' 
4f  But  you're  sure  to  lose  at  least  30  per 
cent,  in  strength,  serviceability,  durability 
and  actual  wrench  worth. 
4f  That  is,  while  you  may  pay  5  per  cent 
more  for  the  genoine  '*€•€«**  you  are 
certain  to  get  30  per  cent  leas  trouble  and 
30  per  cent,  more  service  out  of  the 
original  than  you  can  ever  get  out  of  any 
imitation,  no  matter  what  the  price. 
4f  Remember  that  wrench  making  is  a  fine 
art  with  us ;  we've  been  at  it  nearly  seventy 
years.  And  every  year  of  the  seventy  has 
brought  some  improvement — some  closer 
approach  to  wrench  perfection. 
4f  Don't  let  your  dealer  wheedle  you  into 
buying  a  "Near-Coes"  or  a  "Goes  Pattern/' 
or  anything  else  in  the  wrench  line,  except 
the  Genuine  CtB  Wrench.  Look  for  the 
Star  Trade  Mark  on  the  package. 
4f  Made  in  five  styles  and  forty-nine  sizes, 
which  range  from  4  inches  to  48  inches — 
one  or  more  of  them  will  meet  your  wrench 
needs.  By  the  way — ^write  for  our  Wrench 
Book. 

COES    WRENCH    COMPANY 

Worcester^  Mn»g«= 

Ai2HTiUO.M«OARTTtOa,  -  -   n  Mmrny  tlft<  lltw  Ttffc 
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"AND  IT  DID  OVERFLOW" 

IN  the  May  issue  we 
promised  you   a  talk   on   Mail 
Order,  (or  any  other)  competition 
and  how  to  meet  it  in  the  sale  of 
Yale  Locks, 
Yale  Night  Latches, 
Yale  Padlocks,  and 
Y.  &  T.  Blount  Door  Checks. 
And  here  it  is. 

Did  you  by  any  chance.skim  through 
the  book  of  *  *  Advertising  Suggestions  "* 
we  sent  you  for  pushing  the  sale  of 
the  above  product  and  utter  the  fate*ful 
words: 

"  People  won't  read  advertisements  "I 
We  hope  not  I 
We  trust  not  1 1 

If  you  did,  we  quote  for  your 
benefit : 

*'  While  the  lamp  holds  out  to  burn, 
The  wrongest^headed  may  return." 

Peopledon'treadadvertisingmatter? 

Why,  man  dear,  what  about  the  Mail 

Order  Houses  that  are  getting  business 


*  Write  for  this  if  you  have  mislaid  your  copy. 


About 
Mail  Order 
Competition 

A  litde  story 

suggesting  how  to 

meet  it 


right  over  your  head,  probably — in 
your  own  town — this  very  day } 

They  use  nothing  but, paper  and 
printer's  ink,  and  people  read  their 
advertising  matter  to  the  respibnsive 
tune  of  more  than  $160,000,000  in 
hard  cash  every  year. 

Here  is  a  clipping  from  the  New 
York  G/od^f  that  tells  whether  people 
read  advertising  matter: 

Chicago,  March  28. — Lumbermen  and 
lumber  interests  of  the  Middle  West  are  or- 
ganizing to  protect  their  interests  from  Mail 
Order  Houses,  i;v'hich  are  charged  with  ruin- 
ing the  trade  of  the  retail  dealer  and  the 
lumber  interests  generally. 

Here,  too,  is  a  little  story  for  those 
who  believe  that  "  People  do  not  read 
advertising  matter": 

Long  ago,  in  Spain,  the  Royal  Academy 
debated  a  curious  question.  It  was  this: 
"  Why  is  it,  if  a  tub  be  fiUed  to  the  brim 
with  water,  and  a  fish  be  then  introduced, 
that  the  water  will  not  overflow  ?" 

Learned  papers  were  read  to  explain  this 
strange  phenomenon. 

Finally,  a  newly-elected  member  brought 
in  a  tub  and  the  water  and  the  fish. 

He  poured  the  tub  brimful,  put  in  the 
fish,  and  it  i/t</  overflow.     (See  illustration.) 


Talk  No.  4. 


The  Moral  of  this  story  is.  that  it  is  foolish  to  argue  that  which 
it  is  easy  to  demonstrate.  Send  for  our  advertising  matter,  send 
it  out  I     Give  it  a  fair  test.     Keep  at  it  I     The  result  is  certain. 

Dealers*  Advertising  Service 

The  Yale  &  Towne  Mfg.  Company 

9  Murray  Streett  New  York 


In  Answebimo  Advertisbmemts  it  is  Desibablb  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 
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"BING  GONE" 


Ask  your  Jobber;  if  he  can*t  supply,  write  us 

SMITH  &  HEMENWAY  CO. 

108-UO  Duane  Street  ,  NEW  YORK  CITY 


TOOLS  FOR  THE  ELECTRICIAN  AND  LINEMAN 

.'>■  ^ .     The  Superior  Qnality  of  Utica  Toola  ia  indispnUible. 
They  cut  easier,  wear  longer  and  do  not  tire  the  hand. 


1 


Ahimi«lookf6r 


iiMrk 


d  SB  o 


TRAOC  MAKK 

Only  th«  Mnuln« 
'     r  It 


No.  1060  DUKE. 
This  to  the  PU«r 
llftat  to  proTing 
poimUr  wlih  the 
■leotrloal  Work- 
ers. AHIghOrmde 
Tool  (Quality 
Quaruteed)  ftt  • 
Low  Price.  AA 
yoar  dealer  for  it. 
If  he  has  no*  got  it, 
write  vs. 


Write  fox  Plier  PMlmistry. 

UnCA  DROP  FORGE  &  TOOL  CO. 

T«rk«Bee.lM.lttBMMM.  7iK  «CMWe  St.  We*.  fLYn  0.1«- 


CoNfV|.T   BUYERS'   KEFERENCE  TO   ADVERTISEMENTS   om   Un  Faow. 
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Wfought  Bfon^te  Metal  Butts 

WITH  HARDENED  STEEL  BUSHINGS 

STRBIVaXH  ss  DURABIUrlTV 

ADVANTAGES: 

Tensile  Strength  of  Wrought  Metal. 
Unequalled  Durability  due  to  the  Hardened 
Steel  Bushings,  Lining  the  Knuckle  through- 
out its  entire  length. 

RUSSELL  &  ERWIN  MFG.  CO. 


NEW  YORK 
WASHINGTON 


NEW    BRITA.IN,    COIVIV^ 

PHILADELPHIA      . 
LONDON 


CHICAGO    _ 
SAN   FRANCISCO 
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TO  KNOW 
ROCK  BOTTOM 


CAt  this  time  of  unsettled  values — with  every  buyer 
looking  for  lower  costs  than  he  is  able  to  get — the 
retail  hardware  man  needs  a  copy  of  our  catalogue 
at  hand  every  minute. 

CRememfoer,  our  prices  are  guaranteed  durinc  the 
current  month.  You  need  never  pay  more  than  the 
price  we  quote,  for  an  order  to  us  will  bring  the 
goods. 

CFor  instance,  there  are  some  quotations  on  shelf 
specialties,  tinware,  enameled  ware,  etc.,  in  our  June 
catalogue  which  you  ought  to  know. 

CThe  best  advertising  we  know  how  to  do  is  to  chop 
our  selling  price  the  minute  our  cost  goes  down,  with- 
out waiting  to  see  what  "the  market''  does. 

C Write  for  catalogue  No.  K668. 


BUTLER  BROTHERS 

WholMalera  of  Qeneral  Merchandise 

New  York  Chicago  St.  Louis  Minneapolis 

Sample  Houses,  BALTIMORE       DALLAS 


0 
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JUNE 

On  this  page  we  illustrate 
our  Mascot  for  June,  ''Dia- 
mond Edge  Chisels/*  they 
are  perfect  tools. 


1908 

All  our  Salesmen  are  carry- 
mg  samples  of  Diamond 
Edge  Chisels  this  month. 

If  our  Salesman  does  not 
call— write  us. 


DIAMOND  EDGE 


HI  AUCG       Made     of 
ULAVBS       especially 

quiring  a  l 


TEMPEI 


■AND 
HONED 

TESTING 


lANDLES 


QUAUTT 


"Diamond 
■  tempered 
process  wl 
and  insuri 
perfect  cui 
at  every  g 

Every  chi 
and  is  TCi 
polished  t< 

When  the 
obtained  c 
a  severe  a 
pound  on 
any  defec 
.  blade  thv 
quality  of 

The  handl 
lected  pol 
leather  ca] 
obtainable. 

All    tools 
mond  Edg 
warranted 
acme    of 
making. 


NORVELL-SHAPLEIGH  HARDWARE  COMPANY 

ESTABLISHED    1843  •T-    l-OUIS 
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Zia-ZAG  RULES 

SURB   SBL,L,BRS 


We   are   now   manufacturing  a   more   complete    assortment   of 
ZIG-ZAG  RULES  than  ever  before. 


Your   attention   is   especially   called  to  our 
latest   addition 

THE 

"VICTOR"  ZIG-ZAQ  RULE 


This  Rule  supplies  a  demand  for  a  cheaper  rule  than  the 
"STANLEY"  ZIG-ZAG  Line,  made  with  the  same  care  and 
accuracy  as  the   "STANLEY,"   but  not    so    U^y    finished. 

Sizes— Two  to  Eight  Feet. 

Finish— Yellow  or  White  Enamel. 


Write 

for 

Catalogue 


THE  STAEEY  RULE  AND  LEVEL  CO. 

NEW     BRITAIN,    COIVIV.,    U.    8.    A. 
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INDIA.  OILSTONE 

Stock    andl    Display    Cabinet 


Perfoit 

In 

IppontniMt 


Buutifiil 

IR 


Sales 
Mads 
Eaiily 


Pnfits 

lacreasid 

Greatly 


SUrPLIED  ntEE  W  COST  TO  DEALERS  lANBUNC  INDIAIOILSTONES 

A  combination  stock  and  display  case,  complete  and  up-to-date  in  every 
detail.  Nicely  finished  in  golden  oak  with  plate  glass  front.  It  is  an  ornament 
to  any  hardware  store. 

The  above  illustration  shows  our  all  India  Stock  Case.  We  also  supply  a 
cabinet  with  a  well  assorted  stock  of  both  natural  and  India  Oil  stones. 

SPECIAX.    F^EL^LTURES : 

No  wasted  space.    Every  inch  available. 

Supplied  in  two  styles;  to  open  in  back  or  in  front  as  dealer  prefers. 

Its  trade-pulling  display  increases  sales,  therefore  the  dealer's  profits. 

Stock  is  accessible,  large  enough  in  quantity  and  variety  to  meet  the  needs 
of  all  customers. 

THE  INDIA  OILSTONE  needs  no  introduction.  It  is  the  leader  on  the 
market  to-day  in  its  particular  field.  For  durability,  cutting  qualities  and  general 
efficiency,  it  is  unsurpassed,  and  is  recognized  the  world  over  as  the  standard  of 
quality. 

A  binding  guarantee  with  every  stone.  Write  for  complete  price  list  of  the 
India  line,  and  full  information  about  stock  cabinets. 

MKE  MANUFACTDRING  CO. 

PIKE,  1^.  H. 

Sole    Selling     Agents. 

NORTON  COMPANY.  Worcester.  Mass. 

^^^^  Manufacturers. 
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TI4E 

BRUSH  RUNABOUT 


Ran  435  Miies  on  1 8  Gallons 
of  Gasoline 

In  ttie  Detroit  Dealers*  Endurance  Run 

That  is  24  miles  per  gallon,  and  only  the  ordinary  gasoline  as  bought 
along  the  route.  Over  half  the  course  was  through  mud,  often  up  to 
the  hubs.  The  only  mechanical  trouble  was  one  bolt  working  loose. 
Not  a  thing  was  touched  or  adjusted,  and  the  motor  never  missed  an 
explosion,  the  car  finishing  in  perfect  condition,  running  better  than 
when  it  started.  This  was  not  a  special  seasoned  car  but  came  down 
from  the  assembly  room  three  days  before  the  run  started.  It  ran  in 
the  same  class  with  the  big  fellows  up  to  ten  times  its  price  and  rated 
horse  power. 

Talk  doesn't  couL    Resnlts  and  accomplishments  do. 

BRUSH  RUNABOUT  COMPANY,    -     -    DEIROIT 
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THE 

"Universal" 

Coffee 
Percolator 

1 
1 


SMtfonal  Vtow  Shewlag  tte  ^'UnlT^rsal"  Principle 

It  excels  all  other  ways  of  making  coflee  because  the  percolating 
process  is  practically  completed  before  the  water  boils. 

Coflee  made  in  it  is  easily  known  by  its  delicious  aroma,  its  fine 
flavor,  the  absence  of  the  bitter  taste  caused  by  boiling. 

The  "Universal"  is  made  in  three  styles:  "Empire"  and 
"Colonial/'  made  of  pure  aluminum,  and  a  pattern  in  high  grade 
Enamel  Ware,  all  in  four  sizes:  4  cups,  6  cups,  9  cups  and  14  cups. 
All  parts  are  interchangeable  and  can  readily  be  supplied. 


Manufactured  and  Ouarantaed  by 

Landers*  Frary  (Si  Clark*  New  Britain,  Conn*,  U.  S*  A* 
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Coldwell  LawD  Mowers 

Hand AHORSE ^Motor 

USED    EXCLUSIVELY    ON    NEW    YORK    CITY    PARKS 


SEND    FOR    CATALOGUE 


Coldwell  Lawn  Mower  Company 

NEWBURGH,    N.    Y. 


CHICAGO 


PHILADELPHIA 


SAVANNAH 


Chadborn  &  Coldwell  Mfg.  Comiiany 

ne:wbijroh»    new   york 
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The  Sanitaiy  Wall  Coating 
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^^CRONK"  QUALITY-'CRONK"  PRICES 


TKe  Cronk  &  Carrier  Mfg.  Co. 

ELMIRA,    N.  Y. 
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AMERICAN  SCREEN  OOOR  CATCH 


TNI  No.  2 
IMPROVED 

THE    FAMOUS    WHEELr    CATCH 
THE  CATCH   THAT  LATCHCS         -         -  THE  LATCH  THAT  CATCHIIS 


FOR  iSSEr^  DOORS 


On  Riste  ffaod  Door  Inilde  View.  Oo  Left.  Hmad  Door 

WILL   ADVERTI8ED-8ELL8    ON     ITS    MERITS. 

Hardware  and  Implement  Dealers 

BE  READY 

to    meet  the  demand  which  we  are 
creating  for  THE 


ois  Dairy  Separator 

ive  just  awarded  a  contract  to  the  largest  adver- 
agenqy  in  the  world  for  an  advertising  camfwign. 
at  once. 

1  aggregate  many  thousand  dollars.  Bound  to 
ilts  to  live  dealers. 

me  Among  Dairy  Separators 

Among  its  Advantages  are 
Complete  Sepention  Eeee  of  Gleenlng 

leee  of  Operation  Greet  Durability 

mproved  Sefety  Chitch  Low  Down  Supply  Can 

Involute  Turbine  Disc 

IA€KED     BY     OUR     GUARANTEE 

IBeeeoee  it  it  made  much  heavier  than  any  other  machine 
of  its  kind,  has  simplest  and  most  highly  perfected  speed 
lechanism  and  built  to  last  from  IS  to  SO  years. 

Catalogue  and  Prices, 


American  Hardware  Mfg.  Co.,i2f3  mim  sl.  Ottawa^DL 
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The  Kahn  Fireless  Cooker 

POSITIVELY  THE  ONLY  FIRELESS  COOKER 
TO  SUCCESSFULLY  ACCOMPLISH  THE  TRIPLE 
METHOD-ROASTING,  STEAMING,  BOILING. 


EVERYBODY   wants  one   in 
their   home  immediately 
after  seeing  sample.   Deal- 
ers find  it  a  quick  aind  easy  seller. 
Its  strength,  simplicity  and  cleanli- 
ness appeals  to  every  woman. 

This  is  the  Cooker  endorsed  by 
the  Commissary  Department  of  the 
United  States  Army. 

Ttie    DIIVIVER    PA.IL. 


is  a  marvel  for  compactness,  and  in- 
sures a  hot  home  dinner  to  every 
workingman.  Beware  of  imitations. 
We  are  fully  protected  by  the  Felix 
Kahn  Patents. 


FOR       FULL       RARTICUL^AJIS, 
WRITE       AT       ONCE       TO 


KAHN   FIRELESS  COOKER  CO. 

35    CONGRESS    STREET,     BOSTON,     MASS. 

OR 

THE   W.    L.    CLA.RK    COMPANY 

General  Distributors- -Middle  United  Stmtes 
BOSSOURI  TRUST  BUILDING  ST.  LOUIS,  BfO. 
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We  Do  Not  Sell  To  Catalog  Houses 

but  protect  the  dealers  in  their  legitimate  field  by  conbning  our  sales  throygh  them  exclusively* 


The  '"Standard"  Sewing  Machine 

is  the  only  one  sold  through  the  dealer  that  is  extensively  advertised.  Every  month  our  ads 
in  the  leadina  women's  magazines  go  into  more  than  3,500,000  homes  ana  create  business 
which  according  to  our  pokey  must  be  handled  through  the  nearest  dealer  who  represents  us. 

WE  DO  NOT  SELL  TO  CATALOG  HOUSES 

The  **STANDARD''  line  includes  the  Rotary,  the  Vibrator,  Paragon,  Norwood  and 
Favorite,  ranging  in  price  irom  the  lowest  to  the  highest,  affording  more  actual  Sewing  Machine 
value  for  the  money  than  any  other  line  on  the  market. 

Every  dealer  who  makes  known  locally  that  he  has  the  "STANDARD"  Agency,  connects 
himself  with  our  national  advertising  campaign  and  shares  with  us  the  business  and  prestige 
created. 

We  want  a  kve  dealer  in  every  town  in  the  country  where  we  are  not  now  represented 
to  take  a  "STANDARD "  Agency,  and  reap  the  benefits  of  our  efforts  in  splendid  profits  and 
thoroughly  satisfied  customers.     Write  for  full  particulars  to-day, 

WE  DO  NOT  SELL  TO  CATALOG  HOUSES 


The  Standard  Sewing  Maehlne  Co. 

6412  Cedar  Avenue,         -         CLEVELAND,  OHIO 
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HILL'S  FAMOUS 

CLOTHES  DRYERS 

Recognized  the  world  over  as  the  best  designed,  best 
cofistructed  and  most  popular  Dryers  ever  manufactured 

For  Laipvtit  Housetop,  Balcon?^  or  Fire  Ilscape 


Hiirs  **  Champion"  Dryer  for  the  Lawn 

HALF  A  MEIION  IN  USE  AND  NOT  A  DISSATISFIED  CUSTOMER 

The  Reel  is  made  of  beet  materiel  throusliCMit.  It  Is  eelf-fettenins  and  locke  to  poet  wlien  in  nee,  and 
beins  made  separate,  can  be  eaaily  removed  when  not  in  use.  The  poet  seta  in  a  aocket  in  the  grovnd 
and  can  alao  be  removed,  thua  leavins  no  obetruction  at  all  in  lawn  between  wash  days  Fitted  with 
either  wood  poet  painted  or  ateel  tubins  poet  galvanised. 

All  Castings  of  best  refined  Malleable  Iron  and  Galvanized 

Extensive  advertising  brings  us  inquiries  ftrnn  aU  sections  wlucii  we  refer  to  dealers  wi§o  seO  omr 
Dryer.     Are  you  a  dealer  in  Hitt  Dryers  f 

MANVPACTVRSD  ONLY  BY 

HILL    DRYER    CO.*   315  Park  Ave..  Worcester.  Mass. 

NEW  YORK  OPPICE  t    1133  BROADWAY 
Partial  List  of  Distributors  of  Hill's  Pamoua  Dryers  i 


Buffalo — The  Republic  Metal  ware  Co. 

Baltimore — The  Carlin  &  Fulton  Co. 

Chicago — Hibbard,    Spencer,    Bartlett   &    Co.;    The 

Republic  Metalware  Company. 
Bctroit,  Mich. — Buhl  Sons  Company. 
Duluth,   Minn.— Marshall-Wells  Hdwc.  Co. 
Kansas  City,  Mo. — The  Richards  &  Conover  Hdwe. 

Co. 
Los  Angeles,  Cal. — Waterhouse  k  Price  Co. 
Minneapolis,  Minn.— Janney,  Semplc,  Hill  ft  Co. 
New    York    City— The    Republic    M,cUlware    Co.; 

Neal  &  Brinker  Co. 


Omaha,  Nebr.— Wright  ft  WUhelmy  Co. 
Oakland,  Cal.— Waterhouse  ft  Price  Co. 
Philadelphia— The  Biddle  Hdwe.  Co. 
Pittsburg— The  Clydesdale  Co. 
Portland,  Ore.— Waterhouse  ft  Price  Co. 
Rochester,  N.  Y.— Mathews  &  Boucher  Co. 
San  Francisco— Waterhouse  ft  Price  Co. 
Seattle,  Wasb^r^Waterhouse  ft  Price  Co. 
St.  Paul,  MioA.— Farwell,  Oxmun,  Kirk  ft  Co. 
Sioux  City,  la. — Knapp  ft  Spencer  Co. 
Utica,  N.  Y.-^W.  B.  Parry  ft  Son. 
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R  THE  CITY  PORCH,  as  well  as  for  the  country. 

THE  OLD  APPLE-TREE 

=  SWING— 


is  one  of  the  joys  of  Summertime.    Strongy  convenient  and  cheap. 
Made  from  powerful  chain,  galvanized  to  prevent  rust.    It  has  swupg^^ 
itself  into  favor  wherever  shown.    A  pleasure  for^Ghild  or  Adult,   v  . 

ONEIDA  COMMUNITY,  Ltd. 

ONEIDA.    NEW  .YORK 
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OVER  50,000  TONS 

of  CLINTON  WELDED  WIRE 

GOODS  SOLD  LAST  YEAR 

For  over  half  a  century  we  have  been  manufacturing 
wire  cloth  of  every  description,  embracing  woven  wire 
feiice,  electrically  welded  wire  fabrics  for  concrete  con- 
struction, wire  lath,  hexagonal  netting,  perforated  metals, 
etc.  During  this  entire  period  Clinton  Wire  Goods  have 
been  the  standard  in  their  line. 

Our  facilities  for  manufacturing  are  perhaps  best  de- 
scribed by  stating  that  we  can  furnish  any  mesh  from  any 
kind  or  size  of  wire  that  can  be  woven  on  the  most  approved 
ty^s  of  power  looms.  Our  machinery  has  been  designed 
by  experts,  and  we  are  thus  in  a  position  to  produce  goods 
which  will  prove  satisfactory  wherever  used. 

Our  policy  has  been  to  produce  an  article  first-class  in 
every  respect,  and  then  improving  the  machinery  on  which 
it  is  made  so  as  to  reduce  its  cost  to  the  lowest  possible 
point  consistent  with  the  maintenance  of  this  standard. 

Our  large  and  constantly  increasing  sales  have  obliged 
us  to  make  frequent  additions  to  our  manufacturing  i>lant, 
which  is  now  equipped  with  the  most  up-to-date  machinery 
embodying  every  improvement,  siiggested  by  experience 
and  ingenuity. 

Large  stocks  of  the  standard  styles  of  our  goods  are 
carried  at  our  factories  and  branch  offices,  and  orders  can 
therefore  be.  shipped  on  sight. 

Catalogs  of  Poultry  Netting,  Galvanized  Wire  Netting, 
Wire  Lath,  the  Clinton  Fireproofing  System  and  Perforated 
Metals  sent  free  on  application. 

CLINTON   WIRE  CLOTH   COMPANY 

CUNTON,  MASS. 

Branch  offices  at 

NEW  YORK  BOSTON  CHICAGO  SAN  FMANQISCO 
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THE  EXCELSIOR  AI]T(M:YCLE 


The  Touring  Car  oi  Molw  Cycles 

Gives  all  the  comfort,  speed  and  service  of  an  automobile 
at  no  more  cost  of  up-keep  than  an  ordinary  bicycle.  It 
is  designed  right,  built  right,  and  runs  right,  on  good 
roads  or  bad,  up  hill  or  down,  and  is  always  ready  for 
immediate  use.  Possesses  more  practically  good  features 
than  all  other  motor  cycles  combined,  among  which  are 

PERFECT  SHOCK  ABSORBING  SPRING  FORK 

LOW  COMFORTABLE  SADDLE  POSITION 

LONG  WHEEL  BASE  FREE  MOTOR 

Ttiree   and   One-Quarter  Horae-poi^er  Guaranteed 

Price,  $225 

Write  for  our  new  Catalog  41  and  the  best  agency  propo- 
sition ever  offered  by  a  reliable  company. 

Excelsior  Supply  Company 

233-235-237  Randolph  SL,  Chicago 
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The  Original  Noa^griad'Off^toothed  Bread  Knife 


Patented  7-17-'88  and  ll-tt-'M. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  usin^ 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN: — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

MuiUdved  ky  NOITH  WATNE  TOOL  CO..  laltowdl.  He..  D.  S.  A. 


XHE     ONTARIO     KNIFE      COIVIPAIVY 

Frankllitville,  Ne%v   York 


Rfanu^cturen  of 
BUTCHER,  STICKING.  SKINNING,  BONING,  BREAD,  SHEATH,  PUTTY, 
KITCHEN,     PARING,     CANNING,     HOUSEHOLD,      CORN,     FISH,     SHOE 

KNIVES 

CORING  HOOKS,  PITTING  SPOONS,  WAI.L  SCRAPERS 

t^vble:  cutlery 

We   seD   exclusively   to  the  Wholesale  Trade.        Every  wholesale  dealer  should  have  oar  catalog. 


CARBORUNDUM 

SHARPENING  STONES 

Widely  advertised — 

Universally  used — 

NO  PROGRESSIVE  DEALER 

CAN  AFFORD  TO 

BE  WITHOUT  THEM. 

Ask  for  our  free 

DISPLAY  CASE  OFFER. 

The  Carborundum  Company 

Niagara  Falls,  N.  Y. 

CoHMiLT   KUYE^RS'   SEFEKENCE  TQ   APYESTISEMENTS  on   Un  P«an. 

Digitized  by 


Google 


Jxim,  1908. 


HARDWARE  DEALERS'  MAGAZWE 


ii6y 


Star  Safety  Razor 


PAR    EXCELLENCI 


Bast  by  Test  fer  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

>Tho  Star  Safety:  Razors 

■ako  cuitoMrs  fer  tho 

lEALERS 

Tbay  ci? s  abstluto 

satltfactloR 

The  retail  prices  are  strictly 

maintained  for  the  benefit  of 

the  retail  dealers. 

Star  Safety  Razors   net   a 
larger  profit  than  any  other 
safety  razor  on  the  market. 
I  In  sets  to  retail  from 

I       Sl.SOto  S35.00 

'  You  can  suit  the  consumer's 

purse. 
We    extensively    advertise 

our  razors,  etc.,  in  all 

the  popular  magazines. 


Write  UB  for  our  Agency 
Propoaition,  Diaoounta 
and  Cataloguea   s    t    : 


Kampfe  Bros. 

8.IO-l2RMd«St.iNwY«rl[ 


y 


See  Oar  8AFETV  COHN  RAZOR*  Advertised  on  the  Back  G#vcr 

In  ANfwxmiNO  Adviktissmknts  it  is  Dksikablx  that  You  Mbntion  HARDWARE  DEALERS'  MAGAZINE. 
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The  Original  Noa^griad'Off'toothed  Bread  Knife 


Patented  7-17-'«  and  ll-tt-'M. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  usin^ 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN : — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

IbiBfadvei  by  NOITI  WATNE  TOOL  CO.,  HaDowefl.  He..  D.  S.  A. 


XHE     ONTA.RIO     KNIFE      COft/IPAIVY 

FrankllitvUle,  Ne%v   York 


Rfanu^cturen  of 
BUTCHER.  STICKING.  SKINNING,  BONING.  BREAD,  SHEATH,  PUTTY, 
KITCHEN.     PARING.     CANNING,     HOUSEHOLD.      CORN,     Fisft,     SHOl^ 

K  iM  I  V  e:  s 

CORING  HOOKS,  PITTING  SPOONS,  W/kJUL  SCRAPERS 

t^vble:  cutlery 

We   seD   exclusively   to  the  Wholesale  Trade.        Every  wholesale  dealer  should  have  our  catalog. 


CARBORUNDUM 

SHARPENING  STONES 

Widely  advertised — 

Universally  used — 

NO  PROGRESSIVE  DEALER 

CAN  AFFORD  TO 

BE  WITHOUT  THEM. 

Ask  for  our  free 

DISPLAY  CASE  OFFER. 

The  Carborundum  Company 

Niagara  FaUs,  N.  Y. 

CoatDLT   I|UYf:flS'   REFEJIENCE  TQ   APY^RTISEHEKTS   o»   U<T  Paok. 
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P  Star  Safety  Razor 


PAR    KXCILLKNCE 

Best  by  Test  for  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user. 

>Ths  Star  Safety:  Razors 

■ako  cusloMrs  for  tho 

•EALERS 

Thoy  cif  0  absolvto 

salltfactloii 

The  retail  prices  are  strictly 

maintained  for  the  benefit  of 

the  retail  dealers. 

Star  Safety  Razors  net  a 
larger  profit  than  any  other 
safety  razor  on  the  market 

In  sets  to  retail  from 

S1.50  to  S35.00 

You  can  suit  the  consumer's 
purse. 
We    extensively    advertise 

our  razors,  etc.,  in  all 

the  popular  magazines. 


\ 


Write  na  for  our  Agency 
Propoaition,  Diaoonnta 
amd  Cataloguea   :    t    : 


Kampfe  Bros. 

8.IO-l2RMdtSt.iNwY«rl[ 


See  Oar  8AFETV  COHN  RAZOR,  Advertised  on  the  Baek  C^ver 

In  ANiwxmxNO  Advxitisxments  it  is  Djcsikablx  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 
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The  Original  Non^grlnd'Off'toothed  Bread  Knife 


Patented  7-17-'«  and  ll-tt-'M. 

UNEQUALED  for  slicing  bread  or  cake,  hot  or  cold,  cold  meats,  etc.  Acts  like 
a  saw  in  cutting  frosting  thereby  avoiding  the  cracking  or  crumbling  incident  to  ussnfir 
a  common  wedge  shaped  knife  edge. 

TO  SHARPEN : — Simply  rub  the  smooth  side  on  the  stone  just  as  would  be  done 
with  a  plain  edged  knife. 

Ibnladved  by  NOKTH  WATNE  TOOL  CO^  lallowell  Me..  D.  S.  A. 


XHE     ONTARIO      KIMIFE      COIVIPAIVY 

FraitKllitvllle,  Ne%v   York 


Rfanufecturen  of 
BUTCHER,  STICKING,  SKINNING,  BONING.  BREAD,  SHEATH,  PUTTY, 
KITCHEN,     PARING,     CANNING,     HOUSEHOLD.      c6rN,     FISH,     SHOl^ 

K  iM  I  V  e:  s 

CORING  HOOKS,  PITTING  SPOONS,  WA1.L  SCRAPERS 

TABLE    CUTLERY 

We   seD   exchitively   to  the  Wholesale  Trade.        Every  wholesale  dealer  should  have  o( 


CARBORUNDUM 

SHARPENING  STONES 

Widely  advertised — 

Universally  used — 

NO  PROGRESSIVE  DEALER 

CAN  AFFORD  TO 

BE  WITHOUT  THEM. 

Ask  for  our  free 

DISPLAY  CASE  OFFER. 

The  Carborundum  Company 

Niagara  Falls,  N.  Y. 

CoHtoLT   KUY^KS'   SEFEKENCE  TQ   APYERTISEHENTS   on   iJM  Tun. 
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Star  Safety  Razor 


PAR    EXCELLENCE 


Best  by  Test  fer  30  Years 

HE  only  safety  razor  with  a  hand-forged 
and  concaved  blade  that  can  be  auto- 
matically stropped.  The  only  safety  razor  that  will 
remove  any  kind  of  a  beard  with  ease,  rapidity  and 
comfort  to  the  user, 

>Ths  Star  Safety^  Razors 

■ako  cusloMrs  for  tho 

•EALERS 

Tboy  cif  s  absolute 

sallsfactloR 

The  retail  prices  are  strictly 
maintained  for  the  benefit  of 
the  retail  dealers. 

Star  Safety  Razors  net  a 
larger  profit  than  any  other 
safety  razor  on  the  market 

In  sets  to  retail  from 

S1.50to  S35.00 

You  can  suit  the  consumer's 
purse. 
We    extensively    advertise 
our  razors,  etc.,  in  all 
the  popular  magazines. 


\ 


Write  UB  for  our  Agency 
Propoaitiout  Diaoonnta 
and  Cataloguea   :    t    : 


Kampfe  Bros. 

8-IO-l2RMdtSt.iNwY«rl[ 


See  Oar  8AFETV  COHN  RAZOR,  Advertised  on  the  Back  C#vcr 

Ik  ANtwimxNO  Advietisemekts  it  is  Dksisablx  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 
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A  STROPPER  FOR  GDIEITE  BLADES 

and  other  Wafer  Blades  tbat  meets  every  requirement.  If  you  have  tried  otlien 
and  found  them  impractical,  the  A.  B.  Stropper  will  be   all  the  more  appreciated. 

[G    CO. 

A. 

Patents 

PSNDIKG 

A.  B.  STROPPERS  ARE  SIMPUCrTY  IN  CONSTRUCTION 
A.  B.  STROPPERS    ARE    SIMPUCITY    IN    OPERATION 

A  blade  can  be  stropped  in  less  than  one  minute.  The  construction  assures  the  proper 
bevel  of  blade  and  the  manner  of  holding  the  blade  allows  it  to  be  stropped  just  as  you 
would  an  old-  fashioned  razor —which  is  the  right  way.  Any  construction  that  does  not  allow 
the  back  of  holder  to  rest  on  the  strop  and  permit  the  blade  to  be  stropped  alternately — 
first  on  one  side  and  then  on  the  other  side  of  the  SAME  EDGE — is  not  mechanically 
correct.  BOTI  SIDES  OF  Tl£  SAME  EDGE  MUST  BE  BEVELED  EQOAUY  AND  AT  TIE  SAME  TIME. 
IF  A  KEEN  EAZOB  EDGE  IS  EXPECTED.  Although  we  have  only  begun  our  advertising 
campaigii,  the  direct  returns  from  the  advertising  done  proves  that  there  is  a  tremendous 
demand  for  a  stropper  that  is  right,  and  that  we  have  in  the  A.  B.  Stropper  one  that  is 
recognized  as  all  right.  We  shall  co-operate  with  the  dealer  by  extending  our  advertisiiig 
through  the  coming  months.  The  wise  dealer  will  put  in  an  order  at  once,  so  that  we 
may  lefer  inquiries  to  him.  Incidentally,  be  sure  and  get  our  handsome  three-colored 
display  card.  Sell  one  A.  B.  Stropper  and  that  one  sells  another.  Write,  not  to-morrow 
but  to-day,  for  our  proposition. 


rhe  "Gillette  Blade"  Stropper 


THE    PEERLESS    STROPPER    (Patented   May    12th.   1906) 

pHE  man  who  uses  a  Gillette  Razor  MUST  STROP  the  edge 
^  of  the  blade  to  get  the  BEST  shaving  results.  The  PEERLESS 
STROPPER  is  simple,  inexpensive  (retails  at  50c.)  and  is  made 
;o  that  the  blade  CANNOT  be  stropped  wrong,  as  it  places  the 
)lade  at  its  PROPER  ANGLE  while  being  stropped. 

Ask  your  jobber,  or  write  for  particulars  and  TRADE  PRICES. 

a  r 

EDWARD  ZINN,    High  Grade  Novelties 

>70    Hudson    Street  .-.  NEW   YORK    CITY 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Paow, 
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THE  PERFECTED 


PROGRESSIVE  DEALERS  SELL  THEIR  CUSTOMERS 

THE  LATEST  AND   BEST  OF  EVERYTHING. 

Vyiiy    Not    the    AutoStrop  7 

Any   man    with   Common  Sense   Inside 
and  a  Beard  outside  knows 


That  a  razor  will  lose  its  fine  cutting  edge 
by  the  time  he  has  used  it  through  one 
shave. 

That  if  he  wants  a  clean  and  comfortable 
shave,  he  must  strop  his  razor. 
That  to  change  the  blade  after  each  shave 
is  expensive  and  troublesome. 
That  to  takd  a  razor  apart  to  clean  is  a 
nuisance.  He  therefore  buys  the  Auto- 
Strop,  which  saves  time,  trouble  and 
expense. 


AotoStrop  Safety  Razor  Co. 

Manufacturers 
345  Fifth  Ave.,      NEW  YORK 


Wiebusch  &  Hiltfer.  Ltd. 

Spedai  Distribmors  to  the 
JobMng  Trade 

92  and  94  Walker  St..         New  York 
106  and  110  Lafayette  St.,  New  York 

WRITE  FOR  PR1CE:S 


Standard  Set,  as  illustrated,  consists  of  Quadruple 
Silver-Plated  Self  Stropping  Razor— 12  AutoStrop 
Blades— One  Horse  Hide  Strop— All  in  Handsome 
Compact  Leather  Case — Size,  2  x  Z%  inches. 

LIST,    SIS.OO 
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quality!  -ff-uji 

TEtL.8    I     i   r-ll 


I  QUALITY 
I    TELLS 

mbody  An  tht  Ettinttal  r  catam  lUmirad  in  a  Good  Rm^ 

Shear,  wMi  an  Exceptionally  Fine  Cntting  Edge 

S0md  fmr  Cataimg  J(;  n 

THB  ATLrAS  SHBAR  COMRAIVY 

CAST  SHEARS  SCISSORS  T1NNBR  SNIPS 

COIOU  II.  S.  A. 


tKHard 


Rafl&oir- 


the::simplest  razor  ever  made 

Th«  OHLY  SATBTT  RAZOR  wHK  th*  If  ATVRAI.  •UMHG  STROKE,  ovto  tK«  bM*d 
•a4  4otm  aM  acrapa  H  mi  Ukm  •  ho*; 

ONLY  TWO  rARTS.-HAIf»LE  AlW  BLASE         EASILY  CLEAMES       INSTANTLY  ADJUSTABLE 

LARGEST  PRORT 

Smld  mmi^  thrmmgh  dmmMmrm. 
J^il  im^uiri^m  front  ottr  big 
advmrtimimg  cutm^aigm 
tmrmmd  ovor  to  d^mimrm  Im 
fooaflty  front  which  Imm 
^uiri09  arm  rmcmlomd, 

Th0  90iiiitM  of  a  WJ^tU> 
tiMZOM  mmatu  a  matimfimd 
cumtmmmr,  and  mm  mtamd 
bamk  of  yoM  im  thm  guarwui^ 

Cut  ono-lialf  alio.  *••• 

More  WARD  RAZORS  nold  in  same  length  of  time  on  the  market,  and  a 
smaller  percentag-e  returned  under  the  thirty -day  absolute  g-uarantee  than  any 
other  safety  razor  made. 

THE  WARD  SAFETT  RAZOR  CO^  751  Star  Bldc^  356  Dearborn  SU  CHICAGO 


## 


aoaMITE"  ©IL  STONES 


CUT    FASTER    AND    LAST 
LONGER  THAN  OTHER  MAKES 

In  all  standard  shapes  and  for  every  purpose.  Made 
from  the  hardest  and  toughest  electrical  product, 

**ada\«ite:  •• 

ALSO 

The   Larocst   liansfactarers   of 
RAZOR    HONES  ta  the  World 

nrwhere.     Scad 
buy  direct  from 


We  want  respoodble  Affents 
for  Catalogues  No.  x  and  No.  a  and 
the  manufacturers. 


NIAGARA  OIL  STONE  eo.,  North  Tonawanda,  N.Y.,  U.S.  A. 


PERFECTION    SCISSORS    GRINDER 

Why  be  with  a  pair  of  duU  scissors  when  any  man,  woman  or  chfld 
can  ^nd  a  pair  on  this  Machine  in  one  minute  ?  This  Machine  works 
Automatically  and  is  built  of  the  best  material;  will  last  a  lifb  time; 
price  $15.00.    Liberal  discount  given  to  the  trade. 

MattmHacnifi  By    V.    P.   BVCK,    32  Llac>tai  %U  lOSTOM,  MAM, 


CoMtuiT   BUYERS'   REFERENCE  TO   ADVERTISEMENTS   o»   Law   Paom. 
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THESHAVEZY 


Ml 


Get  my^ruis,  which  are  right. 

Is.  T.  WEISS,  Sole  N«LnafaLCstarer 

297  TMfff«  PlMMw  BROOKLYN.  If .  Y. 


nOTCtlKISS' 
CLIPPERS 

Steodmrd  (hulitjr 
aad  WorkmaiMbip 

GMtfMltoML 

Froinpt  ShipmMit 


Simple  in  DMitfa 
CI«gaA(  in  FiaUh 


Send  for  DeacriptiTe  Catalogue  and  Pricea. 

EDWARD  ».  nOTCHKIftft 

RaJlroad  Ave..  BRIDGEPORT.  CONN. 


rerythinf 
Tin 
aet 
rthe 
irdwtre 
rade 

KBRUM 

MTO. 
|>C0. 


'^IVn-UADl** — a  rubber  massage  cup — rube  the 
lather  in.  Retails  for  16  cts.  Sample  and  details, 
write  American   Safety  Razor  Co.,  Inc..  N.  Y. 


FREE— THIS  STAND-FREE 

We  want  one  of   these  display  racks  in  tbe   Best 
Hardware  Store  in  each  town,  showing  our  line  of 

CIRBORUNDUM  TOOL  8HIRPENER8 

The  biggest  trade  boosters  on  the  market. 

UOier  Brtf.  Cc,  m  ctrvtr  Ave..  MOwnikce,  Wii. 


Jir  Answbixno  ADVxmTUuiBiiTt  xt  xi  DBtXBABX.s  TSAT  Yov  MsMTXOir  HARDWARE  DEALERS'  MAGAZINE. 
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There  lost  Be  Some  Virtue  in  a  Clipper  That  Increases  in  Sales 

to   such  an  extent  that  even  DOUBLING  and  TRIPUNG  the  production  FAILS  to  OVERSTOCK  it 


^       TT  «At      blldC      lO^ 


18  a  beauty.  q  J^^^  j j^^  ^f  testing  each  plate  to  a 

4  The  principle  for  distributing  the  constant  tone  pitch  is  good, 

tension  is  correct  q  yj^j j^ j  ^^  ^{3  ^^^  COATES  clipper 

4  Hie  concave  grinding  is  a  feature.  mediods  make  it  sell. 

COATES  CUPPER  NANVFACTVRING  CO..  Worce«<er.  Mm*..  U.S. A. 

Sole  SeUinc  Afentt:    JOHN  H.  GRAHAM  &  CO.,  113  Chamben  St.  New  York 


PRIEST*^ 
CLIPPERS 


fne— The  Largest  Power 
les  to  the  lightest  and 
5t  barbers^  band  clip- 


Priest's  Single 

No.  9 

A  Perfect  Power 

Clipper  and  Groomer 

for  One  Operator. 

Direct  Connected 

Electric  Power. 


riab  ODiy  osed. 

All  parts  interchangeable : 
reduces  cost  of  main- 
tenance. 

Why  not  gel  posted  ? 

Ask  for  Catalogues  ! 
Jobbers  qnoted  on  request. 


American  Shearer  Manufacturing  Co.,  Makers 
Wiebusch  &  Hilger,  Ltd.,  seiung  Agents,  New  York 


Coirsui.T    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Paobs. 
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Shew  making  **  up-to-date  "  i>  found  in 

Bb  I  l^l  I  ^9  V^  ^^        SdSSilS,  TINNEKS'  SNIPS,  ETC 
"BEST    IN    THE    WORLD** 

Since  1825,  and  a  steady  increase  in  tales  due  to  their  superior  cutting  quality. 
R.     HBIIVISCH*S     SON9     CO.,     INBWARK,     IV.     «!.,    U.     8.    A. 

New  YoriL  Office  and  Salesroom,  159  Chambers  Street 


ICE  PICKS— 16  ttjiet.  Needle  pointed,  hiffiily  tempered, 
pick  DoiiiU  are  GROUND,  not  forged,  whereby  cryttsUixation 
of  pointt  b  prevented.  This  means  much  to  the  purchaser, 
more  to  the  conscientious  buyer.  ICE  CHISELS-8  styles, 
msde  of  tempered  steeL  UMON  SQUEEZERS  of  the 
HIGHEST  GRADE,  made  of  soKd  shiminum.  also  of  porce- 
Isin  sad  of  wood.  LIME  SOUEEZERS-2  styles,  solid 
slominum.  ICE  SHREDDERS- tempered  steel  blades.  ICE 
nANES  with  double  edged,  hardened  and  tempered 
knives,  dtscfaarging  automatically.    Also  old  style  ice  planes. 

Catalog  for  the  Aaking 

THE  GIIjCHIUSX  CO\«PANrY 

BiBWARK,  N.  J. 


Tii(S  Kind  of  Ciftlery 
tliat  iias  Good  Sell- 
ing Points 

^  Everything  in  our  Cutlery  is  given  the 
utmost  attention  before  it  leaves  our 
hands. 

4  We  use  onlv  the  beat  of  material 
in  its  manufacture. 

q  UN.X-LD  CUTLERY  is  made 
RIGHT  and  STAYS  SO. 

^  There's  50  years*  experience  in 
back  of  that  claim. 

4  The  price  is  a  little  higher  than 
others,  but — 

^  When  a  Hardware  Merchant 
sella  UN-X-LD  cutlery  —  diere'a 
no  dissatisfaction  on  part  of  the 
buyer. 

4  Nothing  but  aatisfaction  and 
words  of  praise. 

^  There's  a  good  lot  of  selling 
pointa  in  that. 

4  Suppose  we  tell  you  of  others  ? 

NORTHFIELD 
KNIFE    CO> 

Nofthfleld 

Conn.,  U.  S«  A* 


THI  BIST  ICI  AND  ROLLER  SKATES 


WE  are  the  oldest  and  larsest  manufac- 
turers of  skates  in  the  world.  Our  lines 
are  the  most  complete  on  the  market,  and 
are  made  in  all  stales  and  grades. 

When  writing  tor  catalogue  please  let  us 
know  whether  you  are  interested  in  Ice  or 
Roller  Skatfs. 

TIE  SMUEL  WIULOW  SUTE  iFI.  II. 

Woroest«r,  Mass.,  U.  8.  A. 
RcwTtrk^MChambcraSt     LMi4sB.8I.saf  UM.I.C. 
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to 


GETT    THE    BEST 


A.etna  Dynamite 

IMade    by 

Tlie   A.etna    Po^vder   Co.»    Clilcago 


We  do  not  mU  maU  order  hoosee 


You 


Nakt 

Dfiblt 
Prtfit 


SelUna  Rapid 
FlriBg  Gims 


Two  rapid  firing  shot  guns  will  sell  as  t        „ 
^^^^^_^^_  of  any  other  pattern.   That  means  double  profit  for 

IM  Priee  $19.M  ^^^^^^^  the  dealer.   This  six  shot  repeating  gun  will  shoot  as  fast 

Write  for  trade  price        P^^^  u  you  can  count.    Has  every  improvement  known. 

THE    UNION    FIRE    AR\«S    COA4PA.NY,     SOO    Auburndale,    Toledo,    Otilo 


U 


VELVET  TREAD"^  Simplest  and   Strongest 

Our  Aluminum,  Steel  and   Fiber  Wheels  have  become 
popular  with  all  skaters. 

WM  CARRY  A  FULL  LINM  OF  RINK  MQUIPM9NTB^===s 
CHICAQO    ROLrLrBR   SKATB   CO.»   es  So.  Gmnmt  St«,  GHIOAOO 


Aotomatic 
aerk 


I 


that  watches  your 
interests  while' 
you  are  out  : 

DetecU  OniMiont  and  Erron.  Sbowt  Dty 't  Work  at  a  Ghmce 

'     SAVES  MONEY  SAVES  LABOR 

Standard  Gash  Register  Go. 

30  Ct\Mtf\ut  Street,  -     WabaaK,  Indiana 


THE    LYNN 


WATER 

FILTERS.— There  is  a  de- 
mand for  filters  that  will  do 
the  work- A.  display  of  the 
LYNN  will  convince  you. — 
Highest  grade  filter  on  the 
market.— Prices  to  attract. 

THE 

LTNN-SUPERIOR  CO. 

Successors  to 

FILTER    MFG.    CO. 


CINCINNATI.  OHIO 


"^Fun  for  all  all  the  year* 


Wabash  Express  Wagons 
Wabash  Hyer  Wagons 
Wabash  Coaster  Wagons 
Wabash  Farm  Wagons 
Wabash  limited  Hand  Cars 

(FOR    CHILDREN) 

Ask  for  catalogue  and  prioee  through 
your  jobber  or  direct 

Wabash  Manufacturing  Company 

Wabash,  Ind. 
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•^HAMILTON  " 


Sellers 


CaUbrc 


We  Specialise  on  Bey^  BUlc^ 

We  build  our  rifles  under  our  own  exclusive 
patents  and  confidently  claim  to  make  tke  best 
rifle  ever  Iwltt  ^  Uk  aioaey. 

ito<em».'l7  is   an    efficient   sporting   rifle,   with  hammer  action,  of  few  parts  and  ex- 
— *'*^""'"  ceedingly   simple,    using   22    calibre  short  or  long  cartridges.     The  barrel 
is  bronze  rifled  and  steel  jacketed,  finished  in  blue  black  gun  finish.     Breaks  down  for  load- 
ing and   ejecting   shells.     Flat   stock  and   forearm   of   gum    wood.    A   beautiful  model,    sym- 
metrical and  well  balanced.    Barrel  is  16  inches  long,  length  of  rifle  over  all  80  inches. 

Price  $1.50 


Model 


Our    latest    model 

is  exactly  like  No. 

27,  except  the  stock  and  forearm,  which 

are   of  genuine   Walnut  turned   beauti-. 

fully  finished.    Price  $1.7S. 

Other   models  are   Nos.   15   price   $1.50,   19   price  $2.00,   and 
23  price  $3.00,  each  a  winner  in  its  class. 

Our  continuous  advertising  in  the  bovs*  papers  will  bring  the  business 

to  you,  as  every  boy  will  want  one  ana  you  should  have  a  stock  on  hand. 

For  Trade  Prices  and  Catalogne  AddreM 

THE    HAMILTON    RIFLE   COMPANY    ^ 

Box  20S  PLYMOUTH,  BflCH..  U.  S.  A..    J^ 


RIFLES  r^A 

I 

I 

I 

I 
J 


Mr.  Dealer: 

Are  you  handling  our  line  of 
Can  and  Bottle  Openers? 

If  not,  you  are  certainly  losing 
money. 

These  are  LEIADERS  in  this 
line  and  they  cost  YOU  no  more 
than  the  ordinary  kind. 

If  YOUR  jobber  doesn't  handle 
them,  write  us. 

WARNING ! 

Some  cheap  imitatioas  and 

^^^  .     infrinseixienlsofourDatents 

SBinoves    ^^KTi/-/  are  being  offered.   Take  no 

llnCapiS  ^^/l^fjL/  riak  of  patent  suits,  but  be 

•uxe  and  get  the  genuine. 

which  is  stamped  with  our 


WE  GUARANTEE 

tkeae  goods  to  be  well  made  in  every 
respect.  The  blades  are  hardened  and 
nickeled.  They  are  packed  one  dozen 
in  a  box  with  neat  advertising  card  in 
each  box: 

MADE  ONLY  BY 

TBI  TAYLOR  MFG.  CO. 

HARTFORD,  CONN. 
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WOOD.  MACHINE.  CAP 
AIW  SET  SCREWS 

Stove,  Tire,  Sink  and  Agricultural 

BOLTS.    Steel  and  BraM 

JACK  CHAIN 

BRASS  SAFETY  CHAIN  ESCUTCHEON  PINS 

Special  Scmvt  •!  every  4cicriiCloa 

THE  CORBIN    DUPLEX 

Coaster  Brake 

Special  heavy  models  for  Motorcycles 
with  Front  Hubs  to  match 


The  Corklo  Screw  Corporalloo 

New  Britmin,  Conn.     Chicago,  III. 


ii 


CATCH  'UM" 


-12  in.- 


—  4ln.- 


loss 

iding 

tet 


The  only  Landing  Net  made  that  can  be 
closed  and  put  in  ti  tackle  box. 

Cuts  show  Net  open,  12-inch  circle;  20- 
inch  net;  and  closed  4-inch  circle. 

Made  of  brass  throughout. 


BOSS  IMET  CO. 

147  80.  CIlnlOTi  St.,  CUeago.  III. 


RAPID   PACKAGE   SEALER 


A    ROLL    OF   TAPE   AT  A    COST   OF  25    CENTS    WILL  BIND 
OR   SEAL  2,000   PACKAGES. 

Reliable  Gum  Tape  Co.*  496  East  ISIth  SL,  New  York,  1).  S.  A. 

CoNSurx    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    on    Last    Packs. 
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RieHARDSON 

Cushion    Frame,  Anti-Jar,  Ball    Bearing 

Roller  Skates 

^^The  Good  Kind/'  used  exclusively  in  all  of  the  largest  and  most 
successful  rinks  in  America.     Write  for  the  most  complete  Roller 
Skate    Catalogue    ever  published.      Tells    how  to    open   and 
operate  Roller  Rinks. 
Richardson  Ball  Bearing   Skate  Co.»  SOI  Wells  Street,    CMeago 


Union  llardware  Company 

TORRINGTON.  CONN..  U.  S.  A. 
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The  sled 
steers** 


Flexible  Flyer  Z 

THE  MOST  POPULAR  SLED  IN  AMERICA  TODAY 

Sold  with  satisfaction,  and  profit  by  thousands  of 
hardware  dealers.    Our  advertising   creates  demand 
fH^ctically  indestructible.    Will   outlast  three  or- 
dinary sleds.    Handsomely  finished. 
Six  sizes— 36  to  101  inches  long. 
FLEXIBLE    FLYER    RACER.    36   inches   lone, 
price  $4.25.    A  new  sled  buik  especially  for  speed. 
Write  for  illustrated  catalogue  and  prices. 

S.  L.  Allen  &  Co.,  box  iioo-h.  Philadelphia,  Pa. 

Patentees  aad  Manufacturers 


BIG  MONEY  HERE  FOR  DEALERS 

THE  SANITARY  HORSE  BRUSH 

Sells  easily  in  every  locality.  A  superior  brush  for 
ffTOomins  horses.  It  eliminates  dust.  Keeps  the  coat 
sleek  and  clean.  Destroys  disease  fferms  and  insects. 
It  makes  the  daily  cleaning  of  the  horse  a  pleasant  duty. 


The  Reservoir  Id  the  back  does  the  w wk 


Liberal  discounts  in  quantities.    Ask  about  this. 


MILWAUKEE    DUSTLESS   BRUSH   CO. 

IM  Sycamore  SU  Bf Uwattkfc.  Wis. 


Sent  on  approval.    All  charges  prepaid. 


The 

CITY  JEWEL 
MaUBox 

For  cltjr  free  de- 
liveries. 


Finished  in  a  hand- 
some dull  black 
rust  •  proof  baked 
enamel. 


RETAILS  FOR 
28  and  Iff  cents 

A  large  proportion  of  the  city  trade  are  looking 
for  a  neat  and  durable  house  box  at  a  moderate 
price. 

Don't  let  your  conipetltor  be  the  first  to  show 
this  box  to  his  trade. 


Send   to-day   for  our      TIE    PECK-HAMRE 
complete    catalog    of     MANUFG  CO., 

Berlin.  Wis. 


rural  and  house  boxes. 


INSIST  m  year  JsMer  sdllaf  yea  the  "  CBM  No.  4  witli 
idlclailno  dosr"  mral  mall  kez.  It  costs  hln  bsta 
trifle  Borc  than  the  cobms  ktai<. 


COBBLERS'    OUTFITS 


We  are  the  Originatofs 

and 
Largest    Manafactarers 

Get  Onr  Prices 


HIE  tmi  BROTHERS  C0>,  Hymwft>JL 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    oh    Last    Pac«s, 
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ROBERTSON 


'Horseshoe  Magnet' 

TRADE-MARK. 

HAMMER 


The  best  maffnet  tack  hammer  on  the  market. 

Send  for  Frice  List. 

ARTHUR  R.  ROBERTSON,  Sole  Mfffr. 

(Owner  of   the  Horseshoe  Masrnet  Trade-Marks) 
144  Oliver  Street,  BOSTON.  MASS. 


THE 


TATTOO 

(Trad*  Mark  RcgbterMl  In  U.  S.  Pat.  Offiea,  Aof.  99,  1905) 


AN 
kCCUIATB 

KEEPBK 

(^ 

A 

CERTAIN 


AVi  inch  Case 

ALARMS    INTERMITTENTLY    ON    A 
4-INCH    BELL-METAL    GONG    ON     BACK 

Write   for   Prlcea 


t>9pU  S 


THE  HEW  HAVEN  PLOCK  CO. 
lAVEN  toNN. 


NEW  U^ 
EWfl/ 


C^elluloicC  Colors, 

Brass.  Steel,  anct 

Numbers 

SolidhecC  Display 
sells  tacKs 

Svippltaol  toy  Jobl^era 

HavrK.es- JacKson.  MaKers.  New  YorK 

38  Mvirray  Street 

REVOLVER  DEALERS 

should  apply  to  Kiitland  Bros.  &  Company  for  prices  and 
particulMS  concerning  new  line  of  revolvers. 

HIGH  FINISH.     PERFECT  MODEL 


32  < 


Doa't 
for< 

1 


S.2S 


AITfOMATIC  shell  ejectina  revolvers,  sruaranteed  perfect  and 
welt  finished  goods.  32  and  38ca]ibre,  on  a  base  of  $2.75 
each. 
HAMMCKLESS  automatic  shell  ejecting  revolvers,  on  a  baae 
of  32  or  38  calibre.  $3.25  each. 

BMiUe  AcdM 
SevslVert.  SI  ar 
32  calibre.  $1.76 
each. 

Staiile  Acdan, 
22  calibre  Sevoi- 
vers.  H  cents. 

CARTRIDGES 
—We  also  have 
a  new  line  of 
cartridgeswhich 
we  can  quote  to  dealers  at  interesting  prices 
Apply  at  once  for  Hh  of  July  retnHrfments.    Andrew 

KIETLAND  EtOS.  &  CO.,  90  Chambers  St.,  New  York  CMy 


Write  to-day  for  19«  catalog  No.  15 

THE  TMEE-BIEREL  COW  CO.,  8ox  1085.  MowtevUif,  W>  Va.,  l>  S,  A, 

U  Answering  AdYCRTISBMiwts  it  is  Phsiwablf.  that  You  Mhntion  HARDWARE  DEALERS'  MAGAZINE, 
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Get  our  1908  Catalogs  of  Automobile  Supplies  and  Bicycles 
and  Bicycle  Supplies  and  y6u  -wUl  have  at  hand  up  to  date  quota- 
tions on  every  item  great  and  small  pertaining  to  either  line. 

•     GET    ACQUAINTED    WITH 


IT    STANDS    FOR 

PROMPTNESS,  ECONOMY  ao«  REUABIUTY 

We  have  been  in  the  business  for  32  years  and  have  built  up  the  greatest 
supply  business  in  the  ^w^orld  on  these  lines. 

Send  TO-DAY  for  our  nevir  catalogs  137  A  and  137  B  and  learn  what 
Excelsior  Service  means  to  you. 

EXCELSIOR    SUPPLY    COMPANY 

aSS-aSS-aST    Ran<lolpli    street        -        -       CHICAGO,     "  ■ 


IT  KEEPS 

OFF 

FLIES 


A  harmless  liquid  prepar- 
ation which  can  be  sprafcd 
on  horses  and  cattle  and  will 
relieve  them  from  flies.  It  is 
a  fact  that  dairjrmcn  have  no- 
ticed a  20  per  cent,  increase 
in  the  flow  of  milk  from  a 
herd  of  cows  after  commenc- 
ing to  use  Cow-Ease.  Cow- 
Ease  has  been  on  the  maricet 
eight  years  and  gives  satis- 
faction. 

Cow-Easi  pays  ths 
dealT  »0%  profit 

o,  Minneapolis  and  St.  Louis. 


I01.K     IVIANUFACTURI 


GUPENTEI-MOmOII  CO.,  BOSTOI,  MSS.,  p«.»;»7a»..«. 

CAIPBNTn>MOtTON  CO.         HIBBAID,  SPENCER.  BAKTLETT  «  CO.         JANNBT.  SEHPLI.  DLL  «  CO. 

77-79  Sudbury  St..  Beaton,  Mas*.         State  Street  Bridge.  Chicago.  III.        20-36  S.  Second  St..  Minneapolia.Kfo^ 
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the:  F^ORf  George:  hii^i.  cijiivib 

(ISo^v  Vork,  April  9th) 

First  contest  in  1908  to  determine 
the  relative  merits  of  all  the  lead- 
ing makes  of  automobiles,  both 
American  and  Foreign 

SHOWED  A  SWEEPING 
VICTORY  for  the 

rFULL  JEWELED'* 

ASK  OWNERS  OF  COIBIN  CAIS  ISW  THEY  STAND  DP  IN  EVERY-OAY  USE 

CORBIN    MOTOR   VEHICLE    CORP'N.    New  Britain.  Conn. 


DO  IT  NOW 


^OW  IS  THE  TIlf£»  Mr.  Hard- 
ware Dealer,  for  you  to  get  some  of  that 
"AUTOMOBILE  TRADE."  Don't  wait 
until  your  competitors  get  it  all. 

Hardware  Dealers  all  over  the  coun- 
try are  now  increasing  their  business  by 
handling  this  splendid  and  profitable 
line  of  Automobile  Supplies. 

We  give  liberal  discounts  to  Dealers. 

WRTTE  TO-DAY  for  our  1908  cata- 
logue and  wholesale  discount  sheet 


The  Motor  Car  Equipment  Go. 

Manufacturers  and  Wholesalers 
of  AUTO  SUPPLIES 

5S  Warren  Street       NEW  Y0Ril 

ADDRESS  DEPARTMENT  H 


GLASCOCK'S  RACERS 


i  Stronrett.  Speedieot. 
Elegantly  Finished 
Cars  on  the  market. 
It  in  four  sizes  for  both 
ind  girb.  Wood  and 
frames.  Doable  and 
single  bandies. 

Advertised  in  all 
the   leading  maga- 
lines    for    your 
k  benefit. 

^  Write  for  our 
II  illustrated  cata* 
a  logue.  We  have 
7   real  talking  points. 


CLASCOCI  nOS.  MFC.  CO..  Mnde.ta4. 


In  Answering  Advertisements  it  is  Desirable  that  Yon  Mention  HARDWARR  DEALKRS'  MAGAZINE. 


Digitized  by 


Google 


ti8^ 


tiAkDWAkE  DkALEkS'  MACAZWE 


Jvn,  IM. 


HAM'S    RELIABLE 

No.  22   Gold   Blast   Untern 


Have  You  Seen  It? 

Ham's  Reliable  No.  22  Gold  Blast  Lantern. 

It  Has  Extra  Large  Fount    Will  Bum 

30  Hours  with  One  Filling. 

The  way  the  trade  is  taking  to  this  lantern  we  feel 
that  we  have  tilled  a  long  felt  want  in  furnishing  a 
lantern  with  a  larger  fount.  It  is  built  on  the  same 
lines  as  our  famous  No.  2  Cold  Blast  lantern,  and  has 
the  same  excellent  burning  qualities  and  all  the  latest 
improvements,  viz. :  Our  New  Improved  Globe  Lifting 
device.  Cling  Globe  Guard,  New  Large  "Ring  in  top. 
Large  Filler  Screw  with  Broad  Flange  Cap,  Retinnetl 
Fount,  and  in  fact  everything  that  could  possibly  be 
desired  to  make  a  first  class  lantern,  and  it  is  backed 
by  our  iron  clad  guarantee. 

This  lantern  is  selling  like  hot  cakes  and  if  you  want 

to  get  in  line  for  some  business  you  had  better  order  in 

a  sample  lot. 

Let    us   send    you    one    of    our   circulars    explaining  more    fully 
about   this  lantern.     Address  "Dept.  L?* 

C.  T.  HAM  MFG.  CO. 

ROCHESTER.  N.  Y. 


INCREASE 

YOUR 

SALES 

Sell  more  inverted  ^as  lamps  for  RESIDEN- 
TIAL use  by  pushing  the  Eamsdell  Bijou. 

The   Bijou's   ready    adaptation    to    present 
fixtures  and  surroundings  will  appeal  to  ever^- 
home  buyer. 
Show  it  to  your  customers,  tell  them  how  it  gives  20  candles  of  light 
on  a  consumption  of  (»ne  foot  of   gas  per  hour,  show  them   the   No.  154 
bracket  illustrated  here,  and  some  of  the  artistic  Bamsdell  chandeliers,  ex- 
plain how  the  Bijou  can  be  applied  to  ordinary  upright  fixturps — and  youll 
make  a  sale  and  a  convert  to  the  Ramsdell  creed  of  "Light  downwaid  where 
needed." 

List  PfiBB  Of  154^  Bt»mokot,  $S^OO 

RaMSDELL  WVERTED  8AS  UIP  COMPANY 

GEO.  G.  RAM8DELL,  PRniDiNT 

1123    BROADWAY  NEW    YORK 


Consult    T^rVKRS'    RKIF.RF.XC  K    TO    APVERTISF.MF.NTS    on    Last    Pages. 
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WE 
9  MAKE 


BIG  AND  LITTLE 

WAUR  MOTORS 


"Really  and  truly,"  the  only 

line  which  will  be  found  Mtla- 

factory  from  the  standpoint  of 

the  dealer  and  user.    Why  not 

irat  a  few  in  your  show  window  and  let 

ua  refer  our  inquirers  to  you? 

UPPINCSTT  W.  M .  &  L  CO. 

Newark,  N.  J. 


ny  not 


The  20fh  Century 
MaUBox 


Finished  in  Aluminum 
or  dead  black. 

Inside  dimensions 
Itx5^x2|[  inches. 

Order  by  NAME  from 

YOUR    JOBBER, 

W.F.HEISEMFCCO. 

tMUnlSBFark  Court 
CHICAGO. 
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ROLLMAN 

CHERRY  SEEDER 

$1 


THE  PERFECT  CHERRY  SEEDER 

ROLLMAN  MFG.  CO. 

Mount  Joy,  Pa..,  !/•  S.  A. 

Selling  Agents,  JOHN  H.  GRAHAM  4t  CO. 
113  Chambers  Street,  New  York 


WILLIAMSON'S 

No.    8082 


C.  L  WILUAHMN  WIRE  NOVELTY  CO. 

S6    BADGER    AVENUE.    NEWAKK.   N.  X 


fAII^ 


Direct  Connected  Water  Fans 
Belt  Driven  Fans 
Direct  Current  Electric  Fans 
Water    and  Electric    Motors 


FANS  FOE  CEUJN6,  DESK,  WAU  OE  COLUMN 


We  guarantee  Satisfac- 
tion  and    Low   Prices 


THE  D.  L.  BATES  &  BROTHER  CO..  Dayton.  0. 


isgood  Scale  Company 

Standard 
Scales. 

^  All  kinds. 

^  BINGHAMTON,        NEW  YORK 
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IMO\A^     IS     -THE     TIIVIE 

to  place  orders  for  lee  Picks,  Cork  Screws,  Cork  Pullers,  Ice  Cream 
Dishers,  Spoons,  Lemon  Squeezers,  Lime  Squeezers  for  1908  business. 


No.  I  I  I 
SPRING  PICK 


1^ 


a- 


We  are  tlie  largest  manufacturers  of  this  line  of  goods,  all  of  which  are  designed  for 
up-to-date  requirements.     Finely  illustrated  catalogue  with  prices  and  discounts  will  be 
mailed  to  all  dealers  on  request 
BRIB    SRBCIA.L,TV    CO.,  Brie,    r*ku»    U.   S.   i<V. 


is  in  a  class  by  itself. 
There  is  no  vamisli 
so  satisfactory  to  the 
man  that  uses  it  and 
the  man  that  owns  the 
floor. 

Drop  ua  a  line  and  we  will  aend 
you  aamplea  of  wood  finiaiied 
with  Liquid  Granite. 


lEIlT  liOTIEIS,  linitci 

VARNISH  MANUFACTURERS 

ChliOM* 

4£60  Lake  St. 

Clnclnn*!! 

420  M^  St. 

St.  U«lt 
112  So.  4tk  St. 

Stn  Franclteo 

068  Howard  St. 


Ntw  Y«rk 
282  Pearl  St. 

B«tt«ii 

OO  Atlantic  Ave. 

Philadelphia 

26-28  N.  4tb  St. 

Baltlaiara 
29  8.  Hanover  St. 


BaTASUSNta  lasa 

DETROIT 

Canadian  Office 
and  Factory 

Walkarvlllt.  Oat. 


•Tliera  h 

And  there  ia 
So,  it  doca  not 

To  apeak  ill  of  the 


in  tha  worat  9i  mm, 
had  in  tiM  haat  af  aa; 
anj  of  aa 
real  of  aa.** 

TIN  ill  word 
'^  has  never 
been  spoken 
About 


CAKT'S 
UNimSll 

BOX 
STKAPPINfi 


by  any  one  who  has  given  it  a  thorough 
and  practical  test.  Our  goods  are  sold 
all  over  the  world.  By  stxiving  to  make 
them  better  we  have  made  them  the 
best.  Catalogue,  samples  and  disootintB 
on  application. 

Gary  Manafactaring  Gompany 

19  &  21  ROOSEVELT  STREET 

NEW  YORK  cmr 


SNOW  FLAKE  AXLE  GREASE 

MANUFACTURED  BY 

The  Snow  Flake  Axle  Grease  Co.,  Fitchburg,  Mass. 


Batablialiad  18M 


Incorporated  1891 


Gerts,  Lumbard  &  Qo. 
Brush  Makers 

MS  aii  211  UaMfk  St..  CMC  AGO,  ILL. 


Affk  for  Qiir 
Spadal  Hardwara  Catalogue  **G" 
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Notice  to  Dealers 


VVe  are  now  bringing  infringement  suits 
against  certain  Manufacturers,  Jobbers  and 
Dealers  who  persist  in  infringing  upon  our  CO- 
NAMEL  GKAINING  PtOCES^  PATE^TTS.  and  in  order 
tliai  patrons  of  the  Hardware  Dealers'  Ma^ja- 
ziNE  may  understand  wh^lt  these  patents  cove: 
anci  be  able  to  judge  for  themselves  whether  they 
arc  liandling  an  infringii.g  article  or  th-:  genuine, 
we  reproduce  herewith  one  of  the  six  claims  that 
have  been  granted  to  us  by  the  United  States 
Patent  Office. 

''Claim  I. — The   Process  of  producing  surfaces 
in  imitation  of  graining,  tronsisting  in  applying  to 
the   surface   a   graining   compound   carried   by  a 
THE  OHIO  VARNISH  COMPANY  volatile  vehicle,  allowing  such  vehicle    to    evap- 

THEOHIO^VARNISH^COMPANY^        ^^^^^  ^^^  applying  over  the  graining   compound 

Sole  owoenofTheVhi-Namel  Grain.  a  colored  varnish  "        

ioff,  Staininff  and  Varniahinar  Proceaa.  You  will  note  that  this  claim  is  not  restricted 

as  to  any  kind  of  Graining  Compound,  nor  to  any  particular  kind  of  grainer. 

Write  us,  and  we  will  be  pleased  to  send  you  copy  of  this  patent,  and  if  we  have  no 
agent  in  your  city,  we  will  be  pleased  to  give  you  our  proposition  which  includes  exclu- 
sive sale,  no  price  cutting,  full  profits,  full  benefits  from  your  own  advertising,  selling 
assistance  of  the  real,  live  kind  from  the  manufacturer  of  the  original  and  patented 
Graining  Process,  and  quality  in  colored  varnish  that  is  recognized  by  both  painters 
and  housewives. 

THE  Omo  VARNISH  COMPANY,  Qeveland,  Oblo 


Will  not  dry 
out  nor 
rust  through 
the  cans. 


Uaad  for 
fina 

axhibitlon 
work. 

Buy  from 

your 

JOBBER. 


For  Dealers'  Use 

Also  put  np  in  domestic  padKages  lor  retailiig. 
Black  Silk  Stove  Polish  Wks.,  Sterling,  III.,  U.S.A. 

STATION    C. 

23  Warren  St..  NEW  YORK.  97  Block  Stone  St..  BOSTON.  Adams  Wharf.  OAKLAND.  CAL 
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6-S-4  Brings  Trade 

and  sells  the   6-5-4WILL  NOT 
year  round 

at 
good  profit 


6-S-4  Is  to  thin  tbal  It  cannot  All  tb*  UMh. 
.  6-6-4  has  ohamloal  propartias  that 
dissolva  rust  as  water  doas  salt. 


6-5-4  is  a  "repeater;"  every 
can  you  sell  brings  you  another 
customer   and    her    friends.         No VorKShineS itself: 

CROSBY  &  CO.,  Detroit,  Mich.,  U.S.A. 

IVf r.  Dealer : 

Which  ivould  you  use  on  your  property? 

There's  Paint that's  Adulterated 

There's  Ordmary  Paint  .  .  and  High  Grade  Paint 

AND  THEN 

There  Is  Monarch  Paint 

which  Is  "100%  Pure" 

Monarch  Pauit  100%  Pure  is  not  .    .  ''just  as  good" 

It  is  not "next  best" 

It  Is Best 


That  is  why  it  meets  the  most  rigid  requirements  of  the 
Pure  Paint  Law  enacted  to  protect  the  property-owner  as  well 
as  the  dealer. 

THE  MARTIN-SENOUR  CO. 

PIONEERS  OF  PURE   PAINTS 

Chicago,  lUlnols  Montreal,  Canada 

Ik  Answiuno  Adviktisements  it  is  Desiiiable  that  You  Mention  HARDWARE  DEALERS'  MAGAZINE. 
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WITHOUT   THB    WATER 

rrS  CLEAN  BUSINESS  AND  CLEAR 
LIBERAL   PROFIT— ^vhca  yov  sell 

JEI-I-ITAO 

THE     PASTE    IN     POWDER    F*OR\« 

For  Paperliaiiffers.  Manafactvren,  and  all  wbo  use  Paste  ia  their  busiocas 

A  two-pound  roll  makes  a  bucket  of  heavy,  wet  paste.  Instantly  prepared  with 
In  C«Aea  of  36  Gartona  ^^'^  water.  Produces  the  whitest  and  cheapest  paste  obtainable.  No  lo^  to 
in  \.Muc»  jIj^  dealer  from  souring,  moulding,  lumping,    etc.       Clean,    sanitary,     handy.       A 

Splendid  Seller  the  Year  Round.    'Write  for  prices  and  a  full-sized  carton  free. 

A.RXH1JR     S.     HOYX,     ^I^"5;SJSc.^^ 

WEST     BROADWAY,     CORNER     CHAMBERS     STREET,     NEW      ^yORK 

ACME  SAW  TOOTH 

Corrugated  Joint  Fasteners,  Eitber 
Parallel  or  Divergent  Oormgation. 

DRIVES  EASILY— CUTS  CI£AN 

Pat  up  In  cartons  of  1,000  each  for 
shelf  hardware  trade. 

SOLS  MANUrACTUBXBS 

ACME    STEEL    GOODS    CO. 
^ CHICAGO  aSEImguWCWYORK 

The  Hold  'Em  SH-^t"?!^ 

The  onlv  trap  made  from  which  escape  is  impossible.  Costs  no 
more  than  the  common  laced  trap;  sells  at  big  pro&t  No  complaints 
about  rats  getting  out  of  the  Hola  'Em.    Ask  your  jobber  for  thenk. 

I  J.  C.  McCarty  Be  Co.,  New  York,  N.  Y. 
AGENTS  <  Henry  Keidel  Be  Co..  Baltimore,  Md. 
r  Wm.  P.  Horn  Co.,  San  Francisco,  CaL 

"™^*^  Worcester  Wire  Novelty  Co.,  Gaaton,0. 


Yout  Customefs 
"The  Hofse'' 


'rpHE  HORSE^  is  the  title  of  a  new  fllos- 
trated  booklet  of  32  pas^  issued  by  the 
Dixon  Gunpany*  Thefe  is  very  little  matter 
of  an  advertising  nature;  the  book  is  devoted 
almost  entirely  to  interesting  information  con- 
cerning the  care  of  the  horse  in  and  out  of 
the  stable*  <f  With  every  order  for  Dixon's 
Graphite  Axle  Grease^  we  will  give  the  dealer 
a  quantity  of  these  booklets  to  distribute  among 
such  customers  as  are  interested  in  horses. 
<|  Get  sample  copy  55-1  of  this  booklet  and 
see  how  valuable  it  is — ^free  on  request 


JOSEPH  DIXON  CRUCIBLE   COMPANY 

JERSEY  CITY,  N.  J. 
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The  Frank  Miller  Co. 

Manu^icturers  of  the  Preparations  for  Use  on  Harness  Known  as 

"THE  STANDARD  OF  THE  WORLD" 


liRNES 
OIL. 


mm 

,  M«M>r*CTUM»  l|t_ 


Highest  Awards,    Centennial,  1876 
Highest  Awards,  World's  Fair,  1893 


Harness  Dressing 


HARNESS  OIL.  The  very  best  article  of  its  Idnd.  L  X.  L  HARNESS  Ott. 

Preserves  and  softens  the  Unequaled  for  use  by  both  manu-  Second  in  quality  only  to 

bather,    conseauently    adds  fiacturer  and  owner  of  harness.  our   Franlc    Miller  Harness 

n^fooror^^''  "^'^  """^  OU.    Superior  to  all  others. 


Carriage  Top  Dressing. 

Gives  an  elastic,  durable 
water-proof  gloss  and  is  posi- 
tively safe  to  use  on  nnest 
stock. 


HARNESS  SOAP. 

Unrivaled  for  cleaning  and 
softening  the  leather,  abso- 
lutely pure. 


AXLE  on.. 

Superior  to    Castor    Oil; 
lasts  longer  and  will  not  gum. 


EDGE,  COLLAR  AND 
HARNESS  INKS 


Our  preparations  are  uni- 
form in  quality  and  the  qual- 
ity the  best 


The  Frank  MHler  Co. 

OFTICE  AND   FACTORY:  EUROPEAN  OFHCE: 

341  od  SSI  West  2601 SU  NEW  YORK,  D.S.  A.    TmerCliaiiiben,MiNNvale,UiaHW,LC 

Send  far  Price  Ust  and  Catalogue. 
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THE  EDUCATION  OF  CONGRESSMEN 

A  leading  hardware  jobber  of  the  Pacific  Coast  writes  the '  Hardware  Dealers' 
Magazine  as  follows:  "As  we  are  now  coming  to  the  time  of  election  of  Congress- 
men and  United  States  Senators,  would  it  not  be  weU  for  you  to  suggest  to  the 
trade  that  they  should  obtain  a  statement  of  opinion  of  all  the  candidates  for  the 
national  legislature  in  regard  to  their  stand  on  the  Parcel  Post  and  other  dangerous 
questions?  We  think  that  possibly  by  taking  this  thing  in  hand  now,  we  have  a  better 
show  to  educate  them  than  if  we  wait  until  after  they  have  been  elected,  and  arc 
not  so  well  disposed  to  regard  the  interest  of  their  constituents.  You  can  be  assured 
that  the  supporters  of  the  Parcel  Post  will  not  neglect  to  do  this."  The  idea  is 
a  good  one,  and  the  suggestion  is  gladly  made. 


No  hardwareman  is  so  busy  that  he  cannot  dictate  to  his  stenographer  a  categorical 
question  to  the  candidate  of  his  party,  as  to  how  he  stands  not  only  on  the 
Parcels  Post  proposition,  but  also  on  other  questions  of  direct  interest  to  the  trade. 
As  these  matters  are  economic  rather  than  political,  he  has  also  a  right  to  ask  the 
same  question  of  the  candidate  on  the  other  side;  of  the  man  who  has  been  put  up 
by  the  party  to  which  that  special  hardwareman  does  not  belong.  If  he  gets  both 
candidates  committed,  he  is  sure  of  an  anti  Parcels  Post  vote,  no  matter  which  of  the 
gentlemen  is  sent  to  Washington.  The  writer  of  the  above  has  stated  an  undoubted 
truth.  The  man  who  has  not  been  elected  is  much  more  pliable  than  he  is  apt  to  be 
after  he  has  taken  his  seat.  The  time  to  nail  him  is  before  the  votes  have  been 
counted. 


Two  sentences  in  the  letters  from  leading  hardwaremen  fouiyi  elsewhere  in  this  issue, 
are  certain  to  arrest  attention.  One  jobber  writes:  "If  the  press  would  return 
to  the  old  belief  that  a  man  may  be  honest  and  still  a  moneymaker,  large  enterprises 
will  soon  be  under  great  headway."  The  other:  "The  impression  that  a  keen  sense  of 
honor  disqualifies  for  a  successful  career  in  business,  is  demoralizing." 


The  muck-rakers,  the  sensationalists,  the  literary  anarchists,  who  have  been  having 
their  innings  for  a  couple  of  years  past,  have  a  great  deal  to  answer  for.  It  is  a 
hopeful  sign  that  the  public  has  returned  to  ks  senses,  and  that  the  men  and  women 
who  have  made  a  living  by  decrying  others,  are  being  relegated  to  the  rear.    Their 
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charges  are  so  easily  disproved,  that  one 
wonders  how  they  ever  secured  a  hearing. 
All  one  has  to  do  is  to  ask  this  question,  and 
then  answer  it  himself:  Are  not  the  success- 
ful men  whom  you  personally  know,  almost 
without    exception   honest? 

Some  Inventory  Intricacies 

a  A  manufacturer  of  machinery  found  it 
**►  necessary  to  carry  a  large  stock  of 
finished  machines  for  the  convenience  of  the 
sales  department,"  said  Harold  A.  Wright,  an 
expert  on  economics.  "The  expense  of  carry- 
ing this  stock,  consisting  of  rent,  taxes,  inter- 
est, insurance  and  attendance,  was  included  in 
his  manufacturing  expense  and  the  final  fac- 
tory cost  of  the  goods  manufactured.  It  is 
only  a  question  of  time  when  factor>'  costs 
meet  the  selling  price  and  the  business  is  an 
apparent  failure  on  account  of  inability  to 
meet  competition.  The  total  effect  upon  the 
business  showing  depends  upon  the  relative 
stock  carried,  sales  made  and  length  of  time 
the  practice  has  continued.  Profits  in  such 
cases  are  not  those  arising  from  commercial 
transactions,  which  the  laws  of  accounting 
state  must  occasion  all  profits. 

"The  old-time  accountants  still  claim  that 
perpetual  book  inventories  and  monthly  state- 
ments of  assets,  liabilities,  expenses  and  earn- 
ings are  impossible  and  that  real  conditions 
can  only  be  learned  when  physical  inventories 
are  taken.  The  inventory  is  usually  the  only 
factor  of  accounting  not  subject  to  clerical 
proof.  This  is  easily  demonstrated  by  an  in- 
ventory taken  by  two  different  men  or  by 
the  same  man  at  different  timjs.  The  dis- 
crepancy sometimes  accidentally  discovered  in 
this  manner  is  subject  to  no  explanation  be- 
yond that  it  depends  upon  the  human  factor. 
Your  ca>h,  which  must  balance  with  your 
books,  is  counted  by  a  high- salaried  man. 
while  your  inventory  of  mtichinery  and  stock 
is  taken  by  the  shipping  clerk  or  foreman  and 
without  any  means  of  verification. 

"Business  conditions  exhibited  by  state- 
men's  containing  figures  depending  upon  the 
clerical  ability  of  the  shipping  clerk  must  be 
very  misL'ading.  These  figures  often  produce 
an  irrcg:larity  of  apparent  profits  which  arc 
annoying.  When  losses-  or  gains  appear 
without  explanation  at  the  end  of  the  year, 
the  temptation  is  to  continue  the  business  in 
hopes  that  this  year  will  be  one  showing  a 
gain." 

Pittsburg  and  Hardware 

s  a  Hardware  market  in  the  line  of  a 
producer."  says  a  representative  of 
Pittsburg's  great  industries,  "Pittsburg  has 
1)1* .'u  a  puzzle  to  the  world.  While  producing 
more  tool  steel  than  any  other  community  in 
the  world,  her  Hardware  production  has  been 
confined  almost  exclusively  to  the  heavier 
supplies.  Hanuncrs,  axes,  chains,"  shafting, 
spikes,  nuts,   bi^lts,   nails,   every   form  of  wire 


"A 


products  and  many  sheet  metal  products  are 
turned  out  in  such  quantities  that  the  basis 
for  market  quotations  are  'Pittsburg.'  On 
the  other  hand,  such  a  line  of  goods  as 
knives,  cutlery,  saws,  carpenters'  tools,  etc.. 
are  not  made  in  this  city  of  massiv?  things. 
She  supplies  the  metal  for  them,  but  sends  it 
to  other  places  for  manufacture.  In  her  con- 
sumption of  this  small  line  of  products,  how- 
ever, Pittsburg  is  among  the  foremost  of  the 
ci'.ies  of  the  country.  Her  Hardware  jobbing 
houses  are  Umong  the  largest  stocks  for  im- 
mediate use.  Her  trade  in  Hardware  from 
a  jobbing  standpoint,  is  exceeded  by  few  com- 
mercial points  in  the  country.  In  the  center 
of  the  great  coal  mining  territory,  she  is  also 
a  producer  of  mine  and  mill  supplies.  When 
one  enters  into  the  details  of  this  branch  of 
trade  he  is  confronted  with  an  almost  endless 
list  of  articles,  from  engines  and  hoisting 
cables   to  derricks  and  pulleys." 

Kakes  Use  of  the  Pdmui 

To  the  Editor: 

Within  the  past  month,  I  have  reorganized 
our  credit  department,  placing  it  upon  a 
nev/  basis  altogether,  and  modeled  upon  a 
plan  outlined  in  a  recent  issue  of  the  Hard- 
ware Dealers'  Magazine,  or,  rather,  upon  the 
main  features  of  one  plan,  with  parts  from 
another.  The  forms  needed  to  get  it  in  shape 
and  keep  it  running,  I  have  "lifted"  from  the 
same  quarter.  I  have  written  this  so  that  you 
may  understand  that  your  practical  business 
suggestions,  or  information,  published  so  freely 
in  each  iss'.ie,  have  borne  fruit. 

I  have  been,  so  far  as  credit»  were  con- 
cerned, in  the  same  boat  as  Col.  Nutting,  of 
Iowa,  who  confessed  that  he  had  never  really 
realized  that  he  had  a  credit  system.  My  plan 
has  been  rather  one  of  intuition  and  chance 
than  of  method,  but  I  am  fully  persuaded  there 
is  a  better  way.  The  simpler  a- system  is,  of 
course,  the  better  it  is,  if  it  does  not  become 
too  simple.  The  printed  blank  forms  referred 
to  above,  especially  those  covering  correspon- 
dence about  collections,  are  especially  valuable. 
Yours  truly 
A  Jobbing  Manager. 

Trade-Marks  in  Japan 

It  has  been  announced  on  official  authority 
that  negotiations  are  in  progress  between 
(ireat  Britain  and  Japan  with  regard  to  the 
use  by  Japanese  firms  of  British  trade-marks. 
It  is  said  that  .in  agreement  will  shortly  be 
concluded  for  the  protection  of  British  trade- 
marks in  the  Far  East.  Up  to  the  present  time 
Japanese  courts  have  held  that  no  foreign 
trade-mark  known  and  used  in  Japan  before 
the  enactment  of  the  law  in  1899  was  entitled 
to  protection  unless  it  had  been  actually  regis- 
tered in  the  patent  bureau.  Many  foreign  pat- 
ents were  registered  by  Japanese  who  are  now 
the  owners  of  such  trade-marks  in  Japan. 
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THE   JOBBERS   SEE   SUNSHINE 

CONDITIONS  IMPROVING 

Reports  from  All  Parts  of  the  Country  Suggest  an 
Upward  Movement  Toward  Better  Times — The  De- 
pleted Stocks  Are  Bemg  Replenished,  and  Orders 
Although  Small  Are  Steady— The  Hardware  Trade 
Cheerful  and  Full  of  Faith  in  the  Final  Outcome — 
The  Year  Promises  a  Good  Average  Both  in  Amount 
of  Business  Done  and  in  Profits. 

n^he  movement  originating  in  St.  Louis,  toward  a  return  to  faith  and  that  cheerfulness 
^  that  partakes  of  the  nature  of  a  tonic,  seems  to  be  in  accord  with  the  spirit 
shown  by  a  large  majority  of  the  hardware  jobbers  quoted  below. 

The  reports  they  furnish  are  more  than  encouraging.  They  are  proof  that  all 
classes  are  forgetting  to  croak,  and  that  1908  is  likely  to  average  with  its  predecessors 
in  the  volume  of  business  done.  The  country  needs  goods,  and  has  the  money  with 
which  to  buy  them.  Building  operations  are  being  resumed,  and  the  railroads  are 
going  ahead  with  improvements  that  were  temporarily  suspended. 


Boston,  Mass. 
By  Leon  C.  Carter, 
Dana  Hardware  Co. 

We  certainly  have  no  evil  reports  to  bring. 
Business  in  general  in  New  England  is 
moving  on  a  very  satisfactory  plane.  The 
rural  communities  are  and  have  been  prosper- 
ous, the  manufacturing  towns  are  and  have 
been  suffering.  We  are  hardly  looking  for  any 
great  improvement  in  this  branch  of  the  busi- 
ness in  the  near  future.  The  question  of  poli- 
tics, tariff  and  crops  all  have  a  bearing,  and 
the  tendency  of  the  manufacturing  interests 
will  be  to  await  the  development  of  each.  1 
certainly  do  expect  to  see  an  improvement  in 
all  lines  that  are  moving  along  this  slow  plane, 
but  may  not  at  a  very  rapid  pace  until  after 
November. 

I  am  fully  aware  that  conditions  change 
rapidly  at  times,  and  such  may  be  the  case  in 
this  instance.  The  future  is  all  right,  and  the 
good  times  will  come,  but  the  above  conditions 
vill  enter  into  various  branches  and  neces- 
sarily hold  them  back. 

St.  Louis,  Mo. 

By  A.  L.   Shapleigh, 
Norvell-Shapleigh  Hardware  Co. 

Conditions  in  this  section  of  the  country  are 
quite  flattering;  crop  prospects  at  this 
season  were  never  better,  and  we  cannot  see 
why  this  condition  should  not  soon  be  reflect- 
ed more  substantially  than  it  has  been  in  the 
country  trade — although  that  has  been  very 
good.  It  seems  in  the  cities  trade  is  not  so 
good.  The  country  districts  are  still  reliable — 
still  have  money  to  spend  and  are  spending 
some  of  it.  They  arc,  however,  buying  care- 
fully and  frequently,  which  is  a  splendid  thing 
^  for  them  and  for  business  in  general.  It  gives 
them  a  chance  to  clean  out  their  stocks,  get 
rid  of  their  old  accumulations,  and  get  their 
business  into  weather-tight  condition  generally. 
If  our  legislators  will  now  give  us  a  little 


let-up  in  drastic  legislation,  and  if  the  press  of 
the  country  will  return  to  the  old  belief  that  a 
man  may  be  honest  and  still  be  a  money- 
maker; large  enterprises  will  soon  be  under 
great  headway  again  in  the  manufacturing 
centers,  and  then  employment  can  be  given  to 
the  few  remaining  workmen  who  are  still  idle, 
and  all  lines  will  b?  more  active  and  healthy. 

Our  busiress  has  been  good — ^very  good  con- 
sidering conditions.  We  have  been  believers 
in  the  future  and  our  beliefs  have  been  justi- 
fied. Our  sales  have  been  larger  than  we  real- 
ly looked  for.  We  have  kept  up  our  force, 
and  we  have  added  good  men  to  our  staff 
whenever  we  could  find  them. 

If  the  people  don't  talk  too  much  politics 
this  summer  we  see  no  reason,  with  the  excel- 
lent crop  prospects,  why  trade  should  not  be 
first  class,  and  we  are  looking  for  it. 

Atchison,  KaiL 

By  A.  J.  Harwi, 
A.  J.  Harwi  Hardwiare  Co. 

The  outlook  in  Kansas  and  the  territory 
tributary  to  the  Missouri  River,  never 
was  better.  Wheat  averages  91  per  cent  in 
this  territory.  In  this  county  and  many  others 
in  Kansas  and  Nebraska,  the  per  cent,  of  the 
wheat  prospect  is  100.  The  weather  has  been 
unusually  seasonable.  Sufficient  moisture  has 
fallen  to  keep  the  plant  growing,  and  the  out- 
look to-day  is  for  a  bumper  wheat  crop.  ^  We 
have  had  a  few  frosts  that  have  damaged  fruit 
slightly,  but  there  is.  ample  left^  to  make  a  tre- 
mendous crop  of  fruit.  Corn  has  been  planted. 
The  weather  is  too  cool  for  it  to  grow,  but  it 
is  very  early,  and  plenty  of  time  to  make  a 
crop. 

We  should  say  that  there  is  every  element  of 
prosperity  with  us  right  now.  Cattle  never 
were  higher.  Hogs  are  a  fair  price.  Corn 
sold  one  hundred  miles  west  of  the  Missouri 
River  at  sixty-one  cents  a  bushel  yesterday,  an 
unprecedented  price.    Wheat  is  a  good  price. 
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The  farmers  are  flush  with  money.  Since  the 
panic,  our  bank  deposits  have  increased,  and 
are  now  at  the  high  record  mark. 

In  the  Hardware  and  iron  line,  there  have  been ' 
some  declines,  and  more  are  anticipated,  but 
prices  on  all  steel  and  iron  staple  goods  have 
been  a  little  high,  and  the  decline  that  has 
taken  place,  and  the  fur' her  decline  that  prob- 
ably will  be  made,  will  only  get  these  go.^ds 
to  a  normal  prosperity  basis. 

We  sec  nothing,  therefore,  at  ibis  time  to 
discourage,  but  everything  to  encourage  us. 
Our  business  keeps  up  well  with  1907.  and 
that  is  really  very  er.couraging,  for  in  the 
Rast  and  older  portions  of  the  country,  trade 
does  not  near  come  up  to  1007.  There  i^  every 
indication,  however,  that  we  are  getting  over 
the  effects  of  the  panic  very  fast,  and  by  mid- 
summer we  will  all  have  forgotten  that  we  had 
anything  like  hard  times  six  months  ago. 

Manchester,  N.  H. 

By  W.  H.  Underwood, 
Manchester  Hardware  Co. 

Wc  are  having  a  past  five  years'  average  of 
business;  less  than  last  year,  of  course. 
We  think  the  interior  cities  are  feeling  the  de- 
pression less  than  the  larger  centers,  but  will 
experience  the  revival  perhaps  later  than  the 
last  mentioned. 

Our  industries  have  cut  their  production 
about  25  per  cent,  and  wages  10  per  cent.,  but 
we  think  the  proper  course  to  take  is  not  to 
think  too  much  about  that,  but  to  sell  all  the 
goods  we  can  at  a  fair  margin  of  profit.  Keep 
stock  assorted,  and  as  time  passes  so  fast,  al- 
most before  we  are  aware  of  it,  we  will  realize 
that  business  will  look  brighter  and  an  in- 
creased demand  will  set  in. 

Salt  Lake  City,  Utah 

By  M.  H.  SowLES, 
Salt  Lake  Hardware  Co. 

Consumers  here  are  reasonably  well  supplied 
with  cash,  except  in  farming  communi- 
ties, where  failing  to  market  crops  to  advan- 
tage has  made  money  very  scarce. 

Collections  are  continuing  extremely  slow, 
and  banks  in  the  country  towns  appear  to  be 
very  loath  to  make  any  loans,  so  that  the  pro- 
cess of  liquidation  of  accounts  is  proceeding 
slowly.  Retailers'  stocks  are  generally  low  in 
a  good  many  places,  and  merchants  are  inclined 
to  continue  to  buy  on  a  conservative  basis. 

We  do  not  Hear  much  in  this  part  of  the 
country  about  the  effect  of  presidential  elec- 
tion on  business  conditions,  and  the  unfavor- 
able influence  if  any  is  reflected  from  the  east- 
ern part  of  the  country. 

With  the  probable  early  advance  in  the 
prices  of  metals,  the  mining  situation  will  un- 
doubtedly clear  up  materially,  and  toward  the 
latter  part  of  this  year  we  look  to  see  normal 
conditions   restored.     The  general  trade  we 


believe  is  nnisidrred  must  satisfactor}'  in  all 
lines  in  this  part  of  the  country,  and  we  have 
every  reason  to  look  forward  to  a  large  and 
prosperous  business  this  year. 

Lynchburg,  Va. 

By    O.    B.    Barker, 
Harker-Jennings   Hardware   Co. 

Conditions  do  not  warrant  the  conclusion 
that  there  is  as  much  business  in  the 
country  as  ever,  if  business  men  would  only 
think  so.  We  have  exhausted  our  thinking 
powers  along  this  line,  but  it  has  not  resulted 
in  finding  as  much  business  as  heretofore.  We 
are  compelled  to  take  issue  on  this  proposition. 
We  are  ready  to  join  the  great  army  in  en- 
deavoring to  hasten  the  return  of  "good  tini  -s.** 
You  must  remember  that  the  patient  has  b.-en 
quite  ill,  and  while  convalescing,  time  in  re- 
el ui  red  to  fully  restore  health. 

We  are  not  gloomy  or  despondent,  nor  are 
we  disappointed  or  dissatisfied  with  general 
conditions.  We  should  not  expect  an  immedi- 
ate return  to  prosperity;  those  who  do,  will  be 
disappointed.  There  has  been  a  big  improve- 
ment since  the  panic,  and  conditions  are 
healthy  and  gradually  improving.  When  the 
political  disturbances  have  been  settled,  we 
may  expect  a  gradual  return  of  good  times. 
Money  is  plentiful  and  cheap,  collections  are 
good,  and  the  volume  of  business  is  fairly 
satisfactory.  Unfortunately  there  is  consider- 
able "scrapping"  for  orders,  consequently  cut- 
ting of  prices  among  jobbers. 

Farmers  are  making  preparations  for  un- 
usually large  crops.  Labor  is  more  plentiful 
and  cheaper  than  for  years.  There  is  every 
indication  of  a  weakness  in  values  in  most 
lines.  The  laboring  man  who  is  working  on 
half-time,  and  at  reduced  pay,  is  waiting  and 
wondering  when  living  expenses  will  decline 
in  proportion  to  his  income. 

We  have  had  a  week  of  cold,  rainy  weather, 
which  has  had  a  rather  depressing  effect  upon 
business,  but  the  outlook  for  large  crops  was 
never  better;  especially  is  the  outlook  good 
for  unusually  large  fruit  crop. 

New  Orleans,  La. 

By  W.  R.  Stauffer, 
Stauffer,  Eshleman  &  Co. 

We  find  conditions  better,  and  improving 
every  day,  and  wc  look  for  a  broader 
and  better  demand  for  goods.  The  prospects 
for  good  crops  are  bright.  The  season  has 
been  most  favorable  as  far  as  sugar  is  con* 
cerned,  and  we  have  nothing  but  optimistic 
reports  as  to  the  condition  of  the  crop.  A 
good  start  in  sugar  is  indeed  a  big  factor. 

Further,  we  have  every  reason  to  belieye 
that  price  conditions  are  favorable  as  far  as 
this  commedity  is  concerned,  and  that  the 
planters,  when  they  have  sold  their  crop,  will 
be  better  off  fmanctally  than  for  some  time. 
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We  also  have  a  good  report  to  make  of  tlu 
rice  crop,  which  is  most  promising.  The  cul- 
tivation of  rice  is  growing  each  year.  It 
now  ranks  almost  with  sugar  and  cotton  in  our 
State.  As  far  as  cotton  is  concerned,  we  have 
every  reason  to  believe  that  we  will  have  a 
good  crop,  though  conditions  have  not  been 
quite  so  favorable  as  tliey  were  early  in  the 
season,  but  it  is  a  long  time  off  before  the  har- 
vest, and  where  crops  have  been  at  all  dam- 
aged, there  is  yet  plenty  of  time  to  replant. 

We  dwell  particularly  on  crop  conditions  as 
country  banks  are  first  affected  and  receive 
first  encouragement  from  crop  outlooks.  With 
conditions  favorable,  they  are  better  disposed 
towards  their  customers,  and  can  more  read- 
ily obtain  money  from  their  correspondents  in 
the  large  cities.  This  is  all  that  is  required. 
Our  wealth,  after  all,  comes  out  of  the  ground, 
and  we  have  every  reason  to  hope  for  a  gen- 
erous and  profitable  harvest.  We  hear  more 
favorable  reports  from  the  lumber  districts. 
The  large  mills  adjacent  to  Houston  are  about 
to  start  up,  and  this  will  give  an  impetus  to 
trade  in  that  district.  The  pessimistic  feeling 
is  passing  away,  and  as  soon  as  it  is  out  of 
sight  and  optimism  again  prevails,  conditions 
will  rapidly  improve  and  trade  resume  its  nor- 
mal channels. 

Eapid  City,  Sonth  Dakota 

By  Tom   Sweeney  Hardware  Co. 

Business  conditions  m  this  locality  are  fully 
as  satisfactory  as  they  have  been  at  this 
season  for  several  years.  Money  has  been 
comparatively  easy  with  the  banks,  the  mer- 
chants and  the  consumers. 

The  prospect  for  a  satisfactory  trade  the 
balance  of  the  year  is  most  encouraging.  The 
Black  Hills  country,  owing  to  its  varied  re- 
sources and  perhaps  because  the  bankers  here 
had  more  grit  or  greater  foresight  than  others 
throughout  the  country,  was  not  affected  in 
the  least  by  the  recent  financial  flurry;  All 
the  banks  here,  including  Deadwood,  Lead 
City,  Sturgis,  Hot  Springs,  Spearfish  and  other 
towns  in  the  Hills,  conducted  business  the  same 
as  usual  during  the  disturbance,  and  no  limi- 
tations were  placed  upon  depositors  in  draw- 
ing out  funds  or  upon  regular  customers  who 
needed  accommodations. 

Retailers'  stocks  will  inventory  about  the  same 
as  they  usually  do  at  this  time  of  the  year.  The 
mild  winter  has  had  its  effect  on  some  lines, 
necessitating  the  carrying  over  of  some  sea- 
son goods,  but  this  condition  does  not  apply 
to  the  Hardware  trade.  Builders*  Hardware 
has  been  particularly  active.  During  1907 
more  residences  were  built  in  this  city  than 
during  the  previous  fifteen,  years  altogether. 
The  current  year  starts  out  with  many  new 
buildings  under  construction,  with  indications 
that  the  record  for  the  previous  ye^r  will  be 
surpassed.    The  cause  of  this  building  activity 


h  niaihly  due  to  the  recent  extension  to  Rapid 
City  of  the  C.  M.  &  St.  P.  R'y,  and  the  C.  & 
N.  W.  R'y.  Not  only  has  the  city  bepn  bene- 
fitted, but  the  building  of  these  railroads  has 
given  a  great  impetus  to  the  settlement  and  de- 
velopment of  country  lying  between  the  Black 
Hills  and  the  Missouri  River.  The  thousands 
of  settlers  who  have  taken  up  government 
lands  in  this  territory  are  mostly  a  thrifty  and 
industrious  class. 

The  Rapid  City  United  States  Land  Office 
report  for  1907  shows  a  total  of  5,852  entries 
for  the  year,  nearly  all  original  homestead  en- 
tries, which  embraces  a  total  of  913,933  acres. 

The  fact  that  this  is  a  presidential  year  does 
not  seem  to  have  had  any  noticeable  influence 
on  business  or  general  conditions  here.  Every- 
thing considered,  the  outlook  for  1908  is  very 
encouraging. 

Portlamd,  Ore. 

By  Edward  J.  Failing, 
Failing,  Haines  &  McCalman  Co. 

As  to  business  in  our  neighborhood,  we  can 
only  say  that  all  natural  conditions  are 
favorable.  Good  crops  are  probable  in  all  lines, 
and  we  expect  to  get  good  prices  for  all  our 
products,  except  possibly  hops  and  lumber. 
This,  of  course,  will  mean  that  the  Pacific 
Northwest  is  in  a  prosperous  condition  during 
the  entire  year. 

Business,  of  course,  is  sonlewhat  quiet,  but  is 
not  in  any  sense  of  the  word  bad.  All  Ijnes  of 
interests  report  sales  nearly,  if  not  quite,  equal 
to  those  of  last  year.  The  department  stores, 
I  understand,  are  having  even  larger  sales  than 
a  yedr  ago. 

There  are  more  building  permits  being  is- 
sued this  year  than  there  were  at  the  corre- 
sponding time  last  year,  but  these  are  for  small 
dwelling  houses,  where  one  year  ago  they  were 
for  large  buildings,  in  a  great  measure.  This 
shows,  of  course,  that  the  people  have  money 
and  are  endeavoring  to  invest  it  at  a  time  when 
prices  are  low.  It  would  also  go  to  show  that 
our  people  in  this  section  do  not  believe  the 
prices  are  going  much  lower  or  they  would 
wait  for  a  further  drop  before  going  ahead 
with  their  building. 

An  article  in  a  New  York  daily  paper,  by  a 
Los  Angeles  correspondent,  has  been  called  to 
our  attention,  in  which  the  writer  makes  the 
statement  that  all  the  coast  cities  are  very 
much  overbuilt.  The  writer  is  not  in  a  posi- 
tion to  speak  with  regard  to  San  Francisco 
and  Los  Angeles,  but  with  regard  to  the  three 
or  four  cities  on  the  northwestern  coast,  Port- 
land, Seattle,  Tacoma  and  Spokane,  he  can 
only  say  that  there  is  no  indication  that  such 
is  the  fact,  to  the  local  observer.  In  Portland, 
there  are  practically  no  empty  offices,  and  it 
is  almost  impossible  to  rent  a  desirable  fiat  or 
residence. 

If  we  only  did  not  have  to  read  the  "hard 
luck"  stories  in  the  eastern  papers,  we  wonld 
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really  not  know  that  times  are  bad.  As  far  as 
we,  locally,  are  concerned  they  are  no  duller 
than  we  would  naturally  expect  them  to  be  in 
a  presidential  year,  and,  in  fact,  not  so  dull  as 
they  have  been  at  times  that  were  not  presi- 
dential years.  We  out  here  look  forward  with 
every  confidence  to  a  sure  increase  of  business 
over  the  w'hole  country  until  it  has  far  sur- 
passed the  "high  water"  mark  of  last  year. 

St.  Joseph,  Mo. 

By  J.  A.  Warner, 
Wyeth  Hardware  &  Mfg.  Co. 

The  situation  seems  to  be  improving  slowly 
and  we  look  for  a  gradual  return  to  nor- 
mal conditions  if  the  crops  are  up  to  the  aver- 
age. Prospects  at  this  time  are  very  good. 
The  most  perplexing  feature  of  the  present 
condition  is  that  reduced  volume  does  not 
carry  with  it  a  reduced  ^expense  account. 

Orand  Bapids,  Uioh. 

By  J.  J.  RuTKA, 
Clark-Rutka- Weaver  G>. 

With  a  few  exceptions,  practically  com- 
plete confidence  has  been  restored  in 
the  business  situation  in  this  section.  Furni- 
ture factories  are  not  quite  as  busy  as  they 
might  be;  other  lines  are  very  busy. 

General  trade,  especially  in  the  agriculture 
districts,  is  practically  up  to  normal  and  im- 
proving steadily;  crop  prospects  are  excellent, 
and  laborers  are  finding  emplo3rment  very 
generally. 

We  believe  a  few  months  will  restore  nor- 
mal conditions,  and  that  good  times  are  right 
ahead  of  us  in  the  very  near  future.  General 
trade  is  fairly  good,  collections  are  good,  and 
we  see  no  reason  why  the  second  six  months 
of  1908  should  not  show  as  good  results  as 
any  six  months  for  some  time  back. 

Detroit,  Kich. 

By  Buhl  Sons  Co. 

We  find  business  throughout  this  territory 
picking  up  and  very  satisfactory.  Our 
business  in  the  country  is  very  nearly  as  large 
as  a  year  ago,  and  every  day  brings  us  in  very 
satisfactory  orders  for  immediate  shipment, 
most  of  the  customers  being  in  a  g^eat  hurry 
for  goods. 

Factory  business  is  not  as  bright,  but  has 
been  improving  during  the  past  month,  and 
from  the  present  outlook  we  look  for  sl  big 
increase  within  the  next  month.  Everything 
taken  into  consideration,  we  think  the  outlook 
is  very  encouraging  and  look  for  a  nice  in- 
crease in  sales  within  a  short  time. 

Cleveland,  0. 

By  C.  B.  LocKwooD, 
Lockwood-Taylor  Hardware  Co. 

The  conservatism   shown  by  business  men 
is  prudence  rather  than  pessimism.    The 
recovery  has  been  slower  than  many  antici- 


pated, but  the  healing  has>  been  from  the  ir- 
side.  The  moral  gain  may  more  than  com- 
pensate for  the  material  loss,  if  postponement 
be  a  loss.  There  is  certainly  homage  being  paid 
to  the  moral  sentiment. 

There  is  a  marked  change  in  the  conduct  of 
the  transportation  lines,  either  from  actual  re- 
form or  counterfeiting  it  by  pretense.  Accom- 
modation is  taking  the  place  or  arrog^ance.  The 
impression  that  a  keen  sense  of  honor  disquali- 
fies for  a  successful  career  in  business,  is  de- 
moralizing. 

The  highest  standards  of  righteousness  arc 
not  too  severe  for  practical  rules,  if  one  de- 
sires to  attain  the  highest  place.  At  least,  one 
must  pay  homage  to^  them  by  pretense  of  act- 
ing upon  them,  counterfeiting  them  as  an  aid 
to  success.  Every  business  transaction  should 
aim  to  be  a  benefit  to  both  parties. 

The   reputation  of  being   a  sharp   business 
man  ought  not  to  convey  the  impression  of 
rascality.    We  all  agree  that  misrepresentation 
is  reprehensible  and  disclaim  its  use,  and  yet 
we  are  not  quite  certain  that  it  would  be  sane 
and  safe  to  dispense  with  it.    If  we  were  com- 
pelled to  vote  on  the  question,  Can  a  man  be 
honest  and  succeed  in  business?  is  it  certain 
which  side  would  win  ?    The  relation  that  this 
state  of  mind  has  to  the  question  of  accumu- 
lated wealth  is  .  worth  pondering.     Reflection 
on  comparative  values  might  modify  the  inor- 
dinate desire   for   wealth   and   bring   unnum- 
bered blessings  to  society.    The  possibility  of 
restraining   these   vast   accumulations    is   the 
most  important  social  question  of  our  gener- 
ation, and  it  has  become  a  practical  business 
question,  and  unless  the  moral  sense  is  atro- 
phied it  will  not  be  denied  an  answer.     Prag- 
matism transfers  the  solution  from  the  pulpit 
to  the  business  office,  making  it  practical  in^ 
stead  of  theoretical. 

Business  should  set  the  standard  of  integrity 
for  religious,  political  and  social  life.  Where 
sentiment  should  be  wrought  into  muscles  and 
habit.  If  the  delay  in  our  material  gain  shall 
aid  in  the  ethical  one,  the  compensations  of 
our  calamity  will  be  made  apparent. 

Saa  Franoisoo,  CaL 

By  Brace  Hayden, 

Dunham,  Carrigan  &  Hayden  Co. 

Regarding  the  situation  out  here,  I  l|eg  to 
say  that  it  is  gradually  improving.  Start- 
ing with  December,  the  worst  business  month 
ever  experienced,  the  succeeding  months  have 
improved,  each  one  better  than  its  predecessor, 
and  this  month,  so  far,  has  been  a  very  fsar 
one,  notwithstanding  the  somewhat  discourag- 
ing outlook  in  consequence  of  the  total  lack  of 
rain  during  the  entire  month  of  March— an 
almost  unparalleled  climatic  condition;  but  as 
rain  has  fallen  during  the  past  few  days,  it 
has  relieved  the  increasing  apprehension  of 
unfavorable  crop  conditions,  and  we  bdievt 
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they  will,  as  a  whole,  be  up  to  the  average. 

The  effects  of  the  panic  are  fast  disappear- 
ing. The  banks  seem  to  be  in  good  condition, 
and  fairly  supplying  commercial  necessities; 
collections  are  growing  better,  and  the  dis- 
counting of  bills  to  obtain  the  cash  discount 
is  making  its  appearance  after  practically  a 
cessation  for  five  months;  retail  stocks  are, 
in  the  main,  very  moderate,  and,  taking  every- 
thing into  consideration,  wc  consider  the  out- 
look as  hopeful  and  favorable  as  could  be  rea- 
sonably expected  after  such  a  severe  hold-up 
as  has  been  experienced  for  nearly  six  months, 
and  we  are  calculating  upon  a  fair  business  for 
the  balance  of  the  year. 

The  rebuilding  of  our  city  has  progressed 
beyond  all  expectation,  even  in  the  depressed 
times,  and  it  is  commencing  to  present  a  very 
attractive  appearance;  but  there  is  plenty  of 
work  ahead  and  plenty  laid  out,  and  we  expect 
increased  activity  the  coming  summer,  so  fa- 
vorable for  building  operations,  and  now  par- 
ticularly so,  as  materials  ar-e  low  in  price  and 
labor  amenable  to  reason. 

"Progress"  is  our  motto,  and  we  believe  that 
"1908"  will  register  another  mark  in  Califor- 
nia's advancing  column. 

Bnrling^n,  Vt. 
By  The  Vermont  Hardware  Co. 

W-  fully  appreciate  your  efforts  in  placing 
before  your  subscribers  the  cxa.r  r(Ai- 
ditions  of  trade  throughout  the  country,  rcaliz- 
injj  that  the  scope  of  information  results  in  a 
reliable  average  of  the  situation.  Vv'c  are 
always  interested  in  the  result.  In  reporting 
our  business  we  frankly  state  thai  it  is  ini- 
proving,  and  is  coming  to  us  in  a  very  accept- 
able way.  Collections  arc  fair,  and,  with  the 
prospect  of  good  crops,  we  have  great  hopes 
in  the  future  results. 

Dallas,  Tez. 

By  James  Moroney, 
Moroney  Hardware  Co. 

We  can  only  speak  from  the  conditions  ex- 
isting in  our  immediate  vicinity.  As  far 
as  our  house  is  concerned,  we  are  not  specu- 
lating on  the  future,  but  will  await  known 
conditions  before  taking  any  vigorous  steps  to 
advance  our  trade.  Most  of  the  retail  mer- 
chants in  north  and  central  Texas  are  being 
carried  to  a  greater  or  less  extent  on  last 
year's  'business,  and  are  necessarily  being  car- 
ried very  largely  on  this  year's  business.  A 
failure,  or  even  a  partial  failure,  of  crops  this 
year  would  make  the  conditions  worse  than 
they  were  last  year.  Good  crops  would  enable 
these  merchants  to  meet  all  their  obligations, 
and  give  us .  a  very  greatly  increased  volume 
of  trade.  Crop  prospects  at  this  time  are  good, 
but  we  cannot  figure  with  any  degree  of  cer- 
tainty on  the  results  of  our  crops  before  the 
middle  of  July.  If  crop  conditions  look  good 
at  that  time  we  look  for  a  very  much  increased 
trade. 


Buffalo,  New  Tork 

By  Edgar  C.  Neal, 
Buffalo  Wholesale  Hardware  Co. 

We  have  been  trying  to  satisfy  ourselves  as 
to  the  real,  reasons  for  our  having  had 
brought  upon  us  as  a  thunderbolt  out  of  a  clear 
sky,  the  unfavorable  trade  conditions,  but  up 
to  the  present  moment  have  reached  no  defi- 
nite conclusion.  We,  like  hosts  of  others,  can 
enumerate  a  variety  of  apparently  plausible 
causes,  but  as  to  the  real  cause  who  can  tell? 

Never  in  the  history  of  our  great  country 
has  there  been  a  time  when  we  should  be  more 
prosperous  than  ni:w,  and,  if  it  were  not  for 
the  quiet  in  manufacturing  and  railroad  cen- 
ters, we  should  be  doing  a  business  that  would 
far  eclipse  any  previous  record,  but  in  these 
presently  quiet  centers  we  are  looking  for  a 
marked  improvement  in  the  near  future. 

Just  think  of  it!  We  are  wealthier  to-day 
than  ever  before  in  the  history  of  the  world. 
The  farmers  generally  were  never  more  satis- 
fied with  conditions  than  now.  This  has  been 
one  of  the  most  favorable  seasons  for  them  in 
a  generation.  Crops  are  practically  all  .in  now 
and  under  the  best  of  conditions  to  insure  a  big 
yield.  The  calamity  howl  is  growing  less  daily. 
After  all  is  said  and  done,  we  must  look  to 
mother  earth,  for  surely  it  is  that  the  real 
prosperity  of  this  country  is  based  on  agricul- 
ture. 

When  the  farmer  feels  good  he  can  carry  a 
tremendous  load,  which  means  that  he  can 
carry  all  the  rest  of  the  population  on  his  back. 
Neither  politician  nor  financier  can  withhold 
prosperous  times  if  we  have  a  good  crop  this 
fall — and  all  signs  point  to  a  hummer. 

"The  prayers  of  the  righteous  availeth  much." 

A  Hachinery  Club 

The  Machinery  Business  and  Dining  Club, 
which  occupies  the  twenty-first  and 
twenty-second  floors  of  the  Hudson  Terminal 
Building,  at  60  Church  street,  New  York  City, 
opened  its  new  quarters  last  month. 

The  opening  address  was  made  by  George 
W.  Post,  president  of  the  Standard  Coupler 
Co.,  who  spoke  in  an  optimistic  vein. 

The  officers  of  the  club  are :  F.  H.  Stillman, 
president;  R.  C  McKinney,  vice-president; 
Walter  L.  Pierce,  treasurer,  and  W.  Seton 
Henry,  acting  secretary. 

The  Machinery  Club  has  been  in  existence 
a  year  and  has  1,100  members,  500  of  whom 
are  local  members.  It  has  members  in  127 
cities,  in  Cuba,  Mexico,  Japan,  and  European 
cities. 

A  Mnsexun  of  Manufacturers 

Mr.  Wu,  Chinese  Minister  to  the  United. 
States,  seems  disposed  to  do  all  that  lies 
within  his  power  to  extend  the  sale  of  Ameri- 
can manufactures  in  his  country.  He  says: 
"I  believe  that  the  most  feasible  way  to  extend 
your  trade  with  China  is  for  the  great 'asso- 
ciation   of   tuanvifacturcrs   to   establish    a    mu- 
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seum  or  einporium  in  some  port  like  Shanghai 
where  goods  may  be  on  exhibition,  and  where 
our  merchants  and  manufacturers  may  go  to 
inform   themselves   of   the  product. 

"Such  an  attempt  was  made  a  number  of 
years  ago,  and  1  am  very  sorry  to  say  that  it 
failed.  But  the  failure  was  entirely  due  not 
to  the  system,  but  to  misplaced  confidence. 
Improper  men  were  sent  there.  Instead  of 
honest  men  they  were  improper  men.  Now 
this  time  you  must  not  forget  this,  but  must 
see  that  proper  men  are  sent  to  carry  out  the 
project." 


To-morrow  is  a  poor  time  to  catch  to-day's 
opportunities.  Nothing  great  is  every  accom- 
plished without  trained  enthusiasm,  persistent 
energy  and  a  determination  to  win. 


An    tell  good  jokes,  an'  jolly  nic — an*  how  he 
praised  my  dog. 

"Now,  I'll  be  honest,  an'  confess    that  dog  i- 

my  weak  spot. 
An'  I've  got  one  that  can't  be  beat   from  here 

to  Poikadotte. 
I'll  bet  a  cent  that  Israel  Brown  that  runs  the 

store  at  Wood 
Give  him  a  pointer  how  to  talk — he  certainly 

fixed  me  good. 

*'He  left  a  copy  of  the  bill,  shook   hands  and 

drove  away, 
An*  when  I  kinder  come  to  myself,  I  looked  at 

it,  an'  say! 
I'd  bought  eight  gross  of  mouse  traps,  twelve 

stoves,  a  ton  of  rope, 


Corks  irolled 
by  a  twist 
of  the  wrist 

Turn  as  vou  would  a 
gimlet  ami  the  cork 
comes  from  the  bottle 
intact  and  without 
spilling  a  drop  of  the 
contents.  Thai's  what's 
possible  with  this  im- 
proved corlc-p  u  1 1  e  r . 
Saves  bother  of  hard 
tugging,  and  •^v!— 
maybe  a  l^l|f? 
laundry    bill..   ^^^ 

Also  handy  for  llftlnc 
■QOls.  breaking  wire  and 
removing  srown*. 

Other  rradea  at  500. 

roUUnc  Cork  Seraws 
for  carrying. !n  the  pock- 
et.    Any  number  of  sicca. 

xaoamdasc. 

When  a  cork  hns  b 

forced  from  the  neck  Into 
the    bell    of   a    bottle,    i 

Beady  Wire 

Cork  Puller 
easi'y  gets  li  out.     IBo. 

Shannon 

HARDWARE 

816  Chestnut 


Vacation 
ip  to  boys 

2ani  money  during  the 
nmer  months  patting  np 
itric  b«Us,  for  the  front 
r,  from  the  Uble  to  the 
:hen,  upper  floors  to 
rn  stairs,  etc.  Easy  to 
rn  from  our  iUostrated 
ruction  sheet, 
^e  give  this  with  our 
ctrie  Bell  Outfit,  inelud- 

iron  box  bell,  65  feet 
tinted  wire  with  staples, 

battery  and  putbi9P^ 

yrite  for  Eleclricml  Sup- 
ply Catalogue. 

>  put  up  call  b«Us  in 
:es  or  homes,  place  elec- 
lighters  on  gas  burners, 
all  private  'phones,  or  do 
thing  else  electrical. 
lad  to  estimate  on  the 
rest  or  smallest  jol>. 

Shannon 

HAROWARC 

SI6  Chestnut 


G(H)D  Suggestive  Sttmmer  Adverti.sing  from  Philadelphia. 


When  a  salesman  boils  over  quickly,  yon 
.soon  find  out  what  is  in  him.  Show  courtesy 
to  others,  not  because  they  are  gentlemen,  but 
because  you  are  one. 

"  'Cause  I  Had  to  Hnstle" 

Iwas    loafin'    in    Squire    Griggs'    store    one 
Wednesday  afternoon 
When    Griggs    spoke   up,    some   grouchy    like, 

"There'll  a  drummer  be  here  soon 
That  I've  a  notion  for  to  break  his  blamed  old 

back  in  two. 
He's    sellin*    Hardware,    stoves    an'    sich    an' 
keeps  me  in  a  stew. 

"Says  he,  when  he  was  out  here  last  (T  didn't 

need  a  thing). 
He'd  stoves  an'  kettles,  rope  an'  traps  enough 

to  do  a  king. 
But  he  begun   to  tajk  an'  smile  an'  show  his 

catalogue, 


Nine  thousand  pounds  of  barb  wire  fence,  ]\x^^ 
account  of  his  soft  soap. 

"O  yes,  the  prices  was  real  low,  an*  everything 

come  right, 
But   when   that  stuff  showed  up  out  here,  \i 

gave  me  such  a  fright 
That  I  began  to  hustle  'round  to  sell  out  all 

that  fence. 
I   had  good   luck,  an'  sold  it  all;  had  repeat 

orders  for  it  sence. 

"I  sold  them  measly  mouse  traps,  too,  by  ta'*' 

in'  of  them  strong, 
An'  all  twelve  stoves,  an*  all  that  rope;  in  five 

weeks  they  was  gone. 
T   made  n  bully  profit,  too,  but  it  makes  me 

awful  sore, 
'Cause  I  had  to  hustle  'round  so  fast,  'stead  of 

sittin'  'round  the  store." 
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By  Bernard  B.  Neal, 
Neal  &  Scott  Co.,  New  York. 


You  ask  an  opinion  of  the  trade  conditions 
in  this  particular  section.  So  far  as 
our  experience  goes,  we  would  state  that  pres- 
ent times  are  nowhere  nearly  as  bad  as  a  great 
many  people  have  practically  forced  themselves 
into  thinking  they  are. 

There  is  no  question  but  that  there  is  just 
as  much  money  among  the  consumers  to-day 
as  there  ever  was,  and  we  should  say  a  great 
deal  more,  as  statistics  show  us  that  last  year 
over  $9,000,000,000  worth  of  stuff  was  taken 
from  mother  earth.  That  amount  in  addition 
to  what  this  country  already  had  is  certainly 
somewhere.  A  great  percentage  of  the  people 
are  holding  on  to  what  they  have  very  tightly, 
and  just  as  soon  as  prices  settle  down  to  what 
can  be  called  a  solid  basis,  there  is  no  question 
but  what  this  money  will  be  released,  as  money 
is  made  to  circulate  and  not  to  hold. 

Yes,  retail  stocks  are  very  low;  they  have 
been  purchasing  practically  nothing  for  the 
last  few  months,  selling  goods  from  their 
shelves,  even  to  the  extent  of  substitution.  The 
retailer  has  a  better  opportunity  of  doing  this 
— that  is,  of  selling  the  articles  he  has  than  the 
manufacturer  or  jobber.  They  are  not  re- 
plenishing their  stock  at  this  time,  and  we 
doubt  very  much  whether  they  will  for  several 
months  to  come.  The  reason  is  very  simple. 
None  of  us  are  positive  whether  the  prices  are 
as  low  as  they  will  be  in  the  near  future.  In 
placing  orders  you  can  get  no  guarantee  from 
the  manufacturers  as  to  what  the  future  prices 
will  be,  but  they  are  in  exactly  the  same  posi- 
tion as  the  retailer  and  jobber,  as  they  cannot 
get  any  guarantee  from  their  source  of  supply. 

In  our  humble  opinion,  unless  business  meth- 
ods in  this  country  have  a  radical  and  positive 
change  as  regards  prices,  history  will  always 
repeat  itself,  exactly  the  same  as  it  has  in  the 
past.  At  the  present  time,  we  are  practically 
a  nation  of  speculators,  selling  goods  based 
upon  what  can  be  gotten  for  them,  irrespective 
of  their  actual  cost.  This,  as  a  fundamental 
principle,  is  entirely  wrong.  Take,  for  in- 
stance, our  experience  in  the  price  of  copper 
in  the  past  few  years.  The  feverish  gambling 
spirit  vvhich  characterizes  the  price  on  that 
particular  commodity  has  greatly  hurt  the 
business  interests  of  this  country,  and  it  is 
now  simply  a  reaction  and  what  else  can  any 
one  expect,  when  prices  are  too  high  and  up 
to  a  fictitious  value  ?  There  is  nothing  to  it, 
but  that  they  must  get  down  to  a  normal  basis 
and  that  is  just  what  this  country  is  going 
through  now. 

We  have  all  been  overtaxing  our  physical  as 
well  as  financial  ability,  and,  of  course,  must 
suffer  in  proportion.     So  far  as  tlie  real  facts 


are  concerned,  we  are  upon  a  better  and  mor^ 
solid  basis  than  ever  before  and  the  quicker 
the  consumers  and  manufacturers  realize  the 
fact  that  prices  must  be  put  down  to  a  reason- 
able basis,  the  quicker  will  we  recover.  In 
our  opinion,  prices  at  this  time  have  not 
reached  bottom — that  is,  so  far  as  our  par- 
ticular business  is  concerned. 

THE    CONSERVATIVE    CORPORATION. 

We  will  admit  that  the  United  States  Steel 
Corporation  has  been  extremely  conservative 
and  have  done  a  great  deal  toward  holding 
their  products  in  good  condition,  but  do  any 
of  us  know  at  this  time  as  to  whether  or  not 
these  prices  are  as  low  as  they  should'  be  and 
undoubtedly  will  be  in  the  near  future?  How 
can  any  one  expect  the  merchants  to  stock  up 
with  goods  unless  prices  are  guaranteed  for 
at  least  a  reasonable  length  of  time?  Take 
our  mother  countries  and  see  the  difference  in 
their  methods  of  doing  business.  There  ypu 
can  make  arrangements  and  purchase  goods  at 
a  guaranteed  price  for  six  months  or  twelve 
months,  payments  to  be  made  upon  a  reason- 
able basis  to  the  purchaser.  This  enables  a 
merchant,  after  he  has  made  the  proper  ar- 
rangements, to  know  just  where  he  is  at,  lay 
his  plans  and  operate  accordingly.  What  a 
wonderful  difference  in  our  methods !  We,  who 
have  been  in  the  business  all  our  lives,  have 
scarcely  any  idea  what  prices  will  be  ruling 
on  leading  items  in  our  business  within  the 
next  thirty  days. 

That  is  the  meat  in  the  cocoanut.  Our  ab- 
soli'.te  unstabili'.y  in  the  way  of  making  prices 
to  hold  for  a  reasonable  length  of  time  is 
where  our  trouble  comes  in. 

THK    G!:NERAL    CONSUMER. 

Another  thing,  our  people  are  not  very 
grateful.  Enormous  fortunes  have  b?en  accu- 
mulated in  a  very  limited  space  of  time,  by  a 
small  percentage  of  our  population,  but  they 
absolutely  feel  no  gratitude  whatever  toward 
the  general  consumer,  who  has  practically  en- 
abled them  to  accumulate  their  wealth. 

They  should  feel  grateful  and  when  there 
are  a  few  months  of  dull  times,  they  should  be 
the  first  to  stand  by  their  people;  but  no,  usu- 
ally it  is  they  who  become  most  panicstricken 
and  act  as  if  everything  was  going  to  the  dogs. 
In  these  times  we  hear  a  great  many  of  our 
wealthy  friends  say' that  they  are  not  making 
any  money.  Wc  smile  and  say,  *'Well,  how 
about  what  you  have  made  and  undoubtedly 
have;  isn't  that  to  h?  taken  into  considera- 
ti(m?"  but  they  rarely  ever  see  it  in  that  light. 

We  have  dwelt  upon  this  rather  long,  but  it 
is  a  subject  that  is  close  to  the  heart  of  every 
one  in  this  country  at  this  time,  and  if  we  all 
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lake  a  hand  at  the  wheel  and  do  what  we  can 
to  trample  out  selfishness  and  get  down  to  a 
clean,  clear-cut  basis  of  operation,  business 
will  be  just  as  good  if  not  better'  than  ever.  " 
This  is  our  honest  opinion,  and  we  feel  as- 
sured that  in  the  very  rrcar  future,  when  prices 
are  settled  to  what  we  will  call  a  "hard-pan" 
basis,  that  we  will  see  a  reaction  and  again 
ride  on  the  wave  of  prosperity. 

Collections  are  fair  with  us,  but  we  arc 
extremely  careful  regarding  whom  we  open 
accounts  with.  We  are  watching  same  very 
closely  and  are  getting  satisfactory   results. 

The  banks,  in  our  mind,  are  now  in  a  very, 
sensible  frame  of  mind  and  are  asking  good 
collateral  for  all  money,  as  they  are  practi- 
cally not  making  any  money  themselves,  and 
as  money  is  no  good  laying  in  their  vaults,  they 
will  be  compelled  to  release  it. 

VERY  MUCH  EX.AGGERATED. 

Of  course,  this  being  d  presidential  year  has 
something  to  do  with  business  conditions,  but, 
in  our  opinion,  this  matter  is  very  much  ex- 
aggerated. We  are  pretty  practical  people, 
and  it  does  not^make  much  particular  differ- 
ence who  is  our  next  President.  He  is  bound 
to  be  a  capable  man,  and  why  should  we 
worry  ? 

We  are  in  contact  daily  with  a  great  many 
manufacturers  and  merchants  who  are  talking 
these  "hard  times,"  and  when  we  get  down  to 
actual  facts  and  ask  them  how  their  sales  are 
running,  when  compared  with  several  years 
previous,  they  are  really  not  as  bad  as  they 
appear  to  be.  Another  .thing  to  consider  is 
that  our  exp?nses  are  a  great  deal  lighter  than 
they  have  been  for  the  last  few  years.  Doing 
business  at  the  high  pre*!sure  we  were  going 
had  sliced  the  profits  to  a  wonderful  extent, 
and  the  same  is  only  now  being  fully  realized. 
A  great  many  of  o-.ir  corporations  who  thought 
th-^y  were  making  lots  of  money,  after  getting 
net  results,  found  that  same  was  a  delusion 
and  a  snare.  The  manufacturers,  simply  be- 
cause they  hpvc  no  orders  booked  ahead  for 
a  year  or  more,  feel  as  if  there  was  going  to 
be  nothing  doing.  Isn't  it  ridiculous,  as  if 
this  great  country,  loaded  with  wealth  and 
riches  could  be  stopped?  What  we  want  is 
good,  sensible  and  solid  business  methods  and 
with  people  with  investments  and  inherited 
money  to  be  sitisficd  with  a  fair  percentage  of 
returns  and  not  all  '^xnct  and  strive  to  be- 
come millionaires.  This  is  simply  an  impos- 
sibility. 

Let  us  get  more  comfort  out  of  life  and  try 
to  kill  the  selfishness  that  is  now  so  prevalent 
and  in  our  old  age  we  will  be  in  a  position  to 
enjoy  ourselves  and  feel  that  life  has  been 
worth  while. 

NeM  More  Direct  Oommnnication 

An     European     house,     which     has     branch 
bonnes  in   several   citi'^s   of   Asiatic  Tur- 
key,   writes    as     follows :    "Wo     represent     an 


American  steel  and  wire  company.  This  con- 
cern, among  its  dilTerent  articles,  is  oflFering 
to  us  its  water  and  gas  tubes  at  lower  prices 
than  the  English  factories  of  Binning:ham  are 
offering  the  same  kinds  of  tubes.  We  are  sure 
that  the  quality  of  the  American  firm's  tubes, 
if  it  is  not  superior,  is  at  least  equal  to  the 
English  ones.  Notwithstanding  all  these  ad- 
vantages, it  has  been  impossible  for  us  to  ob- 
•ain  a  single  order  for  the  American  goods. 
Our  clients  claim  that  the  merchandise  would 
take  a  very  long  time — ^five  or  six  months — to 
arrive  in  Cyprus,  while  the>'  receive  their 
merchandise  from  Birmingham  in  two  or  three 
months. 

"The  establishment  of  more  rapid  communi- 
cation between  the  United  States  and  the 
Orient  would  result  also  in  the  extensioa  of 
the  exportation  of  our  products  to  the  United 
States.  Some  articles  are  not  valuable  enough 
to  support  the  cost  of  two  to*  three  trans- 
ports." 

By  Direct  BepresentatioiL 

An  American  who  is  studying  trade  oppor- 
tunities in  Switzerland,  declares  that  di- 
rect repres2ntation  among  the  Swiss  ma- 
chinery works  would  result  in  an  enhance- 
ment of  business  in  machine  tools.  So  far, 
American  machine  tools  have  held  their  own 
by  sheer  weight  of  superior  merit,  but  itxi 
best  class  of  German  tools  are  gaining  a  foot- 
hold, and  this  competition  can  only  be  met  by 
direct  representation  on  the  part  of  men  who 
can  both  work  and  sell  tools. 

His  views  on  this  subject  of  direct  repre- 
sentation are  largely  based  on  talk  with  men 
whd  buy  and  use  machine  tools.  "If  the  gen- 
eral sales-  manager,  or  an  official  equally  re- 
sponsible, could  find  time  each  year  to  put  in 
several  weeks  of  serious  work  among  the  ma- 
chinery establishments  on  the  Continent,  he 
would  readily  ascertain  the  needs  of  the  ter- 
ritory. This  work  should  not  in  the  least 
interfere  with  any  agencies  which  may  have 
been  established  abroad,  but  should  rather 
serve  to  strengthen  and  assist  such  connec- 
tions.** 

Eeady  for  American  Locks 

In  the  opinion  of  Will  L.  Lowrie,  located  as  a 
government  agent  in  Weimer,  Germany, 
there  is  an  excellent  field  open  there  for  the 
sale  of  American  locks.  Those  in  use  are 
ivostly  of  the  double-turn  variety,  two  revolu- 
Jions  of  the  key  being  necessary  to  send  the 
bolt  home.  The  keys  are  heavy  and  unwieldy. 
This  applies  especially  to  the  house-door  key, 
which  is  considerably  heavier  than  the  others. 
\  large  percentage  of  the  people  live  in  flats. 
The  outside  door  is  locked  at  a  certain  hour 
in  the  evening  and  the  house  key  must  be  car- 
ried if  one  remains  out  after  Hours.  If  some 
firm  could  demonstrate  the  advantages  of  the 
American  spring  lock,  with  its  small  flat  key. 
it  is  reasonably  certain  that  an  excellent  market 
could  be  made. 
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REPLACEMENT  OF  EDGE  TOOLS 


Don't  Orind  Too  Thin 

To  the  Editor: 

Regarding  the  grinding  of  edge  tools,  there 
is  practically  no  danger  of  a  tool  being 
injured  if  a  constant  stream  of  water  is 
allowed  to  flow  over  the  stone,  but  if  the  stone 
becomes  dry,  it  matters  not  how  well  tempered 
a  tool  may  be,  the  damage  will  be  irreparable. 

I  have  observed  in  going  through  the  tool 
factories  that  a  stream  of  water  is  constantly 
flowing  over  the  stone  and  the  reason  for  this 
is  the  one  given  above.  There  is-  naturally  a 
great  tendency  on  the  part  of  the  persons  using 
a  grindstone  to  pour  on  a  little  water  now  and 
then,  which,  of  course,  is  not  the  correct  prin- 
cipal. 

A  mistake  is  also  made  at  times  in  using  a 
dry  emery  wheel  for  grinding  edge  tools,  which 
is  a  very  dangerous  proposition*  An  abrasive 
of  this  kind  is  adapted  for  fast  cutting,  but 
very  great  care  has  to  be  exercised  if  used  for 
sharpening  edge  tools. 

As  regards  return  of  defective  tools,  I  have 
examined  all  returned  shipment  to  the  facto- 
ries, and  I  find  that  the  principal  trouble  is 
that  the  tools  are  tempered  too  h^rd  and  for 
this  reason  the  edge  crumbles.  Occasionally, 
of  course,  there  is  a  tool  that  has  not  been 
tempered  enough  and  in  such  cases  the  evi- 
dence is  in  the  turning  of  the  edge. 

We  return  to  the  factory  all  tools  that  are 
sent  back  to  us  regardless  of  whether  fhey  are 
misused  or  abused,  and,  as  a  rule,  the  manu- 
facturers jil  low  us  full  credit.  At  times,  how- 
ever, they  remonstrate  as  there  is  really  no 
justice  in  them  taking  back  many  of  the  tools 
that  are  alleged  to  be  faulty. 

Personally,  I  think  that  it  would  be  best  not 
to  say  too  much  about  the  replacement  of  tools 
as  it  is  better  for  us  to  make  a  still  hunt  as  it 
were  on  this  proposition.  There  is  no  ques- 
tion, however,  but  that  if  the  trade  generally 
understood  that  it  was  necessary  to  have  a 
constant  flow  of  water  running  over  the  grind- 
stone, much  of  the  abuse  of  sharpening  edge 
tools  would  be  corrected. 

Yours  truly,  A  Jobber. 

Conowtrated  Action  Needed 

By  Edgar  C.  Neal, 
Buffalo  Wholesale  Hardware  Co. 

The  question  propounded  as  t:)  the  replace- 
ment of  edge  tools  is  difficult  to  answer. 
The  problem  is  one  of  long  standing,  annoying 
in  its  character  and  expensive  t  >  manufacturer 
and  merchant  alike.  Justice  should  be  the  rule 
to  govern,  and,  if  kept  in  miid  and  lived  u-o  to. 
the  burdens  would  be  much  easier  for  all  to 
carry. 

We  are  of  the  firm  conviction  that  no  rep- 
utable maker  of  tools  knowingly  permits  a 
poor  tool  to  leave  his  factory,  but,  in  spite  of 
the  very  best  care,  it  sometimes  happens. 


First,  we  would  say,  that  when  possible  we 
convince  the  customer  that  the  fault  is  with 
the  user  and  not  the  tool.  So  far  as  possible, 
we  submit  the  matter  to  the  manufacturer  for 
decision;  if  it  be  not  possible  to  do  this,  we 
use  our  best  judgment,  treating  each  individual 
case  upon  its  merits.  The  difficulty,  as  we  s©e 
it,  may  be  explained  as  follows  : 

An  inexperienced  user  imposes  upon  the 
good  nature  of  the  retail  merchant,  who  passes 
the  abuse  along  to  the  weak-kneed  jobber,  who, , 
when  he  has  an  accumulation  of  tools,  packs 
them  up,  and  back  to  the  manufacturer  goes 
the  whole  collection.  In  his  usual  generous 
way  he  endures  the  seeming  injustice,  which 
involves  an  actual  expense,  enters  into  the  cost 
of  his  goods,  and  is  passed  back  down  the 
line  to  the  user  in  the  price  which  he  finally 
pays  for  the  tool.  Should  the  time  come  when 
these  inexperienced  people  understand  that  tools 
spoiled  in  grinding,  or  otherwise  misused,  are 
a  k>ss  to  themselves  and  not  to  the  dealer  and 
manufacturer,  they  will  take  the  time  to  learn 
to  grind  and  treat  them  right.  This  can  only 
be  accomplished  by  concentrated  action  on  the 
part  of  the  manufacturers,  who  hold  the  key 
to  the  whole  situation. 

All  first-class  makers  of  tools  claim  to  make 
as  perfect  a  tool  as  can  be  produced.  *  Tools 
should  be  sold  with  the  distinct  understanding 
that  value  received  has  been  given,  and  there 
the  deal  should  end.  When  this  is  done  the 
mechanic  should  be  able  to  procure  good  tools 
at  a  low  price.  The  retailer,  jobber  and  manu- 
facturer will  escape  all  vexatious  annoyance, 
inexperienced  workmen  will  educate  them- 
selves in  the  manner  of  using  good  tools,  and 
all  should  be  happy. 

Edncating  the  Mechanic 

To  the  Editor: 

Perhaps  there  is  nothing  so  important  to  the 
users  of  edge  tools  as  the  knowledge  of 
the  proper  care  they  need,  especially  so  with 
regard  to  their  cutting  edges;  and  undoubtei- 
ly  there  are  many  good  mechanics  who,  al- 
though understanding  their  work  thoroughly, 
still  have  never  given  the  care  of  their  tools 
sufficient,  if  any,  thought.  When  a  tool  is  too 
soft  or  too  hard  after  the  first  grinding,  they 
discard  it  or  return  it  to  their  dealer  as  de- 
fective, claiming  that  the  temper  is  not  right, 
and  never  give  a  thought  to  the  care  which  the 
tool  requires. 

In  the  majority  of  complaints  and  claims  for 
replacement,  we  have  found  that  the  tools  have 
either  been  ground  on  an  emery  wheel,  or 
grindstone  without  the  use  of  water  to  protect 
them  from  being  burnt.  From  all  indications 
the  grinder  bears  too  heavily  on  the  tool,  to 
quicken  the  grinding,  and  thus  increases  the 
heat  or  friction  on  the  tool.  Frequently  even 
a  most  inexperienced  person  can  detect  where 
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a  tool  has  been  misused — blue  spots  will  be 
visible  on  the  blade,  and  sometimes  little  fine 
streaks  will  be  found  all  over  the  cutting  edges. 

Although  the  mistake  in  grinding  can  be 
easily  detected  sometimes,  it  has  been  found 
in  the  majority  of  cases  the  misuse  is  noticed 
only  after  the  tool  reaches  the  factory.  The 
user  of  the  tool  burns  the  cutting  edge  or 
grinds  the  bevel  back  too  far,  and,  after  find- 
ing the  tool  will  not  do  its  work,  he  lays  it  one 
side  for  a  time  before  returning  it  to  his 
dealer.  In  the  meantime,  it  becomes  rusted 
atid  dirty,  and  the  trouble  cannot  be  detected 
without  some  doubt  as  to  defectness  of  the 
tool       • 

He  returns  it  to  the  Hardware  store,  claim- 
ing a  defect,  and,  rather  than  lose  a  cus- 
tomer, it  is  replaced.  The  dealer  feels  in  turn 
the  manufacturer  will  make  good  any  loss  to 
him.  In  this  way  about  90  per  cent,  of  all  the 
complaints  for  defective  .goods  we  receive  are 
treated. 

It  can  easily  be  seen  from  this  that,  while 
tools  injured  in  grinding  or  other  misuse  are 
not  supposed  to  be  replaced,  the  manufacturer 
generally  is  asked  to  do  it. 

Perhaps  the  worst  case  of  this  kind  was  re- 
ceived about  six  months  ago.  One  of  our  best 
customers  returned  a  drawshave  which  was 
not  only  badly  rusted  but  also  very  dirty. 
After  it  had  been  cleaned  and  reground  long 
streaks  of  blue  could  plainly  be  seen  along  the 
cutting  edge,  some  1%  and  2  inches  in  length. 
The  edge  had  been  ground  so  thin  that  it  was 
no  wonder  that  even  if  the  temper  had  not 
been  drawn  the  tool  was  no  good  for  the  use 
desired  of  it.  The  reader  will  agree  that  in 
fairness  to  the  manufacturer  every  mechanic 
should  give  the  tool  the  proper  care  it  needs, 
especially  in  grinding.  With  the  help  of  the 
trade  we  believe  the  mechanics  can  be  instruct- 
ed in  this  "Proper  Care"  to  the  benefit  of  all — 
the  consumer,  dealer  and  manufacturer. 

The  best  way  to  grind  is  on  a  wheel  which 
is  fairly  soft  and  fine  in  grit.  By  using  plenty 
of  water  the  danger  of  burning  will  be  less- 
ened. The  operator  should  be  careful  to  grind 
slowly  and  not  bear  too  heavily  on  the  t(X)l. 

When  grinding  tools  with  thin  edges,  no 
pressure  is  needed  as  the  weight  of  the  tool 
itself  will  be  sufficient.  Of  course,  for  heavier 
tools,  such  as  axes,  adj'cs,  champer  knives,  etc., 
a  little  pressure  can  be  used. 

It  will  always  be  found  that  when  using 
wheels  of  c;iarsc  grit  the  tools  become  hot 
much  quicker,  and  consequently  there  is  more 
danger  of  spoiling  the  temper.  We  advise  the 
use  of  only  the  softest  stone  and  plenty  of 
water. 

If  an  emery  wheel  is  used,  it  will  be  neces- 
sary to  have  the  work  done  by  only  the  most 
skilled  operator,  win)  should  use  the  greatest 
of  care  to  expect  good  results.  Fine  grit 
emery    shcnild    always   be    used,    reniembering 


that  while  it  takes  longer  to  grind  a  tool,  you 
are  saving  it  from  cracking  and  burning. 

Regardless    whether    grindstone     or    emery 

wheel   is  used,  the  grinding  should    never  he 

done  without  water.     It  not  only  protects  the 

•  tool  from   heat  or  friction,  but  also   quickens 

the  grinding. 

Tliere  is  another  thing  to  be  considered,  the 
length  of  the  bevel.  It  should  never  be  too 
long,  especially  when  the  tool  is  used  on  hard- 
wood. The  workman  must  use  his  orwn  judg- 
ment, knowing  the  class  of  work  he  does.  He 
should  have  the  bevel  ground  to  do  the  work 
nicely  and  at  the  same  time  have  the  strength 
to  stand  up  against  the  hard  knots.  He  should 
remember  that  by  having  the  cutting  edge  too 
thin  it  will  be  burnt  in  grinding  without  con- 
stant care.     Respectfully  yours, 

A  Manufacturer. 

Eecommendatipns  to  Manufacturers 

By  J.   J.   RUTBCA, 
Clark-Rutka-Weaver,  Grand  Rapids. 

Claims  made  for  the  replacement  of  edge 
tools  which  have  been  spoiled  by  users 
in  grinding  are  frequent^  and  are  one  of  the. 
greatest  annoyances  in  business.  It  is  a  hard 
problem  to  solve.  We  usually  start  out  by  ex- 
plaining to  retail  dealers  just  what  the  war- 
rant is  or,  if  no  warrant  exists,  we  plainly  tell 
him  so,  and  in  the  latter  case  we  simply  will 
not  take  back  any  goods  for  any  reason;  but 
if  the  items  are  warranted  our  dealers  are 
carefully  instructed  to  explain  carefully  to 
their  customers  the  nature  of  the  warrant. 

Notwithstanding  all  these  precautions  a  con- 
siderable quantity  of  these  tools,  including 
even  axes,  are  returned  to  our  customers  by 
the  consumers  every  year  and  our  customer 
appeals  to  us  to  help  him  out. 

We  think  one  of  two  things  should  be  adopt- 
ed by  the  manufacturers  of  edge  tools.  Either 
they  should  take  into  consideration  when  fig- 
uring c(x«;t  on  their  products  that  a  certain  per 
cent,  will  be  returned  whether  good  or  bad, 
and  under  such  an  arrangement  warrant  ever>' 
tool  that  they  send  out  and  accept  it,  no  matter 
in.  what  shape  it  comes  back,  or  absolutely  re- 
fuse to  warrant  a  single  article  of  any  kind, 
and  in  that  event  end  it  when  the  sale  is  made. 

Harrimas's  0.  Er 

Mr.  E.  H.  Harriman,  the  railroad  magnate, 
declares  that  no  one  need  worry  over 
the  condition  of  .America. 

"The  country  is  all  right,"  he  says.  "Evcr>*- 
thing  is  normal,  and  there  is  no  reason  why  wc 
should  not  have  prosperity  in  plenty.  The 
basis  of  prosperity  in  every  country  is  the 
product  of  the  soil,  and  the  crops  here  could 
hardly  be  better.  Farmers  are  contented ;  they 
have  no  mortgages  to  pay;  their  fences  are 
Iniil.,  and  the  land  is  producing  all  they  need. 
rAcrytliing  depends  on  that.  I  see  no  reason 
for  any  business  depression.  We  are  all  right" 
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OPINIONS  FROM  RETAILERS  ON  REPLACEMENT 


Replaces  Only  ''Simon  Pure"  Defects 

T  do  not  warrant  tools  and  have  not  for  years, 
"*•  even  if  they  are  warranted  by  the  makers 
to  me.  But,  if  a  customer  comes  back  with  a 
sinion  pure  defect  in  a  tool  the  manufacturer 
will  almost  always  replace  it. 

Fred  I.  Lam  son. 

Never  Ask  the  Maker  to  Replace 

We  make  it  a  point  never  to  guarantee  any 
kind  of  an  edge  tool.  We  buy  the  best 
we  can  get  and  recommend  them,  but  if  a  cus- 
tomer asks  us  for  a  guarantee  we  tell  him 
plainly  we  do  not  guarantee  anything.  Our 
experience  has  been  if  we  sell  a  man  a  tool  and 
tell  him  that  we  will  replace  it  if  it  breaks,  he 
will  take  it  out  and  try  to  see  if  he  can  break 
it ;  if  we  tell  him  that  we  will  not,  he  will  try 
to  take  care  of  it  and  very  seldom  break  it. 
In  some  cases  where  we  know  the  man  to  be 
honest  and  we  find  one  is  defective,  we  replace 
•  it.  but  never  call  on  the  manufacturer  to  re- 
place it  to  us. 

Raines  Hardware  Co. 

Abuse  of  the  Privilege  Works  Hardship 

I  am  rigid  in  the  matter  of  the  "Replacement 
of  Edge  Tools,"  and  am  gratified  to  note 
that  many  of  the  manufacturers  have  with- 
drawn this  privilege,  which  has  been  shame- 
fully abused  by  the  generat  run  of  the  users 
of  edge  tools.  I  am  largely  governed  by  the 
circumstances  attending  the  request  for  re- 
placement, and  invariably  give  the  tool  a 
strict  examination.  Some  people's  representa- 
tions you  can  readily  bank  on,  others  are  sus- 
picious from  the  start.  It  is  the  abuse  of  this 
V  privilege  that  has  worked  a  hardship  on  the 
dealer  with  others  along  the  line. 

Frank   C.   Beall. 

Prefers  Selling  Unguaranteed  Tools 

With  regard  to  tiie  replacement  of  cdj?c  tools, 
it  is,  in  my  opinion,  a  very  broad  (|ucs- 
tion,  and  one  that  requires  a  great  deal  of 
discretion.  As  a  rule,  the  man  who  actually 
uses  the  tool  is  a  more  or  less  unscrupulous 
fellow,  and  there  is  no  doubt  but  what  a  guar- 
antee is  very  greatly  abused  by  the  majority 
of  them.  It  has  been  my  experience  that  they 
will,  as  a  rule,  take  much  better  care  of  an 
nnguaran'toed  tool  that  they  will  of  a  guaran- 
teed one.  I  feel  sure  that  at  least  90  per  cent, 
of  the  claims  for  new  tools  in  the  place  of 
damaged  or  spoiled  ones  are  unjust,  and  as  a 
retailer  I  had  much  rather  handle  unguaranteed 
tools  than  guaranteed  ones,  as  I  can  then  use 
my  own  discretion  in  disposing  of  the  clnims 
(which  are  much  less  in  number),  preferring 
the  expense  of  replacing  the  just  claims  to  the 
trouble  and  worry  of  the  unjust  ones. 

Jno.  G.   Burnev. 


Don't  be  Too  Prompt  in  Warranting  Tools 

We  are  careful  not  to  be  too  prompt  in 
warranting  tools  not  guaranteed  by  the 
manufacturers,  but  at  the  same  time  we  do  re- 
place any  very  apparent  defect  without  ques- 
tion. If  the  customer  is  a  good  one  we  some- 
times replace  an  article  that  we  never  return 
to  the  manufacturer,  if  we  think  that  the  error 
was  of  the  customer's,  and  that  it  would  not 
be  fair  to  the  manufacturer  to  do  so.  If  for 
a  real  defect,  or  from  policy's  sake,  we  feel 
that  we  should  replace  a  tool,  we  do  it  cheer- 
fully to  the  customer,  so  that,  he  leaves  with 
a  good  taste  in  his  mouth.  Manufacturers 
should  guarantee  all  tools  against  all  damage 
from  sharpening  pencils,  and  cutting  soft 
white  pine,  as  these  woods  are  invariably  the 
cause  of  defective  blades. 

Hightower  &  Graves. 
T.  B.  Graves. 

Unskilled  Workmen  Make  Host  Complaints 

We  make  it  a  practice  to  replace  any  high- 
grade  edge  tool  which  is  defective.  If 
our  customer  pays  a  good  price  for  a  tool  he 
expects  to  get  a  good  one,  and  it  should  be 
furnished  him.  We  have  very  few  comp'aints, 
and  most  of  these  come  from  workmen  who 
are  unskilled.  It  frequently  occurs  that  our 
customer  is  not  warranted  in  making  a  com- 
plaint, and  we  always  carefully  examme  any 
tool  before  replacing  it,  believing  that  the 
manufacturer  or  jobber  should  be  considered 
^as  well  as   our  customer. 

The  Sprague  Co. 

Prefers  Hanuf aoturers'  Brands 

We  find  we  must  satisfy  a  customer  who 
makes  complaint  of  and  rtiurns  to  us 
a  defective  tool.  Our  most  general  practice 
is  to  divide  the  loss  and  seM  him  a  new  one 
at,  say,  one-half  price.  When  tools  are  war- 
ranted to  us  and  prove  imperfect,  we  find  it 
best  ourselves  to  pocket  the  loss,  since  if  we 
report  to  the  jobbers  of  whom  purcha*;ed,  they 
are  likely  to  send  us  a  new  one,  on  which  the 
express  charges  are  apt  to  exceed  the  value. 
We  endeavor  to  buy  the  best  medium  quality 
tools  to  be  had,  and  to  give  good  value  lor 
the  money.  In  these  days,  when  the  rule  is 
for  each  jobber  to  have  his  private  b  ands,  we 
cannot  tell  what  make  of  goods  we  are  buy- 
ing; so  we  prefer  manufacturers  brands. 

Hall  &  Barr. 

Oovemed  by  Individual  Cases 

We  have  no  set  rules,  but  are  govenied  by 
each  individual  case.  If  it  is  a  good,  re- 
liable party  and  good  customer,  we  always  re- 
place without  a  word — and,  by  the  way,  there 
are  very  few  of  this  kind  who  briii^  thcui 
back  for  replacement.    With  others,  wv  soip^- 
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times  take  the  tool  and  submit  the  matter  to 
the  traveling  salesmen,  who  we  find  are  al- 
ways ready  to  give  the  customer  the  benefit  of 
the  doubt,  if  there  is  any. 

We  think  unless  a  tool  has  been  wantonly 
ruined,  it  is  better  to  replace  cheerfully  than 
to  run  the  risk  of  losing  a  customer.  There 
is  no  advertisement  as  good  for  a  store  as  sat- 
isfied customers. 

W.  D.  AcuFF  &  Co. 
Hake  Eeplacements  Though  Often  TTnjust 

Followmg  an  established  rule  that  every  sale 
and  every  transaction  with  a  customer 
must  be  satisfactory  to  that  customer,  even  at 
a  loss  to  ourselves,  we  guarantee  edged  tools. 
We  make  such  replacements  as  pleasantly  as 
possible,  even  though  they  are  oftentimes  un- 
just. The  small  number  of  tools  replaced  fig- 
ures very  little  with  the  extra  trade  that  a 
satisfied  customer  brings. 

CoRDELE  Hardware  G)., 
F.  L.  Bartholomew,  Manager. 

Stopped  Warranting  Goods 

As  to  replacement  of  edge  tools,,  several 
years  since  we  stopped  warranting  any 
goods,  saying  "that  if  the  manufacturers  did 
not  make  good  goods,  they  could  not  sell 
them."  We  preferred  to  lose  the  sale  rather 
than  to  warrant.  However,  when  they  were 
returned  and  a  flaw  or  fire  crack  plainly 
showed,  we  replaced  them  without  question. 
We  do  not  believe  in  warranting  edge  tools,  as 
they  are  used  under  so  many  different  condi- 
tions. A.  H.  Fogg  Co. 
Eeplacing  Causes  Annoyance 

The  replacement  of  edge  tools  certainly  gives 
the  retailer  and  the  jobber  much  annoy- 
ance. In  a  great  many  instances  where  edge 
tools  are  guaranteed  the  party  purchasing  the 
tools  will  try  and  see  what  the  tool  will  stand 
without  breaking.  1  remember  hearing  of  a 
sale  that  occurred  in  our  city  some  time  ago, 
where  a  party  wanted  a  guaranteed  axe.  The 
salesman  told  him  they  had  quit  guaranteeing 
axes,  as  they  had  had  too  much  trouble  with 
them.  He  went  to  their  competitor  and  bought 
an  axe,  guaranteed.  He  then  came  back  where 
he  first  tried  to  buy  the  axe,  and  told  the 
salesman  he  had  bought  one  at  the  store  where 
the  axes  were  guaranteed ;  that  he  was  going 
home  and  give  the  axe  a  hard  test.  In  other 
words,  he  was  going  to  stave  the  axe  into  all 
sorts  of  hard  knots,  and  very  likely  he  would 
end  up  on  a  flint  rock.  No  doubt  if  he  suc- 
ceeded in  breaking  the  axe  he  would  come 
back  with  the  old  story  on  cutting  in  white 
pine.  When  we  have  a  tool  brought  back  on 
us  we  try  to  judge  whether  the  tool  has  been 
abused  or  not.  and  then  try  to  be  fair  both 
with  the  customer  and  manufacturer.  How- 
ever, w,e  try  to  guarantee  as  few  tools  as 
possible,  but  make  it  a  rule  to  not  let  a  cus- 
tomer go  out  of  the  house  dissatisfied,  if  he  is 
a  reasonable  man.  S.  W.  Davidson. 


Do  Not  Warrant  if  It  Can  be  Avoided 

We  used  to  warrant  many  tools  such  as 
ax?s,  etc.,  but  found  that  some  would 
abuse  the  privilege  and  even  return  nearly 
worn  out  axes,  scythes,  etc.,  and  after  ex- 
changing for  new,  would  sell  the  new  ones. 
Since  1904,  our  policy  is:  Not  to  mention 
"warrant"  on  anything,  if  we  can  avoid  it, 
and  in  case  anything,  which  was  sold  as  good 
quality,  comes  back  plainly  showing  any  flaw 
or  other  defect,  we  invariably  make  it  good 
to  the  customer.  By  this  plan,  we  are  in  po- 
sition to  refuse  to  replace  a  tool  which  shows 
abuse  or  considerable  wear.  We  have  had 
much  less  trouble  on  account  of  goods  com- 
ing back  than  when  we  used  to  warrant  all  the 
first  quality  goods.  Under  our  present  plan, 
practically  the  entire  expense  of  goods  re- 
placed comes  on  us,  but  we  think  that  satis- 
fying all  reasonable  customers  offsets  this  ex- 
pense. 

E.  A.  Weatherbee  Co.. 

E.  A.  Weatherbee. 

Different  Breaks  Have  Different  Canses 

We  have  read  the  articles  by  both  the  mani- 
fac'urers  and  jobbers  in  the  Hardware 
Dealers'  Magazine  concerning  the  replacement 
of  edge   tools.     It  has  been   our  custom  for 
some  time  to  carr>'  a  guaranteed  line  of  edgt 
tools,  but  make  it  a  practice  to  be  very  care- 
ful to  whom  we  make  a  iguarantee,  as  we  find 
that  a  great  many  people  impose  upon  a  guar- 
antee.    In  case  of  a  complaint,  which  we  are 
proud  to  say  are  very  few,  we  always  make 
a    satisfactory   adjustment   and   seldom   make 
complaint   to   house    purchased     from.      Our 
greatest    trouble    has    been    on    axes,    and   in 
making  a   sale  of  this  kind  are  very  careful 
to  explain  to  a  customer  that  different  kinds 
of  breaks   have   different   causes.     Under  no  • 
circumstances  will  we  replace  an  axe  with  a 
circular  break,  as  this  is  caused  by  the  temper 
and  not   from  a   flaw.     We  believe   that  im- 
proper   grinding    is    responsible    for    a   great 
deal  of  the  trouble.     Our  trade  is  pretty  well 
educated  along  this  line.    We  believe  in  carr>'- 
ing  a   high-class   of  edge  tools,   but   do  not 
think   that   promiscuous   guaranteeing   is  best 
for  all  concerned. 

Dealer  and  Haker    Ereqnenfly    Imposed 
TTpon 

The  replacement  of  edge  tools  certainly 
v?ives  u^  much  trouble.  Not  that  the 
manufacturers  are  not  very  liberal,  but  be- 
cause we  think  that  both  they  and  ourselves 
are  often  imposed  upon.  It  often  happens^ 
that  a  pair  of  -shears  is  returned  to  us  with 
the  handle  broken  off,  and  the  purchaser  will 
dirty  up  the  broken  end  and  claim  they  were 
defective,  when,  if  the  truth  was  known,  they 
had  been  broken  by  throwing  them  at  the  cat 
or  dog.  The  customer  being  a  good  one,  and 
disliking  to  have  them   leave  the  store  in  a 
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bad  humor,  we  replace  them,  knowing  at  the 
time  we  are  being  imposed  upon.  We  would 
be  glad  to  see  the  manufacturers  and  jobbers 
get  together  and  quit  guaranteeing  any  edge 
tools.  This  would  put  the  burden  on  the 
customer,  but  there  is  no  retailer  but  what 
would  make  the  loss  good,  if  the  case  was  a 
just  one. 

Several  years  ago  we  quit  guaranteeing 
axes,  no  matter  whose  make,  unless  we  were 
paid  25  cents  more  on  each  axe,  which  was 
seldom  done,  and  now  we  scarcely  ever  have 
a  complaint.  Before  adopting  this  rule,  it 
was  a  constant  source  of  worry.  Now,,  when 
a  man  buys  an  axe  from  us,  he  knows  that  he 
has  ho  recourse  and  will  take  care  of  it,  in- 
stead of  trying  it  on  a  cold  morning  in  a  rich 
pine  knot. 

Guthrie.  Bradley  &  Jones. 

A  Cnstom  to  Keplace  Tools 

It  has  always  been  uur  custom  to  replace 
these,  when  returned  by  reliable  parlies,  or 
if  showing  flaw.  We  have  always  found  the 
manufacturers  perfectly  willing  to  replace  de- 
fective goods. 

William  Beach  Hardware  Co. 

Eeplacing  E^e  Tools  Poor  Practice 

I  believe  the  practice  of  replacing  or  "mak- 
ing good"  all  edge  tools  that  are  re- 
turned a  very  poor  policy.  I  can  gladly  say 
that  I  have  very  little  of  this  to 'contend  with, 
as  I  take  particular  pains  in  selling  a  cus- 
tomer an  article  of  this  class  to  not  mention 
its  being  a  guaranteed  piece  of  goods,  unless 
asked  pointedly.  Then  I  usually  ask  him 
what  he  wants  me  to  guarantee  the  tool  to  do ; 
he  most  generally  will  ask  if  I  will  replace  it 
with  a  new  one,  provided  it  breaks.  Then 
I  tell  him  the  makers  of  these  goods  only 
warrant  them  as  being  a  perfect  tool,  and  to 
be  made  by  skilled  mechanics.  But  in  case 
the  tool  in  question  shows  a  defect,  such  as  a 
flaw,  or  proves  to  be  of  imperfect  temper,  to 
bring  it  back  before  he  attempts  grinding,  and 
I  will  see  what  can  be  done  for  him.  I  have 
a  very  few  who  come  back  with  a  complaint. 
In  case  they  do,  and  the  tool  shows  a  defect 
of  any  kind,  I  gladly  make  good  without  a 
question  or  argument,  and  report  same  to  my 
jobber  from  whom  I  purchased.  If  no  de- 
fect in  my  judgment  exists,  I  simply  say  to 
him  that  it's  his  own  fault;  that  he  has  mis- 
used the  tool,  which  caused  it  to  be  thus  and 
so  couldn't  think  of  replacing  it,  as  it  would 
mean  a  dead  loss  to  me,  as  the  factory  would 
not  make  good  to  me.  I  have  in  a  few  in- 
stances with  good  customers,  in  order  to  hold 
their  good  will  and  trade,  replaced  tools  which 
were  ruined,  no  doubt,  by  their  own  careless- 
ness. In  cases  of  this  kind  I  neVer  ask  job- 
ber or  maker  to  replace  goods  to  nic.  simply 
stand  the  loss  myself. 

J  NO.   H.  Garden. 


Are  Strict  on  Guarantees 

We  are  becoming  more  and  more  strict  in 
this  matter  and  are  having  very  little 
difficulty  with  our  customers.  On  most  all 
articles  of  this  kind  returned  to  us  we  use  our 
own  judgment  as  to  the  claim,  as  we  believe 
that  many  take  advantage  of  warrants  given 
on  articles  and  intentionally  abuse  the  article 
in  order  that  a  new  one  can  be  procured.  We 
have  given  up  the  idea  of  warranting  axes  of 
any  kind,  as  stories  of  users  were  so  unreliable. 
John  M.\ckev  &  Son. 

Wants  Information  from  Uanofactnrers 

We  have  read  with  inteiest  the  several  arti- 
cles by  manufacturers  referring  to  the  re- 
placement and  grinding  of  tools.  They  all  con- 
demn the  emery  wheel.  We  do  not,  however, 
see  the  carborundum  and  alundum  stones  re- 
ferred to.  We  would  like  very  much  to  hear 
the  opinion  of  some  of  the  manufacturers  of 
edge  tools  as  to  the  advisability  of  the  use  of 
either  of  the  above  stones  for  the  purpose 
mentioned.  Both  kinds  are  growing  in  popu- 
larity for  household  and  shop  use  in  this 
section. 

G.  C.  Bengener  &  Bro. 

Want  Customers  Satisfied 

As  a  rule  we  replace  all  warranted  goods. 
as  we  cannot  be  arbitrary  in  a  guarantee, 
for  it  is  a  broad  question  and  must  be  treated 
in  a  like  manner.  We  alv/ays  try  and  show 
the  customer  if  the  fault  was  with  him,  and 
state  that  it  was  not  with  the  tool  but  the  cus- 
tomer. It  is  quite  a  delicate  matter  to  tell  a 
mechanic  how  to  sharpen  edge  tools  without 
offending  him.  As  a  rule,  he  knows  it  all,  and 
does  not  take  kindly  to  a  dealer's  instruction. 
We  try  and  have  all  customers  leave  our  store 
satisfied,  and  we  always  give  them  the  benefit 
of  the  doubt  rather  than  have  their  enmity. 
S WANTON,  Jameson  Co. 

Should  Satisfy  Customers 

As  to  replacement  of  edge  tools,  we  believe 
in  satisfying  our  customers  by  making 
good  any  defects  without  considering  the  argu- 
ment with  the  manufacturer,  which  sometimes 
follows. 

Ting  &  Dexter  Co. 

Best  Grades  Should  Have  Ouarantee 

It  has  been  our  custom  where  tools  are  war- 
ranted, to  satisfiy  the  customer  even 
though  sometimes  the  complaint  is  not  well 
founded.  Of  course,  in  case  of  gross  abuse  or 
neglect,  we  refuse  to  make  good. 

In  the  case  of  axes,  which  are  frequently 
sold  with  unconditional  guarantee,  we  have  not 
for  several  years  bought  or  sold  the  warranted 
axes  as  our  experience  previously  has  been 
very  unsatisfactory,  the  axes  being  in  many 
cases  abused  and  ground  so  thin  that  they 
could   not   help  breaking,   and   if  anything  of 
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the  kind  wa«  suggested  to  the  customer,  he 
would  at  once  become  angry.  In  the  case  of 
carpenters'  tools,  we  have  very  little  trouble, 
as  we  try  to  keep  the  very  best  quality,  and 
the  majority  of  the  carpenters  here  are  careful 
and  seldom  ask  for  an  improper  exchange. 

We  do  not  believe  there  should  be  any  war- 
rant on  any  except  the  best  quality  of  tools, 
but  do  believe  that  on  all  the  best  grade  there 
should  be  a  good  fair  guarantee  giving  com- 
plete protection  to  the  user,  some  goods  such 
as  axes  and  scythes  should  not  have  any 
guarantee. 

A  New  England  Firm. 

We  Consider  Buying,  Selling  and  Account- 
ing, the  three  most  important  depart- 
ments of  the  business,  and  we  do  not  think 
that  any  of  them  could  be  neglected. 

E.  Bailey  Sons 

Have  Discontiniied  Snarantees 

My  experience  has  been  that  it  is  a  difficult 
matter  to  handle  and  give  satisfaction 
to  all  parties  concerned.  In  former  years  I 
used  to  give  a  warrant  on  all  edge  tools  that  I 
sold  and  I  soon  found  that  the  warrant  was 
far  more  often  abused  than  there  being  any 
fault  of  the  tools.  I  was  continually  in  trouble 
with  both  the  customers  and  the  manufactur- 
ers. For  the  last  few  years  I  have  not  given 
any  warrant  on  edge  tools  at  all.  I  find  that  I 
lose  but  very  few  salcB,  and  it  saves  a  lot  of 
hard  feeling,  bother  an^l  expense.  But  when  a 
tool  is  returned  and  shown  that  it  is  really  de- 
fective I  generally  give  him  the  new  as  well  as 
the  defective  one. 

G.  T.  Greadv. 

Give  Warrants  Without  Strings 

We  have  always  warranted  our  best  grades 
of  tools  and  have  had  very  little  trouble. 
We  do  not  tie  any  strings  to  our  warrant; 
it  is  absolutely  unconditional.  Axes  are  the 
best  tools  to  illustrate  our  methods.  We  tell 
our  customer  the  axe  is  warranted.  If  he 
should  bring  it  back  we  should  give  him  an- 
other, regardless  of  condition  or  circum- 
stances. If  he  brings  the  second  back,  if  in 
our  opinion  he  is  abusing  our  warrant,  we 
give  him  his  money  back,  instead  of  another 
axe.  We  have  done  this  way  for  about  ten 
years,  and  it  has  proved  very  satisfactory. 
We  have  almost  never  paid  our  customer  his 
money  back  and  he  has  been  satisfied  and  so 
have  we.  We  have  it  understood  with  the 
parties  we  buy  of.  When  we  entailed  a  con- 
dition on  our  warrant,  there  was  always 
trouble  and  many  times  the  customer  would 
get  mad  and  we  would  lose  him. 

We  do  not  even  cast  a  suspicious  glance  at 
a  returned  tool ;  simply  take  it  and  give  him 
another  or  his  money.  We  will  not  buy  war- 
ranted goods  on  any  other  terms;  we  explain 
our    nietlio(l>    to    ilu-  parties    we   buy   of,   and 


the^  usually  stand  it.  The  icsl  frictbn  there 
is  m  business,  the  more  agreeable  it  is,  and 
there  is  nothing  in  our  experience  that  will 
cause  so  mueh  friction  as  a  dispute  or  discus- 
sion with  a  customer  over  a  warrant.  I  am 
very  glad  to  give  you  this  word  from  our 
experience,  and  hope  it  may  be  of  use  to 
some  one. 

J.  H.  Steward  &  Son. 

•Manufactnrers  Should  Fomisli  Instmction 
Slips 

Concerning  the  replacemeLt  of  edge  tools, 
would  say  that  my  experience  in  the  sale 
of  edge  tools  is  brief.  I  fully  indorse  the 
manufacturer's  complaint  against  dry  grinding. 
as  it  meets  with  my  experience  in  the  matter. 
The  only  suggestion  that  I  could  make  with 
any  hope  of  success  would  be  that  all  manu- 
facturers of  edge  tools  put  out  printed  shps 
with  each  tool  warning  users  against  do' 
grinding  on  emery  or  old-fashioned  stones, 
and  recommending  the  use  of  an  abundance 
of  water.    This,  1  think,  would  do  good. 

C   P.   Caksoll. 

Experience  Very  Unsatisfactory 

I  have  tried  this  plan  of  selling  from  every 
viewpoint,  and  in  each  instance  have  found 
it  to  be  a  disagreeable  and  unprofitable  method 
of  handling  edge  tools.  I  deem  that  the 
method  of  replacement  would  prove  a  trade- 
winner  for  ed^e  tools  could  you  ever  get  the 
trade  at  large  to  fully  understand  and  appre- 
ciate the  true  meaning  of  the  word  guarantee. 
But  my  experience  has  been  that  it  is  hard 
to  get  the  average  customer  to  fully  under- 
stand the  true  meaning,  We  may  be  perfectly 
plain  with  him,  and  he  may  fully  understand 
at  the  time  of  making  the  purchase,  but  if  the 
tool  sold  should  happen  to  go  bad  from  an> 
cause  whatsoever,  he  feels  that  he  has  not 
had  a  fair  deal  unless  you  replace.  This  often 
results  in  a  dissatisfied  if  not  a  lost  customer. 
Taking  our  past  experience  as  a  rule  by  which 
to  determine,  I  say,  don't  guarantee  edge  tools. 

S.   t.  Taggabt. 

diaries  Here  for  Waizanted  Tools 

I  have  been  selling  edge  tools  for  twenty 
years  and  during  this  whole  time  have 
had  little  replacing  to  do  outside  of  pocket 
knives  and  woodsmen's  axes.  These  two  arti- 
cles have  seemed  to  be  the  bones  of  contention, 
but  there  has  been  little  trouble,  inasmuch  as 
these  goods  have  been  sold  under  the  same 
warrant  as  bought  and  I  consider  it  simply  a 
matter  of  agreement.  Manufacturers  must  fig- 
ure cost,  taking  into  consideration  the  percent- 
age of  goods  returned,  charging  enough  to 
cover  this  item,  and  no  doubt  they  do.  I  ha.ve 
sold  axes  for  a  certain  price  without  a  warrant 
and  the  same  or  similar  ones  with  a  warrant 
cliarging  a  higher  price  in  the  latter  instance. 
An  unconditionally  warranted  tool  costs  and 
retails  for  about  50  per  cent,  more  than  one 
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Witli  no  warrant,  or  just  a  recommendation. 
The  matter  seems  to  amount  to  about  this :  No 
warrant,  with  nominal  price,  or  fully  war- 
ranted and  get  pay  accordingly.  In  regard  to 
grinding  there  is  not  one  man  in  ten  who 
knows  how  to  grind  a  tool  properly,  but  it  will 
not  do  to  tell  the  other  nine  that. 

H.  E.  Messer. 
Give  Lron-Clad  Guarantee 

I  have  read  the  articles  hi  the  May  num- 
ber of  the  Hardware  Dealers'  Maga- 
zine on  the  replacement  of  edge  tools.  I 
notice  that  the  manufacturer  almost  invariably 
lays  the  cause  of  defective  edge  tools  to  the 
mechanic's  attempting  to  grind  and  sharpen 
them.  We  sell  large  quantities  of  edge  tools, 
and  we  give  an  iron-clad  guarantee  on  them, 
and  if  they  are  not  as  guaranteed,  we  make 
good.  When  a  customer  brings  back  a  war- 
ranted article  in  this  line,  we  usually  hand  • 
him  another  article  without  any  comment.  If 
we  were  to  stand  up  and  argue  with  our  cus- 
tomers, and  blame  them  for  over-sharpening 
or  over-grinding,  we  would  antagonize  both 
him  and  his  friends.  As  a  retailer,  we  are 
sometimes  compelled  to  put  up  with  some 
little  abuse  of  edged  tools,  and  we  are  aware 
that  a  customer  has  misused  an  article,  but 
we  cannot  afford  to  argue  with  him.  It  is 
cheaper  for  us  to  hand  him  another  article  in 
the  place  of  the  one  returned.  This  practice 
holds  good  in  plane  irons,  drawing  knives, 
broad  hatchets,  pocket  knives,  butcher  knives, 
razors,  shears,  scissors,  etc.  The  goods  re- 
turned to  us  during  the  year  amount  to  a  very 
small  percentage  of  our  sales,  and  two  or 
three  times  during  the  year  we  return  the  de- 
fective goods  to  the  jobbers  or  manufacturer 
from  whom  we  buy,  receiving  in  their  stead 
either  new  £roods  or  a  credit  memorandum  to 
cover. 

In  the  item  of  axes,  we  guarantee  them  on 
our  own  accord,  and  whenever  one  is  re- 
turned, we  replace  with  a  new  one,  taking  the 
old  axe  to  the  blacksmith  to  be  drawn  out  and 
re-tempered.  We  then  sell  the  returned  axe 
at  a  slight  reduction,  thereby  coming  out  just 
about  even.  In  fact,  our  policy  is  to  sell 
everything  in  our  store  on  a  guarantee,  and 
to  make  good  if  not  satisfactory.  We  have 
built  up  a  trade  on  account  of  this  policy,  and 
we  always  make  good  without  any  comment 
or  argument,  even  though  we  sometimes 
know  we  are  being  held  up.  But  we  think 
it  pays  to  do  business  this  way.  We  have 
made  it  pay,  and  there  is  no  doubt  but  that 
others  could  make  it  pay.  But,  we  find  that 
the  majority  of  the  manufacturers  are  very 
arbitrary  about  making  replacements  of  de- 
fective goods  or  defective  parts.  Whenever 
we  run  up  against  a  manufacturer  who  will 
not  make  good,  we  change  our  trading  place. 
We  clean  up  on  his  line  and  can  always  find 
other  lines  just  as  good.  It  is  a  very  good 
thing  that   there   are  both   a   "mother   and  a 


daughter  to  choose  from.'*  In  other  words, 
it's  a  good  thing  that  there  are  several  manu- 
facturers making  lines  of  goods.  We  find  the 
jobbers  more  willing  to  take  back  defective 
goods  than  the  manufacturers,  and  it  must  be 
on  account  of  the  manufacturer  standing  be- 
hind the  jobber.  We  believe  that  if  the  re- 
tailer does  not  make  good  to  his  customers, 
especially  in  the  smaller  cities  and  villages,  he 
will,  sooner  or  later,  have  to  go  out  of  busi- 
ness. John  F.  Duncan. 

Should  See  No  Imposition  Is  Practiced 

I  think  the  only  guarantee  on  edge  tools 
should  be  made  to  cover  defects  in  material 
or  workmanship.  An  injustice  is  frequently 
done  the  manufacturer  by  replacing  a  tool 
that  has  been  mistreated.  I  think  too  much 
latitude  is  allowed  the  retail  merchant  by  the 
jobber  and  manufacturer  in  replacing  tools. 
The  retail  merchant  should  assist  in  every 
way  possible  in  seeing  that  no  imposition  is 
practiced.  Mallory  Davis. 

Not  in  Eavor  of  Eeplacements 

In  looking  over  the  May  issue  of  the  Hard- 
ware Dealers'  Magazine,  in  which  book 
I  take  a  great  interest,  I  noticed  your  article 
on  the  replacement  of  edged  tools.  This  prac- 
tice is  very  often  overdone  by  the  retailer 
without  ever  going  into  details  to  find  where 
the  fault  lies.  During  my  experience,  which 
dates  back  about  twenty  years,  I  have  seen 
this  practice  abused.  I  have  known  parties 
to  buy  a  tool,  use  it,  then  flaw  it  in  order  to 
return  it  as  they  had  no  further  use  for  the 
tool.  In  instances  of  this  kind  they*  take  ad- 
vantage of  the  manufacturer  through  the  re- 
tailer. I  do  not  think  it  a  wise  policy  to  take 
back  or  replace  edged  tools  of  any  kind  with- 
out a  thorough  investigation.  If  I  find  to  my 
satisfaction  that  the  tool  is  at  fault,  I  then 
replace  it,  but  on  the  other  hand,  if  it  is  the 
fault  of  the  user,  then  I  stand  by  the  tool. 
When  selling  edged  tools  or  cutlery  of  first 
grades,  I  always  guarantee  the  goods,  with 
the  distinct  understanding  that  if  the  goods 
prove  defective  and  are  brought  back  to  me 
before  being  ground,  I  will  replace  them,  pro- 
vided it  IS  the  fault  of  the  tool.  I  impress 
this  upon  the  purchaser.  If  all  retail  mer- 
chants would  not  misrepresent  and  try  to  sell 
a  cheap  tool  at  the  price  of  a  good  one,  there 
would  be  less  trouble  in  the  replacement  of 
tools.  J.  J.  Goldman. 


The  man  who  admits  failure  is  a  weakling  be- 
yond measure.  Ever  afterward  he  is  timid,  and 
lacks  that  powerful  confidence  which  results 
from  successful  achievement.  There  is  noth- 
ing that  so  convinces  a  man  of  his  own  infalli- 
bility and  is  such  an  incentive  to  further  effort 
as  seeing  the  success  of  his  work.  Be  enter- 
prising; be  plucky. 
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Saws  Hade  in  Philadelphia 

An  agent  of  the  department  of  commerce 
of  ihe  United  States,  located  in  Solingen, 
Germany,  says  that  he  has  seldom  found  a 
district  where  American  events  are  so  closely 
watched.  There  is  a  natural  reticence  regard- 
ing business  methods,  and  the  impression  is 
given  that  Solingen  does  not  wish  much  in- 
quiry from  the  outside.  The  advent  of  a  new 
American  safety  razor,  for  example,  has  pro- 
duced some  alarm  as  indicating  what  Ameri- 
can manufacturers  are  able  to  do.  He  asked 
one  Solingen  manufacturer  to  indicate  just 
why  it  is  possible  for  Solingen  firms  to  sell 
cutlery  in  America  despite  the  prevailing  duty, 
and  he  replied,  in  effect,  that  it  is  because  the 
methods  at  present  pursued  in  Solingen  make 
it  possible  to  get  the  material  out  at  a  very 
cheap  rate,  and  furthermore  long  experience 
has  taught  Ihe  Solingen  workmen  facility  in 
working  up  the  present  grade  of  metal.  He 
adds: 

*'I  found  in  Solingen  a  firm  which  in  pre- 
vious years  has  enjoyed  a  most  enviable  repu- 
tation for  its  high  standard  of  saws,  and  yet 
I  was  informed  at  this  establishment  that  its 
German  business  had  been  practically  ruined 
by  an  American  saw  made  at  Philadelphia.  In 
fact,  the  statement  was  made  that  the  business 
of  the  Solingen  firm  is  restricted  to  those  dis- 
tricts which  have  not  been  reached  hy  the 
American  saw  representatives.  My  informa- 
tion is  to  the  effect  that  the  American  saw  is 
bringing  a  higher  price  than  the  German  saw, 
and  that  its  success  here  is  due  to  its  superior 
quality.  Here  is  a  curious  situation — German 
cutlery  firms  sending  their  entire  output  to 
America  despite  our  tariff,  and  a  Solingen 
saw  house  being  practically  forced  out  of 
business  by  the  advent  of  a  high-grade,  higher- 
priced  saw  made  at  Philadelphia." 

Catalogues  in  the  Corner 

Edward  J.  Norton,  an  American  in 
Asuncion,  Paraguay,  in  writing  of  the 
possibilities  of  trade  in  that  country,  says 
that  the  American  export  sales  agencies  are 
working  in  part  or  wholly  through  the  mails. 
This  is  one  of  their  weak  points,  and  a 
method  hardly  more  efficient  in  securing  new 
business  than  the  efforts  previously  put  forth 
by  the  manufacturers  whom  they  now  repre- 
sent. The  agencies  may  translate  catalogues 
and  conduct  a  correspondence  with  a  for- 
eign customer  in  his  own  language,  but  even 
this  will  prove  to  be  of  little  actual  value. 
Tons  of  catalogues  come  annually  to 
countries  as  small  and  isolated  as  Paraguay, 
and  it  is  rather  discouraging  to  note  the  indif- 
ference with  which  they  are  regarded.  He  has 
seen  heaps  of  them  lying  in  the  corners  of 
many  offices,  covered  with  dust  and  with  their 
wrappers   still  unbroken. 

"The  man  on  the  spot  is  the  man  who  de- 
velops trade,"  he  adds,  "and  the  export  sales 


agencies,  or  the  manufacturer  who  works  out 
his  own  export  problem,  must  have  a  repre- 
sentative, traveling  or  resident,  before  much 
headway  will  be  made  in  the  building  up  or 
extension  of  foreign  business.  This  method 
is  expensive,  but  it  brings  results. 

"In  sending  out  representatives  the  territory 
nearest  home  should  be  canvassed  first.  There 
is  plenty  of  it.  Mexico  is  a  good  field,  and 
a  big  one.  The  trade  of  Cuba,  Jamaica,  the 
Central  American  Republics,  Panama,  and  Co- 
lombia shows  an  ever-increasing  demand  for 
American  goods,  and  in  some  of  these 
countries  the  American  traveling  salesman  is 
rarely  seen." 

Buying  Their  Hardware 

A  young  married  couple  were  in  a  store,  buy- 
ing Hardware  for  the  new  house  they 
were  building.  The  father  of  the  wife  accom- 
panied them.  The  husband  was  debating  the 
question  of  cost  between  two  grades. 

"Give  her  the  best,"  said  the  father-in-law. 
"You  will  never  regret  it." 

"Because  it  will  make  her  happier  to  have 
her  own  way?"  asked  the  younger  man. 

"Well,  that  is  a  good  reason,"  the  old  man 
responded,  "but  it  is  -not  the  only  one  by  any 
means. 

"When  you  are  making  a  purchase  of  this 
sort,  remember  one  thing.  You  will  have  to 
pay  the  money  out  but  once.  In  a  week  you 
will  have  forgotten  it. 

"But  the  thing  which  the  money  buys  may 
be  under  your  daily  inspection  for  years.  If 
it  is  cheap,  incomplete  or  not  up  to  its  en- 
vironment you  will  have  a  disturbed  or  re- 
sentful feeling  every  time  you  see  it.  So  I 
advise  you  not  to  save  a  little  money  now  at 
a  cost  to  your  future  peace  of  mind  or  setise 
of  fitting  proportion.  Your  wife  is  looking 
at  the  future,  and  you  at  a  few  paltry  dollars. 
Give  in,  my  boy;  give  in." 

The  Tariff  Postponed 

The  Hon.  Sereno  E.  Payne,  chairman  of  the 
Committee  on  Ways  and  Means  in  the 
National  Congress,  declares  that  there  will  be 
no  immediate  revision  of  the  tariff. 

"There  will  be  no  hearings  on  the  tariff  until 
after  elections,"  said  Mr.  Payne.  "And  when 
we  do  take  up  the  matter  in  committee  the 
final  result  will  still  be  a  protective  tariff.  The 
country  is  recovering  now  from  a  panic  and 
has  the  excitement  of  pending  elections  to  cope 
with."  In  the  Senate  Senator  Aldrich  has  re- 
ported from  the  Committee  on  Finance  a  reso- 
lution authorizing  the  committee  to  secure 
expert  assistance  in  pursuing  tariff  investiga- 
tions, and  it  was  adopted  without  debate. 

The  resolution  is  proposed  to  make  unneces- 
sary the  appointment  of  a  tariff  commission, 
and  the  purpose  of  it  is  to  prepare  the  way  for 
general  tariff  legislation  at  the  next  session  of 
Congress. 
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THE  JUNE  HARDWARE  CONVENTIONS 


The  eighteenth  annual  convention  of  the 
Southern  Hardware  Jobbers'  Associa- 
tion, in  connection  with  the  semi-annual  meet- 
ing of  the  American  Hardware  Manufactur- 
ers' Association,  will  be  held  at  the  Arlington 
Hotel,  Hot  Springs,  Ark.,  on  June  9,  10  and 
11.  Although  this  place  of  much  social  repute 
may  seem  to  be  a  long  distance  from  New 
England  and  other  portions  of  the  North,  the 
hospitality  of  the  southern  jobbers,  and  the 
most  excellent  programmes  that  have  been 
prepared  by  both  conventions,  will  certainly 
form  an  attractive  combination  which  few 
northern  manufacturers  and  their  friends  can 
resist. 

The  first  meeting  will  be  held  on  Tuesday  at 
10  o'clock,  and  will  be  in  charge  of  the  jobbers, 
who  extend  to  the  manufacturers,  their  repre- 
sentatives and  ladies  a  most  cordial  invitation. 
The  meeting  willjt)e  called  to  order  by  Presi- 
dent John  Donnan,  after  which  prayer  will  be 
offiered  by  Rev.  W.  T.  Amis,  pastor  of  the 
First  Baptist  Church,  Hot  Springs.  "America" 
will  then  be  sung,  after  which  President  Don- 
nan  will  deliver  an  address  of  welcome.  An 
address  of  welcome  to  the  State  of  Arkansas 
will  then  be  delivered  by  Governor  X.  O.  Pin- 
dall,  followed  by  a  welcome  to  Hot  Springs  by 
Hon.  M.  H.  Jodd,  mayor  of  that  city. 

The  first  subject  taken  up  for  discussion  will 
be  **The  Recent  Panic,  Its  Causes  and  Reme- 
dies." The  opening  address  on  this  theme  will 
be  made  by  James  D.  Moore,  of  the  Moore  & 
Handley  Hardware  Co.,  Birmingham,  Ala., 
who  will  be  followed  by  some  member  of  the 
American  Hardware  Manufacturers*  Associa- 
tion, and  by  other  members  of  both  organiza- 
tions. The  remaining  business  of  the  morning 
will  consist  of  a  report  of  the  reception  com- 
mittee, appointment  of  special  committees,  in- 
troductions of  new  members,  visitors  and 
guests,  and  an  informal  reception  to  the  manu- 
facturers, jobbers  and  other  representatives. 

The  afternoon  session  of  the  jobbers  will  be 
held  at  2.30,  and  will  be  opened  to  members  of 
the  association  only.  The  annual  reports  of 
the  president,  secretary-treasurer  will  be  fol- 
lowed by  those  of  the  committees  on  trans- 
portation, press,  grievances,  manufacturers, 
machines,  supplies,  metals,  axes,  galvanized 
ware,  game  traps,  ammunition  and  of  the  ex- 
ecutive committee,  the  latter  read  by  O.  B. 
Barker,  of  Lynchburg,  Va.  These  reports  will 
be  followed  by  the  appointent  of  special  com- 
mittees, question  box  and  miscellaneous  busi- 
ness. The  entertainment  features  of  the  sev- 
eral evenings  are  to  be  announced. 

The  morning  and  afternoon  sessions  of 
Wednesday  and  ITiursday  will  be  as  follows : 

MORNING  SESSION,  WEDNESDAY. 

Executive — For  jobbers  only.  "Importance 
^ni  benefits  of  Local  Associations/'  Harvey 


L.  Anderson,  Anderson  Hardware  Co.,  Atlan- 
ta, Ga.  "Why  Should  Not  the  Southern 
Hardware  Jobbers*  Association  Have  the  Un- 
qualified Support  of  Every  Eligible  Hardware 
Jobber  in  the  South?"  Hugh  Fox,  Fox  Bros. 
Hardware  Co.,  Pine  Bluff,  Ark.  'How  Shall 
We  Increase  the  Profits  on  Our  Staple  and 
Seasonable  Goods?"  H.  Young,  Southern 
Hardware  and  Supply  Co.,  Mobile,  Ala. 

AFTERNOON    SESSION,    WEDNESDAY. 

Joint  session  of  jobbers,  manufacturers  and 
their  representatives,  the  Southern  Hardware 
Jobbers'  Association  being  the  guests  of  the 
American  Hardware  Manufacturers'  Associa- 
tion.— Meeting  called  to  order  promptly  at 
2.30  by  C.  W.  Asbury,  president  American 
Hardware  Manufacturers'  Association.  "Is 
the  Policy  of  Protection  in  Its  Broadest  Sense, 
as  Viewed  by  the  Business  Man,  Detrimental 
or  Advantageous  to  the  Allied  Hardware  In- 
terests of  the  Country?"  The  subject  to  be 
opened  by  a  manufacturer  and  to  be  followed 
by  a  jobber.  W.  W.  Webber,  Webber- Ayres 
Hardware  Co.,  Fort  Smith,  Ark;  general  dis- 
cussion by  both  manufacturers  and  jobbers. 
"Should  Not  Associated  Manufacturers  Who  . 
Control  Prices,  Protect  the  Jobber  Against  De- 
cline on  Stocks  on  Hand?"  W.  F.  Stephenson, 
Barnes  &  Miller  Hardware  Co.,  Memphis, 
Tenn. ;  R.  F.  Bell,  Wm.  Henry  &  R.  E.  Bell 
Hardware  Co.,  Fort  Worth,  Tex. ;  general  dis- 
cussion by  both  manufacturers  and  jobbers. 

THURSDAY    SESSION. 

Executive — For  jobbers  only.  Meeting  called 
to  order  promptly  at  10  o'clock.  "The  Com- 
pensation of  Traveling  Men  and  the  Best 
Method  of  Handling  Them,"  J.  Van  Dorkum, 
Fones  Bros.  Hardware  Co.,  Little  Rock,  Ark. 
"What  Is  the  Best  Method  of  Computing 
Profits,  and  the  Arrival  at  the  Cost  of  Doing 
Business?"  General  discussion,  in  which  the 
members  are  urgently  requested  to  take  part. 
"The  Best  Methods  of  Departmentizing  Busi- 
ness and  the  Benefits  to  Be  Derived  There- 
from," S:  Norvell,  Norvell-Shapleigh  Hard- 
ware Co.,  St.  Louis,  Mo.  Miscellaneous  busi- 
ness. Reports  of  special  committees.  Election 
of  officers.  Selection  of  place  for  next  annual 
meeting. 

The  manufacturers  have  not  prepared  an 
elaborate  programme,  as  their  co-operation 
with  the  jobbers  will  keep  them  reasonably 
busy.  They  will  hold  daily  meetings,  but  there 
will  be  no  election  of  officers,  which  occurs  at 
the  annual  meeting  in  the  fall. 

The  reception  committee  appointed  to  act  on 
the  occasion  of  these  gatherings  have  not  yet 
announced  a  programme,  but  from  a  scrutiny 
of  the  names  of  the  gentlemen  making  up  this 
body,  one  can  imagine  that  there  will  be  some- 
thing doing.  Irby  Bennett  is  to  act  as  chsMr- 
man,  with  sixty-seven  associates, 
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No  Cut  b  Hade  in  Steel 

The  unbroken  front  as  to  steel  prices  that 
has  been  held  by  the  United  States  Steel 
Corporation  ever  since  the  financial  troubles 
of  last  fall  is  still  to  be  kept  up.  There  was 
a  recent  meeting  in  New  York  City  of  the 
leading  steel  men  ot  the  country.  Their  senti- 
ments were  crystallized  in  a  brief  statement 
made  public  early  in  the  day  by  Judge  Gary, 
following  the  conference  at  the  Steel  Corpora- 
tion offices  in  the  Empire  building.  This  is 
the  statement: 

"At  the  meeting  to-day  of  representatives  of 
the  principal  manufacturers  of  steel  in  this 
country  the  opinion  was  expressed  by  each  one 
present  that  the  prices  of  steel  are  reasonable 
and  should  not  be  reduced ;  that  reduced  prices 
would  not  increase  purchases,  and  that  most  of 
their  customers  do  not  expect  or  desire  any 
change.  The  opinion  was  unanimous  that  the 
meetings  should  be  discontinued  for  the  sum- 
mer months  unless  the  chairman  should  deem 
it  advisable  to  meet  at  any  time  for  reasons 
which  do  not  now  appear." 

The  Steel  Corporation  has  been  the  back- 
bone of  the  stand  made  by  the  leaders  of  the 
industry,  and  J.  P.  Morgan  sounded  the  key- 
note of  the  policy  adopted  in  a  speech  which 
he  made  last  fall  at  a  dinner  given  to  the 
steel  and  iron  men  by  Judge  Gary,  which  was 
the  beginning  of  the  dinners  which  have  since 
been  held  regularly.  Mr.  Mbrgan  reiterated 
Judge  Gary's  "conservatively  optimistic"  view 
of  the  outlook. 

The  informal  conferences  in  Judge  Gary's 
offices  in  the  Empire  building,  which  preceded 
the  meeting  of  the  committees,  were  attended 
by  representatives  of  the  leading  financial  in- 
terests identified  with  the  steel  industr>'. 
Among  them  were  Henry  C.  Frick,  George  F. 
Baker,  Norman  B.  Ream,  and  George  W.  Per- 
kins. While  the  Street  was  awaiting  news  of 
the  conferences,  a  hopeful  item  of  news  was 
announced  by  Rogers,  Brown  &  Co..  the  lead- 
ing marketers  of  pig  iron  in  the  East,  who 
said  they  had  received  definite  advices  from 
the  Central  West  and  the  Pittsburg  district 
that  orders  have  been  placed  for  about  200,(K)0 
tons  of  northern  and  southern  pig  iron  at 
current  quotations,  a  total  which  would  mate- 
rially stem  the  demoralization  which  ruled 
since  last  fall  in  this  branch  of  the  trade. 

The  Tariff  and  Our  Markets 

Mr.  Beveridge.  United  States  Senator  from 
Indiana,  who  introduced  the  bill  for  the 
establishment  of  a  permanent  tariff  commis- 
sion, when  in  New  York  recently,  expressed 
himself  on  the  subject  as  follows:  **lt  is  the 
business  men  who  must  do  business  under  the 
tariff  and  not  the  politicians,  and  therefore 
you  want  a  business  man's  tariff  and  not  a 
politician's  tariff. 

"You  want  a  scientific  tariff,  just  to  all  in- 
terests and  to  all  men,  and  not  a  log-rolling 


tariff  that  does  injustice  to  some  interests  in 
order  to  do  more  than  justice  to  other  inter- 
ests. You  want  a  tariff  which  will  open  the 
doors  of  foreign  markets  to  your  products. 
Above  all,  you  want  a  tariff  based  on  facts 
and  not  on  suppositions. 

"The  ascertainments  of  the  facts  is  the 
method  employed  by  our  courts  of  equity.  It 
is  the  method  employed  by  Congress  in  every 
other  subject  except  the  tariff,  but  when  we 
insisted  that  experts  should  also  find  out  the 
facts  with  reference  to  the  tariff,  we  were  met 
with  the  statement  that  the  tariff  was  forbid- 
den ground  which  experts  must  not  invade. 

"But  the  world  moves,  even  in  the  question 
of  the  tariff,  and  after  all  we  ar€  going  to 
have  experts  find  out  the  facts  on  this  great- 
est of  economic  and  business  questions,  and 
then  build  our  tariff  according  to  these  facts. 
The  man  who  does  not  want  experts  to  find 
out  the  facts  docs  not  want  the  facts  found 
out. 

"When  our  next  tariff  is  made  we  shall  at 
least  have  a  maximum  and  minimum  tariff — 
a  tariff  not  only  for  protection,  but  also  a 
tariff  for  trade;  a  tariff  which  will  not  only 
preserve  our  home  market,  but  which  will  open 
foreign  markets." 

He  Operates  in  Haidware 

Iron  companies,  machine  manufacturers. 
Hardware  dealers,  etc.,  are  cautioned  by  a 
number  of  victims  against  transacting  business 
with  a  party  who  is  at  the  present  floating 
worthless  checks.  His  methods  of  operating 
are  first  to  write  to  a  certain  concern  for  a 
catalogue,  from  an  address  in  almost  any  part 
of  the  country.  Later  he  calls  upon  such  firm 
with  said  catalt)gue  and  certain  articles  marked, 
asking  to  see  these  goods,  and  places  an  order 
for  same,  giving  a  fictitious  address.  He  then 
asks  if  a  deposit  is  desired  on  the  transaction, 
and  fills  out  a  blank  check  in  sums  ranging 
from  $200  to  $1,500.  Sometimes  he  gives  a 
large  check,  which  is  given  in  part  payment, 
and  asks  for  a  certain  amount,  probably  one- 
third  or  less,  to  be  giv?n  him  in  cash  for 
necessary  expenses,  as  he  has  no  one  in  the 
vicinity  who  can  identify  him  in  order  to  have 
a  check  cashed.  A  number  of  names  have 
been  used  on  these  checks. 

Any  information  relative  to  the  operations 
of  this  party  may  be  referred  to  the  American 
Bankers'  Association  or  their  agents.  Pinker- 
ton's  National  Detective  Agency,  will  receive 
prompt  attention. 

A  Treaty  With  Japan 

The  United  States  Senate  has  ratified  two 
treaties  with  Japan  for  the  protection  of 
American  trade-marks,  patents  and  copyrights 
in  Manchuria  and  Korea,  and  of  Japanese 
trade-marks,  patents  and  copyrights  in  the 
United  States.  The  treaties  were  signed  at 
the  State  Department  by  Assistant  Secretar>' 
of  State  Bacon  and  Ambassador  Takahira. 
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SYSTEM  ESSENTIAL  TO  SUCCESS 

Factors  of  Sound  Business  Methods  and  Thorough 
Knowledge  of  Details  Requisite  to  Success — How 
These  Important  Business  Requirements  Are  Best 
Utilized  as  Shown  by  the  Methods  of  a  Leading 
Hardware  Jobber. 

By  G.  A.  Johnson. 
Organizer  and  Instructor  of  Practical  Business  Methods. 


Having  made  a  specialty  for  some  time  of 
installing  business  routines  in  the  more 
prominent  jobbing  Hardware  houses  of  this 
country,  it  became  my  pleasure  a  few  weeks 
ago  to  connect  myself  with  the  progressive 
firm  of  the  Bostwick-Braun  Co.,  of  Toledo, 
Ohio,  with  a  view  of  improving  their  business 


legitimate  profits,  form  the  only  proper  foun- 
dation for  mutual  confidence  and  success. 

It  is  with  a  view  of  still  further  increasiitg 
its  popularity  with  the  trade  that  this  firm 
never  ceases  its  efforts  of  improving  the  serv- 
ice and  adding  to  its  operating  facilities, 
knowing  that  money  expended  in  this  direction 


An  Aisle  in  the  Main  Office. 


system,  as  well  as  organizing  their  operating 
departments  in  their  new  building  into  which 
they  recently  moved.  This  firm,  like  so  many 
others  nowadays,  wisely  recognizes  the  impor- 
tance of  giving  good  service  to  its  customers, 
and  it  fully  realizes  that  the  patronage  of  the 
up-to-date  Hardware  dealer  is  not  acquired 
and  maintained  by  price  cutting  alone,  which 
even  in  these  enlightened  days  is  so  errone- 
ously practised  by  some  jobbers,  but  that,  on 
the  contrary,  the  conscientious  and  faithful 
appreciation  of  its  obligations  to  its  customers, 
coupled  with  as  low  prices  as  consistent  with 


will  bring  larger  returns  than  any  other  in 
vestment  it  might  make.  The  tendency  of  to- 
day is  to  go  forward,  and  the  man  or  firm  who 
does  not  follow  the  march  of  progress,  is 
losing  ground  every  day,  even  though  they 
may  not  be  aware  thereof.  It  is  impossible  to 
stand  still ;  one  must  either  go  forward  or  in 
the  opposite  direction.  Opportunities  are 
found  everywhere,  but  it  is  up  to  the  individ- 
uals to  prudently  avail  themselves  thereof. 
Ultra-conservatism  is  just  as  detrimental  to 
business  as  the  reckless  plunging  is  disastrous 
to  its  permanent  success.     It  is  the  happy  me- 
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structed  alongside  the  building,  where  also 
enters  a  private  spur-track  accommodating 
eight  freight  cars  under  the  very  roof  thereof. 
When  to  this  combination  of  shipping  facili- 
ties is  added  the  fact  that  nearly  all  the  rail- 
road freight  sheds  are  located  within  a  radius 
of  three  blocks  of  the  store,  is  it  then  to  be 
wondered  that  the  Bostwick-Braun  Co.  are 
able  to  give  such  excellent  and  prompt  service  ? 
The  building  itself  is  quite  an  attraction,  be- 
ing eight  stories  high,  containing  330,000 
square  feet  of  floor  space,  and  being  construct- 
ed of  reinforced  concrete  without  a  single 
floor  beam,  and  adorned  with  beautiful  large 
plate  glass  windows  along  the  entire  first  floor. 


ders,  wire  netting,  wooden  and  willow  ware, 
etc.,  were  placed  on  the  two  top  floors,  and  no 
goods  on  these  floors  are  gotten  out  by  order 
clerks,  the  filling  of  orders  being  done  by  the 
floor  stock  men  by  means  of  transfer  slips. 

On  the  sixth  floor  of  the  building  are  located 
such  goods  as  shovels,  steel  goods  and  numer- 
ous kindred  lines,  all  of  which  are  handled  by 
the  stock  men  on  that  floor.  The  filling  of 
orders  is  done  in  a  similar  manner  to  the  sys- 
tem used  on  the  floors  above. 

The  fourth  and  fifth  floors  contain  open 
stock,  which  is  stored  in.  long  uniform  rows 
of  shelving,  occupying  nearly  the  entire  floor 
space,  and  all  goods  on  these  floors  are  gotten 


Cutlery  and  Sporting  Goods  Department. 


It  is  so  well  fireproofed  with  concrete  floors 
and  staircases  enclosed  with  terra  cotta  fire- 
proof walls,  that  the  insurance  rate  is  said  to 
be  the  lowest  in  the  State  of  Ohio.  This  new 
home  is  equipped  with  a  sprinkler  system  and 
an  artesian  well,  and  has  four  freight  and  one 
passenger  elevator,  the  former  being  located  in 
the  center  of  the  building  with  openings  two 
ways  to  facilitate  loading  and  unloading  with- 
out congestion  on  the  landings.  In  addition  to 
this  there  are  two  steel  conveyor  chutes  for 
lowering  goods  from  one  floor  to  another. 

In  arranging  the  stock  much  consideration 
was  given  to  the  practical  handling  of  all  lines, 
and  particularly  to  the  filling  of  orders.  For 
that  reason  all  bulky  goods,  such  as  steplad- 


out  by  the  order  clerks  who  assemble  the  items 
in  the  packing  room  on  the  third  floor. 

In  addition  to  the  packing  room  there  are 
also  stored  on  the  third  floor  such  heavy  goods 
as  bolts,  screws,  rivets,  etc.,  for  the  conveni- 
ence of  the  order  clerks,  the  idea  being  to  con- 
centrate as  many  heavy  goods  as  possible  on 
the  packing  room  floor. 

By  this  arrangement  order  clerks  operate 
only  on  three  floors  in  the  building,  whereas 
the  orders  on  all  the  other  floors  are  being 
filled  by  the  floor  squads  through  transfer  slips. 

The  packing  room  is  especially  commodious, 
the  aisles  between  the  packing  tables  being  8 
feet  wide,  so  there  is  never  any  confusion 
or  crowding.    The  packers  have  ample  room 
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in  which  to  do  their  work  and  the  order  clerks 
are  not  in  any  way  inconvenienced  by  narrow 
aisles  such  as  I  have  noticed  in  many  packing 
rooms.  The  goods  are  laid  out  on  tables  4 
feet  wide,  divided  into  sections,  each  one  num- 
bered to  assist  in  quickly  locating  the  orders. 

A  conveyor  chute  connects  the  packing  room 
with  the  shipping  floor  carrying  all  packing 
cases  to  the  latter  place  without  the  use  of  ele- 
vators, which  system  is  both  economical  and 
time  saving. 

On  the  third  floor  is  also  found  the  cutlery 
and  sporting  goods  room,  as  well  as  the  main 
office,  which  will  be  described  later  on. 

On  the  second  floor,  which  does  not  extend 


summer  days.  In  addition  to  this,  they  also 
have  a  smoking  room,  where  the  men  may 
enjoy  themselves  after  the  noon-day  meals, 
which  generally  are  taken  in  the  lunch  room 
on  the  same  floor. 

The  dressing  rooms  are  large  and  airy  and 
each  employe  has  his  own  steel  locker  to  which 
he  carries  a  key. 

Another  modern  feature  of  this  place  is  the 
ventilating  plant,  also  located  on  the  second 
floor,  which  circulates  fresh  air  throughout  the 
office. 

On  the  first  floor  we  find  the  sliippin^  and 
receiving  rooms  and  a  very  large  iron  depart- 
ment, the  firm  handling  this  latter  commodity 


The  Shipping  Room. 


over  the  whole  building,  a  portion  thereof  be- 
ing occupied  by  the  iron  department  which 
runs  through  from  first  to  third  floor,  are  lo- 
cated the  sample  rooms,  the  most  beautiful  one 
being  the  builders'  Hardware  room,  with  its 
elaborate  paneled  walls,  and  provided  with  the 
most  modern  display  cabinets  made  from  spe- 
cial design.  The  furniture  and  rugs  in  this 
room  are  exquisite.  The  remainder  of  this 
floor  is  occupied  by  lunch  and  rest  rooms  for 
men  and  women  employes,  lavatories,  printing 
and  stationery  rooms. 

This  firm  has  not  lost  sight  of  the  comfort 
of  its  employes,  having  constructed  a  shower 
bath  •  for  their  benefit,  where  they  may  take 
cooling  and  refreshing  baths  during  the  hot 


in  considerable  quantities,  making  a  specialty 
of  factory  and  railway  supply  business.  The 
spur  track  runs  along  the  entire  length  thereof, 
the  whole  side  of  which  can  be  opened  by 
means  of  a  number  of  sliding  doors,  so  that 
cars  can  be  unloaded  at  any  point  along  the 
track.  On  the  outer  side  of  the  spur  track  is 
the  steamer  wharf,  where  most  of  the  heavy- 
freight  shipments  are  received. 

The  cellar  is  utilized  for  the  storage  of  nails, 
horseshoes,  building  paper  and  rope,  an  iron 
chute  connecting  it  with  the  receiving  depart- 
ment above. 

Through  these  excellent  receiving  facilities 
only  a  short  time  is  required  for  unloading  a 
few  carloads  of  nails,  iron  or  any  other  goods 
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received  in  carload  lots.  Very  few  inbound 
goods  are  hauled  by  teams,  as  nearly  all  freight 
is  delivered  by  either  rail  or  water  directly  at 
the  store. 

The  Bostwick-Braun  Co.  have  given  a  great 
deal  of  attention  to  their  shipping  and  receiv- 
ing departments,  and  through  their  equipment 
and  location  they  are  able  to  materially  reduce 
the  usual  current  drayage  expenses. 

The  main  office  is  located  on  the  third  floor 
fronting  an  entire  side  of  the  building,  and  is 
reached  from  the  street  by  means  of  a  mosaic 
stairway  and  a  passenger  elevator. 

The  office  arrangement,  as  reproduced  on 
one  of  these  pages,  shows  a  large  room,  in 
which   are   located    the  desks   of  all   officials, 


almost  solid  glass,  so  artificial  light  is  seldom 
used.  On  the  office  floor  are  also  located  two 
fireproof  vaults,  one  for  the  exclusive  use  of 
the  accounting  department,  and  the  other  for 
the  buyers'  records  and  general  use. 

A  special  feature  of  this  floor  is  a  good- 
sized,  well-lighted  room  set  aside  for  the  trav- 
elers, where  each  traveling  salesman  has  his 
private  desk.  This  room  is  large  enough  to 
accommodate  comfortably  about  fifty  people, 
and  is  used  as  an  assembly  hall  for  general 
meetings,  which  are  frequently  held  for  the 
purpose  of  posting  the  salesmen  as  to  the  spe- 
cial features  and  quality  of  the  goods  that  they 
are  called  upon  to  distribute  througti  their  re- 
spective territories.   Next  door  to  the  assembly 


A  Section  of  the  Packing  Room. 


buyers,  as  well  as  sales  and  bookkeeping  de- 
partments, with  their  clerical  forces.  There 
are  no  partitions  except  the  one  around  the 
accounting  department  which  resembles  very 
much  a  miniature  banking  establishment. 
Every  desk  is  provided  with  two  telephones, 
there  being  two  general  exchanges  in  charge 
of  separate  operators.  A  complete  house  tele- 
phone system  has  been  installed  communicat- 
ing with  every  department  throughout  the  en- 
tire building.  The  office  furniture  is  entirely 
new  and  uniform  to  the  minutest  detail,  being 
made  of  quarter-sawed  oak,  all  other  fixtures 
corresponding.  The  light  and  ventilation  is 
excellent,  one  whole  side  of  the  room  being 


room  is  located  the  directors*  room,  which  is 
artistically  furnished  with  paneled  walls  of 
Circassian  walnut,  and  mosaic  inlaid  floor.  In 
this  room  frequently  meetings  are  held  for 
the  discussion  of  important  matters  and  for 
outlining  the  policies  of  the  firm. 
office  routine. 

Experience  teaches  us  that  modern  system 
and  office  machinery  now  do  what  it  formerly 
took  a  large  number  of  clerks  to  accomplish, 
and  many  labor-saving  devices  are  taking  the 
place  of  the  old  methods  of  invoicing,  account- 
ing and  corresponding. 

No  one  has  realized  this  truth  better  than 
the    Bostwick-Braun   Co.,    who    have    availed 
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themselves  of  every  modern  invention  in  this 
direction,  such  as  a  complete  pneumatic  tube 
system  throughout  the  building,  eliminating 
the  old  unreliable  house  messengers;  the  most 
up-to-date  two-column  adding  machines  doing 
correctly  the  work  of  several  clerks  in  half  the 
time,  and  some  of  the  most  wonderful  calculat- 
ing machines,  which  add,  multiply  and  reduce 
discounts  to  net  prices  all  in  an  instant.  The 
latter  machines  are  operated  by  the  bill  clerks, 
and  it  is  marvelous  to  see  the  perfection  at- 
tained by  them  in  their  work.  The  invoices  are 
figured  and  extended  so  rapidly  and  without  a 
single  error  that  one-  can  hardly  realize  how 
business  can  be  conducted  without  them. 

After  figuring  and  footing  the  invoices  come 
the  ledger  postings  which  are  made  the  follow- 
ing morning  and  daily  balances  are  carried  on 
all  ledgers,  the  exact  status  of  each  account  be- 
ing shown  at  a  glance.  The  charges  are  posted 
from  the  order  sheets  and  are  not  journalized, 
the  proof  sheets  taking  the  place  of  journals. 
By  means  of  all  this  improved  office  machin- 
ery and  a  set  of  competent  clerks  one  of  the 
most  up-to-date  office  routines  is  maintained, 
md  the  trial  balances  which  are  always  struck 
iff  the  first  day  of  each  month  never  fail  to 
prove  up.  '  I 

Since  the  firm  moved  into  its  new  building 
the  confinement  usually  connected  with  book- 
keeping work  is  hardly  felt,  the  spacious  room 
set  aside  for  the  accounting  department  being 
one  of  the  lightest  and  pleasantest  in  the  whole 
building. 

One  other  notable  feature  about  the  main 
office  is  the  abundance  of  space  alloted  to  every 
department.  The  desks  are  not  crowded  to- 
gether, there  being  plenty  of  room  between  all 
of  them.  The  aisles  are  very  spacious,  giving 
a  sort  of  privacy  to  each  department  without 
any  railings  or  partitions  between  them. 

In  the  lower  end  of  the  main  office  con- 
venient to  the  buyers'  department  are  located 
the  files  and  catalogue  cabinets  containing  the 
buyers'  factory  correspondence,  and  all  manu- 
facturers' catalogues  and  price  lists,  which  are 
filed  in  dustproof  cabinets  with  glass  fronts, 
and  are  in  charge  of  a  lady  clerk,  who  attends 
to  the  filing  and  proper  arrangement  of  all 
documents  intrusted  to  her  care. 

The  main  filing  department  is  situated  in  the 
other  end  of  the  same  room  close  to  the  sales 
and  accounting  departments,  the  general  plan 
in  the  arrangemen*  being  to  make  it  handy  and 
convenient  for  each  department  to  transact  its 
business  without  unnecessary  delay.  This  idea 
of  separating  the  buying  and  selling  depart- 
ment's correspondence  is  contrary  to  the  cus- 
tom of  a  great  many  houses,  and  there  arc  no 
doubt  arguments  both  for  and  against  it.  T 
think,  however,  it  is  time-saving,  and  as  ar- 
ranged in  this  particular  case  .  will  work  out 
to  the  greatest  advantage  to  all  departments. 

ORDER    ROUTINE. 

The  work  in  the  order  department  begins  at 


6.30  a.  m.,  standard  time,  which  is  equal  to 
7  o'clock  the  old  sun  time.  As  soon  as  the 
mail  is  opened  the  orders  are  numbered  and 
registered  on  the  official  register.  Which  con- 
tains information  as  to  whether  mail  or  sales- 
men's orders,  time  received  and  shipped,  as 
well  as  the  amounts  of  sales,  which  are  later 
entered  from  the  invoices. 

The  entering  of  the  amount  of  sale  is  done 
to  show  that  the  order  has  been  invoiced,  and 
therefore  acts  as  a  safeguard  against  the  possi- 
bility of  filling  it  without  a  charge  being  made. 

The  numbering  is  done  by  an  automatic  ma- 
chine, the  first  one  or  two  figures  indicating 
the  month,  the  next  two  the  date  and  the  bal- 
ance the  serial  number  of  the  order.  .    . 

The  orders  are  then  placed  on  the  territorial 
sales  manager's  desks  for  their  examination. 
All  prices  are  here  scrutinized  and  any  mis- 
takes made  by  salesmen  in  writing  up  the  or- 
ders are  corrected. 

Articles  not  carried  in  stock  are  designated 
and  the  local  buyer  gets  immediate  action 
thereon,  which  enables  him  to  have  the  outside 
buys  in  the  packing  room  before  the  orders 
are  ready  to  be  packed. 

-•  *  From  the  buyer  the  orders  travel  to  the 
clerks  making  out  the  transfer  slips  for  the 
upper  floors,  and  then  they  go  to  the  packing 
room  register  clerk,  who  enters  them  on  a  du- 
plicate or  packing  room  register  according  to 
order  numbers. 

This  latter  register  contains  a  full  record  of 
every  order  transaction  from  that  time  on  until 
their  completion.  It  gives  the  time  when  the 
order  reached  the  packing  room,  name  of 
order  clerk,  time  when  order  was  taken  and 
returned  by  him,  time  when  checked  as  well  as 
packed  and  finally  the  exact  shipping  time.  By 
means  of  this  register  it  is  an  easy  matter  for 
the  order  superintendent  to  follow  and  locate 
an  order  in  course  of  completion,  and  a  de- 
tailed report  of  all  unfilled  orders  is  submitted 
to  him  every  night.  After  the  orders  arc  regis- 
tered they  pass  through  the  usual  routine  of 
being  filled,  checked  and  packed  when  they  are 
ready  for  the  pricers.  who  in  this  house  are 
not  ordinary  price  clerks  with  little  or  no 
knowledge  of  the  peculiarities  of  the  trade,  but 
the  pricing  is  done  by  the  territorial  managers 
themselves  who  are  personally  acquainted 
with  practically  every  dealer  in  their  ter- 
ritories and  are,  therefore,  much  better 
qualified  for  this  work.  This  system  is 
now  used  in  several  of  the  leading  houses 
throughout  the  country.  I  have,  however, 
^een  some  houses  where  the  sales  managers 
do  not  even  see  the  orders  until  they  have 
been  filled,  shipped  and  invoiced,  which  system 
reminds  me  of  the  old  story  of  lockitig  the 
barn  after  the  horse  is  stolen. 

The  old  way  of  entering  shipping  items  in 
the  margins  of  the  order  sheets  and  afterward 
recopying  them  on  the  shipping  bills  has  been 
discarded,  and    a  new    system  of  using   tbe 
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transfer  slips  as  shipping  bills  has  been  inau- 
gurated. There  are  many  advantages  with  this 
system,  the  principal  ones  being  that  it  does 
away  with  one  copying  and  thus  lessens  the 
chances  for  errors,  and  that  the  records  be- 
come more  complete,  thereby  assisting  the 
shipping  department  very  materially. 

BUYING  AS  AN   ART. 

The  Bostwick-Braun  Co.  has  divided  its  buy- 
ing department  into  several  divisions,  headed 
by  competent  and  experienced  buyers,  who 
have  their  desks  along  the  main  aisle  in  the 
general  office. 

Each  buyer  has  an  office  assistant,  a  stenog- 
rapher and  a  stock  taker,  whose  duty  is  to 
render  monthly  stock  reports  of  every  line  in 
his  department. 

No  buying  is  done  by  guessing  at  the  quanti- 
ties to  be  ordered,  or  by  having  some  stock 
man  make  up  the  order,  which  is  done  in  sev- 
eral places.  The  amount  of  every  article  to  be 
purchased  is  carefully  weighed  and  compared 
with  the  sales  and  purchases  of  the  corre- 
sponding period  of  past  years,  a  record  of  the 
sales  and  purchases  for  several  years  being 
kept  on  every  stock  sheet. 

To  my  great  surprise  I  have  seen  some 
good-sized  concerns  lacking  very  much  in  this 
respect,  preferring  to  take  chances  of  over- 
stocking themselves,  or  of  not  buying  sufficient 
quantities  to  enable  them  to  take  care  of  their 
customers'  demands,  thus  forcing  the  latter  to 
open  accounts  with  competitive  houses  where 
they  may  get  their  wants  supplied.  This  may 
lead  to  the  permanent  loss  of  a  customer  in  all 
lines,  or  at  the  very  best  to  a  t^emporary  one 
in  the  lines  which  they  are  unable  to  fill. 

On  asking  "Why  not  adopt  stockkeeping 
systems?"  the  replies  have  generally  been  that 
the  expense  of  keeping  up  such  records  would 
be  too  high,  and  that  they  could  tell  fairly  well 
without  them  what  they  would  require  for  a 
season's  stock. 

You  can  readily  see  how  short-sighted  such 
an  argument  is.  The  profit  on  lost  sales,  the 
interest  on  overstocks,  and  the  bad  investment 
in  unsalable  goods  would  pay  many  times  over 
for  the  additional  expense  of  keeping  the  neces- 
sary stock  records,  not  to  speak  of  the  moral 
satisfaction  of  being  up-to-date  and  of  having 
a  reputation  of  running  a  modern  establish- 
ment. 

UOW  INVOICES  ARE  CHECKED. 

No  invoices  or  even  packing  lists  are  allowed 
to  get  into  the  hands  of  the  stock  men  when 
checking  in  factory  shipments,  as  it  is  too  easy 
for  a  clerk  to  simply  verify  the  invoices  or 
padcing  lists  without  taking  the  trouble  to  see 
that  all  items  are  in. 

It  may  be  interesting  to  see  how  invoices  are 
handled  by  the  Bostwick-Braun  Co.,  and  we 
will,  therefore,  go  somewhat  into  details. 

The  traffic  manager  sends  a  copy  of  the  bill 
of  lading  to  the  receiving  clerk  and  a  duplicate 
thereof  to  the  stock  man  on  the  floor  to  which 


the  goods  will  be  assigned.  The  former  re- 
ceives and  checks  in  the  shipments  and  dis- 
tributes them  throughout  the  house,  sending 
each  line  of  goods  to  its  proper  floor.  The 
floor  man,  after  having  checked  in  the  consign- 
ment on  his  floor,  makes  up  a  list  of  tlie  con- 
tents or  items,  which  afterward  is  sent  to  the 
department  buyer  to  be  checked  against  the 
invoice.  If  the  list  is  correct  it  is  sent  back 
O.  K.'d  and  the  goods  may  then  be  put  in  the 
shelves,  but  if  incorrect  a  recount  is  demanded. 
Strict  orders  are  issued  that  no  goods  can  be 
put  in  the  bins  or  shelves  before  the  packing 
lists  are  O.  K.'d  by  the  buyers. 

This  system  works  out  very  well,  and  it  is 
without  question  the  most  correct  and  safest 
way  of  checking  invoices.  Another  good  fea- 
ture is  that  the  buyers  will  always  know  when 
the  g6ods  arrive  which  enables  them  to  ex- 
amine an  article  if  they  so  desire.  From  ex* 
perience  in  other  houses  I  believe  that  this 
system  will  appeal  to  a  great  many  department 
buyers. 

The  success  and  productiveness  of  all  busi- 
ness houses  depend  very  largely  upon  the  per- 
sonal make-up  of  the  governing  minds; 
therefore,  when  you  see  an  institution  making 
rapid  strides  toward  prosperity  and  success, 
you  may  look  for  a  broad-minded  leader,  al- 
ways open  for  new  ideas  and  improvements, 
generally  supported  by  an  equally  bright  and 
liberal-minded  corps  of  assistants.  If  you  go 
a  little  further  you  will  also  find  live  and  intel- 
ligent men  in  charge  of  every  department,  be- 
cause the  wise  manager  carefully  selects  his 
subordinates.  Any  firm  organized  on  such  a 
basis  cannot  help  succeeding. 

The  Salemen's  Beqnirement 

At  a  recent  meefng  of  Hardwaremen — ^beg 
pardon,  ironmongers — in  Croydon,.  Eng- 
land, Mr.  Horace  Truss,  of  the  Yale  &  Towne 
Mfg.  Co.,  delivered  an  address  on  "Salesman- 
ship." 

Mt.  Truss  used  as  his  text  the  statement  that 
"It  is  quite  possible  for  a  man  to  be  a  walking 
encyclopedia  so  far  as  technical  knowledge  is 
concerned,  but  at  the  same.time  totally  unable  to 
please  a  customer  in  his  method  of  carrying 
through   the  sale  of  a   pennyworth  of  tacks. 

"There  are  some  retailers,"  the  speaker  con- 
tinued, "who  feel  that  having  stocked  their 
shop  with  goods  there  is  nothing  more  to  do 
but  to  sit  down  and  wait  for  customers.  That 
type  of  man  reminds  me  of  the  Cape  Cod 
storekeeper  who  was  asked  if  he  kept  candles. 
'No,*  said  he,  *I  used  to  keep  them,  but  a  lot  of 
them  city  folk  who  spend  the  summer  here  got 
to  coming  down  to  the  store  so  much  after 
them  that  it  grew  to  be  a  big  bother  to  me, 
and  se  I  don't  keep  candles  any  more.'" 

The  ingredients  for  composing  a  salesman 
were  faithfulness,  industry,  the  power  of 
speech,  tact,  knowledge  of  human  nature  and 
good  common  sense,  seasoned  with  a  compre- 
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hcnsive  acquaintance  with  the  goods  to  be  sold. 
It  nad  been  said  by  some  one  that  "any  fool 
could  sell  a  customer  what  he  wanted,  but  it 
took  a  salesman  to  sell  him  something  he  did 
not  want."  The  best  kind  of  salesman,  how- 
ever, was  the  man  who  found  out  exactly  what 
the  customer  needed,  and  supplied  him  with  it. 
It  was  fatal  to  resort  to  misrepresentations, 
and  in  the  long  run  that  oversmartness  which 
consisted  in  persuading  people  to  buy  what 
they  really  had  no  use  for  was  not  to  be  com- 
mended. A  customer,  once  deceived  by  a  sales- 
man, might  never  enter  the  same  shop  again. 
In  conclusion,  Mr.  Truss  said  that  he  thought 
he  could  not  do  better  than  focus  his  various 
points  in  the  form  of  a  Hardware  salesman's 
creed,  which  might  run  thus: 

"I  believe  in  the  goods  I  am  selling  and  in 
my  afbility  to  get  results. 

"I  believe  that  'honest  goods  can  be  sold  to 
honest  men  by  honest  methods. 

"I  believe  in  working,  not  waiting;  in  laugh- 
ing, not  weeping. 

"I  believe  that  a  man  gets  what  he  goes  after 
and  that  no  man  is  down  until  he  has  lost  all 
faith  in  himself. 

"I  believe  in  to-day  and  in  the  work  I  am 
doing;  in  to-morrow  and  the  work  I  hope  to 
do,  and  in  the  sure  reward  which  the  future 
holds. 

"I  believe  in  courtesy,  in  generosity,  in  good 
cheer,  in  kindness,  in  friendship  and  in  honest 
competition." 

Howling  Disciple  of  Hard  Times 

A  New  York  man  was  standing  bj  the  desk 
of  a  hotel  in  a  large  New  England  town 
when  a  Hardware  traveling  salesman  entered 
and  registered. 

*'Glad  to  see  you.  Bob,"  said  the  clerk. 
"How's  business?" 

"Rotten !  The  worst  ever,"  was  the  response. 
"Nothing  doing ;  nothing  at  all  doing.  Give  me 
a  room." 

The  clerk  placed  a  number  opposite  the  name. 

"No  you  don't,"  said  the  traveler.  "None  of 
your  little  cheap  rooms,  for  me.  I  want  a 
good  one,  on  the  front,  with  a  bath." 

"I  gave  you  this,"  said  the  clerk,  as  he  hast- 
ily substituted  another  figure,  "because  I 
thought  that  if  the  country  was  down  at  the 
heel,  you  would  need  to  economize.  You  gave 
me  a  blue  chill  down  by  back  by  your  remarks, 
and  I  thought  you  would  like  savins;  some 
money  on  expenses." 

"Save  nothing!"  snorted  the  traveler. 
"Things  haven't  got  down  that  far  yet.  You 
bet  Tm  making  money,  and  so  is  the  house. 
But  not  rolling  in  wealth  as  we  did  last  year. 
Business  is  big  yet,  but  not  as  good  as  it  was 
when  everybody  was  piling  all  over  everybody 
else,  to  buy  goods.     Give  me  the  key." 

The  New  York  man,  who  is  an  optimist  by 
nature  and  a  daily,  dispenser  of  sunshine,  took 
occasion  during  the  after-dinner  smoke  in  the 


lobby,  to  get  into  conversation  with  this  com- 
mercial traveler.  As  an  opening,  he  asked 
him:  "What  is  your  purpose  in  leaving  behind 
you  a  black  trail  of  ruin  wherever  you  go  ?" 

"What!  Just  repeat  that,  please." 

"I  meant  to  ask  you,"  said  the  sunshine  man, 
'*what  your  purpose  was  in  diffusing  disaster 
wherever  you  go;  in  making  people  believe 
that  there  is  nothing  doing,  and  thereby  per- 
suading them  to  do  nothing ! 

"A  few  minutes  ago,"  the  speaker  continued, 
"I  overheard  you  telling  a  friend  of  a  call 
you  made  on  a  house  that  buys  your  line  of 
goods.  I  heard  you  say  that  you  had  urged 
the  buyer  to  give  you  an  order  as  a  lift,  as  you 
had  not  made  a  sale  in  two  days." 

"Well,  suppose  I  did?"  retorted  the  traveling 
man. 

"Don't  you  see  the  folly  of  such  a  course?" 
asked  the  man  from  New  York.  "You  go  in 
and  tell  a  buyer  that  no  one  else  is  buying,  and 
what  is  his  conclusion?  Simply  that  there  is 
no  demand  for  goods,  and  that  he  is  safer  with 
his  money  in  the  bank,  than  with  the  goods  on 
his  shelf.  Did  the  man  of  whom  you  made 
your  appeal  give  you  an  order?" 

"He  did  not.  Said  that  he  did  not  need  the 
goods." 

"Of  course  not.  In  your  statement  as  to  a 
lack  of  orders  you' killed  all  possible  chance 
you  might  have  had  of  a  sale.  When  you  left, 
that  merchant  no  doubt  canceled  an  order  or 
two,  told  his  clerks  to  push  all  the  goods  on 
hand,  instead  of  asking  him  to  order  new 
ones,  and  put  the  screws  tighter  on  his  col- 
lections. It  is  fellows  like  you  who  make  hard 
times,  and  you  have  no  excuse  for  it  on  your 
own  confession." 

Is  the  Haidwareman  Ont 

The  hold  that  the  automobile  has  taken  on 
the  American  people  is  vouched  for 
somewhat  by  the  following  fact.  Over  a  much- 
traveled  highway  in  Westchester  County,  to 
the  north  of  New  York  City,  fiwt.  machines 
to  the  minute  were  the  average  of  a  busy  half 
hour  of  a  recent  Sunday  morning.  Many  of 
them  going  much  faster  than  the  law  allows. 

A  saner  and  more  generous  attitude  toward 
the  automobile  is  assumed  by  the  public  of 
New  York  to-day  than  was  the  case  a -year  and 
a  half  ago.  The  attacks  upon  the  occupants 
of  such  machines,  the  throwing  of  stones  and 
hootings  and  other  marks  of  hate  or  derision, 
have  so  decreased  that  an  incident  of  this  sort 
is  only  occasionally  recorded. 

There  does  not  seem  to  be  any  street  of  the 
city  through  which  an  automobile  may  not 
safely  pass,  unless  it  runs  over  some  one. 

These  facts,  and  others  that  may  be  cited, 
again  suggest  the  question:  Is  the  Hardware- 
man  getting  hold  of  automobile  accessories  and 
supplies,  or  is  he  allowing  that  great  trade  of 
the  present,  and  the  greater  trade  of  the  fu- 
ture, to  drift  into  other  channels? 
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Display  of  Sharpening  Stones 

The  Ralph  Burtis  Co.,  Oshkosh,  Wis.,  in  the 
window  display  which  they  made  of  the 
goods  of  the  Pike  Mfg.  Co.,  Pike,  N.  H., 
showed  considerable  skill.  That  a  consider- 
able amount  of  work  was  done  in  arranging 
this  display  is  evidenced  by  the  following  de- 
scription : 

These  stones  being  so  very  small — some  as 
small  as  a  slate  pencil— makes  it  very  difficult 
to  show  them  off  to  the  best  advantage.  To 
show  the  various  shapes  and  sizes  the  stones 
were  glued  on  to  strips  of  plate  glass  6  inches 


trained  up  to  nearly  the  top  of  the  pillars,  giv- 
ing them  a  very  natural  appearance.  The  cross- 
piece,  containing  the  lettering  "Pike's  Sharpen- 
ing Stones,"  was  a  board  of  12  inches  wide 
and  12  feet  long,  painted  white,  and  lettered  in 
black  and  gray.  The  circle  resting  on  the  top 
of  this  board  was  36  inches  in  diameter,  and 
was  covered  with  shirred  white  cheese  cloth 
over  puffed  orange  cambric,  giving  it  a  very 
soft  red-yellow  effect.  This  circle  was  studded 
with  twelve  blue  8-c.p.  incandescent  lamps,  and 
in  the  center  of  the  circle  were  the  words, 
"The  Stone  of  Stones."    The  large  letter  "P" 


Attractive  Window  Display  of  Sharpening  Stones,  by  Ralph  M.  Burtis  Co.,  Oshkosh,  Wis. 


wide  and  5%  feet  long,  each  grade  of  stone 
being  grouped.  These  pieces  of  glass  were 
placed  in  different  parts  of  the  window.  Five 
grades  of  stones  were,  shown,  and  in  each 
group  was  shown  a  few  tools  and  pieces  of 
cutlery  which  could  be  sharpened  by  the  ac- 
companying group  of  stones.  Besides  the  stones 
on  the  glasses,  the  base  of  the  window  was 
arranged  with  different  sizes  and  kinds  of 
sharpening  stones,  displayed  in  various  shapes. 
There  was  also  a  display  of  the  stone  oil. 

The  background  of  the  window  consisted  of 
two  upright  pieces  9  feet  high,  done  in  the 
various  shades  of  gray  paint,  to  represent 
stone  posts.  At  the  base  of  these  were  fastened 
vin^  and  creepers  in  abundance,  which  were 


between  the  posts  was  covered  the  same  as  the 
circle,  and  also  studded  with  lights.  Through 
the  loop  of  the  "P"  was  a  large  muskalonge 
48  inches  long.  This  letter  "P"  and  muska- 
longe together  represented  the  trade  mark  of 
the  Pike  Mfg^  Co.  A  card  bearing  the  words 
"Trade  Mark"  was  suspended  under  the  fish. 

From  the  ceiling  hung  a  series  of  five  drops 
about  12  inches  apart.  The  drops  were  paint- 
ed to  represent  Virginia  creepers.  The  vines 
and  leaves  were  cut  out  and  mounted  on  black 
tarlatan,  which  is  invisible  at  a  very  short  dis- 
tance. This  gave  the  vines  the  appearance  of 
growing  at  the  ceiling  and  winding  gracefully 
down  4  or  5  feet.  The  reflection  cast  by 
the  building  across  the  street  makes  it  impos- 
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siblc    to    show    these    drops    in    the    picture. 

The  cards  used  in  this  display  were  14x22 
inches,  and  each  card  set  forth  the  uses  and 
advantages  of  each  group  of  stones  shown  in 
the  following  legends: 

"Oil  Stones,  Coarse  Stones,  adapted  for  ordi- 
nary shop  and  woodworking  tools  where  fast 
cutting  is  required." 

"Oil  Stones,  Medium,  adapted  for  carpenters. 
Will  make  a  quick  cutting  edge." 

"Every  Shaver  should  own  a  Rayor  Hone. 
Come  in  and  get  our  prices." 

"Father  Time  is  telling  you  Pike's  Scythe- 
stones  are  best  for  scythes,  sickles,  lawn  mow- 
ers, kitchen  knives  and  all  farm  and  household 
tools.    We  sell  them." 

"It  Won't  Scratch.  Pike's  Fine  Oilstones 
won't  scratch  the  finest  wood  or  metal  work- 
ing tools.    All  shapes,  all  sizes,  all^ic^s." 

There  were  also  two  pictures,  14x^  inches, 
lithographed  and  embossed,  of  handsome 
strings  of  pike.  These  were  placed  one  at  each 
end  of  the  window,  and  one  was  reflected  in 
the  4-foot  mirror  at  the  inside  end  of  the 
window. 

The  whole  window  was  devoted  to  the  dis- 
play of  stones  and  specialties,  and  presented  a 
very  attractive  Appearance,  and  also  materially 
increased  the  sale  of  these  goods.  It  so  hap- 
pened, that  there  were  two  large  conventions 
held  in  our  city  at  the  same  time  the  window 
was  thus  trimmed,  and  it  was  commented  upon 
and  admired  by  hundreds  of  Outside  people. 

One  Way  to  Handle  an  Acoonnt 

The  best  accounts  on  the  books  are  those 
which  have  been  nursed  along  by  ex- 
tending advice  in  the  amount  and  method  of 
purchases.  Every  creditman  has  multitudes  of 
cases  of  customers  who  have  been  brought 
around  to  a  systematic  basis  of  living,  buying 
and  bill-paying  througli  his  paternalistic  ad- 
vice. And  nearly  always  good  financial  habits, 
and  all-around  improvement  on  the  part  of  the 
customer  have  followed  a  heart-to-heart  talk 
with  the  creditman. 

We  had  a  young  married  man  and  his  wife 
on  our  books,  who  caused  iis  a  good  deal  of 
uneasiness  at  times.  Their  purchasing  was 
very  erratic;  perhaps  a  month  or  two  would 
go  by  when  their  purchases  would  be  small, 
and  then  there  would  be  a  month  when  they 
would  buy  way  over  the  limit.  When  we  sent 
our  bill  in  under  these  circumstances,  they 
would  become  frightened,  and  take  the  whole 
of  the  next  month  and  the  month  after  to  pay 
up;  keep  down  their  buying  correspondingly, 
then  start  in  conservatively  and  gradually  in- 
crease until  they  were  buying  too  large  again. 

I  watched  the  account  fluctuate,  but  did  not 
say  anything  to  them  for  a  long  time,  until 
one  day  it  reached  a  point  where  it  looked 
dangerous,  and  was  still  growing.  I  let  it  run, 
however,  to  the  end  of  the  month,  and  sent  in 
the  bill  as  usual 


Thirty  days  rolled  by  and  we  received  no 
money.  We  sent  the  '1)ill  rendered"  with  a 
polite  note  asking  for  payment.  After  due 
course  of  time  we  put  the  account  in  the  hands 
of  our  collector,  who  called  on  the  young 
couple. 

He  found  that  they  were  in  ^reat  distress, 
for  the  young  man  had  lost  his  job,  through 
no  fault  of  his,  and  his  wife  having^  been  sick 
they  had  fallen  far  behind  in  all  their  accounts 
and  owed  everybody,  from  the  rent  man  to  the 
butcher.  It  was  one  of  those  situations  that 
appeal  to  the  soul  of  any  man — and  ojir  col- 
lectors all  have  souls.  (I  think  that  sympa- 
thetic strain  in  the  collector  is  about  as  neces- 
sary to  his  success  as  a  drastic  temperament, 
which  is  usually  associated  with  the  collection 
service.) 

"I  should  like  to  see  Mr. himself,"  our 

collector  said  to  the  young  man's  wife. 

"He  will  be  home  this  evening,"  she  replied. 

The  collector   hesitated,   then — "Now,   Mrs. 

y  we  don't  want  to  push  you  at  all.     VV> 

want  to  help  you;  we  think  a  good  deal  of 
you,  and  in  the  thirty  years  I  have  been  a  col- 
lection man  I  have  seen  many  a  case  like 
yours,  where  everything  was  pulled  out  all 
right.  J  believe  that  husband  of  yours  is  jusi 
the  right  sort,  and  all  he  needs  is  a  chance." 

The  poor  woman  looked  at  the  collector  and 
burst  into  tears. 

"That  is  the  first  kind  word  wc  have  re- 
ceived since  we  moved  into  this  large  city,  for 
we  have  kept  our  troubles  to  ourselves,  and 
haven't  told  even  our  relatives  or  friends." 

Our  collector's  sympathy  won  her  over.  That 
night  she  and  her  husband  had  a  talk,  and  the 
next  day  the  collector  found  him  at  home.  A 
hearty  handshake  made  the  poor  fellow  fed 
that  he  had  a  real  friend,  and  they  went  into 
the  parlor  and  talked  things  over.  The  col- 
lector found  that  the  young  man  was  bri^t 
and  capable,  but,  out  of  a  job  and  lacking  ref- 
erences, he  had  been  very  unsuccessful  in 
seeking  a  new  place  and  lost  hope.  *T  know 
just  exactly  the  job  that  you  could  fill,"  our 
collector  said  aft^F  he  had  heard  the  story.  "I 
know  the.  people  well,  and  I  am  going  to  take 
you  down  there  to-morrow  and  introduce  you.'' 

He  took  the  young  man  down  to  a  big  con- 
cern, introduced  him  to  the  general  manager, 
and  our  customer  went  to  work. 

And  he  stayed  our  customer.  For  from  that 
start  he  went  on  to  success.  It  was  not  long 
before  he  began  to  pay  us.  We  let  him  buy 
right  along ;  we  made  him  feel  that  his  credit 
was  just  as  good  as  ever.  We  knew  it  was 
better,  from  the  point  of  view  of  both  his 
desire  and  his  ability  to  pay. 


No  matter  what  you  are  advertising,  write 
Ihe  ad.  with  the  women  in  mind.  Ninety- 
nine  times  in  a  hundred  the  woman  controls 
the  household  spending.  She  is  the  power  be- 
hind the  pocketbook. 


Digitized  by 


Google 


June,  1906. 


HARDWARE  DEALERS'  MAGAZINE 


1221 


Display  of  Sliarpening  Stones 

One  of  the  contestants  in  the  window  dis- 
play competition  inaugurated  some  time 
since  by  the  Pike  Mfg.  Co.,  Pike,  N.  H.,  was 
the  Murphy-Maclay  Hardware  Co.,  Great 
Falls,  Mont.,  as  ^hown  in  the  accompanying 
illustration.     The  background  is  a  double  af- 


Referring  to  the  ornamental  trade  mark,  the 
circular  sign  was  cut  out  of  lumber  and  set  16 
inches  in  front  of  extreme  back  and  lettered  in 
conformity  to  the  Indian  trade  mark.  In  this 
sign  was  placed  a  tiger  made  of  plaster  of 
paris,  whose  left  front  paw  rested  on  a  pile  of 
oil  stones;  there  were  also  some  India  stones 


Display  of  Sharpening  Stones  by  Murphy- 

fair.  the  ornamental  part  being  set  18  inches 
in  front  of  the  extreme  back.  On  this  were 
placed  eight  electric  lights  with  green  globes; 
there  were  also  three  lights  on  cornice  or 
upper  portion  of  the  background.  The  colors 
used  were  pale  blue  on  extreme  background 
and  gold  and  green  on  the  ornamental  section. 


Maclay  Hardware  Co.,  Great  Falls,  Mont. 

resting  on  this  paw.  The  eyes  of  the  tiger 
were  of  glass  and  were  illuminated  from  the 
inside  with  an  intermittent  electric  light  con- 
nected to  a  flasher.  Surrounding  the  tiger 
were  placed  artificial  grass,  leaves,  etc.,  to  give 
it  a  jungle  appearance.  The  stones  displayed 
in  the  foreground  were  principally  India,  and 
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are  on  an  inclined  plane  or  base  to  bring  the 
goods  in  the  rear  into  better  view.  The  dis- 
play was  very  handsome,  the  colors,  obviously, 
not  being  shown  in  the  photo,  and  the  beauty 
is  therefore  lost  in  the  reproduction.  It  at- 
tracted not  only  the  mechanics,  but  a  large 
number  of  Montana's  "fair  sex,"  and  also  in- 
creased the  trade  in  these  goods. 

Where  Shall  the  Credit  Line  be  Drawn? 

To  the  Editor: 

The  question  of  credit  or  no  credit  has  been 
particularly  an  interesting  one  to  us.  We 
would  prefer  the  cash  system,  but  we  consider 


orders,  and  take  away  goods  for  their  employ- 
ers, for  which  they  know  we  are  extending 
credit,  how  are  we  to  refuse  the  employe  if 
he  or  she  asks  for  credit  ?  We  lose  nothing  by 
giving  the  cottagers  credit,  but  do  lose  some  by 
giving  credit  to  their  servants,  and  also  on 
some  of  our  permanent  inhabitants. 

J.  H.  EsTES  &  Son. 
[Editor's  Note. — If  we  were  giving  or  re- 
refusing  the  credit  to  the  servants  mentioned, 
we  would  take  a  position  as  follows :  When 
the  servant,  male  or  female,  asked  for  credit, 
we  would  ask  if  they  could  give  us  their  em-  ] 


An  Eye-Catcher  Displ.w  of  Wire  Goods  by  Wire  Goods  Co. 


it  practically  impossible  for  us.  A  large  pro- 
portion of  our  trade  comes  from  summer  cot- 
tagers. There  are  over  one  hundred  summer 
cottages  here  and  a  good  share  of  this  trade 
comes  to  us  through  the  orders  of  their  serv- 
ants, and  we  render  our  bill  the  first  of  each 
month;  they  are  all  as  good  as  cash  in  hand. 
If  we  give  any  credit,  we  feel  that  we  must 
extend  it  to  all,  unless  we  know  of  some  who 
will  not  pay.     If  servants  come  to  us  with 


ployers  as  reference.  In  a  majority  of  cases 
we  believe  if  the  reference  were  satisfactory 
the  subsequent  loss  would  be  small,  if  any.  If 
there  were  an  unwillingness  to  give  reference, 
we  should  cut  the  line  short.  The  employers 
would  not  be  apt  to  change  their  place  of  trad- 
ing on  the  whim  of  a  servant,  unless  the  latter 
gave  an  excellent  reason.  In  case  such  trade 
was  lost,  a  personal  call  from  some  one  at  the 
store  might  right  matters.] 
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"Kalrn"  Firelesji  ^Sooker  I>iimer  Ftdl 

Kahn  Fireless  Cooker  Co.,  35  Congress 
street,  Boston,  Mass.,  are  offering  the 
trade  the  "Kahn"  Fireless  Cooker  Dinner 
Pail,  illustrated.  In  size  and  appearance  it  is 
not  unlike  the  ordinary  dinner  pail,  save  that 
it  is  larger.  First,  and  insulated  from  the 
heat  of  the  Pail  is  a  receptacle  for  all  cold 
food,  such  as  bread  and  butter,  pie,  dough- 
nuts, etc.  Then,  in  the  body  of  the  Pail  is  a 
canister  for  the  steaming  hot  coffee  or  tea, 
while  beneath,  and  separated  from  each  other. 
:t?   the   triple    facilities   for   boiling,   stemming 


The  insulation  between  the  hot  and  cold 
compartments  is  said  to  be  perfect. 
•  The  parts  comprising  the  Pail  are  as  fol- 
lows :  Outside  cover  with  drinking  cup  on 
top,  heating  compartment  or  kettle,  felt-lined 
cover  and  cold  food  compartment,  coffee  re- 
ceptacle and  cover  for  heating  compartment, 
perforated   rest,  casserole  and   cover   and   the 


Heating  Compartment  or  Kettle. 

cooker.  In  using  a  two-quart  Pail  the  food 
is  first  put  on  the  fire,  of  any  kind,  coal  stove, 
gas  range,  oil  stove  or  alcohol  lamp  or  stove, 
for  a  few  minutes  to  get  thorouglily  heated. 
Then  it  is  quickly  placed  in  the  Cooker  and 
sealed  down,  and  though  the  food  is  prac- 
tically raw  when  placed  into  the  receptacle, 
with   nothing  but    the   initial   heating  through 


"Kahn"  Fireless   Cooker   Dinner   Pail. 
and  roasting,  so  that  the  owner  may  dine  upon 
a  boiled  dinner,  Irish   stew,  pot   roast,  baked 
beans,   with   steamed    food   artd   vegetables   of 
every   kind,   together   with   hot  tea   or   coffee. 


Outside   Cover. 


Casserole  and  Cover. 


Coffee  Receptacle. 


to  give  it  a  start,  the  cooking  will  proceed 
by  uniform  methods,  and  when  the  noon  hour 
arrives  the  food  will  be  perfectly  cooked.  For 
the  laboring  man  this  initial  heating  or  prep- 
aration can  be  done  while  he  is  eating  his 
breakfast.  'Ihe  food  may  be  left  in  the  Fire- 
less Cooker  Pail  as  long  as  desired  after  it  is 
fully  cooked  without  becoming  overdone. 
Perforated  Rest  Roast  meats,  if  left  long  after  they  are  done. 
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will  take  on  the  darker  color  of  well  done 
meats,  but  they  will  retain  all  their  juices, 
flavors  and  heat  for  many  hours  after  they 
arc  fully  cooked.  The  perforated  rest  is 
placed   in   the  kettle,    with   hot  water  under- 


CovER   AND   Cold   Food   Compartment. 

neath,  then  on  the  rest  is  placed  the  caserole 
and  cover  and  then  above  this  can  be  put 
other  food  and  then  the  kettle  is  placed  in  the 
cooker.  Hot  food  is  provided  for  the  work- 
man or  other  person,  thoroughly  cooked.  At 
the  same  time  there  is  a  saving  in  time  and 
fuel  in  the  preparatin. 


may  be   used   to   make    holes    in    wood    for 
screws  as  well  as  to  drive  them  home. 

''Ormond"  Automobile  Clock 

The  New  Haven  Clock  Co.,  New  Haven, 
Conn.,  are  placing  on  the  market  the 
"Ormond"  Eight-Day  Automobile  Clock,  illus- 
trated. This  Clock,  designed  for  motor  car 
and  motor  boat  use,  has  a  heavy  polished 
brass  oflFset  case,  4%  inches  in  diameter,  and 
is  dust  and  water  proof.  The  dial,  which  is 
2%  inches  in  diameter,  is  of  porcelain  with 
black  Arabic  figures.  The  winding,  setting 
and  regulating  is  all  done  from  the  outside, 
making  it  unnecessary  to  remove  the  mecha- 
nism from  the  case.    The  body  of  Clock  locks 


''Nifty"  Can  and  Bottle  Opener 

The  Taylor  Mfg.  Co.,  Hartford,  Conn.,  are 
placing  on  the  market  the  "Nifty"  Can 
and  Bottle  Opener,  illustrated.  It  has  a  jet 
black  enameled  handle  with  a  highly  polished 
nickel  plated  hardened  steel  blade.    The  prin- 


"Nifty"  Can  and  Bottle  Opener. 

cipal  patented  feature  of  their  line  of  Can 
and  Bottle  Openers  is  the  hook  for  removing 
tin  caps  from  bottles. 

''Starrett's"  Magazine  Screw  Driver 

The  L.  S.  Starrett  Co.,  Athol,  Mass.,  arc 
offering  the  trade  **Starrett's"  Patent 
Magazine  Screw  Driver,  No.  o57,  illustrated. 
It  has  four  blades  of  different  widths,  any 
of  which  may  quickly  be  taken  frcm  the  tele- 
scope handle  and  inserted  in  the  end,  where 
it  is  automatically  locked  and  firmly  held  for 
use.  Any  or  all  of  the  blades  are  carried  in 
the  handle,  where  by  a  spring  pressure  they 
are   held   from   rattling   when   carried   in    the 


"Or.mond"   AuTO.NicriLK   Cux:k. 

onto  the  back  flange,  enabling  user  to  attach 
flange  permanently  to  dashboard  and  yet  be 
able .  to  unlock  his  Clock  and  carry  it  to  a 
place  of  safety.  It  runs  eight  days  with  one 
winding.  The  company's  patents  cover  a 
"Time  Recording''  device.  The  bezel  is  fitted 
to  turn  friction  tight  on  the  case,  and  a  red 
pointer  is  painted  on  the  glass  to  enable  the 
user  to  «et  pointer  at  hour  of  starting  on  a 
run.  At  end  of  run  he  can  readily  see  the 
time  elapsed. 


^Starrktt'.s"    Patent    Magazine   Screw    Driver,  No.  557. 


pocket,  or  from  being  lost  when  the  cap  is 
off.  While  the  cap  may  be  readily  pulled  off 
or  put  on,  it  is  rigidly  held  from  turning  and 
frictionally  held  from  coming  off,  with  no 
scfeWs  to  bind  or  bother.    The  smaller  blades 


Ellis-Chalmers  Co.,  100  William  street,  New 
York,  have  issued  a  handsome  booklet  devoted 
to  "Phenoid,"  the  original  paint  and  varnish 
remover.  The  book  gives  the  many  uses  to 
which  "Phenoid"  can  be  put. 
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''Boss"  Landing  Net 

The  Boss  Net  Co.,  147  Clinton  street,  Chi- 
cago, IIL,  are  placing  on  the  market  the 
"Boss'M^nding  Net,  illustrated.  The  manu- 
facturers state  that  it  is  the  only  Landing  Net 
on  the  market  which  can  be  folded  and  placed 
in  the  tackle  box  when  not  in  use.  It  is  made 
entirely  of  brass,  nicely  plated.  The  rim  when 
ready  for  use  is  12  inches  in  diameter,  with  a 


are  made  with  a  positive  guarantee  that  the 
goods  will  be  satisfactory  to  the  purchaser 
in  every  respect  or  they  are  returned  at  the 
maker's    expense. 

'"Easy"  BoUer  Bearing  Skate  Wheel 

Economy  Mfg.  Co.,  508  Commerce  street, 
Philadelphia,  Pa.,  are  placing  on  the  mar- 
ket the  "Easy"  Roller  Bearing  Skate  Wheel, 
illustrated.  This  Wheel  can  be  attached  to  any 
make  of  plain  bearing  skates  and  the  effect  of 
the  high-priced  ball-bearing  skates  may  be  had 
at  a  minimum  price.     The  wheel  is  cast  iron 


"Boss"  Landing  Net. 

net  20  inches  deep.  When  closed,  it  measures 
only  4  inches  in  diameter,  with  the  net  folded 
around  the  circle.  The  rim  is  made  of  flat 
spring  brass,  attached  to  the  handle  by  means 
of  a  lock  nut,  and  is  drawn  down  to  a  small 
4-inch  circle  similar  in  appearance  to  a  clock 
spring  by  turning  the  handle.  Unscrewing  the 
handle  releases  the  tension  and  allows  the 
spring  to  spread  to  the  desired  circle. 

''Ontario"  Kitchen  Knife 

The    Ontario    Knife    Co.,    Franklinville,    N. 
Y.,     are     manufacturers     of    the    "On- 


"Easy'*  Roller  Bearing  Skate  WAeel. 

and  the  bearings  are  fitted  true.  They  are 
easily  slipped  on  in  place  of  another  wheel  and 
require  no  skill  in  attaching.  The  manufac- 
turers state  that  with  a  stock  of  these  Whefels 
on  hand  dealers  need  keep  only  the  plain  far- 
ing roller  skates  in  stock. 


Hawkes-Jackson  Co.,  makers  of  the  "Solid- 
hed"  Thumb  Tacks,  have  removed  to  38  Mur- 
ray street,  New  York,  where  they  have  larger 
quarters  for  increasing  business. 


'Ontario"  Kitchen   Knife   No. 


tario*'  Kitchen  Knife,  No.  55,  illustrated.  It 
has  a  boxwood  handle,  brass  rivets,  and  a 
swaged  blade  3  inches  long.  The  concern 
make    a     very     extensive    line     of    Butcher. 


Adjustable  Hack  Saw  Frame 

Central  Hardware  Co.,  Philadelphia,  Pa.,  are 
offering  the  trade  the  Adjustable  Hack 
Saw  Frame,  illustrated.    It  is  well  constructed, 


Adjustable  Hack  Saw  Frame. 


Kitchen,  Canning,  Sticking,  Skinning,  Boning, 
Bread,  Shoe  and  Corn  Knives,  French  Cook 
Knives,  and  also  Table  Cutlery.  They  sell 
to  the  wholesale  trade  only.     All   shipments 


will  take  blades  from  8  to  11  inches  and  face 
the  blades  in  four  different  directions.  The 
pins  are  fastened  in  frame  and  will  not  fall 
out 
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The  Corbin  Screw  Co.,  New  Britain,  Conn., 
in  their  catalogue  present  lines  of  Iron  and 
Brass  Wood  and  Machine  Screws,  special 
Screws  of  every  description;  Stove,  Tire, 
Sink  and  Machine  Bolts,  etc.  Discount  sheet 
No.  5  applies  to  this  catalogue.  They  also 
issue  a  special  catalogue  of  the  "Corbin"  Du- 
plex Coaster  Brake. 


dozen  scissors  and  shears,  and  5  dozen  razor 
strops.  The  bottom  contains  a  large  compan- 
inent  in  which  there  are  bins  for  42  patterns 
of  pocket  knives  and  12  patterns  of  razors.  In 
the  top  of  these  bins  are  plush  lids  with  par- 


^'Diamond  Edge"  Shears  and  Scissors  Case 

Norvell-Sbapleigh  Hardware  Co.,  St.  Louis, 
Mo.,  have  brought  out  a  number  of 
"Diamond  Edge"  Shear  and  Scissors  Cases,  il- 
lustrated.    "A"  Case,  Fig.  1,  contains  two  sets 


Fig.    1. — "Diamond   Ehge"    **A"    Case. 

of  upper  arms  for  displaying  scissors,  and  two 
sets  of  lower  arms  for  displaying  shears.  Over 
18  dozen  scissors  and  shears  can  be  displayed. 


Fig.  2. — "Diamond  Edge'*  "C"  Case. 

titions  for  displaying  the  same  number  or 
items.  It  is  36  inches  high,  2614  inches  ^^ide 
and  20%  inches  deep. 


Fig.  3. — Back  View  of  "A"  Case. 

It   is  25  inches   wide,  24  inches  high   and    13 
inches  deep.  Arms  and  brackets  are  full  nickel- 
plated. 
The  "C"  Case,  Fig.  2,  will  accommodate  12 


Fig  4. — Showing  Operation  of  Br-^cket 

Fig.  3  shows  the  back  view  of  the  "A"  Cas^ 
Both  doors  are  open  and  the  two  lower 
brackets  are  swung  out,  so  that  the  shears  can 
be  removed. 


Digitized  by 


Google 


Juke,  1908. 


NEU^  GOODS  AND  INVENTIONS 


1227 


Fig.  4  illustrates  how  the  bracket  of  the  Case 
is  operated.  It  shows  the  way  it  swings  out 
and.  the  convenient  method  of  hanging  or  re- 
placing shears. 

The  "A"  Case  is  made  for  displaying  scis- 
sors and  shears  only.  The  "C"  Case  is  a 
combination,  in  which  scissors,  shears,  razor 
strops  and  all  kinds  of  cutlery  can  be  displayed. 
The  patent,  owned  by  this  company,  is  on  the 
brackets  and  the  method  of  hanging  articles  to 
be  displayed.  These  brackets  are  hung  on  a 
vertical  rod.  The  brackets  are  adjustable,  so 
that  they  can  be  put  up  or  down  to  display 
any  length  shear.  They  swing  on  this  rod,  so 
that  by  opening  tbe  back  doors,  the  brackets 
swing  entirely  clear  of  the  Case  and  any  shear 
can  be  taken  from  the  hook  without  inconveni- 
ence. The  company  give  these  Cases  to  "Dia- 
mond Edge"  customers;  they  are  not  sold. 


Kahn  Fireless  Cooker  Co.,  35  Congress 
street,  Boston,  Mass.,  have  issued  a  book  of 
instructions  for  using  the  triple  method 
"Kahn"  Fireless  Cooker.  The  book  also  con- 
tains a  large  number  of  recipes  for  cooking  all 
sorts  of  food.  Boiling,  stewing,  roasting  or  dry 
cooking,  steam  cooking  and  cooking  en  casse- 
role can  all  be  done  in  the  same  Cooker. 


Excelsior  Supply  Co.,  233  Randolph  street, 
Chicago,  III,  in  their  latest  catalogue  have  a 
publication  of  300  pages.  It  contains  every- 
thing for  bicycle  and  automobile  builders  and 
dealers.  There  are  three  departments,  each 
printed  on  a  different  colored  paper,  so  that 
one  can  very  readily  turn  to  the  department 
desired.  The  book  will  be  found  very  useful 
by  dealers  in  the  articles  mentioned. 


'"Stanley"  Extension  Bit  Holder. 
"Stanley"  Extension  Bit  Holder 


The  Stanley  Rule  &  Level  Co.,  New  Britain, 
Conn.,  with  New  York  branch  at  107 
Chambers  street,  are  makers  of  the  "Stanley" 
Extension  Bit  Holder,  illustrated.  When  used 
in  connection   with  a  brace  this  Holder  will 


"Gilchrist"  Automatic  Cream  Disher 

Gilchrist  Co.,  Newark,  N.  J.,  are  offering 
the  trade  "Gilchrist's"  Automatic  Cream 
Disher,  illustrated.  It  is  provided  with  a 
thumb  piece  which  is  pressed  to  rotate  the 
scraper.      All   working   parts  are   located   far 


JtOOO 


3MC0 


Bit,  Holder  and  in  Combination. 


extend  the  bit  so  as  to  enable  the  user  to  bore 
through  walls,  floors,  etc.,  where  the  ordinary 
bit  will  not  reach.  The  sleeve  is  put  on  in 
such  a  manner  that  it  cannot  be  taken  off  or 
lost.  The  jaws  and  shank  are  made  of  one 
piece  of  steel,  and  the  Holder  is  so  designed 
for  a  bit  shank  that  the  bit  or  drill  will  not  be 
released  when  boring.     Any  lengtli  or  combi- 


away  from  the  bowl,  and  there  are  no  hollows 
or  projections  near  the  bowl  to  gather  and 
hold  the  cream.  All  parts  are  interchange- 
able. The  pieces  are  simply  lifted  apart  in  an 
instant,  and  as  easily  put  together.  No  tools 
are  needed.  It  is  made  of  bronze  metal,  hand- 
somely polished  and  nickel  plated.  The  bowl 
and  scraper  are  made  of  German  silver.  There 


"Gilchrist's"  Automatic  Cream  Disher. 


Cleaner  Separated  for  Cleaning. 


tion  will  follow  up  a  %-inch  bit,  and  it  is  im-  are  no  aluminum  parts  to  turn  black  and  to 

possible  for  the  bit  to  become  loose  when  in  disintegrate  through  the  effect  of  acids  in  the 

use.     The  sizes  supplied  are  12,  16,  18,  20,  24  cream.     The  disher  is  made  in  six  sizes,  6,  8, 

and  30  inches.  10,  12,  16,  and  20  to  the  quart. 
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''Marlin"  Hodel  24  Bepeatiiig  Shotpm 

The  Marlin  Firearms  Co.,  New  Haven, 
Conn.,  are  placing  on  the  market  the 
"Marlin"  Model  24  12-gauge  Repeating  Shot- 
gun, illustrated.  This  new  model  will  be  fur- 
nished in  grades  B,  C  and  D.  These  Guns  have 
all  the  advantages  of  the  Model  24  grade  A, 
including  the  double  extractors,  automatic 
hangfire  safety  lock  and  the  new  take-down 
construction  which  allows  taking  the  gun  apart 
in  ten  seconds.  The  grade  B  has  special  smoke- 
less steel  barrel  like  grade  C,  a  selected  quality 
black     walnut     stock     and     forearm,     nicely 


Q 


Trade-mark. 


checked.  Otherwise  it  is  plain  finished 
throughout  like  grade  A.  It  is  intended  for 
the  man  who  wants  every  advantage  of  mate- 
rial and  workmanship  without  expensive  orna- 
mentation. 

The  grade  C  is  made  with  special  smokeless 
steel  barrel,  with  a  selected,  fancy  figured  stock 
and  forearm,  unusually  well  finished.  The 
frame  is  attractively  engraved  and  the  stock 
and  forearm  finely  checked — all  hand  work. 

The  grade  D  is  a  fine  example  of  the  gun- 


''CampbeUV  Vaniish  Stains 

Carpenter-Morton  Co.,  77  Sudbury  street 
Boston,  Mass.,  are  offering^  the  trade 
"Campbeirs"  Varnish  Stains.  These  Stains  re- 
stain  and  varnish  in  one  operation  furniture, 
floors  and  interior  woodwork,  in  imitation  of 


*'Campbell's"  Varnish  Stains. 

natural  wood.  Among  the  meritorious  points 
are  the  method  by  which  the  stain  and  color 
is  combined,  there  being  no  settling  of  the 
color  in  the  varnish  and  no  pigment  to  obscure 


"Marlin" 


Model    24    Repeating 
Grade  D. 


Shotgun, 


maker's  art.  It  has  imported  Circassian  wal- 
nut stock,  specially  selected  for  figure  and 
color,  oil  filled  by  the  London  process,  which 
gives  a  rich,  dull  surface,  brings  out  all  the 
beauty  of  the  wood  and  does  not  show 
scratches  like  the  highly  polished  wood.  The 
trigger  and  all   screws  in   the  action   are  of 


the  grain  of  the  wood.  Under  the  brush  the 
Stain  works  extra  free  on  account  of  ^^ 
quality  varnish  used.  It  possesses  excellent  dry- 
ing qualities  and  does  not  soften  up  or  become 
tacky.  The  Stain  dries  hard  with  a  durable 
gloss  and  can  be  rubbed  and  polished  if  ^^' 
sired.  It  will  stand  hot  or  cold  water  and  will 
not  rub  or  turn  white.  It  is  suitable  for  the 
bathroom,  refrigerator,  linoleums  and  all  inte- 
rior woodwork  about  the  house.    It  is  supplied 


"Marlin"    Repeating    Shotgun, 
Grade  C. 


Model   24, 


tool  steel,  heavily  gold  plated.  The  elaborate  in  twelve  shades  or  colors.  The  concern  ge 
engraving  and  check  are  the  highest  type  of  out  an  attractive  line  of  advertising  for  tne 
hand  work  by  experts  of  long  experience.  The  dealers  and  they  also  do  special  newspaper  ad- 
barrel  is  of  imported  Damascus  steel.  vertising  in  a  local  way. 
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'Wagner"  Bam  Door  Latoh 

Wagiier  Mig.  Co.,  Cedar  Falls,  la.,  are  oflPer- 
ing  the  trade  the  "Wagner"  No.  55 
Barn  Door  Latch,  illustrated.  It  is  gravity 
catching  with  locking  device  and  holds  the 
door  either  open  or  closed,  it  is  made  of  steel, 
japanned.  The  new  latch  is  fitted  wkh  a  lock- 
ing plate  so  that  the  door  can  be  locked  if 
desired.  If  not  wishing  to  lock  the  door  the 
locking  plate  can  be  discarded  and  the  result 
will  be  a  flush  catch.    The  flush  catch  is  popu- 


This  device  can  be  readily  fastened  to  the  wall 
at  a  convenient  height,  and  after  the  clothes 


**Ecupse"  Sliding  Clothes  Dryer. 

are  placed  on  the  arms  you  slide  them  up  out 
of  the  way.     There  are  six  arms  which  give 


Flush  Catch. 


Parts  of  "Wagner"  Barn  Door  Catch. 


lar  because  there  is  nothing  to  catch  when  the      considerable    drying    surface.      A    stationary 
animal  passes  through  the  door.  Dryer  is  also  made. 


"Wagner"'  Barn  Door  Catch. 


''Eclipse"  Slidin|^  Clothes  Dryer 

WE.  Putnam,  13  Cypress  street,  Worces- 
•       ter,  Mass.,  is  offering  the  trade  the 
"Eclipse"    Sliding   Clothes   Dryer,   illustrated. 


The  W.  H.  Compton  Shear  Co.,  Newark,  N. 
J.,  have  issued  a  new  catalogue  of  Razors, 
Shears,  Tinners'  Snips,  Scissors,  Rubber  and 
Glass  Shears,  etc. 
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"Pronty"  Double  Acting  Eloor  Hinge 

TC.  Prouty  Co.,  Ltd.,  Albion,  Mich.,  are  offer- 
•  ing  the  trade  the  *Trouty"  Double  Acting 
Floor  Hinge,  illustrated.  Case  hardened  steel 
is  used  on  all  wearing  parts,  also  roller  bearing 
in  eccentric  which  reduces  the  friction  to  a 
minimum  and  insures  endless  wear.  It  also 
holds  spring  in  alignment,  doing  away  with  the 
side  motion  which  prevents  crystallization  of 
wire.  The  Hinge  will  positively  hold  back  at 
95  degrees,  making  it  possible  to  use  it  on 
any  width  of  casing  and  set  the  door  in  center. 


in  the  blade,  the  blade  is  held  in  a  vise-like 
grip  between  the  two  holder  jaws.  •  By  holding 
the  blade  in  this  way,  it  can  be  stropped  in  the 
same  manner  that  one  wouW  strop  an  old- 
fashioned  razor.  In  this  way  only  can  both 
sides  of  the  same  edge  be  beveled  equally,  and 
the  proper  bevel  maintained.  Both  edges  of  a 
double  edge  blade  can  be  stropped  in  less  than 
one  minute  and  a  blade  of  good  temper,  it  is 
claimed,  can  be  used  80  to  100  times.  The 
Stropper  is  made  so  that  the  handle  pulls  off. 
and  it  will  then  fit  into  case  with  razor. 


"Prouty"  Double  Acting  Floor  Hinge, 


Finishing  plates  cover  the  entire  hinge,  which 
will  also  cover  any  slight  defects  in  'the  notch- 
ing of  door  for  Hinge,  which  is  a  desirable 
feature  for  contractors.  This  Hinge  is  de- 
signed to  carry  doors  from  1%  to  2  inches  in 
thickness,  which  relieves  the  Hardware  trade 
of  the  necessity  of  carrying  two  sizes  of 
Hinges  for  this  range  of  doors.  The  company 
produce  the  Hinge  with  a  rigid  base  and  with 
an  alignment  adjustment  to  be  operated  from 
one  side  of  the  door  only,  which  is  positive 
and  convenient.  'I"he  idea  of  the  makers  is  to 
produce  the  best  Hinge  possible  at  a  reason- 
able price. 

Stropper  for  "Gillette"  Eazor  Blades. 

AB.  Mfg.  Co.,  Worcester,  Mass.,  are  of- 
•    fering  the  trade  a  Stropper  for  "Gillette" 
Razor   Blades,  illustrated.     The   device   is   es- 


Butler  Brothers  Brauching^  Out 

Butler  Bros.,  who  have  warehouses  at  New 
York,  Chicago,  Minneapolis  and  St. 
Louis,  with  sample  houses  at  Dallas  and  Balti- 
more, have  lea.sed  spacious  quarters  at  both 
San  Francisco  and  Omaha  for  extensive  sam- 
ple displays,  which  will  be  opened  about  July  1. 
At  San  Francisco  two  floors,  each  77x100  feet, 
will  be  taken  at  the  corner  of  Mission  and  Sec- 
ond streets.  At  Omaha  the  entire  ground  door 
a:  liri8  and  1110  Howard  street  has  been  rent- 
ed. Holiday  goods  will  be  shown  complete  as 
well  as  a  large  line  of  general  merchandise. 
Each  article  will  be  marked  with  a  tag  show- 
ing the  price  in  plain  figures. 

Miller  Lock  Co.,  Frankford,  Philadelphia. 
Pa.,  in  their  latest  catalogue,  No.  22,  show  the 
extensive    line    of    "Miller"    Padlocks,    Night 


Stropper   for   "Gillette"   Razor   Blades. 


pecially  designed  to  strop  "Gillette"  Blades, 
but  it  will  hold  any  wafer  blade  that  is  at  least 
%  inch  wide.  Its  construction  is  different 
from  any  other  stropper  in  that  instead  of 
the  blade  being  held  at  the  center,  by  the  holes 


Latches,  etc.  Not  only  arc  the  individual  pat- 
terns presented  in  the  usual  manner,  but  there 
are  numerous  inserts  showitig  in  fac-simile 
the  Padlock  Assortments  which  come  on  litho- 
graphed cards. 
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Three-Bairel  Ghm 

The  Three-Barrel  Gun  Co.,  Moundsville,  W. 
Va.,  are  manufacturers  of  the  Three- 
Barrel  Gun,  illustrated.  It  is  a  combination 
of  a  double-barrel  hammerless  shotgun  and  a 
rifle,  combined  in  such  a  manner  as  not  to  im- 
pair the  beautiful  outline  nor  add  practically 
any  extra  weight.  The  Gun  comes  in  several 
grades,  all  mad6  from  high  grade  material  and 
carefully  finished  by  hand.  The  Guns  weigh 
from  6Vi  to  7%  pounds,  no  more  than  the  reg- 
ular double  guns.  The  rifle  barrels  are  made 
from  special  high  grade  nickel  steel,  having  a 
tensile  strength  of  over  110,000  pounds  to  the 
square  inch,  and  an  elastic  limit  of  over  100,- 
000  pounds.  The  lug  is  %-inch  wide  con- 
structed of  tool  steel  which  reinforces  the  bar- 
rel at  the  point  where  the  explosion  occurs. 
The  rifle  barrel  will  be  found  to  be  accurate 
and  the  shot  barrels  close,  hard  shooters,  with 
great  penetration.  The  makers  state  that  by 
using  the  highest  grade  of  steel  in  all  parts  of 
the  Gun  they  are  able  to  keep  the  weight  down. 
But  few  parts  are  used  in  the  mechanism. 
These  Guns  are  made  to  handle  all  standard 
loads  of  smokeless  or  black  powder  and  are 
chambered  for  the  standard  length  shells  and 


count  is  read  like  an  ordinary  number,  all 
digits  being  lined  up  in  a  row.  Its  compact 
size,  the  easy  way  of  registering  and  the  fact 
that  the  recording  does  not  have  to  be  read 
backward  makes  it  a  desirable  article.*  There 
are  four  small  dials,  all  steel,  with  numbers 
from  1  to  0.  The  spindle  operates  triple  gears 
connected  with  the  dials  by  means  of  flat 
springs.    The  handle  is  of  wood. 

''Coates'  "  Auto  Buffing  Outfit 

The    Coates    Clipper    Mfg.    Co.,    Worcester, 
Mass.,     are     offering     the     trade     the 
"Coates'  "  Friction  Driven  Auto  Buffing  Out- 


"CoATEs' "    Auto    Buffing    Outfit    in    Use. 

fit,  illustrated.  This  device  is  run  by  fric- 
tion on  the  rear  wheel.  One  wheel  is  raised 
by  a  jack  and  the  roller  is  held  in  position  by 


Three-Barrel  Gun. 


cartridges.  The  rifle  barrels  will  shoot  the 
full  jacketed,  soft  nose  or  tempered  lead  bul- 
lets. 

''Initiative"  Revolution  Counter 

Schuchardt   &    Schutte,    136    Liberty    street, 
New  York,  are  placing  on  the  market  the 


the  company's  patented  device.  To  save  the 
expense  of  a  long  flexible  shaft,  a  jointed  rod 
is  furnished.  By  means  of  this  device,  the 
searchlights,  radiator,  oil  lights,  foot  plates, 
brake  levers,  etc.,  can  be  quickly  buffed  up. 
The    same    outfit    can    be    used    for    drilling. 


"Initiative"    Revolution    Counter,    illustrated.      grinding,   scratch   brushing  or   horse   clipping. 


"Initiative"  Revclution  Counter. 


This  instrument  will  register  from  0  to  10,000 
in  either  direction  and  will  then  repeat.  It  can 
easily  be  set  to  zero  from  any  number.      The 


Each  outfit  is  furnished  with  buffs,  tripoU, 
clamp  with  roller  with  flexible  shaft  and  rod 
extension  enough  for  a   108-inch  wheel  base. 
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Boulevard  Arc  Street  Lamp 

The  Consolidated  Gas  &  Electric  Co.,  116 
East  Lake  street,  Chicago,  111.,  manu- 
facturers of  all  kinds  of  gasolene  lighting 
systems,  have  recently  placed  on  the  market 
the  Boulevard  Arc  Street  Lamp,  illustrated. 
This  Lamp  stands  12  feet  high,  is  ornamental 
in  appearance  and  gives  1,500  candle-power 
light.  The  base  of  the  Lamp  is  made  of  cast 
iron  with  a  hinge  door  fastened  by  a  padlock. 
The  generator  and  supply  tank  are  located  in 
the  base  of  the  Lamp,  are  very  easy  of  access 
and  are  so  constructed  as  to  last  indefinitely. 
The  globe  is  securely  fastened  at  both  top  and 
bottom  and  covered  or  protected  by  a  galvan- 
ized iron  hood,  aluminum  painted.  This  not 
only  acts  as  a  reflector,  but  is  so  arranged  as 
to  prevent  the  wind  extinguishing  the  light. 
This  Lamp  is  adapted  for  lighting  streets,  gar- 
dens and  pleasure  grounds,  or  any  location 
where  a  brilliant  light  is  desired.  The  makers 
report  that  a  great  many  of  the  smaller  towns 
are  installing  these  Lamps  in  place  of  electric 
lights  on  account  of  the  low  cost  of  both  in- 
stallation and  maintenance. 


Wallace  Supply  Co.,  Chicago,  111.,  have  re- 
moved to  25  South  Jefferson  street.  The  con- 
cern make  hand-power  Angle  Benders,  etc. 

^^Bollman"  Cherry  Seeder 

R  oilman  Mfg.  Co.,  Mount  Joy,  Pa.,  are  man- 
ufacturers of  the  **Rollman"  Cherry 
Seeder,  No.  8,  illustrated.  This  device  does 
not  crush  the  cherry  or  cause  any  loss  of  juice. 
It  is  a  practical  machine  for  large,  small  or 
California  cherries.    The  seed  extracting  knife 


"Rollman"  Cherry  Seeder. 

drives  the  seed  into  one  dish  and  throws  the 
cherry  into  another.  The  marks  of  the  knife 
can  be  scarcely  seen  on  the  seeded  fruit.  From 
20  to  30  quarts  of  cherries  can  be  seeded  per 
hour.    Canned  cherries  can  also  be  seeded. 


Boulevard  Arc  Street  Lamp. 
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"Shavade" 

American  Safety  Razor  Co.,  Inc.,  320  Broad- 
way, New  York,  are  placing  on  the  mar- 
ket "Shavade,"   illustrated.     It   is- a  patented 


"Shavade." 
cuplike  rubber  that  softens  the  beard  by  mas- 
sage and  eliminates   the  rubbing  of  the  face 


shaver  by  preparing  the  face  for  the  razor, 
opens  the  pores  and  keeps  the  skin  smooth  and 
healthy. 


Theo.  J.  Ely  Mfg.  Co.,  Girard,  Pa.,  in  a  new 
catalogue  show  an  extensive  line  of  Hardware 
and  Woodenware  specialties.  These  comprise 
Mop  Heads  and  Sticks,  Mop  Wringers,  Carpet 
Beaters,  Towel  Racks,  Sleeve  Boards,  Waffle 
Irons,  Animal  Pokes,  D  Handles,  Hay  Knives, 
Cross  Cut  Saw  Handles,  etc  The  company 
has  been  incorporated  into  a  stock  company, 
with  a  capital  of  $75,000.  Large  additions  to 
the  present  factory  facilities  are  contemplated. 


Do  not  forget  that  readable  cards  should 
form  a  part  of  every  window  exhibit  Price 
tags  and  other  window  cards  can  easily  be 
made  very  attractive. 

'^Carborundnm"  Display  Box 

The  Carborundum  Co.,  Niagara  Falls,  N.  Y., 
have  brought  out  an  attractive  Display 
Box,  illustrated.  It  is  made  of  cardboard  rein- 
forced with  wood,  and  covered  with  a  buff- 
glazed  coated  paper.  Two  sizes  are  offered, 
accommodating  a  dozen  Stones,  12  and  10 
iiKhes  in  length,  respectively.  The  Box  is 
hinged  at  the  center  and  when  folded  back  for 


"Carborundum 
with   the  fingers  to  work  the  lather  in  pre- 
paratory to  shaving.    It  13  claihic4  to  help  the 


Display  Box. 

display  makes  a  substantial  and  attractive  ap- 
pearance. 
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^'Rain-Bow"  Lawn  Sprinkler 

The  Turner  &  Seymour  Mfg.  G).,  Tor- 
rington,  Conn.,  are  manufacturers  of  the 
**Rain-Bow"  Lawn  Sprinkler,  No.  101,  illus- 
trated. In  a  recent  issue  we  presented  the 
No.  103,  which  has  a  sled;  the  one  herewith 
has  a  spike,  which  permits  of  it  being  stuck 
in  the  turf.  The  No.  101  has  the  same  body, 
cap  and  spreader  as  the  No.  103.     There  are 


Cleavers,  Cast  Steel  Hammers,  Cast  Steel 
Hatchets,  Ice  Chisels,  Hatchets  and  Shaves, 
Levels,  etc. 

"Iwan"  Pott  Hole  Anger 

I  wan  Bros.,  Streator,  111.,  are  makers  of  the 
"Iwan"  Post  Hole  Auger,  Uluslrated.  It 
shows  a  man  with  a  14- inch  Auger,  the  handle 
of  same,  and  also  of  the  12-inch  size,  usually 
being  five  or  more  feet  long.  It  is  frequently 
necessary  to  start  the  hole  for  about  a  foot 
with  a  spade,  so  as  to  bring  the  handle  of  the 


"Rain- Bow  "  Lawn  Sprinkler.  No.  lOl. 

no  ball  bearings  nor  anything  to  rust  or  wear 
out,  as  the  parts  likely  to  rust  arc  of  brass. 
The  spreader  at  the  extreme  top  is  of  extra 
heavy  gauge  brass  reinforced.  Under  high 
pressure  this  Sprinkler  will  cover  an  area  of 
35  to  40  feet,  with  a  fine  spray,  which  will  not 
tend  to  wash  the  earth  from  the  roots  of  the 
grass. 


Geo.  Walter  Davis,  manufacturers'  agent,  7 
Warren  street,  New  York,  issues  a  cardboard 
post  card,  on  the  back  of  which  is  given  a  con- 
densed table  of  discounts,  with  nets  most  fre- 
quently used. 


The  Central  Hardware  Co..  12.'i3  Locust 
street,  Philadelphia,  Pa.,  in  tlieir  catalogue 
and  price  list  present  a  variety  of  goods. 
These  include  Hand  and  Compass  Saws, 
Hack  Saws  and  Frames,  Kitchen  Saws,  Carpel 
and   Wall   Stretchers,  Wall   Scrapers,   Family 


*IwAN*'  Post  Hole  Auger. 

auger  within  easy  working  height.  The  14-inch 
size  weighs  about  24  pounds  and  takes  up  about 
a  foot  of  earth  at  each  filling.  While  one  man 
can  operate  this  large  tool,  it  is  better  for  two 
to  work  it  in  very  stiflF  soil,  and  even  with  the 
extra  man  it  digs  as  rapidly  as  four  men  could 
with  the  old  style  spade  and  telegraph  spoon. 
This  tool  has  been  brought  out  especially  to 
interest  the  electrical  and  telephone  trades  as 
well  as  others  who  require  an  auger  for  large 
holes. 
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''Samsdell"  Inverted  Oas  Lamp 

Ramsdell  Inverted  Gas  Lamp  Go,,  1123 
Broadway,  New  York,  are  offering  the 
trade  the  "Ramsdell"  Inverted  Gas  Lamp  Co., 
illustrated.  The  inverted  lamp  throws  two- 
thirds  of  the  light  downward  below  the  cen- 
ter of  lamp,  while  in  the  upright  lamps  two- 
thirds  of  the  light  is  thrown  upward,  above 
the    center.     It   is   finished   brushed   brass    or 


*•  Ramsdell"  Inverted  Gas  Lamp  No.  4. 

black,  consumes  2K»  to  3  cubic  feet  of  gas  per 
hour,  and  is  65  candle  power  illumination.  It  is 
boxed  complete  with  globe,  mantle  and 
adaptor.  The  company  make  Inverted  lights 
for  every  lighting  purpose.  They  also  make 
a  full  line  of  fixtures  to  go  with  these  Lamps. 
The  gas  is  easily  controlled  in  all  the  lamps. 


H.  W.  Johns- Manville  Co.,  New  York,  in 
order  to  better  serve  their  Detroit  trade  and 
adjacent  territory,  have  opened  a  branch  at 
72  Jefferson  avenue.  Detroit,  where  a  complete 
stock  of  goods  will  be  carried. 


'^Sellable"   aiunmed  Tape  Kaohine 

Reliable  Gum  Tape  Co.,  496  East  134th 
street.  New  York,  arc  offering  the  trade 
the  "Reliable"  Gummed  Tape  and  Machine, 
illustrated.  It  is  a  device  especially  designed 
for  sealing  or  binding  packages  in  general. 
It  displaces  twine,  scaling  wax  or  rubber 
bands.  The  machine  works  so  that  the  seal- 
ing of  packages  is  almost  instantaneous.  The 
body  is  made  of  cast  steel,  black  enamel  fin- 
ish, with  tubular  brass,  nickel  plated  moisten- 
ing device,  holding  water  to  moisten  several 
thousand  yarns  of  gummed  tape  without  re- 
filling. It  will  dampen  and  cut  at  any  desired 
length,  one  roll  2V2  inches  wife,  or  two  rolls 
of  tape  1  inch  or  less  can  b2  put  in  opera- 
tion at  the  same  time.  It  can  be  used  on  all 
sizes  of  packages,  from  the  smallest,  such  as 
jewelry,  up  to  packages  containing  tinware, 
toys,  etc.  Two  inches  of  tape  will  bind  a 
package'  where  10  to  12  feet  of  string  would 
be  necessary.  A  roll  of  tape  will  bind  or 
seal  2,000  packages  at  a  small  cost.  The  seal- 
ing of  a  package  is  rapid  as  the  tape  ad- 
heres to  same  instantly;  there  is  no  rubbing 
down  or  waiting  for  it  to  dry.  The  tape  can 
also  be  used  for  mending  music,  drawings, 
pictures,  books,  paper  boxes,  and  a  multitude 


•RhLiAniii'    Gummed    Tape    Machine. 


The  Lynn  Filter  Mfg.  Co.  and  the  Superior 
Tool  &  Supply  Co.,  of  Cincinnati,  O.,  have 
consolidated.  The  new  corporation  will  be 
known  as  The  Lynn-Superior  Company,  and 
will  continue  the  manufacture  of  Filters. 


of  other  articles.  The  tapes  come  in  paper 
and  cloth  and  in  widths  of  %,  1  and  1^  inches. 
Tapes  are  also  furnished  ungummed  when  de- 
sired- Any  width  or  color  will  fit  any  ma- 
chine on  the  market. 
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'"Exoeluor"  Auto-Cyde 

Excelsior  Supply  Co.,  233  Randolph  street, 
Chicago,  III,  are  placing  on  the  market 
the  "Excelsior"  Auto-Cycle,  illustrated.  This 
motor  cycle  has  been  in  the  hands  of  experts 
for  a  year  past  to  the  end  that  every  improve- 
ment possible  would  be  embodied  in  it  before 
being  placed  on  the  market.  The  frame  and 
general  construction  is  the  result  of  mechan- 
ical and  mathematical  consideration,  with 
careful  regard  to  the  strains  and  stresses  to 
which  such  mechanism  is  subjected.  The  idea 
of  attaching  a  diminutive  motor  in  a  bicycle 
frame  was  discarded,  and  the  triangle  frame 
evolved.  Each  line  of  strain  falls  upon  the 
apex  of  a  triangular  portion  of  the  frame  de- 
signed to  meet  that  strain.  Even  the  motor 
is  carried  in  a  three  point  suspension.  In 
the  motors  used  the  mechanical  features  have 
been  so  skilfully  developed  that  a  motor  with 
a  3%-inch  bore  and  a  3%-inch  stroke 
and  rated  at  3%  h.  p.,  has  defeated 
other  machines  with  motors  rated 
higher.  Tool  steel  and  drop  forgings  are 
used    throughout,    all    parts    being   ground    to 


ough  and  effective  cylinder  oiling  system. 
Lubricating  troubles  are  unknown  in  this 
Auto-Cycle. 

The  carburetor  is  a  float  feed  type  with  au- 
tomatic air  valves  and  butterfly  throttle.  Ig- 
nition is  the  usual  jump  spark  system  with 
high  tension  coil,  the  current  being  furnished 
by  three  dry  cells  of  standard  type.  The 
batteries  and  coil  are  carried  in  a  sheet  steel 
case  located  imder  the  saddle.  Access  thereto 
is  through  a  door  opening  on  the  side,  and 
in  this  case  is  a  compartment  for  the  full  kit 
of  tools.  The  gasoline  and  oil  tank  are  lo- 
cated in  the  upper  part  of  the  frame  between 
the  two  horizontal  frame  members.  This 
tank  is  of  heavy  gauge  copper  and  so  strongly 
constructed  that  springing  of  the  seams  or 
leakage  is  practically  impossible. 

From  the  standpoint  of  general  service  the 
noticeable  features  are  the  transmitting  s\>- 
tem,  which  is  so  arranged  that  the  motor  may 
be  allowed  to  run  free  with  the  engine  at  rest 
The  advantages  of  this  are  many  and  great 
for  city  service,  where  momentary  stop>. 
owing  to  the  congestion  of  traffic  are  frequent. 


"Excelsior"   Auto-Cvcle. 


size  and  finish.  Even  the  small  controlling 
levers  and  similar  parts  are  drop  forgings. 
Every  bearing,  cup  and  cone  is  turned  from 
tool  steel  bars,  no  stampings  being  used  at  any 
point. 

An  important  feature  in  connection  with  the 
motor  is  the  lubricating  system  which  com- 
prises a  positive  sight  feed  oiler  that  de- 
livers a  constant  supply  to  the  right  main 
shaft  bearing.  From  there  the  oil  is  carried 
through  the  hollow  crank  shaft  to  the  crank 
pin  bearing.  From  there  it  is  thrown  by 
centrifugal  force  to  the  lower  part  of  the 
cylinder,  where  a  circular  pocket  gathers  it 
and  delivers  part  to  the  cylinder  walls  and 
wrist  pin,  and  the  rest  is  carried  through  a 
tubular  duct  to  the  left  main  bearing.  As  the 
piston  at  the  completion  of  its  downward 
stroke  enters  this  oil  pocket,  it  on  the  up- 
ward stroke  spreads  the  oil  equally  over  the 
cylinder  wall.    This  results  in  a  most  t|ior- 


and  the  rider  may  stop  his  machine  by  rest- 
ing one  or  both  feet  on  the  ground  an'l 
wait  for  an  opening  without  stopping  li^ 
motor  and  being  compelled  to  kick  his  ma- 
chine into  action  when  ready  to  start.  This 
is  attained  through  a  lever  located  at  the  left 
side  of  the  frame  and  carrying  an  idler  which 
bears  on  the  under  side  of  the  belt  dose  to 
the  motor  pulley.  The  effect  of  this  idler  i> 
not  to  tighten  the  belt  sufficiently  to  cause 
undue  strains  on  the  bearings  and  frame,  but 
to  cause  the  belt  to  more  fully  embrace  the 
motor  pulley,  this  increasing  the  friction  sur- 
face and  insuring  against  slipping.  It  is  al50 
a  material  benefit  on  the  approach  to  a  steep 
grade,  where  conditions  may  preclude  the 
possibility  of  a  long  running  start.  By  mo- 
mentarily releasing  the  belt  tension,  the  motor 
may  be  allowed  to  speed  up  and  on  again,  ad- 
vancing the  tension  lever  and  practically  the 
^?^me  benefit  is  deriv^  th^t  would  be  obtainable 
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through   speeding   the   motor  on   a   long  ap- 
proach. 

The  saddle  position  has  also  been  given 
careful  consideration.  Earlier  types  and  many 
of  the  present  types  of  motor  cycles  carry 
their  saddles  so  high  on  the  frame  that  the 
rider  is  compelled  to  sit  about  as  though 
perching  on  a  high  stool,  and  on  stopping 
must  dismount.  The  rider  on  this  Auto-Cycle  • 
sits  in  as  comfortable  position  as  could  be  at- 
tained in  an  easy  chair,  and  upon  stopping 
can  readily  place  his  feet  on  the  ground  and 
retain  this  position  as  long  as  desired. 

By  use  of  the  free  motor  device  he  may 
allow  his  motor  to  continue  in  operation,  and 
when  ready  to  resume  his  travels  simply  ap- 
plies the  belt  and  proceeds  without  effort. 
This,  in  connection  with  the  location  of  the 
motor  and  heavy  part  of  the  equipment 
places  the  center  of  gravity  at  a  very  low 
point,  making  a  machine  that  is  easy  to  con- 
trol, not  liable  to  skid  and  convenient  to 
handle. 

''B.  &  £."  Loose  Pin  Butt 

Russell    &    Erwin    Mfg.   Co.,    New    Britain, 
Conn.,    with    New    York    branch    at   94 
Lafayette    street,    arc    offering    the    trade   the 


O 


o 


o 


out  the  entire  length  with  hardened  steel  bush- 
ings. This  Butt  combines  the  tensile  strength 
of  wrought  metal  with  the  extra  wearing  quali- 
ties of  hardened  steel  bushings. 

Bepair  Tub  Hoop 

Standard  Brass  &  Iron  Works,  Milwaukee, 
Wis.,  are  offering  the  trade  the  Repair 
Tub  Hoop,  illustrated.  This  Tub  Hoop  is 
rolled  flaring  to  fit  the  tubs,  and  no  rivets  are 
required,  so  that  any  one  can  apply  it  quickly 
and  easily  to  any  size  tub.  A  tub  expands 
when  wet,  and  contracts  when  dry,  and  the 
construction  of   this  Hoop   permits  it  to  ex- 


"R.  &  E."  Loose  Pin   Butt. 
"R.   &   E."   Wrought    Loose    Pin    Butt,   illus- 
trated.   It  is  finished  in  both  bronze  metal  and 
steel,  the  knuckles  of  which  are  lined  through- 


Repair  Tub  Hoop. 

pand  and  contract  accordingly,  and  there  is 
no  excessive  strain  on  Hoop  to  break  or 
weaken  it.  The  Hoop  is  %-inch  hoop  steel, 
long  enough  to  fit  the  largest  size  tubs,  and  is 
provided  with  a  spring  wire  link  attached  to 
one  end  of  hoop  and  adjustable  as  to  «;ize. 


The  Star  Enameling  &  Stamping  Co.,  Pitts- 
burg, Pa.,  in  catalogue  No.  11,  show  their  large 
line  of  Sheet  Metal  Ware.  There  are  180  pages 
in  the  book,  which  is  divided  into  departments. 
Tinware,  heavy  polished  tinware,  dark  brown 
japanned  ware,  galvanized  ware,  gray  mottled 
enameled  ware  and  blue  and  white  enameled 
ware.  The  present  factory  contains  three  acres 
of  floor  space  which  is  fully  equipped  with 
modern  machinery. 

"Bice"  Corn  Popper 

Rice  &  Co.,  Lowell,  Mass.,  are  makers  of 
the  "Rice**  Corn  Popper,  illustrated. 
There  is  a  combination  shank  and  brace  of 
malleable  iron,  which  clinches  through  tin 
binding,    the    braces    being    firmly    affixed    to 


"Rice"  Corn  Popper. 

each  wire  guard,  which  protects  the  bottom  of 
the  Popper  from  wear.  A  size  heavier  wire 
is  employed  than  is  the  usual  custom,  which 
gives  a  durable  construction.  The  Popper  is 
made  in  1,  1^  2,  4,  8,  and  18  quart  sizes. 
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Alcohol  Utilities 

The  Alcohol  Utilities  Co.',  156  West  Twenty- 
third  street,  New  York,  arc  offering  the 
trade  the  Alcohol  Utilities,  illustrated.  The 
No.  207  is  a  45  c.p.  incandescent  Lamp,  made 
of  polished  brass  or  nickel.  It  uses  denatured 
alcohol,  and  burns  1  quart  in  10  hours.  Tfiis 
Lamp,  as  well  as  all  other  constructions  which 
the  company  make  for  illuminating  purposes, 
uses  incandescent  mantles,  which  gives  a  clear, 
bright   light.     In' comparison   with  a   standard 


No.  "207  Alcohol  Incandescent  Lamp. 
kerosene  lamp,  1  gallon  of  alcohol  will  burn 
'^Vi  hours,  average  45  c.p.  and  burn  1,740  c.p.- 
hours,  while  the  kerosene  lamp  on  1  gallon  of 
kerosene  will  burn  almost  *W  hours,  average 
14  c.p.  and  burn  484  c.p.  hours.  The  Alcohol 
Lamp  is  clean  to  use,  no  odor  of  any  kind,  no 
soot  and  no  smoke  features,  which  will  appeal 
to  any  housewife  when  the  matter  is  brought 
to  her  attention.  The  Alcohol  burners  can  be 
placed  in  kerosene  lamps.  Tlie  Lamps  are  es- 
pecially adapted  for  use  on  yachts,  for  which 


nickel,  consumes  1  ounce  of  alcohol  in  30  min- 
utes. Several  other  styles  arc  furnished,  weigh- 
ing 6,  794  and  bl^  pounds. 

W.  E.  Caldwell  Co.,  Louisville,  Ky.,  in  a  new 
catalogue  show  a  Hne  of  Water  Tanks  and 
Towers.  These  are  chiefly  for  large  installa- 
tions, such  as  city  water  works,  etc. 

'l.ark"  Alarm  Clock 

Pe  New  Haven  Clock  Co.,  New  Haven, 
Conn.,  are  offering  the  trade  the  "Lark" 
Alarm  Clock,  illustrated.  It  has  a  4-inch  dial 
and  a  heavily  nickel-plated  brass  case  with 
beaded  edge  and  flush  knurled  edge  back.    All 


"Osol"  Flatiron,  No.  302. 

there   is   at  present  an    increasing  demand    as 
their  merits  are  becoming  known. 

The  "Osol"  Flatiron  uses  the  bunsen  burner 
principle,  giving  an  intense  heat,  which  is  even- 
ly distributed  over  the  entire  bottom  surface. 
The  iron  can  be  made  ready  for  use  in  about 
3  to  3Mj  minutes.  It  can  be  carried  anywhere, 
as  each  Iron  generates  its  own  heat.  It  is  espe- 
cially useful  in  hot  weather,  for  the  ironing 
can  then  be  done  in  the  coolest  spot  in  the 
shade,  taking  the  iron  to  the  work  and  not  the 
work  to  the  iron.  For  traveling  purposes  and 
for  use  in  boarding  schools  it  has  special  at- 
tractions. It  is  provided  with  a  flame  controller. 
The  No.  302   weighs  3%   pounds,   is  polished 


Lark"  Alarm  Clock. 
trimmings  are  heavily  nickel  plated.    A  switch 
is  provided  for  stopping  the  alarm.     It  is  re- 
ferred to  as  being  an  accurate  time-keeper  and 
a  sure  alarm. 


The  Independent  Stove  Co..  Detroit,  Mich., 
by  reason  of  business  growth,  have  found  it 
necessary  to  move  to  larger  quarters.  Not- 
withstanding that  three  additions  to  their 
plant  have  been  made  since  the  concern  started 
two  years  ago,  they  have  outgrown  them. 
They  have  decided  to  move  to  a  smaller  town 
and  will  go  to  Owosso,  Mich.,  shortly.  The 
new  plant  will  give  50  per  cent,  greater  ca- 
pacity than  present  quarters.  They  make  the 
**Renown"  Stoves  and   Ranges. 
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''Davis' "  Fireless  Cooker 

Davis  Mfg.  Co.,  Lansing,  Mich.,  are  placing 
on  the  market  the  "Davis"  Fireless 
Cooker,  illustrated.  It  is  an  airtight  steel  cabi- 
net trimmed  with  kiln-dried,  quarter-sawsd  oak 
and  is  mission  design,  weathered-oak  finish. 
Brass  trimmings  are  provided  and  the  Cooker 
is  mounted  on  ball-bearing  casters  and  made 
the  proper  height  for  kitchen  use.  The  cabinet 
is  packed  with  hygienic  non-conducting,  insu- 
lated material.  The  linings  can  be  removed 
and  washed  with  very  little  trouble  without  in- 
juring or  disturbing  the  insulation.  The  ves- 
sels fit  closely  in  pockets  in  the  cabinet  that 
are  insulated  to  a  depth  of  2  inches  on  all  sides, 
top  and  bottom.  The  surrounding  atmosphere 
being  unable  to  reach  the  interior  of  the  ves- 
sel and  the  heat  in  the  vessel  being  unable  to 
escape,  the  temperature  is  not  lowered  and  the 
food  continues  to  cook  until  it  is  thoroughly 
and  evenly  done.  The  Cooker  is  made  in  one, 
two  and  three  compartments,  with  respective 
capacities  of  10,  20  and  30  quarts.  The  No.  1, 
or  10-quart  size,  is  14x14x14  inches  and  weighs 


"Davis"  Fireless  Cooker. 

4U  pounds.  The  No.  3,  or  30-quart  size,  weighs 
100  pounds.  Each  cabinet  or  compartment  is 
equipped  with  one  10-quart  heavy  enameled 
vessel,  provided  with  a  tight-fitting  insulated 
cover,  one  vegetable  broiler  and  one  stand. 
The  makers  state  that  the  use  of  this  device 
effects  a  material  saving  in  time,  food,  labor, 
Ind,  at  the  same  time,  materially  reduces  the 
cost  of  fuel.  It  eliminates  kitchen  odors,  cooks 
food  better,  and  even  the  cheaper  meats  can  be 
thoroughly  cooked  in  an  appetizing  manner. 
Vessels  used  in  the  cooking  cannot  be  spoiled 
by  burning,  and  they  are  more  easily  washed 
than  by  the  common  method  of  cooking.  A  hot 
lunch  can  be  had  at  any  time  in  the  night; 
food  can  be  kept  in  the  Cooker  several  hours 
after  it  has  been  thoroughly  cooked  without 
detriment.  The  cabinet  can  be  readily  moved 
about,  as  it  is  on  casters.  As  an  example  of 
the  time-saving  feature,  potatoes  cooked  over 
a  fire  for  ten  minutes  and  then  placed  in  the 
Cooker  for  2%  hours  or  longer  arc  thoroughly 
cooked  when  taken  out.  Rice  has  an  initial 
heating  of  but  five  minutes  and  two  hours  or 


more  in  the  cooker.  Breakfast  cereals  require 
but  five  minutes  cooking  over  a  fiame  and 
placed  in  the  Cooker  over  njfht  are  ready  to 
serve  for  breakfast.  For  light  housekeeping, 
for  use  on  picnics,  auto  trips,  etc.,  the  advan- 
tages are  self-apparent 


The  Automatic  Neck  Yoke  Co.,  Indian- 
apolis, Ind.,  have  sold  their  Memphis  plant  to 
Lack  Singletree  Co.,  Paducah,  Ky.  The  for- 
mer concern  will  continue  to  manufacture 
their  Automatic  Carriage  Neck  Yokes  and 
Neck  Yoke  Centers  at  Indianapolis. 


Quincy  Show  Case  Co.,  Quincy,  111.,  have 
issued  a  fine  catalogue  of  their  "Quincy" 
Show  Cases.  The  engravings  are  extra  fine, 
reproducing  all  the  fine  shadings  of  the  marble 
bases,  wood  grain  effects,  etc.  They  also  issue, 
in  connection  with  the  catalogue,  a  price  list 
which  gives  full  description  of  each  Show 
Case,  dimensions,  prices,  etc.  The  concern 
manufacture  a  wide  variety  and  are  pre- 
pared to  furnish  complete  equipment  of  fix- 
tures for  a  store. 


Russell  &  Erwin  Mfg.  Co.,  New  Britain, 
Conn.,  with  New  York  branch  at  94  Lafayette 
street,  have  ready  for  distribution  Supplement 
No.  1  to  their  London  or  export  catalogue. 
There  are  more  than  100  pages,  which  com- 
prise Cylinder  and  Rim  Locks,  Night  Latches. 
Unit  Lock  Sets,  Finger  Plates,  Door  Pulls. 
Letter  Plates,  Door  Bells,  Push  Buttons,  Loose 
Pin  Butts,  Door  Checks  and  Springs,  Window 
Fasteners,  Hat  and  Coat  Hooks,  Food  Cutter, 
Padlocks,  etc. 


Pelouze  Scale  &  Mfg.  Co.,  Chicago,  111., 
have  ready  Catalogue  K  for  distribution  to 
the  trade.  It  is  pocket  size,  comprises  60 
pages.  Platform  and  scoop  Family  Scales 
weigh  up  to  24  pounds;  Baby  Scales  have 
baskets  at  top,  which  can  be  removed  and 
the  Scale  used  for  other  purposes.  Counter 
Scales  are  shown  in  a  variety  of  styles,  to- 
gether with  Confectionery  Scales  and  Com- 
puting Scales.  Postal  Scales  are  made  in  nu- 
merous patterns  and  finishes,  extensive 
enough  to  suit  the  modest  as  well  as  the  most 
fastidious  taste. 


The  Carborundum  Co.,  Niagara  Falls,  N.  Y., 
have  issued  a  new  price  list  on  Carborundum 
Sticks,  including  those  in  the  unfinished  state. 
They  have  recently  added  one-half  round  shape 
which  is  proving  popular.  These  sticks  can  be 
made  in  most  any  length  and  thickness.  A 
new  leaflet  shows  the  new  one  dozen  package 
of  Carborundum  Niagara  Scythe  Stones;  this 
package  is  designed  to  furnish  a  permanent 
display  of  these  goods  and  is  made  of  buff 
paper  to  correspond  with  the  regular  line  of 
packages.  Nos.  110,  111  and  112  have  been 
added  to  the  Combination  Stones,  and  the  com- 
plete line  now  varies  in  size  from  4  to  8  inches. 
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Boston  Gear  Worki.  Norfolk  Downs,  Mass., 

have   ready   for   the  trade   Catak>gue  £1   of 
Standard  GearsN 


The  Fox  Mfg.  Co.,  Milwaukee,  Wis.,  manu- 
facturers of  the  "Fox*'  Floor  Scraper,  \iave 
found  it  necessary  to  move  to  larger  quarters. 
They  arc  now  located  at  346  Broadway. 

The  Herculever  G).,  332  Broadway,  Ne.v 
York,  has  been  incorporated  to  manufacture 
the  "Herculever"  Box  and  Case  Opener,  and 
other  Hardware  specialties  of  merit.  There 
is  abundant  capital  behind  the  concern  and 
within  the  next  thirty  .days  they  will  have 
some  of  their  goods  ready  for  the  trade. 

Wiebusch  &  Hilger,  Ltd.,  have  removed  to 
the  new  Hardware  Building  at  92  and  d4 
Walker  street.  New  York,  where  they  occupy 
the  second  floor.  With  increased  facilities  and 
equipment  they  are .  now  able  to  give  more 
prompt  and  efficient  service  than  ever  before. 

Kclley-How-Thomson  Co.,  Duluth,  Minn., 
in  catalogue  No.  50,  present  an  extensive  line 
of  Spring  and  Summer  Sporting' Goods,  which 
comprise  Baseball,  Tennis,  Fishing  Tackle, 
Bicycle  Sundries,  Croquet  Sets,  Hammocks, 
etc.  Accompanying  the  catalogue  is  a  net  trade 
price  list,  which  applies  to  the  catalogue. 


Simonds  Mfg.  Co.,  Fitchburg,  Mass.,  with 
New  York  office  at  40  Murray  street,  are  send- 
ing out  a  mailing  folder  or  booklet.  It  is  a 
**One  Idea*'  book,  being  devoted  to  the 
"Simonds*  '*  Saws.  The  introductory  is  a  talk 
addressed  to  the  proprietor ;  if  he  is  not  inter- 
ested, then  to  the  interested  clerk.  It  is  to  the 
point  and  contains  good  ivleas. 


The  Berger  Mfg.  Co.,  Canton,  Ohio,  have 
issued  a  comprehensive  catalogue  of  "Berger** 
Steel  Filing  devices  and  Office  Equipment. 
These  include  Vertical  Units,  Horizontal  Sec- 
tions, Cabinets,  Transfer  Boxes,  Waste  Paper 
Baskets,  Tables,  Chairs,  etc. 

The  Cassady-Fairbank  Mfg.  Co.,  6106  La 
Salle  street,  Chicago,  III.,  have  bought  out 
three  different  factories,  taking  over  their 
Hardware  specialty  business.  These  include 
the  Foyer  Mfg.  &  Steel  Stamping  Co.,  Paines- 
ville,  O. ;  the  stamping  department  of  Berg- 
man Bros.,  Buffalo,  N.  Y.,  and  Chas.  C.  Bonar 
Co.,  Evanston,  111. 

The  Skinner  Chuck  Co.,  New  Britain,  Conn., 
in  their  latest  price  list  present  their  line  of 
Independent,  Universal  and  Combination  Lathe 
Chucks,  Drill  Chucks,  Planer  Chucks,  Face- 
plate Jaws,  Drill  Press  Vises,  Reamer  Stands, 
etc 

Many  boards  of  health  in  the  larger  cities 
have  sent  out  warnings  to  the  citizens,  calling 


attention  to  the  fact  that  the  common  house 
fly  is  the  cause  of  the  spread  of  disease.  The 
preventive,  of  course,  is  to  use  window  screens, 
and  the  Hardware  merchants  by  calling  atten- 
tion to  these  facts  will  materially  assist  in 
maintaining  a  high  percentage  of  health  in  his 
community  and  at  the  same  time  profit  by  the 
sale  of  door  and  window  screens. 


The  May  issue  of  the  Bulletin  of  the  Inter- 
national Bureau  of  the  American  Republics, 
which  is  published  at  2  Jackson  place,  Wash- 
ington, D.  C,  is  entitled  the  "Corner  Stone 
Edition."  It  contains  many  illustrations  and  a 
great  deal  of  information,  chiefly  of  the  South 
American  republics,  the  addresses  of  President 
Roosevelt,  Secretary  Root,  Andrew  Carnegie, 
and  others  on  the  occasion  of  the  laying  of 
the  corner  stone  of  the  International  Bureau  of 
the  American  Republics. 


When  one  is  up  against  it,  there  is  virtue 
:n  doing  something.  Inactivity — ^just  plain, 
hopeless  drifting — is  the  limit  of  imbecility. 
In  trying  something  new  one  has  a  chance. 
However  remote  that  chance  may  be,  it  is  a 
long  way  better  than  passive  death. 

In  advertising  follow  the  line  of  least  re- 
sistance. Push  hardest  where  competition 
is  weakest  until  you  are  as  strong  as  your 
competition. 

Firearm  Ordinance  for  Cleveland 

An  ordinance  was  recently  introduced  in  th? 
Cleveland,  Ohio,  Council  with  reference  to  fire- 
arms, etc.,  providing  that  if  any  pistol  or  other 
dangerous  weapon  was  displayed  in  a  show 
window  or  other  public  place,  that  the  person 
s^r  firm  making  the  display  would  be  subject  to 
a  fine  of  not  less  than  $5  or  more*  than  $100. 
and  each  day  it  is  continued  will  count  as  a 
separate  offense.  When  any  such  weapon  is 
sold  the  name  and  address  of  the  purchaser 
must  be  at  once  forwarded  to  the  chief  of  po- 
lice, together  with  a  description  of  such  person. 

CaroUnas  Hardware  Association 

The  annual  convention  of  the  Retail  Hard- 
ware Association  of  the  Carolinas  wiH 
be  held  at  Wrightsville  Beach  on  July  8,  9 
and  10.  Very  satisfactory  arrangements  have 
been  made  for  the  meeting  by  President  W. 
N.  Everitt,  Rockingham,  N.  C,  Secretar>' 
Paul  W.  McLure,  Greenwood,  S.  C.,  and  other 
officials.  There  will  be  the  usual  reports  of 
officers.  Question  Box  and  entertainment 
features,  the  latter  embracing  trolley  rides, 
theatre  party,  excursions,  luncheons,  etc. 
Among  the  addresses  will  be  one  on  "How 
Best  to  Get  Legislation  Through,"  by  Wm. 
M.  Otis,  of  Columbia,  S.  C,  and  "How  to  Get 
the  Best  Results  from  Clerks,"  by  T.  W. 
Dixon,  of  the  Southern  Hardware  Co., 
Charlotte,  N.  C.  All  Hardware  dealers  in  the 
Carolinas  are  urged  to  be  praMOt 
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Fof  t  Oi&oe  Box  Tax 

JF.  Howe,  Freedom,  Pa.,  president  of  the 
•  Pennsylvania  Retail  Hardware  Asso- 
ciation, at  the  annual  convention  of  the  Na- 
tional Retail  Hardware  Association  '  at  St. 
Louis  brought  up  the  matter  of  postoffice  box 
rents  in  towns  that  have  not  the  rural  free 
delivery,  and  which  affects  a  large  number 
of  Hardware  merchants.  He  states  that  if 
a  letter  is  mailed  with  the  usual  postage  the 
Postoffice  Department  is  obliged  to  deliver  it 
without  exacting  a  special  tax  from  the  per- 
son addressed.  This  contention  holds  good 
in  the  large  cities  where  the  mail  is  delivered 
by  carrier  as  well  as  by  the  rural  mail  car- 
rier, where  the  latter  goes  out  a  number  of 
miles  in  the  country.     In  cases  where  people 


this  is  an  injustice  and  the  $900  a  year  should, 
be  left  in  the  town  for  local  improvements. 
In  addition,  the  department  derives  a  profit 
of  more  than  $3,500  from  the  postal  matter. 
As  remedy  he  suggests  that  every  one  refuse 
to  pay  box  rent  an/d  to  call  at  the  general 
delivery  window  for  mail.  This  would  cause 
increased  cost  in  postal  clerks,  and  he  be- 
lieves that  the  department  would  soon  see  the 
"error  of  its  ways,"  and  give  free  boxes  or 
boxes  at  a  nominal  rent. 

A  Saskatchewan  Hardware  Store 

In  the  accompanying  illustration  is  shown 
the  Hardware  store  of  J.  B.  Kernaghan, 
Prince  Albert,  Saskatchewan.  It  is  fitted 
throughout  with   the    "Warren"    System    of 


Store  of  J.  B.  Kernaghan,  Prince  Albert,  Sask. 


are  contented  to  go  to  the  postoffice  for  their 
mail,  relieving  the  Government  from  this  vast 
delivery  expense,  Mr.  Howe  asks  why  they 
should  be  required  to  pay  a  special  tax  of 
from  $1  to  $4  a  year  for  box  rentaf.  The 
boxes  are  provided  by  the  owner  of  the  build- 
ing and  rented  with  the  building,  and  thus  the 
"special  service"  costs  but  a  small  fraction  of 
what  is  now  charged.  The  boxes  are  put  in 
as  it  enables  the  postoffice  clerks  to  handle 
the  mail  cheaper.  The  box  rentals  have  been 
raised  a  number  of  times,  the  last  increase  in 
many  sections  being  recently.  Mr.  Howe 
states  that  the  Department  charges  two  and 
one-half  times  as  much  for  the  box  rental  as 
it  pays  for  the  rental  of  the  building  in 
which    the   postoffice    is    located.     He   states 


Hardware   Shelving   and   Cabinets,   and    nat 
urally  presents  a  very  attractive  appearance. 

A  Scheme  That  Brought  in  the  Money 

Some  $30,000  in  bad  bills  had  accumulated 
among  the  various  retailers  at  Geneva,  111., 
and  the  Geneva  Business  Men's  Association 
decided  that  some  radical  steps  had  to  be 
taken  to  realize  on  same.  Finally,  it  was  de- 
cided to  hold  an  auction.  The  plan  was  to 
hold  it  on  the  street  and  as  much  publicity 
given  the  affair  as  possible.  Thirty  days'  no- 
tice was  given  the  debtors,  and  if  a  settlement 
was  not  secured  before  the  expiration  of  thnt 
time  the  bills  would  be  auctioned  off  to  the 
highest  bidder.  There  was  a  magical  response, 
and  the  sale  was  not  held— nearly  all  the  debt- 
ors paid  up. 
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A  San  Franoisco  '^Battleship" 

To  the  Editor: 

With  the  belief  that  same  might  prove  of 
interest  to  your  readers,  we  are  pleased 
to  submit  to  you  herewith  several  photographs 
recently  taken  of  the  miniature  "battleship*' 
which  we  are  at  present  exhibiting  in  one  of 
our  show  windows  and  which  we  have  con- 
structed in  honor  of  the  visiting  fleet  now  at 
anchor  in  our  harbor. 

As  can  be  seen  by  closely  scrutinizing  the 
two  engravings,  this  "floating  fortress"  is 
most  complete  in  detail  and  accurate  in  the  ar- 


same  by  the  navy  and  the  corresponding  arti- 
cles of  merchandise  used  to  represent  these 
parts,  and  which,  when  put  together  in  the 
arrangement  as  shown  in  the  corresponding 
illustration,  combine  to  make  what  we  think 
to  be  a  most  excellent  miniature  model  of  our 
modem  "dogs  of  war." 

This  model  was  designed  and  built  by  our 
Mr.  Meierdierks,  of  our  Hardware  department, 
to  whom  belongs  the  credit  of  having  con- 
structed what  we  believe  to  be  as  complete  a 
miniature  battleship  as  it  has  yet  been  our  good 
fortune  to  see. 


"Battleship"  Display  by  Chas.  JBrown  &  Sons,  San  Francisco. 


rangement  of  its  respective  parts.  That  which 
makes  same  of  especial  interest  to  the  general 
Hardware  dealer  is  that  fact  that  each  and 
every  part  of  the  ship,  from  waterline  to  top- 
mast and  from  flgurehead  to  stem,  is  made  up 
of  articles  taken  from  our  regular  stock  and 
such  as  are  usually  carried  in  the  Hardware 
and  household  department  of  the  average  gen- 
eral Hardware  establishment.  In  support  of 
this  statement  and  for  the  benefit  of  any  of 
our  brothers  in  trade  who  might  at  some 
future  time  desire  to  construct  a  similar 
"model"  in  their  own  place  of  business,  wc 
enclose  an  outline  showing  the  various  parts 
oi  the  vessel  in  the  terms  usually  applied  to 


We  have  found  the  display  of  this  model  to 
be  a  most  excellent  advertisement,  inasmuch  as 
same  has  proven  of  unusual  interest  not  only 
to  the  visiting  men  and  officers  of  the  fleet,  but 
to  the  public  in  general,  some  of  whom  have 
been  noticed  to  stand  at  the  show  window  for 
the  best  part  of  an  hour  scrutinizing  and  com- 
paring the  many  various  articles  used  in  the 
construction  of  the  miniature  with  the  parts 
which  they  arc  supposed  to  represent  on  board 
a  regular  battleship. 

As  is  but  natural  different  establishments 
of  the  various  ports  at  which  the  visiting  fleet 
anchored  during  its  fourteen-thousand-mile 
journey  from  ocean  to  ocean  exhibited  quite  a 
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few  models  of  battleships  constructed  of  arti- 
cles in  their  respective  lines  of  goods.  Not- 
withstanding this  fact,  however,  we  feel  a  per- 
sonal pride  in  having;  had  a  great  many  of  the 
officers  and  the  "men  behind  the  guns"  inform 
us  that  ours  was  without  doubt  the  most  accu- 
rate and  complete  of  any  models  that  they  had 
seen  throughout  their  voyage. 

Chas.  Brown  ft  Sons. 
Editor's  Note.— On  page  1244  will  be  found 
a  complete  description  of  the  various  articles 
comprising  this  unique  display. 


"If  we  do  not  carry  in  stocjc  the  article  you 
wish,  we  will  get  it  for  you,  regardless  of  ex- 
pense to  us.  What  we  want  is  not  only  cus- 
tomers but  satisfied  customers. 

"People  often  ask  us  what  makes  our  busi- 
ness grow  so  rapidly  and  how  we  have'  man- 
aged to  retain  our  customers  as  our  friends. 
Here  is  our  answer:  First— by  giving  each 
customer  individual  attention;  second — ^by  put- 
ting into  our  business  the  results  of  successful 
buying  and  careful  study,  and  lastly,  by  being 
content  with  a  fair  profit  on  every  sale  and 


Side  View  op  Hardware  Battleship  by  Chas.  Brown  ft  Sons,  San  FRANasco. 


Using  a  '^onse  Organ" 

We  are  sending  you  a  small  advertising 
bulletin  recently  gotten  out  by  our 
V.  H.  Thayer.  You  can  readily  judge  of  its 
merits.  We  would  be  pleased  to  mail  a  copy 
to  any  dealer  who  cares  to  look  over  same. 
We  believe  it  is  a  good  way  to  do  advertis- 
ing, to  be  a  side  issue  to  window  displays  and 
other  methods. 

The  Union  Hardware  Supply  Co. 

New  Cumberland,  W.  Va. 

Editor's  Note.— The  eight-page  paper  to 
which  our  correspondent  refers  is  8%  inches 
wide  by  10^  inches  deep,  printed  on  white 
paper.  On  the  first  page  the  statement  is 
made,  "We  do  not  substitute.  The  policy  of 
this  store  is  to  give  you  what  you  ask  for. 


treating  every  customer  alike.    A  satisfied  man 
stays  with  you." 

The  other  seven  pages  contain  illustrations 
and  descriptions  of  seasonable  goods.  If  5  per 
cent,  more  were  added  to  the  cost  of  the  paper 
in  the  way  of  more  ink  and  better  presswork, 
the  results  would  have  been  at  least  a  50  per 
cent,  improvement.  As  it  is,  the  cuts  are 
"white"  or  "gray"  in  appearance.  Try  this 
suggestion  in  the  next  issue,  and  see  if  results 
do  not  warrant  the  small  additional  outlay. 
Otherwise,  the  general  plan  is  commendable. 


Many  a  clerk  has  made  customers  for  the 
store  by  being  possessed  by  patience  unlim- 
ited. Patience  is  to  salesmanship  what  oil 
is  to  an  axle. 
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Component  Parts  of  ''Battlbship"  Am)  Coksbsfonding  Asticucs  of  Hasdwasb  and  Kitchkh 
Utensils  Used  in  the  Construction  of  Same. 


PARTS  OF  vessel. 

Sides 

Figure  head 
Hull  of  ship         ]    Waterline 
Rail 
Rail  stanchions 

Anchor 
Rope  cleats 
Capstan 
Ventilators 
At  forecastle  \  ( Superimposed     t  u  r  r 

(     with  8-inch  guns 


At  rear  of  fore- 
castle 


Forward     fight- 
ing tops 


Above    super- 
structure 


After  fighting 
tops 


Quarterdeck 


Forecastle 


Flags  on  dress- 
ing line 


ARTICLES   USED. 

2  6^foot  cross  cut  saws 

1  pair  7%-inch  brass  refrigrerator  hinges 
Teeth  of  cross  cut  saws 
No.  18  brass  jack  chain 
2%  No.  18  round  head  brass  screws 

2  No.  6  galv.  meat  hooks   (soldered  together) 
Flagpole  cleats 
Floor  door  stop 
2-inch  galvanized  street  ells 

>  Section  1-qt  tin  pudding  pans  and  gtm  nozzles 


J  Superimposed     tur  rets  [Section  of  3-qt.   tin  pudding  pans  and  plain 


)     brass  hose  pipes 
Rubber  "gauge-glass"  gaskets 
1  (12x17)  sheet  iron  drip  pan 
No.  01  tin  bread  pan  (reversed) 
Valve  wheel 

( 1  oz.  and  %  lb.  spools  copper  wire  and  ^-inch 
1     brass  rod 
3-inch  scolloped  patty  pans 
5-hole  tin  mouse  trap  (reversed) 
(juns  in  upper  fighting  top  Brass  gas  pillars 
Guns  in  lower  fighting  top  Shotgim  shells  (12-gauge) 


(     with  12-inch  guns 
Life  buoys 
Superstructure 
Bridge 
Wheel 

Military  mast 

Upper  fighting  top 
Lower  fighting  top 


Searchlight 
Monkey  yard 
Truck  lights 
Foretopmast 
and   signal 


stay      lifts 
halyards 


Forward  cranes 
Crane  falls  and  cable 

Smokestacks 

Smoke 
J  Forward      superstructure 
i     ventilators 

I  After  superstructure  ven- 
\     tilators 

After  cranes 

Mainmast 

Main  fighting  top 

Main  upper  fighting  top 

After  turrets 

Ventilators 

Capstan 

First  whaler  and  gig 

Boat  cleats 

Flagstaff 

.  Dingy  and  wherry 
Davits 
Boat  falls 
Gem  sponsons 
6-inch  batteries 
^  American  ensign,  No.  1 
International  answering  pennant 

Z 

B 

H 

E 

X 


%-pint  tin  funnel  with  1  c.p.  electric  bulb 
%-inch  brass  rod 
1  c.p.  electric  bulbs 

j-No.  18  copper  wire 

2-lb.  bars  solder  (bent  to  shape) 
%-inch  brass  pulleys  and  curtain  cord 

i  2-inch  leader  pipe  (painted  yellow  with  hhd 
band  at  top) 
Steel  wool 

[•1  %-inch  galvanized  ells  and  sockets 


hl%-inch  galvanized  ells  and  sockets 
2-lb.  bars  solder  (bent  to  shape) 
Same  as  military  mast 
Same  as  forward  fighting  top 
Same  as  forward  upper  fighting  top 
Entire  2-qt  tin  pudding  pan  and  gem  noziif- 

2-inch  galvanized  street  ells 

Floor  door  stop 

No.  4  sensible  sad  irons,  without  haJidles 

Galvanized  flagpole  cleats 

Piece  No.  10  steel  wire 

No.  4  sad  irons  (less  handles)  on  davits 
Malleable  brass  bird  cage  hooks  (bent  to  shape' 
%-inch  japanned  pulleys  and  curtain  cord 
Half  of  1-qt.  tin  pudding  pans 
Gem  hose  nozzles 
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Seed  Window  Blsplaj 

To  the  Editor: 

I  am  sending  you  under  separate  cover  a  pho- 
tograph of  our  annual  window  display  of 
seeds.  This  display  was  arranged  by  my  son, 
H.  Jay  Howell,  and  the  design  is  an  original 
one.  It  consists  of  two  panels  which  are  about 
%  inch  deep  and  the  panels  are  inclined  with 
the  floor  of  the  window  at  an  angle  of  about 
30  degrees.  These  panels  are  made  of  wood 
to  which  is  tacked  white  paper,  and  upon  this 
the  design  is  first  drawn.  Then  the  partitions 
for  the  seeds  arc  made  of  white  cardboard,  % 
inch  wide,  scored  in  the  middle  so  that  it  will 


display  has  come  to  be  an  annual  one  and  the 
design  is  a  different  one  every  year.  We  find 
that  it  has  materially  increased  our  seed  busi- 
ness. W.  F.  Howell. 

An  Invention  ( ?)  to  Displaoe  Alarm  Clocks 

He  was  a  great  inventor. 

"The  thing  I  am  working  at  now/'  he  be- 
gan, stroking  his  thin  beard  with  a  thinner 
hand,  "will  be  a  boon  to  every  family  and  will 
startle  the  whole  world.  In  fact,  it  will  put 
the  Alarm  Clock  Trust  out  of  business.  The 
idea  is  simply  specially  prepared  tablets  that 
help  you  get  up  in  the  morning.  For  in- 
stance, if  you   want  to  arise  at  5  you   take 


A  Seed  Window  Display  by  H.  Jay  Howell,  Newton,  N.  J. 


bend  at  a  right  angle,  and  one  side  is  tacke'd 
to  the  bottom  of  the  panel  along  the  lines  of 
the  drawn  design.  These  partitions  are  then 
filled  with  the  different  seeds.  The  larger 
panel  shows  the  American  flag  with  a  motto 
on  each  alternate  stripe.  Some  difficulty  was 
experienced  in  making  stars,  so  a  pun  was 
made  to  do  duty  for  the  stars.  The  smaller 
panel  represents  the  vine  of  our  seed  business. 
It  shows  a  vine  with  pumpkins  of  constantly 
increasing  sizes  growing  upon  it,  each  pump- 
kin representing  a  year's  business.  The  side 
wall  of  the  window  is  covered  with  litho- 
graphed seed  papers  or  packages  numbering 
upward  of  500.  The  rear  of  the  window  is 
filled  with  potted  plants.  The  window  meas- 
ures 6%  feet  wide  in  the  front,  7  feet  wide  in 
the  back  and  7  feet  deep.  Our  display  has  at- 
tracted a  great  deal  of  attention  and  we  have 
received  a  number  of  compliments  on  it.    This 


five  tablets;  if  you  want  to  get  up  at  6,  take 
six  tablets,  and  so  on." 

"But  how  will  -t  affect  the  Alarm  Qock 
Trust?" 

"Why,  these  tablets  will  cause  a  ringing  in 
the  ears  at  exactly  the  hour  desired" — 

But  the  little  crowd  could  wait  to  hear  no 
more  and  hurriedly  disbanded. 

A  "Kitehen  Shower''  Sale 

One  merchant  has  for  a  special  Saturday 
sale,  every  once  in  a  while,  what  he  calls 
a  "kitchen  shower."  This  is  an  assortment  of 
a  dozen  kitchen  things  in  tinware,  the  goods 
being  neatly  packed  beforehand  in  a  package 
convenient  for  carrying.  In  his  advertising  he 
uses  a*  cut  of  the  twelve  articles  and  some 
effective  talk  about  a  "kitchen  shower.  These 
twelve  articles  actually  worth  $1  on  sale  Satur- 
day for  30  cents — if  you  bring  the  exaet 
change." 
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Hardware  Automobile 

To  the  Editor: 

We  are  sending  you  under  separate  cover  a 
photo  of  an  automobile  used  in  connec- 
tion with  our  window  display  of  "Alabastine." 
Owing  to  a  very  poor  light  we  were  unable 
to  obtain  a  good  picture  of  the  entire  window 
display.  We  were  obliged  to  remove  the  auto- 
mobile from  the  window,  and  consequently  our 
picture  shows  the  machine  only.  This  machine 
was  designed  and  constructed  by  Edward  M. 
Curtiss,  a  young  man  in  our  employ,  and  is 
made  up  entirely  from  lines  that  we  carry  in 
stock.    The  details  are  as  follows : 

The  wheels  are  wood  split  pulleys  and  steel 
split  pulleys,  axles  are  bam  door  track;  nuts 


for  a  searchlight  The  ude  lights  are  cod- 
nected  with  a  fire  extinguisher  with  syphon 
rubber  tubing.  Hose  on  bottom  of  a  suction 
pump  serves  for  a  bulb.  The  bars  that  hold 
the  dash  in  place  are  casement  window  ad- 
justers. 

The  hood  on  the  front  is  a  No.  5  galvanized 
iron  ash  can,  with  a  grindstone  crank  and 
handle  covered  with  galvanized  Hardware 
screen.  The  front  seat  is  a  dothes  hamper 
covered  with  chair  seats  and  chair  seats  set 
against  the  front.  The  back  seat  is  a  packing 
case  covered  in  the  same  way  with  wood  chop- 
ping bowls  for  backs  of  both  seats.  The  in- 
side of  dash  has  a  small  mail  box  for  spark 
coil,  thermometer  gauge,  Ingersoll  watch  for 


Hakdware  Automobile  by  The  F.  Hallock  Co.,  Derby,  Conn. 


for  same  are  door  knobs,  springs  are  ordinary 
seat  springs.  The  muffler  is  made  of  galvan- 
ized iron  pipe  from  a  forge  and  a  length  of 
4-inch  tile  pipe.  The  balance  wheel  is  a  small 
mounted  grindstone,  the  chain  gear  two  small 
wood  pulleys  with  a  mowing  machine  chain 
on  same. 

The  frame  of  the  body  is  track  fastened  to 
springs  with  brackets  bolted  together  solid. 
The  floor  is  made  of  boxes  from  packing  cases. 
The  sides  are  masons'  and  carpenters'  levels, 
building  paper  with  washboards  for  doors. 
The  back  is  a  body  of  a  wheelbarrow.  The 
dashboard  is  made  of  two  washboards  with 
brass  city  track  for  top  rail,  coat  and  hat  hooks 
for  handles,  oil  cans  for  sidelights,  dinner  bell 
for  horn,  a  plumber's  torch  with  a  tin  fumiel 


speed  indicator.  The  handle  for  throwing  the 
gear  is  a  stove  poker.  The  brake  lever  is  a 
coal  shovel.  Stearing  gear  has  a  mop  handle 
with  a  well  curb  wheel  attached,  lie  num- 
ber is  made  of  a  strip  of  shoe  leather  with 
house  numbers  on  same. 

The  F.  Hallock  Co. 
W.  A.  Church. 

Arnuigi2ig  Pocket  Cutlery 

In  arranging  our  pocket  cutlery  wc  have 
placed  two  knives  on  top  of  each  box, 
lower  row  in  front  and  gradually  higher  to- 
ward the  back  of  show  case.  It  looks  well  and 
is  very  convenient  in  use.  Your  Magazini  is 
veiy  interesting  all  through. 

Jamis  &  RmXMBIGLII. 


Digitized  by 


Google 


-^— i 


THE  CHARGING  OF  GOODS 

System  of  Charging  by  a  Big  City  Hardware  House 
—Simple  and  EfiFective— All  Goods  Now  Charged 
and  No  Loop-holes — ^Works  Smoothly. 


In  many  concerns  charge  goods  get  out  of 
the  store  without  being  properly  entered 
up.  ^  A  system  that  will  eliminate  this  possibil- 
ity is  one  of  interest  to  many  retailers.  The 
system  used  by  a   successful  city  concern  is 


keeps  the  duplicate  charge  slip.  In  each  pack- 
age go  the  two  delivery  receipts  (Figs.  2  and 
3)  and  the  duplicate  charge  slip.  The  regular 
bill  is  mailed  afterward.  The  reason  for  this 
is  that   formerly   the   receiver's   clerks   com- 
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CHARGE 
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Sold  to 


Salesman 


Fig.  1.— Original  Charge  Sup,  Retained  at  the  Store, 


the  outgrowth  of  many  years*  trial  of  various 
methods.  A  charge  slip  is  used  (Fig.  1),  the 
heading  being  reproduced  herewith.  The  orig- 
inal is  6%x7  inches  in  size,  printed  entirely  in 
black.  In  actual  practice  no  cognizance  is  taken 
of  the  serial  number,  although  it  could  be  used 
for  checking  purposes.  Two  copies  are  made, 
the  second  being  sent  out  with  the  goods.  The 

-*<» Date , 

Delwer^d  by . 


18594 


plamed  that  there  was  no  itemized  list  to  dieck 
off  the  goods  by ;  whoever  receives  the  goods 
now  has  an  opportunity  for  checking  them  off. 
Many  a  dollar  has  been  saved  by  having  the 
delivery  receipt  on  file.     On  the  delivery  re- 
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DeUverwi  by.. 


AteiiM. 


KEEP  THIS  TICKET 

Fig.    2.— Deuvery    Receipt    Retained    by 
Customer. 

drivers  are  never  allowed  to  take  out  any 
goods  without  the  tag  envelope  (Fig.  5),  which 
contains  the  duplicate  charge  or  memorandum 
bill  (Fig.  4).    The  person  receiving  the  goods 


SIGN  AND  RETURN 


Fig. 


Th^t    Drivrr 


3.— Delivery  Receipt 
Returns. 

ceipts  no  pretense  is  made  to  itemize;  simply 
"one  package"  or  "one  box." 

To  guard  against  one  of  these  charge  slips 
being  mislaid  before  the  bookkeeper  gets  it— 
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sttppodBf  a  flip  to  be  mislaid— on  the  roU— 
that  if,  on  the  machine  or  register,  which  is  a 
continuous  sheet,  it  is  tidcen  of!  and  examined 
the  following  morning,  checked  up  with  the 
charge  slips  turned  in  by  the  salesmen.      If 


MEMORANDUM  BILL 

VMOKC 
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are  made  on  the  carrying  leaf.  There  are  only 
two  ruled  columns  on  this  carrying  leaf  for 
extensions— one  for  credits  and  the  other  for 
charges.  If  some  goods  are  returned  a  reg^nlar 
credit  slip  is  made  out  (Fig.  7).    The  top,  con- 


Fig.  4. — ^Unitemized  Memo  Bill  with  Goods. 

there  is  any  charge  on  the  carbon  continuous 
copy  for  which  the  original  has  not  been  turned 

in,  there  is  yet  the  record  for  entry.    In  this     

matter  of  charging  in  the  books  the  object  has 
been  to  reduce  the  work  to  a  minimum.    The 
bookkeeper    usually    prices    up    the    original 
charge  slip  and  makes  out  the  bills. 
The  regular  biJl,  which  is  shown  in  Fig.  6  in 

SAleaman Signed 

Date  


Fig.  5. — Tag  Envelope  Enclosing  Memo  Bill. 


taining  name  and  address  pf  concern  (which 
is  omitted  here),  is  printed  in  red  non-copying 
ink  and  the  heavy  line  and  the  word  "Credit" 
and  lines  are  in  copying  ink.  After  being 
.  copied  in  the  sales  book  extensions  are  made 

GOODS  WANTED 

For  

IVhen  Promised ^ 

(Gire  our  Order  notuber.) 

Order  JVo 


C.  O.  D. 

Fig.  10.— Slip  for  C.  O.  D.  Sale. 

the  original,  is  8^5c4%  iriches.  The  upper 
part,  above  the  heavy  line,  is  in  black  ink; 
the  lower  portion,  including  the  heavy  line,  is 
in  copying  ink.  As  the  bill  is  made  out  direct 
from  the  charge  slip  a  letter  press  copy  is 
made  of  the  bills  in  the  sales  book,  the  top  of 
each  bill  being  turned  under  to  the  heavy  line; 


Vale ^ „ 

Fig.   8.— Requisition   Order   Filled   Out   by 
Salesman. 

in  the  credit  column.  Name  and  address  of 
house  is  printed  above  heavy  line. 

A  memorandum  is  always  made  on  both 
credit  and  charge  slips. 

Suppose  a  customer  says:  "We  insist  upon 
bills  coming  with  the  goods."  The  charge  slip 
answers  the  purpose.  If  the  salesman  charges 
the  goods  there  is  hardly  a  possibilitv  for  the 


CREDIT 


.190 


Fig.   7.— Credit  Slip;   Part  Under  Line  in  Copying  Ink. 


this  avoids 'waste  of  space  in  the  sales  book, 
and  as  the  bills  are  arranged  alphabetically  late 
each  afternoon,  they  are  in  order  when  copied 
in  the  sales  book.  A  dating  stamp  at  the  top 
of  each  sales  hook  sheet  gives  the  day  of  the 
month  for  each  page  for  reference.  Extensions 


bookkeeping  department  not  receiving  the 
items.  If  the  driver  of  the  delivery  wagon  or 
the  errand  boy  do  what  they  are  instructed, 
and  deliver  no  goods  to  a  credit  customer  un- 
less they  have  the  envelope  tag,  with  enclo- 
sures, the  goods  must  be  charged.    They  can- 
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not  take  a  package  without  it  getting  charged 
on  the  books. 

When  a  customer  desires  goods  that  are  out 
of  stock  or  not  carried,  the  salesman  makes 
out  a  requisition  slip,  as  illustrated  in  Fig  8, 
which  he  signs  and  passes  to  the  office.  The 
original  is  4x7  inches. 

When  goods  are  returned  a  return  sale  slip 


umns.  This  ledger  was  gotten  up  according 
to  the  ideas  of  members  of  the  firm  to  suit 
their  special  requirements.  When  an  account 
has  been  inactive  for  six  months  it  is  removed 
to  the  binder.  Should  it  at  any  time  become 
active,  it  is  but  a  moment's  w«rk  to  return  to 
the  ledger.  However,  the  binder  is  as  quick  a 
reference  ^s  the  ledger.  The  bookkeeper,  being 
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Feq. 

Delivered  via 

•- 

Fig.  t). — Form  of  Regular  Bill  Mailed  to  Customers,  Always  Itemized. 


is  used,  printed  in  black  on  red  paper;  sales 
slip  is  white  paper.  It  is  headed  "Return  Sale" 
and  following,  "Please  refund"  with  amount, 
and  then  "mention  reason  for  return."  Space 
is  left  for  items  of  goods  and  at  bottom  date 
and  signature  of  salesman. 
The   loose   leaf  ledger   is  employed  and   it 


familiar  with  the  accounts,  seldom  has  occa- 
sion to  refer  to  either  ledger  or  binder;  he 
knows  in  which  one  to  look  for  a  specified 
account. 

INVOICE  BOOK. 

The  arrangement  of  the  invoice  book  is  by 
months  across  a  double  page,  and  by  alpha- 
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Fig.  9. — Showing  Ruungs  op  Page  Used  in  Loose  Leap  Ledger. 


holds  from  600  to  800  accounts.  The  full  size 
page  is  11x11  inches,  with  four  side  perfora- 
tions to  hold  in  covers.  The  reproduction 
herewith  (Fig.  9)  will  show  the  various  col- 


betical  arrangement  of  concerns,  from  whom 
goods  are  purchased,  down  the  page.  This 
enables  one  to  see  at  a  glance  the  total  amount 
of  goods  purchased  during  a  specified  mon^ 
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from  any  one  or  all  of  the  manufacturers.  It 
also  avoids  pasting  of  invoices  in  a  book,  a 
tedious  and  cumbersome  process.  The  bills  are 
stapled  together,  covering  a  whole  month's 
purchases.  Being  arranged  as  to  date,  ready 
reference  can  be  had  at  all  times,  especially 
when  talking  over  the  wire.  The  bills  are 
compared  with  statements.  « 

The  C.  O.  D.  slips  (Fig.  10),  which  are 
printed  in  red  on  a  yellow  paper  to  distinguish 
them,  come  to  the  office  and  a  regular  C  O.  D. 
bill  is  made  out  in  duplicate.  The  cashier 
puts  it  on  a  separate  book  and  a  regularly  re- 
ceipted bill  is  sent  out  with  the  goods.  The 
slip  is  retained  in  the  office.  The  driver  takes 
the  goods  and  the  bill,  turning  in  the  cash 
when  he  gets  back  from  delivery.  The  book- 
keeper is  responsible  for  the  C.  O.  D.'s  that 
are  out.  When  the  cash  is  turned  in  by  driver 
the  C  O.  D.  slip  is  destroyed.  Should  the 
party  to  whom  the  C.  O.  D.  is  sent  be  out, 
the  driver  brings  back  the  goods  and  makes 
another  tender  the  following  day.  The  C.  O. 
D.'s  do  not  get  entered  on  the  books  at  all, 
being  considered  as  cash  sales. 

Commercial  Trayelers'  Interstate  Prosperity 
Congress 

There  is  scheduled  to  be  held  in  New  York 
on  Aug.  14  and  15  the  Commercial 
Travelers'  Interstate  Prosperity  Congress. 
This  congress  has  been  inspired  by  a  desire  on 
the  part  of  a  large  nmnber  of  traveling  men  to 
demonstrate  convincingly  that  prosperity  in  its 
true  sense  really  abounds  in  the  land,  and  that 
the  present  dulness  is  due  to  a  lack  of  confi- 
dence. The  idea  is  to  make  the  commercial 
travelers  the  advance  agents  of  prosperity.  A 
large    representation   is    already    assured    and 


of  industrial  and  commercial  activity.  The 
purpose  of  the  association  is  to  keep  the  dinner 
pail  full,  the  pay  car  going,  the  factory  busy, 
the  workman  employed  and  the  present  wages 
up.  Mr.  £.  C.  Simmons,  of  the  Simmons  Hard- 
ware Co.,  is  chairman  of  the  executive  com- 
mittee of  the  association.  In  a  letter  addressed 
to  every  one  he  takes  an  optimistic  view  of  the 
future.  The  crop  prospects  are  splendid,  Kan- 
sas, for  example,  reporting  a  wheat  condition 
of  105,  something  unprecedented.  When  some 
of  the  industrial  plants  and  railroads  were 
laying  off  men  the  workmen  turned  to  the 
farmers  for  employment,  with  the  result  that 
large  crops  have  been  planted.  The  co-opera- 
tion of  every  pne  is  requested. 

Handy  Forms  of  Table  and  Shelves 

There  are  often  occasions  that  require  the 
use  of  extra  table  and  display  space  in 
the  store.  It  is  feasible  to  build  up  shelving 
in  different  forms  on  the  tables. 

Several  very  simple  and  practical  melluKb 
of  arranging  the  shelves  on  tables  are  illiis- 
t rated.  As  shown  in  the  drawings,  the  uprights 
are  of  tubular  metal,  with  metal  brackets  for 
the  holding  of  the  shelves.  This  you  will  read- 
ily see  is  a  very  sightly  and  substantial  method 
of  construction.  Then,  too,  the  shelves  are 
adjustable  and  can  be  raised  or  lowered  to  any 
height.  This  style  of  metal  construction  can  be 
obtained  from  any  fixture  house.  This  same 
formation  of  shelving  can  be  produced  by  the 
use  of  wooden  uprights  and  wooden  cross-bars. 
One  illustration  shows  the  shelves  placed  in- 
side the  uprights,  thus  forming  sarnie  style  of 
shelving  above  the  table.  The  other  illustra^ 
tion   shows  the   same  table  with  the  shelves 


Handy  Table  With  Different  Shelves  Above. 


every  organization  is  requested  to  have  repre- 
sentatives present.  William  Hoge,  280  Broad- 
way, New  York,  is  secretary  of  the  organiza- 
tion. 

National  Prosperity  Association 

The  National  Prosperity  Association  of  St 
Louis  has  been  organized  for  the  purpose 
of  inaugurating  a  national  movement  for 
restoration  of  confidence  and  a  general  revival 


placed  outside  the  uprights,  forming  a  pyramid 
of  shelves  on  each  side. 

Be  sure  to  place  the  uprights  very  solidly  on 
the  table,  as  the  shelving  is  apt  to  be  called  on 
to  carry  very  much  weight  The  best  method 
is  to  run  the  uprights  through  the  top  of  table 
and  extend  five  or  six  inches  below,  where 
they  can  be  braced  very  strongly.  The  hraces 
will  be  covered  up  by  the  sides  or  aprons  of 
the  table.  t 
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ARE   GOODS  WELL  BOUGHT,  HALF  SOLD  ? 


By  R.  W.  Shapleigh, 
of  Norvell-Shapleigh  HardwajK  Co. 


The    two    important    principles    in    buying 
goods    are   entirely   self-evident.      They 
are  as  follows: 

1.  To  have  the  goods  you  need  when  you 
Deed  them. 

2.  Not  at  any  time  to  have  goods  that  you 
do  not  need. 

This  is  a  beautiful  theory,  but  poor  human  na- 
ture cannot,  in  practice,  absolutely  meet  these  re- 
quirements,   'fhe  buyer  who  keeps  these  max- 
ims constantly  in  mind,  and  is  not  diverted  by 
the  bait  of  attractive  prices,  is  the  one  who 
comes  nearest  to  perfection  in  this  matter.  We 
superi,or  men  often  laugh  at  the  eagerness  of 
the  bargain  hunter,  who  rushes  down  town  to 
purchase  something  that  she  has  seen  adver- 
tised at  a  low  price  in  the  paper,  when  she 
doesn't  need  the  article  at  all.    She  rushes  to 
get  it  simply  because  it  is  cheap.    But  do  we 
in  our  business  adopt  firmly  the  first  principle 
above  mentioned?    After  these  comes,  less  in 
(importance  really,  the  question  of  price.     Ah, 
; price!     How  often  does  this  little  word  ob- 
j'Scure  the  buyer's  vision  to  the  exclusion  of 
jail  other  considerations?    How  often  does  he 
I  think  that  the  mere  figures  given  him  represent 
the  price? 

What  is  the  price?  What  goes  to  make  up 
this  item  that  seems  to  stand  foremost  in  the 
mind  of  almost  every  buyer?  If  some  one 
were  to  offer  you  an  article  at  a  price  5  per 
cent,  less  than  some  one  else,  has  he  offered 
you  a  better  price,  and  should  you,  in  justice 
to  yourself,  give  him  the  order?  Not  neces- 
sarily so  by  any  means.  This  matter  of  price 
is  a  complex  affair  and  mere  figures  do  not  by 
any  means  constitute  it  all.  There  are  many 
other  things  to  be  taken  into  consideration  be- 
fore we  can  arrive  at  the  real  price.  The 
quality  of  the  goods  to  be  received  must  be 
looked  into  very  carefully.  Have  you  not  often 
bought  goods  because  the  figure  on  them  was 
very  cheap,  only  to  find  that  they  are  poor  in 
quality,  badly  packed,  slovenly  in  appearance, 
and  really  dear  at  any  price?  The  promptness 
with  which  the  shipments  are  made  is,  in  this 
age  of  quick  service  and  frequent  orders,  a 
thing  greatly  to  be  desired.  The  completeness 
with  which  the  order  will  be  filled  is  also  a 
vital  question.  Many  times,  I  am  sure,  have 
you  paid  a  little  higher  figure  in  order  to  get 
all  the  goods  you  ordered.  The  character  of 
the  packages  and  the  attractiveness  of  the  la- 
bels on  these  packages  is  a  point  often  not 
thought  of,  but  of  much  importance,  in  order 
that  the  goods  may  present  a  pleasant  appear- 
ance on  the  shelves.  Also  the  manner  in  which 
the  goods  are  packed  in  cases  and  the  condi- 
tion in  whidh  they  will  reach  you  should  not 
be  overk)oked.  Again  must  be  taken  into  con- 
fideration  the  reputation  of  the  house  for  ihifH 
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ping  honest,  full  weight,  full  size  and  clean, 
fresh,  up  to  date  merchandise,  and  the  reputa- 
tion of  the:  house  for  prompt  and  fair  adjust- 
ment of  any  claims. 

.All  these  items  constitute  service.  Consider 
the  reputation  of  the  house  for  good  service 
and  honest  ^dealing  generally.  All  of  the  above 
are  as  much  a  part  of  the  complete  price  as 
are  the  figures,  and  a  careful  consideration  of 
them  all  is. necessary  in  order  to  buy  goods 
well.  Is  it  not  within  the  experience  of  each 
of  you  that  you  would  prefer  to  pay  a  little 
higher  figure  when  you  know  that  you  will  get 
good  service,  good  goods  and  geod  treatment 
in  every  particular? 

It  is  a  well  established  principle  in  business 
that  good  service  is  part  of  the  price  and 
should  be  paid  for  even  to-day  under  the 
closest  supervision  by  law.  Some  railroads 
are  allowed  to  charge  a  higher  price  for  the 
same  haul  on  account  of  their  giving  better 
service. 

In  this  age  of  close  competition  and  close 
scrutiny  the  jobbing  Hardware  house  must  be 
right  in  price  to  be  successful.  Indeed,  there 
is  no  margin  in  this  business  for  a  serious  dif- 
ference in  mere  figures  between  reputable  con- 
cerns, although  there  may  be  a  vast  difference 
in  the  other  items  mentioned  as  comprising 
the  complete  price.  The  margin  of  profit  made 
by  jobbing  houses  to-day  is  extremely  small, 
and  the  dealer  who  says  he  can  buy  at  10  per 
cent.,  or  even  5  per  cent,  cheaper  from  one 
reputable  concern  than  from  another  reputable 
concern  on  an  assorted  purchase,  is  indulging 
in  a  large  consignment  of  "hot  air,*'  or  else  is 
very  ignorant. 


PLACING  ADVANCE  ORDERS  FOR  GOODS. 

Referring  to  the  first  principle  to  adopt  that 
goods  may  be  well  'bought,  viz.,  to  have  the 
goods  you  want  when  you  want  them,  it 
is  very  necessary  to  look  ahead  and  to 
plate  orders  for  seasonable  goods  in  advance. 
so  that  they  may  be  in  stock  when  you  need 
them.  Manifestly,  if  all  waited  for  the  open- 
ing of  the  season  and  all  ordered  this  season- 
able item  at  practically  the  same  time»  the 
stocks  of  the  jobbers  would  quickly  be  broken 
ar;d  many  dealers  would  be  disappointed.  The 
burden  of  this  is  borne  by  the  jobbers,  as  they 
give  a  future  dating  on  such  orders.  There 
has  been  some  argument  against  the  policy  of 
placing  future  orders,  but  it  is  all  false.  Fu- 
ture orders  are  necessary,  since  it  is  physicaDy 
impossible  for  the  factories  to  supply  the  de- 
mands of  the  trade  for  seasonable  goods  un- 
less the3?  receive  their  specifications  long  in 
advance  of  the  season  and  have  an  opportunity 
to  make  up  and  assemble  the  goods.  It  is  quite 
evident  that  a  careful  observation  of  all  the 


Digitized  by  ^ 


.oogle 


Jvm,  19M. 


HARDWARE  DEALERS'  MAGAZINE 


W53 


above  mentioned   rules  will   surely   result  in 
goods  being  well  bought 

BUYING   AND   SELLING. 

Now,  let  us  now  turn  to  the  second  portion 
of  our  text,  and  see  if  this  careful  buying  will 
result  in  their  being  half  sold.  I  am  not  at  all 
prepared  to  say  that  this  is  true,  for  no  mat- 
ter how  well  goods  may  be  bought,  they  will 
not  sell  themselves,  and  while  good  buying 
certainly  does  help  to  sell,  it  seems  foolish  to 
think  that  it  helps  out  to  the  extent  indicated 
in  the  text.  In  my  judgment,  the  selling  of 
goods  in  the  proper  way,  is  a  more  important 
and  difficult  operation  than  the  buying.  The 
buying  is  done,  usually  from  houses  of  such 
a  character  that  they  will  take  the  proper  care 
of  the  orders  of  their  customers  voluntarily 
but  when  it  comes  to  a  matter  of  selling,  the 
whole  burden  lies  on  the  merchant  himself. 
Therefore,  it  is  the  most  important  feature  of 
the  business,  and  the  disposing  of  his  stock 
at  a  proper  profit  the  most  important  and  dif- 
ficult part  of  the  proprietor's  duties.  Even  i^ 
it  were  true  that  goods  well  bought  were  hah 
sold,  no  live  merchant  would  be  content  with 
that.  He  would  want  the  remaining  half  well 
sold,  and  the  last  half  is  much  harder  than 
the  first  half.  It  is  with  considerable  regret 
that  I  cannot  adopt  the  whole  proverb  as  being 
absolutely  true,  but  I  know  how  difficult  it  is 
oftentimes  to  properly  dispose  of  goods,  be  they 
never  so  well  bought.  Let  us,  therefore,  ai- 
tack  the  selling  problem  with  more  vigor  am: 
intelligence  than  heretofore.  Let  us  give  more 
thought  to  this  feature  of  the  business  than  wi 
have  done  in  the  past. 

Is  it  not  true  that  it  is  much  easier  to  buy 
than  it  is  to  sell?  If  it  becomes  known  tha* 
any  person  desires  to  buy  an  article — a  horse, 
a  house  and  lot,  or  even  any  small  item — he 
is  immediately  besieged  by  sellers  of  all  de- 
scriptions, and  often  he  is  puzzled  -to  know 
from  whom  to  buy.  How  different  it  is  when 
one  has  a  horse,  or  a  house  and  lot  to  sell. 
He  often  finds  it  takes  a  very  long  time  to  find 
a  buyer,  and  then  they  want  to  get  it  for  leF< 
than   it   is  worth. 

HAVE   AN    INVITING   STORE. 

It  is  not  in  my  province  to  attempt  to  give 
you  experienced  merchants  any  advice  as  to 
how  to  sell  your  goods.  You  know  how,  much 
better  than  I,  but  froni  general  observation  it 
has  become  impressed  upon  me  that  the  most 
successful  retail  merchants  are  those  whose 
stores,  in  the  first  place,  are  most  attractive: 
stores  in  which  the  atmosphere,  as  well  as  the 
floors  and  shelving,  is  clean  and  sweet;  where 
the  ladies  are  welcome,  and  where  the  sur- 
roundings are  such  that  they  are  glad  to  en- 
ter; stores  where  the  clerks  are  neat  and  clean 
in  their  appearance;  polite  and  attentive  in 
their  manners;  where  they  are  not  smoking 
or  chewing  tobacco,  or  talking  politics;  stores 
where  the  shelves  are  filled  with  neat,  clean, 
attractive  packages,  and  where  the  proprietor 


it  visii)]e  in  the  front  part  of  the  store,  look- 
ing after  the  interests  of  his  customers,  and 
by  his  presence  indicating  to  them  that  they 
are  his  first  consideration.  This  in  contradis- 
tinction to  the  proprietor  who  is  rarely  visible 
in  the  front  part  of  his  store,  but  spends  his 
time  in  his  office  figuring  over  invoices  and 
bills  in  an  endeavor  to  buy  goods  cheaper, 
rather  than  interesting  himself  in  adopting 
new  and  taking  methods  of  selling  goods,  and 
being  willing  to  spend  a  little  money  in  that 
direction,  if  necessary. 

I  have  noticed  also  that  the  most  successful 
stores  are  those  in  which  the  clerks  are  well 
posted  on  the  talking  points  of  the  different 
articles,  and  where  they  know  the  practical 
and  everyday  use  to  which  these  articles  are 
put.  People  like  tQ  deal  with  those  who  can 
talk  intelligently  about  the  merits  of  an  article, 
and  who  seem,  at  least,  to  know  more  about  it 
than  they  themselves  do.  Many  times  a  per- 
son will  go  into  a  store  in  search  of  informa-  ^ 
tion  as  to  what  he  needs  in  oVder  to  do  a  cer 
tain  thing.  If  he  receives  intelligent,  practical 
advice,  he  will  buy,  and  come  back  again.  If 
not,  he  will  not  buy,  and  probably  never  come 
back.  Pictures  are  very  well  in  their  way,  and 
interesting,  but  the  goods  themselves,  partic 
ularly  in  the  Hardware  and  kindred  lines,  seem- 
to  have  a  fascination  for  the  average  person 
that  is  hard  to  overcome,  and  the  proper  dis- 
playing of  one  article  is  better  than  ten  pic- 
tures. 

The  first  impression  that  one  receives  is 
sometimes  very  strong,  and  the  impression 
made  on  a  passer-by  by  a  beautiful,  harmoni- 
ous show  window — a  window  in  which  every- 
thing is  neat  and  clean  and  good,  or  where 
some  striking  novelty  is  shown,  an  index  of 
the  character  of  the  entire  establishment,  is  too 
valuable  an  asset  to  be  overlooked. 

While  my  argument  is  not  proven  that 
"Goods  well  bought  are  half  sold,"  let  us  no: 
forget  at  all  the  real  importance  of  buying 
them  well.  It  is  your  duty  to  yourself  to  pur- 
chase your  goods  at  the  lowest  price,  and  it 
is  a  part  of  the  business  that  cannot  bt 
slighted  in  the  least  degree.  But  in  consider- 
ing as  to  what  is  the  lowest  price,  let  me  urg^ 
you  to  take  into  your  reckoning  all  the  point '^ 
above  mentioned.  Then  after  having  donv 
your  duty  with  respect  to  the  buying,  use  your 
best  intelligence  and  energy  in  selling.  Then 
will  your  goods  not  only  be  well  bought,  but 
well  and  completely  sold. 

Qenerous 

The  young  husband  looked  up  a  little  dubi- 
ously froni  the  household  accounts.  "By  the 
way,"  he  asked,  "how  are  you  getting  on,  love, 
with  the  new  Hardware  dealer?" 

"Oh,  delightfully,"  the  bride  replied.  "He  is 
the  most  generous  man  I  Do  you  know,  Harold, 
whenever  I  order  a  2-quart  bucket  he  sends 
me  a  6  or  8-quart  size.'* 
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An  Oilstone  Display  Stand  by  Max  Eluott. 
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An  Oilstone  Display  Stand 

The  displaying  of  Oilstones  in  a  way  out  of 
the  ordinary  and  in  a  manner  to  attract 
attention  and  sales  seems  to  be  difficult  for 
many  dealers.  The  stand  shown  herewith  is 
the  work  of  Max  J.  Elliott.  He  describes  it 
as  follows: 

This  stand  will  be  found  very  useful  in 
stores  where  inside  displays  are  used,  and  that 
should  be  all  of  them.  This  is  one  I  made  in 
just  twelve  hours  and  waited  on  customers  be- 
tween times.  The  twelve  hours,  however,  is 
actual  time  spent  on  the  "stand.  The  cost  of 
this  stand  was  $1.25.  It  is  not  only  an  orna- 
ment to  the  inside  of  a  Hardware  store,  but 
useful.  It  sells  goods — that  is  what  we  all 
want — and  any  clerk  desiring  to  help  himself 
up  the  line  should  try  this  oilstone  stand  and 
see  if  it  does  not  help  the  sale  of  tbat  particu- 
lar line. 

This  stand  presents  a  rough  looking  photo, 
because  I  made  it  in  great  haste.  Don't  you 
do  that;  never  undertake  any  display  work,  to 
hurry  through  with  it,  because  it  will  surely  be 
neglected.  We  had  just  received  a  shipment 
of  oilstones  and  needed  some  place  to  show 
them.  All  show  fases  were  crowded.  I  had 
this  stand  in  mind  for  some  time,  so  I  pro- 
ceeded to  make  it  as  follows:  For  a  body  I 
used  empty  glass' box  boards;  for  a  base  1-inch 
dressed  lumber.  The  octagon  body  is  covered 
with  a  bright  red  canton  flannel.  Black  elastic 
with  brass  head  tacks  hold  the  oilstones  in 
place;  white  cardboard  bearing  name,  size, 
number,  cost  and  selling  price  is  underneath 
each  stone.  Each  panel  in  the  octagon  meas- 
ures 8  incbes.  The  white  strips  in  the  photo 
are  %  inch  beading,  bronzed  and  tacked  on. 
The  stand  was  made  in  three  sections;  the 
large  octagon  drum,  which  measures  32  inches 
from  bottom  ledge  to  top,  was  made  first.  Then 
another  octagon  board  made  that  would  give  a 
2-inch  ledge  at  the  bottom,  with  a  1-inch  pivot 
screwed  in  center  of  this  board;  then  I  nailed 
this  latter  board  on  the  base  of  the  large  octa- 
gon drum,  and  put  four  ball-bearing  casters 
on  the  bottom.  I  then  made  a  large  square 
board  with  sufficient  surface  to  allow  the  octa- 
gon to  revolve  at  will,  with  a  hole  in  the  center 
for  the  pivot,  or  guide,  as  the  casters  will  carry 
the  weight. 

In  order  to  conceal  the  casters  from  view,  I 
tacked  thin  pieces  of  empty  clilsel  boxes 
around  the  large  board,  allowing  them  to  clear 
the  large  square  board  about  %  inch.  Then,  to 
trim  the  top  hurriedly,  I  made  the  pointed 
boards  of  empty  chisel  boxes  and  tacked  them 
over  each  panel.  The  small  boards  around  the 
bottom  are  also  bronzed.  On  top  I  used  some 
advertising  matter,  tacked  on  a  square  block  to 
give  a  gpod  effect.  The  colors  of  red,  black 
and  gold  appeal  to  the  eye  the  moment  a  cus- 
tomer enters  the  door,  and  whether  he  is  a 
user  of  oilstones  or  not  the  impression  is  made 
upon  him  that  you  carry  a  good  line  and  dis- 


play  them  in  order  to  attract  attention.  The 
good  mechanic's  eye  will  be  caught  immedi- 
ately, and  many  sales  made  that  would  not  be 
if  the  goods  were  in  a  show  case  or  under  the 
counter.  Always  sell  the  stone  selected  by  a 
customer  from  the  stand,  replacing  the  one 
sold  with  a  clean  one  from  stock.  In  this  way 
the  samples  on  the  stand  are  kept  clean  and 
attractive  all  the  time.  This  stand  should  be 
placed  on  the  end  of  a  counter ;  in  this  manner 
a  customer  can  see  more  of  the  stand  at  one 
time.  Should  any  one  care  to  go  to  the  extra 
expense — which  is  very  little  more — each  panel 
could  be  hinged  with  V-shaped  shelves  inside 
and  the  surplus  stock  carried  there;  but  I  ad- 
vise the  solid  stand  because  it  is  attractive, 
inexpensive  to  make  and  not  too  heavy.  If  the 
stock  were  inside  the  weight  would  make  it 
very  inconvenient  to  move ;  as  it  is,  one  man  can 
carry  it  from  one  counter  to  another.  Any  one 
desiring  to  know  anything  further  in  regard  io 
this  or  other  Hardware  displavs,  I  will  be  glad 
to  communicate  with  them  if  a  letter  is  sent 
care  of  Hardware  Dealers*  Magazine. 

Oet  After  Newly  Married  Couples 

To  the  Editor: 

We  are  enclosing  circular  which  we  mail 
out  each  to  the  lady  and  gentleman 
who  are  to  be  married  in  the  near  future;  by 
watching  our  newspapers  we  notice  all  an- 
nouncements. We  call  on  our  county  clerk, 
who  is  kind  enough  to  give  us  the  names  who 
have  taken  out  marriage  license.  Then  we  get 
busy  mailing  out  the  circular.  Of  course,  we 
do  not  catch  them  all.  Sometimes  a  customer 
calls  with  circular  and  has  the  items  that  are 
wanted  checked  off.  We  frequently  get  quite 
a  bill  out  of  them. 

HOFFERKAMP    BrOS. 

.  To  the  Editor— The  circular  to  which  refer- 
ence is  made  is  printed  in  imitation  typewriter 
type,  on  their  letter  head.  Space  is  left  at  the 
top  for  the  insertion  of  name  and  address. 
Down  both  sides  and  below  the  letter  arc 
listed  a  number  of  articles  used  in  and  about 
a  house.    The  letter  follows: 

We  take  the  liberty  of  present- 
ing you  with  a  memorandum  list 
of    our    Ranges,    Hardware    and 
•  cooking    utensils    and    will    take 

great  pleasure  in  showing  you 
what  we  have.  Our  stock  is  all 
new  and  prices  low  enough  to 
start  you  in  right.  •  Having  had  16 
years'  experience  in  the  business 
it  enables  us  to  buy  and  sell  you 
the  best. 

Thanking  you  for  a  call  and 
wishing  you  success  and  happiness, 
we  are.        Yours  respectfully, 

HOFFERKAMP  BrOS., 

Kitchen  Outfitters. 
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Simpler  Disoomiti 

To  the, Editor: 

Emerson  &  Fisher,  Ltd.,  in  Harowase  Deal- 
ers' Magazine  for  April,  in  general,  agree 
with  the  writer  that  trade  discounts  arc,  gen- 
erally speaking,  for  the  good  of  the  trade,  and 
are  with  us  to  stay.  All  will  agree,  I  think, 
that  some  discounts  are  absurd  and  annoying, 
as  they  state  "42%',  16%,  2%,  10,  10,  5  per 
cent.,  but  60  and  10  per  cent,  would  have  been 
easy. 

A  majority  of  the  retailers  who  want  to  buy 
goods  net,  eliminating  all  discount,  are  what 
the  salesmen  call  "easy,"  and  rather  pay  a 
little  more  to  have  the  jobber  figure  discounts 
for  them,  and  furthermore  are  not  accustomed 
to  making  up  combination  discounts  or  figur- 
ing net  on  the  sam€. 

I  knew  a  retailer  who  refused  to  buy  pump 
cylinders  at  80  per  cent,  discount,  but  was 
pleased  to  buy  the  next  day  at  50-50  and  10 
per  cent.,  and  salesmen  often  use  these  com- 
binations to  satisfy  a  retailer  and  fatten  their 
profit  account. 

The  average  retailer  would  pay  from  15  to 
20  per  cent,  more  for  bright  wire  goods  if  ho 
bought  net  than  if  by  discount,  and  was  posted 
as  he  should  be,  and  this  applies  to  many  small 
items  in  the  Hardware  line. 

Taking  prices  as  a  whole  «s  figured  to-dav. 
even  with  occasional  complex  discounts,  the 
trade  is  better  of!  than  with  all  net  prices,  and 
sometimes  confusing  discounts  are  a  help  to 
profits,  as  I  cited  in  Hardware  Dealers' 
Magazine  of  March  regarding  steel  goods. 

M.   E.   F. 
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Booklet  Adyertising 

D  aland  &  Co.,  Inc.,  Salem,  Mass.,  have  is- 
sued a  little  sixteen-page  booklet  3%  x  6 
inches  in  size,  bound  in  colored  paper  cover. 
The  goods  enumerated  in  this  booklet  included 
garden  tools,  seeds,  watering  pots,  door  and 
window  screens,  sporting  goods,  children's 
carts,  lawn  mowers,  hammocks,  cutlery,  paints, 
etc  There  arc  no  illustrationi  whatever  in 
the  book,  simply  a  line  giving  the  name  of  tke 


goods  and  the  price  extended.  The  finn  in- 
forms us  that  they  have  found  this  a  splendid 
means  of  advertising.  We  are  reproducing  in 
this  connection  two  of  the  pages  which  will 
give  an  idea  as  to  the  appearance  of  the  pages. 
In  the  introductory  to  the  booklet  they  state 
that  they  will  deliver  purchases  of  one  dollar 
and  over  free  of  charge  in  quite  a  number  of 
neighboring  towns.  Prices  are  guaranteed 
until  September  1.  The  results  have  been  so 
satisfactory  with  this  booklet  that  they  intend 
to  issue  it  every  three  months,  increasing  the 
size  and  listing  seasonable  goods. 


French  &  (.inforth,  manufacturers'  agents, 
who  have  been  temporarily  located  in  Oakland. 
Cal.y  have  moved  back  to  San  Francisco  and 
are  now  at  408  Wells  Fargo  Building,  Second 
and  Mission  streets. 

June  Trade  Sdiemes 

Early  in  June  you  could  begin  to  awaken  an 
interest  in  the  Fourth  and  your  offering 
nf  goods  for  that  occasion  by  sending  up  from 
in  front  of  your  store  every  night  a  balloon  to 
which  is  attached  an  envelope  containing  a 
coupon  entitling  the  finder  to^say  $2  worth  of 
fireworks  free  upon  presentation  at  your  store 
any  time  after  July  1.  The  names  of  the  find- 
ers of  the  coupons  would  help  to  make  a  win- 
dow display  interesting,  and  as  the  list  of 
names  grew  so  would  the  interest  increase. 
That  interest  ought  to  be  so  manipulated  as 
to  make  it  reflect  a  corresponding  increase  in 
vour  sales. 


June  is  the  month  of  commencements.  Can t 
you  inaugurate  a  contest  to  decide  perhaps 
the  most  popular  girl  graduate  from  your  local 
high  school?  One  vote  could  be  given  with, 
say,  every  10-cent  cash  purchase.  To  start 
things  right,  you  might  cast  enough  prelimi- 
nary votes  for  each  of  the  girls  to  arouse  im- 
mediate interest  after  you  posted  the  bulletin 
of  "the  vote  as  it  stands  to-day"  in  your  show 
window. 

iM&kc  Your 

\  Own  Ice  Cream* 

\      Costs  but  a  trifle  and  takes  less  than  five 
]  minutes  with  the  White  Mountain  Freezer.  . 
Easy  to  operate,  quick  freezing,  takes  but  J 
very   little  ice   and   produces   a   delioious. 
I  smooth  and  even -grain  cream. 

A  four-quart  freezer,  the  favorite  family 
size,  costs  but  $2.65.  Will  last  for  years 
All  other  sizes  in  stock. 

The  Tracy^  Robinson  and 
Williams  Co., 
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Faoiflc  Coast  Hardware  Cruiser 

San  Diego,  California. — While  the  spe- 
cially decorated  windows  in  this  city,  in- 
cident to  the  visit  of  the  great  fleet  of  battle- 
ships which  has  just  completed  its  world- 
renowned  cruise  around  Cape  Horn  from 
Hampton  Roads,  under  the  command  of  Rear 
Admiral  Evans,  are  numerous  and  interesting, 
there  is  none  more  so  than  that  of  the  Reed 
&  Wyman  Hardware  Co.  This  enterprising 
firm  has  prepared  a  window  specially  appro- 
priate to  the  fleet  week  celebration,  and  it  is 
most  novel  in  construction. 

The  design  represents  a  fully  equipped  war- 
ship. The  sides  are  made  of  two  cross-cut 
saws,  joined  at  the  ends,  for  the  bow  and 
stern   of   the   craft.     Along   the   sides  of  the 


unique  feature  is  the  heavy  sea  in  which  the 
cruiser  appears.  This  very  realistic  water,  with 
its  rolling  crests,  is  made  up  of  myriadi  of 
small  nails. 

This  novel  device  has  attracted  hundreds  of 
the  fleet  week  visitors  and  many  have  been  the 
favorable  comments  passed  upon  it. 

Allen  H.  Wright. 
Tour  Bank— And  Yon 

Why  is  a  bank  so  commonly  the  most  pros- 
perous business  institution  in  town  ?  On 
his  "goods"  ybur  banker  makes  but,  say,  6  per 
cent.;  and  on  your  goods  you  make,  say,  25 
per  cent  Why  oug^t  not  the  difference  in 
prosperity  to  be  in  your  favor?  The  bank 
keeps  its  dollars  moving — tries  at  any  time  to 
have  on  hand  no  more  "surplus  stock"  than 


Pacific  Coast  "Hardware"  Cruiser 
"armored"  ship  thus  made  are  glued  washers 
to  represent  the  ports.    From  davits  made  of 
brackets  hang  small  sad  irons,  for  the  cutters. 

The  "cruiser"  is  well  mounted  in  the  way  of 
guns,  for  from  each  side  of  the  amidships  pro- 
ject very  formidable  appearing  hose  nozzles. 
The  turrets  are  made  of  tinware  and  more 
nozzles  stick  out  aggressively.  Bicycle  lamps 
serve  as  the  lighting  power  for  the  craft.  The 
masts  are  simply  axe  helves  and  the  lines  are 
small  dog  chains. 

In  the  conning  towers  and  on  the  decks 
appear  sailors  and  marines  made  of  very  ordi- 
nary clothespins,  with  small  nails  in  their 
sides  for  arms.  The  smokestacks  are  made  of 
lengths    of    small    stovepipe.     Another    very 


BY  Reed  &  Wyman  Hardware  Co. 

will    safely   avoid   being   out  of   the   "goods" 

when  called  for  by  the  customer. 

Applying  that  same  principle  in  your  own 
business,  what  might  results  not  be — consider- 
ing your  larger  margin  of  profit?  But  this  is 
so  simple  and  sure  that  too  many  merchants 
will  go  on  ignoring  it.  It  is  strange  but  true 
tnat  the  easier  and  simpler  the  remedy,  the 
more  we  doubt  its  worth.  Human  nature  seems 
to  demand  something  complicated  and  mysteri- 
ous— something  always  in  the  distance  and 
never  right  close  at  hand  waiting  to  be  im- 
proved to-day.  But  you  can't  get  away  from 
the  fact  that  the  policy  whidi  makes  the  bank 
successful  applied  to  your  own  "goods"  would 
make  you  proportionately  successful. 
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Cironlanzing  for  Business 

The  department  of  a  business  which  should 
be  pushed  the  most  is  that  of  collec- 
tions, and  one  which  we  consider  the  most  im- 
portant of  all.  No  business,  in  our  opinion, 
can  be  run  on  a  strictly  cash  basis,  and  to 
neglect  accounts  will  ruin  any  concern,  no 
matter  how  much  capital  may  be  behind  same. 


about  1  per  cent,  of  our  customers  whom  we 
find  will  not  pay  unless  wc  send  a  "Snapper," 
which,  by  the  way,  is  a  special  letter  we  have. 
Unless  the  account  is  paid,  it  will  cost  them 
more  in  the  end.  Nine-tenths  of  these  cus- 
tomers settle  with  us,  but  we  lose  their  fu- 
ture trade,  and  we  are  just  as  well  off  with- 
out it    Don't  neglect  your  collections. 

We  enclose  a  few  of  our  ads,  which  have 


An  "Opening"  Announcement. 

We  began  business  with  a  very  small  capital 
and  had  to  depend  upon  turning  our  money 
over  frequently,  or  take  passage  with  some 
other  concerns  up  Salt  River.  By  treating 
our  customers  courteously  and .  giving  full 
value  for  the  money,  one-half  the  battle  is 
won.  When  a  customer  is  in  hard  circum- 
stances, always  be  as  lenient  as  possible  with 
him,  and  he  will  not  only  pay  you  but  will 
bring  you  many  new  customers.     There  arc 


at  once  know  that  they  are  the  ones  who 
have  been  seeking  their  patronage.  A  com- 
mendable feature  is  the  good  quality  of  paper 
employed  and  the  good  printing.  We  dis- 
like to  make  adverse  conunent  on  much  of 
the  printed  matter  that  comes  to  the  editor's 
desk,  but  most  of  it  is  poorly  printed,  cuts  do 
not  show  up  properly  and  on  account  of  the 
cheap  paper  poor  results,  typographically,  are 
secured.  Is  it  any  wonder  that  some  Hard- 
ware dealers  find  that  this  class  of  advertis- 
ing does  not  bring  satisfactory  results? 


Digitized  by  ^ 


.oogle 


HARDWARE  WINDOW  DISPLAYS 


How  to  display  Hardware  properly  seems  to 
be  a  subject  that  confronts  many  who 
would  like  very  much  to  handle  it  properly 
but  cannot,  owing  to  their  lack  of  actual  study 
on  this  one  thing.  Displaying  Hardware,  espe- 
cially tools,  is  a  profession  or  trade  within 
itself  and  means  hundreds  of  dollars'  loss  each 
year  to  the  firms  that  do  not  use  their  show 
windows  to  advantage.  Almost  five  years  ago 
I  began  the  study  of  this  important  branch  of 
the  Hardware  business  and  since  that  time 
have  discovered  many  things  connected  with  it 
tliat  are  of  value.  Within  the  past  few  years 
the  Hardware  merchants  are  awakening  to  the 
fact  of  how  valuable  a  show  window  is,  and 
are  growing  more  and  more  enthusiastic  on 
^lie  subject;  but  there  is  more  to  come,  for 
there  are  hundreds  and  possibly  thousands  of 
Hardware  windows  that  are  badly  neglected, 
and  to  the  proprietor  let  me  say  that  many  of 
you  will  lecture  the  buyer  on  proper  buying, 
will  roast  the  advertising  manager  and  advo- 
cate good  stockkeeping,  etc.,  but  never  will  you 
consider  how  many  dollars  are  actually  lost, 
because  he  doesn't  study  the  v'alue  of  properly 
displaying  Hardware.  Now,  almost  any  man 
connected  with  the  selling  force  can  put  in  a 
display,  and  a  poor  one  is  better  than  none  at 
all.  There  are  a  great  many  stores  w'ho  have 
not  any — but  why  go  on  with  a  poor  non-sell- 
ing window  by  saying,  "Oh,  well  that  is  good 
enough."  I  emphatically  say,  "No,  it  is  not 
good  enoug^h."  To-day  the  majority  of  Hard- 
ware firms  in  this  country  can  increase  their 
sales  by  simply  applying  some  reason  and  con- 
sideration to  their  show  windows.  It  is  my  inten- 
tion to  put  before  the  Hardware  trade,  through 
the  columns  of  this  valuable  Magazine  some 
information  that. may  prove  valuable.  If  fol- 
lowed, you  can  rest  assured  it  is  all  from  actual 
experience  and  study  (and  that,  we  must  ad- 
mit, is  the  best  teacher),  I  only  consider  my- 
self well  started.  In  this  issue  I  will  only  give 
a  few  suggestions  for  those  who  are  interested, 
or  would  like  to  become  so.  I  would  like  to 
hear  from  some  of  the  trade  in  a  personal 
way;  we  can  prove  benefidal  to  each  other 
possibly.  Some  may  differ  in  opinion  in  re- 
gard to  window  displays,  but  do  not  argue 
from  a  mere  thinking  point  but  from  experi- 
ence. Try  a  thing;  then  you  are  in  a  position 
to  express  yourself.  In  any  of  my  articles  I 
will  be  glad  to  hear  from  the  fellow  who 
might  differ  with  me,  for  in  this  way  we  both 
learn  something. 

The  most  important  thing  to  be  considered 
when  you  begin  to  design  a  window  display  is 
to  be  original  and  make  your  design  attractive. 
It  will  be  a  seller,  for  the  selling  power  is  what 
it  takes  behind  the  original  idea  to  make  the 
window  a  success.  Now,  consider  these  three 
things  and  figure  out  how  it  is  best  to  carry 
out  the  original  idea  you  have,  bearing  in  mind 


to  always  classify^  the  goods  to  be  shown.  Do 
not  scatter  them ;  always  arrange  thef  goods  in 
an  artistic  manner.  Change  your  windows  at 
least  every  two  weeks.  An  old  window  is 
like  an  old  loaf  of  bread.  Also  bear  in  mind 
it  costs  money  to  trim  Hardware  windows 
properly,  but  it  is  money  well  spent.  If  you 
have  a  system  for  trimming  your  windows,  you 
can  sometimes  keep  your  side,  back  and  end 
walls  trimmed  and  renovate  the  floor.  By  my 
system  of  trimming  windows  I  usually  have  one 
display  behind  the  other.  In  this  way  I  save  a 
great  deal  of  time  when  changing.  It  is  not 
always  the  most  elaborate  window  that 'sells 
the  most  goods,  but  this  is  due  in  every  in- 
stance to  the  window  not  having  enough  goods 
displayed,  or  else  not  classified.  You  cannot 
get  too  much  in  a  Hardware  window  when  it 
is  done  properly,  and  the  elaborate  window  is 
always  best  when  you  keep  it  classified  and 
arranged  in  an  artistic  manner. 

Do  not  let  your  background  design  take  up 
the  space  needed  to  show  goods;  however, 
have  a  background  that  will  appeal  to  the  eye. 
This  can  best  be  accomplished  by  studying  the 
combination  of  colors.  White  should  only  be 
used  to  show  goods  on  when  red  or  black  is 
used  at  the  same  time,  as  a  background,  as  it 
soils  easily.  The  greatest  color  of  all  is  a 
bright  red.  When  you  use  it,  however,  always 
let  the  red  predominate  over  some  other  color. 
A  solid  red  window  looks  cheap,  no  matter 
what  your  design  may  be,  but  oftentimes  a 
simply  designed  window  can  be  made  a  good 
seller  by  using  some  other  color,  with  red  pre- 
dominating. There  is  only  one  cok>r  that  can 
be  used  solidly  in  a  window  and  with  good 
results,  that  is  green  of  heavy  shade.  When 
this  color  is  used  in  this  manner,  be  sure  your 
goods  are  arranged  very  artistically.  Use  plain 
walls,  or  plain  boards,  and  let  the  arrangement 
of  goods  attract  the  attention.  This  is  a  most 
difficult  window  to  make  in  order  to  sell  goods, 
but  when  put  up  properly  has  a  fine  effect. 
Never  use  the  floor  for  extra  heavy  tools. 
When  the  walls  are  trimmed  with  medium 
weight  goods,  I  find  the  best  way  is  to  use  the 
floor  for  small  tools  at  all  times,  unless  you 
are  giving  a  heavy  tool  display;  then  do  not 
use  your  walls  at  all,  as  the  small  goods  would 
not  be  seen.  One  large  show  card  in  a  win- 
dow is  sufficient,  with  as  few  words  as  pos- 
sible; sometimes  it  is  well  to  use  small  cards 
to  call  attention  to  something  special.  Use 
neat  cards  with  plain  letters,  as  no  fancy  letter- 
ing appeals  to  the  mechanic,  as  a  rule.  The 
same  criticism  applies  to  price  marks.  I  -ad- 
vocate pricing  goods  that  are  displayed,  and 
will  explain  more  along  this  line  in  a  future 
article  on  pricing  displayed  goods.  Never  use 
a  rubber  stamp  to  make  prices.  Always  use  a 
pencil  brush  and  paint.  When  a  stamp  is 
used,  you  make  the  impression  that  you  sim- 
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^ply  priced  the  goods  in  order  to  huriy  throogfa 
with  it,  and  it  looks  cheap.  When  you  use  a 
brush  and  paint  on  a  neat  card  with  plain  fig- 
ures, you  leave  the  impressioif  that  each  price 
was  made  especially  for  that  article  on  which 
the  price  is  placed,  and  calls  attention  more 
quickly  to  the  value  of  the  goods.  In  this  way 
you  are  more  likely  to  make  sales.  Never  fig- 
ure on  making  a  Hardware  display  hurriedly. 
The  old  adage  of  "Haste  makes  waste"  well 
applies  to  this.  It  is  the  small  technical  things 
that  count  most  in  displays,  and  unless  you  are 
gifted  with  plenty  of  patience  yon  will  never 
make  a  success  of  displaying  Hardware.  The 
nearer  the  end  of  your  work  the  closer  you 
must  pay  attention,  for  then  is  the  time  you  are 
most  likely  to  make  mista}ces  that  you  will 
regret.  The  big  things  will  take  care  of  them- 
selves, but  the  little  ones  must  be  looked  after. 
Of  all  criticisms  I  have  to  make  in  regard 
to  window  displays  and  one  practice  that  I 
condemn  absolutely  is  the  use  of  glass  to  show 
goods  on,  especially  tools  or  cutlery ;  when  you 
place  anything  bright  made  of  metal  on  a  piece 
of  glass,  you  detract  from  it.  Now,  if  you 
doubt  this,  just  for  an  experiment,  take  six 
pearl-handle  pocket  knives,  open  the  blades  and 
place  them  on  the  glass  top  of  a  show  case. 
Then  get  a  colored  piece  of  cloth  (any  solid 
color  will  do),  take  six  knives  of  the  same 
pattern  as  the  others  and  place  them  on  the 
cloth,  near  the  ones  on  the  glass,  and  you  can 
readily  see  how  much  more  attractive  the  ones 
on  the  cloth  appear  than  the  ones  displayed  on 
glass.  The  reason  for  this  is  the  light  comes 
in  under  the  glass  and  absorbs  the  brightness 
of  the  knives,  while  on  the  cloth  the  light 
strikes  the  bright  goods  and  reflects;  there- 
fore, we  get  better  results  from  the  solid  back- 
ground. In  this  article  I  have  only  touched 
displays  in  a  general  way,  but  in  future  I  will 
endeavor  to  bring  out  the  good  and  bad  points 
of  some  particular  subject,  in  regard  to  dis- 
playing certain  tools,  the  arrangement  of  cer- 
tain things,  etc.,  and  I  will  be  very  glad  to 
communicate  with  any  firm  or  individual  who 
would  care  to  have  the  benefit  of  my  experi- 
ence and  study  along  this  line. 

Max  J.  Elliott, 
1914  11th  Ave.,  N.,  Birmingham,  Ala. 


John  E.  Davis,  Butte,  Mont.,  in  his  sporting 
goods  catalogue  presents  a  variety  of  differ- 
ent shot  guns,  rifles  and  fishing  tackle.  At 
the  end  of  the  book  is  given  a  number  of 
places  where  there  is  good  fishing  and  hunt- 
ing. 

Resolutions  were  adopted  last  month  by  the 
Missouri  Retail  Hardware  Association  on  the 
death  of  the  late  president,  Mr.  William  H. 
Hahn,  of  St.  Louis,  Mr.  Hahn  was  president 
of  the  association  during  the  past  fiscal  year. 


From   fhe   AdTertinng  Kajutger'i 
Standpoint. 

CS.  Redfield,  advertising  manager  of  the 
•  Yale  &  Towne  Mfg.  Co.,  New  York. 
recently  delivered  an  interesting  address  be- 
fore the  Chicago  Trade  Press  Association  and 
Space  Qub.  In  part  of  the  address  he  paid 
particular  attention  to  the  trade  papers.  We 
present  some  excerpts  herewith; 

"Eadi  year,  in  the  latter  part  of  October,  I 
gather  up  all  the  trade  papers  in  which  we  are 
advertising,  and  add  to  these  other  papers 
which  (for  one  cause  or  another)  have  been 
brought  favorably  to  my  attention  during  the 
year. 

THB  GOOD   MEDIUM    MUST  INTEREST  ITS  READERS. 

"I  Spend  a  day  or  two  reading  the  news  and 
'near  news'  which  they  contain,  reading  their 
advertisements,  trying  to  decide  why  any  sane, 
thoughtful  individual  should  pay  $5,  $3  or  $1 
(as  the  case  may  be)  for  the  privilege  of  hav- 
ing the  publication  put  on  his  desk  weekly  or 
monthly.  The  papers  which  have  been  taken 
off  my  list  after  this  review  would  surprise 
some  of  their  publishers.  It  seems  to  me  thaf 
if  I  am  unable  to  find  anything  of  interest  (try- 
ing to  look  at  it  from  the  reader's  point  of 
view),  the  publication  cannot  be  one  profitable 
to  the  advertiser,  even  though  it  may  claim  to 
have  a  fair  circulation. 

GOOD  AND  BAD  READING  NOTICES. 

By  editing  a  paper  in  the  interest  of  your 
readers,  I  do  not  mean  that  you  should  ex- 
clude the  cuts  and  reading  notices  furnished 
by  enterprising  advertising  managers.  Far 
from  it !  I  should  feel  sad  indeed  if  publishers 
declined  to  take  the  same  view  as  myself  re- 
garding news  about  new  goods,  processes,  shop 
happenings  snd  changes.  Nowhere,  however 
does  the  line  between  news  and  mere  rubbish 
need  more  careful  attention  on  the  part  of  the 
publisher  than  in  these  same  reading  notices. 

THE   GOOD   TRADE   PAPER   INDISPENSABLE. 

"I  want  to  express  my  great  appreciation  of 
the  good  trade  paper,  and  the  splendid  wo%-k 
it  does  for  its  readers  and  advertisers.  Therf 
is  a  most  decided  want  to  be  filled,  and  it  fills 
it.  Business  could  not  go  on  properly  without 
it.  The  manufacturer  looks  to  it  to  talk  to 
just  the  people  he  wants  to  reach — with  practi- 
cally no  waste  circulation.  The  subscriber 
looks  to  it  for  advice  in  his  purchasing  and 
selling,  the  arrangement  of  his  stock,  the  man- 
agement of  his  store  and  the  keeping  of  his 
accounts;  the  good  trade  paper  gives  him  all 
of  these  things.  The  merchant  and  the  manu- 
facturer should  count  it  among  their  greatest 
blessings  that  there  is  to-day  at  least  one  good 
and  indispensable  trade  paper  in  practically 
every  field. 

The  manufacturer  who  overlooks  his  trade 
paper,  the  merchant  who  fails  to  take  one  or 
more,  are  deliberately  handicapping  themae1v«s 
on  the  road  to  success." 
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Brace  and  Bit  Stand 

In  the  accompanying  illustration  is  shown  a 
simple,  novel  and  very  effective  method 
for  displaying  braces  and  bits.  It  is  the  work 
of  Max  J.  Elliott,  whose  description  of  the 
stand  follows: 

The  photo  of  this  stand  will  almost  tell  its 
own  story,  but  in  order  to  guide  any  one  who 
cares  to  use  one  like  it,  I  will  give  measure- 
ments, etc;  but,  bear  in  mind  the  fact  that  it 


including  base,  is  92  bches;  the  round  piece 
used  for  a  base  is  made  of  1-inch  lumber  and 
measures  24  inches  in  diameter,  has  a  1-inch 
hole  in.  the  center  for  the  pivot,  which  is  on 
the  bottom  of  the  perforated  board.  The  cir- 
cular-shaped pieces  on  which  braces  arc  dis- 
played are  8  inches  wide  and  are  made  of 
1-inch  dressed  lumber.  The  space  from  top 
of  perforated  circle  to  the  inside  of  the  center 
at  the  top,  measures  21  inches,  allowing  space 


A  Good  Brace  and  Bit  Stand. 


can  be  made  on  a  larger  or  smaller  scale,  as  it 
would  require  the  entire  stock  of  some  of  the 
smaller  retail  stores  to  trim  the  stand.  At  any 
rate,  be  sure  to  use  as  many  bits  as  you  can 
possibly  spare  from  stock. 

This  stand  has  a  capacity  of  17  braces  and 
90  bits,  is  made  in  two  sections,  the  round  base 
and  the  top  circular  section.  The  entire  height, 


enough  to  show  the  large  car  bits.  Nothing 
over  an  18-inch  length  bit  can  be  displayed 
here.  Furthermore,  if  the  stand  were  made  to 
display  the  extra  long  and  heavier  car  bits, 
it  would  be  entirely  out  of  proportion  and,  in- 
stead of  having  a  good  effect,  it  would  be  very 
unattractive.  The  braces  are  held  in  position 
by  means  of  a  20-penny  nail  driven  in  the  edge 
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of  the  circular  pieces,  and  heads  cut  off,  allow- 
ing about  2  inches  of  the  nail  to  project  from 
the  wood.  The  boring  of  the  holes  in  the  cir- 
cular board  should  be  three  or  four  rows  of 
large  holes  in  center  and  smaller  ones  out  to 
the  edge.  Use  four  ball-bearing  plate  casters  on 
the  bottom  of  perforated  board  containing  the 
bits.  The  casters  are  made  invisible  by  means 
of  a  galvanized  iron  band  tacked  on  the  edge 
with  brass  head  tacks  and  clearing  the  circular 
base  about  H  inch.  The  casters  hold  the 
weight,  and  enable  one  to  turn  the  entire  dis- , 
play  at  will.  The  pivot  in  center  under  the 
'  perforated  board  holds  the  stand  in  place.  This 
entire  stand  is  bronzed,  but  I  advise  red  enamel 
as  a  better  color.  It  appeals  to  the  eye  much 
quicker.  The  stand  can  be  used  in  the  window 
or  00  a  counter  for  inside  displays.  Use  round 
price  cards  suspended  from  the  sweep  of  the 
brace  and  marked  on  both  sides;  do  not  mark 
the  bits.    This  photo  does  not  show  the  braces 


end  and  aim  of  advertising  and  if  ever  yon 
open  a  store,  or  ^tart  a  business,  don't  try  to 
get  customers  to  come  when  they  are  already 
sticking  out  of  the  windows,  out  give  them 
your  advertisement  right  between  the  eyes  in 
a  dull  season. 

Faint  Window  Disiday  in  Haine 

We  enjoy  reading  your  magazine  and  de- 
rive a  great  deal  of  pleasure  and 
knowledge  from  the  very  useful  suggestions 
we  obtain  in  almost  every  issue.  We  are 
especially  interested  in  the  various  window 
displays  that  you  show  from  time  to  time. 
We  take  pride  in  the  appearance  of  our  win- 
dows, and  consider  them  some  of  the  best 
advertising  that  we  do.  We  are  sending  you 
a  photo  of  our  paint  display  which  wc  have 
just  shown,  and  which  was  arranged  by  our 
clerk,  H.  S.  Wakely.  The  photo  does  not  do 
justice  to  the  display,  as  it  fails  of  course  in 


Paint  Window  Display,  by   H.   K   Lunge,  Kennebunk,  Me, 


marked,  for  the  reason  the  stand  was  dressed 
purposely  for  the  photo  and  then  dismantled 
and  placed  in  the  show  window. 
•  Any  one  desiring  further  information  in  re- 
gard to  this  or  other  Hardware  displays  I  will 
be  glad  to  communicate  with  them.  Letters 
can  be  sent  me  in  care  of  the  Hardware  Deal- 
ers' Magazine. 

Wliat  an  Ad   Is  For 

There's  nothing  on  earth  so  mysteriously 
.  funny  as  an  advertisement.  The  prime, 
first  and  last,  and  all-the-time  objects  of  an 
advertisement  is  to  draw  custom.  It  is  not 
and  never  will  be,  designed  for  any  other  pur- 
pose. There  are  times  when  you  couldn't  stop 
people  from  buying.  It  makes  light  work  for 
advertising,  for  a  chalk  sign  on  the  sidewalk 
could  do  all  that  is  needed,  and  a  half-holiday 
six  days  in  the  week,  but  who  wants  to  favor 
an  advertisement?  They  are  built  to  do  hard 
work  and  should  be  sent  out  In  dull  days  when 
a  customer  has  to  be  knocked  down  with  hard 
facts  before  he  will  spend  a  cent.    That's  the 


conveying  the  color  scheme  which  was  orange, 
black  and  red.  The  background  of  the  center 
piece  is  of  black  velvet  The  drape  is  red 
cheese  cloth;  the  base  is  covered  with  orange 
cheese  cloth,  while  the  large  card  posters, 
showing  the  paint  pail  and  word  ''Devoc"  is 
a  combination  of  red  and  orange.  This  color 
scheme  is  in  keeping  with  the  labels  on  the 
cans,  as  nearly  all  contain  red  or  orange  of 
spme  shade.  The  photo  also  fails  to  show 
.the  arrangement  of  the  cans  and  (Hsplay  of 
paint  brushes  in  the  foreground.  But  take  it 
on  the  whole  we  are  very  well  pleased  with 
the  reproduction.  What  looks  like  a  picture 
in  the  very  center  of  the  background  is  an 
electric  transparency,  which  we  attached  to 
our  wires,  and  which  produced  a  very  pretty 
effect. 

Wc  thought  perhaps  your  readers  might  be 
interested  in  what  was  being  done  in  the  way 
of  window  displays  in  some  of  the  Hardware 
stores  of  the  back  woods  of  Maine. 

Haixy  E.  LUIIQB. 
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Tobben'  Special  Brands 

To  the  Editor: 

In  the  April  number  of  Hardware  Dealers' 
Magazine,  was  surprised  to  see  the  much- 
discussed  and  antiquated  subject  of  Jobbers' 
Private  Brands  resurrected. 

I  think  the  consensus  of  opinion,  after  the 
controversy  of  two  years  ago  was,  Private 
Brands,  as  a  rule^  stand  not  for  quality,  but 
for  larger  profits  for  the  jobber  controlling 
them. 

I  do  not  want  to  infer  that  all  private  brands 
are  of  an  inferior  quality,  but  many— very 
many— private  brands  are  not  the  equal  of  fac- 
tory brands  at  the  same  cost  or  less  to  the 
retailer. 

I  doubt  if  anyone  is  foolish  enough  to  be- 
lieve the  jobber  salesman,  should  he  state  to 
his  customer  that  his  'Tans/'  brand  of  hatchets 
are  especially  selected  at  the  factory  and  aver- 
age of  a  better  quality  in  finish  than  the  fac- 
tory brand,  better  handles,  etc,  etc.,  and  let 
me  say  right  here  I  do  not  know  of  any  manu- 
facturer having  an  established  reputation,  or 
who  ever  expects  to  gain  one,  who  will  sort 
out  his  best  goods  for  private  brands,  and 
those  having  "fly  specks"  or  a  trifle  off  in 
color,  but  not  seconds,  are  put  into  standard 
factory  brands.  Human  nature  is  the  same 
the  world  over,  and  99  manufacturers  out  of 
every  100  will  put  their  own  brand  on  the  best 
quality,  and  when  any  'yifference  in  the  trade, 
private  brands  get  the  worst  of  it.  The  pri- 
vate brand  may  have  a  more  attractive  label,  a 
special  finish  and  box,  but  for  quality  you  can 
depend  on  well-known  factory  brands. 

I  know  of  an  article  bought  by  a  large 
jobber  under  his  special  brand  from  four  dif- 
ferent factories  four  years  in  succession,  and 
the  change  each  year  was  because  of  price  and 
not  because  of  quality. 

I  have  known  jobbers  to  buy  goods  under 
private  brands  from  so  many  different  fac- 
tories that  they  were  obliged  to  send  defective 
parts  from  factory  to  factory  to  get  duplicates, 
having  lost  track  of  where  the  original  came 
from.    Does  this  stand  for  quality? 

When  a  salesman  tells  you  he  can  sell,  a 
private  brand  article  for  $1  that  is  the  identical 
quality  of  a  factory  brand,  but  better  finish, 
and  tfie  factory  brand  is  restricted  at  $1.25, 
does  it  not  sound  "fishy"? 

Does  the  factory  make  25  per  cent,  more 
profit  on  an  inferior  article  by  using  the  fac- 
tory brand? 

If  retailers  could  hear  jobbers,  buyers  and 
salesmen  privately  comment  on  competitors' 
private  brand,  their  faith  would  be  shattered 
in  some  of  the  best  private  brands  on  the  mar- 
ket to-day. 

Let  me  repeat,  as  a  rule  private  brands  do 
not  stand  for  quality  but  for  greater  profits 
to  the  one  controlling  them.  Hence,  the  job- 
ber's solicittide  about  the  retailers  selling  "his" 


private  brand  is  in  reality  that  this  jobber  may 
free  himself  from  competition,  thus  realizing 
larger  profits  at  the  expense  of  the  retailer  and 
the  consumer.  X.  Y.  Z. 

Hotto  for  '"Booster's  Button" 

To  the  Editor: 

Enclosed  please  find  copy  of  communication 
addressed  to  the  Billings  Hardware  Co.,  Bill- 
ings, Mont.,  which  I  wrote  in  response  to  an 
article  which  appears  in  your  columns. 

Hamp  Williams. 

Editor's  Note.— The  letter  to  which  Mr. 
Williams  refers  is  as  follows: 

I  see  from  the  Hardware  Dealers'  Maga- 
zine that  you  have  organized  a  "$25,000"  Qub, 
and  that  you  want  a  motto  for  your  Booster's 
Button,  and  that  the  Hardware  people  are 
asked  to  contribute  same.  I  don't  care  so 
much  for  the  prize  as  I  do  in  keeping  in 
touch  with  the  club.  Not  knowing  the  size  of 
the  button,  and  not  knowing,  either,  how  many 
words  can  be  used,  it  is  rather  a  hard  task, 
but,  being  a  Hardware  enthusiast  I  like  to 
help  in  everything  that  tends  to  "Boost."  1 
offer  quite  a  number  of  suggestions,  and  if 
none  are  used  I  will  not  kick,  but  will  want  to 
know  what  you  do  use.      Respectfully, 

Hamp  Williams. 

Push,  Pull  and  Praise. 

Grit,  Gall  and  Gumption. 

Boost,  Brag  and  Hustle. 

If  she  won't  go,  Booster. 

Two  kinds — Booster  and  Buster. 

We  lead — You  follow. 

If  your  town  is  dull,  Booster. 

1  and  0,  U  and  I,  which  are  you? 

Move  on  or  fall  back. 

We  Boost,  you  knock.  We  succeed,  you 
don't. 

We  run,  yoij  walk.    We  work,  you  talk. 

If  you're  not  dead,  say  so. 

We  climb,  you  slide. 

We  laugh  and  succeed,  you  grumble  and  rail. 

Too  slow — catch  the  next  train. 

Dry  up  and  die — get  up  and  live. 

The  earth  moves — so  do  we. 

Bury  the  dead — Boost  the  living. 


Campbell  &  Prouty,  Montpelier,  Vt.,  have 
succeeded  Bailey  &  Morse.  The  stock  com- 
pany will  do  a  general  jobbing  and  retail  busi- 
ness. 

School  for  Educatiiig  TT.  S.  Consuls 

The  University  of  Chicago  has  established 
a  three-year  course  for  young  men  de- 
sirous of  entering  the  federal  consular  service 
or  equipping  themselves  as  commercial  agents 
in  the  employment  of  American  business  con- 
cerns having  relations  abroad.  There  is  con- 
siderable agitation  at  the  present  'time  toward 
a  change  in  the  appointment  of  consuls,  to 
the  end  that  qualifications  rather  than  politics 
shall  be  the  determining  factors. 
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MISSISSIPPI  RETAIL  HARDWARE  CONVENTION 


The  second  annual  convention  of  the  Mis- 
sissippi Retail  Hardware  Association 
was  held  the  11th  and  12th  ult.,  at  Green- 
wood, Miss.  President  P.  E.  Pegues,  Winona, 
presided.  There  was  a  good  attendance  of 
members  and  an  equal  number  of  visitors. 
Among  the  addresses  .were  those  by  Na- 
tional Secretary  M.  L.  G)rey,  GdI.  M.  B. 
Belknap,  of  the  Belknap  Hardware  &  Mfg. 
Co.,  Louisvill^  Ky.,  and  R.  D.  Warren,  of 
Benedict,  Warren  &  Davidson  Co.,  Mem- 
phis, Tenh.  The  Question  Box  produced  a 
number  of  questions  that  were  ably  dis- 
cussed during  the  meeting. 

Secretary-Treasurer  J.  E.  Sommers, 
Clarksdale,  in  his^  report  stated  that  there 
was  at  present  a  membership  of  44,  and  it 
is  hoped  that  a  large  percentage  of  the  200 
Hardwaremen  in  the  State  would  become 
members  within  the  next  twelve  months.  The 
treasury  showed  a  balance  on  hand. 

The  new  officers  elected  are  as  follows: 

President — D.  H.   Hale,  Aberdeen. 

First  Vice-President — Mallory  Davis,  Itta 
Bena. 

Second  Vice-President— T.  H.  Baird, 
Greenwood. 

Secretary-Treasurer  —  J.  E.  Sommers, 
Clarksdale. 

Executive  Committee — E.  S.  Crane,  Yazoo 
City,  and  E.  G.  Petros,  Jackson. 

Delegates  to  the  National  Retail  Hardware 
Convention. — Secretary  Sommers,  A.  P.  Or- 
rick.  Canton;  A.  R  Atkinson,  Jackson.  Alter- 
nates— N.  H.  Paythres,  Gulfport,  and  James 
AIcAnnis,  Corinth. 

T.  H.  Baird,  Greenwood,  read  a  psipev  on 
"Benefits  to  be  Derived  From  Membership  in 
the  Mississippi  Retail  Hardware  Association." 

Can  a  Hardware  BusinesB  be  Done  on  a 
CaslL  Basis? 

Relbue  Price,  Oxford,  presented  an  inter- 
esting paper  on  "Can  the  Hardware  business 
Be  -Successfully  Conducted  on  a  Cash  Basis?" 
He  said: 

I  have  been  in  the  Hardwaie  business  for 
12  years,  commencing  as  clerk  and  finally  be- 
coming manager  and  stockholder  of  the  Ox- 
ford Hardware  Company.  Four  years  ago 
I  bought  the  remaining  interest  in  the  com- 
pany, and  since  then  I  have  run  the  business 
under  my  own  name.  During  all  this  time  I 
have  been  trying  to  formulate  some  plan  to 
keep  from  doing  a  credit  business,  and  have 
sought  the  advice  of  several  business  men  on 
the  subject,  but  they  all  said  that  the  cash 
business  was  a  doubtful  venture,  and  ad- 
vised me  not  to  go  into  it. 

But  as  the  years  rolled  around,  and  I  found 
that  the  money  that  I  ought  to  be  getting 
out  of  the  business  was  on  the  books,  I  de- 
cided  that  something  had  to  be   done.     Not 


that  I  had  lost  so  very  much  throug^h  credit, 
but  it  kept  my  surplus  tied  up  all  the  time. 
You  all  know  rhe  fellow  who  is  good,  "so 
good,"  that  you  cannot  charge  him  over  10 
per  cent,  on  his  account  He  comes  to  you 
and  wants  credit  until  fall.  When  fall  comes 
and  your  bills  are  due,  cotton  is  not  selling 
at  just  the  price  to  suit  him,  so  he  holds  it, 
and  blandly  tells  you  that  he  will  settle  with 
you  wlien  he  sells  his  cotton.  You  worrj- 
along — ^he  is  too  ^ood  for  you  to  push;  you 
may  lose  his  trade — until  the  first  of  Januar>% 
hoping  that  he  will  pay  you  then,  but  he 
finally  pays  you,  just  in  time  to  start  on  a  new 
year's  supply,  and  your  money  is  tied  up  all 
the  time. 

CATALOGUE    HOUSE    COMPETITION. 

Then  we  had  the  catalogue  houses  to  con- 
tend with,  and  customers  either  bought  3'^our 
goods  on  credit  and  sent  their  cash  to  the 
catalogue  houses,  or  you  had  to  meet  cata- 
logue prices,  and  they  would  want  the  goods 
charged.  Or  you  would  carry  them  all  the 
year,  and  in  the  fall  when  they  sold  their  cot- 
ton and  you  expected  them  to  give  you  their 
cash  trade,  you  were  confronted  with  cata- 
logue house*prices  continuously. 

So  I  decided  to  do  a  strictly  cash  busin.ss. 
Ihe  first  thing  that  I  did  after  coming  to  thi- 
decision  was  to  confer  with  Lewis  &  McKee. 
my  competitors,  and  get  them  to  join  with 
me.  They  were  as  tired  of  the  old  way  of  do- 
it'.g  business  as  I  was,  and  readily  agreed  to 
the  plan.  Then  we  advertised  in  the  county 
papers  for  about  six  weeks  that  after  Januar> 
1,  1908,  we  would  do  a  strictly  cash  busi- 
ness, and  have  had  very  little  trouble  with  it 
with  the  exception  of  explaining  to  some  of 
our  best  customers  that  it  really  meant  them 
and  not  the  other  fellow. 

In  the  meantime  I  wrote  to  each  of  my  cus- 
tomers, telling  them  the  advantage  that  ii 
would  be  to  them  for  me  to  do  a  cash  busi- 
ness, as  I  could  sell  them  cheaper,  etc,  and 
asked  them  for  their  support  I  think  that 
they  appreciated  this  very  much. 

FAVORABLE   COMPARISON   ON    SALES. 

Comparing  my  sales  for  January  and  March 
with  the  two  preceding  years,  I  find  that  there 
IS  very  little  difference  in  them.  In  fact,  my 
sales  for  March  Were  better  than  during  the 
same  months  in  the  two  preceding  years. 
My  sales  for  February  fell  off  considerably, 
Dut  I  attribute  part  of  this  to  the  bad  weather 
we  had  during  that  month.  Lewis  &  McKce 
had  practically  the  same  experience  that  1 
had.  Of  course,  I  can  give  you  the  benefit  of 
only  three  months'  experience,  but  I  think 
the  cash  basis  will  be  a  decided  success. 

Even  if  you  do  not  do  as  much  business 
as  formerly,  you  can  do  it  with  less  expense 
besides  what  you  lose  on  account  Also  I 
find  that  you  take  more  interest  in  your  sales 
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when  yon  know  you  are  going  to  get  the 
cash.  We  have  all  had  customers  that  we 
tried  not  to  sell  rather  than  sell  when  their 
account  was  as  large  as  we  thought  it  ought 
to  be.  And  let  me  say  in  this  connection, 
that  we  have  all  had  diem,  too,  when  they 
thought  they  had  got  all  they  couid  from 
you  on  credit,  and  then  went  to  your  com- 
petitor to  spend  their  cash. 

Of  course,  we  must  not  lose  sight  of  the 
fact  that  all  of  the  advantages  are  not  w;th 
rhe  cash  system.  You  can  sell  more  goods, 
sell  them  more  easily,  and  in  many  instances 
at  a  better  profit  on  credit,  and  if  you  have  a 
good  crop  year  and  no  "panic,"  you  will  be 
all  right,  but  if  I  read  the  "sign  of  the 
times'*  right,  I  think  the  tendency  is  toward 
a  cash  system,  and  I  know  that  it  will  be  best 
for  all,  and  that  the  sooner  we  adopt  ••  the 
better  off  we  will  be. 

Bailroad  Bates  and  ClassiflcationB 

Mallory  Davis,  Itta  Bena,  read  an  inter- 
esting paper  on  "Railroad  Rates  and  Classi- 
fications," which  in  part  follows: 

1  have  always  keot  an  accurate  account  0: 
the  amounts  paid  for  freights,  and  I  found, 
after  being  in  business  12  months,  that  the 
overcharges  on  exoense  bills  were  lo  per 
cent  of  the  entire  amount  paid.  In  other 
words,  if  I  had  not  checked  these  bills  care- 
fully and  made  settlements  with  the  railroad 
on  the  correct  rales  and  classifications,  1 
would  have  lost  $15  on  every  $100  tha:  I  pnid 
for  freights. 

This  subject  is  ^o  wide  in  its  scope  and  so 
intricate  and  ambiguous  in  its  application,  that 
I  have  deemed  best  to  show  you  the  method 
in  use  to  eliminate  errors,  and  it  has  proved 
satisfactory.  The  great  difficulty  that  con- 
fronts each  of  you  is  to  know  the  cjrrect 
classification  of  every  article  in  a  shipment, 
also  the  correct  rate  from  its  origin  to  its 
destination.  I  have  succeeded  in  so  revistiig 
the  classification  that  I  have  practically  a 
Hardware  classification.  In  other  words,  I 
have  eliminated  everything  that  I  do  not  need 
in  my  individual  business.  I  have  got  up  two 
sheets  for  your  information.     One,  Schedule 

1,  shows  the  form  I  use  in  getting  up  my  tar- 
iff; also  gives  you  some  idea  of  the  form  of 
my  classification.     The  other  sheet,  Schedule 

2,  gives  you  some  information  taken  from 
the  eleventh  biennial  report  of  the  Mississippi 
Railroad  Commission. 

You  will  notice  on  the  sheet  Schedule  1  that 
under  the  heading  of  "Freight  Rates  to  Itta 
Bena,  Miss.,  from  Louisville,  St.  Louis,  Mem- 
phis, etc.,"  that  I  use  these  points  merely  to 
show  you  the  form  I  follow  in  making  up 
this  tariff,  but  you  will  doubtless  be  surprised 
to  know  that  you  would  rarely  ever  have  oc- 
casion to  use  a  rate  from  more  than  10  or  12 
cities.  I  think  we  can  really  concentrate  our 
business  so  that  we  can    buy    every    article 


needed  from  at  least  10  citiet.  I  have  the 
correct  rates  from  each  of  these  cities  so  tabu- 
lated that  it  only  requires  a  minute's  time  to 
figure  the  exact  amount  due  the  railroad  on 
any  shipment.  I  desire  to  explain  just  how 
you  protect  your  interest  by  use  of  this 
method.  I  use  Itta  Bena  as  the  point  of  des- 
tination for  the  very  good  reason  that  I  have 
the  distinction  of  being  located  there.  To 
show  the  most  common  way  that  overcharges 
occur,  it  will  be  necessary  for  you  to  follow 
me  through  the  various  stages  of  transporta- 
tion of  a  shipment  from  point  of  origin  to  des- 
tination. I  have  a  miscellaneous  shipment  of 
goods  from  Louisville,  Ky.,  via  the  L.  &  N., 
care  of  the  Southern,  at  Birmingham.  The 
bill  of  lading  covering  this  shipment  may 
have  been  made  by  a  type  machine,  the  correct 
weights,  class  and  rates  inserted,  and  with 
this  typewritten  bill  of  lading  from  which  to 
copy  his  waybill,  the  billing  clerk  frequently 
makes  an  error.  When  the  bill  of  lading  is 
indistinctly  written  with  pencil,  and  the  arti- 
cles not  classified,  it  is  an  easy  matter  to  see 
how  the  billing  clerk  will  make  an  error.  In 
due  course  of  time  the  consignment  reaches 
Birmingham  and  is  delivered  to  the  Southern 
by  the  L.  &  N.,  the  Southern  assuming  re- 
sponsibility for  the  freight  which  the  L.  & 
N.  has  charged.  Suppose  the  clerk  at  Louis- 
ville has  made  an  error  of  80  cents  or  $1; 
does  the  Southern  at  Birmingham  verify  the 
correctness  of  the  charge  made  by  the  L.  & 
N.,  before  they  assume  it?  No.  It  is  clearly 
an  overcharge,  but  it  is  added  to  the  South- 
em  Railway  Company's  way-bill  as  an  ad- 
vance charge,  and  then  the  rate  from  Bir- 
mingham to  Itta  Bena  is  included.  The  bill- 
ing clerk  of  the  Southern  at  Birmingham  may 
possibly  have  made  the  correct  charge  to 
cover  their  part  of  the  haul  from  Birming- 
ham. When  the  shipment  arrives  at  Itta 
Bena  the  clerk  very  naturally  copies  the  ex- 
pense bill  from  the  way-bill  in  a  mechanical 
way.  He  probably  does  not  ever  ask  him- 
self the  question — what  class  is  Hardware? 
Then  unless  you  know  exactly  what  the 
classification  is,  and  the  rate  applying  on  same 
from  Louisville,  you  will  pay  the  overcharge. 

HOW    ERRORS    CREEP    IN. 

I  received  a  shipment  of  cow  peas  a  few 
days  ago  which  illustrates  just  how  foolish 
it  is  to  rely  on  the  rates  that  the  average 
agent  figures  on  a  local  shipment.  The  com- 
mission, in  order  to  encourage  the  fertiliza- 
tion of  our  land,  made  a  maximum  rate  on 
native  grown  peas  from  any  point  to  any 
other  point  within  the  State  of  18  cents  per 
100  lbs.  in  any  quantity.  The  shipments  I  re- 
fer to  was  made  me  from  Kosciusko  via  the 
Illinois  Central  to  Winona,  then  over  the 
Southern  to  Itta  Bena.  The  agent  of  the 
Southern  at  Winona  paid  the  agent  of  the 
Illinois  Central  20  cents  per  100  lbs.  to  cover 
the  Illinois  Central  haul  to  Winona.    When 
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the  shipment  arrived  at  Itta  Bena  the  South- 
ern had  added  11  cents  more,  and  the  ex- 
pense bill  rendered  me  called  for  a  rate  of 
31  cents  per  100  lbs.  These  rates  were  made 
and  paid  by  agents  in  whose  offices  you  will 
find  big  placards  at  least  2  ft.  square,  which 
state  in  big  type  on  authority  of  the  Mis- 
sissippi Railroad  Commission  that  the  maxi- 
mum rate  on  this  commodity  is  18  cents. 

A  great  many  of  us  have  no  doubt  fallen 
into  the  habit  of  saying,  or,  rather  I  should 

Freight  RaUs  to  Itta  Bena,  Miss. 

f Rmtes  in  cents  per  100  Iba. » 

, Classes. xSpecial  iron. 

From—  1        9      S      4      6      6      CL    LCL 

Louisville,  Ky...l 

St.  Louis,  Mo...  V 180    100    86    7S    6S    66    S8^    40 
E.St  Louis,  111.,  i 

Memphis,  Tenn...  88      74    g4    65    4g    87    26%    90% 

Current  Ratinn  Taken  from  the  Southern  Classification, 

as  Related  to  the  Retail  Hardware  Business. 

Class. 
Agricultural  Implements,  L.C.L. — ^viz.: 

Hoes,  in  bundles 8 

Plows,  N.O.S..  S.U 8 

Plows,  N.O.S.,  wooden  or  metal  beams,  handles 

detached 4 

Hardware,  N.O.S..  racked  or  in  bundles 8 

Iron  and  steel  articles— viz.  *. 

Bolts.  Nuts.  Rivets  and  Washers,  packed  or  in 

sacks,  or  in  bundles,  L.C.L 6 

Fencing.  Woven  Wire,  in  rolls,  L.C.L 6 

Nails  and  Spikes — viz.: 

In  kegs  or  double  kegs,   estimated  weight   106 
lbs.  per  keg  and  808  lbs.  per  double  keg,  L.C.L.    6 
Pipe — viz. : 

Wrought  Iron,  L.C.L 6 

Plow  Irons— viz. : 

Bases,  Clevises,  Coulters,  Couplers,  Disks,  Foots. 
Frogs,  Hf^el  Bolts.  Plant,  Fenders,  Plates. 
Points   and   Wings,   in   crates,  kegs,  barrels   ar 

casks,  or  wired  together,  L.C.L 6 

Wedges,  packed 4 

Rope — vu. : 

Cotton,   L.C.L.. ...  ._^. .  ._^ 4 

Schedule  No.  1. 
say,  very  few  of  us  have  gotten  out  of  the 
habit  of  saying:  "Well,  it  takes  10  per  cent, 
to  pay  my  freight,  and  Til  just  add  that  to  the 
price.  The  other  fellow  will  have  to  pay  it.'" 
That  system  will  work  all  right  until  you 
come  in  competition  with  a  fellow  who  knows 
his  business,  and  you  have  him  figure  against 
you  with  a  close  buying  customer.  You  will 
be  basing  your  prices  on  jthe  10  per  cent, 
theory,  while  he  is  figuring  correct  freight. 
There  is  only  one  result;  your  competitor 
sells  the  bill,  and  you  very  probably  indulge 
in  some  talk  about  a  fool  who  will  actually 
sell  goods  at  a  loss. 

SHOULD    KEEP    POSTED. 

When  the  Hepburn  bill  became  a  law  in 
August,  1906,  we  were  then  supplied  with  the 
means  of  knowing  just  exactly  what  the  rail- 
roads could  legally  charge  us,  but  it  is  nec- 
essary for  us  to  make  use  of  the  means  pro- 
vided; in  other  words,  that  part  of  the 
programme  is  "up  to  us."  Almost  every  re- 
liable and  up-to-date  jobber  incloses  a  bill 
of  lading  showing  weights  and  rates  with  each 
invoice,  but  then  there  are  a  great  many  who 
do  not  do  this.  Again,  the  consignment 
might  originate  in  territory  wjiere  the  official 
or  some  other  classification  applies,  and  In 
that  case  it  would  take  a  different  class  from 


what  it  does  tmder  the  Sonthem.  Of  course^ 
it  is  always  possible  for  the  traffic  department 
of  some  of  the  large  jobbers  to  make  an  error, 
and,  too,  the  classification  is  often  mislead- 
ing and  might  admit  of  more  than  one  con- 
struction. 

FSOTECTING  CUSTOMERS'  INTERESTS. 

Each  of  you  doubtless  ship  goods  locally 
to  customers  throughout  your  territory.  Some 
shipments  go  to  points  where  there  are  no 
agents,  and  have  to  be  prepaid.  Now,  if  this 
is  true,  and  you  do  not  have  the  last  report 
of  the  Mississippi  Railroad  Commission  on 
your  desk,  you  have  certainly  been  negligent 
of  your  customer's  interest,  as  well  as  your 
own.    To  illustrate  this  statement: 

I  make  a  shipment  of  500  lbs.  Barbed  Wire 
and  two  Cotton  Planters,  K.  D.,  to  a  prepay 
station  10  miles  away.  I  make  a  bill  of  lad- 
ing, but  do  not  classify  the  items  or  insert  any 
rate.  The  agent  at  my  station  tells  me  that 
it  will  take  $1  to  prepay  the  freight  Of 
course  this  item  of  prepaid  freight  is  charged 
to  your  customer,  and  he  never  questions  the 
correctness  of  the  charge.'   You  can  rely  on 

Local  MiUage  Scah  of  Rates  Applicable  to  the  South- 
ern Railway  Componit  in  Mississippi,  as  Par  Their 
Current  Afississippi  Local  Tariff. 

r-CUst  nttet  per  100  lb8.-^ 
1       S        8       4         SO 

5  miles  and  over SO      10      IS      11        9        8 

10  miles  and  over  6 S6      90      10      18      11        9 

15  miles  and  over  10 80      84      SO      10      14      18 

80  miles  and  over  16 88      80      88      18      10      14 

85  miles  and  over  80 80      80     84      80      18      16 

Ratings  Taken  from  Classi^caticn  Promulgated  hy  the 
iltssissippi  State  Railroad  Commission,  as  Related 
to  the  Retail  Hardware  Business. 
Agricultural  Implements,  L.C.L.— rix.:         C.  R.  O.  R. 

Hoes,  in  bundles 8 

Hoes,    without    handles,    in    barrels    or 

raftVw ....•    4 

Plows.  N.O.S.,  S.U 1  2 

Same,  K.D. 4 

Hardware,  N.O.S.,  boxed 9 

Iron  and  steel  articles  Cnot  boxed  or  crated 
unless  so  specified) — ^vit.: 
Bolts,  Nuts,  Rivets  and  Washers,  in  ken. 
casks,  barrels  or  drums.    See   Special 
Iron. 

Fencing,  field,  woven  wire,  in  rolls 5 

Nails  and  Spikes,  in  kegs.   See  Special 

Iron. 
Pipe,    Wrought,    released.     See    Special 

Iron. 
Plow  Clevises,  Couplers,  Molds,  etc    See 

Special  Iron. 
NoTB.-~PracticaIly  every  railroad  in  the  Stmte  of 
Mississippi  publishes  an  individual  list  of  exceptions 
to  the  Commission's  classification.  First,  detemlne 
whether  or  not  the  local  tariff  applicable  provi&ea  for 
an  exception  upon  commodity  to  be  shipped:  if  not, 
the  Commission's  classificatian  will  apply.  The  So. 
Ry.  Company  in  Mississippi  carries  an  exception  in 
their  local  tariff  making  any  article  classified  ''Speeial 
Iron"  two-thirds  of  0th  class. 

SCHBDULB  No.   2. 

your  competitor  to  handle  the  shipment  in 
just  that  way,  but  by  reference  to  your  tariff 
and  classification  (and  it  only  takes  a  mlmite 
of  your  time^,  you  will  find  Barbed  Wire 
is  sixth  class,  and  under  an  exception  to  this 
item,  the  Southern  only  charges  tviro-thtrds 
of  sixth  class,  and  the  rate  on  sixth  dass  for 
10  miles  being  9  cents,  then  the  correct 
charge  for  this  item  is  6  cents  per  100  lbs.,  or 
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30  cents  for  the  500  lbs.  The  two  Planters 
weigh  200  lbs.,  and  the  rate  is  20  cents,  mak- 
ing a  total  of  70  cents  on  the  shipment  Now 
by  showing  your  customer  that  you  are  pro- 
tecting his  interest  and  saving  him  30  cents 
on  the  little  shipment,  you  might  make  a 
better  customer  of  him.  At  any  rate,  you 
have  lost  30  cents  less  when  he  leaves  the 
country  without  paying  you  for  your  wire  and 
implements. 

A  few  days  ago  I  received  an  invoice  for 
a  small  shipment  of  goods,  and  enclosed  with 


°"'"""'  4I0"'  *       St.L^.±l$m.i90. 


M  ft  0 


Received  in  good  order  from 

■ORVELL-SMlPLEiaN  HARDWARE  CO. 

Comigmtr  _     _  litltOWY  PWS 

Dtstinaiion IHA  BEWA,  MISS 


R,  R,  Station 

Conniy 

Vi^  GHEEWVILLE. 


.State^ 


As  p«r  RaUs  %f  Csmpaay's  Bill  %f  Ladiag 
CLEAR   RECEIPT  OR   NONE. 


RATES  Ipjj; 
PKgi. 

ARTICLES 

Welghl 

100. 

1 

BXHDW 

2 

100 

•6. 

2 

CRT  24  HOLED  AXE6 

SR 

160 

61. 

1 

BX  IRON  BOLTt 

2 

160 

100. 

1 

BX  COFFEE  MILL 

4 

26 

100. 

1 

BX  S  1  ENAMEL  WARE  N8TD  6 

60 

62. 

1 

IRON  ANVIL 

WH 

106 

86. 

t 

BBL  60  •  1  DRIP  ANi  NtTD 

8  C  FA8TEND 

WH 

76 

Bill  of  Lading. 

the  invoice  was  a  bill  of  lading  which  I 
have  reproduced  on  this  chart.  Each  item 
was  weighed  accurately,  each  item  is  also  cor- 
rectly classified,  and  the  correct  rate  for  each 
class  is  inserted.  You  can  readily  see  the 
advantage  in  having  this  information.  There 
are  numbers  of  houses  that. do  not  enclose  a 
bill  of  lading  with  their  invoice,  to  say  nothing 
of  inserting  the  correct  class  and  rates.  Were 
I  dependent  on  the  jobber  for  the  correct 
rates,  and  this  information  was  supplied  by 
being  inserted  in  the  bill  of  lading  just  as  you 
will  observe  on  the  chart,  then  the  jobber  who 
knows  nothing  of  rates,  and  does  not  main- 
tain a  thorough  traffic  department,  would  cer- 
tainly get  none  of  my  business. 

The  jobber  owes  it  to  the  retail  merchant 
to  exercise  every  care  in  the  proper  classifi- 
cation of  each  item  shipped.  The  laws  in  re- 
gard to  false  classification  are  now  so  strict 
that  the  greatest  care  must  be  exercised.  It 
has  long  beon  a  custom  to  pack  a  miscellane- 
ous assortment     oi    goods    and    classify    as 


"Hardware/'  but  the  law  clearly  states  that 
the  entire  package  must  take  the  highest  rate 
applying  on  any  item  contained  therein.  Un- 
der this  ruling,  if  a  jobber  should  pack  one- 
half  dozen  knives  (which  take  first  class)  in 
a  200-lb.  box  of  tinware  (which  is  second 
class),  then  the  consignee  is  liable  to  have  to 
pay  first-class  rate  for  the  200  lbs.,  when  he 
should  pay  second.  Of  equal  importance  with 
prompt  service  on  the  part  of  the  jobber,  is 
the  proper  packing  and  classifying  the  goods 
so  that  the  consignee  gets  the  benefit  of  the 
lowest  rate. 

PRESCRIBED    PENALTIES. 

The  following  extract  from  the  Interstate 
Commerce  act,  as  amended,  will  be  of  inter- 
est as  touching  on  penalties  for  false  billing, 
eta,  by  shippers  and  other  persons: 

Any  person  or  any  officer  or  agent  of  any 
corporation  or  company  who  shall  deliver 
property  for  transportatioii  to  any  common 
carrier,  subject  to  the  provisions  of  this  act, 
or  for  whom  as  consignor  or  consignee  any 
such  carrier  'shall  transport  property,  who 
shall  knowingly  and  wilfully,  by  false  billing, 
false  classification,  false  weighing,  false  repre- 
sentation of  the  contents  of  the  package,  or 
false  report  of  weight  or  by  any  other  device 
or  means,  whether  with  or  without  the  con- 
sent or  connivance  of  the  carrier,  its  agent  or 
agents,  obtain  transportation  for  such  prop- 
erty at  less  than  the  regular  rates  then  estab- 
lished and  in  force  on  the  line  of  transporta- 
tion, shall  be  deemed  guilty  of  fraud,  which 
is  hereby  declared  to  be  a  misdemeanor,  and 
shall  upon  conviction  thereof  in  any  court  of 
the  United  States  of  competent  jurisdiction 
within  the  district  in  which  such  offense  was 
committed,  be  subject  for  each  offense  to  a 
fine  not  exceeding  $5,000  or  imprisonment  in 
the  penitentiary  for  a  term  of  not  exceeding 
two  years,  or  both,  in  the  discretion  of  the 
court. 

It  seems  to  me  that  this  occasion  presents  a 
good  opportunity  to  refer  to  the  railroads  who 
render  the  best  service.  All  of  us  pre- 
fer to  buy  goods  from  the  jobber 
who  can  come  nearest  filling  our  or- 
ders complete,  and  getting  them  out  the 
same  day  they  are  received,  but,  in  my  opin- 
ion, it  is  of  even  more  importance  for  the 
jobber  to  ship  your  goods  via  the  line  that 
can  get  them  to  you  quickest.  The  effect  of 
the  jobber's  prompt  service  is  entirely  lost  if 
the  railroad  does  not  do  its  part  in  transport- 
ing the  shipment  quickly.  The  road  that 
maintains  the  best  service  is  certainly  entitled 
to  the  business. 

In  this  day  when  small  profits  make  it  nec- 
essary to  turn  your  capital  often,  it  is  of  vast 
importance  to  get  your  goods  delivered 
promptly.  I  believe  that  the  agitation  during 
the  past  two  years  for  the  regulation  of 
freight  rates  has  been  exceedingly  detrimental 
to  the  interest  of  every  citizen  in  the  South. 
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A  "TONIC"  FOR  SALESMEN 


EC.  Atkins  &  Co.,  Inc.,  Indianapolis,  Ind., 
•  recently  got  out  a  little  circular  entitled 
"A  Good  Spring  Tonic,  for  salesmen  who  want 
more  salary."  The  instructions  are,  "Take  all 
at  one  dose.  Repeat  if  necessary.*'  It  is  to 
the  point,  and,  naturally,  the  goods  of  the 
company  are  brought  into  the  advice  given. 
It  is  so  good  that  we  reprint  the  entire  article 
herewith : 

Everybody  htfnts  a  bargain. 

They  buy  after  fully  determining  that  they 
are  securing  the  best  value  for  their  money. 

The  salesman,  who  is  a  real  live,  sure  enough 
salesman,  is  the  one  who  is  able  to  assist  the 
customer  in  his  selection. 

The  salesman  who  has  sand  enough  to  show, 
talk  and  sell  the  highest  class  goods  is  the 
man  who  receives  the  fattest  pay  envelope. 

Cheap  goods  serve  to  attract  a  cheap  class 
of  trade,  but  even  that  kind  of  people,  when 
they  get  inside  a  retail  store,  are  willing  to  pay 
more  and  buy  better  goods — if  they  are  shown 
the  wisdom  of  doing  so. 

All  that  is  necessary  to  sell  good  goods  is  to 
make  an  effort  and  this  effort  should  be  a 
pleasure  to  every  young  man  who  has  an  am- 
bition for  a  higher  salary. 

Some  retail  stores  put  a  high  price  on  a  poor 
article. 

Few  Hardware  dealers  do — it's  suicide. 

Sting  a  customer  once  on  a  poor  hatchet  at 
a  good  price  and  you'd  make  an  enemy  in  a 
hurry.     Poor  Hardware  falls  down  quickly. 

Many  dealers  sell  poor  goods  at  low  prices. 
That  isn't  so  bad,  but  it's  bad  enough. 

A  little  more  effort  would  sell  a  good  article 
at  a  better  profit,  and  nine  times  out  of  ten  the 
customer  would  rather  buy  a  better  article. 
Why  doesn't  he? 

Here's  why. 

Either  the  salesman  is  indifferent  and  passes 
out  the  first  thing  that  comes  handy,  or  he's 
afraid  he'll  lose  a  sale,  so  he  tries  to  show 
what  he  thinks  the  customer  is  looking  for, 
"a  bargain." 

That  kind  of  salesman  gets  out  a  tool,  for 
instance,  that  the  real  maker  hasn't  enough 
pride  in  to  put  his  name  on,  "made  to  sell,"  and 
tells  the  customer  how  low  the  price  is.  Then 
if  the  customer  isn't  shocked  at  the  price,  he 
shows  him  something  a  bit  more  costly. 

All  the  time,  he's  afraid  the  man  up  the 
street  is  going  to  slip  in  and  tell  the  customer 
where  he  can  get  lower  prices. 

When  he  stabs  around  enough  to  find  out 
how  much  the  customer  will  pay,  he  tries  to 
sell  the  article  at  that  price. 

Is  that  salesmanship?  Is  it  even  good  busi- 
ness? 

Not  on  yovLT  life! 

In  the  same  time  that  a  salesman  tak«s  to 
sell  a  poor  article  he  can  sell  a  good  one — 

At  a  better  profit  for  the  house. 


And  with  the  certainty  of  bringing  the  cus- 
tomer back  to  the  store  for  other  trade,  be- 
cause the  goods  are  right. 

Simply  by  making  a  little  effort. 

For  instance,  a  man  comes  in  for  a  saw. 
Maybe  he  doesn't  know  much  about  saws — 
but,  of  course,  prefers  a  low  price. 

The  salesman  puts  out  two  saws — a  nobody- 
knows-who-made-it  at  $1,  and  an  Atkins  at 
$2.    And  he  says: 

"Here's  a  saw  for  $1.  It's  the  best  for  the 
money,  but  you  can't  expect  much  of  any  saw 
at  that  price.  We  keep  it  because  some  people 
are  bound  and  determined  not  to  buy  a  good 
article. 

"But  that  Atkins  saw  is  the  real  thing.  Made 
of  silver  steel^better  steel  than  you'll  find  in 
most  razors.  Stays  sharp,  doesn't  break  when 
you  happen  to  give  it  a  crooked  thrust.  The 
blade  is  tapered  so  that  the  tooth  edge  is  the 
thickest  part — it  doesn't  *stick'  in  the  wood.  It 
cuts  fast  and  runs  easy.  A  cheap  saw  doesn't 
do  the  work.  Every  time  you  try  to  use  it  you 
get  so  mad  that  you'd  willingly  pay  a  dollar 
more  and  get  a  real  saw.  When  you  look  at 
it  in  that  way,  and  think  of  the  difference  in 
wear  and  service,  the  Atkins  saw  is  really  the 
best  'bargain.'" 

Every  word  of  that  is  solemn  truth.  Tell 
your  customer  the  truth,  that's  all.  Give  him 
the  benefit  of  your  knowledge — ^you  know  he 
ought  to  buy  an  Atkins. 

But  you  say,  your  salesman  hasn't  time  t^ 
give  a  long  talk!  All  right,  he  doesn't  have 
to.  Make  it  short,  but  say  something,  make 
an  effort.     Say,  for  instance: 

"That  dollar  saw  is  as  good  as  you  can  ex- 
pect in  a  saw  at  that  price,  but  it's  a  lot  better 
to  pay  a  little  more  and  get  an  Atkins.  If  it 
isn't  the  very  best  saw  you  ever  used,  you  may 
return  it  and  get  your  money  back." 

That  sort  of  talk  sells  good  goods.  We 
know  it,  because  our  own  salesmen  have  never 
failed,  when  they  get  behind  a  dealer's  coun- 
ter, to  sell  Atkins  saws  to  plenty  of  people 
that  the  dealer  never  thought  were  possible 
customers  for  gopd  saws. 

Ninety-nine  out  of  a  hundred  customers  will 
appreciate  a  sincere  effort  to  give  them  "good 
goods."  That  applies  to  all  tools — saws,  chisels, 
files,  hatchets  or  what  not. 

If  you  have  a  salesman  that  sells  poor  goods 
when  he  could  just  as  well  sell  "good  goods"— 

Have  a  heart-to-heart  talk  with  him. 

Tell  him  that  it  only  takes  a  minute  or  two 
to  explain  the  merits  of  "good  goods." 

That  little  time  and  effort  on  his  part  means 
money  to  your  house — and  reputation,  too ! 

Get  behind  him  and  see  that  he  does  It 

Try  it. 

It  pays  not  only  in  the  long  run,  but  right 
from  the  start 

Push  the  "good  goods," 
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DO  SPECIAL  sales: PAY? 


dive    Tour    Ciutomen    BargainSi    Beal 
Bargains 

Special  sales  do  pay.  But  to  make  a  special 
sale,  give  your  customer  bargains — real 
bargains;  because  they  are  surprised  at  first, 
but  as  soon  as  they  find  out  that  you  really 
have  bargains,  don't  you  forget,  they  will  come, 
and  come  again,  the  next  day.  Put  up  the 
real  thing,  sometimes  staples,  sometimes  spe- 
cialties, and  have  them  on  hand.  Don't  tell 
the  customer  you  have  sold  out,  because  that 
disappoints  them.  Tf  you  put  up  something  as 
a  bargain  let  it  be  a  bargain,  even-  if  you  sell 


cial  sales,  providing  a  judicious  campaign  of 
advertising  has  been  carried  on,  for-a  few 
days  beforehand.  We  have  had  the  best  suc- 
cess with  seasonable  goods  and  articles,  the 
people  you  want  to  reach  are  familiar  with; 
use  a  staple  article  every  time. 

R.   J.   MiLSOY. 

Special  Sales  in  Spring  and  FUl 

Special  sales  in  spring  and  fall  pay.  We 
advertise  our  specials  a  few  days  in  ad- 
vance by  placing  in  show  window,  using  news- 
paper cuts  for  our  local  papers  and  for  one 
day  only  (Monday).  We  arrange  the  special 
article  in  rear  of  store.    This  enables  customer 


Special  Sale  Ad.  From  So.  Milwaukee. 

that  certain  article  below  cost  Sometimes  it 
may  be  all  right  to  say  we  have  two  dozen, 
fifty  or  a  hundred  of  an  article  for  a  certain 
day.  It  pays  to  let  them  go  at  from  five  t6 
ten  cents  below  cost,  just  because  you  will  have 
people  talk  about  you,  and  that  is  what  you 
want.  If  people  talk  about  you  they  will  call 
on  you,  too.  If  you  have  city  trade  you  can 
have  a  different  article,  say,  for  a  week,  every 
day.  For  country  people  you  put  a  special  day 
for  a  certain  thing  and  advertise  it.  Invite 
them  by  certain  special  letter  and  through  the 
papers.  John  H.  Schroder. 

Experience  Says  No 

Do  special  sales  of  from  one  to  ten  days, 
for  advertising  purposes,  pay?  Judging 
from  our  own  experience,  would  say  no.  We 
consider  one  d«y  at  a  time  sufficient  for  spe- 


LAGEMANN  HARDWARE  GO'S. 


GREAT  SPRING  SALE 


Tto  wai  Be  Wctota  Br 

THIS  MtINC  oln  CRFATESr  ATTtMn   TO 
HAVE  SUCH  A  LAlir.E  S.M.t  01-  THIS   KINO 

WE  MC  DETUMWCO  TO  MAKE  THIS  SALE  THE  GREATEST  OF  AU  SALES 


pric**  cowfM  with  lh«  fairtM  bMi4  o<  maMMiM  aad  q«Ml> 
Hy  of  |m4«  w^Mh  wff  Kate  ali**)!  had  ■  r«|MMii«ii  a< 

•^o^HIOH  GRADU  GOODS. 

Ym  win  |M  f ricM  hare  that  cwmhm  b«  4uft>eum4  w  ikit 
tidniiy.  Ii'i  quaniuy  bu> ini  lor  Mr  bif  Man  1^  mum*. 
Wc  ara  raaJy  ip  atrva  your  avary  waal. 

Rpoicmbpr  ikia  Nia  iarid<ta«  put  cMira  tiocli  vf 

Hardware,  Stoves,  Refrigerators,  Kitchen  Uten- 
sils, Builders  Hardware,  Etc. 


Thb  n  ■  GrMi  Opportumty  for  Youiut  People  Going  lo  HouMUcpipg 

Aa  wpRfar  MkawMliiiciua^tcwitaaw.    Il  wiH  ppy  you 
IP  buy  ppw,  p*«a  if  y«M  do  imn  wani  iba  ■eedi  for  wppka 


•U  yopr  porctMaaa  pnd  me^a  delivery  al  any  lime  yop 
daiira. 

lUdCircM^tlKllcaf  DctcribedanaSlwwBOB  OdMr  Paget 

LAGEMAdN  HARDWARE  CO., 


637&639STATiSTVGBT 


OUINCY.  UJNOIS 


An  Ilunois  Announcement. 

to  notice  the  line  of  Hardware,  stoves  and 
cooking  ware  we  carry,  and  most  always  on 
their  way  back  to  front  part  of  store  they 
pick  up  something  they  see  and  need. 

In  garden  tool  season  we  advertise  a  little 
something,  such  as  a  dandelion  spud,  which 
costs  90  cents  or  $1  per  dozen,  and  special 
sale  them  for  10  cents  each.  These  are  dis- 
played with  our  garden  tools,  lawn  mowers, 
grass  catchers,  grass  hooks,  hose  and  reels, 
and  everything  to  be  used  in  garden  or  for  the 
lawn,  and  think  it  impresses  on  their  minds 
what  they  should  have  and  where  they  can 
get  it. 

In  fruit  season  we  advertise  a  good  size 
preserving  kettle  or  dish  pan,  and  arrange 
articles  with  such  other  articles  that  are  n«edid 
at  this  time. 
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Juke,  1M8. 


In  fall  of  y^r  people  become  interested  in 
a  beating  stove  or  range,  and  this  is  a  good 
way  to  get  people  in  our  store  and  show  them 
the  line  we  carry,  which  we  try  to  keep  as 
clean  and  attractive  as  possible. 

HOFFERKAMP  BrOS. 


I  believe  special  sales  pay.  I  have  had  some 
experience  in  the  last  two  years  and  find 
that  a  well-conducted  special  sale  occasionally 
is  a  great  help.'    A  low  price  on  staple  goods 


We  win  pre^bly  attempt  special  sales  daring 
the  dull  summer  months.  We  coaduct  our  ad- 
vertising strictly  on  the  special  plan  and  hardly 
ever  advertise  more  than  one  line  of  goods  at 
a  time.  If  we  do,  we  usually  engage  separate 
space  in  the  paper.  We  enclose  copy  of  one  of 
our  ads. 

Newbern  Hardware  Co. 

Editor's  Note — The  copy  of  ad.  referred  to 
occupies  almost  the  whole  front  page  of  the 
local  newspaper,  leaving  but  a  single  full  col- 
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Friday  and  Saturday' 
MAY  1st  and  2nd 

CwMicni  well  iq  It  8 1'clicHLM. 
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•  I  WILL  OFrCt*  SOMC  OEMUIME  BARaAIK&  Ra 

ENAMELED  WARE 


Bemember  the  Dttw    |  Firat  Come,  First  Clioice  |         CASH  ONLY 


f^fm..t,A «...         .MC 


Come  Early  and  Take  Yonr  Pick 


1^  EMMM..CaA4»  Nl 
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'^^tor  I  The  Goods  are  Yoms  as  Long  as  They  Last 
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SiEciAL  Sale  Circular  by  W,  H.  Peard. 


is  more  effective  than  on  articles  on  which 
people  do  not  know  the  usual  selling  price.  I 
enclose  a  circular  which  we  distributed  about 
town  a  day  or  so  previous  to  sale  and  also 
put  in  local  paper  for  one  week.  The  results 
were  highly  satisfactory.  Many  new  customers 
were  brought  to  the  store.  It  also  increased 
our  sales  on  general  Hardware. 

W.  H.  Peard. 


We  think  special  sales  are  an  advantage  and 
we  use  specialties  for  same. 

E.  Bailey  &  Sons. 

Have  Not  Had  Huoh  Experience 

We  have  never  had  much  experience  in  spe- 
cial sales.  We  push  seasonable  goods  in 
their  right  season  and  rarely  ever  have  much 
stock  to  carry  over  when  the  season  is  passed. 


umn  of  reading  newsmatter  on  each  side.  It  is 
this  style  of  advertising  that  commands  atten- 
tion and  brings  results. 

Special  Sales  Helps  Other  Business 

We  have  had  several  very  successful  sales 
on  enameled  ware.  We  buy  a  large 
amount,  usually  get  a  nice  concession  from 
regular  price  and  mark  the  goods  at  20  or 
25  per  cent  margin.  If  it  figures  51  cents 
for  an  article,  we  mark  it  51  cents,  and  so  on. 
We  advertise  the  sale  in  our  local  papers,  with 
cuts  and  prices.  Usually  extend  the  sale  for 
about  two  weeks.  We  sell  as  much  enameled 
ware  in  two  weeks  this  way  as  we  do  ordi- 
narily in  three  or  four  months.  It  also  helps 
our  other  business. 

H.  C  Waters  Co. 
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bo  SPECIAL  SALES  PAVt 


tl/ft 


Bo  Pay  When  Properly  Advertiied 

We  have  read  with  much  interest  the 
"Special  Sale"  articles  in  your  May 
issue.  It  has  been  our  experience,  in  a  town 
of  2,500  people,  in  the  midst  of  a  rich  farming 
section,  that  "special  sales"  do  pay,  when 
properly  advertised.  The  best  idea  we  ever 
worked  out  we  used  May  9.  While  not  ex- 
actly a  special  sale,  it  worked  along  those 
lines.  From  the  accompanying  newspaper  ad. 
you  can  get  our  idea  as  placed  before  the 
people.    We  wished  to  interest  the  public  gen- 


ing  a  supply  of  literature.  The  proceeds  of 
this  day's  business  proved  to  us  that  special 
effort  along  this  line  was  bound  to  give  re-  . 
suits,  awakening  interest  in  our  clerks,  as  well 
as  prospective  customer.  We  hope  that  this 
plan  may  prove  as  valuable  to  some  other 
Hardware  man  as  it  has  for  us. 

A.  E.  PiNNEY  &  Son. 

Special  Sales  Not  SatisfactcHry 

My  experience  with  special  sales   has  not 
been  satisfactory.     Have  tried  them  a 
number  of  times  and  in  some  cases  have  not 


Advertisement  of  a  Special  May  Sale  in  Michigan. 


erally  in  gasoline  stoves  and  fireless  cookers, 
and  to  bring  the  people  into  the  store  we 
started  a  premium  plan  to  distribute  dinner 
sets,  and  served  coffee  and  sandwiches  pre- 
pared in  the  store  by  the  two  advertised 
articles.  We  arranged  the  stock  in  the  most 
attractive  manner  possible,  and  in  a  conspicu- 
ous position  placed  a  bargain  counter  that 
proved  attractive  to  the  ladies.  Our  plans 
worked  to  perfection,  the  store  being  packed 
every  minute,  and  you  may  be  sure  but  very 
few  people  left  the  store  without  hearing  about 
the  two  advertised  articles,  or  at  least  receiv- 


taken  in  enough  to  pay  for  the  advertising. 
Possibly  it  is  because  I  have  not  the  art  of 
making  them  appear  desirable  propositions  to 
my  customers,  and  possibly  because  I  have  not 
tried  them  often  enougfh  to  satisfy  my  custom- 
ers that  I  mean  business  and  that  the  goods 
offered  are  bargains  whenever  advertised. 
However,  I  have  been  careful  not  tg  misrepre- 
sent anything  in  my  advertising.  I  think,  in 
order  to  make  a  success  of  special  sales,  one 
should  make  a  study  of  such  things,  and  fol- 
low it  up.  This  I  have  not  done,  though  I 
intend  trying  it  thoroughly  later.-O.  H.  Gale. 
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EttabHslLefl  a  Price  Precedent 

We  have  never  had  very  much  experience 
in  special  sales,  but  have  tried  it  a  few 
times.  We  are  inclined  to  think  from  our  ex- 
perience that  in  towns  of  this  size  and  smaller 
they  are  not  a  good  thing,  for  the  reason  that 
if  a  customer  comes  in  and  buys  an  article  on 
that  date,  the  next  time  he  comes  he  expects 
the  same  article  at  the  same  price. 

The  Hillsdale  Hakowase  Co. 

''Special  Sales''  Not  Advisable 

In  our  estimation  it  depends  largely  on  the 
location.  Some  demand  them,  while  others 
do  not.  We  never  have  them  in  our  Hard- 
ware line.  Our  only  special  sales  are  con- 
ducted in  our  furniture  line,  and  then  only 
in  slow  or  undesirable  stock.  We  don*t  con- 
sider special  sales  a  good  thing  on  up-to-date 
stock  in  our  town. 

X.  F.  Bertrau  &  G). 

Believe  Koral  Effect  Bad 

TTThile  we  have  not  had  very, much  experi- 
VV  ence  in  them  we  do  not  think  they  pay 
in  our  sized  town.  We  have  always  contended 
that  the  moral  effect  was  bad  and  entirely  for- 
eign to  the  Hardware  business  Special  sales  to 
us  were  always  suggestive  of  other  business 
than  Hardware. 

Fowler  Co. 
Tbinks  Special  Sales  Out  of  Place 

To  me  special  sales  are  out  of  place.  I  sec 
why  they  should  occur  in  the  dry  goods  busi- 
ness on  account  of*  remnants  and  shop-worn 
goods,  but  in  the  Hardware  trade  if  a  person 
is  careful  there  is  no  reason  for  an  accumula- 
tion of  stale  goods — do  not  let  them  accumu- 
late. When  I  find  I  have  anything  that  is  a 
poor  seller,  I  get  rid  of  it  and  turn  it  into 
money  as  fast  as  possible.  If  there  is  any  new 
thing  that  looks  good  to  you,  stock  up  very 
light,  and  if  you  find  it  sells  first  and  second 
time  do  not  dip  in  too  heavy  afterward,  as  new 
things  sell  for  so  long  a  time,  and  then  they 
are  done  with.  In  my  thirty  years  of  business 
I  could  not  scrape  up  enough  to  make  a  special 
sale.  In  this  way  I  save  all  the  expenses  con- 
nected with  a  special  sale. 

J.  Velde. 
Interests  tbe  Ladies 

I  have  had  very  good  success  in  special  sales. 
I  am  just  taking  a  window  and  filling  it  up 
with  enameled  ware,  glassware  or  some- 
thing that  will  attract  the  ladies.  I  find  it 
much  easier  to  get  the  women  interested  than 
the  men.  When  I  make  a  sale  I  try  to  make 
the  price  very  attractive.  I  have  a  sale  on  for 
next  week  on  enameled  ware.  The  articles 
cost  me  about  sixteen  cents  each;  am  going  to 
sell  them  at  19c.  These  are  goods  that  are 
put  out  in  assortments  that  are  intended  to 
sell  at  25  cents,  but  at  that  price  they  sell 
slowly — at  19  cents  they  go  like  hot  cakes. 

J.  H.  Vawter. 


Bo  Hot  Eavor  Special  Sales 

Special  sales  do  not  pay,  in  our  estimation. 
We  used  specialties  and  the  expense  was 
always  greater  than  the  profit  on  that  line  of 
goods.  We  had  more  trade  and  more  people 
in  the  store,  but  not  enough  to  pay  for  the 
extra  expense.  Bobke  Bros. 

We  do  not  favor  special  sales.  We  adver- 
tise one  thing  at  a  time,  according  to  season, 
but  never  cut  prices. 

Trout  &  Matthias. 

Have  Made  Specials  of  Show  Windoir 

Articles 

We  have  never  gone  into  the  special  sale  in 
a  way  that  would  give  the  plan  a  fair 
trial  That  is,  we  have  never  thoroughly  ad- 
vertised such  a  sale  to  any  extent  We  have 
had  many  specials  of  some  article  that  we 
filled  our  windows  with,  and  for  the  amount 
of  time  we  put  on  the  thing,  they  have  always 
paid  in  one  way  or  another. 

Bissell  &  Stebbins. 

Of  Bcubtfnl  Advant^^  in  SmaU  Towns 

We  do  find  that  special  sales  for  one  to  ten 
days  pay  us,  but  we  also  find  that  it  has 
got  to  be  staple  goods  marked  down  at  a  very 
low  figure.  This  may  be  rather  doubtful  to 
some  dealers  and  may  work  differently  in 
some  sections.  Even  if  we  do  not  make  a 
large  profit  on  goods  advertised,  we  find  that 
if  we  can  get  people  into  the  store  they  inva- 
riably purchase  something  other  than  ones  ad- 
vertised, on  which  we  make  a  profit.  We  do 
not  believe  in  purchasing  a  cheap  article  or 
facsimile  of  a  good  make  and  running  on  that, 
for  you  will  not  sell  all  of  such  purchase,  and 
then  you  have  to  put  the  remainder  in  with 
your  good  stock.  When  the  sale  is  over  they 
hold  back  the  sale  of  better  goods  that  you 
have  in  stock.  This  may  not  apply  to  all  places. 
It  may  be  worked  differently  in  cities  where 
people  come  in  your  store  and  never  call  again, 
but  in  small  places  they  carry  that  article  in 
their  minds  and  after  the  sale  is  over  the  reg- 
ular customer  may  come  in  and  want  such  an 
article.  You  name  him  your  regular  price  and 
he  replies,  "I  purchased  one  on  such  a  day  for 
SQi  much  and  I  want  another."  Better  let  him 
have  it  or  he  may  get  miffed  and  cut  you  out, 
and  his  trade  is  better  than  all  you  have  made 
on  the  special  sale.  This  we  only  speak  of  as 
to  what  may  be  expected  on  a  special  sale  in 
Hardware  goods,  they  not  being  like  some 
other  lines  of  business  where  they  cannot  de- 
tect a  sale  article  after  it  is  put  in  stock.  Wc 
always  have  a  counter  of  staple  goods  marked 
down  and  keep  on  it  such  goods  as  Tack  Pull- 
ers, 2  cents  each;  Paring  Knives,  regular  10- 
cent,  marked  down  to  5  cents ;  Screw  Drivers, 
7  cents,  and  so  on. 

F.  M.  Baker  &  Son. 


What  an  advertisement  sets  forth  the  ad- 
vertiser should  bring  forth. 
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NEW  RULES  FOR  MARKING  FREIGHT  SHIPMENTS 


AH  the  railroads  east  of  the  Mississippi 
River  operating  in  the  territory  covered 
by  the  "Official  Classification,"  have  recently 
sent  out  notices  to  their  agents  that  on  and 
after  July  1,  1908,  they  will  refuse  to  receive 
for  transportation  all  shipments  in  less  than 
carload  lots,  which  are  not  plainly  marked 
with  the  name  of  the  consignee,  and  the  sta- 
tion, city,  and  State  of  destination. 

For  many  years  past,  it  has  been  customary 
for  a  large  number  of  shippers  to  mark  their 
packages  with  an  initial  or  some  hieroglyphic, 
the  key  to  which  would  be  on  the  bill  of  lad- 
ing. It  was  the  theory  that  this  saved  time, 
and  also  prevented  competitors  from  observ- 
ing the  names  of  a  shipper's  customers  on 
the  outside  of  the  packages. 

Great  abuses  have  resulted  from  this  prac- 
tice. When  a  large  number  of  packages  are 
intended  for  the  same  consignee,  shippers 
often  only  mark  one  or  two,  the  others  hav- 
ing no  marks  at  all.  If  the  shipments  be- 
come mixed  with  others  at  transfer  points, 
there  is  no  way  of  identifying  them.  The 
consequence  has  been  great  delay,  vexation  on 
the  part  of  both  shippers  and  consignees,  and 
claims  against  the  railroad. 

The  Pennsylvania  Railroad  Company,  on 
its  lines  east  of  Pittsburg,  last  year,  paid  out 
$342,520  for  claims"  for  goods  "Lost  in  Tran- 
sit," an  increase  of  34  per  cent,  over  1906. 
Of  this  amount  $176,260  was  traced  to  the 
fact  that  shippers  had  marked  their  goods  im- 
properly. Likewise,  during  1907,  the  Penn- 
sylvania Railroad  sent  to  its  Unclaimed 
Freight  Station  at  Downingtown,  18,000  pack- 
ages on  which  there  were  no  marks  to  en- 
able the  company  to  forward  the  freight  to 
proper  consignee  and  destination. 

Figures  prepared  by  the  Trunk  Line  Asso- 
ciation for  17  principal  lines  in  the  official  class- 
ification territory  show  that  the  total  freight 
earnings  for  these  companies  in  1907  were  $541,- 
725,712— an  increase  over  1906  of  10.2  per 
cent.  Nevertheless,  the  total  payment  for  loss 
and  damage  by  these  lines  in  1907.  was  $5,- 
596,794— fully  one  per  cent,  of  the  total 
freight  earnings  and  an  increase  over  1906  of 
22.4  per  cent. 

It  is  estimated  that  about  45  per  cent,  of 
loss  and  damage  claims  are  due  to  "Losses 
in  Transit,"  which  means  that  in  1907  the 
losses  on  this  score  of  the  lines  mentioned 
were  about  $2,500,000.  Of  this  amount,  prob- 
ably upwards  of  $1,250,000  was  caused  by 
the  improper  marking  of  the  less-than-carload 
shipments.  It  is  the  design  of  the  railroads 
now  to  stop  all  losses  from  this  cau.se. 

Some  of  the  roads  have,  for  several  years, 
been  seeking  to  remedy  this  abuse,  but  com- 
petitive conditions  rendered  it  impossible 
unless  all  railroads  became  a  party  to  the 
more  rigid  practice.    That  harmony  of  action 


has  now  been  obtained,  and  as  the  new  rule 
will  be  filed  by  each  line  with  the  Interstate 
Commerce  Commission,  it  is  binding  upon 
each  road,  and  any  departure  from  it  be- 
comes, under  the  law,  a  "discrimination."  The 
railroads  will  enforce  the  rule  not  only 
against  all  shipments  originating  on  their 
lines,  but  agents  at  transfer  points  will  be 
instructed  to  refuse  to  receive  from  other 
railroads,  any  shipments  which  may  by  error 
at  originating  points  have  been  improperly  or 
,  inadequately  marked. 

Some  416  railroads  will  participate  in  the 
enforcement  of  the  new  rule.  The  compa- 
nies are  to  give  very  strict  instructions  to 
their  agents,  placards  will  be  posted  con- 
spicuously in  all  stations,  and  every  effort  will 
be  made  to  impress  shippers  with  the  im- 
portance of  heeding  the  new  rule.  In  fact, 
the  campaign  of  education  which  is  planned 
by  the  railroads  along  this  line  is  almost  un- 
precedented in  its  thoroughness.  It  is  the 
belief  of  the  carriers  that  the  enforcement  of 
the  new  rule  will  be  of  great  value  to  the 
public  in  the  removal  of  such  a  prolific  source 
of  delays  and  losses. 

RULE  AS    TO   MARKING   FREIGHT   SHIPMENTS. 

Notice  is  being  given  by  the  railroads  that, 
effective  July  1,  1908,  the  following  Rule  No. 
3  will  be  strictly  enforced  by  all  lines  in 
the  "Oflicial  ClassHication"  territory: 

Rule  8. — Each  package,  bundle  or  piece  of 
less  than  carload  freight  must  be  plainly  marked 
by  brush,  stencil,  pasted  labeled  or  securely  fast- 
ened taff,  showing  the  name  of  consignee,  and  the 
name  of  the  station,  town  or  city,  and  the  State 
to  which  destined.    (See  Note.) 

The  marks  on  packages^  bundles  or  pieces  must 
be  compared  with  the  shipping  order  and  bill  of 
lading  and  corrections,  if  necessary,  made  hy  the 
consignor  or  his  representative  before  receipt  is 
signed;  old  marks  must  be  removed  or  effaced 
before  packages,  bundles  or  pieces  will  be  ac- 
cepted tor  transportation. 

Freight  consigned  to  a  place  of  which  there 
are  two  or  more  of  the  same  name  in  the  same 
State,  must  have  the  name  of  the  County  marked 
on  each  package,  bundle  or  piece,  and  also  shown 
on  the  shipping  receipt. 

When  freight  is  consigned  to  a  place  not 
located  on  the  line  of  a  railroad,  each  package, 
bundle  or  piece  must  be  marked  with  the  name 
of  the  station  at  which  the  consignee  will  accept 
delivery,  or  if  destined  to  a  place  reached  by  a 
water-line,  the  name  of  the  railroad  station  at 
which  delivery  is  to  be  made  to  such  water-line 
must  be  marked  on  each  package,  bundle  or 
piece. 

Freight  not  marked  in  accordance  with  the 
foregoing  rttles  will  not  be  accepted  for  trans- 
portation. 

Note. — Pasted  labels  or  securely  fastened  tags 
should  be  used  only  when  the  character  of  the 
freight  prevents  marking  by  brush  or  stencil. 

Arkansas  Betail  Hardware  ConventioiL 

Preparations  for  the  ninth  annual  conven- 
tion of  the  Arkansas  Retail  Hardware 
Association  are  practically  completed.  The 
meetings  will  be  held  at  Little  Rock  from 
June  9  to  11.  Headquarters  will  be  at  the 
Majestic  Hotel,  and  the  Business  Men's 
League  will  do  considerable  entertaining.  C. 
R  Taylor,  Little  Rock,  is  secretary. 
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A  'Heiry  Window"  Hat  Display 

A  simple  but  pertinent  window  display  was 
recently  made  by  Chas.  Young,  with 
Jacob  Ernwine  &  Son,  Hardware  dealers,  at 
Louisville,  Ky.  The  brim  of  the  hat  was 
made  by  coiling  50  feet  of  garden  hose,  on 
top  of  which  an  18-inch  round  sieve  was 
placed  for  the  crown.  Two  14-inch  feather 
dusters  serve  as  plumes,  two  ice  picks  in  front 
of  the  sieve  answer  as  ornaments.  In  the 
rear  of  the  sieve  are  placed  two  wood  handle 
ice  picks  for  hat  pins.  The  "haf*  can  be 
placed  on  anything  that  will  give  it  a  slight 
elevation  in  the  window.  It  might  be  put  on 
a  sitting  figure,  but  not  so  high  that  the  people 
on  the  sidewalk  could  not  see  all  the  arti- 
cles that  comprise  this  latest  style  of  "my 
lady*s"  headgear. 

A  Brace  of  Discoimt  IdmeriokB 
Eighty- four  tens  with  a  five  and  a  two, 
We  ponder  and  figure  just  as  you  do; 

But,  oh,  such  a  task, 

"What's  the  use,"  we  ask, 
"And  are  you  certain  you're  right  when  you're 
thru?" 

Please,    Mister    Maker,    please   boost    up    the 

lists. 
Deal  to  the  discounts  a  blow  with  your  fists; 
They  need  trimming  down — 
You'll  win  great  renown  . 
And   scatter   dread  mathematical  mists. 

— Phil  Lee. 
Have  Special  Pocket  Cutlery  Case 

We  have  a  special  pocket  cutlery  show  case, 
lined  with  red  plush,  that  holds  300 
patterns  of  pocket  knives.  The  case  is  level 
and  the  stock  is  kept  in  their  original  boxes 
underneath  in  drawers.  The  pockets  are  all 
marked  with  gum  stickers  on  the  handles  and 
have  the  selling  price  in-  plain  figures  as  well 
as  the  cost.  We  have  tried  several  ways  in 
keeping  our  stock  in  shape,  but  have  found 
this  plan  the  best  and  most  profitable  of  any. 

Reiche  Bros. 

One  View  About  a  Store  Paper 

If  you  run  a  store  paper  do  not  make  the  mis- 
take of  filling  it  up  entirely  with  advertis- 
ing. The  object  of  putting  out  circulars  in  the 
form  of  a  store  paper  is  to  gain  regularity  in 
issue  and  to  choose  matter  which  will  help 
make  customers  look  forward  to  the  receipt  of 
what  are  your  circulars  put  out  in  store  paper 
form.  Yon  can't  expect  them  to  look  forward 
to  receiving  them  unless  you  give  them  some 
reading  matter  that  is  not  advertising  pure 
and  simple.  To  issue  your  circulars  in  the 
form  of  a  paper  is  to  suggest  that  you  want 
it  received  with  the  same  interest  a  paper 
meets  instead  of  the  kind  of  interest  a  circular 
usually  receives.  You  can't  expect  it  to  be 
received  as  a  paper  unless  to  some  extent  you 
put  into  it  reading  matter  the  people  expect  to 
find  in  a  paper, 


Intentate  InsnxBiice 

Secretary  R  W.  Evenson,  Spokane,  Wash.,  of 
the  Washington  Hardware  and  Imple- 
ment Dealers'  Mutual  Fire  Insurance  Associa- 
tion, advises  us  that  as  the  result  of  a  Hard- 
ware dealer  in  his  State  asking  the  question 
whether  the  insurance  association  had  a  right 
to  write  insurance  on  property  in  other  States 
where  it  is  not  registered  with  the  insurance 
department.  The  matter  has  been  looked  up 
and  the  decision  of  the  United  States  Supreme 
Court  shows  that  a  citizen  of  any  State  has  a 
right  to  enter  into  a  contract  of  insurance  in 
any  other  State  for  insurance  on  his  property 
within  the  State  of  his  residence.  Inasmuch 
as  there  are  numerous  Hat'dware  and  Imple- 
ment Dealers'  Insurance  Mutuals  throughout 
-the  United  States,  this  knowledge  will  be  of 
interest. 

Issues  a  Honthly  Paper  With  Oood  Sesnltt 

To  the  Editor: 

We  are  in  receipt  of  the  May  number  of  the 
Hardware  Dealers'  Magazine,  in 
which  we  notice  the  reference  made  to  our 
trade  display  during  the  month  of  March.  We 
want  to  thank  you  for  this  notice  as  well  as 
previous  notices  of  this  kind  and  trust  it  will 
be  of  some  benefit  to  the  many  readers  of  your 
Magazine. 

We  read  with  great  interest  each  month 
your  publication  with  great  benefit  and  are 
always  pleased  to  do  anything  we  can  to  help 
the  trade  in  general.  As  you  are  well  aware, 
we  have  been  publishing  for  the  past  two  years 
a  little  "Hardware  Bulletin"  of  our  own,  send- 
ing out  a  1,000  or  more  copies  about  six  times 
a  year  direct  to  our  trade.  We  find  this  plan 
of  advertising  of  great  benefit  to  us  and  we  be- 
lieve if  more  of  the  Hardware  trade  would 
publish  something  of  this  kind,  especially 
where  they  have  so  much  competition  with  the 
catalogue  houses,  they  would  find  it  of  great 
benefit.  We  are  sending  you  under  separate 
cover  copy  of  this  month's  Bulletin. 

J.  M.  Davis  &  Sons. 

Editor's  Note— The  "Hardware  Bulletin" 
which  Messrs.  Davis  publish  is  6^x9H  inches 
in  size,  and  the  current  issue  has  blue  paper 
cover  and  contains  32  pages.  Nearly  half  of 
the  pages  are  used  for  articles  of  general  inter- 
est, a  feature  to  be  commended.  The  vast  ma- 
joriity  of  all  the  papers  of  a  similar  nature 
which  come  to  us  are  devoted  strictly  to  illus- 
trations and  descriptions  of  goods  for  sale.  The 
feature  of  reading  matter  has  a  tendency  for 
the  recipient  to  look  over  it  more  carefully  and 
also  to  retain  it  longer  than  would  otherwise 
be  the  case.  The  concern  also  have  included  a 
number  of  announcements  of  merchants  in 
other  lines,  which  brings  down  the  expense  of 
issuing  the  paper.  If  any  dealer  is  at  all  con- 
sidering the  issuing  of  such  a  paper  he  will  do 
well  to  write  to  J.  M.  Davis  &  Sons,  Oakland, 
Md.,  for  a  copy. 
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A  Horseshoe  Window  Display 

The  Pierson  Hardware  Co.,  Pittsfield,  Mass., 
a  short  time  ago  had  a  display  of  horse- 
shoes and  horseshoe  calks,  which  proved 
a  great  drawing  card,  and  also  brought  re- 
sults in  increased  sales  of  these  goods.  At 
the  right  is  shown  the  figure  of  the  'smithy 
with  hand  on  bellows.     Scattered  about  his 


Appreciation  from  China 

The  Hardware  Dealers'  Magazine  is  re- 
garded by  this  office  as  a  most  desirable  me- 
dium of  information  to  dealers,  and  we  have 
placed  it  on  file  in  our  library  of  trade  publi- 
cations, where  it  is  consulted  by  the  trade. 
Samuel  L.  Gracey, 

Foochow,  China.  American  Consul. 


Horseshoe  Window  Display  by  Pierson  Hardware  Co.,  Pittsfield,  Mass. 


feet  are  his  kit  of  tools,  horseshoes,  calks, 
anvil,  etc.  Aboujt  the  wall  are  hung  many 
horseshoes,  as  one  will  see  in  the  real  black- 
smith shop.  In  the  center  of  the  display  a 
diminutive  'smithy  is  shoeing  a  toy  horse.  The 
entire  affair  was  very  "horsey"  and  brought 
the  business,  as  well  as  a  high  place  among 
tb^  numerous  ^ont^st^^?, 


In  this  progressive  age  a  man's  usefulness, 
like  that  of  a  postage  stamp,  consists  in  his 
ability  to  stick  to  a  thing  until  he  gets  there. 


The  same  old  way  of  doing  things  cannot  be 
successfully  employed  month  after  month  and 
year  after  year. 
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Bulletin  of  New  Dealers 

(REQUESTS   FOR   CATALOGUES   AND  INFORMATION.) 
Special  reports  have  been  received  at  the  office  of  the  Haidwarb  Dsalbks'  Magazimk  from  *li*  f Afl^^:.. 
u^ji  ***??  ^'  **^«*  ^  «*y^*  °*  *"»•>    «*>««  ^^  bulletin,  suting  the^SS  whiS^e?  fiSSe  w  SS?^ 
5!S?^K^^!r /•***/?  •'*  **^"*  to  us.  direct  from  the  dealer   theidvesf^d   are   the^fol^  reliS^bir^ 
JSUS^inSSSS"o1'gl^oS"LnX5l^"   ^'    '^"^•^^^  ^^^^^^  ^°  ^^  ^^»»«  o^  go<3s%U^'£SSe.  ^ 


1  Builders'  Hardware 

2  Machinists'  Tools 
8  Carpenters'  Tools 

4  Cutlery  &  Plated  Ware 

5  Tinware 

6  Woodenware 

7  Rope  and  Twine 

8  Pttfflpe 

9  A^cultural   Goods 

10  Bicycles 

11  House  Furnishings 

12  Guns  and  Ammunition 


IS  Building  Papers 

14  General  Hardware 

15  Electrical   Supplies 

16  Automobile  Supplies 

17  Factory  Supplies 

18  Stoves  and  Ranges 

19  Furnaces 

20  Saddlery  Hardware 

21  Vehicles 

22  Lead  and  Iron  Pipe 
28  Tin  Plate  and  Metals 
24  Cabinet  Hardware 


Colorado 

Manassa :    Christensen- Aydclottc  Hdwc.  Co. 
Retail    (succeeded   Grantham   Hdwe.    Co.), 
4  to  10,  12,  13,  14,  18,  20,  21,  22,  25  to  31. 
36,  37,  41,  46. 

Georgia 

Cochran:     J.  J.  Taylor  Hdwc  Co. 
Retail  (opened  new  store),  1  to  47. 

Illinois 

Edwardsville:       Schulz     Copper     &     Sheet 
Metal  Works. 
Retail  (opened  new  store),  5,  13,  18,  19,  23, 
38,  46. 
Oneida:     S.  J.  Metcalf  &  Sons. 
Retail  (formerly  Metcalf  Bros.),  1  to  5,  7, 
8,  9,  11,  1^  14,  18  to  23,  27,  28,  30,  31, 
83,  36,  38,  40,  41,  43,  44,  46,  47. 

Indiana 

Anderson:     F.  H.   Smith. 
Retail  (opened  new  store),  1  to  8,  14,  26  to 
34,   36,   37,   41,   46. 

Iowa 

Pocahontas:     Robinson  &  Howard. 
Retail    (succeeded  Chas.  A.   Parker),  1,  3, 
4,  5,  7,  8,  12,  14,  18,  19,  20,  22,  23,  24,  26, 
27,  28,  30,  31,  33,  34,  36,  38,  40,  44. 

Kansas 

Columbus:    A,  Hood  &  Sons. 
Retail  (succeeded  W.  T.  Forkner),  1  to  9, 
11,  12,  14,  18,  19,  21,  22,  23,  26  to  32,  36  to 
41,  43,  44,  46,  47. 
Emporia:  Haynes  Hardware  Co. 
Wholesale    and    retail     (formerly    Haynes 
Bros.),  1  to  12,   14,  18  to  31,  33,  36,  38, 
40,  41,  42,  46,  47. 
Grenola:     Dickie  &  Marshall. 
Retail  (formerly  Yates  &  Dickie),  1  to  5,  7 
to  10,  12,  14,  18,  21,  22,  23,  25  to  32,  36, 
40,  41,  43,  46,  47. 
Youngtown:     J.   D.    Sumner. 
Retail  (opened  new  store),  1,  4,  5,  7,  9,  12, 
20,  27,  30,  37,  46. 


25  Horse  Shoes 

26  Plasterers'   Tools 

27  Paints  and  Oils 

28  Glass  and  Putty 

20  Blacksmiths'    Supplies 
30  Fishing  Tackle 

81  Sporting  Goods 

82  Butchers'  Tools 
88  Hose 

84  Weather  Strip 

86  Belting 

86  Lawn  Mowers 


87  Lamps 

88  Oil  StOT'es 
80  Stationers'  Hardware 

40  Refrigerators 

41  Shoe   Nails,   Soles,  etc. 

42  Wood  Mantels,  etc. 
48  Plumbers'  Supplies 

44  Steam  Fitters'   Supplies 

45  Yacht  &  Boat  Hardware 

46  Washing  Machines 

47  Incubators 

Monmouth:     Day  &  Richardson. 
Retail  (succeeded  F.  K  Blake),  1  to  9,  11 
to  15,  18,  19,  22,  25,  28,  30,  31,  36,  37,  38. 
40,  43,  44,  46,  47. 

Baltimore:  *Biedermann  Bros. 
Retail  (opened  new  store),  1,  3,  5,  6,  7,  11, 
14,  15,  22,  23,  24,  27,  28,  33,  34,  38,  43, 
44. 

Haflsaclrasetts 
Andover:     Walter  I.  Morse. 
Retail    (succeeded  Henry  McLawlin),   1  to 
4,  6  to  9,  12  to  15,  20,  22,  24  to  34,  36. 
Boston:    W.  A.  Henry  &  Cx). 
Retail   (opened  new  store),   1,  2,  3,  7,   13, 
14,  24,  26,  27,  34,  36. 

Hinnesata 

Grove  City:     Settgren  Bros. 
Retail   (succeeded  O.   N.  Lindell),  1   to  7, 
10  to  14,  18,  19,  24  to  38,  40,  41.  46,  47. 
Mcintosh:    John  L.  Hagen,  Inc. 
Retail      (succeeded     Halvorson.     Hundeby 
Hardware  Co.),  1  to  16,  18  to  23,  25  to 
39,  41  to  46. 
Roseau;    Gus  Oie  &  (3o. 
.  Retail  (opened  new  store),  1  to  9,  12,  13. 
14,  18,  20,  21,  22,  25,  27  to  31,  34,  35,  37,    ' 
39,  41,  44,  46,  47. 
Verdi:     J.  H.  Boring. 
Retail  (succeeded  N.  C.  Mosgaard),  1,  3  to 
8,  11,  12,  14,  18,  20,  22,  23,  24,  27  to  31^: 
37,  38,  39,  46. 

MisBOuri 
Bolivar :     M.  E.  Kirby. 
Retail   (succeeded  Drake  Hardware  &  Im- 
plement Co.),  1,  3,  4,  5,  7,  8,  9,  12,  14,  15, 
18,  19,  21,  22,  23,  25  to  29,  30.  31.  33.  36, 
37,  38,  40,  41,  43,  44,  46,  47. 
Keytesville:     Chariton  Hardware  Co. 
Retail  (opened  new  store),  1  to  10,  12,  13, 
14,  18,  19,  21,  25  to  88,  40,  46. 
Neosho:    W.  T.  Matters  Hdwe.  &  Veh.  Co. 
Retail  (formerly  W.  T.  Matters),  1  to  5,  7. 
12,  14,  18,  20,  21,  26,  29  to  86.  38,  40,  41, 
46. 
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Nebmika 

Osdcland:     £.  F.  Nelson. 
Retail  (succeeded  Peterson  &  Hoist),  1  to 

6,  7,  11,  12,  14,  18,  19,  22,  23,  25  to  28, 
30,  32.  33,  36,  38,  40,  43,  44,  46. 

Hew  York 
Ellington:     Geo.  B.  Waith  Co. 
Retail  (opened  new  store),  1,  3  to  10,  12, 

13,  14,  18,  20,  21,  22,  26  to  28,  30,  31,  33, 
84,  36  to  38,  40,  41,  46. 

Jefferson:    Hubbard  Bros. 
Retail  (succeeded  J.  H.  Gilmore),  1,  3,  5, 

7,  8,  9,  12,  13,  14,  18,  22,  25,  27,  28,  29, 
33,  34,  36,  37,  38,  41,  43,  46. 

Oliio 

St.  Mary's:    Wust  Bros. 
Retail   (formerly  Wust  Bros.  Hdwe.   G).'), 
1  to  8,  10  to  14,  17,  18,  22,  24  to  34,  36, 
38,  40,  41,  46,  47. 

Oklahoma 

Roff:     Roff  Hardware  &  Implement  Co. 
Retail       (succeeded       Campbell-Hutcheson 
Co.),  1,  3  to  9,  11  to  14,  18,  20,  21,  22,  25, 
26,  27,  29  to  38,  40,  41,  44,  46. 

Fennsylyaiiia 

Harmony:     Harmony  Hardware  Co. 
Wholesale  and  retail  (succeeded  The  Burry 
&  Merkel  Co.),  1  to  9,  12  to  15,  18,  20,  21, 
24,  27  to  33,  36,  38,  39,  41,  43,  46. 
Thompson:     Thomas  F.  Todd. 
Retail  (opened  new  store)  3  to  9,  12,  14,  18, 
22,  23,  24,  27  to  33,  36,  38,  41,  43,  44,  46. 

South  Dakota 

Webster:     Munson  Hardware  Co. 
Retail    (succeeded  Lensegrav   Bros.),    1   to 
12,  14,  16,  18  to  33,  35  to  39,  41,  43,  44, 
46. 

Tennessee 
Jackson:    Gooch-Edenton  Hardware  Co. 
Retail  (opened  new  store),  1  to  7,  9,  10,  12, 

14,  18,  20,  24,  25,  26,  28  to  34,  36,  38,  40, 
41,  46. 

Texas 
Winters :  C.  S.  Green  &  Bro. 
Retail  (succeeded  T.  H.  Wright),  3,  4,  5,  7, 

8,  9,  12,  14,  18,  20,  21,  22,  25,  29,  30,  33, 
37,  41,  46. 

Virginia 

Glamorgan:     Currier  Lumber   Corp. 
Retail   (succeeded  R.   D.  Benson),   1,  2,  7, 
13  to  16,  25,  27  to  31,  35,  37,  38. 
Norfolk:      Armstrong-Barrows     Hdwe.    Co., 
Inc. 
Retail  (succeeded  J.  B.  Armstrong  &  Co.), 
1  to  8,  10,  12,  13,  14,  17,  18,  26,  27,  28, 
30,  32,  33,  36,  38,  41,  45,  46. 

Wisconsin 

Eau  Claire:     Chas.  Stevens. 
Retail  (opened  new  store),  3,  4,  5,  6,  10,  12, 
30,  31,  37. 

Canada 
Carnduff,  Saskatchewan:    J.  E.  Olson. 
Retail  (succeeded  J.  P.  Shannon),  1  to  8,  11, 


12,  13,  14,  18  to  20,  22  to  88,  40,  41,  42,  44, 
46. 
Montreal,  Que.:     Moreney,  Cote  &  Co. 
Retail  (opened  new  store),  1,  3  to  8,  10,  13, 
14,  15,  19,  26,  27,  28,  80  to  34,  37,  38,  40, 
41,  46. 

Alabama  Setail  Haxdware  ConventioiL 

The  first  annual  convention  of  the  Alabama 
Retail  Hardware  Association  was  held 
the  28th  and  29th  ult.  at  Montgomery,  at 
which  there  was  a  good  attendance.  Presi- 
dent B.  F.  Luttrell,  Florala,  presided.  Na* 
tional  Secretary  M.  L.  Corey  made  an  inter- 
esting address.  J.  W.  Beasley,  Birmingham, 
presented  a  paper  entitled  ''Co-Operation 
With  Competitor— to  What  Extent?"  Ranc 
McMillen,  Demopolis,  read  a  paper  on  "Why 
Mark  Goods  in  Plain  Fgures?"  C.  A.  Simp- 
son presented  a  paper  on  "What  Kind  of  Ad- 
vertising by  the  Manufacturer  Benefits  the 
Retailer  to  the  Greatest  Extent?" 

Alameda  Betail  Hardware  Association 

At  the  annual  meeting  of  the  Alameda 
County  (Cal.)  Retail  Hardware  Deal- 
ers' Association,  the  following  officers  were 
elected : 

President — ^John   P.    Maxwell,   of   Oakland. 

Vice-President — ^J.  W.  Armstrong,  of  Berk- 
eley. 

Treasurer — Walter  Meese,  of  Oakland. 

Secretary — ^L.  R.   Smith,  of  Oakland. 

Executive  Committee — Fred  Osborn,  Oak- 
land; A.  S.  Cooley,  Berkeley;  Phil  Blake,  Jr., 
Fruitvale. 

Oeorgia  Eetail  Hardware  Association 

At  the  annual  meeting  of  the  Georgia  Retail 
Hardware  Association,  held  the  20th  ult, 
the  following  officers  were  elected: 
President— C.  M.  Tillman,  McRae. 
First  Vice-President— T.  W.  Brobston,  At- 
lanta. 

Second  Vice-President — ^L.  L.  Bishop,  Dal- 
ton. 

Secretary  and  Treasurer — E.  E.  Delke,  Val- 
dosta. 

Executive  Committee— C.  M.  Tillman,  E.  E. 
Delke,  R-  W.  Hatcher,  Z.  B.  Hamilton  and  D. 
D.  Bowers. 

Valdosta  was  selected  as  the  next  place  of 
meeting. 

Philadelphia  Merchants  and  Travelers' 
Association 

Frank  W.  Huff,  of  the  Supplee  Hardware 
Co.,  Philadelphia,  was  elected  president 
of  the  Merchants  and  Travelers*  Association 
of  that  city  at  a  recent  meeting  of  the  board 
of  directors.  The  association  is  engaged  in 
advancing  the  commercial  interests  of  Phila- 
delphia, the  upbuilding  of  its  trade  and  com- 
merce, and  the  creation  of  a  widespread 
knowledge  of  Philadelphia's  resources;  its 
manufacturing  and  industrial  advantages,  and 
in  booming  Philadelphia  as  a  distributing  point 
as  well  as  a  manufacturing  city. 
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Who  Kakes  the  Ctoods? 

We  have  received  numerous  replies  to  the 
request  in .  our  last  issue  asking  manu- 
facturers to  send  to  the  Information  Depart- 
ment/care  of  this  Magazine,  3x5  cards  with 
names  of  goods  which  they  manufacture^  and 
their  own  name  and  address.  Goods  should 
also  be  cross  indexed.  These  we  place  in 
our  Card  Index  Reference  Files,  for  the  use 
of  our  readers. 

Names  of  makers   of  following  goods   are 
requested  to  be  sent  us: 

No.    325.     "Toscot"    Flat    Detachable    Belt 
Fastener. 

No.  326. 

No.  327. 

No.  328. 
Works. 

No.  329. 

No.  330. 


Peach  Basket  Manufacturers. 
"Midget'*  Sewing  Machine. 
Address  of  New  England  Novelty 


"Winslow"  Sash  Holder. 
Iron  Wood  Screw  Rack,  used  by 
Wholesale  Hardware  Houses. 

No.  331.    Address  of  C.  B.  Rote  &  Co.,  tire 
benders. 

No.  332.     "Victor"  Steels  with  iron  handle 
for  sharpening  cutlery. 

No.    333."    "Ideal"    Dust     Pan     with     long 
handle   to   eliminate   stooping. 

No.  334.    "Coyle's"  Belt  Soap. 

No.  335.     "Wood  Trimmer." 

No.    336.    Washing    Machine    that    can    be 
operated  by  gasoline  power. 


No.  337.     Machine  for  making  Ringapples 
and  also  one  for  making  chopped  apples. 
No.  338.    Wood  fibre  teaspoon. 
No,  339.    "Rough  and  Ready"  Rakes. 
No.  340.    "Bedford'*  I*latform  Scale. 

Satniday  Half  Holidays 

From  reports  which  reach  us  it  is  evi- 
dent that  there  will  a  larger  num- 
ber of  retail  Hardware  Stores  who  will 
observe  the  Saturday  afternoon  holiday, 
during  the  summer  months  this  year  than 
ever  before.  In  one  city,  where  it  has 
been  in  force  for  nine  years,  there  was 
opposition  manifested  the  first  year,  but  a  trial 
convinced  the  skeptical  that  it  was  a  good 
thing  for  the  office  boy  as  well  as  the  proprie- 
tor. A  movement  to  get  stores  in  other  lines 
to  make  the  same  observance  is  meeting  with 
greater  success  than  a  year  ago.  The  chief 
difficulty  at  first  seems  to  be  that  no  one  will 
take  a  determined  stand,  most  of  them  sa3ring. 
"Well,  if  the  others  will  agree  to  close,  I  will." 
It  is  contended  that  employes  work  better 
throughout  the  week  if  they  know  they  are  to 
get  the  half  holiday. 


Is  what  you  sell  worth  more  after  it  leaves 
your  hands  than  when  you  first  came  in  touch 
with  it?  This  is  a  good  test  to  apply  to  your 
own  efforts  at  salesmanship  of  which  adver- 
tising is  but  a  form. 


m 


Revolving  Belt  Punches 


TVBK8  FOR  REVOLVING  PVMCHB8 

ft     •••#••• 

Write  for  Catalogue  of  HARDWARE  SPECIALTIES 

THE  SMITH  &  EGGE  MFG.  CO. 

BRIDGEPORTt  CONN. 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    ow    Last    Packs. 
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MYSTIC 

Butter  Knife 
Sugar  Shell 
Cream  Ladle 


wishes  to  handle  a  brand  of  silverware  that  will  prove  so  satisfac- 
tory to  the  purchaser  as  to  cause  return  sales. 

STAR  (*)  BRAND 

silver  has  been  known  to  the  trade  and  the  public  for  fifty  years. 
It  is  pleasing  in  designs  and  thoroughly  satisfactory  in  its  wearing 
qualities.     Every  piece  stamped 

^  Rogers  &  Bro.  A-^ 

can  be  depended  upon.     Send  for  catalogue. 

We  are  always  ready  to  aid  the  dealer  in  his  advertising  and 
supply  cuts  and  printed  matter  without  charge.  Send  for  book- 
let, "Advertising  Hints  and  Suggestions,  Etc." 

ROGERS  &  BROTHER,  Waterbory,  Conn. 

(International  Silver  Co.,  Successor) 
Neiv   Yorlc   ^Vareroom^y   9-lQ  Maiden   L«ane 


CREST 

Bcny 
Spoon 
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Three  Biinier  CeoKIng  Stove 

In  polished  nickel.  Easily  and  accurately 
reflated  as  any  ^s  burner — heat  main- 
tained, absolutely  uniform*  making  the  safest 
and  most  economical  stove  for  general  use. 


The  Leading  Utilities 

For  Burning  Denatured  AlcoHol 

HouseKolders 

are  enthusiastic  over  the 
efficiency,  economy,  and 
all-round  dependability  of 
alcohol  utilities  equipped  to 
burn  Pyro  Denatured  Alco- 
hol. They  combine  marked 
decorative  utility  with  con- 
venience, economy,  clean- 
liness and  perfect  safety. 
They  are  incomparable  for 
every  purpose  of  lighting, 
cooking  and  heating.  They 
cut  down  fuel  bills,  cut  out 
labor,  odors  and  danger,  and 
afford  more  genuine  satis- 
faction than  aiiy  other 
similar  devices  now  on  the 
market.  Pyro  Alcohol 
Utilities  are  splendidly 
manufactured,  and  by  virtue 
of  their  pre-eminent  quality 
have  aroused  an  overwhelm- 
ing  demand    everywhere. 

ALCOHOL  DmmEscoMPiunr 

1S6  West  Twenty-third  Street,  New  York 


iBcandescent  Alcohel  Table  Lamp 

46     Candle     Power— of    polished     brass 
nickel. 


Unequalled   in   brilliancjr,    economy, 
and 

ss  of  the  ordinary  lamp. 

not  affect  the  atmosphere,  therefore  tne  ideal 


portability  and  safety.    Saves  all  the  drudgery 
and  undeanliness  of  the  ordinary  lamp.    Dc 


light  for  summer. 


Pyro  FlatiroB 

The  quickest,  smoothest,  simplest  and  most 
economical  natiron  made.  Can  be  carried 
anywhere  and  is  always  ready.  Accomplishes 
double  the  work  of  ordinary  irons  inasmuch 
as  it  can  be  used  all  day  practically  without 
interruption.  Leaves  no  soot  or  ash  on  linen 
and  is  free  from  smoke  and  odor.  Costs  from 
%  to  1  cent  an  hotir  to  operate.  In  four 
sizes — 2,  8,  4  and  6  lbs. 
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In  March  we  told  you  why  the  Belt-man  in  all  industries 
comes  back  for  more  of 

STEPHENSON 

Bi\R  BELT  DRESSING 

after  once  using  it. 

In  April  we  told  you  about  the  Substitute  in  Peace  as  in  War. 

In  May  we  told  you  about  some  of  our  Jobbing  Friends  and 
their  kindly  attitude  toward  us. 

Now  we  give  you  the  names  of  a  few  Dealers  who  carry  a  stock 
of  our  Dressing.  The  one  nearest  you  will  fill  your  order  for 
STEPHENSON  Dressing  at  as  low  a  price  as  we  can— but 
no  lower— unless  you  can  buy  as  many  pounds  at  one  time 
as  he  buys : 


ALABAMA 

Moore  &  Handley  Hdwe.  Co.,  Birmingham. 
CALIFORNIA 

L.  P.  Degen  Belting  Co.,  San  Francisco. 
COLORADO 

Mine  &  Smelter  Supply  Co.,  Denver. 
CONNECTICUT 

The  C.  S.  Mersick  &  Co.,  New  Haven. 
DELAWARE 

Delaware  Electric  &  Supply  Co.,  Wilmingtoo. 
GEORGIA 

Cotton  States  Belting  &  Supply  Co.,  AtlanU. 
ILLINOIS 

Seehausen,  Wehrs  &  Co.,  Chicago. 
INDIANA 

Fort  Wayne  Oil  &  Supply  Co.,  Fort  Wayne. 
IOWA 

Iowa  Machinery  &  Supply  Co.,  Des  Moines. 
KANSAS 

Barnard  Machinery  Co.,  Enterprise. 
KENTUCKY 

Andrew  Cowan  &  Co.,  Louisville. 
LOUISIANA 

Whitney  Supply  Co.,  New  Orleans. 
MAINE 

Edwards  &  Walker,  Portland. 
MARYLAND 

Carey  Mchy.  &  Supply  Co.,  Baltimore. 
MASSACHUSETTS 

Chase  &  Cooledge  Co.,  Holyoke. 
MICHIGAN 

H.  D.  Edwards  &  Co.,  Detroit 
MINNESOTA 

Hudson  &  Thurber  Co.,  Minneapolis. 
MISSISSIPPI 

Mann  Hardware  Co.,  Greenwood. 
MISSOURI 

J.  D.  Streett  &  Co.,  St.  Louis. 


NEBRASKA 

United  States  Supply  Co..  Omaha. 
NEW  HAMPSHIRE 

John  B.  Varick  Co.,  Manchester. 
NEW  JERSEY 

Roe  &  Conover  Co.,  Newark. 
NEW  YORK 

Every  enterprising  Supply  House  in  the  State. 
NORTH  CAROLINA 

Textile  Mill  Supply  Co.,  Charlotte. 
OHIO 

Every  Dealer  in  the  State  who  Is  a  factor 
in  the  trade. 
OKLAHOMA 

Checotah  Hardware  Co.,  Checotah. 
OREGON 

E.  C.  Atkins  &  Co.,  Portland. 
PENNSYLVANIA 

Maddock  &  Co..  Philadelphia. 

Somers,  Fitler  &  Todd  Co.,  Pittsburg. 
RHODE  ISLAND 

U.  S.  Mill  Supply  Co.,  Providence. 
SOUTH  CAROLINA 

Montgomery  &  Crawford,  Spartanburg. 
TENNESSEE 

Tennessee  Mill  Supply  Co.,  Knoxville. 

The  Riechman-Crosby  Co.,  Memphis. 

TEXAS 

BriggS'Weaver  Mchy.  Co.,  Dallas. 

VIRGINIA 

Smith-Courtney  Co.,  Richmond. 

WASHINGTON 

£.  C.  Atkins  &  Co.,  Seattle. 

WEST  VIRGINIA 

The  Chas.  H.  Berry  Supply  Co.,  Wheeling. 

WISCONSIN 

Milwaukee  Leather  Belting  Co.,  Milwaukee. 


Your  Protection  Asainst  Substitution  is  the  Man  witli  tlie 
Cog- Wheel  Face  on  Each  Pound  Stick. 

STEPHENSON    MFG.   CO.,   Albany,  N.  Y. 
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ee  S^VBl^iflLCUSEZ  ^^  Cup  Rotnt  Natl  Seto  are  tlie  l>g»t 


For  twelve  years  the 
standard.  Every  point 
tested  on  steel.  Look 
for  the  name.  Points 
2,  3  and  4/32.  assorted 
or  straight  sizes,-  as  de- 
sired. 


SYRACUSE  TWIST  DIM  €•.,  Makers.  134  Crape  St.  Sjrracase,  N.  T. 


EASY    DIGGING 

How  many  diflFerent   classes   of   consumers   in   your 
town   have    use   for 

Iwan  Post  Hole  Augers? 

Count  them.  Farmers,  Stockmen,  Poultrymen,  Plumbers, 
Contractors,  Telephone,  Electric  Light,  Street  Railway 
^  Companies,  and  Large 
Real    Estate  Owners. 

Many  dealers  sell  from 
8  to  8  dozen  Iwan 
Augers  a  year;  the  profit 
is  good,  and  the  augers 
very  easy  to  sell,  as  we 
advertise  to  all  classes 
of  users.  Go  after  this 
trade.  Get  a  share  of 
it.  It  will  help  you. 
sell  other  goods. 

We  make  also  Post 
Hole  Diggers,  Tile 
Ditch  Cleaners,  Tiling 
Spades,  Sickle  Edge 
Hay  Knives,  Revolving 
Chimney  Tops  and  Wire 
Conductor  Pipe 
Hangers.  All  are  for 
sale  by  Jobbers. 


Iwan  Brothers 

Manufacturers 

Strefttor*  111. 


Howland  Pump  Oiler 


Standard  evenrwherc    Pmbm 
at  the  first  stroke  aad  ia  jost  tke 


Used  the  world  over.  „, 
the  oil  to  the  bearings  at  t 
quantity  desired. 

For  sale  by  all  jobbers  in  the  U.  S.  and  Caaada 

MAPLE    CITY    MFG.   CO. 

MONMOUTH.  ILLINOIS 


••THE  ARROW  CAN  - 

Trade  Mark  refisiered  U.  S, 
PaU  Office 

FOR  ASHES  AND   GARBAGE 
Made  in  Six  Sizes 
For  full  Partlcalara 
and  Prices  write  to 

THC  ARROW  CAN  CO. 
S(  WarrtB 9L.  UW  TtU 

Bole  Agenta  for  Canada,  Thoa.  DaT> 
tdaon  Ufg.  Ca,  Montreal,  Canada 
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The  Gun  That  Holds  the 
World's  Record 

The  Smith  Gnn  equipped  with  the  Hnnter 
One-Trigger  holds  the  world's  record  of  419 
straight,  made  by  W.  R.  Crosby  in  1905. 
Smith  Guns  are  recognized  by  all  leading 
professional  and  amateur  sportsmen  as  the 
highest  grade  gans  made. 

SMITH  GUNS 

HUNTER  ONE-TRIGGER 

The  Hunter  One-Trigger  is  the  only  per- 
fect, practical  one-trigger  ever  produced.  It 
is  non-frictional  and  cannot  balk  or  double. 
It  increases  the  efficiency  of  the  second  bar- 
rel by  50  per  cent.,  and  has  met  with  instan- 
tan^us  and  universal  popularity. 

The  Hunter  One-Trigger  can  be  attached 
only  to  Smith  Guns. 

THE  HUNTER  ARMS  CO. 
U  Hubbard  Street  Fulton.  N.  Y. 


150,000 


ADJUSTABLE     TUB     HOOPS 

For  particulars  apply 

STANDARD  BRASS  A  IRON  WORKS 
Mttwltcc 

UMBRELLA 
CLOTHES  BAR 

DHviMa  Handjr  In  Laoiulry,  Kltchco  and 
^.IIT.  Nurs«fy... Handy  Every wlier«, 
aPACK     B^^  ^r„  on,  pi,^  i^iq  ^irtofi 

hmrdwood.  works  IndepeodeBtly 

MARTOR088  OO.  BIfrs. 

40  Dtarborn  Strett,  CHICAGO 


32  FKKT 


1908 

Wholesale  Hardware  Directory 

14th  Annual  Edition 

The  information  given  in  this  Directory 
consists  of  a  brief  description  of  the 
Wholesale  Hardware  Houses  of  the 
United  States  and  Canada;  giving  the 
Date  Established;  Capital  Stock,  if  Incor- 
porated; Territory  Covered;  Lines  of 
Goods  Handled,  Etc. 

Price  St. 00  Fostpaid 

DANIEL   T.   MALLETT 
883   Broadivay,  Neiv  York 


Denatured  Alcohol 

Cudranteed  l|;^ 

U.S.Indu$tridl  Alcohol  Co. 

T«  C(Mterai  t*  UdlMd  5Mw  OvvcraaMt  SfMdOaMlou 

♦  SpeciaQi^prepared/6r  ♦ 
Li^hting.Hedtin^ondCooKing 
mqfftanaus  nftereNyhftro^alcohol 
Sn^  best  malts,  1/pon  tvquestwe 
'wiUsendHsto/Suppbf  Depots  in 
aUprincipal  Cities 
US.Industridl  Alcohol  Cd 
100  William  St  Newark 


Jy  Answikino  Adviktisim ints  it  is  Disirabli  that  You  Miktiok  HARDWARE  DEALERS'  MAGAZINE. 


Digitized  by 


Google 


1284 


HARDWARE  DEALERS'  MAGAZINE 


Jmn,  UOe. 


FLOOR  TOOLS  OF  MERIT 
FOX  FLOOR  SCRAPERS 

Dealers  make  good  money 
handling  our  line*  Get  your 
share  of  the  business  by  canvas- 
sing your  building  trade. 


Thegreat 
est  LABOI 
and  MONEY 
SAVING  car- 
penters' too 
on  the  market. 
Built  on  right 
lines,  simple  in 
construction, 
easy  to  operate  and 
does  perfect  work. 
Will  save  its  cost  in 
a  couple  days  work 
and  last  a  lifetime. 
Every  carpenter 
needs  the  FOX  Na.  1 
FLOOISCEAPOL 


Write  us  for  prices  4 
advertising. 


Why  not  put  a  line  of  FOlt  FLOOR 
SCRAPING  TOOLS  in  your  show  win- 
dow and  let  us  refer  inquiries  to  you— we 


E refer  to  sell  through  the  dealer— and 
ave  phuined  an  asarressive  cam- 
paign of  advertising  for  the  comins 
season.  Thousands  of  deal- 
ers are  taklna  advantage  of 
this  advertising— why  not 
you? 


TIE  FOX  CABINET  SCIAPEI 

nS  BANDIEST  WM>  FUnSmiG  TOM.  ON  lU 
MAIKR.  The  body  slides  on  the  floor,  insure 
inff  a  cut  of  uniform  depth.  Blade  fastened 
with  a  handy  clamp— can  be  adjusted  or  re- 
versed in  a  second's  time-works  equally 
well  in  a  horizontal  or  perpendicular  position 
Never  leaves  waves.  Unequaled  for  floor, 
cabinet  and  bench  work. 


FOX  MANUFACniRlNG  CO^  im  s«w«4  st.  iiiiw«ii«c  wb. 


ock  Fireless  Cookers 

ley  for  dealers.  Our  extensive  magazine  advertis- 
ling  ten  million  people  every  month,  is  bringing 
i^IGHT  INTO  THE  STORES  of  our  dealers  all 
Jnited  States.  Get  your  order  in  NOW  and  reap 
lare  of  the  harvest. 

1,500  Sold  In  One  City 

ionths  shows  what  can  be  done.  Big  profits  for 
rs  everywhere. 

The  "Hallock"  has  many  exclusive  PATENTED 
features  and  is  pronounced  by  the  buyer  of  one  of  the 
largest  retail  stores  in  America  "the  best  Cooker  on 
the  market." 

The  "Hallock"  is  sanitary,  PRACTICAL  and  reli- 
able. Will  last  forever,  requires  no  fuel  and  a  child 
can  operate.     We  furnish  advertising  matter. 

This  will  be  the  biggest  seller  this  season.  Every 
sale  backed  by  our  positive  guarantee.  Write  AT 
ONCE  for  prices  and  descriptive  matter. 

You  ought  to  have  your  order  in  NOW ! 

HALLOCK  FIRELESS    COOKER    CO. 

GRAND    RAPIDS.    MICH. 
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A  Sign  of  Good  Business 


I 


for  the  dealer  and  manufacturer 
is  a 

Heyercord  Decalcomania 
— WINDOW  SIfiN= 


A  MymordBIgn 

(R.prod,e.d  In  iiioi.»«,)  (jnQ^  fQf  |||£  maDDfactiirers 

on  account  of  its  originality  of  designs,  beautiful  coloring  and  because 
it  is  transferred  quickly  on  windows  and  doors  of  the  stores  where 
fhelr  goods  are  sold. 

COOd  for  the  dealer  because  the  Ugh  character  of  these  signs 
impress  the  public  with  the  importance  of  the  product  they  advertise 
and  the  fact  that  It  Is  for  sale  right  here  now.  Probably  no  sign 
in  the  world  means  more  to  manufacturers  and  dealers  in  actual  dollars 
and  cents  than  . 

Meyercord  Decalcomania  Window  Signs 

Occupying  the  most  valuable  advertising  space  available 
(Windows  and  Doors)  Free.     These  beautiful  signs  con- 
stantly familiarize  the  public  with  your  product  and  create 
direct  sale.      Send   in   the  comer  coupon  to-day*        .^ 
We'll  do  the  rest.    The  cost  is  hardly  an  item. 


The  Meyercord  Company  //m 

1107-1112  Chamber  of  Commerce  / /^ ^i 


vif 


CHICAGO  ///^^   //y/^ 

//>/  /  //// 

<y  //         JO    :  :•  /  ^ 


American  Manufacturers  of  ;^  A'  ^     /    '^  a*    *o^ 


Guaranteed  Decalcomania 


Transfers /f         ^  /-^^  "^ 

In  Avfwimiro  /^DrMMTnu$EnTS  it  is  Pmika^lp  t9AT  You  Mbntio*  HARDWARE  PEALERS*  MAGAZINE^ 
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««' 


I  enables 

^  tof  the 

vc). 
—  tne  "BCSTTKT"  18  constructed  on  M;ii;nTiri«;  nui««;in»E^    The 

£V£N  BALANCE,  and  the  TBICKNCSS.  assures  a  PUFCCT  bevel  and  an  £V£N  stroke,  the  result  of 
which  enables  you  to  strop  jrour  blade  to  PERFECTION. 

Those  usinff  the  GILLETTE  razor,  also  ALL  other  razors  with  SINGLE  and  DOUBLE  EPGE  blades, 
can,  by  using  the  ''BEST YET**  use  the  blades  MANY  times,  thus  redudnfl^  the  cost  of  shaving  to  a 
MINIMUM,  to  say  nothinsr  of  the  COMPORT  derived  by  givinfl:  your  blade  a  few  strokes  on  ANY  KINB 
of  a  strop  with  the  "BESTYET"  STROPPER. 

Retsib  for  50  cttts  each.    For  prices  write  to  FOR  SALE  BY  ALL  FIRST  CLASS  XIBBSIS. 

JOHN  G.  BESTGEN  &  CO.,  Patentees  and  Manufnctnren,     161  Snmmer  St,  Boston,  Mass^  U.  S.  A. 


H'm  a  ForoB  Pump 


That  is  why  it  never  faila  to  work.  The  spoat 
cannot  clog  as  it  is  always  fall  of  oil.  Tor 
press  the  plunger— That's  all! 

Needed  hy  every  user  of  fturm  Implements, 
traction  engines,  gasoline  oiglnes,  antomobiles, 
and  all  kinds  of  machinery.  That  Is  what  makes 
it  a  good  thing  to  sell. 

Made  in  4  sixes. 
Sold  by  Hardware  Jobbers.     Mannfiustared  by 

JV«  £;  BLOOmER,  KmMnhurww  Uh 


T 


tWmSi  HEADED  NAILS 
AND 
WOOD  PEG  UPS 
We  Mke  aaay  SMfcrcal  ittfle  fMbm  in 


Cane,  Chairs  Cratdit  Stem  and  Screw 
Tips,  Bmnpers  and  Fender  Tips,  Etc. 

SEND  FOR  CATALOGUE 


S70  Atlantic  Avenue*    BOSTON*  MASS.*  U.  S.  A. 


lio,l-« 
Na.S  — 


Ti 


ith  new  qvlflk 
mpvMsedlBto 
Dal    form   m 


Solderene  U  a  hl^h  frade  8old«r 
ground  and  mixed  with  nen 
acilnc  fluxes  and  oom] 
conreaient  hexagona 
■bown  in  the  i'luatration. 
Soldereso  Is  suitable  for  the  House- 
bold*r.  Mechanic  AutomobUist, 
Electrician,  etc. 

Soiderene  is  easy  to  use.    No  acid,  rosen  or  other  flaxes  required.    Full  directions  with  MMh  stick.    Price  leeeata. 

Seiderene  isnow  carried  in  stock  by  nearly  all  the  best  Jobbers.    If  your  Jobber  does  not  hare  it,  write  us  and  we 

wUl  see  that  you  get  it      80LDBRBNB  ceMPANY,  01  OIlTer  Street.  De»t.  K.  BOBTON,  MASS..  17.  8.  A. 


ft 


eclipse:"    sl.e:e:ve:    boards 


We   make   four   different  sizes  and   styles, 
also  manufactnrers  of 

Clotkot  IMftrSt  aottes  Sacks,  Tewol 

lacks,  Salt  Boldars,  BraMi  BaMafs 

aad  Haasahald  Spadaltlas. 

ECLIPSE   MFC.   CO. 

North  Clrard,  Pa. 
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'ANDREWS  <;PECIALTIES" 

Sell  Easily  and  Quickly 

Please  the  Customer  and 

Pay  Good  Profits  to  the  Dealer 


The  ''Androck*'  Bread  Toaster 

Size,  9  inches  square 

A  Sciemtfic  Ten  Cent  Toaster 

Toasts  aU  over  alike  quiddy  aod  economicsUy 


¥i 


Secdonal  View,  showing  how  all  the  heat  is 
delivered  through  the  small  funnel  shaped  holes 
directly  against  the  bread. 


The"Huiiiiiier'' 
Flue  Stop 

The  spring  steel 
hoop  is  so  formed 
and  attached  to 
cover  as  to  main- 
tain a  strong  pres- 
sure against  the 
side    of    the  flue. 

The  "Hummer" 
cannot  be  blown 
out. 


Mrs.  Vrooman's  Sink  Strainer 

Advertised  in  Hiffh  Grade  Women's  Publica- 
tions with  twelve  million  readers.  The  sale  is 
larger  than  ever.  Are  you  setting  your  share  ? 

JS0fi4  far  New  Cataiogtte 

Andrews  Wire  and  Iron  Works 

ROCKFORD,    ILL. 


J*  A*|I|riiJ|f P  APVJ5|ITI?»¥WfTI  XT  IS  Du$l1^9L^  THAT  Voy  M^H'^ioi,  HARP^A^^  P¥;AL,^^S'  ^S^KiSt^  E.. 
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Vf/rwn^pssr' 


mntt  Rmlem 


Satisfactory  alike  to  Jobber,  Retailer  and  Con- 
sumer. Liberal  Protection  and  Honest  Goods 
make  a  combination  worthy  of  your  notice. 

SEND   FOR   CATALOG 

THE /uFfffM Pule Ho^  saobmaw,  migh,,  u,  s. a. 

Ne^w  Yoric  L«onclon,  Bnsland  ^Vlnctaor*  Canada 


INEW   LrllNE 

"Pearoe"  Spring  Joint  Rule3 

<^  ^  2^^M^^BB^^"  I,  i^  .  '  ■■  I    ^  ^^^^^^^^^^^^^^         BEST 

^^""  '     1      '  .  1       111  •  1  ^^^^ 

ON  THE 
MARKET 


^^S       THE  pHAPIN-CTEPHENS  P.O 

^CU  \S  UMIOM    O    FACTbRY  ^ 


ig^   RULES,  LEVELS,  PLANES,  Etc.,  PINE  MEAMW,  CWN..  D.S.  A. 


THE   BEST  AND  LATEST  IN  VISES 

The  Parker  Reinforced  Slide 

\  Solid  Steel  Bar  nmning  entire  length  of  slide,  making  it  the  strongest 


lonarj 

f  each 

^  suit 

all  trades  and  in  all  sizes,  and  when  you  buy  a  PAEKER  you  get  the  Best, 


THE  eHARLBS  PARKER  eOMPANY 

N.  Y.  S«Lle«room*  32  W«Lrren  St.  FactoriM*  Meriden,  Conn. 
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ARE  YOU  THE  MAN  ? 

Who  is  looking  for  a  good  specialty  which  will 
attract  to  your  store  a  line  of  trade  which  your 
competitor  will  be  unable  to  touch?  Are  you 
looking  for  some  one  who  will  go  out  in  the  high- 
ways and  byways  and  call  the  best  line  of  trade 
to  your  doors  ? 

ONLY  ONE    DEALER 
IN    EACH  TOWN 

And  that  dealer  gets  the  benefit  of  our  adver- 
tising which  is  read  by  io,oco,oco  women.  And 
the  profit  we  offer  you  is  exceptionally  attractive. 
Don't  make  the  mistake  of  letting  this  go  for 
another  day  or  two,  but  write  us  to-day  for  our 
plan  and  quotations. 

THE  0-HI-O  COOKER  CO. 

616  Jefferson  Avenue,       TOLEDO,  OHIO 


Hotel  Ice  Water  Pitchers 

are  just  as  convenient  and  acceptable  in  the 
home  or  out  in  the  harvest  field.  The  summer 
months  always  bring  calls  ''for  things  to  keep 
cool  with/'  Our  pitchers  may  be  kept  so 
spotlessly  clean  that  a  cool  drink  from  them 
always  tastes  a  little  better  than  from 
''any  old   jug/'     Our  line  of 

Lava  and  Volcanic  Enameled  Ware 

includes  everything  necessary  for  a  complete  outfit  for  the  June 
Bride.  Nothing  more  suitable  for  a  Wedding  Present  than  a  few 
pieces  of  this  ware.  It  is  not  too  soon  to  put  in  a  stock  of  Helps 
for  the  Canning  Season.  Write  for  Catalogue,  Prices  and  Free 
Sample  Wash  Basin.    Mention  Hardware  Dealers'  Magazine. 

THE  CLEVELAND  STAMPING  &  TOOL  COMPANY 

OLrEVELrAND,  OMIO 

ROBT.  F.  HALL,  Portland,  Ore.,  Pacific  Goaat  Asent.  SPENGE  MFG.  CO.,  Agents,  St.  Paul,  Minn. 

HARTWELL   BROS.,  Inc.  chicmo  heights,  ill.,  u. s. a 


Manufactiire  a  fuUiiiie  of  HICKORY  and  I 
OAK  HANDLES.  Abo  Genuine  Hand-f 
Made  Split  Second-Growth  Handles. 


E^^^^^^^^^m  ATTRACTIVE  LABELS,  enablinffJobben 
BI^^^^^^^^Hg  to  handle  exdustve  brands.  PROMPT 
^^^^^^^^     SHn»MENTS. 
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CCtEPTOWNSENDW 
i  NewBrigMon ,  Pa. 

I  tManufacfurtpa 


The  Taylor  &  Boggis  Foondry  Co. 

OUEVBLrAISD,    OMIO 

ltA.ltVFACTVRXRa    OF 

ucn  ciAT  noN  castncs,  builders*  hardwake 

Dampers,  Damper  Clips,  Oil  and  Gas 
Stoves,  Furnace  Lamps,  Molasses  Gatest 
Letter  Boxes,  Hardware  Specialties. 


f^ 


Consult    BUYERS'    REFERENCE   TO    ADVERTISEMENTS    ok    Last    Pacw. 


Digitized  by 


Google 


June,  IdOd. 


HARDWARE  DEALERS'  MAGAZINE 


1291 


A.  New  Standard  Eclipse   Level 


Two  Level  GlMses.    One  Plumb  Ghws 

Side  GhwMS  may  be  reverted  at  any  time;  all  easily  adjustable 

AU  Glasses  in  plain  view  from  either  side 

Glasses  marked  with  two  indelible  lines 

Brass  trimmings  on  both  sides 

THE      BA^KER-IVfClVflLLEN       COIVfPA.NY.     Proprietor,  of 
AKRON  SPIRIT  LEVEL  WORKS,  AKRON,  OHIO 


No.  31  SOLID  iCHERRV 

No.  32  THRBE-PLV  CHERRV 

No.  33  SOLID  MAHOOANV 


Wbii  III 
ull  Lmis 
-till  tbi 
ligbtllid. 


I 


COOK*8  PATKlfT  LHVEL. 


▲  Tool  yon  oan  sell  quickly*  profitably  and  satlsfscfeorlly  to  Carpenters,  Masons,  Bricklayers,  and  all  who 

uss  Levels  or  Plumbs,  Is  the 


iDAVIS  &   COOK    LEVEL 


The  different  Level— with  the  holb  seen  In  all  poeltions.  Under  or  ovei^-or  10  feet  away.  Ton  know  the 
trouble  with  the  old  slyle  bulb-ln-the-top  Level— useless  unless  you  stand  over  them.  For  sale  by  all  luadlaff 
-  --  -  -  -  Made  f-"- "- 


j^bers.   Oatalofue  on  application. 

DAVIS  *  COOK, 


»  only  by 


Watertown,  N.  Y.,  U.  8.  A. 


I  Combination    Try 
and  Milre  Square 

JROSS  of  this  new  patented  Tool  Specialty 
n  of  the  old  style  featureless  Try  Square.  Not 
CJT  in  one  case  you  multiply  your  single  profit 
The  goods  on  your  shelves  and  a  little  Display 
:  fellow,  take  notice!  Your  best  profits  are  in 
^ou  to  make  the  year  1908  a  profitable  one. 
lan  you  have  any  idea. 
;  if  not,  we  will. 

lY    AND    HARDWARE    CO. 

unionVILLE,    conn. 
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MANUFACTURERS  OP 

COTTON        ' 


TWINES,   MOPS,  WASTE 

WICK,  SASH  CORD,  AND  CLOTHES  LINES 


IVII 


KZir^rSi^i.'—"  Fan  River,  -  Mass. 
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SILVER  LAKE 


Oor  NiflMul*  StuniMd  on  the  Cord  W 


'I 


SILVER  LAKE  »A»n   CORD 

RECOGNIZED  STANDARD  SINCE  18«8 

Wamnted  to  give  satisfaction  wlicn  iis«d  witli  weigiits  and  pulleys  recommended  in  our  catalogue 

Made  in  all  sizes,  varying  by  32d8  of  an  inch  in  diameter. 

Braided  on  our  own  machines  by  the  most  experienced  workmen. 

Made  from  selected  stock«  free  from  waste  and  imperfections. 

Hard  braid  and  smooth  finish  make  its  appearance  and  wearing  qualities  the  best. 

Our  name  stamped  on  every  foot  of  the  cord  itself  makes  identification  easy. 

Silver  Lake  Braided  Cord  is  guaranteed  in  every  particular. 

Compare  these  few  festures  with  ALL  the  best  points  you  know  of  other  sash  cords 

and  see  how  we  stand. 
Write  for  Catalog  B.    It  contains  valuable  information  regarding  our  braided  cord. 

THB    SIUrVBR    LrAKB    CO. 


78    Chauney    Str^^ty 


BOSTOIV,    MA.SS. 


^ 


Manila  and  Sisal 


"Columbian" 

Eureka"  R  OPE 


and 


Columbian  Rope  Co, 

Auburn,  New  York 
New  Yoiic  City  Office:  62  South  St. 


Transmission  and 
Hoisting  Rope 

Oil  Well  Cordage 

Hay,  Hide  and  Bale 
Rope 

Tarred    Lath   and 
Fodder  Yarn 

Jute  and  American 
Hemp    Twines 


Agencies  in  All  Principal  Cities 
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REVOLVING   CASES 


Madm  Im  SO  dlffmrmnt  mt^lmm  amd 
Mlmm*.  Smnd  for  dmrnerlptlvm  book* 
imt  and  prico  iUt* 

Aaericaa  Bolt  &  Screw  Case  Co. 

DAYTON.  Omo.  U.  S.  A. 


Whose  Customers 
Are  TBey? 

Everybody's  customers  will  come  to 
your  store  for  3  in  One,  because  it's  the 
only  oil  on  earth  that  lubricates  per- 
fectly, cleans  and  polishes  everything 
properly,  prevents  rust  positively. 

Housewives,    mechanics,    professional 
men,  everybody   wants   3   in    One.     We 
will  send   advertising  matter   and    sam- 
ples  to  people  in   your  community   and 
tell  them  to  come  to  you.     This  makes 
actual  sales.     Doi^t  you  want  this  busi- 
ness?    Aren't   you    willing   to    keep   all 
your  present  trade  and  skim 
the  cream  off  the  milk  cans 
across     the    street?       Your 
profit  is  sure  and  big.     Ask 
your  jobber  about  3  in  One. 
He  can  supply  you. 

rarr  our  new  Celluloid  Signi 
inLL  and  Traniparenciei  are 
^^^  free  to  dealers. 

Write  for  them. 

THREE  IN  ONE  OIL  CO. 

41  Broa««va]r.     NEW  YOBK 


XHE  ]vi/^«je:sxic 

COAL  OK 


Are  rapidly  coming  into  general  ose,  and  belns 

— -— --•  »—  '— -"^ng  architecte.    Are  advertlaed 

iriodlcalfl.    Ask  yoor  Jobber,  or 


specified  by  leading 
in  the  leading  perio 
write  us  for  prices. 


MAJESnC  FUINACE  AND  BHMIY  Ct. 
3  West  Street  Hnntinstoii,  Ind. 


HBRRIGK*S 


Are  IVow^ 

seen  to  be  one  of  the  neces- 
sities to  be  considered  in  all 
well  equipped  hardware  and 
implement  stores.  Herrick*? 
Hammer  Cases,  Screw  Cases, 
etc.,  are  also  worthy  of  con< 
sideration.  Our  Catalogue 
shows  the  fuU  line  and  free 
to  those  interested. 


TOOL,    RACK 


A.  HERRICK  CO. 
Jackson,  Micliigran 


District 

Sales 

Offices 


^  New  York.  N.  Y.  Hudson  Terminal  Bldgs. 
Chicago,  lU.  Commercial  Nat.  Bank  Blag. 
Pittsburg.  Pa.    Frtok  Bldg. 
Philadelphia,  Pa.    Pennaylranla  Bldg. 
St.  Louis,  Mo.    Srd  National  Bank  Bldg. 
San  Francisco,  Cal.    Crocker  Bldg. 
Portland,  Ore.    Wells  Fargo  Bldg. 
Salt  Lake  City,  Utah.    Dooly  Bldg. 
Dearer.  Colo.    Majestic  Bldg. 
New  Orleans,  La.    Malwn  Blanche. 
Atlanta,  Oa.    Candler  Bldg. 
Seattle,  Wash.   Alaska  Bldit. 
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INTERCNANOCABLr 

LOCK-CORNER  SHELF  BOXES 

FOR  THE  HARDWARE  1RA0E. 


The  a.  H.  Green  Co., 

n-ft  Wirep  M,.  NEW  YOKM, 

Steel 
kei  Plated 
lew  Gaee 
Iraekete 


NASHUA  TILL  CO. 

MANUFACTURERS  OP 

Alarm  Cash  Drawers 

Naahua.  N   IL.  V.  8.  A. 


ItlUNG  STEP 
liddtrtiirStorK 


No  modem  itore  Is  equip- 
ped up-to-dAte  wlthoat  the 

BIGYGUB 
8TBI>     UADDBRS 

M  part  of  Us  oatflt. 

We  make  Ladders  to  torn 
comers;  to  fit  all  kinds  of 
nneven  shelring;  to  work 
where  floor  Is  slanting;  to 
flt  any  special  rpqolre- 
ments— and  more  Ladders 
than  all  other  houses  eom- 


Ask  about  the  new 
noiseless  track. 

CIRCULARS  FOR  THE  A8KIN0 


THE  BICYCLE 
STEP  LADDER  CO. 

66  Randolph  StrMt 
Chletfo,  III. 
lAnrcRR 
Aacirrn 


I.R.T0UHSJIIff.74tlSt.,l.r.8Hr 


SHELF  BOXES 

XO    ORDKR 

HENRY  H.  SHEIP  UFO.  CO. 

Golai6MaAve.6iidlaid6lphSU  rUMdpUa,  n. 


•KND  FOR  No.  82  CATALOQUK 

Coburn  Trolley  Track  Mfg.  Co. 

HOLYOKC,  MA88. 
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WmCH  FOR  YOU? 

— a  Quarter- Sawed  oak  case  at  a  plain-oak 
price  or  a  plain-oak  case  at  a  Quarter-Sawed 
price  ? 

Qniney  Special  Cases 

are  all  made  from  genuine  Quarter- Sawed  oak 
and  sold  at  a  plain  oak  price. 

If  you  want  further  evidence,  ask  any  mer- 
chant who  owns  a  Quincy  Special. 

May  we  send  our  catalog  which  will  insure 
you  protection  on  all  sorts  of  store  equipment? 


Our    Quincy    Special,    No.    500.      The    most    unique   and 
practical  all  plate  case  made. 


QmNCY   SHOW   CASE 

QOINCY.  ILL. 


WORKS 


Bi^OSSOIVI    OUX 

Hasn't  been  much  fun  in  merchandising  for  the  last  cix 
months. 

Pretty  hard  winter  for  some  of  us. 

But  now  it's  Spring — the  real  new  year  is  just  beginnixig. 

Let's  do  business,  ^'letting  the  dead  past  bury  its  dead. 

All  of  which  is  another  wav  of  saying  that  the  time  to 
freshen  up  that  store  with  needed  new  equipment  is  now. 

Don't  buy  a  thing  you  can  do  without,  but  don't  ch<dce  off 
the  natural  response  your  business  will  make  to  imprcyed 
conditions. 

OUR  CASES  WITH  A  CONSaENCE  and  DEPENB- 
ABLE  FIXTURES  are  ready  on  a  spot  delivery  basis. 

9f8  JEFFESSON  AVENUE 
GRAND    KAPIDS.    BflCfl. 

NEW  YORK:  744  Broadway.  ST.  LOUIS:  70S  Washington  Ave. 

J.  H.  &  R.  R.  POTTER,  Agents  for  California,  Nevada,  Arizona  and  New  Mexico,  Box  260,  Oakland,  CaL 
D.  O.  TEALL,  Sales  Agent  for  Washington,  Oregon  and  Idaho,  617  Pacific  Block,  Seattle,  Wash. 


GRAND   RAPIDS  FIXTURES  CO- 
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We  Mhmll  be  glad  to  send  you  CaUdof 

describing 


The  utile  BcMity 

Dtiinb.Waiter 
The  Rapid  Transit 

Dumb-Waiter 
The  Energy  Dumb- 

Waiter 
The  Utile  Giant  Dumb. 

Waiter 
The  Side  Post  Hand 

Elevator 
The  Back  Guide  Hand 

Elevator 
Hand   Power  Passenger 

Elevator 
Carriage  or  Warehouse 

Elevator 
Belt  Power  Elevators 
Basement  Ufts 
Power  Attachments  for 

Hand  Elevators 


ENERGY   ELEVATOR    COMPANY 

314-318  IV«^w  Street),     PHIUAOBLrRHIA,   RA. 


ELEVATORS 

lOTOMATIC 

HITCH  DOORS 

DUn  WIITERS 

And  all  Appliances 
for  Same 

Manufiictured  by 

O'Neill 
Elivater  6es 

626  Cherry  Street, 

PHILADELPHIA,  PA. 
Send  for  Catalog 


TURNBUCKLES 


MERRILL    BROS..    Brooklyn.  N.  Y. 


MADE  RIGHT -WORKS  RIGHT 

With  a  1^0.  1  Fire  Pot,  you  can  quickly  do- 
more,  and  a  greater  variety  of  work,  with 
less  expense,  than  with 
any  other  fire  pot  made. 
The  superior  generating 
power  of  the  burner  is 
manifest  by  highest  heat 
efficiency  on  half  the 
gasolene  others  require. ' 
Power  and  quality,  dura- 
bility and  economy,  com- 
pactness and  utility, 
characterize  the  No.  1.  A 
little  booklet  (free  for  the 
asking)  fully  explains  the 
many  points  of  advantage 
that  have  made  the  No.  1 
indispensable  to  wide- 
awake mechanics. 


Ha.  iriRB  FOT 
$f  .M  Ret 

Jobbers  supply  at 
factory  price,  or  we 
will  ahip  direct  If 
cash  accompanies 
your  order. 


Clayton  I  Lambert  Mfg.  Co., 


Detroit.  Mich. 
U.  S.  A. 


-EsUbli8hedl884- 


ROOFING  SLATE  &'^^"^"^i^ 

SLATE  BLACKBOARDS 


QU AMtlCS :  Pcnnaylvaaia  and  Vermont 

Prices  quoted  delivered  anywhere.   Booklet 
and  complete  Price  List  on  Application. 

Win  Inqniriea  Given  Quick  Attention 
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FREIGHT     FREE- 

that's  the  way  Eaton  &  Prince 
Hand-Power  Elevators  are  now 
being  soW — absolutely  free  of 
freight     at     any     destination. 

The  prices  enumerated  m  our  Folder  No.  JH 
give  the  exact  cost  to  you  qf  any  elevator 
desired  delivered    in  your  own   home   town. 

lift  and  corner-lift  patterns  of  Eaton  &  Prince*  Hand- 
are  continuously  cairied  in  stock  in  Chicago  in  Tarious 
:  shipments  are  thus  always  assured. 

ice  Hand -Power  Elevators  are  economical,  simple,  sale, 
■  ^^^       satisfactory  and   scrvicealile— the  Folder  contains  ftill   illustrat«l  plans, 

2       ^^^^^     details,  stock  sizes,  besides  the  delivered  prices — obtainable  upon  request  of 

H 


5   VW  gATON  A  Prince  ^mpany 

■■■■■■■■■■■■■■■■■■■■■■■■■■■■  C  H  IC  A  G  O  ■■■■■■■■■■HHHIHHBHHi 


BuM  Upon  Honor 

Up-fo-Dafe  Hardware  Delivery  Wagon 


for  progressive  hardware  deal- 
ers. Easy  to  load  and  light  of 
draft.     Best  grade  only, 

Mfrmm  Catalog  apom  Roqammt* 

Sycmore  Wagon  Works 

IM  EMVAIt  STq  SYCAMME,  U. 


QUICK  SELLINB  lARDWARE  SPECIALTIES 

Best  tmily  TfavMe  iBd 


Metal  OMp^CeffiBglMk 


/ 


Th«ac  goods,  on  account  of 
their  conitruction  and  low 
price,  are  trade  winners  in 
every  sense  of  the  word,  as 
they  will  give  perfect  satis- 
faction to  the  purchaser  and 
to  the  retailer,  and  practically  sell  themselves. 

Write  for  prices. 


THE    ATLAS    IVfFG.    CO.»       New  Haveiit  Conn. 

New    York    Representatives:    J.    C    McCARTY  ft  CO.,  tl  Murray  St 
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Steel  Spiders,  Griddles 
and  Kettles 

Utcostts  Tbttt    Do    Not 
Warp*  ScMreh*  : 
SpoO  Food. 


TK0  Omuine  Btxmded  "NEVMB-BRMAK." 
ImUaHan$  Fool  th0  FooUbK 

THE  AVERYSTAMPING  C0« 

GLEVELANH,  OUO 


**I  have  caused 
three  other  car- 
penters to  Sell 

their Planes 

and  buy  the 
CHAPLIN'' 


PELOUZE 

taproved 
Family  Scales 

nrlth 
Sxtra  Lar0«  Dlal- 
rcw  Arttettc  BaM 

*hey  can  be  instantlj 
djusted  for  plate, 
aaket  or  scoop. 

cAPAcmr 


llo.ElfStMli 
No.M5^Tlltnatfonn. 

The  Pelouze  Seal 
are  invaluable  t 
proper  cooking;  indi 
pensable  in  preser 
ing.  They  keep  che< 
on  your  purchase 
Soon  pay  for  thet 
selves.  No  weights  l 
get  lost  Absolute] 
automatic  Tho 
Scales  are  beautiful 
finished  in  black  ei 
amel  and  are  artis^ 
cally  ornamented.  £: 
tra  Large  Dial  with 
Silver  center  and  gold 
border.  Very  attrac- 
Uve.    Made    of    cold  rolled  steeL 

Dealen  should  specify  PELOUZE  Scales  in  ordering 
from  thHr  jobber.  Send  for  Cat.  •  'IT. "  40  StyUs. 


No.  TfS  Tin  Scosp. 
N«.BK  Brass  Scosp. 


PEI^OUZE    SCALE   &    MF'G. 

4l5-il3  Ohio  Street,  CHICAGO 


CO. 


"Will  always 
have  a  Good 
word  to  say  for 
your  tools.  I 
consider  them 
The  Best  Made" 


MANUFACTURED  BY 


Tower  &  Lyon  Co., 


95  Chambers  Street, 


NEW  YORK  CITY 
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In  Beauty,  Simplicity  and  Individuality 

Fire  Place  Fixtures 


of  Design,    R 


lostand 


TKADK  MABK 


easily  stand  in  a  dass  by  them- 
selves. 

Our   line   is    pracrtical   and 
I>leasing^-both. 

The  prices  are  right. 

See  what   we  can  do   for 
you,  by  all  means. 


y 


Get  our  Catalog,  showing 
the  full  line,  and  keep  it  where 
you  can  look  at  it  frequently. 
It  is  well  worth  having. 


THE  ROSTAND  MFG.  CO., 


lWfILfX>RD» 

CONN. 


Manufacturers   of    Andirons,  Fenders,  Fire  Sets, 
Candlesticks,  Door  Knockers,  Hardware  Specialties 


TUCKS'    TOOLS 

(BEST  IN  THE  WORLD) 


TUOK  MPQ.  OO.,  Broelcton,  Mass. 


Always  at  Hand 


4  Siaes  of  Screw  Drivers  in 
one.  Simplicity  itself. 
Drivers  cannot  be  removed  or 
lost.  This  magaziae  Screw 
Driver  is  one  of  the  best  sellins: 
articles  in  the  trade. 
Get  our  prices  and  discoonts. 


AM^^st^  The  Billliis  k  Spacer  Co.,  larlfort.  Cm. 
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The 
or  regul 
or  hug- 
do  not  1  _  _ 
anything  in  line  of  fittings  or'pipe.     See  your  dealer. 


J.  H.  WILLIAMS  &  C0.»  SSSI^^SSeiNcs.  Brooklya  aa4  Chicago 


*' VICTOR"  Reversible  Chain  Wreneli 


In  Sl3K  Sizes  • 

11.  12.  13.  13^.  14.  15 


SI 
Si 

Blfvz    wb  n/ivi!«  xi^uK.  vtujiLKr    L^cs  get  acquaintea. 

C  E.   BONNER    IVf  FG.  CO.   Chrlsman,  IlL 


Note  the  handk  hitch, 
with  a  re^Qforcement 
in  the  shape  of  a  shoul- 
der upon  the  handle  to 
protect  or  strengthen 
the  law. 
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Proper   Display 

PRODUCES 

Proper  Sales 

FRANK  MOSSBERG  CO..  Attleboro.  Mass. 

CUofo:  lU  Uke  Si.        S«a  Fnnciico :  132  Vilewji  St. 


Ar 

M 


Ha 

Adjui 
Mali! 
Hand 
MalU 


red 


Iron 

RS 


New  Patten  Heavy  Screw  Clamps 

STRONGEST  IN  THE  MARKET 

For  Sale  by  all  the  Prlaelpal  Hardwmre  Dwders 

Send  for  Price  List 

ilALLEABLB  IKON  CASTINGS 

of  superior  qoality,  and  Hardware  Speclaltlea  la  MallcaUs 

Iron  made  to  order 
HAA^MBR  A  CO.,    -   Branfford,  Gonn* 


Always  Ask  for  the  ^^JJ.  S.''  Brand 

A  good  tool  is  synonym  of  good  work.    A  first  dass 
mechanic  must  have  first  class  tools  to  do  first  class  work 

Once  Introduced^  Always  Used 

All  goods  warranted  Gatalogoe  on  application 


Po  LOWENTRAUT  MFGo  COo 

FACTOIY  AND  MAIN  OmCB,  S6  to  S4  ilENNBi  STBEET,  NEWAU,  N«  J. 

Sales  Agents.  JOHN  H.  GRAHAM  &  CO..  113  Chambm  Street,  New  York  City 


IVIOIVTE 

WOOD   HANDLE 

SCREW     WRENCH 

itay,  will  not  crack  or  break.     Lower  Jaw  and 
ith  machine  steel  studs  inserted  doir  to  base. 
vYiu  ouuasi  any  orainary  wrencb.     Write  for  sample. 

AlQjVTB    WRBWCM    OO. sT  IV.    Pike    St..    Sh«II>>n«r|||e,  Indiana 


Put  up  in  sets  of  5  in  a 
box — ^  to  }i  inch  bolts — i  n 
tinished  and  semi-finished. 

Write  for  price  lists. 

PAGE-STORMS  DROP  FORGE  CO.  (Inc.) 

Sprlngflelcl*  l^ass. 


,   GENERAL  PURPOSE 

WRENCHES 
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Its 


♦•READY    GRII*" 

«■■! — A —  mmt^ ■. 

11  Bf  array  81. 
N«w  Y«rk 

cw.4iusE&ct. 

718  If  IflUba  St. 
Saa    FrMMlaea 

THE    BRIDGEPORT     HARDWARE     MFG. 

CORP. 

Brldo^portt^  Conn.,   U.  S.  A*" 

IBUND  PIPE  VRENCIES 

(3  Rleoe  Set) 

Quicklv  pay  for  themselves  in  time  saved. 

Jaws  arop  forged  from  high  quality  steel. 

All  parts  interchangeable. 

Operated  with  one  hand,  and  being  automatic, 
enables  the  user  to  reach  at  arm's  length  and 
make  any  adjustment  instantly. 

IRUID  PIPE  WRERCI  CO..  Bostii.  im. 

MANUFACTURERS 

TOWEI  k  LYON  CO.,  9S  Qmbert  Siml, 

NtW  YOllll  RCPimCNTATIVBS 

C.  W.  CAUSE  CO.,  309  Market  Street. 
San  Francisco  Representatives. 


K 


TnJaMark 


'*The  Production  of 
Finest  Quality  Obtainable 
Characterizes  Our  Business.* 


Folding  Handle  Drawing:  Knife 


Patented  April  28,  1907. 


No.  270 

Strictly  High  Grade  in 
every  iMirticttlar. 


Handles  Swing  Into 
FOUR  POSITIONS. 


Made  with  7,  8,  9  and  10-inch  blades  for  stock  sizes.    Other  lengths  may  be  had  on 
special  orders.     Packed  1/12  dozen  in  box. 

Quickly  adjusted,  and  when  parts  are  moved  into  place  th^  lock  is  perfectly  solid 
and  secure  against  slipping  while  in  use.  Made  of  the  best  materials  and  all  parts 
finely  finished.  Beautiful  mahogany  stained  handles,  highly  polished,  fitted  with  heavy 
ferrul^.  Sharpened  and  set  ready  for  use— with  temper  guaranteed  the  very  finest 
possible  to.  produce.    THE  KNIFE  FOR  PRACTICAL  WORKMEN. 

iVlADB    BY 

THE  RELIANCE  EDGE  TOOL  COMPANY,  Youngstown,  Ohio 


74  Murray  Street.  New  York,  N.  Y. 


lU  East  Lake  Street,  Chicago,  lU. 
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Give  Tliem    Cold  Steel 

TrmvB  made  from  single  sheets  beayy  annealed  steel 
pressed  "cold,"  lapped  and  riveted  at  comers.  Giving  great- 
est strength  and  wear  at  corners  where  it  is  needed.  Hot 
pressed  trays  are  thinnest  at  the  comers.  Bandies  that 
don't  break  or  worlc  loose. 

Syracase  Chflled  Plow  COm  SyraaK,iiY^u.s.A. 


SCREW    CA^I^KS 

WRENCH 


HALF    SIZE 


N9  \f  4  N9\jyi30  (MAr  K  UKD  M   CMWOnwrs  WUWx) 

NORTH  &  PFUFFER  CO.,  New  BrltalB,  Cou. 


GENUINE  BARNES 

PIPE  CinTERS 

Kerosene   Furnaces 
Bicycle    Wrenches 

Hand    and    Foot    Power    Sawins   lliacliinea 
Braat  Tubular  Stearins  Wheela  for  Yaclrti 

IfANUFACTUUED  D  Y 

The  Barnes  Tool  ComiMUiiy 

VIEW  BAVEN,  CONN^  U.  8.  A. 


GEM 


FLUE  STOPS 


Absolute  Simplicity 

Folding  Wire  Fastener 

Sold  by  all  Jobbers 

Manufactured  only  by 

J.  L.  Clark  MaoafactorlBg  Co. 

Rockford,  HUnob 


G/CRLAND 
NUT  AND  RIVET  CO. 

PITTSSURS.  ML 

BOLTS       NUTS 

RIVETS 

PUMP  CHAIN 
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,  N*.  M  Wira 


WIRE  CLOTH 

Largest  Assortment.  .  All 
Meshes.  All  Kinds.  Steel, 
Galvanized  and  other  ma- 
terials.   Write  us— lit  sir  li.  S-E  Gatilifii. 

BUFFALO  WIRE  WORKS  COMPANY 


WIIICWOM. 


Tlie  OM  Reliable— Always  Satisfactoty 

Poultry  Netting 
Fann  and  Lawn  Pencil^ 
Window  Screen  Wire  Clotli 
Coal  Screens 

AU  kinds  of  Wire  Cloth— From  aU  kinds  of  wire 

THE    NEW    JERSEY    WIRE    CLOTH    COMPANY 


WRIGHT  WIRE  COMPANY 

WORCB5TER,  MASS. 
Wire  Qoth,  Poultry  Netting,  Staples,  Wire  Picture  Cord 
and  Other  Wire  Goods  Wire  Clothes  Unes 


i  <                                                                                             u 

''Qalyanized  Hex  Netting 
and  Wire  Qoth'' 

W^IRB   CUOTH,  ail  kinda 

Fly  Screen  Cloth,  Painted,  dOranlaed 
or  Bronze. 

SGRBBIVS. 
1)     *          Coal,  Ore  or  Sand. 

RIDDUBS, 

QoalitT  right,  PrtcM  right. 
Write  for  them. 

The  Liil*w-Sayl*r  Wire  Ct. 

ST.  LOUIS.  MO.,  U.  S.  A. 

This  is  the  time  to  order  CORN  POPPERS  nad  ASH  SIEVES 
for  future  delivery.  Send  in  your  orders  at  once  and  we  will  do  the 
rest. 

DON*r  use  WIRE  SHANK  poppers,  as  the  wood  handle  soon 
shrinks  and  cannot  be  tightened  as  there  is  no  thread  to  a  wire  shank. 

Our  TAPERING  SCREW  THREAD  IRON  SHANK  allows  the 
handle  to  be  TIGHTENED  INSTAN1LY. 

We  also  manufacture  ASH  SIEVES  and  all  GRADES  OF  1 
COPPER,' GALVANIZED  and  IRON  WIRE  CLOTH. 
Prmight  Paid.  Caah  DUeoant, 

Rice  Sl  Co.  Wire  Works,  Lowell,  IWf  i 
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ZIM'S  DUPLEX 

WIRE  STRETCHER 


Wire  always  under  controL  Stretches 
any   required   distance    without  re- 
leasing the  wire.     The  moff  perfect 
tool  of  its  kind  ever  invented. 
Sells  at  sight  on  its  merits. 


BURGESS-IMORTOIM    IVfFG.    CO.»   Geneva,  in. 


SCREEN    SPRINGS    AND    LIFTS 


ISo-w  I«  the  time  to  Stock  Up  before  F'ly  Time 

axnm  fok  saufls  card  and  prxcbs 

THE  WALLACE   BARNES   CO..  Spring  Makers.  Bristol,  Conn. 


Berger'sWrought  Star  Ears 

This  is  as  fine  an  ear  as  can  be  made.  Every  piece  is  perfect, 
wiOk  £nc  finish,  nicely  tinned,  same  size  and  thickness  as  our 
malleable  Star  Ears.  No.  30  corresponds  to  malleable  No.  3, 
etc.    Furnished  in  fross  boxes  or  in  bulk  to  suit  the  purchaser. 

Samples  Mailed  Free  Vp<m  Request. 

BERGER  BROS.  GO.      -       Manufacturers 

OFFICE  AND  STORE,  237  Arch  Street 

WAREROOMS,  IM-lfMM  Br<Mul  Street 

FACTORY,  3114-14-18-21  N.  17th  Stieet 

Philadelphia 


SQUARE  DEAI^  FENCE 

FIELD.  RABBIT,  POULTBY 

This  is  admitted  by  experts  to  be  the  highest  type  of  wire 
fence.    The  wires  can't  slip — see  detail  illustration  of  lock. 

Our  wavy  line  strand  wire  affords  a  springiness  ten 
times  more  effective  than  that  afforded  by  short  crimps  or 
corrugations — it  enables  Square  Deal  Fence  to  recover  com- 
pletely from  sudden  excessive  strains  which  would  per- 
manently injure  a  less  elastic  fence. 

We  also  make  wire  aslb,  stsplcs,  barbed  wirt  sad  piaia  aire, 
and  make  a  specialty  of  shipping  mixed  carloads. 

Let  us  mail  you  a  sample  lock  for  inspection,  together 
with  quotation  on  your  requirements. 
KEYSTONE  STEEL  &  WIRE  CO.»     •     PeoriB*  DL 


BqurtDalLMk 


Sqwrt  Dwl 

Ssedoul^ 

Skowtafbolk  sm 

md  stoT  win  k« 

wiUitai  «U  lock. 
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Watrous   Automatic 

Door 
eatch 


OPEN 


Ol^OSCD 


For  screen  doors,  storm  doors,  office  gates,  etc.  Holds  tbe  door  tight  shut 
and  prevents  sagging  open  at  the  top  or  stonding  ajar. 

Neatest,  cheapest  and  best  acting  door  catch  on  the  market.  No  templet 
needed.  Anyone  can  put  it  on  in  two  miniates.  The  lightest  trip  and  the 
strongest  hold.  Mounted  Model  frame  free  with  each  first  order  of  three 
docen  or  more.  If  your  jobber  does  not  carry  it  write  us  and  we  will  giTC 
you  name  of  someone  covering  your  territory  who  does. 


Patent  applied  for 


Jipanned  Steel  Door  Bottons 

Half  the  weight  of  the  ea»t,  much  stronger, 
and  will  not  break.    No  higher  in  price  and 
,/  twice  as  good.    Made  in  all  sizes  from  IH 

to  2Vi  inches.    Insist  on  having  th«m.    Car- 
ried by  all  leading  jobbers.     Write  us  for 
samples  and  name  Af  nearest  jobber. 
Patent  applied  for. 


THE  E.  L  WATROUS  MFG.  CO.,  Des  Moines,  Iowa 


The    up-to-date    Hardware 
Dealers    seU     the     Origliial 

MATCHLESS 

Floor  Hingo,  Jamb  Blntfaa 
and  Hardwaro  Spooialtlaa 

mmmmmsmsaaamssmaim^ 

If  you  cannot  procure  of  your 
|obb«n,  wrlt»  ut 

LAWSON  MFG.  CO..  40  De»rl>«ni  St..  Chiea^.  111.  ^ffr-ir*^ 

NEW  YORK  OrnCE.  Ml  8Md«  S«.  BOSTON  OmCE.  224  FraaUia  S(.     CaMtefiM^ttsj; 


FLOOR  SPIIIRO  HIHSES  AHD  DOOR  HOLDIRt 

Ordsr  from  rrar  Jobber.   If  k*  hua't  tbem.  vriM  as.  M  lake  M  wMHlBlt 

nieaiestrtd         SDPElIOl  SPRING  HIMGE  Cf.       m  i.  itM  si 

lU.         1 


■cwTork 


i» 


CUatoBl 


CoL 


THE  SHELBY  ** CHIEF'* 

Double-Actimi.  Ball'Bearias  Floor  Hinge  and  tk« 
SHELBYBALL- BEARING  SPfUNG  BUTTS  are 
hinges  of  superior  quality.    Tb<t 


hinge*  ot  auperior  quality.  1  ney  are  seat  and  attrac- 
tive, they  work  quietly  but  quickly,  are  easily  adjuated 
and  a  great  saving  in  coet  of  applying  comiMttea  with 
others.    Write  for  prices  and  Citalogue  No.  14. 

THE  SHEL0Y  SPRING  HINGC  CO. 

S»log  Department  SHBLBY.  OHIO 
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c 


B 


« 


ft|o 


A  PRODUCT  OF  RECOGNIZED  SUPERIORITY 


niiPLE-ENDsniiNaBun 


CHICAtO  FLOOR  NIMe 


CHICAGO  SPRWO  BUH 


(th'tcsit^e  &pHn^^uii(£<impatii^ 


CHICAGO 


CATALOGUE  ON 
REQUEST 


NEW  YORK 


-TMK    ORIOIIMAL. 

FLEUR  DE  LIS 
SURFACE  HINGE 


STRONG,  MISSIVE  AND  PLEASING 
TO  THE  EYE 

Bmmurm  of  infringe mmntSM   Don' t  got  atung 

TIE  BRIFHN  MFB.  CO.,  ERIE,  PA. 


STANLEY'S  STEEL  . 
CORRUGATED  STRAP 
and  T  HINGES 


LEADERS  IN  THED  LINE 


for  3cUe  by  All  Jobbers 

Send  for  "Autobiography  of  a  Tanket 
Hinge.''    Mailed  Tree 


THE  STANLEY    WORKS 


f9  Chsmbers  St^) 
Nsw  Yofk 


CONN. 
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Bommer  Screen  Door  Hinges 

WROUGHT    SXEEX. 

The  filed  are  coming,  how  are  you  fixed  on  screen  door  hinges?  Do  you 
stock  the  right  sort?  Bommer*s  No.  90^  Is  a  new  departure  In  screen  door 
hinges,  and  Is  by  long  odds  the  most  attractive. 


Stylo  900-Nof\-Holdback 

Wrooffht  Steel  Japanned. 
Has  two  bearing  Joints,  no  matter  which  end 
uf  hinge  is  oppermost,  doabling  its  strength 
and  durability.     The  best  and  hand- 
somest screen  door  hinge  ever  pro- 
dnced. 


StyU  999-Hoiaback 

Wrought  Steel  Japanned. 

Detachable  From  Door  Without  Unscrewing. 
Three  parts  only.    No  links  or  rivets. 

The  spring  and  pintle  is  made  of  ono  single 
piece  of  oil  tempered  steel  wire. 


No.  900 


Bommer 

Spring  Hinges 

are 

<Ke  Be«< 

The  Springs 

Never 

Go  Lame 


No.  999 


Bommer  Brothers.  HTrs.,  255  to  271  Qassos  Avenne/Brooklys,  N.Y. 


Ten  Reasons  Why 
,»      **SHELBY 
O     CHAMPlOr 
DOUBLE- 
ACTING 
SPRING  HINGES  seU 


Ist.    Hold  Open  Feature  Positive. 

3d.    Hardened  Steel  Bearings. 

3rd.    Ball  Bearings  at  top  of  htnge  post  (out  of 

the  way  ffom  water  and  grit). 
4th.    Lateral  Adjustment  for  lining  op  the  door. 
6tb.    B  Inge  and  Floor  Plate  separable  (easy  for 

the  carpenter  to  apply). 
6th.    Spring  Flvot  for  top  of  the  door  (easy  and 

quick  to  set  up  or  take  down). 
7th.    Quietness  in  Action. 
8th.    Neatness  in  Design. 
9th.    Right  np-To>Date. 
10th.   ^percent.  More  Value  and  Cost  no  more 

than  others. 


The  Standard  Mff .  Ca. 

Skcltojr*  Olil«w  U.  S.  ii. 


Door  Springs 

DO  NOT  BUY  UNTIL  YOU 
KNOW  ABOUT  THE 

*"  Wagner 
Jotnted  Spring  ^ 


WRim  TOR  OUR  COMPI^BTB 
CATAI^OG 


WAGNER  MFG.  CO^  Cedar  Fall8»  Iowa 


^l^lpAa/UM^ 


IVC         I   UULw  HUDSON,  N.Y. 

CLCY/ITORS-CON  VCTORS  Arlington,  mass. 

SEND  FOR   CATALOG  CHICAGO.  DLL. 
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It  Pays  to  SeU 


Columbian 

Spring  Jamb  Hinges 

Spring  Floor  Hinges 

Coat  and  Hat  HooKs 
Wrot  Steel  Registers 

BlacKsmitKs*  Vises 

MacKinists*  Vises 

Joist  Hangers 

QUALITY  AND  PRICE  RIGHT 

The  Columbian  Hardware  Company 

Askf^i9oscataiog  CLEVELAND,  0-,  U.  S.  A. 


U8ID  ON 
ITO  ANTI-SKIDDIM 
NAIN  Tim  tlllfi. 
DRILL  flllttlt. 
:XTILI  ■ACHINIIIY 
NTIND  HILLS,  tic. 

)A%  III  8  iIzM,  \9%m 


1SS4  TWI0T    UNK    MACHINE  1»08 


ONE  OP  OUR  SPECIALTIES. 

f^'^'^r^^rr^'  woNMusE  cmim  works,  TREMTOI,  I.  J. 

MMiaraeCarer  of  acattral  Rar4wAr«,  CIiaIm.  Cables.  HIcb  OrWe  Ctam  ChftlM 
•■<  BrIcHt  CimlPft  of  •!!  ^ewcrlptiona. 
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HOME  BENCHES 


The  demand  for  a  work  bench  in  the  Home 
is  increasing  wonderfully.  Good  profit  in  them- 
selves, and  help  sell  tools. 

Bench  shown  above  is  50  inches  long,  glued 
up  13-inch  Maple  top,  with  Rapid  Actitig  Iron 
Vise.  The  drawer  provides  a  desirable  place 
for  storing  tools  or  unfinished  work. 

Twenty  odd  styles  and  sizes  in  our  line. 
Write  for  Catalog. 

Grand  Rapids  Hand  Screw  Co. 

914   Jefferson  Avenue 
GRAND  RAPIDS.  MICH. 

Largest  Bench  Manufacturers  in  the  world 


**The  bmt  it  alwoft  thf  eheapetf.  Tker9eanbelutmi«*bnt** 
in  anvtMng,  and  in  carpet  »weepert  who  douMs  that  UiMUw 

BIS  SELL 

^!^ik8l4e  from  its  recognised  mechanical  super ioritar,  the 
Blseell  is  the  enlj  tweeper  ever  sold  under  *  sound  and 
rigidly  enforoed  poUcj  of  flzed  prices  th»t  guarantees  to 
the  denier  a  good  profit.  'It  is  erldent  that  fixed  retnll 
prices  are  only  of  Talne  to  the  dealer  when  assooiated  with 
an  article  of  repntatien,  a**d  for  wh'ch  tnere  is  a  general 
demand.  Take  away  from  a  eommodity  reputation  and 
demand,  and  fixed  retair  prices  hare  no  significance,  no 
ralue  whaterer. 

The  f  oregolDg  analysis  of  fixed  retail  prices  Is  worthy 
of  the  serious  consideration  of  every  merchant. 

Write  for  our  "Fdn  Qfer." 

BISSCLL  CARPET  SWEEPER  CO. 

liruid  Rapids,  Mick. 

{Largett  Sweeper  Makere  in  the  TTorld.) 

BRANCHES: 

New  York.      Niagara  Falls,  Canada.      London.       Paris. 


Can  You  Move  a  Hot  Stove? 


Hot  or  cold,  big  or  little,  the  Baltzly  will  move 

them  so  easy  you  will  hate  to  take  the  money. 

^  Made  of  steel.  Not  expensive.  A  pos- 

1  tal  will  put  you  in  touch  with  400 

Vlrl     ^rt'^^^s  ^h^t  ^^^^   bring   the  people 
^Tl     and   their  dollars    into   your   store. 
^1^   Write  now  before  you  forget  it. 

^  IL 
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THE    VERY    LATEST 

Prouly  Double  Aeling  Hoor  Binge 

'^  "'"jaringand 
Bearing 


All  Wearing 
Parts 
Hardened 
Steel 


_  .ustment  operated 

from  one  side  of  door  only 

Finishing  plates  cover  entire  hinge 

Will  hold  back  at  95  degrees. 

No  mortising  door  in  any  part^just  notched  out 

Ask  ut  for  further  infomuition— IT  WILL  SELL 


T.  C.  PROUTY  CO.,  Ltd. 


AlbloD,  Mich. 


NOTE  ITS  SIMPLICITY 


Automatic  Swivel 

Locks  automatically  by 
tightening  the  jaws 
SAVES  20  PER  CENT.  VISE  LABOR 
Send  for  Catalogue  - 


NIW   YORK  "^»^  CHIOAQO 

1 96  LIBKRTY  ST.  lie    LAKC    ST. 

'DCNVIR,      206  MCPNKC  BUILDING 


Um  the  GRINDSTOK 


Wheels 


Hand  or  Foot  PmrtsMc 

Designed  for  Houset  Fann 
and  Shops 

Will  last  a  lifetime.  Best  of  materials  used. 
No  belts  to  break,  and  no  chains  connecting 
gear  wheels  to  buckle. 

No  water  required,  and  positively  will  not 
draw  temper,  ,.. 

Mechanics,  Farmers  and  the  Handy  Man  wm 
buy  at  a  glance.  Several  sizes  from  4  lbs.  to 
22  lbs.     Send  for  Catalogue, 

ROYAL   MANUFACTURINfi  CO. 

203  E.  Walnut  St.,  Lancaster,  Pa., U.S. A. 

New  York.  176  Fulton  St..  Herbert  Poner  ft  Co..  JgJ- 
Chkago.  113-115  MidiiKan  St..  E.G.  Cnrtisft Son.  »"• 


Consult    BUYERS'    REFERENCE    TO 


ADVERTISEMENTS    ON    Ust    Paces, 

Digitized  by 


Google 


June,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


131 


IF  you  had  a  sample  of  Amatite  in  your  hand  you  would  sec  in  an  instant  why  it 
*     needs  no   painting  or  coating  to  keep   it   waterproof. 

It  has  a  rough  surface  of  real  mineral  matter  on  the  weather  side.  It  is  evident 
to  anyone  that  it  is  no  more  necessary  to  paint  such  a  surface  than  it  is  necessary 
to  paint  a  stone  wall.  Stone  needs  no  paint:  neither  does  Amatite.  It  is  strong 
enough  in  itself  to  bear  the  brunt  of  rain  and  wind  and  sun  without  a  protective 
coat  of  paint. 

To  paint   Amatite  would  be  a  waste  of  time  and  trouble. 

.Amatite  will  last  for  many  years  without  any  care  whatever.  It  is  made  to  be 
trouble  proof  as  well  as  weather  proof. 

A  roofing  that  consists  cf  smooth  materials,  made  to  receive  a  heavy  coating  of 
paint,  is  not  a  roofing  at  all — the  paint  is  the  real  roof. 

If  you  are  told  that  certain  roofings  don't  need  painting  when  first  laid,  don't 
be  deceived  into  thinking  that  they  are  like  Amatite.  The  first  coat  of  paint  has  been 
applied  at  the  factory — that's  all,  and  it  will  wear  off  in  a  little  while  and  require 
renewal. 

No  paint  is  good  enough  to  make  a  durable  roof;  a  thick  layer  of  pitch,  faced 
with  a  real  mineral  surface,  is  far  better —  and   that  means  Amatite. 

Free  Sample  and  Booklet 

A    Free    Sample   with    Booklet    will   be    sent  on   request  to  our  nearest  office. 

BARRETT       MANUFACTURING       COMPANY 


New  York 
Cincinnati 
Allegheny 


Chicago 
Minneapolis 
New   Orleans 


Philadelphia 
Cleveland 
Kansas  City 

Boston 
St.  Louis 
London,  Eng. 

Coiirect  Reproductions  of  Colonial  Drawer  Handles 
Brass  Colonial  Candle  Sticks  in  Seventy  Designs 


AMERICAN   RING  CO. 

WATERBURY,  CONN. 

Menutecturen  of 

Furniture  Trimmings  Bath  Room  Accessories 

Brass  Upholstery  Trimmings  Brass   Upholstery  Nails 

BRANCH   OFFICES: 
New  York.  1  HudMNi  St.        Botton.  170  Sommer  St.         Chicago.  506  Heyworth  Bldg.         Sao  FrtadMO,  2il  Mir^t  Si. 
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WE  MAKE  PORTABLES  FOB 
rVBE  HARDWAME  TRADE.  Also 


Brao<l" 
"SUir 

en.  Gas 
'.  Lawn 
E  Rain. 
a.  Bnaa 
iclu. 


L, 


Steel      I  Bracket 
Sink 


U«Mte  wcl«lit 

CMtlTMi 


Thla  brackat  1p  detachable  and  much 
more  eaaily  placed  than  the  ordlnary- 
caM  bracket. 

Deacriptive  clrcalara  and  prices  on 
application.   Mannfactared  bj 

I.  L  KSSLEI  Ca..  Syraeise.  N.  T. 


I 


PHENIX 

HANGERS  AND 
FASTENERS 

Solre  the  Problem 

■MvlalH^Miitala 


Eaaily  huDC  or  remoTad 
from  lAdde.  Clean 
Vlndowm,  Ideal  Ventt- 
Utlon.  No  fllea,  aolid 
eomfort.  Retail  at  10c, 
160. .  20e.  and  aOo.  per  act 
wlihaorewa.  Foroata* 
leguo  and  trade  dla* 
oonnta  addreea 


Holland  VeRtilating  Window  Lock 

BUROLJ\It    PROOF  .   n      RETAILJS    FOR 

Locka  window  opea  Juat  aa  a«ciirely  aa  wlien  doaed. 
be  broken  or  pried  off— by  actual  teat  haa  wlthatood 
Imndred  pounda  preaeure.  Cannot  be  worked  from  ilie 
Up-to-date  archhccta  arv:  apecifyin«  it. 

Your  Profflfs  ^Vlll    Be    Good 
because  of  ita  hirgc  sale.     There  ia  a  crying  demand  for 
such  a  dcTice  in  every  houaefaold.    Be  the  first  in   your 
vicinity  to  satisfy  thia  demand.    Ask  for  a  Loch  on  your 
bxisiness  stationery  aad  we  will  send  one  free. 

GIVE    IT    A    TRY 

Three  .Dozen,  expreaa  paid,  on  receipt  of  price,  $6.00.  Made 
entirely  of  hardened  steel  in  five  finishes  to  match  builders* 
hardware^.  lA^Our  Jobber    will  get  it  for  you;  or,  write  us  direct 

HaDaai  llg.  Co..  M  Park  SL.  Floraice,  Mass. 


THE  "Bi»T  YET" 

A  RIVETING  MACHINE  OF  QUALITY 
FOR  TUBULAR  or  BIFURCATED  RIVETS 

It's  made  of  malleable  iron,  hat  a  punch  for  buckle  holes 
a  pocket  for  rivets  and  adjusts  itself  automatically  to  the 
Icnfth  of  the  rivet.    Made  and  GUARANTEED  by 

r.  n.  SMITH  Nm.  co. 

CHICAGO^    U.  S.  A. 

SOLD  BY  LEADING  JOBBERS 


Conwmvt    BUYMtS'  .EErei«NCl   TO    ADVEItTISEMENTS    ok    Last    Paces. 
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REVERO"  ^  Reel  Goods 


A  GARDEN  HOSE  PRACTICALLY  INDESTRUCTIBLE 

LflSht  Strong  Weiry   Ptoxlble 

PRBB     OP     AIVY     TBNDBIVCY     TO     KUVK     OR     SBRARATB 

"REVERO**  Hose  is  seamless  throughout. 

The  construction  consists  of  a  special  double  braiding  of  tightly  twisted  cotton  yam. 
The  cover  is  composed  of  tough  flexible  rubber  to  withstand  wear  and  abuse. 
The  complete  hose  is  vulcanized  in  our  patented  rigid  mould  under  a  high  internal 
pressure,  which  forces  the  rubber  and  fabric  together  in  a  compact  inseparable  body. 

The  Dealer  will  appreciate  the  fact  that  '*  REVERO  "  is  made  in  continuous  lengths 
up  to  500  feet,  thus  avoiding  remnants. 

Made  in  W  inch,  ^  inch  and  %  inch  sizes. 
Dealers  in  Gkurden  Hose  will  find  it  to  their  advantage  to  write  us  for  samples  and  prices. 

RBVBRB    RUBBBR    COMPANY 

B03T0IV,    MAfiS. 


NEW  YORK 
NEW  ORLEANS 


PHILADELPHIA 
MINNEAPOLIS 


-  Branches - 


PITTSBURG 
SAN  FRANCISCO 


CHICAGO 
PORTLAND,  ORE. 


rr  IS  THE  ^^MIST-UKE   SPRAY^  ™at  makes  the 

FOUNTAIN  SPRINKLER 

THE  BEST  SELLER  ON  THE  MARKET 


This  beautiful  mist  effect  is  not  produced  by  any  other  sprinkler  made 
Retail  price,  $1.00.    Send  for  sample  post  paid  at  wliolesale  price  and  let 
118  sliow  you  what  it  is  like.  .  ' 


The  FOUNTAIN  is  the 

Sprinkler  that  makes  the  observer 
ask  his  neighbor  where  he  can 
get  one  like  it. 

The  Standard  Stamping  Co. 

•iARYSVILUE*    OHIO 

Have  you  one  of  the  hand- 
some display  easels?  They  help 
sell  the  Fountain. 

Ask  DS  how  to  get  one  FREE 
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Can  CiipiM  6r«i$  eaidm 


WMldCWkk 

I  SiMl 

MVle  From  FlMum 

•tor  akke  of  lava 
Md  M*  KuanatMd 
kdMndsfactlML 

The  Spcctaltx 


1 

o 


Sailing  AgMto.  J.  C.  MeCAKTY  &  CO. 
U  MutT«y  atTMl  Hew  Tath.  M.  Y. 


ICE  CREAM  FREEZERS 


'XIGHTNING" 


"GEM" 


THE  BEST  ICE  CREAM  FREEZERS  In  practical  use,  beca 
m  Bize,  use  smallest  amount  of  Ice  and  salt,  run  easily, 
smoothly  frozen  creams  or  desserts  with  little  bother  and  1( 

IVf aclilne  Freezers  and  lec 

SEND   FOR  CATALOGS 

NORTH  BROS.  MFG.  CO., 

New  York  Ageiits :    John  H.  Graham  &  Co.,  1 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Pages. 


Digitized  by 


Google 


June,  1908. 


HARDWARE  DEALERS'  MAGAZINE 


1317 


Ives*  Patent  Window  Stop  Adfnster 

Prerents  Drafts,  Dost  and  Window  RattUog] 


(    ) 


The  only  Stop  Adjuster  made  fron  one  piece  of  metal. with 
•oBd  riba  and  heavy  bed  that  will  not  cup,  turn  or  bend  in 
tighteninf  the  screw.   Manufactured  only  by 

THE  H.  B.  IVES  CO.,  New  Haven,  Conn.,  U.  S.  A. 

Fifty  page  Catnlngve  Mailed  Free. 


tmUmasnmmUB  to  thm 
F^m^tiomt  HouBBkeoper 

TAPLIIM'S 
PERFECTION 
i     TU\4BLER 
EGG    BEATER 

N08.  210  and  202  in 
our  list 


THE  TAPUN  HFG.  CO. 

New  iritalB.  Ct        155  dunbers  St..  N.  T. 


The  WHITE 

Mop  Wringer 

Does 
Pcrted  wringiBg 

with 

Perfect   ease 

No  other  does 
this. 

This  is  what 
makes  the 

"White'' 

worth  having. 


WHITE 
Hop  Wringer  Co. 

FVLTONVILLE 
NEW    YORK 


Gunrantecn 
Satisfaction 


Carry  in  stocK  a  complete   line    of 

REFRIGERATOR  TRIMMINGS 
BUILDERS'  HARDWARE 
BOX  and  CHEST  TRIMMINGS 
COAT  ana  HAT  HOOKSp  Etc 

WRITE    FOR    CATALOGUE 
Special   Goods  Made  to   Order 

BRASS  GOODS  MFG.  COMPANY 

BROOKL.YN,    N.   Y. 


•B|jA4|ntaMc 


PiBMiChei 


irkcl 


The   ««AKIN    HUSKER** 

1.— It  has  a  spring  mounted  point— a  new  and  anperlor  feature 
2.— It  holds  the  hand  firmly  together  making  It  IMPOSSIBIJE  TO  JAB 
HANDLE  OR  STRAIN  WRIST  and  does  not  penetrate  the  ear  when  re- 
mo^ng  the  bosks.  8.— It  removes  more  husks  than  other  plna  or 
hooks  do.  4.— It  slips  over  mitten  or  glove  and  It  la  Impossible  to 
blister  the  hands  or  fingers.  5  —It  has  been  thoroughly  tested  by 
practice  I  buskers  and  pronounced  in  every  way  satlsfaotory. 
For  Sale  by  all  Jdbbers. 


SMITH  &   DAVIS,  Sale 


AMES,   IA« 


(PATBNTKD.) 


SOMETHING  DIFFERENT.     SOMETIONC  NEW 

Th9  onty  RBJ§L  TOJtJTBR 
for  gaa  and  gaaotlnm  Mtooos 

Gas  companies.  Department  Stores  and  Hardware  dealers  find  it  a 
HOT  SELL  BR.    Retails  96c. 

Write  to-day  for  our  proposition. 

APEIX  SPECIALITY  CO.       DETROIT,  MICH. 
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Th0B.6.BibbSf0vtO0. 

BALTIMORE,  MD. 

HANUFACnmEllS  OF 

Fire  Place  Heaters 


Foot  Presses 

AND 

Screw  Presses 


POWER  ntESSES 

Write  for  Catalogue. 

WATEUDIT  FAUD. 
FODNlttT  AND  MACiniE  MMPANT 

Wiiterbury,  Conn.,  U.  S.  A. 


Eagle  Mop  Wringers 


have  been  TESTED  a^nd  PROVEN 


8  Years  on  tHe  MarKet 

More  Sold  than  all 
Others    Combined 

REASON 

Best  Built       Most  Practical 


EAGIE  COOPHtAGE  WORKS 

Jal#  Mttnufaeturmn 

CIRCLEVILLE.   OHIO 
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Talk  Optimism— 

Good  Times— Good  Buslr 

Make  1908  a  good  year. 

Election  can't  do  us  any  harm  unless  we  let  it.  Whoever 
is  chosen  will  be  an  American  gentleman,  and  we  can  trust  him. 

The  old  earth  isn't  going  back  on  us.  The  crops  are  all 
right  and  there  are  more  people  in  the  country  e^iery  day  to 
consume  them. 

There  isn't  anything  to  harm  us  except  our  own  tongues. 

Talk  prosperity  not  depression.    Talk  confidence— not  fear. 

That's  the  way  we  feel,  so  our  business  is  increasing  all 
the  time  and  we  are  selling  more  White  Washers  than  eyer 
before.    We  think  it's  the  best  machine  in  the  world  and  we 
know  it  is  the  best  seller  we  have  ever  manufactured. 
Ask  at  •bout  it.   G&i  in  LiiM— With  tbo  White  LIm  and  Prosperity 

WHITE  LILY  MFG.  COMPANY 

1931  Ro<ddn«b»m  Road  DAVKMPORT.  IOWA 


Headquarters  for  Quick  Sellino  Specialties 

WRITE  US  FOR  PRICES  AND  DISCOUNTS  ON 

nVE  AMI  TBI  CENT  GOODS 


ibera  St. 


IflCKBL  PL4TBD  HAMMERS.  ETC. 

Onr  line  is  nol  eqoaled  in  qoalllj,  stjle,  ilnlih  and  price.      Let  iw  prove  thU  atteriion, 
onr  Catalogue  will  intereflt  yon. 
FRANKLIN  SPECIALTY  CO.,       811  Ctierry  St..  Reading,  Pa. 
NEW  YORK  OFFICE:   S.  J.  Etocamttui.  m  <r — ^ 


ANTI-FRICTION 

THE 

o.yoiT 

^ever  Fails  To 
Piease 

£ 
A 
S 
Y 

P 
E 
R 
F 

R 

U 
.N 

£ 
C 
T 

W 

o 

That    means    in- 
creased   sales    and 
profits  to  the  deeJer 
who  hsmdles  it. 

N 
G 

R 
K 

JIre  You  Wtso? 

H.  F.  BRAMMER 
MFG.  CO. 

FAITHFUL  TO   ITS  DUTY 

Davenport,  Iowa 
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BOSS"  Clothes  Washer 

Positively  the  mcwt  satisfactory  waaher  ever  put  on  the  market.  Is  the  most  profitable  for  the 
dealer  to  handle  because  it  sells  itself,  stays  sold  and  every  one  makes  a  pleased  customer  and 
will  cause  the  sale  of  others. 


Made  in  three 
sizes. 

Can  also  be 

operated 

by  power. 


It  is  constructed  on  the  proper  principle  and  we  can  positively  state  and 
guarantee  it  to  wash  clothes  cleaner,  quiclcer  and  with  less  operative  power 
and  less  injury  to  clothes  than  any  other  washer. 

Place  your  order  through  your  nearest  jobber  and  insist  upon  your  wants 
being  supplied  with  the  genuine  **Bo6S,"  bearing  our  label,  which  is  your 
protection  against  inferior  substitutes,  for  the  discerning  public  will  have 
none  but  the  genuine  **Boss." 

THE  BOSS  WASHING   MACHINE  COMPANY 

CINCINNATI,    OHIO 


HERE'S  THE  POINT 

We  know  you're  busy,  but  just  drop  us  a  line  and  secure 
our  exclusive  Agency  plan  and  price.  What's  the  use  of 
spending  time  and  effort  selling  washing  machines  that  only 
cause  good  customers  to  get  sore  and  trade  with  your  com- 
petitor. Why  not  sell  the  WAVERLY,  satisfy  your  trade, 
at  the  same  time  make  a  nice  profit. 

Waverly  Woodenware  Works,  Mfrs. 

ST.  JOSEPH,  BlISSOURI 


The  Real  Loo^e  tlandle  Pot  Cover 

The  Spring-In  Handle  Pot  Cover,  the  only 
one  that  does  not  requure  hammering.  Put  out 
in  two  different  sized  cabinets.  If  you  do  not 
know  the  proposition  write  to-day. 

.    Lasher  Mfgm  Oom 

DAVEMPORT,  MWA 

Also    Makers    of    the    KITCHEN    KUMFORT    PLATE    SCRAPER 


Consult    BUYERS'    REFERENCE    TO    ADVERTISEMENTS    on    Last    Paces. 
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**nic  aeaner'*  S?pe"Be« 


Laivtt  Profit. 


ter 


Verj  elastic,  made  from  best  fur- 
niture spring  steeL  Sells  at  sight 
■OLT  LT9N  CO.,  Tarrytoini.  N.  T. 


It  Will  Pay  You 

to  get  our  prices 
TEA  AND  COFFEE 
STRAINERS 

Sample  on  request 

Pwter  fUtA.  6  ttemp^e  Wks. 


CONSULT    TH15     MOUDBR 

mnd  you  will  huadle  nOBSON 

MOLDERS'    TOOLS 

Established  1886 

'WM.  DOBSON 

No.  7M  CuMMota,  N.  Y. 


LAFRHE 


WElBIWa 
PLITES 


THE  PHILUPS-UFFITTE  CO. 

\  P— —  BriWiH,  PhltotolplHa,  Pa. 


PARKER  WIRE 

WorcMtcr,  Mm».,  II.  S.  A. 

Manufacturers 

I  Wire  Hardware 

Wrtte  Urn  lor  Prtocs 

N«w  Yofk  Ofiot,  107  CbftaWn  StrMt 


IfeMg'g  Pateat  loH  k  Bhct  dipper 
lielwVM||{.Co^St  Ptultlfinn. 


Z4fM,8Hwyg,  Bovferful,  DwmhU.  No.  1  cuts  8^  or  le«i 
No.  S  cats  »-16  or  less;  No.  8  cuts  1-3  or  less;  No.  4  cuts  84  or 
less.     Cutsdose  to  work     Highett  TeatimoiUaU  from  Job- 


1 


lEYE  BENDERS 

m  We  make  hand -power 
benders  for  forming 
eyes  from  stock  19^  In. 
thick  and  under.  Anj 
slae  eye,  7  in.  outsUto 
diameter  and  under. 

WALUCB  SUPPLY  CO 

25  So.  Jefferson  St., 
CHICAGO.  ILL. 


w 


lywiicrr,  attradi  ami  klUi 
aUUIcf. 

I  Neat,  clean,  ornament. 

I  al,  convenient,  cheap- 

I  Lasts  all  season.  Ab- 
solutely harmle-s,  can- 
not spill  or  tip  over, will 
nofc  soil  or  injure  any- 
thing. Guaranteed 
effective.  Price  $1.25  per 

I  doz.    P.O.  B.  Brooklyn. 
Gross  lots  delivered. 
_  Jk  Ave..  Brsoklya.  N.  T. 


AiERICAN  TOOL  OHEST  00. 

Factory  and  Salearoom : 
nt  Wot  lowiM  St,  NEW  YOIK,  U.S.A. 

TOOL  CHESTS ;  all  sizes,  complete  with  tools,  for 
Boys,  Youths,  Gentlemen,  Farmers,  Railroads 
and  Carpenters'  use;  also  Tool  Cabinets,  Machin- 
ists', Electricians' and  Pipe  Fitters'  Empty  TOOL 
CHESTS.    Agents  for  Steel  Tool  Chests. 

SEND   tor   LATEST   CATALOGUE 

ABKRIMAXtHV 

RAPID  AOTINQ  VISES 

^For  Psttemmskert,  Csbinet- 
mskers.  Carpenters  and 

MAIUAL  TRAIIiia  SCHOOL  EQUIPMEMTS 

Particulars  and  Trade  DisGounts  Upon  Applicstion 
THE   ABPRNATHY  VISE   A  TOOL    COMPANY 

331  Engletvood  Ave.,  Chicago,  lU, 

ORNAMENTAL  FENCES 


Iron  or  Wire, 
built  to 
your  order. 


The  finest  at  lowest 
prices.  Satisfac- 
guarmnteed 


No.  4  MONARCH  TACK  PULLER 


Hade  of  ST£EL,  nicely  nickel  plafd,  NOT  of  theCHI<  AP 
CAST  IRON  type.  The  only  iblng  cheap  about  it,  Is  the 
PRICE.    Manufactured  by 

The  Bills  Manafactarinc  Co.,  Mllldale.  Conn. 


If*.    It 


Ptt. 


BIGGEST  SELLER  Maonond  Sink  Cleaner 


IN 


WIRE  GOODS 


^e  only  Smokeless  Broiler,  and  Ideal  Toaster  for  gas 
r  oil,  stoves,  also  French  Fryer.  One  dos.  in  box.  In- 
tj-tactions  with  each  broiler.    Immediate    shipments. 


No.  27 

Steel  and  Rubber  i 
■eraplnfgr  edge,  ^ets ' 
into    the   oomers.     — 
Drains  the  refuse.     Heavily  Ja- 
panned and  Baked,  best  and  most 
practical  Cleaner  on  market. 

S6#   Bridgoport   Wiro  Gooda   Co. 
BRmGCPORT.  CONN. 
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C  G.  Hnssey  &  ConiMiiy 

prrrsBURCH,  pa. 

COPPER 

•  •  •  •  m^  •••• 

Sheets  -  Plates  -  Rolls 
Copper  Nails  and  Taeks 
Copper  Gaskets* 


Hardware  Stores  For  Sale^  ete« 


A.DVBRTlSlIVa      RA.TBS      7S      CBIVTS     Al      UINB 


McWIINNIE   WIEEL   BAIMW    WilKS 

POIJOHKBBP8IB.  IV.  v..  U.  «.  A. 

Mannfacturer  of  all  kinds  of 
Wooden,  Steel  Tray  and  Steel 
Tabular 

Wkcel  Bamw0 

for  lailroad,  coal,  stone, 
mortar  and  garden  uaa. 

POPULAR  HIGH 
GRADE  GOODS 
%       H       %  Frelfht    aUowed    on 

!•       .Of    .fftHiClb.        SOO  lbs.  or  more. 

SPBINOS   or   ALL    KINDS 

HIW  TMU[  STm.  AND  PRMOCTIM  €•..  Nciiwk,  N.  J. 


COLD 


CHISELS 


SALESMAN  WANTED— To  sell  a  well  known  line  of 
washing  machines  to  the  hardware  trade,  on  com- 
mission  basis.  State  territory  traveled.  Aadress  The 
Bany  &  Iladley  Mfg.  Co.,  Delphos,  O. 

WANTED — Situation  in  a  first  class  retail  hardware 
■tore  as  manager,  buyer  or  salesman;  10  years'  ex- 
perience.   Address  Harry  W.  Boehm,  White  Hall,  111. 

WANTED— First  class  salesman  calling  on  wholesale 
and  retail  hardware  trade.  Choice  territory  open  to 
right  man  of  experience.  Side  line.  Answer,  giving 
experience  and  references.  Box  106S,  care  Hardware 
Dealers'  Magazine,  253  Broadway,  New  York. 

WANTED— Useful  Novelties,  practical  tools,  labor 
saving  devices  for  use  in  snipping  and  packing  de- 
partments. Any  good  articles  which  will  facilitate 
shipping,  packing  or  branding  goods.  B.  &  S.  Co., 
care  Hardware  Dealers'  Magazine,  868  Broadway, 
New  York. 


PITEITS 


HUBERT  E.  PEC^  «S6  F  SU  K. 
W.,  Washington,  D.  C,  ConasT  ' 
Expert    in    Patent   Causcs._  U, 


and  FortigB  Patents.    Send  for  leaJBet  on 
Patents  Applications." 


''Rcjeeted 


» 


THE    BELL    ODOBfETER 

tells  how  far  yoa  drive,  and  rlnga  a  bell 
every  mile.  New  low  price  in  booklet  H. 

nil  OMMim  wwiB. 


CLIMDENNIN    BROS., 

Coppers,  Copper  Nails  and  Taoka,  < 
Bars,  Brass  Shoe  Nails,  Iron  C  * ' 
and  Infot  Cdpper,  Shoe  Tacka. 


lad.,  SaliKriBC 
mer  Rircta  mad 
rVNaO^  Sheet 


SALESMEN  WANTED— To  handle  the  "P  and  H" 
Blue  Steel  Razor  as  a  side  line.  Liberal  commission. 
Blue  Steel  Razor  Co.,  127  Duane  St.,  New  York. 

SALESMEN— Calling  on  the  Hardware  trade  to 
handle  excellent  side  line  on  commission.  "Op- 
portunity," care  Hardware  Dealers'  Magazine,  253 
Broadway,  New  York. 

WANT  exclusive  sales  agencv  for  factory  lin«  for 
Indiana.  Unusual  ability  ana  facilities  for  the  hand- 
ling of  a  strictly  high  class  line.  References  ex- 
changed. Address  "F.  B.  A.,"  Room  4,  9  North 
Meridian   St.,  Indianapolis,  Ind. 

WANTED — If  you  have  any  hardware  specialties 
that  you  want  placed  on  Canadian  Market  would  be 
pleased  to  communicate  with  yon,  good  connection 
with  hardware  trade,  can  fnmish  best  of  references. 
Apply  P.  O.  Bex  119,  Station  B.,  Montreal,  Can. 
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Ahrmmiw   Msiterlaln 

CartMrandnn  Co..  Niagara  PaUa»N.Y. 
Pike  Mfg.  Co.,   Ptke,  M.  H. 
▲4J«Bt«rs,  BUnd 
OoiUBMan  Hdw.  Go^  Cleveland,  O. 
IVM  *  Co..  B.  B.,  New  Haven,  Ct. 
MUlen   Falto  Co.,    28   Warren    St., 

New    York. 
RoaaeU    *    Brwln    Mfg.    Co.,    New 
BriUin,    Ot. 
▲#|«Bt«rs«   Cwsement 
Reading  Hardware  Co.,  Reading,  Pa. 
RosMir  *    Brwln    Mfg.    Co.,    New 

BrlUln.    Ct. 
Yale  4  Tbwne  Mfg.  Co.,  9  Murray 

8t.,  New  York. 
▲#|«st«rs»   Haaamottlc*    Rope 

aad  Btrsyp 
Covert  Mfg.  Co.,  Troy.  N.  Y. 
▲dJ«Bterat  urindow  Stop 
Ivea  Co.,  The  B.  B..  New  Haven,  Ct. 
▲sriewltsral  Bdso  Tools 
Nortii   Wayne  ToolCo.,   UallowcU, 

Me. 
▲vrl««tt«rsa    iBaplemontn 
AUen   4  Co.,    8.    L.,    Box   IIUO   H. 

PhlladelphU,   Pa. 
UftB  *  Bro..  P.  R..  Ashland,  O. 
AdwertisilBgr  HoTOltlen 
Taylor  Mfg.  Co.,   Hartford.  Ct. 
Aleoliol*  Deaatsred 
Aleohol  UtUlUes  Co.,   166  West  23d 

St..   New  York. 
Beny  Bras..   Ltd..  Detroit,  Mich. 
U.    8.    Industrial    Alcohol    Co.,    100 
WllUam  St.,  New  York. 

Aleobol  VttUticn 

Alcohol  Utilities  Co.,   156  West  QSA 

St.,    New    York. 
AIcolioI  Vapor  Storen 

(See  Stoves.) 
Aadironn 

(Bee  PlrepUce  Goods.) 


Aacle  Boaders 


Renders.) 
AawtU 

Colombian  Hdwe.  Co..  Cleveland,  O. 


Apple  Oattera 

RoUman  r        ~ 


Automobile       Anti-Sklddlnir 
CbsUa 

(See  Chain.) 
AutOBsoblle  Jacks 

(See  Jacks.) 
Antomoblle  Lamps 

(See  Lamps.) 

Aatoasoblle  Snppllcn 

Excelsior    Supply    Co.,    233-37    Ran- 
dolph St.,   Cbicago,   111. 
Gllbvrt  Mfg.  Co.,  The,   New  IlavcD. 

Ct. 
Motor  Car  Bqulpment  Co.,   60  War- 
ren St.,  Now  York. 
Automobile       Tublngr  *  and 
Hlmn 
Ameriean    Tabe    A    Stamping    (^., 
Bridgeport,   Ct. 
Antomobllen 
Brush   RuDahoot  Co.,   Detroit,   Mich. 
Cortiln    Motor    Veblcie    Corp.,     New 

Britain,    Ct. 
StOTcns  Arms  A  Tool  Co.,  J.,  Chlco- 
pee  Falls.  Mass. 
A-nln,  Brad,  Belt  and  Scratcb 
Tuck  Mfg.  (3o.,   Brockton,   Mass. 
Ax  Handles 

(See  Uandles.) 
Axen  and  Hatchetn 
Arcade    Mfg.   Co..    Freeport,    111. 
Burgees- Norton    Mfg.    Co.,    Genera, 

Central    Unniwarc    Co.,    Phlhi.,    Pa. 
Warren  Axe  A  Tool  Co.,  Warren, Pa. 
Wlehusch  A  HUger.  Ltd.,  U-15  Mur- 
ray SL,  Now  York. 
Axle  <a reuse 
Suow   Flake   Axle  Grcaae  Co.,  The, 

FItchburg,   Blass. 
Axle  Grease — Grapklte 
Dixon     Crucible    Co.,     Jos.,    Jersey 
CI  17.  N.  J. 
Axle  on 

(See  Oil.) 
Bnbblt  Metal 
I'hlUips-Laffitte     Co.,     Pcnn     Bldg.. 

Philadelphia.  Pa. 
Baby  IValkers  and  Jumpers 
Glascock  Bros.  Mfg.  Co.,Muucie,lud. 
Bntfs 


Mfg.  Co..  Monnt  J07.  Pa. 
.  4^pple  Parers 

Reading  Hardware  Co..  Reading, Pa. 
Ash  Cans 
Anew  Oaa  Cs.,  86  Warren  St.,  Nt>^ 

york. 
Reqier.    L.    D..    60    NorU    2d    St.. 

VilUdelphla.   Pa. 
Oem  Mfg.  0>.,  Chelsea  SUtlon,  Bos- 
ton, Mass. 
Aafei  Riftora 
Q9m  Mfg.  Co.,  Chclaea  Station,  Bos- 

BtSSurfer  60.,  816  Park  Ave..  Wor- 

easter.  Maaa. 
Bice  A  Co.,  Lowell,   Mass. 
•Aaser  Bits 
Rsmell   A    Brwln    Mfg.    Co..    New 

Britain.  Ot. 
Aaser  Bits,  BzpaaslTe 
Ts#ar    A    Lyon    Co..    96   Chambers 
8t,  Hew  York. 
AaB»rs»  Bartb  and  Post  Uole 
Iwas  Brothers,  Streator.   111. 
Union    BleTator   A   Mach.    Co..    144 
Ontario  St.,  Chicago,    111. 
Aatonsatle  Traeks 
Paek-BaBira  Mfg.  Co.,  The.  Berlin, 
Wis. 


(See  Articles.) 
Bank  and  Omce  Rnillngr 

Buffalo  Wire  Wks.  Co.. Buffalo.  N.T. 
Luillow-Saj-lor  Wire   Co.,  St.   Lou  la. 

Mo. 
Wrlirht  Wirp  Co.,  Worcester,  Mass. 
Barbed  "Wire 

(See  Wire.) 
Barrel   Swlniffn 
Glascock  Bros.  Mfg.  Co..MnDclc,lDd. 
Base  Ball  Sboe  Plutes 
Winslow    Skato    Mfg.     Co..     Sam'l, 

Worcester.  Mass. 
Base  Ball  Supplies 
Draper-Ma juard  Co.,  Pb'mouth.N.Il. 
Baskets,  Wire 
Audrews  Wire  A  Iron  Wks.,    Rock- 
ford,   111. 
Bath  Room   Fittings 
Amerlcsn   Ulug  Co.,   Waturburx.   Ct. 
Buffalo  Mfg.   Co.,   Dnffttio,  N.    V. 
Manuiug,    Bowmau   &  Co.,    MoridcD, 

Ct. 
Novelty  Mfg.  Co..  Dept,  K.,  \\ater- 

bury,  Ct. 
Parker  Co.,  Chaa.,  The,  Moridon,  Ct. 
Pritchard-Strong  Co.,   29  Cirelu  Si., 

Rochester,    N.    Y. 
Taplln  Mfg.  Co.,  New  Britalu.  CL 
Beaters 

(See  Carpet  Whips.) 


Bells  and  Gonirs 

Mossberg  0>..  Frank.  Attlebora.UssaL 
U«*adliig  nan] ware  Co..  Reading,  l*n. 
Kassell    A    Brwln    Mfg.    Gs.,    New 

Britain.    Ct. 
Wall    Mfg.    Supply    Co..    P..    AIIe> 

gheny,   Pa. 
Belt  Dressinig 
Dlxnn     Crucible     Co.,     Joe.,     Jerasj 

City.    N.   J. 
Stephenson  Mfg.  Co..  Altanj.  M.  T. 
Belt   Hooks 
(See  Hooks.) 
Belt   I^nelnsr,   Steel 
Bristol  Co..  Waterbury.  Ct 
Belt  Pnnebes 
(See  Pnncbca.) 
Belts,    Rnbber,    Cottoit    and 
Thresher 
Buckley     Rubber    Co.,     7.    W.,     66 

Wnrron   St..    New   York. 
Revere  Rublter  Co.,  77  Bedford  St., 
Btiston,    Mass. 
Bench  Screws 

(.Si'e  fscrewa.) 
Benches,    GabI net-Makers. 
Grnml      Rnplds     Hand     Screw     Ool, 
ni4  Jefferson  Arc.,  Grand  Itapld^ 
Mich. 
Benders,  Angle  and  Bro 
Wnllaiv    Supnly    I'o.,    !>r»    So.    Jt'ffer- 
Kon    St.,    Chicago,    Ih. 
Bicycle  Bells 

(:See  Bells.) 
Bicycle  I>nnips 

(See  l4impa.) 
Bicycle    Supplies    and    Sun- 
dries 
Excelsior    Supply    Co.,    333-37    Ban- 

dolpb  St.,   Chicago.  lU. 
Myers  A  Bro.,  F.  E.,  Ashland,  O. 
SiKirli  A  Kgge  Mfg.  Co..  Bridgeport, 

Ct. 
Bicycles 
Johnson's    Anns    A    Cycle    Werka^ 

iTcr,    FItchburg,    Maaa. 
Binder  T-%Tlne 

(See  Twlno.) 
Blr«l       Cngre       Sprlngrs      aad 

Cbalns 
Turner   A   Seymour    Mfg.    CS..    Toe- 

rlngton,   Ct. 
Bit  Brnccs 
Millers    Falls   Co..    28   Warren   8t« 

New    York. 
Reading     Ilardwarc    Co.,     Reading. 

Pa. 
nnmM^n    A    Enrin    Mfg.    Co.,    New 

Britain.    Ct. 
StntilHy     Biile    A     LcTel     Co.,     New 
BrlUIn.  Ct. 
Bits 

(See  Anger  Bita.) 
Black boar<ls,   Slnte 
Johnson   Co..    G.   J.,   88   Park   &o«r. 

New    York. 
Blanks,  Fork  and  Knife 
Uulon   Cutlery  A  Hdw.   Co..   Unlos- 
TllK  ot. 
Blind  Adjusters 

(See   Adjusters.) 
Bl«>cks,   Clinln 
Yale  A   Towne  Mfg.   0>.,   •  Msmg 
St..    New   York. 
lllocks.  Tackle 
I'ninn  Elevator  A  Machine  Co..  I'l^- 

146  Ontario  St.,   Chicago.   111. 
Union  Hardware  Co.,  Torrlagtsu,Ct 
Boat  llarilfrare 

(See   Marine   Ilsrdwara.) 
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BoMtHt  Cnwkxmn 

UIa«cock  Bros.  Ufg.  Co.,Muncie,lDd. 
Boilers.  Wash 


ISoe    Wftsh   Boilers.) 
t —      - 


Bolt   and  Nnt  Machtnerr 

Waterbury-Farrel   Fdry.    &   Mucblne 
Co.,   Waterbary,  Ct. 
Dolt  Gllptierii 
ttelwiff  hits.  Co.,  8t.  Paul,  Minn. 
I'orter,    II.    K.,    KTerott,    Mass. 
Rcbollborn  Co.,  Wm.,  New  llaron.Ct. 
DoltM,  Wroaflrht  Metal 

lYen   Co.i  The  H.  B.«  New  HaTen,  Ct. 
Dolta  an«l  fintm 
Garland    Not    A    Biyot    Co..    Pitts- 
burg,  Pa. 
Bolta,    Stove     and     Aerrlenl- 
taral 
Corbln  Screw  Corp.,  The,   New  Brit- 
ain,   Ct. 
BoltM,  Tire,  Sink  and  Macli. 
Corbln  Screw  Corp.,  The,  New    Brit- 
ain.   Ct. 
Dorina   Blachlnea 

Ajax   Mfg.   Co..   Pittiiburg.   Pa. 
Dox   Hlnflrea 

(See   Uinges.) 
Dox   Lock* 

(See  Locks.) 
IBottle  Openers 
Taplln  Mfg.  Co.,   New  Brltnfn,   Ct. 
Tar  lor  Mfg.   Co..    Hartford.   Ct. 
Dottle  Stoppers 

Tnnlln    Mfu.   Co..    New    Britain.    Ct. 
Dottle  Stoppern,  Mlllc 
SSt<M>bens  &  Co.,  Windsor,   Waltham, 

Mass. 
Ilox    Hooks 
Lowpiitmuc     Mfff.     Co..     P.,     3C-W 
Brenner  St..    Newark,   N.   J. 
Dox  Openers 
Bonner  Mfg.   Co.,   C.   E.,   Cbrlsman, 

III. 
Liovrentraat     MfR.     Co.,     P.,     30-54 
Bf^nner  St.,    Newark,    N.   J. 
Box   Straps,   Corners*  Hasp8» 

etc. 
Acme  Steel  Goods  Co.,   Chlcngn,   III. 
Carr   Mf».  Co.,   10-21   Rooaevrll   St., 
New  York. 
Doxea*    Hardware,    Shelf 
Green   Co.,    A.    U.,    97    Warrcu   St., 

New  York. 
Bhelp   Mfg.   Co.,    Henry   11..    Colum- 
bia  Aye.    ft  Randolph   St..    Pbilu. 
Boxes,  Mail 
Uelae   Mfg.    Co..    W.    F.,    GO    Union 

Park  Court,   111. 
Hessler  Co.,   H.    E.,   600   North   Sa- 

Una  St.,  Syracuse.  N.  Y. 
Merrlam  Mfg.  Co..   Durham.  Ct. 
Peck-Bamre  Mfg.   Co..    Berlin,    Wis. 
Beading  Bdw.   Co.,   Rending.    Pa. 
Taylor  A   Boggls  Fdry.    Co..    Clero- 

lan<:^ .  0. 
Boxes,   inter 
liillara    Falls    Co..    28    Warren    St., 

New  York. 
Smith  &  Ilemenway  Co.,  lOS  Duane 

St.,  New   York. 
Tower    ft    Lyon    Co.,    03    Chouiliers 

St.,  New  York. 
Boxea,  Rarnl  Mall 
Ueasler  Co..   H.    E..  500  No.   Salina 

St.,  Syracnae,    N.    Y. 
Peck-Hamre  Mfg.   Co.,   Berlin.   Wis. 
Bosses,   Tin,    Stationers* 
Merrlam   Mfg.   Co..    DurUaui,    Ct. 
Brackets,   Folding 
Orlffln   Mfg.    Co..    Krle.    Pa. 
Stanley  Works,   New  Britain,  Ct. 
Brackets,  Ironlnir  Board 
Rostand   Mfg.    Co.,    Miifurd,    Ct. 
Brackets,  Lamp 
Arcade    Mfg.    Co..    Freeport.    111. 
Reading  llanlware  Co.,  Reading.  Pa. 
Wagner  Mfg.   Co.,    Cedar   Falls.    la. 
Brackets,   Roof 
Wagner  Mfg.   Co.,    Cedar  Falls,   la. 
Brackets,  Shelf 
Atlas   Mfg.    Co..    New   Haven,   Ct. 
Griffln  Mfg.  Co.,  Erie,  Pa. 
Reading  Hardware  Co..  Reading,  Pa. 
Ensself   ft     Erwin     Mfg.   Co.,    New 

Britain.   Ct. 
Stanley  Works.  New  Britain,  Ct. 
Taplln   Mfg.    Co.,    New    Britain.    Ct. 
Brackets,   Shoir  Case 

Nashua  Till  Co.,    Nashua,   N.   H. 
Brackets,  Stair  Rail 
Reading  Hardware  Co.,  Reading,  Pa. 


Brackets,   Steel   Sink 

Hessler  Co.,  II.  B.,  Syracuse,  N.  Y. 
Brass   and   Copper 
IluBsey  &  Co.,  C.  U.,  Pittsburg,  Pa. 
Braslnn:  Plates 
Phil  lips- t^ffltte    Co.,      Penn     Bldg., 
I'hiradelpbla,  Pa. 
BrnalnflT  I*otTder 
Phillliia-LafBtte     Co..     Penn     Bldg., 
Pbiiadelphia.  Pa. 
Bread  Mixers 

Gem  Mfg.  Co.,  Chelsea  Station,  Boa- 
ton,    Mass. 
Landers.   Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Manning,    Bowman   &   Co.,   Mcriden, 

Ct. 
Pritchard-Strong  Co.,   20   Circle  St., 
Rochester,    N.   Y. 
Bread   Toasters 

(See    Toasters.) 
Bricklayers*    Hand    Protect- 
ors 
Excelsior  Implement  Co.,  Troy.N.Y. 
Ilrnllers  <  Smokeless)  'Wire 
Hrldpeport  Wire  Goods  Co.,   Bridge- 
l»ort,   Ct. 
Briioders,  Poultry 
Rfllnlile    Incubator    ft    Brooder   Co., 
Qtiincy.    111. 
Brnslies,    Floor 
MllwHulfce  Dust  less  Brush  Co..   Mil- 
wan  kee.   Wis. 
Brushes.   Paint,  -Btc. 
Gerts-Lnmbard   ft  Co.,   208-210   Ran- 
dolph St..  Chicago,  111. 
Brushes,  Sanitary   Horse 
Milwaukee   Dustless  Brush  Co.,  Mil- 
waukee,   Wis. 
BniidlnflT  Papers 

(See  Paper.) 
Burnishers 

Tuck   Mfg.   Co..   Brockton,  Mass. 
Bushinirs,  Adjnstahle  Pipe 
Armstrong   Mfg.   Co.,    291   Knowlton 
St.,   Bridjrer>ort.  Ct. 
Bnteher  Kni-ves 
Ontario     Knife     Co.,     Frankllnvllle, 
N.    V. 
Bnteher    Sairs 

(See  Rnws.) 
Butts.  Door 

Griffln   Mfg.   Co..   The.   Erie,   Pa. 
Russell    ft    Erwln     Mfg.    Co.,    New 

Britain.   Ct. 
Stanley   Works,   New  Britain,   Ct. 
Yale  ft  Towne  l^Ifg.   Co.,  9-15  Mur- 
ray St..    New   York. 
Cake  Mixers 
Landers,   Frary  ft  Clark.   New   Brit- 
ain, Ct.     " 
PrItcha/d-Strong   Co..   20  Circle  St., 
Rochester.  N.  Y. 
Cake  Turners 

Arcade   Mfg.   Co.,   Freeport,   III. 
Calks,    Boot 
North    ft    Pfelffer    Mfg.    Ck>.,    New 
Britain.    Ct. 
C*n1ks,   Screir  • 

North    ft    Pfelffer    Mfg.    Co.,    New 
Rrltaln,    Ct. 
Calks,  Shoe 
North    ft    Pfelffer    Mfg.    Co.,    New 
Britain.    Ct, 
Calks,  Steei 
North    ft    Pfelffer    Mfg.    Co.,    New 
Britain,    Ct. 
Calipers  and  Dividers 
Lowentraut     Mfg.     Co..      P.,     86-54 

Brenner   St..    Newark,    N.    J. 
Starrett  Co.,  L.  8.,  Atbol,  Mass. 
CnlklnfT 

Estes  ^lills.  Fall  River.   Mass. 
Can  Openers 
Arcade  Mfg.   Co.,   Freeport,   111. 
Rills  Mfg.  Co.,   Tbe,  Milldale.  Ct. 
Lowentraut     Mfg.     Co.,      P..     80^ 

Brenner   St.,    Newark.    N.    J. 
Pritchard-Strong  Co.,   20  Circle  St., 

Rochester,   N.  Y. 
Smith  ft  Hemenway  Co.,  106  Duane 

St.,  New  York. 
Taylor  Mfg.   Co.,   Hartford,  Ct. 
Cans 

(See   Articles.) 
Carhtde  of  Silicon 
Carborundum     Co.,     Niagara     Falls, 
N.   Y. 
Car  bornn  ilom 
Carborundum     Co.,     Niagara     Falls, 

N.   Y. 
Luther   Bros.   Co.,    114  Canrer  Ave., 
Mllwaulsec,    Wis. 


Carhorandvm  Fairer  Jt  Cletli 

~^arbonii ' 
N.  Y. 


CarbomndoiD    Oo. 


Rape 

,     RU 


lagara    Falls, 


Garborandvm  Wkeela 

Carbomndom    Oo.,     Mlasara    Falls, 
N.  Y. 
Carpenter  Aprena 

(See  Aprooa.) 
Carpet  Plna  and  Soeketa 
Turner  ft  Seymour  Mfg.   Co.,   Tor- 

rington,  Ct. 
Carpet   Streteliera 
Hunt,  Belm,  Ferris  ft  Co.,  flarrtrd. 

Carpet  Sweepers 

Blsaell   Carpet  Sweeper  Co.,   Grand 
Mich. 
Tklps  and  Beaters 


Rapids.   Mich. 
arpet  Wb ' 

Andrews  Wire  ft  Iron  Works,  Bock- 


Carn 


ford,   111. 

Ely  Mfg.  Co..  Tbeo.  J.,  Glrard,  Pa. 
Holt  ft  Lyon  Co.,  Tarrytown.  N.  Y. 
Carriers.  Hay 
Myers  ft  Bro..  F.  B.,  Ashland,  O. 
Carriage  Heaters 
Chicago  Flexible  Shaft  Co.,  180  On- 

Urlo  St..  Chicago,   111. 
Standard  Stamping   Co.,   Marysrlllo, 

Ohio. 
Carts,  Hand  and  Barrel 
Myers  ft  Bro.,  F.  ■.,  Ashland*  O. 
Carwers*  Knlwea,  "Wood 
Smith  ft  Hemenway  C6.,  106  Doaas 

St.,  New  York. 
Cases 

(See   Articles.)' 
Caaemeat   'Window    Fasten- 
ers 

(See    Fasteners.) 
Cask  Drawers,  Alarm 

Nashoa  Till   Co.,   Nasbna,   M.   B. 
Casters*  Fnrnltnre 
Clark   Co.,    Geo.    P.,   Tbe,    Windsor 

liocks.   Ct. 
Reading  Hardwars  Co.,  Reading,  Pa. 
Casters,  Rnkker  'Wkeel 
Elastic  Tip  Co.,  870  AtUntle  Ave., 
Boston,   Mass. 
Caak   Reaisters 
Standard     Cash     Register    Co.,     90 
Chestnut    St.,    Walwsh,    Ind. 
Caatinvs,  Malleakle  and 

Steel 
Hammer  ft  Co.,  Branford.  Ct. 
Catehera*  Orasa 
SpMTialty   Mfg.    Oo.,     St.     Antbonj 

Park.  Minn. 
Catclies*  Barm  Door 

Reading  Bardwara  06.,  Boadlns,  Pa. 
Catehes,  Refrfmrator  ^  ^ 
Brass  Goods  Mfg.  Co.,  Breoklyn,N.T. 
Reading  Hardware  Co.,  Reading,  Pa. 
Cateliea,  Screen  Door 
Automatic  Door  Cateh  Co.,   S18  B. 

STth  St^  Chicago.  111. 
Reading  Hardware  Co.,  Beading.  Pa. 
Watroua  Mfg.  Co.,  B.  L.,  Tbe,  Dea. 
Moines,   lows. 
Ckaflna  Dialios 
Buffslo^fg.   Co..  Baffsk>,    N.   Y. 
Manning,  Bowman  ft  Co.,Hariden,Ct. 
Chain 
Bridgeport    Chsln    Co.,    Bridgeport, 

Ct. 
Oneida    Oommnnlty,    Ltd.,    Oneida, 

N.  Y. 
Smith  ft  Egga  Mfg.  Co.,  Bridgeport, 

Ct. 
Tomer  ft  Seymour  Mfg.   Co.,   Tor- 

rlngton,  Ct. 
Woodtaoase  Chatai  Wks.,  Trenton  N.J. 
Chain,    Ante    Antl-Sklddlnig 
Woodbonse  Chain  Wka.,  Trenton  N.J. 
Chain  Blocks 

(See  Blocks.) 
Chain,  Anchor,  Cahle,  Crane 
Woodbouse    Chain     Wka.,     Trenton, 
N.    J. 
Chain,  ConTcyor,  Dredirlnv, 

l»oir 
Woodbouse    Chain     Wka.,    Trenton, 

N.   J. 
Chain,  Jack  and   Safety 
Corbln  Screw  Corp.,  Tbe,  New  Brit- 
ain,   Ct. 
Chain,  Pnmp 

Garland  Not  ft  Rl?ct  Co.,  PIttsbong. 
Pa. 


Mention  Hdrfiw^r^  Dealers'  Magazine  when  corresponding. 
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Cbftllc  Uses 

81lT«r  L«k«   Oo.,   78  Cbaaocey   St.. 

Boaton.  Mmm, 
Cheek  Reni  JLeep 

BmA  Mfs.  Co..  O.  B..  Troj.  N.   T. 
Clierry  fltenee 

RoUmui  Itfj.  Go.,  Uoant  J07.  r&. 
ChiBtBey  Tepa,  Revelrinv 
IWAii  BrcNLt  Streator,  111. 
Cblaela 
New   York  Steel  A  Production  Co., 

Newark,    N.   J. 
Reliance    Bdge    Tool    Co.,    Younga- 
town.  0. 
■ell 


*    Brwln    Mfg.   Co..   New 
BriUln,  Ct. 
Tack  Mfc.  Co.,  Brockton,  Maaa. 
Chtu^lBt  Box 

(See  Box  Openera.) 
Chrletm«e  Tree  Holders 
North  Bros.  Mfg.  Co.,  Philadelphia, 
Pa. 
CliBteay  Coal  and  "Wood 
MaiMtlc  Fnniace  4  Foundij  Co.,  23 

weat  8t^   Huntington.    Ind. 
Cletera  Tope 
Wagner  Mfg.  Co.,  Cedar  Falla,  la. 
Claaapa 

Grand     Baplda     Hand     Screw     Co., 
914  Jefferaon  Are.,  Grand  Baplda, 
Mich. 
Hammer  Jk  Co.,  Branford,  Ct. 
WlUama  Jk  Co.,    J.    H..   Brooklyn, 
N.  Y. 
Cllpperst  Ftnver  Ifail 
Cook  Co.,  B.  C.  The.  Anaonia,  Ct. 
Clipplav  Maenlnee,  Hair 
American  Shearer  Mfg.  Co.,  Naahoa, 

N     H 
Brown   ft  Sharpe  Mfg.    Co..    Provi- 
dence, B«  I. 
Chicago  riexibto  Shaft  Co.,  180  On- 

torio  St.  Chicago,  111. 
Coetea  Clipper  Mfg.  Co..  Worceater, 


Hetchkiaa.    Bdward   S.,    Bridgeport, 

WIebaach  4  Hilger,  Ltd..  9-16  Mur- 
ray St..  New  York. 
Cllpplav  Maehlnee,  Horee 
American  Shearer  Mfg.  Co..  Naahna, 

N    B 
Ohleago  riezlble  Shaft  Co..  180  On- 

tano  St.,  Chicago. 
WIebaach  k  Hllger.  Ltd..  0-16  Mur- 
ray St.,  New  York. 
Cl4>eke 
New  HaTen  Clock  Co.,   New  Hayen, 
Ot 
Clotliee  Bara 

my  Mfg.  Co.,  Theo.  J..  Girard,  Pa. 
Olotliee  Dry-era 
HUl  Dryer  Co..  816  Park  Are..  Wor- 

eeater.  Maaa. 
Putnam.     W.    E.,     13    Cypress    St., 
Worcester.    Mass. 
Clotliee  Liaee 
Columbian  Bope  Co.,  Auburn,  N.  Y. 
■atea  MiUa,  Fall  Birer,  Maaa. 
Samaon  Cordage  Wka.,  Boaton,  Maaa. 
SilTer  Lake   Co.,    78  Chauncey   St., 

Boaton,  Maaa.         , 
Clotliee  Liaee,  "Wire 
Wright  Wira  Co.,  Worcester,  Maaa. 
Ctotliee  "Wrlngrers 
American  Wrlncer  Co.,  The,  N.Y.C. 
Olaacock  Broa.  Mfg.  Co.,Muncte,Ine. 
Coaly  Carrlaiire  Heater** 
Chicago  riezlble  Shaft  Co.,  180  On- 

Urio  St..  Chicago.  III. 
Standard  Stamping  Co.,   MarysTlIle, 
Ohio. 
Coal  Cbatee 
(See  Chutes.) 
Coal  Blevatore 
Oiirord-Wood  Co.,  Hudaon,  N.  Y. 
Coal  Hod* 
Buffalo  Mfg.  Co.,  BnlTalo,   N.  Y. 
Coal  Sieves 
Rice   4   Co..    Lowell.    MasM. 
Coal  Vanea.  Brass 
Buffalo  Mfg.  Co..  Buffalo,  N.  Y. 
Coaster  Brakes 
Corbin  Screw  Corp,  The,  New  Brit- 
ain,  Ct. 
Coaster  Sleds 

(See  Sleds.) 
Coaster  'Wagrons 

(See  Wagons.) 
Coat  and  Hat  Hooks 
(See  Hooks.) 


Coat  Hangrers 

(See  Hangers.) 
Coffee  and  Splee  BltHs 

Arcade  Mfg.  Co.,  Freeport.  111. 
Landers,   Frary  4  Clark,  New  Brit- 

a  In,  (3t. 
Parker  Co.,  (?haa.,  Meriden,  Ct. 
Coffee   Percolators 
Amorlcan  Sllyer  Co.,  Bristol.  Ct. 
Buffalo  Mfg.  Co..  Buffalo,  N.  Y. 
Landers,  Frary  St  Clark,   New  Brit- 
ain, Ct 
Manning,  Bowman  ft  (3o.,  Meriden,Ct. 
Coffee      Percolators,      Auto- 
naatle  Electrie 
American  Silver  (>>..  Briatol,  Ct. 
Coffee  Pots 
Gem  Mfg.  (3o.,  Chelsea  SUtion,  Boa- 
ton,   Masa. 
CoDuactor  Pipe 
Berger    Broa.     CJo.,     231    Arch    St., 
Philadelphia,     Pa. 
Conductor      Pipe      Hangrersy 

Wire 
I  wan  Bros..  Streator,   111. 
Cooktngr   Utensils 
Avery  Stamping  Co.,  Cleveland,  O. 
Cleveland    Stamping     A    Tool    (3o.. 

Cleveland,  O. 
Landers,   Frary  4  Clark,   New  Brit- 
ain. (3t. 
Copper 

(See  Brass  and  (Copper.) 
Copper  Gaskets 
Hnsaey  A  Co..  C.  G.,  Pittsburg,  Pa. 
Motor  Car  Equipment  Co.,  66  War- 
ren St.,  New  York. 
Cordaflre 

Columbian  Bope  Co.,  Auburn,  N.  T. 
Samaon  0>rdage  Wka.,  Boaton,  Maaa. 
Silver  Lake   Co:,    78   Chauncey   St., 

Boaton,  Maaa. 
Cork  8cre%«rs  and  Pnllers 
Arcade  Mfg.  Co.,   Freeport,   111. 
Erie  Specialty  Co.,   Brie,   Pa. 
Gilchrist   Ck>..    The,    280    Bank    St., 

Newark,    N.    J. 
Parker  (^.,  The  C3ias.,  Mertdes.  Ct. 
Smith  4  Hemenway  Co.,  108  Vaun's 

St..  New  York. 
Williamson    Wire    Novelty    Co..    C. 
T.,  66  Badger  Ave..  Newark,  N.  J. 
Corn  Poppers 
MIddletown    Mfg.    Co.,    Middletown, 

O. 
Rice  4  Co.,    Lowell,   Mass. 
Corporation  Cocks 
Walworth  Mfg.  (3o.,  128  Federal  St., 

Boston.  Maaa. 
Cornndnm   mTheels 
Pike  Mfg.  Ck>.,  Pike,  N.  H. 
Cotton  IVaste 

Estea  Mills,  Fall  Blver.  Mass. 
Coi^  Base 
Carpenter-Morton  Co.,  Boston,  Mass. 
Cranes 
Yale  4  Towne  Mfg.   Co..   9  Murray 
St..  New   York. 
Crncibles  , 

Dixon    Crucible    Co.,     Jos.,     Jersey 
City,  N.  J. 
Crncible  Steel 
American    Tube    4    Stamping    (3o., 
Bridgeport,  Ct. 
CaltiT-ators 
Allen    4   Co.,    S.    L.,    Box    1100    H, 

Philadelphia,    Pa. 
Syracuse  Chilled  Plow  Co.,  Syracuse, 
N.   Y. 
Cap  Hooks 
Turner  4   Seymour   Mfg.    0>.,    Tor- 

rington,   Ct. 
Carry  Coukbs 
Advance  Mfg.  Ck>..  Baclne  Junction, 
Wis. 
Cnrtain  and  Screw  Rlngrs 
Turner  4   Seymour   Mfg.    Co.,    Tor- 

rlngton.  Ct. 
Cnspldors 

Buffalo  Mfg.    Co.,    Buffalo,    N.   Y. 
Cutlery 

(See  also  Knives,   Bazors,  Sheara, 
etc.) 
Landers,   Frary  4  Clark,   New  Brit- 

ain,   Ct. 
Nortbfleld  Knife  Co.,  Northfleld.  Ct. 
Norvell-Sbspleigb     Hdw.     Co..      St. 

Louis,    Mo. 
Ontario     Knife     Co.,     Franklinvillo, 

N.   Y. 
Parker  Co..  Chas.,  The,  Meriden,  Ct, 


Smith  4  Hemenway  0>., 

St.,  New  York. 
Cutters 


lOS 


(See  Articles.) 
air     "" 


Dairy  Maekinea 

(See  Artidea.) 
Dampers 

Arcade  Mfg.  Co.,  Freeport,   IB. 
Taylor  4  Boggla  Fdry.   Co.,    " 

land,  O. 
Dask  Rein  Fasteners 

Read  Mfg.  Co..  O.  B.,  Troy.  N.   T. 
Deealeoaaanla  Slyms 

(See  Signs.) 
Denatured  Aleokol 

(See  Alcohol.) 
Dtapkragrms 
Bevere  Rubber  Co.,  77  Bedford  St.. 
Boston,  Maaa. 
IMsk  Mops 

Estea  Mllla.   Fall  River,  lUsa. 
Door  Bells 
(See  Bella.) 
Door  Bolts 

Grlffln  Mfg.  0>..  The,  Brie.  Pa. 
Door  Buttons,  Steel 
Watroua     Mfg.     Co.,    B.     L.,     Dea 
Moinea,   la. 
Door  Catehea 
American  Hardware  Mfg.  Co.,  1908 

Fulton  St.,   Ottawa,   111. 
Watrona     Mfg.     Co.,     B.     L..     Des 
Moinea,   la. 
Door  Claeeks  and  Sprlmn 
Pullman  Mfg.  (3o.,  Bocheater,  N.  T. 
Reading    Hardware    Co.,     Beadlag, 

Buaacll    4    Brwln    Mfg.    Co.,    New 

BrlUin,  Ct. 
Yale  4  Towns  Mfg.  Co..  9  Mnmy 
St..   New  York. 
Door  WULUg^m 
(See  Hangera.) 
Door  Holders 
Superior  Spring  Hinge  Co.,   10  So. 

Clinton  St.  Chicago^  lit 
Reading  Hardware  Co.,  Beadinc,  Pa. 
Door  Knobs 

(See  Locka  and  Knoba.) 
Door  Pulls 

Columbian  Hdwe.  Co.,  (Hevelasd,  O. 
Door  Sprlnirs 
(See   Springs.) 
Door  Strips,  Autoaaatle  Iran 
Wagner  Mfg.   Co..  Cedar  Falls.   la. 
Ilra^^ngr  Knives 
Reliance     Edge    Tool    (te..    Yoongs- 

town,    O. 
Russell    4    Brwln    Mfg.    Co.,     New 
Britain.    Ct. 
Dra-vringr  KnlTes,  Foldimv 
Reliance    Edge    Tool    Co.,    Toosgs- 

town.  O. 
BusscU    4    Brwln    Mfg.    Co.,    New 
Britain,  Ct. 
Drawer  PuUs 
GrifDn  Mfg.  (To., 'The.  Brie.  Pa. 
Reading  Hardware  (3o..  Beadlnff,  Pa. 

Dresslngra 

(See  Articles.) 

Drills,  Hand,  Breast*  ete. 

MlUera   Falla  (}o.,   28   Warm   St^ 

New  York. 
Smith  4  Hemenway  Co.,  106  Dsana 

St.,  New  York. 
Syracuse  TwUt  DriU  Co.,  tM  Qrapa 

St.,  Syracuae,   N.   Y. 
Drills,  Star  and  Pipe 
SUr  Expanaion  Bolt  Co..  147  Csdai 

St.,   New   York. 
Drop   Foririnirs 
Bamea  Co..  Wallace.  The.  BrlatoL  Ct. 
Billinga   4    Spencer    Co..    HartforS, 

Ct. 
Page-Storma      Drop      Forgs      Co., 

Springfield,  Maaa^ 
Winiama   4   Co.,   ^.   H.,    Brooklyn, 
N.  Y. 
Drop   FordnKS,  AutonaoMle 
Page-Storms      Drop      Forga       Oa., 

Springfield,  Maaa. 
Williama  4  O).,   J.    B.,    Broaklyv, 

N.-  Y. 
Dryers 

(See  Articles.) 
Dryinur   StOTes 
Drouve  Co..   O.,   Bridgeport,  Ct. 
Dumb  'Waiters 
(See  Elevators.) 
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Aetna  Powder  Co.,   Chicago,   lit 
Baa-ve  Trough.  Hanjrera 

(Se«  Hangers.) 
Bw  Beaters 

Holt  ft  Lyoa  Co.,  Tarrytown,  N.  Y. 

Taplin  Mfg.  Co.,  The,  New  BriUln, 

Tamer   ft  Seymoar   Mfg.    Co.,   Tor- 
rington,  Ct. 
Bleetrleal  Sappliea      • 
Smltk  ft  Hemenway  Co.,  108  Duane 
St.,   New   York. 
Bleetrle  Cooklnv  and  Heat- 
tmv  Apparataa 
(See  Articles.) 
Bleirator      BSneloanrea      and 

Cabs 
Buffalo  Wire  Wks.  Co.,  Buffalo,  N.Y. 
laidlow-Saylor  Wire  Co.,8t.LoaIa,Uo. 
'Wright  Wire  Co.,  Worcester,  Mass. 
Bleiratore  and  Dnmb  'Wait- 
era 
BatOB  ft  Prince  Co.,  Chicago,  111. 
Bnergy    Elerator  Co.,    214-218   New 

St.,   Philadelphia.   Pa. 
0*N«ill  Bleyator  Co.,  626  Cherry  St., 

Philadelphia,  Pa. 
Union  Blerator  ft  Machine  Co.,  144- 
146  Ontario  St.,  Chicago,.  111. 
Bleiratora.  loe 

Glfford-Wood  Co.,   Hudson.   N.    Y. 
BiMery  IVlieel  Dresaem  •  and 
Cntters 
Warren   Axe  &   Tool   Co.,   Warren, 
Pa. 
BHiery  "Wlteela 

Pike  Mfg.  Co.i.  Pike,  N.  H. 
BstAnseied  Ware 
CleTeland  Stamping  ft  Tool  Co.,  The, 
CleTeland.   0. 
BisAnaele 

(See  Paints.) 
Baentclieon  Pine 

(See  Pins.)         . 
BxpanaloB  Bolt* 
McCabe  Hanger  Mfg.  Ck>.,  The,   82S 

West  aoth  St..  New  York. 
Star  Bzpansion  Bolt  Co.,  1st  and  2d 
Sta.,   Bayonne,    N.   J. 
BxtenflloB  Rods 
Turner  ft  Seymour  Mfg.   (3o.,   Tor^ 


rlngtpn,  Ct. 
re  Bea  * 


BjreBendera 

(See  Benders.) 

F*»etorj  Trnolu 
(See  Tnjeks.) 

l«^aifc«»   Bleetrlc   and    W^ater 
Bates  ft  Bro.  Co.,  The  D.   L.,  Day- 
ton,   O. 

Wmrtnlnm  Implement* 

(See  Agricultural  Implemento.) 

Varna  Gates 
(See  Gates.) 

Kaetenersy    Caaement    Wln- 

Ires  Co.,  The  H.  B.,  New  Haven,  Ct. 
Psuitenera,  Corrnjrated 

Acme  Steel  Goods  Co.,  Chicago,  111. 
Psuitenera,  Saab 
Ires  0>.,  H.  B.,  New  Haven,  Ct. 
Watrous     Mfg.     (^.,     E.     L.,     Dcs 
Moines,  la. 
Paneeta.  Brans 
Landers,  Prary  ft  Clark,  New  Brit- 
ain, Conn. 
Smith  ft  Heroenway  Co.,  106  Duaoe 

St.,  New  York. 
Walworth  Mfg.  (X>.,  128  Federal  St., 
Boston,    Mass. 
Faveetfl,  Iron 
North  Bros.  Mfg.  Co..  Philadelphia, 

Pa. 
Walworth  Mfg.  Co..  128  Federal  St., 
Beaton.  Mass. 
Fan«eta,  Molaaaea  and  Var- 

ntab 
Parker  Co.,  Chas.,  The,  Merlden,  Ct. 
Fan«eta,  Wooden 
•  Sommer's  Sons,  John,  866-866  Central 
ATe.p   Newark.   N.  J. 

Fenne  Stretebera 

(See  Wire  Stretchers.) 
Fenee  Tool  (Combination) 
Bonner  Mfg.   Co.»  C.  E..   Chrisman, 

Fenelnir,  Iron 

Bnterprlse    Poundry    ft    Fence    Co., 

Indianapolis,  Ind. 
Feneinir,  W^Ire 
(Hinton    Wire    Cloth    Co.,    Clinton, 

Mass. 


Enterprise  Foundry  ft  Fence  Co.,''In- 

dlanapnlls,    Ind. 
Eureka  Fence  Mfg.   Co.,   Richmond, 

Ind. 
Keystone  Steel  ft  Wire  Co.,  Peoria, 

111. 
New  Jersey  Wire   Cloth  Co.,   Tren- 
ton. N.  J. 
WHght  Wire  Co..   Worcester,  Mass. 
Ptiea  and  Raapa 
Nicholson  File  Co.,  Providence,  R.  I. 
Russell    ft    Brwln    Mfg.    Co.,    New 
Britain,  Ct. 
Ftltera,  W^ater 
Buffalo  Mfg.  Co.,   Buffalo.   N.  Y. 
I^nn  Filter  Mfg.  Co.,  Cincinnati;  0. 
Flnirer  Nail   Clippera 

(Soe  CUpners.)  ' 
Fireleas   Cookers 
Davis   Mfg.    Co.,    Lansing,    Mich. 
Hallock  Flreless  Cooker  Co.,   Grand 

Rapids,    Mich. 
Kahn  Flreless   Cooker  Co.,   35  Con- 
gress St.,    Boston,    Maas. 
Fireplace  Gooda 
Rostand  Mfg.   Co.,   Mllford,  Ct. 
Fire  Doora 
Ck>bum  Trolley  Track  Mfg.  Co.,  Hol- 

yoke.    Mass. 
Fire  Pota 

Clayton    ft   Lambert    Mfg.    Co.,    De- 
troit.  Mich. 
Fire  Hoae 
Revere  Rubber  Co.,  77  Bedford  St., 
Bostnn,    Maifs. 
Flab  BTeta.  Landinir 
Boss    Net   Co.,    147   So.    Clinton   St., 
Chicago,    III. 
Flsbinir  Tackle 
Martin's  Sons,  E.  J.,  1^  Ivlngflsber 
St..   RockvlUe.  Ct. 
Flablnjg  Tackle  Boxes 

Merriam  Mfg.   Co..   Durham,   Ct. 
Fire  and  Ten-Cent  Oooda 
Biltler    Bros.,    New    York,    Chicsgo, 

St.   Loul«i   and    Minneapolis. 
Franklin   Specialty   Co.,   811   Cherry 
St..  Reading.  Pa. 
FIxtnres,  Electric  Marbt 

Novelty  Mfg.  Co.,  Waterbury,  Ct. 
Files,  Spinners,  etc. 

(See    Artilicial    Bait.) 
Floor  Scrapers 

(See   Scrapers.) 
Floor  Hinges 
(See  Hinges.) 
Flower-Bed  Guards 
Wright  Wire  Co.,  Worcester,   Mass. 
Fine  Stops 
Andrews  Wire  ft  Iron  Wks.,   Rock- 
ford,    111. 
Clark  Mfg.  Co..  J.  L..  Rockfonl.  III. 
Holt  ft  Lyon  Co.,  Tarry  town,  N.  Y. 
Fine  Tblmble 

Weber-Klrch  Mfg.    Co.,   Keokuk,   la. 
Fly  Killers 
Somers,    Harold,    149    DeKalb   Ave., 
Brooklyn,   N.   Y. 
Fly  Killers.  IVlre 

Rigelnw.   J.    P..   Worcester.   Mass. 
Football  Supplies 
Draper   ft   Maynard    Co..    Plymoalh, 
N.    H. 
Food  Cboppers 
Dana  Mfg.  Co..  Cincinnati.  O. 
Landers.   Frary  ft  Clark,   New  Ttrit- 

ain,   Ct. 
Rollman  Mfg.  Co.,  Mnnnt  Joy,  Pn. 
Russell    ft    Erwin    Mfg.    Co,    Xmw 
Britain,  Ct. 
Foot  Presses 
(See  Presses.) 
Force  l*nmps  or   Caps 

(See  Rubber.) 
Forks 

(See   Agricnltnral  Implements.) 
Foundry    Riddles 

Wright  Wire  Co.,  Worcester,  Mass. 
Fonntains,  Iron 
Mott    Iron    Wks.,    The    J.    L.,    Sth 
Ave.  and  17th  St..   New  York. 
Fruit  Jar  Rinjgs 

(See  Rubber.) 
Fruit  Presses 
(See  Presses.) 
Furnaces 

(See  Soldering  Furnaces  and  Qas 
Furnaces. ) 
Furniture  Trimmings 

American  Ring  Co.,   Waterbury.  Ct. 
Game  Traps 
Abingdon  Trap  Co.,  The,  Abingdon, 
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Oneida    Community,    Ltd.,     Oneida, 

N.  Y. 
Garbaare  Cans 
Arrow  Can  Co.,  36  Warren  St.,  New 

York. 
Gem     Mfg.     Co.,     Chelsea    Stotion, 

Boston,   Mass. 
Garden  Hose 
Buckley    Rubber    Co.,    J.     W.,    «8 

Warren  St.,  New  York. 
Myers  ft  Bro.,  F.  B.,  Ashland,  O. 
Revere  Rubber  Co..  Boston,  Mass. 
Gardep  Tools 
Arcade  Mfg.  Co.,  Freeport,  111. 
Cronk  ft  Carrier  Mfg.   (3o.,   Elmlra, 

N,   Y. 

Garment  Hanarera 

(See  Hangers.) 
Gaa  Farnacea 

Chicago  Flexible  Shaft  Co.,  180  On- 
tario St.,  Chicago.  111. 
Gaa  Heatera 
Turner   ft  Seymour  Mfg.    Co.,   Tor- 

rington,  Ct. 
Gaa  Iiampa,  Inrerted 

(See  Lamps.) 
Gaa  Pliera 

(See  Pliers.) 
Gaaketa 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston,   Mass. 

Gatea,  Steel  Fram« 

Keystone  Steel  ft  Wlrs  Co.,  Psorla, 

Gau^ea 

Chapin-Stevena  0>..    Pins    Meadow, 

Ct. 
WlUiams  ft   Co.,    J.   H..    Brooklyn, 

N.  Y. 
Ganve,  Sbinale 
Wsgner  Mfg.  (>o..  Cedar  Falls,  la. 
Gernfticide 

(See  Cow  Ease.) 
Glaaa  Cnttera 
Smith  ft  Hemenway  Oo.,  lOt  Daaos 

St..    New  York.  ,.*' 

Glass  Cnttinir  Boarda 
Lnfkin  Rule  (3o.,  Saginaw.  Mich. 
Glaaa  Sbelrea 

Novelty  Mfg.  Co.,  Waterbvry,  Ct. 
Glovea,  Baaeball,  ete. 
Draper-Maynard  Co.,  Plymouth,  N.H. 
Gonfga 

(See  Bells.) 
Glue 
Carpenter-Morton    Co.,    77    Sodbary 

St.,  Boston,  Mass. 
Hewitt  ft  Bros.,  C.  B..  48  Beskmas 

St.,   New   York. 
Gopber  'Trapa 
Abingdon  Trap  Co.,  The,  Atatngdea, 

111. 
Gouffea 
Reliance    Edge    Tool    Co.,    Yooags- 
town.  O. 
Grapbite 
Dixon     Crucible    (3o.,     Jos.,    Jerssy 

City,   N.  J. 
Grass  Catcbers 

(See  Catchers.) 
Grass  Hooka 
North   Wayne  Tool   (^.,   HaUowsU, 
Me. 
Graaa  Sbeara  . 

(See  Shears.) 
Greaae 

(See  Articles.) 
Greaae  Cnpa 

(See  Lubricating  Appliances.) 
Griddlea 
Advance  Mfg.  (^.,  Racine  Jancttoa, 

Wis. 
Grindera 

(See  Lawn  Mower  Grinders.) 
Grindinir  'Wbeela 
Carborundum  (^.,  Niagara  Falls.  N.T. 
Luther  Bros.   (^..  114  Carver  Ave., 
MUwaukee,    Wis. 


Co.,  206  ■.  Walaat  St., 


Pike  Mfg.  Co.,  Pike,  N.  B. 

Royal  Mfg.  Co.,  3 —  ■ 

Lancaster,  Pa. 
Grindatone  Fixtarea 

Reading  Hardware  Co.,  Reading,  Pa. 
Grindatonea 

Clpveland  Stone  0>.,  (neveland,  O. 
Grindatonea,  Bieyela 

Cleveland   Stone   (}o.,   ClevslaBd,   O. 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 
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Vn%w  Hdw.   Co..  Tbrriofton,   Ct. 
Qmmm 
UarriBftoB    4   Blcbardt   Amu   Co., 

SS  Park  Ave.,  WorcMter,  IUm. 
BopUiifl    ft   AlteD    Amw   Co.,    TIm. 

l>Bgt.  B.,  Norwich.  Ct. 
Hunter  Anna  Co.,   86   Hubbard   St., 

rnltOD,   N.   Y. 
JotmaoB'a   Arma    ft    Cycla     Worka, 

lT«r,  rttefaborff.  Maaa. 
Parfcar  Oo^  Chaa.,  Tbe,  Herlden,  Ct. 
flavaga   Arma  Co.,   666  Taraar  St., 

Dttea,  M.  Y. 
StaTana  Arma  ft  Tool  Co..  J..  Chlco- 

paa  Palla,  Maaa. 
Three- Barrel    Guo    Co.,     Box     1035. 

MoundavUle.    W.    Va. 
Union  Vira  Arms  Co..  The  S80  An- 
lMimdale»   Toledo,   0. 
H«Ak  Bmum 
<8aa  flawa.) 
Hair  OUppen 

(Sea  CUpplnf  liachlnea.) 
HaHa«  Fasteners 
Bridgeport    Chain    Co.,    Brldgapart, 

Ct. 
HaniHaer  Haadles 
_  (Sea  Handlea.) 
HaaanaerM,  Orop 
Bllllnca   ft   Spencer   Co.,    Hartfoid, 

Ct. 
MerrlU  Broa..  Ifaapeth,  N.   Y. 

Arnuir^ISf.  cS^rrreeoort.  Ill, 
BllUnia  ftlpencer  Co..  Hartford  Ct 
Central  Hdw.  Co.,  Pblladolphla,  Pa. 
PrankllA  Spacialtj  Co..  Eeadinf,  Pa. 
Bobertaon,    Arthur    R..    144    OUver 


St.,  Boaton,  Ifaw. 
naaiiaars,  Mavaet 
Bimaca  ft  Spencer  Co.,  1 


,, _  -^  Hartford,  Ct. 

Bobertaon,  Arthar  B.,  144  OUrer  St., 
Boaton,  Ifaaa. 
naaaatars,  Klakal  Plated 
Pranklln  Speeialt7  Co.,   811  Charrj 

St..   Beaolnf,  ra. 
Pritchard-Stniiis  Opm  The,  tt  (nrda 
St..  Bocfaaater.  N.  Y. 
Haaa  Cars,  Boira' 
Olaacock  Broa.  Mfs.  Co..Mnacle,Ind. 
Wabaah   Mfg.   Co.,    Wabaab,    lod. 
HaadeaSs* 


(See  PoUee  SqppUaa) 
aaaadlesv  Tool 
Smith  ft  Hemanway  (3o.,  106  Dnane 


St.,  New  York. 
Tock  Hfg.  Co.,  Brockton,  Uaaa. 
Haadles,  "Woodea 

Bartwell    Broa.,    Chtcafo    Helffhta, 

Haad  Sore^iro 

(See  Screwa.) 
Haasrerfu  Bara  Door 

(Mmm    Trolley    Track     llfg.     Co.. 

Holjoke.  llaaa. 
Orlfln  Mff.  Co.,  The,  Brie,  Pa. 
Baat,  Helm,  Farria  ft  Co.,  Harrard, 

ni. 

BcCaba  Hancar  Mfg.  Co.,  826  W. 
S6th  St..   New  York. 

Mjera  ft  Bro..  P.  B..  Aahland.  O. 

Beading  Hardware  Co..  Reading,  Pa. 
Haasrers,   Coat*   Foldian 

Pollman  Mfc.  Co.,  Bocbeater,  N.  Y. 
HaaKors,  BaTO  Troaab 

Berger  Broa.  Co.,  281  Arch  St., 
Philadelphia,  Pa. 

Holbrook  Mfg.  (3o.,   The,  Attleboro, 


Haavers,  Fire  Door 

Cobom    Trolley    Track    Mfg.     Co., 
Holjoke.  Maaa. 


Oriflin  Mff^  Co.,  The,  Brie,  Pa. 
McCaba   Hanger  Mfg.   C       — 
2Bth  St..  New  York. 


Mfg.   Co.,   826   W. 


^    m»nu    0b.,    c^vw     AvrK. 

Mjera  ft  Bro..  P.  B..  Aahland,  O. 
Haasrersr  Garment 

Ooerta    ft    Co.,     276    Morris    Ave, 

Newark.   N.   J. 
TapUa  Mfg.  Co.,  New  BrtUIn,  Ct. 
Wright  Wire  Co..  Worceater,  Maaa. 
Haasrers*  Hoase  Door 
Arcade  Mrg.  Co.,  Freeport,  111. 
Chicaga  Spring  Batt  (3o..  Chicago. 
Oobam    Trolley     Track     Mfg.    (^., 

Holyoke,  Maaa. 
McOaba  Hanger   Mfg.  Co.,  826  W. 

88th  St..   New  York. 
Prooty  Co.,  T.  C,  Albion,  Mich. 
Haasrera.  Sash 
Watrooa    Mfg.     Co.,     B.     L.,     Dea 

Molnaa,  la. 


Uanvera,    Screen    and  AVIn- 
dow 

Pheulx   Mfg.   Co,.   Miln-aukce.    Wis. 
Ilardivare  Joubern 
Botler    Broa.,    Now    York,    Chicaeo. 

St.  Loala  and  Minneapolis. 
Norrell-Sbaplelgh     Ildw.     Co,,     St. 

Lonla,  Mo. 
nardvrare        Manafaeturem* 

AareatM 
Smith    ft    Hemenway    Co..     108-110 

Duane  St.,  New  York. 
Wiebaach  ft  Hilcer,  Ltd.,  015  Mur- 
ray St..  New  York. 
Ilarmonleae 

Jlobner.   M.,   475   Broadway,   N.Y.C. 
llarnees  Dreaslns 
Frank    MUler    Co.,    The,    394    Went 
26th   St..   New   York. 
Haraenn  Snaps 
Covert  Mfg.  Co.,  Troy,  N.  Y. 
Beading  Hardware  Co..  Reading.  Pa. 
Harness  Straps 
(^Tert  Mfg.   Co..   Troy.   N.   Y. 


Hasps  and  Staples 

"  IfBn  Mfg.    ' 

Reading  ^rdware  O)..  Ucadlng.  Pa. 


Griffin  Mfg.   Co.,  Tbe.   Erie.   Pa. 


Uatehets 

(See  Axes  and   Datcbvts.) 
Bar   Knives 

Ely  Mfg.  Co.,  Tbeo.  J..  G Irani.  Pa. 
I  wan  Broa..  Strcator,  111. 
Haylngr  Tools 
Hunt,  Helm,  Ferrla  ft  0>.,  llarrard, 

111. 
Myaia  ft  Bro.,  F.  E..  Ashland,  O. 
Heaters 

(Sea  Artidea.) 
nedflre  Trlnftmers 
Kampfa   Broa.,    8    Rcade    St..    New 

York. 
North    Wayne   Tool   Co.,    Ilallowell, 

Me. 
Heel  Plates 
Oriffln  Mfg.   Co.,  Erie,   Pa. 
Root  Broa.   Ck).,  Plymoutb,  O. 
Hlnfpes,  BHnd  and  Onte 
Parker  (To..  Chaa.,  The,  Murideo,  Ct. 
Hlnjres,  Box 

Acme  Steel  Goods  Co..  Chicago,   111. 
Hinges,  Floor 
Bommer  Broa..  Brooklyn,  N.   Y. 
Colombian  Hdw.  Co.,  Cleveland,  O. 
Lawson   Mfg.   Co.,   40  Dearborn   St., 

Chicago.    III. 
Prouty  Co.-  Ltd.,  T.  C, Albion, Mich. 
Shelby  Spring  Hinge  Cn..  8iiel(»y,  U. 
SUndard   Mfs.    Co.,    Shelby,    O. 
Superior  Spring  Hinge  Co.,    123  So. 

Clinton  St.,   Chicago,    111. 
Hlnsres,  Jamb 
Bommor    Bros.,     255    Classon    Avo., 

Brooklyn,    N.    Y. 
Lawson   Mfc.   Co.,   40   Dearborn   St., 
(Chicago,    111. 
Hlnsres,  Sprinfr 
Bommer  Bros.,  Brooklyn,  N.   Y. 
Chicago   Spring    Butt    Co.,    Chicago, 

(Columbian  Hdw.   Co.,   ClcTeland,    O. 
Hunt,  Helm,  Ferris  ft  Co.,   Harvard. 

III. 
Shelby  Spring  Hinge  Co.,  Shelby,  O. 
Hinges,  Strap  and  T 
Griffin  Mfg.  Co.,  Erie,  Pa. 
Stanley  Works,  New  Britain,  Ct. 
Hlnjges.  IVlndomr  and  Screen 
Arcade  Mfg.   Co.,   Freeport,   III. 
Hip  Rein  Sapportera 

Read  Mfg.  Co.,   0.  B.,  Troy.  N.   Y. 
Hltehlns  Rlnflrs,  Bxpanstou 
McCabe   Hanser   Mfg.    Co.,   325   W. 

25th    St..    New   York. 
Hoes 

(See  Agricnicnral  Implements.) 
Hoists,  Cbaln 
Yale  ft  Towne  Mfg.    Co.,  9  Murray 
St.,  New  York. 
Hoists,  Electric 
Yale  &  Towne  Mfg.  Co..   9  Murray 
St.,   New  York. 
Hollow  "Ware 
Avery  Stamping  Co.,  Cleveland.  O. 
Cleveland     Stamping    ft    Tool    Co., 
Clev«'land.  O. 
Hooks,  Delt 
Bristol  Co.,  Waterbury,  Ct. 


Hooks.  Coat  and  Hat 

.Vilas  Mfg.  Co.,  New  Haven,  (X 
(.ItHTtz     &    Co..     276     Morria     .\tp  . 

Nowark,    N.    .f. 
Wright  Wire  Co.,  W^orceater,   Maaa 
WiUiamaon  Wire  Novelty  Co.,  C  T., 

56  Badger  Ave..  Newark,  N.  J. 
Hooks,  Conductor 
Berger    Broa.     Co.,    231      Arch     St., 

PblUdclphla.   Pa. 
I\van*Broa.,  Strcator,  IB. 
Hooks,    Hoaldinic 
Williamson  Wire  Nov.  Co..  M  Bad- 
ger Ave..  Newark.   N.   J. 
Hooks,  Safety  Ladder 
Taplln  Mfg.  Co..  New  Britain,  CL 
Hooks,  Wall  and  Woodwork 
CiwrtR     Sc    Co.,     276     Morris     aN*. 
Newark,    N.    J. 
Horse  Mowers 
Cbadbom  ft  Coldwell  Mfg.  Co.,  New- 

bargh,  N.  Y. 
Coldwell    Lawn    Mower     Ca.     New- 
burgh.    N.    Y. 
Horseshoe  NaUs 

(See  Nails.) 
Horse  Pokes 

Ely  Mfg.  Co..  Theo.  J..  Girard.  Pa. 
Horse  Tall  Bands  aiid  Tie« 
Read  Mfg.   Co.,  O.   B..  Tr«y.   K.  Y. 
Iloae 

(.See  Garden  and  l«'lre  Hoac.) 
Hose  Nosslos 

&Uera  &  Bru.,  F.   B..  Aahland,  O. 
Hose  Racks 
Specialty     Mfg.     Co..     St.     Anthony 

Park,   Minn. 
House  Numbers 
Turner   ft   Seymour   Mfg.    Ca.,    Tbe. 

Torrington,  Ct. 
Hnskers 

Smith  ft  Da  via,  Amea,  la. 
Hydrants 
Mycra  ft  Bro.,  F.  E.,  Aahland,  O. 

Hydrnultc  Presses 

Wutt'rbury-Farrel  Foundry  ft  Madx. 
Co.,   Waterbury.   Ct. 

Ice  Chisels 

Gildirlat    Co..    The.    236    Bank    St.. 

Nvvark.   N.  J. 

Ice  Cream  Freesers 

Dana  Mfg.  Co..  Chidnnati,  O. 
North  Broa.  Mfg.  Co.,  Pbila,  Pa. 
Ice  Picks 
Arcade  Mfg.  Co.,  Freeport.  IB. 
Erie  Specialty  Co.,  Brie.  Pa. 
Fruukliu  Siivcialty  Co.,  Beading.  Pa. 
Gifford -Wood   Co..    Hudson,    nT  Y.; 

Arlington.    Mama. 
Gilchrist    Co.,    The.    236    Bank    St.. 

Newark,   N.  J. 
Pritchard-Strong  Co..   28  Circle  St.. 
Rochester.    N.   Y. 
Ice  Tools 
Arcade  Mfg.  Co..  Freeport,  III. 
Gifford* Wood   Co..    Hudson,    N.    Y.; 

Arlington,   Maaa. 
Insect  Powder 
Hammond,     B.,     Fiahklll-on-Hndaoo, 
N.    Y, 
InsnIntinir  Paper 

(See  Paper.) 
Iron  Stands 

Franklin   Specialty   Co.,    311    Cherry 
St..   Reading,  Pa. 
Jacks 
Covert  Mfg.  Co.,  Troy.   N.  Y. 
Myors  ft  Bro.,  F.   B.,  Aahland,  O. 
Jookey  Stick 

i:iy  Mfg.  Co.,  Theo.  J..  Oiraid,  Pa. 
Joist  Hansrers 
Columbian  Hdw.   Co.,   Cleveland,   O. 
Kettle  Scrapers 

(See  Scrapera.) 
Key  Rlaars 

Smith  ft  Egga  Mfg.  Co.,  Bridgeport, 
Ct. 
i  Smith  ft  Hemenway  Co.,  108  Doane 
St..  New  York. 
Williamaon   Wire    Novelty    Co.,    66 
Badger  Ave.,   Newark,   N.  J. 
Kick  Plates 
Griffin  Mfg.  Co..  Erie,   Pa. 
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Roadlng  Ildw.  Co.,  Reading,  Pa. 
Ruasell    &    Erwlu    Mfff.     Co.,     Ncw 

BritAln,  Gt. 
Yale  &  TowiM  Mfff.   Co.,  0   Murray 
8L.  New  York. 
Kitchen  IT^arc,  IVlre 
Bridgeport  Wire  Gouda  Co.,  Bridge- 
port, Conn. 
Knife  BlankH 
(See  Blanka.) 
■  Knives 

(See    Butcher,     Mincing.     Tocket. 
etc.) 
Ontario     Knife     Co.,     FrnnklinvlUo, 
N.    Y. 
Knobs,  Repair 
Pritcbard-Strong  Co.,  29  Circle  St., 
Rochester,   N.  Y. 
Krant  Gnttern 
Atkins   &   Ck>.,    E.   C,    IndlnnnpoUs. 
Ind. 
Ladder*,    Lons    and    Bxten- 
■Ion 
Berger.    L.    !»..    r»0    North    2d    St.. 
Philadelphia.   Pa. 
ladders,  Rolllnsr  Shelf 
Bicycle    Step    Ladder    Co.,    05    Ran- 
dolph St.,  Chicago.  Til. 
Cohurn     Trolley     Track     Blfg.     Co., 

Holyoke,  Mass. 
Myers  ft  Bro..  K.  B..  Ashland.  O. 
itaddern*  Step 
Smith  A  Son,  F..  Clinton,  la. 
Lamps 

Hammer  A  0>..  Branford,  Ct. 
Lamps,  Antoniobile 
Ham  Mfg.  Co.,  C.  T.,  Rochester, N.Y. 
Motor  Car  Eqalpraent  Co.,  65   War- 
ren St.,   New  York. 
Lamps,   Drlvlnir 
Ham  Mfg.  Co.,  C.  T.,  Rochester. N.Y. 
Lamps.  Inverted   Gas 
Ramsdell    Inverted   Lamp  Co.,   The, 
1123  Broadway.   N.    Y. 
Lanaps.   Motor  Cycle 
Motor  (Jar  Equipment  Co.,   55  War- 
ren  St.,   New   York. 
I<anterns 
Ham    Mfg.    Co.,    G.    T.,    Rochester, 

N.    Y. 
Prltchard-Strong  Co.,   29  Circle  St.. 
Rochester,  N.  Y. 
Latch,  Barn  Door 
Wagner  Mfg.   Co.,   Cedar  Falls,    la. 
Latches 

Peck-Hamre  Mfg.   Co.,   Tbo,  Berlin. 
Wis. 
Lathlngr,  Tirire 
Baffslo  Wire  Wks.  Co..RufraIo.  N.Y. 
CllBtOD     Wlr«    Cloth     Co..    Clinton. 

Mass. 
Lndlow-Saylor   Wire    Co..    The.    St. 
Loals,  Mo. 
Laivn  Fnrnltnre 
Bnffalo  Wire  Wks.  Co.. Buffalo.  N.Y. 
Lavrn  Ovar<ls 

Wright  Wire  Co..  Worcester,  Blass. 
La^rn  Movrer  Grinder 
Coldwell    Lawn    Mower    Co.,     New- 

hnrgh.  N.  Y. 
Boot  Bros.    Co.,  The.   Plymouth,  O. 
Lavm  Moivers 
Chadbom  4  (^Idwell  Mfg.  Co..  New- 

borgh,  N.  Y. 
Coldwell    Lawn    Mower    Co.,    New- 

barch,   N.    Y. 
Pblladelpbia  Lawn  Mower  Co..  Phil- 
adelphia.  Pa. 
Reading  Hdw.  Co..  Reading.  Pa. 
Worcester   Lawn   Mower    Co.,    Wor- 
-  cester.  Mass. 
Lairn  Sprlnlclern 
Novelty  Mfg.  (3o.,   Watorbury,  Ct. 
Specialty     Mfg.     Co..     St.     Anthony 

Park.  Minn. 
Standard  Stamping  Co.,   BfarysTllle, 

Olilo. 
Turner  4   Seymour   Bffg.    Co.,   The, 

Torrington.  Ct. 
La^rn  SirtnorN 
Myers  &  Bro..  F.  E..  Ashland,  O. 
La^rn   Trimmers 

(See  Grass  Tplmniors.) 
Leather  Goods,  Sportlnir 
Draper  ft    Maynard    Co.,    Plymouth. 
N*  B* 
l^moB  Sqveesers 
Arcade  Mfg^  Co..  Freeport.  III. 
Brie    Specialty    Co..    Erie.    Pa. 


Gilchrist    Co.,    The,    23G    Bank    St., 

Ncu-ark,    N.   J. 
Landers.   Frary  A  Clark.  New  Brit- 
ain,  (:t. 
Parker  &  Co.,  Chas.,  Meriden,  Ct 
Somnier's  Son.  John.   Newark.  N.  J. 
l^evels 

liaker-McMIllen  Co..  The.  Akron.  0. 
Cbopln-Stepheus  Co.,    Pine   Meadow, 

Ct. 
Darls  *  Cook.  Watortown,  N.  Y. 
Stanley  Rule  &  Level  Co..  New  Brit- 
ain,   Ct. 
Tower  &  Lyon  Co.,  9S  Chambers  St.. 

Now    York. 
liiiK-htlnflT  Systems 
ConaoUdated    Gaa    &    Electric    Co., 

Chicago.  111. 
Ev(MToadv  Gas  Co.,  I^ko  and  Curtis 

Sts..    Chicago.    111. 
Lines 

(See   Articles.) 
Locks  and  Knobs,  Door 
Reading  Hdw.  Co.,   Reading,. Pa. 
Kussell    &    Erwlu    Mfg.    Co.,    New 

Britain,   Ct. 
Taylor  A   Boggla   Pdry.    Co.,  Clers- 

land.  O. 
Yale  A,  Towne  Mfg.  Co.,   0  Murray 
St..  New  York. 
Ijocks.  Box 

Acme  Steel  Goods  Co.,  Chicago,  III. 
Looks,    Unit 

RuBsoU    A    Erwin    Mfg.    Co.,    New 
Britain.   Ct. 
Lockers.  IVlre 
Clinton  Wire  Cloth  Co.. Clinton. Mass. 
Liidlow-Saylor  Wire  Co..   St.   Loals, 

Mo. 
Wright  Wire  Co.,  Worcester,  Mass. 
liOKtulns  Tools 
Wnrron    Axe    A   Tool   Co.,    Warren. 

Pa. 
Lnbrlcants 

(See  also  Oil.) 
DI.Ton    Crucible     Co.,     Jos.,     Jersey 

City,   N.  J. 
Lnnch   Kits.   Ante  Tonrlnv 
Motor  Car  Bgulproent  Co..  55  War- 
ren St.,  New  York. 
Machinery 
Waterbury-Farrel   Foundry  A  Msch. 
Co.,  Waterburr.  Ct. 
machinists'  Tools 
nilllnga  A  Spencer  (^o..  nartford,Ct. 
Drown    A    Sharpe    Mfg.    Co.,    Pro?l- 

dcnee,    R.   J. 
Starrett  Co.,  L.  S.,  Athol.  Mass. 
Williams   A  Co..   J.    H.,    Brooklyn, 

N.   Y. 
Mail  Boxes 

(Soe  Boxes.) 
Manicnre  Goods 
Cook  Co.,   H.   C,   Tbe,   Anaonia,  Ct. 
Smith  A  Heraenway  Co..  108  Doane 
St.,   New  York. 
Manners 

(See  Stable  Fixtures.) 
Mantels 
1  ronton  Wood  Mantel  0>..  fronton,  0. 
Mannfactnrers'  Aflrents 

(See  Hardware.) 
Match  Safes 
Pnfralo  Mfg.   Co..  Buffalo,   N.    Y. 
Smith  A  Hemcnway  Co.,  108  Dnane 
St..   New  York. 
Mats,  Flexible  Steel 

Acme  Steel  Oooda  Co.,  Chtt^ago.   HL 
Mats,  Rubber 
(See    Rubber.) 
Mats.  IVlre 

Clinton    Wire    Cloth    Co..    Clinton, 
Mass. 
Meat  Choppers 

(See  Food  Choppers.) 
Metal  Celllnsrs 

(See  CelUngs.) 
Metnl  Novelties 
Cook  Co..   H.   C.  The.   Ansonla.   Ct. 
Norelty  Mfg.  Co..  Waterbury.  Ct. 
Metal  Polish 
(See  Pollah.) 
Metals,  Kmbossed 

Norelty  Mfg.  Co..  Waterbory.  Ct. 
MeCals,  Perforated 
Clinton     Wire     Cloth     (>)..    Clinton. 

Mass. 
Novelty  Mfg.  Co..  Waterbury,  Ct. 
Micrometers 
Starrett  Co..  L.  S..  Athol.  Mass. 
Milk  and  Cream  Testers 
American   Hardware  Mfg.  Co.,   1208 
Fultoo  St..  OtUwa,  IIU 


Mlnelnig  KalTes 
Arcade  Mfg.  Co.,  Freeport,  lU. 
Smith  A  Hemenway  Co.,  106  Dnsns 

St.,  New  York. 
Mirrors,  Adjastahla 

NoTelty  Mfg.  Co..  Waterbsty,  Ct. 
Miter  Boxes 
(See  Boxes.) 
Moiders'  Tools 
Dobson.  Wn.,  Canastots,  N.  T. 
Mop  wringers 
Dana  Mfg.  Co.,  Cincinnati,  O. 
Bagle  Cooperage  Wks.,  Clrcieyllls.O. 
Blj  Mfg.  Co.,  Theo.  J..  Olrard,  Ps. 
Gilchrist   Co.,    The,    886   Bank    BL, 

Newark.   N.  J. 
White  Mop  Wringsr  Co.,  Foltonrllto, 

N.  Y. 
Mops 

Arcade  Mfg.  Co.,  Freeport,  III. 
Eagle  Cooperage  Wks.«  Clrelerllle,  O. 
Bstea  MilV  raU  River,  Maaa. 
Motor  Cars 

(See  Aatomoblles.) 
Motor  Cyele   Suppliea 
Motor  Oar  Bqnlpment  Co.,  66  War- 
ren St.,   New  York. 
Motors,  Bleetrle 
Bates  A  Bro.  Co.,  D.  L.,  The.  Day- 
ton, O. 
Motors,  Water 
Bates  A  Bro.  Co.,  D.  L.,  The.  Day- 
ton, O. 
LIppincott.  W.  M.  A  I.  Dept.,  New- 
ark, N.  J. 
Mouldlna  Hooks 
Forsyth  Mfg.  Co.,   806  Terrace  8t, 

Bnffalo,   N,  Y. 
WllUamaon    Wire  Not.   Co..  O;   T., 
66  Badger  Ave.,  Newark,  M.  J. 
Monse  Traps 
Abingdon  Trap  Co.,  The,  Abingdoo, 

Animal  Trap  Co.,  LlUts,  Pa. 
Hotchklas,  B.  8.,  9ridgeport,  Ct 
Movrers 

Nail  Clips 

Bridgeport     Hardware     Mfg.     Co., 
Bridgeport,  Ct 
III.  Chaa.,  878  _ 
Smith  A  Bemenwaj, 

St,  New  York. 
Tower   A   I^n    Co..    60    Chambera 

St.  New  York. 
Nail  Sets 
Syncoae  Twist  DriU  Co.,  684  Gnpe 

St,  Syracoae,  N.   T. 
Tnck  Mfg.  Co.,  Brockton,  Mats. 
Nails 

Corbin  Screw  Corp..  The,  New  Brit- 
ain.  Ct 
Nails,  Copper 

Hnssey  *  Co.,  0.  O.,  Plttsbnrff,  Pa. 
Nails*  Horseslioa 
WIebascta  A  Hllger,  Ltd..  6-10  Miir- 

Nails,  Pietvre 

Turner  A  Seymoar  Mfg.  Co..   Tbe, 

Torrlnfton.   Ot. 
Nails,  Rubber  Head 
Blaatlc  Tip  Co.,  870  Attantle  Ave., 

""-^  -    Mar- 


Morrill,  Chaa.,  878  Broadway,  N.  T. 
y,  106-110  Doane 


Nails*  upbolstery 

Turner  A  Seymour  Mfg.  Ce.,  The, 

Torrington.  Ct 
Nails,  Wire 
Keystone  Steel  A  WIbs  Co.,  Paorlt, 

Townsend  Co.,  C.  C.  A  B.  P.,  NtW 

Brighton.  Pa. 
Neelc  Rein  Holders 

Read  Mfg.  Co..  O.  B,  Troy,  N.  Y. 
Needles,  Maebiae 
Bxcelalor   Supply    Co..    238-87    Ban- 
dolph  St.,  Chicago.  111. 
Nippers 

(See  Pllera  and  Nippon.) 
Nnt  Craekera 

Arcade  Mfg.  C6.,  Preeport  111. 
Nnts 

(See  Bolta  and  Nuta.) 
Odometers,   Speed  Reoister- 

Insr 
Bell    Odometer    Wks..     The.     Oak* 
mont.    Pa. 
Oil,  Axle 

Miller  Co..  Frank.  340  W.  aoth  8t, 
New  York. 


Oil  Cans*  Spont  and  Faaaet 
Wall    Mfg.    Sup  -      -        -        -- 
gheny.  Pa. 


Supply    Co.,    P.,    AUe- 
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Oil  0«»s 

(8m  LabrlettlBf  ApplUoces.) 
Oll«rs 
AflMiicta,  Tate    Jk    Stemptnc    Co. 

Bridgvport,   Ct 
Bmaimer  4  Co.,  Bnoford.  Ct. 
UMjg»    City    Mfg.    Co.,    Monmoath, 

WaU   Itfr    Sopply    Co.,    Ps..    AUe- 

Oiiera,  Foree  Pvmp 

Blooner:  B.  B.,  KelthaMrg.  111. 
fiftple  City  Mfr  :Co..  lionmoutb.IU. 
Oil,  Lnbrl««ttitK 
Bzeelfior   Sappbr   Co.,    233-87    Ban- 

dolph  8t.,  Chfeafo,  111. 
Threo-in-One  Oil  Co.,  42  Brotdway, 

Now   York. 
Oil  stones 

Carteraodam  Co.,  Niagara  Falla.N.T 
Niagara  Oil  Stone  Co..  North  Tona- 

wanda,  N.  T. 
Plka  Hfff.  Co..  Pike,  N.  H. 
Oil  Stores 

(See  Storea.) 
Optieal  Goods 
ManaMe.    L.,   88  Madlaon  St.,    Chi- 

(See  Babter.) 
Pttdloelu 

Mnier  Lock  Co.,  PktladelphU,  Pa. 
Bnaaell    *    Brwln    Mfg.    Co.,    New 

Brttotn.  Ct. 
Tale  Jk  Towne  Mfg.   Co..  9  Murray 
St.,  New  Tork. 
PaiUi,  Dalrr 
Prltcterd-StroDg  Co.,  n  Circle  St., 

Boeheeter,  N.  T. 
Pails,  Dinner 
Prftdiard-Stnnig  Co.,  »  Circle  St.. 

Becheater.   N.   T. 
Paint,  Asphalt 
StoweU  Mfg.  Co.,  Jerwy  City,  N.  J. 
Paint  Bmsbes 
(See  Bniataea.) 
Paint  RenoT'er 

(See  Vamleh  BemoTer.) 
Paint,  Slliea  GrapMte 
Dtzon    Cmclble    Co..     Joe.,     Jcraey 

City.  N.  J. 
Paint.  Wail  CoaMngr 
Alabaatlne  Co.,  Grand  Baplda.  Mlcb. 
Paints,  Bnanielii,  ete. 
Carpenter-Morton    0>.,    77    Sndbuty 

St.,  Boaton.   Maia. 
Hammond,    B..     Flabkill-on-nudaon, 

N.  r. 
Marttn-Senoar  Co.,  Tbe.  SSI 4  Qnarry 

St,  Chicago. 
Papers,  Bnildinv  and  Roof- 
»sr 

Barrett  Mfg.   Co.,   New   Tork. 
Hewitt  ft  Bros.,  C.  B.,  48  Beekman 
St.,  New  Tork. 
Paper,  Hard^irare  Wrappt nir 
Hewitt  ft  Broa.,  C.  B..  48  Beekman 
St.,  New  Tork. 
Parina  Kntres 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,  New  Tork. 
Pastes  Po'irder 
Bqyt.  Artbar  8.,  W.  Broadway  and 

Ctemtera  St.,  New  Tork. 
Patents    -m 
Peek,  Hubert  B..  6»  P  St.,  Waah- 
IngtoB.  D.  C. 
PaTomentv  Filler 
Barrett  Mfg.  0>.,   New  Tork. 
Pencil    Points,    Rnfrra^era* 
(3artet«nduid  Od.,  Niagara  PaU8,N.T. 
Perforated  Metal 

(Sea.  Metala.) 
Pietnre  Cord  Wire 
Turner  ft  Seymour   Mfg.    Co..    The, 

Torrlngton,    Ct. 
Wright  Wire  Co..  Worcester.  Mase. 
Pietnre  HookM 
Turner  ft   Seymour  Mfg.   (^..   The, 

TorHngton,  Ct. 
Pietnre  Knobs 
Turner  ft  Seymour  Mfg.    (3o.,   Tbe, 

Torrlngton,  Ct. 
Pins,  Bsfsntebeon 
Corbin  Screw  Corp.,  The,   New  Brit- 
ain,   Ct. 
Turner  ft   Seymour  Mfg.   Co..  The, 

Torrlngton,  Ct. 
Pipe  Cntters 
Bamet  Tool  Co.,  New  Haven,  CX. 
Walworth  Mfg.  Co.,  128  Federal  St., 
Boaton.  Maae. 


Pipe  Hangers,  Steel 

(See  Hanaera.^ 
Pipe  Hoolcs  and  Straps 
Berger  Broa.   Co.,  2S1-237  Arch  St., 
Philadelphia.  Pa. 
Pipe  Stocks  and  Dies 
Walworth  Mfg.  Co.,  128  Federal  St., 
•Boaton.   Maae. 
Pipe     Taps,     Reamers     and 

Walworth  Mfg.  Co..  128  Federal  St., 

Boaton.    Maaa. 
Pipe  Vises 
Walworth  Mfg.  Co.,  128  Federal  St. 

Boaton,  Man. 
WiUiama  ft   Co.,   J.    H.,    Brooklyn, 

N.   T. 
Pistols 

(See  also  BerolTera.) 
J<^naon'e     Arma    ft     Cycle    Worka, 

Ivor.  Fitchburg,  Maaa. 
Steyene  Arma  ft  Tool  (3o.,  J.,  (^co- 
pee  Falls,  Mass. 
PItcli 

Barrett  Mfg.  Co.,   New  Tork. 
Planes 
Chapin-Stephena  Co.,   Pine  Meadow, 

Ct. 
Stanley    Bule    ft    Lerel    Co.,    New 

Britain,   Ct. 
Tower  ft  Lyon  Co.,  95  CHiamters  St., 

New  Tork. 
Plate  Cleaners 
Lasher  Mfg.  Co..  Darenport,  la. 
Plated   ware,  Niekel 

(Knires  and  Forks. i 
Union  (Cutlery  ft  Hardware  Co.,  Vu 

looTllle.  Ct. 
Plated  W^are,  Silver 

(Kniyea  and   Forka.) 
Union  (Cutlery  ft  Hdw.  Co.,   Union- 

Tllle.  Ct. 
Plated  "Ware,  Silver 
American  SlWer  0>.,  Brlatol,  (X 
Associated  Silver  Co..   182-108  Lake 

St.,  Chicago,  111. 
International    Silver    0>.,    Meriden, 

Ct. 
Oneida    Cummnntty,    Ltd..    Oneida, 

N.  T. 
Pliers  and  Nippers 
BlUingi    ft   Spencer    Co.,    Hartford, 

Ct. 
Bonner  Mfg.   Co.,  C.   B.,   Chrlaman. 

111. 
Cronk  ft  Carrier  Mfg.   Co.,   Elmlra, 

N.  T. 
Lowentraut     Mfg.     0>.,     P..     36-54 

Brenner  St.,  Newark,  N.  J. 
Morrll.    Chaa.,    275   Broadway.    New 

York. 
Smith  ft  Hemenway  (}o..  188  Duane 

St..  New  York. 
Schollhom  Co.,    Wm.,    New    Haren, 

Ct. 
Utica  Drop  Forge  ft  Tool  (3o..  Utlca, 

N.  Y. 
Ploi^s 
Syracuse    Chilled    Plow    Co.,    Syra- 

cuae.   N.   Y. 
Plumb  Bolts 

Beading  Hard  were  Co..  Beading,  Pa. 
Starrett  Co.,   Ll   8..   A  thai.  Mass. 
Tower  ft  Lyon  (3o.,  05  Cbambera  St., 

New  York. 
Plumbers'  Brass  Goods 
Landera,  Frary  ft  Clark.  New  Brit- 
ain. <^t. 
Plumbers*    Tools 
Lowentraut     Mfg.     Co.,     P.,     36-54 

Brenner  St.,    Newark,    N.  J. 
Pocket  Knives 
Northfleld   Knife   (3o.,    Northfle1d,Ct. 
Wiebusch  ft  Hllger,  Ltd.,  0  Murray 

St..   New  York. 
Police  Supplies 
Tower  ft  Lyon  O).,  88  Chambers  St., 

Npw  York. 
Polish,  Stove 
Bliick    Silk     Store     Polish     Worka, 

Sterling.    HI. 
Dixon    Crucible     (}o.,     loa.,     Jersey 

Cltj,  N.  J. 
Porcelain  Knobs 
Turner   ft   Seymour  Mfg.   Co.,    Tbe, 

Torrlngton,    Ct. 
Pont  Hole  DImers 

(See  Augers.) 
Pot  Covers.  Kttclien 
Lasher  Mfg.  0>.,  Davenport,   la. 
Pot  Stands 
Franklin    Specialty  Co.,   Sll   Cherry 

St..    Beading.    Pa. 


CUatoa, 


Ponltrr  NetUnv 

Clinton    Win    Cloth    Oo., 

Mass. 
Lodlow-Saylor  Wire  Co.,   8t. 

Mo. 
New  Jersey  Wire  Ctoth  Co..  Tnm- 

ton,    N.   J. 
Wright  Wire  Co.,' Woreaster.  llaaa. 
Powder 
Aetna    Powder    Co.,    The,    Chicago. 

III. 
Presses,  Meat  and  Frait 
Brie  Specialty  Co.,  Bria,  Pa. 

PmniufT  Shears 

(See  Sheata.) 
Prr  Bar  and  If  ail  Pnller 
Bonner  Mfg.   Co.,  C.   B..   '^    ' 
IlL 
Pumps 

Myera  ft  Bro.,  F.  B.,  AahUnd,  a 
Punebes,  Belt 
Bemla   ft    CaU    Hdw.    ft  Tool    Co., 

Springfield,   Maaa. 
Lowentraut,     Mfg.     Co.,     P..     30^54 

Brenner  St.,  Newark,   N.  J. 
Schollhom  Co..  Wm..  New  HavpR,Ct. 
Smith    ft    Egge    Mfg.    (3o.»    Bridge- 
port, CL 
Pnncbes,  Condnetors* 
Bridgeport    Hardwan    Cow, 

port,   Ct. 
Lowentraut,     Mfa.     Co.,     P..     SS-M 

Brenner  St.,  Newark.    N.   J. 
Schollhom   (3o..    Wm.,    New   Uaeeu. 
Punebes,  Hand 
Morrill,  cniaa.,  276  Broadway,  N.  T. 
Pusb  Carts 
Sjracuae    ChlUed    Plow    Co.,    Slna- 

cuse,  N.  Y. 
Pusb  Plates 

Griffin  Mfg.  Co..  The,  Brie.  Pa. 
Puttr  Knives 
Smith  ft  Hemenway  Co..  188  Doaae 

St..  New  York. 
Rake,  Self-Cleantnir 
Cronk  ft  Carrier  Mfg.  Co.,  The,  Bl- 
Rakes 
Cronk  ft  Carrier  Mfg.  Co..  BsUra. 

N.  Y. 
Ranges 

(See  StOTSs.) 
Ratebet  DriUs 
BlUlnga  ft  Spencer  <3o..  Hartford.Ct. 
Ratebet     n[pe     Stoelcft     and 

Dies 
Walworth  Mfg.  Co.,  128  Fisderal  St. 

Boatoo,  Maaa. 
Rat  Traps 
Abingdon  Trap  (To.,  The,  AMsgdes, 

Hotcbklss.   B.   S..  Bridgepoct,  Ct. 
Oneida    (Jommnnity,    Ltd.,    OnoMa, 

N.    Y. 
Smith  ft  Bgge  Mfg.  Co.,  Brldpeport. 

Ct, 
Worceater  Wire   NoTelty   0>.,    Can 

ton.    q. 
Rasor  Blade  Holder 

(See  Baser  Stroppera,  Safety.) 
Rsuor  Guards 
Weiss,    L.    T.,    297    Taaffe    Place, 

Brooklrn,  N.  Y. 
Rasor  Hones 
Carborandum     Co.,     The,      Niagara 

Falla,  N.   Y. 
Droeacber.    S.    B.,    79    Warren    St., 

New  York. 
Niagara   Oil  Stone  0>..    North  Tm- 

awanda,   N.  Y. 
Pike  Mff.   Co.,   Pike.   N.  H. 
Rasor  Stropper,  Safetr 
A,    B.    Mfg.    Ck).,    Worcester.    Maw. 
Bestgen  ft  Co..  J.  O.,    161  Sosunec 

St.,  Boston,  Maas. 
ZInn,     Bdward,     670     Hudson     St.. 

New   York. 
Rasor  Strops 

Kampfe  Bros..  8  Beade  St..  N.  T. 
Eddy  Mfg.  (>>..   Woreeater,  Maaa. 
Hasors 
Droeacber,    S.    B.,    79   Warren    St.. 

New  York. 
Smith  ft  Hemenway  Co..  108  Dsaae 

St.,   New  York. 
Rasors,  Corn 
American    Safety     Baser    0>.,    320 

Broadway.  New  York. 
Kampfe  Bma..   8  Beade  St.,   N.    T. 
Raaors,  Safetr 
American     Safety     Baaor    Co.,    S90 

Broadway,   N,   I. 
AutcStrop   Safety    Baser   (3o.,   S4G 

Broadway,    New   York. 
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Oem  Cutlery  Co.*  34  Reaoe  m..  New 

York. 
K«mpfe  Broi.t  8  Beede  8t,  N.  T. 
"Werd   Safety   Baior   Co.,   T61   Star 
Bldg.»  Chicago. 
SCeamera 
Brown   4   Sbarpe  Mfg.    Co.,    Prorl- 

dence,  R.  1. 
Tuck  Mfg.  Co^  Brockton,  Maaa. 
ReeordlBir  iBstruHactBta 

Briatol  Co.,  Waterlmry,  Ot. 
Reels 

(See  riabiiMp  Reela.) 
St,efrlirerator   Basket 
Burlington    Baaket   Co.,   Burlington, 
la. 
Refrlflferator  Drip  Pan 
Oem     Mfg.     Co.,     Gheliea    Station, 
Boston,   Ifaaa. 
Itefrlverator  TrlaamlnvH 
Arcade  Mff.  Co..   Freeport.   IlL 
Braae    Oooda    BCfg.    Co.,    Brooklyn, 
N.  r. 
Reirlat^n^  "Wall  and  Floor 
Berger.  h.  D.,   »  No.  Second  St.. 
PhiladeliAla,   Pa. 
Iteloadlav  Tools 

Union  Hdw.  Co.,  Torrlngton,  Ot. 
RoTolTors 
Harrtnaton  ft  Bichardaon  Anna  Co., 
822  Park  Are.,  Woreeater,   Maaa. 
Hopkina  ft  Allen  Anna  Co.,   Dapt. 

B,  Norwich.  Ct. 
Johnaon'a  Anna  ft  Cycle  Wka.,  Ivar, 
168  BiTer  St.,  Fitcbburg,  llaaa. 
RoTolvlBv  Cases,  Hardware 
American   Bolt   ft   Screw   Case   Co., 
Dayton,   O. 
RldUes 

(See  Screena.)  (Foundry  Riddles.) 
Rifles 
Hamilton  Blfle  Co.,  Plymouth,  Hleh. 
Hopkina  ft  Allen  Arms  Co.,  Bept.  B, 

Norwich,  Ct. 
SaTage  Anna  Co.,   808  Turner  St., 

Utica,  N.   Y. 
Stevena  Arms  ft  Tool  Co..  J.,  Ghlco- 
pee   Falla,   Mass. 
Rivet  Maebtaes 

Watarhnry-Farrel   Fdry.   ft   Machine 
^,ds.,  Waterbury.  Ct. 
RlTetlBff  Macblnea 

Iloot  Bros.  Co.,  The,  Plymouth.  0. 
RlTetlair  Maehlaes,  Hand 
Smith, Mfg.   Co.,  F.   H.,   48  and  BO 
^^flt  Jobn'a  Court,  Chicago,  111. 

darland    Nut    ft    Blret   Co.,    Pitts- 

burg,    Pa. 
Lowentraat,     Mfr.     Ck>.,     P.,    86-84 

Brenner  St.,  Newark,   N.  J. 
Townaend  Co^  0.  0.  ft  ■.  P..  New 

Brighton.  Fa. 
Roller  Skates 
-   <See  Skatea.) 
Roof  Coatlnir,  Aspbalt 

Stowell  Mfg.  Co.,  Jersey  City,  N.  J. 
Rooflngr  Felts 
Barrett  Mfg.    Co..   New  York. 
Stowell  Mfg.  Co.,  Jersey  City.  N.  J. 
Union    Fibre    Co.,    30    Fibre     Ave., 
Winona,   Minn. 
Rooflaa  Paper 
_   (See  Paper.) 
Rooflnjr.  Slate 
Jobnaon   C^.,   B.  J.,   88   Park   Row. 

New  York. 
Rooflniirs,  Prepared 
Barrett  Mfg.  Co.,  New  York. 
^^^*^h^P>^    North    2d    St., 

Philadelphia,   Pa. 
Stow^l  Mfg.  Co.,  Jersey  City.  N.  J. 
Rope 

(See  Cordage.) 
Robber  Frott  Jar  RIaivh 
Buckley  Rubber  Co.,  J.  W.,  68  War- 
ren St.,  New  York. 
Rubber  Force  Gaps 
Buckley  Bubber  Co.,  J.>  W.,  69  War- 
ren St.,  New  York. 
Blaatlc  Tip  Co.,  370  Atlantic  Are., 
Boston,  Mass. 
Rvbber  Goods,  Mecbaaleal 
Revere  Rubber  Co.,  77  Bedford  St., 
Boston,    Maaa. 
Robber  Mats 

Buckley  Bubber  (^..  J.  W.,  69  War- 
ren St.  New  York. 
Berere  Robber  Co.,  77  Bedford  St., 
_  Boston,   Mass. 
Robber  Mattlnir 
Buckley  Bubber  Co.,  J.  W.,  69  War- 
ren St..  New  York. 


Elastic  Tip  Co.,  870  AtUntic  Ato., 
Boston,   Maas. 
Robber  Paekiav 
Buckley  Bubber  Co..  J.  W.,  88  War- 
ren St.,  New  York. 
Reycre  Rubber  (^..  77  Bedford,  St., 

Boaton.   Maas, 
Robber      Tips,      Caao      and 

Croteb 
Elastic  Tip  Co.,  870  AtUntic  Ats., 
Boaton,  Maaa. 
Robber  Tips*  Slotted  Sere^ir 
Elaatic  Tip  Co.,  870  Atlantic  Atc., 

Boaton.  Mass. 
Robber   Toblnv 
ReTere  Rubber  Co.,  77  Bedtord  St., 

Boston.  Maaa. 
Roles 
CSiapin-Stephena  Co.,   Pine  Meadow. 

Oheaterman    ft    €•„    Ltd.,    Jamea, 
SbefBeld,  Bug. 

Lnfkln  Bole  <5o.,  Saginaw.  Mich. 

Stanley    Rnle    ft    Level    Co.,    Now 
Britain.  Ct. 

Wiebuscb  ft  Hllaer,  Ltd.,  8-16  Mur- 
ray St.,  New  York. 
Sad  Irons,  Asbestos 

Dover  Mfg.  Co.,  (}anal  Dover,  O. 

■    "^-  Ras 


Sai^s,    Key  bole 
Bridgeport      Hdw.    Mfg.    (3o.,    The, 
Bridgeport.    Ct. 
Scales 

Landera,  Frary  ft  Clark,  New  Brit- 
ain, Ct. 
Osgood  Scale  Co.,  Blnghamton,  N.Y. 
PeloQze    Scale    ft   Mfg.    Co..    405-13 

Ohio  St..   Chicago.    111. 
Reading  Hdw.  (3o..  Reading,  Pa. 
Scissors 

(See  Shears.) 
Scissors  Grinder 
Buck,  y.  P.,  82  Lincoln  St.,  Boston, 


ssrers 


Safety 

(See  Baaora.) 
Salamanders 
Droove  (3o.,  O.,  Bridgeport,  Ct. 
Sand  Paper 

(See  Emery  PaperO 
(See  Carborundum  Paper  ft  Cloth.) 
Sasb  Balances 
Pullman  Mfg.  Co.,  Bocheater,  N.  Y. 
Sasb  Cbalns 
Bridgeport    Chain    (3o.,    Bridgeport, 

Ct. 
Oneida  Community  Co.,  Oneida, N.Y. 
Smith  ft  Bgge  Mfg.  0>.,  Bridgeport, 

<3t. 
Sasb   Cord 

Eatea  Milla,  Pall  Btver.  Maaa. 
Samaon  Cordage  Wka., Boaton,  Maaa. 
Silver  Lake  Co.,  78  (^bauncey  St., 

Boston,  Maaa. 
Saab  Fasteners 
(See  Faatener^.) 
Sasb  Hangrers 


(See  Hangers.) 
Sasb  L"^* 


Lifts. 

(Columbian  Hdw.  Co.,  Cleveland,  0. 
GrifBn  Mfg.  Co.,  The,  Brie,  Pa. 
Sasb  Locks 

Ivea  Co.,  H.  B.,  New  Haven,  Ct. 
Reading  Hdw.  Co.,  Reeding,  Pa. 
RusselT  ft    Brwin    Mfg.    Co.,    New 

Britain,   Ct. 
Shelby  Spring  Hinge  (3o.,  Shelby,  O. 
Taylor  Mfg.  Co.,  Hartford.  Ct 
Yale  ft  Towne  Mfg.  Co.,  8  Murray 

St..  New  York. 
Sasb  Pnlleys 
Reading  Hdw.  Co..  Reading,  Pa. 
Rn^aelf  ft    Erwln    Mfg.    Co.,    New 

Britain.  Ct. 
Saw  Clamp 
Smith  &  Hemenway  (^.,  106  Duane 

St..  New  York. 
Tower    ft    Lyon    Co.,    88    Chambeia 

St..    New   York. 
Sai^  Handles.  Cross-Cot 
Ely  Mfg.  Co.,  Tlieo.  J.,  Glrard,  Pa. 
Saw  Jointer 
Pike  Mfg.  Co..  Pike.  N.  H. 
Saw  Sets  and  Tools 
Atkins,   E.    C,   ft  O).,   IndianapoUa, 

Ind. 
Lowentraut     Mfg.     Co.,     P.,     88-64 

Brenner   St.,    Newark,    N.    J. 
Morrill,  CbmB.,  276  Broadway, N.Y.O. 
Smith  ft  Hemenway  Co.,  108  Duane 

St.,   New   York. 
Sawing       Maohlnes       (Hand 

and  Foot  Poi^er) 
Ramea  Tool  C^.,  New  Haven,  Ct. 
Saws,  Hack 
Atklna,    E.  C,   ft  0>.,   Indianapolis, 

Ind. 
Central  Hdw.  Co.,  Philadelphia,  Pa. 
Millers    Falls    (To.,    28    Warren    St., 

New  York. 
Union  Hnrdwsre  Co.,  Torrlngton,  Ct. 
Saws,  Hand,  etc. 
Atklna,    E.   C,   ft  (3o.,   Indianapolis, 

Ind. 
Norvell-Sbaplelgh      Hardware      Co., 

St.  Ix>ul8.  Mo. 
SImonds  Mfg.  Co.,  Fltchburg,  Maaa. 
Saws,  Ice 
Olfford-Wood   Co.,  Hudeon,   N.  Y. 


Scrapers,  Floor  and  Cabinet 

Fox  Mfg.  Co.,  186  Second  St.,  Mil- 
waukee, Wis. 
Scrapers,  Foot 

Beading  Hdw.  Co.,  Reading,  Pa. 
Screen  and  Wlndoi^  Hanvc 

(See  Hangera.) 
Screens,  Coal,  Sand,  etc. 

Buffalo  Wire  Wka.  (^.,  Buffalo, N.Y. 

Clinton    Wire    Cloth     (?o..   Clinton, 
Mass. 

Lodlow-Saylor  Wire  Co.,  St.  Louis, 
Mo. 

New  Jersey  Wire  Cloth  Co.,  Tren- 
ton, N.  J. 

Wright  Wire  Co.,  Worcester,  Maaa. 
Screw  Drivers 

Arcade   Mfg.    Co.,    Freeport,    111. 

Billinga  ft  Spencer  Co.,  The.  Hart- 
ford, Ct. 

Bridgeport     Hardware     Mfg.     Gsw, 
Bridgeport,   Ct. 

North  Bros.  Mfg.  Co.,  Phila.,  P^ 

Russell    ft    Erwin    Mfg.    Co.,    New 
BriUin,  Ot. 

Stanley    Rule    ft    Level    (3o.,    New 
Britain,  Ct. 

Tower  ft  Lyon  Co.,  86  CSiambers  St., 
New  York. 

Tuck  Mfg.  Co.,  Brockton.   Mass. 
Serein  Hacblne  Prodnets   to 
1  In.  Diameter 

Bamea  (3o.,  Wallace,  The. 
Screw^  Polleys 

Turner  ft  Seymour   Mfg.   Co.,   The, 

Torrlngton,   Ct. 
Screws.  Coacb  and  Lajr 

Corbln  Screw  Corp.,  The,  New  Brit- 
ain, Ct. 

McCabe   Hanger   Mfg.   Co.,   826  W. 

26th  St..   New  York. 
Screws.  Hand  and  Bencb 

Chapin-Stephens  Ck>.,   Pine  Meadow, 

Grand     Bapids     Hand     Screw     Oow, 
014  Jefferson  Ave.,  Grand  Raplda, 
Mich. 
Reading  Hsrdware  Co.,  Reading,  Pa. 
Screws,   Macblne   and   Cap 
Corbln  Screw  Corp.,  The,  New  Brit- 
ain, Ct. 
McCabe   Hanger   Mfg.   Co.,   828  W. 

26tta  St.,   New  York. 
Scre^rs.  Set 

Corbln  Screw  Corp.,  The,  New  Brit- 
ain, Ct. 
Scrolls    and    "Wasbers,    Stop 

Bead 
Ivea  Co.,  The  H.  B.,  New  Haven,  Ct. 
Screi^B,  "Wood 

Corbln  Screw  Corp.,   The,   New  Brit- 
ain,  Ct. 
Parker  (3o.,  Chss.,  The,  Meriden,  Ct. 
Scribes,  Timber 
Bemls   ft    Call    Hdw.    ft    Tool    Co., 

Springfield,   Mass. 
Soytbes 
North   Wayne  Tool   (3o.,    Hallowell, 

Me.  

Scytbe     Stones     and    fVbot* 

stones 
Carborundum  Co.,  Niagara  Fal]a,N.Y. 
Cleveland   Stone  Co.,   CHeveland,    O. 
Pike  Mfg.  Ck>..   Pike.  N.  H. 
Seallnir  Maeblnes,  Package 
Reliable    Qnm    Tape    Co.,    496   Bast 
134tb   St.,   New  York. 
Separators,  Dairy  Creaos 
American  Hardware  Mfg.  Co.,   1808 

Fulton  St.,  Ottnwa,  III. 
SevrlnK  Machines 
Standard  Sewing  Machine  Co.,  6412 

Cedar    Ave.,     Cleveland,    0. 
Sbarpeners 

(See  Articles.) 
Shears  and  Scissors 
Atlas  Shear  Co.,   Bridgeport,  Ct. 
Bridgeport     Hardware     Mfg.     Co., 
Bridgeport,  Ct. 


Mention  Hardware  Dealers'  Magazine  when  corresponding. 


Digitized  by 


Google 


1332 


I 

BUYERS'  REFERENCE  TO  ADVERTISEMENTS         June,  im       I 


Hetnlsch't    Sons    Co.,    R.,    Newark. 

N.  J.  ,  - 

Wlebosch  ft  Hllser,  Ltd.,  9  Mnmj 

St.,    New    York. 
Wlu  ft  Sons  Co.,  J..  Newark,  N.  J. 
Shear*,  GroiMii 
Smith  ft  Hemenway  Co 
St..   New  York. 
Shears,  Pmniaii: 
Cronk  ft  Carrier  llfg.   Co.,   Blmira, 

N.    Y. 
Wiebutch  ft  Rilffer,  Ltd.,  9  Mamj 
St.,  New  York. 
Shears,  Sheep 

Chlcato  Flexible  Shaft  Co.,  ISO  On- 
tario St.,  Chicago.   Ill, 
Smith  ft  Uemenwaj  Co.,  108  Daane 

St..   New   York. 
WlebiiM-h  ft  Uiiscr,  Ltd..  0  Unrnj 
St.,    New    York. 
Sheet  Metal  Specialties 
Bridgeport  Wire  Uoods  Co.,   Bridge- 
port, Ct. 
Shelf  Doses 
(Bee   Boxes.) 
Shelf  l«adders 
(Boe  Ladders.) 
Shellac    Bleachers 
Berry   Bros..    Ltd..    Detroit.   Mich. 
ShelvlnflTf  Hardware 
Warren   Mfg.    Co..    J.    D..    Chicago, 
III. 
Shiniirle  Oavse 

(See  Uauses.) 
Shoe  Holder  and   Polisher 


Soiderene  Sticks,  Alamiaam  StoTa  Lasta,  Self  Shlata« 

Solderens  Co.,  58  State  St.,  »— *~      -• — --    -    -^--    -       —  r« 
Mass. 


Soldarlnc  Coppers 

dendennin  Bros.,  Baltimore.  Md. 

108  Doane    Soiderlav     Faraaee*     Kero- 
sene- 
Barnes  Tool  Co.,  Hew  HsTen.  Ct, 
Soldering  Faraaces 
Clayton  ft   Lambert   Mfg.   Co.,   De- 
troit,  Mich. 
Soldering  Sets 
Arcade  Mfg.   Co..  Preeport.   HL 
Spark  Qaards,  Wire 
Bnff  -    —      —    '  -      - 


Crosbj   ft    Co..    Detroit, 
Stove  PolUh 


Amerlc9n  Hardware  Mfg.   Co..   1200    Springs 
rnltoD  St.,  Ottawa,  in  


iffaio  Wire  Wks.  Cq^  Buffalo,  N.Y 
Spoke  ShaTes 
Stanley    Hole 
Britain,  Ct. 
Spooas  aad  Forka 

(See  Plated  Ware.) 
Spoons,  Tinned 
Atlas  Mfg.  Co..  New  BsTen,  Ct. 
Sporting  Goods 
Cycle  Skate  ft  Sporting  Goods  Co.. 

87  Park  St.  New  York. 
Draper^Maynard       Co.,       Plymovtli, 
N.  H. 

Sprartajg  Maehlaes 

Myers  ft  Bro.,  F.  ■.,  Ashland,  O. 
Standard  Stamping  Oo..Mai7STllle,  O. 
SpHnic  Hiaices 

(See  Hinges.) 


(See  Polish.) 
Stove  Tracks 
^    (See  Tracks.) 
Stoves 

Bibb  Stove  Co.,  B.  e.,  101-100  Ucht 
St.,    Baltimore,    Md. 
Stoves,  Alcohol  Vapor 
Lipplncott.    W,   M.   I.    1.   Co.,    New- 
ark. N.  J. 
Manning,   Bowman   ft  (3o.,    Merldm. 

Ct. 
Stoves,  Oil  aad  GasaUae 
Taylor   ft   Bogrl'   fdy.   Co.,    CIcTe. 
O. 


Shoe  Lasts  and  Jtaads 

Boot  Bros.   Co.,   The,    Plymouth,  O. 
Shot  Gans 

(See  Gans.) 
Shovels,  Spades  and  Scoops 

Ayery   Stamping  Co.,   CleTeland,   O. 
Shovr  Cases  ^ 

-  Grand    Ilaplda   Fixtures   Co..    Grand 
Rapids.   Mich. 

aulncy  Show  Case  Co.,  Qulncy,   111. 
eves 

(Sec   Article «.) 
Slarns,  Decalcomanla 
Merercord    Co.,    The,     Chamber    of 
Commerce.  Chicago.  111. 
SilveriTare 

(See   Plated   Ware.) 
Sink  Brnshes,  Wire 
Bigelow.  J.   r.,   Worcester.  Mass. 
Sink  Cleaners 
Bridgeport  Wire  Goods  Co..  Bridge- 
port. Ct. 
Sink  Strainers 
(See   Strainers.) 
Skate  Sharpeners 
Smith  ft  Hemenway  Co.,  108  Doane 
St.,   New  York. 
Skates,  Ice 
Barney  ft  Berry.  Springfield,  Mass. 
Lowentraut     Mfe.      Co.,      P.,     86-54 

Brenner   St.,    Newark,    N.   J. 
Union  Hdw.  Co..  Torrington,  Ct. 
Wlnalow   Skate    Mfg.    Co.,    Samuel, 
Worcester,    Mass. 
Skates,  Roller 
Barney   ft  Berry,    Springfield.   Mass. 
Chicago    Roller    Skate    Co.,    06    S. 

Canal  St..   Chicago.   111. 
Cycle    Skate  ft   Sporting   Goods  Co.. 

37  Park  St.,   New   York. 
Richardson  Ball  Bearing  Skate  Co., 

501    Wells   St..    Chicago.    111. 
Union  Hardware  Co..  Torrlnjrton,  Ct. 
Winslow    Skate    Mfg.    Co..    Samuel, 
Worcester,   Ma  as. 
Skirt  Hanirers 
(See   Hangers.) 
Skylight  Genrlnnr 
Dronre   Co.,    G.,    Bridgeport.   Ct. 
Sleds 
Allen   ft    Co.,    S.    L.,    Box    1100    II. 

Philadelphia.    Pa. 
Hunt,  Helm,  Ferris  ft  Co.,  Haryard, 

111. 
Wagner  Mfg.   Co.,   Cedar   Falls,    la. 
Snovr  Shovels 

Avery   Stamplrif;   Co..    Clereland,    0. 
Solderene 

Solderene  Co.,  53  State  St.,  Boston, 
Mass. 
Solderene  Flnx  Sticks 
Solderene  Co..  53  State  St..  Boston, 
Ma  as. 
Solderene   Pnnte 
Solderene  Co.,  53  State  St.,   Boston, 
Mass. 


ft    Level    Co.,    New    Strainers.  Tea  aad  CofTee 

Porter  Machine  ft  SUmptn^  Worka. 
^Gregory,  Mich. 
Stralaers.  Sink 
Andfews  Wire  ft  Iron  Whs..   Bock- 
ford,  lit 
Pritcfaard-Strong  (^..  S9  Circle  SU 
Rochester,  N.  Y. 
Stretehers,  Fence 
^^  (See  Wire  Stretehers.) 
Strops 

(See  Rasor  Straps.) 
Swiavs;  Porch  aad  I^awa 
National   Ventilator  Co.,   149  South 
Jeffeim   St.,   Chicago,    IIL 
Tahle  l^are 
_   (See  Plated  Ware.) 
Ta€»kle  Blocks 

(See  Blocka.) 
Taeks,  Brass  Head 
American  Rinff  Co.,  Waterbory.  Ct 
Tacka,  Copper 
Huasey  ft  Go.«  C-  O-  Plttstmnp.  Pn. 
Tamale  Kettles 
_  (See  Kettles.) 
Tanks 

_  (See  Articles.) 
Tapes*  Measarias 
(AestermsB  ft     Co..     Ltd.,     James. 

Sheffield,  Eng. 
t«fkin    Rule    Co.,    Saginaw.  Mich. 
Starrett  Co.,  L.   8.,   Athol.   Maaa. 
Wiebttseb  ft  Hilger.  Ltd.,  9-15  Mvr^ 
Yorl 


Bristol. 


Bsmes  0>..   Wallace,  The, 

Ct. 
Tuck  Mfg.  Co.,  Brockton.  Mass, 
Sprlaica,    Door 
Mlddletown    Mfg.    Co..    Middlctown. 

Saaares,  Steel 
Nicholls  Mfg.  Co.,  OUnmwa.  la. 
Russell    ft    Brwln    Mfg.    Co..    New 
Britain,  Ct. 
Sqaares,  Try,  Mitre,  ete, 
SUnley    Rule   ft    Level    0>.,     New 

Britain.  Ct. 
Starrett  Co.,  L.  8^  Athol.  Mass. 
'     Union  Cntlery  ft  Efardware  Co..  Un* 
lonvllle.  Ct. 
Stamplav,  Sheet  Metal 
Avery  Stamping  (3o..   Cleveland.   O. 
Cleveland    Stamping    ft    Tool    Co., 

Cleveland,  O. 
Mossberg  Co..  Frank.  Attlehoro.Mass. 
Tuck  Mfg.  Co.,  Brockton.  Mass. 
Staple  Palter,  Fence 
Bonner  Mfg.  Co..  G.   B..  Cbrisman, 

ntlca  Drop  Forge  ft  Tool  Co..  Dtica, 

N.  y. 

Staples,  Wlra 

Kevstone  Steel  ft  Wire  (3o..  Peoria. 

Townaend  <5o..  C.  C.  ft  B.  P..  New 

Brighton.  Pa. 
Wright  Wire  Co..  Worcester,  Mass. 
Steak  Poanders 
Arcade  Mfg.  CJo.,  Preeport.  III. 
Wagner  Mfg.   Co..  (3edar  FsUs,   la. 
Steam  Cooker  and   Baker 
Gem      Mfg.    Co..     Chelsea    SUtion. 

Boston.   Mass. 
Ohio  (looker  Co..  The.  Toledo,  0. 
Steel 

American    Tube    ft    SUmping    Co.. 

Bridgeport,  Ct.  •'    •         . 

Steel  Stamplnirs,  Cold  RoUad 

Advance  Mfg.  Co..  Racine  Junction. 

Wis. 
Amerlcau    Tube    ft    Stamping    Co.. 

Bridgeport,  Ct. 
Barnea  Co.,   Wallace.   The,    Bristol, 

Griflin  Mfg.  Co.,  The,  Brie,  Pa. 

Mossberg  Co..  Frank  Attleboro.Masi. 
Steel  "Ware,  Cooklaic 

Avery  Stamping  Co.,    Cleveland,   O. 

Cleveland    Stamping    ft    Tool    Co.. 
Cleveland.  0. 
Step  I«adders 
(See  Ladders.) 
Stocks  aad  Dies 

Armstrong    Mfg.     Co..     Bridgeport. 

Stop       Bead       Screws       aad 
washers 

(See    Screws.) 


_  ray  St..  New  York. 

TapptaflT  Machines  for  Street 

Mains 
Walworth  Mfg.  Co.,  128  Federal  St.. 
Boston,   Msfls. 
Taps  and  Dies 
Armstrong  Mfg.  Co.,  Bridgeport,  Ct. 
Telescopes 

KirtUnd    Bros.    Co..    Dept.     H,    90 
Chambers  St.,   New  York. 
Temperlnir  Powder 
PhlUIns-raflltte     Co.. 
-"ifsde*  •        ^ 


BMc., 


_  _ __.,     Peon 

Phllsdelphia.  Pa. 
Thamh  Taeks 
Hawkes-Jackson  Co.,  38  Murray  St.. 
New     York. 
Ties,  Horse  aad  Co^ir 
Bridgeport    Chain    Co..    BridenMrt. 

Oneida   Community.     Ltd.,     One^hla, 
N.  Y. 
Till  an?  Spades 
iwan  Broa.,  Streator,  lit 
TIa  Boxes,  Cash,  Bond,  ete. 

(See  Boxes.) 
Toasters*  Bread 
Andrews   Wire  ft  Iron  Wks.,    Rock- 

tord.    111. 
Apex  Specialty  Co. 
Mlddletown    Mfg.    Co.,    Mlddletown. 


SUndard   8tamp*g   Co..  MarrriUe.O. 
Toa«s,  Machinist 
Barnes  Tool  Co..  New  HaTrn,  CL 
Tool  Bays 

(See  ArUdsa.) 
Tool  Chests  aad  Cahlae^tn 
American   Tool   Chest   0>.,    800    W. 
Houston  St..  New  York. 
Tool  Raeks 

Herrfek  Co..  F.  A..  Jackson,  Ifleb. 
Tool  Steel 

Philllns-Laffltte     Co.,     Pens    EMg.. 
Philadelphia,   Pa.  . 

Tools 

(See  Articles.) 
Torches,  Bnirlne 
Hammer  ft  Co..  Branfonl,  Ct. 
Wall    Mfg.    Supply    Co.,    P.,    AOe- 
gbeny.  Fa. 
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Torebes,  Plambcrs' 

Clayton   &   Liambert   Mfg.    Co.,    De- 
troit, Mich. 
Tovrel  Bars 
Tajplln  Mfg.  Co,  The,  New  Britain, 

Trapfl 

(See  ArUclea.) 
Traym,  Craaab 
Buffalo  Mfff.  Co..   Buffalo,   N.    Y. 
Tree  Qvarda 
Buffalo  Wire  Wki.  Co.,  Buffalo,N.T. 
Wiifht  Wire  Co.,  Worceeter,  Maaa. 
Trellis  'Work 
Wrlriit  Wire  Co.,  Worcester.  Maaa; 
Trouey  Traeka,  Overbead 
Coham    Trolley    Track    Mfg.     Co., 

Holyoke.  Maaa. 
Mjeis  4  Bro.,  F.  B.,  Ashland,  0. 
Trovaer  Hanjrer 

See  Hangera.) 
Trowels,  Maaoim* 
Atkins  4  Co.,    E.    C.    Indlanapolla, 

Ind. 
Johnson,    Wm.,    Newark.   N.   J. 
Trowels,  Garden 
Avery  Sumping  Co.,   Clereland.   O. 
Pritchard-Strong  Co.,  29  Circle    St., 
Bocheater.   N.  Y. 
Tracks,  Factory 
Grand     Raplda     Hand     Screw     Co., 
914  Jefferson  Aye..  Grand  Baplda, 
Mich. 
Tracks,  Hand 
CUrk   Co.,    Geo.    P.,    The,    Windsor 

LM^ks,  Ct 
Tracks,  Nail  Key 

Peck-Hamra  Mfg.  Co.,  The.   Berlin, 
_  Wla. 
Tracks,  Stove 

Areade_Mfg.   Co..  Preeport.  IIL 
Tab    Hoops,   Adjastlble 
Standard   Brass  &   Iron    Wks..    Mil- 
waukee, Wis. 
TabUuT,  Steel 
American    Tuhe    4    Stamping    Co., 

Bridgeport,  Ct. 
Bhelhy    Steel    Tube   Co.,    Pittsburg, 

Pa. 
Tarnbackles 
Merrill   Bros.,   Maspeth.    N.   Y. 
Manning,  Bowman  4  Co.,   Merldcn, 

T^rlaes 

(See  also  Cordage.) 

Columbian  Bone  Co.,  Auburn,   N.  Y. 
Jtotea  MllU.  I^all  a/ver,  Maaa. 
Twist  Drills 
^  (See  Drllla.) 
Valves  and  Flttlngrs 

Walworth  Mfg.  Co.,  128  Federal  St., 
Beaton,   Mass. 
Valves  and  Planners 

Berger  Bros.  Co.,  281  Arch  St.,  Phil- 
adelphia.  Pa. 

Berger,    L.    D..    69    North    2d    St., 
Philadelphia.   Pa. 

Myers  4  Bro.,  F.  B.,  Aahland,  O. 
ValTcs,  Pamp 

BeTere  Rubber  Co.,  77  Bedfonl  St., 

Boston,   Mass. 
Varnlsbes    and   Japans 

Ohio  Varnish  Co.,  Cleveland,  O. 

Adan^p  4  Biting  Co..   Chicago,   IIL 

Bany  Bros.,  Ltd.,  Detroit.  Mich. 

Carpenter-Morton    Co.,    77    Sudbury 
St.,  Boaton,  Mass. 

Martin-Senonr  Co.,  The,  2S14  Quarry 
,,  St..   Chicago,    111. 
Ventilating  Irons 

DrouTe  Co.,  O.,  Bridgeport,  Ct. 
Ventllatlnir   Tl^lndow    Locks 

HolUnd    Mfg.     Co..    20    Park    St., 
Florence,   Mass. 

Ives  Co.,  The  H.  B.,  New  Haven,  Ct. 
VeaUlators 

Dtoave  Co.,  G.,  Bridgeport,  Ct. 

I  wan   Bros.,   Streator,    111. 

Mlddletown    Mfg.  Co.,  Mlddletown,0. 
Veattlators,   RevolTlair 

Berger  Broa.  Co.,  Philadelphia,   Pa. 

A'hamathv  Vise   ft  Tool  Co.,  881   Bn- 
rood  Ave.,  Chicago,  111. 


fflewc 
Colamb 


>.^<.jiblan  Hdw.  Co.,  Cleveland,   0. 
Parker  Co.,  Chas..  Merlden,  Ct. 
Boek  laland  Tool  Co.,   Bock  Island, 

111. 
Tower  4  Lyon  Co.,  90  Chambers  St. 

Hew   York, 
Winiams   4   Co.,    J.    H.,    Brooklyn, 

N.  Y. 


IVfliflle  Irons 
my  Mfg.  Co..  Theo.  J..  Glraid,  Pa. 
leading  Hardwaro  Co.,  Beading,  Pa. 
Waaoa  Jacks 

(999  Jacks.)      ^ 
W^siiroBS*  Coaster 
Hunt,  Helm,  Ferria  4  Co.,  Harvard, 

lU. 
Wabaah  Mfg.  Co.,   Wabash,  Ind. 
IVavokis,  DellTery 
Sycamoro    Wagon    Worka.    109    Ed- 
ward St.,   Sycamore,   111. 
Wagons,    Bxpress 
Wabaah  Mfg.  Co.,  Wabash.  Ind. 
WsiS^ons,  Farm 
Wabaah  Mfg.  Co.,  Wabash.  Ind. 
IVasb  Boflers 
Berger,  L.  D.,  69  North  St..  Phila- 
delphia, Pa. 
Pritchard-Strong  Co.,   29  Circle  St., 
Bocheater.  N.  Y. 
'Wasb  Tabs 
Pritchard-Strong  Co.,  29  Clrole  St., 

Bocheater,  N.  Y. 
Washer  datters 
Lowentraut     Mfg.     Co.,     P.,     80-54 
Brenner  St,  Newark,  N.  J. 
IVasbers 
Corbln  Screw  Corp,  Tho,  New  Brit- 
ain,  (?t. 
Griffin  Mfg.  Co..  The.  Brie.  Pa. 
IVashers,  Friction 
Barnea  Co.,    Wallace,   The,   Briatol, 
Ct. 
VFashlnir  Hachlaes 
Boas  Wsshing  Machine  Co.,  Cincin- 
nati, O. 
Brammer  Mfg.  Co.,  H.  F.,  1469  W. 

Second  St..  Davenport,  la. 
Glaacock    Broa.    Mfg.    Co.,    Muncle, 

Ind. 
Standard   Mfg.   Co..   The,  Shelby,  0. 
Waverley  Woodenware  Wks.,  St.  Jo- 
seph, tMo. 
White  Lily  Waaher  Co.,   Davenport, 

IVashlnv    Macblnes  —  Water 
Motor 

American   Waaher  Co.,    118   Sydney 

St..  St.  Loula,  Mo. 
Waste 

Rates  Mills,  FaU  Blver,  Maaa. 
IVatcbes 
New  Haven  Clock  Co..  New  Haven, 
Ct. 
Water  Coolers 
Buffalo  Mfg.  Co.,  Buffalo.   N.  Y. 
Manning,  Bowman  4  Co.,  Meriden.Ct. 
IMTater  Motors 

(8e«>  Motors.) 
Weldlnir  Plates 
PhiUlps-Laflltte    Co.,     Penn  'Bldg., 

Philadelphia.  Ph. 
Weldlaar  Powder 
Phllllps-Laffltte    Co.,     Penn     Bldg., 

Philadelphia.   Pa. 
Well  IMTbeeis 

Reading  Hardware  Co.;  Reading,  Pa. 
Union  Elevator  ft  Machine  Co.,  144 

OnUrio  St.,  Chicago,  111. 
Wbeel  barrows 
.  McWhInnle      Wheelbarrow     Worka, 
Ponghkeepsle,   N.  Y. 
Syracuse    Chilled    Plow    Co.,    Syra- 

euae,   N.  Y. 
"Wblp  Display  Rack. 

Beat,  John  H.,  Oalva,   111. 
Wbolesalers,   Oen'l    Mdse. 
Butler  Bros.,  Chicago,  III. 
Wlcklnsr 

Bates  Mills,  Fall  River,  Mass. 
IVladow  Cleaners 
Smith  Mfg.   Co.,    F.   H.,  48  and  50 

St.  John's  Court,  Chicago,  lU. 
Wlndo^r  Cord 
See  Saah  Cord.) 
W^lndow  Fasteners 
(See  Saah  Fasteners.  > 
l^lndow    Ventilating    Locks 
_  (See   Ventilating  Window  Locks.) 
Wlndoi^   Opera tlnjr   Devices 

Drouve    Co..    G.,    Bridgeport,    Ct. 
W^lndow  aignu 

(See  Decalcomania  Slgna.) 
^rindovr  Screens 

(See  Sereena.) 
W^lndow   Stop    Adjasters 

(See  Adjuaters.) 
"Wire,  Barbed 
Keystone  Steel  4  WIro  Co.,  Peoria, 

111. 
W^lre  Baskets 

(See   Baeketa.) 


"Wire  Cbalns 

(See  Chains.) 
W^lre  Clotb 
Buffalo    Wire    Works    Co.,    Buffalo. 

N.  Y. 
Clinton    Wire     Cloth     Co.,     Clinton, 

Mass. 
Lndlow-Saylor  Wire  Co.,  St.  Louis, 

Mo. 
New   Jersey   Wire  Cloth   Co.,   Tres- 

ton,  N.  J. 
Rice  4  Co..    Ix)well.    Mass. 
Wright  Wire  Co..   Worcester.   Maaa. 
Wire   Clotb   Cabinet 

Roller   Cablnpt    Wks..    Sterling,    III. 
MTlre   Clotbes   Line 

(See  Clothes  Line.) 
IVlre  Cotters 
Bllllugs    4    Spencer    Co.,    Hartford, 

Ct. 
Bonner  Mfg.   Co.,   C.    E..   Chrlsman, 
III. 
Wlre-DrawlnflT  Macblnery 
Wright  Wire  Co.,  Worcester,  Mass. 
W^lre  Fences 

(See    Fencing.  Iron    and    Wire.) 
Wire  Goods 
Andrew   Wire   4   Iron   Wks.,   Boek- 

ford.  III. 
Brldgt*port   Wire   Goods   (3o.,  Bridge- 
port,  Ct. 
Buffalo    Wire    Works    Co.,    Buffalo, 

N.  Y. 
Parker  Wire  Goods  Co..   Worcester, 

Maas. 
Wire  Latblns 
(See  Lathing.) 
Wire  Nails 
(See  Nails.) 
Wire  Mats 
(See   Mats.) 
Tirire  Pliers 
Bonner  Mfg.   Co.,   C.    E.,   Chrlsman, 
III. 
Wire  Reels 
Buroka  Fence  Co.,  Richmond.  Ind. 
Mossbersr  Co..  Frank.  Attleborn.Mass. 
Wire  Hope,  Iron  and  Steel 
Wright  Wire  Co..   Worcester,  Maaa. 
Wire   Specialties 

(See  Artlolea.) 
IV  1  r  e     Stralffbtenlnir     Ma- 
cblnes 
Shu8t(<r  Co.,   F.   B.,  The,   New   Da- 
vcn.  Ct. 
IVIre  Stretcbers 
Arcade 'Mfg.  Co..  Freeport,  111. 
Burffess-Norton    Mfg.    Co..    Geneva, 

Hunt,  Helm.  Ferria  4  Ck>..  Harvard, 

Keys'tone  Steel  4  Wire  Co.,  Pe<yla. 

IVood  Screws 

(See  Screws.) 
W^rencb.  Reversible  Cbaln 

Bonner  Mfg.   Co..   C.   E..   Chrlaman. 

Wllliama   4   Co..    J.    H..    Brooklyn, 

N.  Y. 
Wrencbes 
Rarnea  Tool  Co.,   Now  Haven,   Ct. 
Bemis    &    Call     Hardware    4    Tuol 

<3o..  Springfield.  Mass. 
Billings  4  Spencer  Co..  Hartford.  Ct 
Bonner  Mfg.  Co.,  C.   E..    Chrisman^ 

Bridgeport   Hdw.   Mfg.   Co.,    Brldgo- 

port,    Ct. 
Coe»  Wrench  Co..   W Arrester.  Maaa. 
Irland    Pipe    Wrench   Co..    IS   Court 

Sq.,  Boston,  Mass. 
Lowentraut     Mfg.      Co.,      P.,    36-54 

Brenner  St..  Newark,  N.  J. 
Monte   Wrench    Co.,    81    North   Pike 

St..  Shelby vllle.  Ind. 
Moaaberg  Co.,  Frank.  Attlehoro.Mass. 
Page-Storms  Drop  Forge  Co.,  Spring- 
Held.  Maas.  .     •»   -• 
Russell    4    Erwln    Mfg.    Co..    New 

Britain.   Ct. 
Tower  4  I^yon  Co.,  05  Chambera  St., 

New   York. 
Warren    Axe    4   Tool    Co.,    WUrron. 

Pa. 
Walworth  Mfg.  Co..  128-136  Federal 

Bldg..    Boston.   Maaa. 
Wrencbes,   Fittings 
WlUlama   4   Co.,   J.    H.,    Brooklyn, 

N.  Y. 
W^rln^ers 

(See  Artlclea.) 
Yarn,  I^atb  and  Fodder 
Columbian  Rope  Co..  Auburn.  Ij,   "%• 
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STEVENS 


ALWAYS   PROVE  THEIR  TITLE 
"The  BiiU*s-Eye  Kind'* 


At  the  1908  Annual  Tournament  of  the 
Indoor  .22  Caliber  Rifle  League  of  the 
United  States,  STEVENS  RIFLES  and 
TELESCOPES  WON  EVERYTHING 
IN  SIGHT. 

ALL  LEADING  PRIZES  were  secured 
by  the  UNERRING  STEVENS. 

One  more  notable  STEVENS  VIC- 
TORY added  to  the  ever  lengthening 
chain. 

Ask  your  Jobber  tor  STMVBNS 
ARMS  and  ACCMSSORIMS. 


Send  for  latest    Catalogs. 

J.  Stevens  Rrms  &  Tool  Qo. 


P.    O.    Box 

eHieOPBB   PALLS,   MASS. 


CoNsri.T    lU'YKRS'    RKFERENCE    TO    ADVERTISEMENTS    on    Last    Paces. 
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BOLT  CLIPPERS 


^^       "EASY" 

"NEW  EASY" 

"ALLEN-RANDALL" 


H.  K.  PORTER 

Factory  and  Office 

6  Ashland  St.,Ev«ratt,Mass.,U.S.A. 


THIS  IS  THE  TRADE  NARK  OF  THE  GENUINE 

"STILLSON"  WRENCH 


1 


IT  IS  A  GUARANTEE  of  Quality  an    your  Protection 
Againat  Inferior  Imitationa 


WALWORTH    MT'G    CO. 

SOLE    MAKERS 

BOSTON.  128.136  Federal  Street 

NEW  YORK  Office,  Parle  Row  Building 

EUROPEAN  AGENTS: 

Auc 
H.  Munzing 


Aug.  Ecgers,  Bremen,  Germany, 
ing,  180  Lpper  Thames  St.,  Londoi  . 
H.  Munzing  &  Co.,  Paris,  France. 


pper  Thames  St.,  London,  England, 
ing  &  Co.,  Paris,  France. 

WRITE  FOR  RED  BOOKLET  OF  TOOLS 


Reading  Lawn  Mowers 


Complete  line  of 
up-to-date  Mowers 
with  and  without 
Ball-Bearings. 
Finest  materials 
and  workmanship. 
Send  for  Catalogue 
and  Prices. 


READING   HARDWARE    COMPANY 

A  READING,  PA. 


NEW  YORK:    96  and  98  Reade  Street 
PHILADELPHIA:    617  Market  Street 
CHICAGO:    195  Lake  Street 


A  Hrst-aass  Rubber  Hose,  7i  cen( 


^-inch  .S-i)ly  \v..inui  with  lica\v  .MkI  w'uq,  cdiiK.l-tc  \  -h  li 
and  banH>^.  \VK  FULLY  \VA  K' kAXT  ,th:.  Jv^<|  L.v  j^^-.f.^c,, 
will  replace  any  proviim  rlcUctivc.  ^0lM.D^^>H^V^yV,pC|C>^r  ],. 
us  will)  an  oracr  f<T  a  ^anip],-  Icucth.  niul  liav  x.-u  •>iVe  it  a  i 
before  y<.u  place  vnr  onler   for  thi^  sca-aiV  li-.-Jc.     Send  fori 


£ 


flHiia^'iff-.  uj^ 


star  Hack-Saw  Blades 


BS[5 


Adir^r^BKss    i^.tvi^u» 


Are  nard     Are  tougti 

Are  Ufliform   Are  economical 

Are  just  n^ht 


lor  every  ana  aii  sores  oi  work 
them,  try  them,  and  satisfy  } 
self  that  they  are  as  we  sav.  rj 
as  their  name  signifies — all  ST  A: 

Street,    ^fe-w    York 
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Nicholson  File  Company  ?roy\^nit:Vf:t.  s.  a. 


FILES    AIND    RASPS 

THE  WM.  SCHOLLHORN  CO. 

Neiv  Havea*  Conn*  _  _    ^.^^j 


Beraari'fi 

Patent 

Pliers,  Nippers,  Pinches,  etc. 


JIfr.  Merchant: 


We  are  advertising  KINGFISHER  Ifnes  direct  to  customers  in  25 
popular  magazines.  This  means  talking  direct  to  25  million  people. 
We  receive  thousands  of  requests  for  prices.  If  you  handle  Klh^G- 
FISHER  lines  and  want  this  business,  tell  us  and  we  will  refer  cus- 
tomers in  your  town  to  you. 

E.  J.  MARTIN'S  SOWS.  IH  Kingfisher  SU  RockvUle.  Conn. 


GEM 

Nail  Cllppor 


Big  sales  and  big  profits.  Everybody 
wants  the  Gem  Nail  Clipper — a  simple 
little  two-inch  device  that  cuts  and  trims 
nails  and  hangnails  quickly  and  evenly. 
It  is  well  advertised  and  is  meeting  with 
large  sales  everywhere.  Sells  for  'ioc. 
The  new  sterling  silver  handled  Clipper 
retails  for  $1.00.  Each  price  allows  a 
wide  margin  of  profit. 

A  handsome  metallic  display  stand 
free  to  dealers.     Write  for  prices. 

TIE  H.  C.  COW  COm  AiSMia,  Com. 

Tenporary  Office :       505  ScoCt  Street.  San  Francisco 


For  faatenlDg  all  kinds  of  oonstmctlon  to  brick  or  stone 
It  is  unequAled. 

Thm  McCabc  Hanger  Mfg.  Co.   -   -   New  York 


JOHN     SOMMER'S 
RED    CEDAR 


PERFECTION 
FAUCETS 


First  Quality  Warranted  Finely  Finished 

Made   out  of  the   Best  Selected   Florida   Ked  Cedar. 

Only  the  Genuine  are  stamped  in  the  wood,  with   our 

trademark— MALTKSE  CROSS. 
Write  for  prices  on  all  kinds  of  Wood  Faucets. 

JOHN  SOMMER'S    SON 

355-365  CENTRAL  AVENUE  NEWARK.  N.  J. 


Covert  Mfg.  Co. 

TROY,  N.  Y. 

STEEL  CARRIAGE  and 
WAGON  JACKS 


All  steel  and  cannot  be  broken. 
Costs  less  than  other  jacks. 
Adjusts  from  15  to  25  inches. 
Weight     jl     Maximum  Strength 


WHY   SHOULD   YOU    SUFFl 
Be  Your  Own  Chiropodist 

THB    STAR    SARETV    CORN    RAZOR  Price  81.00.    Full  descriptive  circular  mailed  on  r>^v 

AIVff>RB   BROS.t  S  RBADB  ST.,    INEW  YORK  CITY,  Mfr*.  Star  Satoty  SHavlriff  Rax 
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